Commercial Training 10-11-16
Updates:
There are 3 comprehensive trials available for qualifying companies
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
· The next GDI 1 day workshop will be Saturday, November 19th from 9am to 4pm at the GDI corporate office in Maple Grove, MN.  http://becomeproworkshop.com 
· I will be at a conference next week, so there will not be a Tuesday night call on 10/18 so the next call will be 10/25/16
Questions, Comments, and Successes:
· If you have a technical question for Xp Lab regarding their products, please email me your question.  I will get you an answer from Xp Lab and will be sure to forward their response AND share the information with our team.  
· This will ensure that everyone benefits from the information and that we all share up-to-date and accurate info.
Fuel and Industry Related Info:
Interesting article talking about organizations like the American Petroleum Institute and Alliance of Automobile Manufacturers battling in court to repeal and Minnesota law that currently supplies 10% biofuel and is scheduled to increase to 20% in the future.
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2016/10/minnesota-judge-upholds-state-s-biodiesel-mandate.aspx 
· “It argued that the mandate would result in higher maintenance costs and engine problems, as well as a safety hazard because older vehicles were not designed to run on biofuel blends of 10-20%.”
Some interesting statistics (2016) on the amount of emissions and particulate that have been removed from the environment from 2007 to 2015 with new emissions equipment:
· http://www.constructionequipment.com/clean-diesel-tech-has-saved-3b-gallons-fuel-report 
· 42% of all medium and heavy-duty diesel trucks (Classes 3-8) are now equipped with newer technology clean diesel engines = 4 million of the 9.5 million diesel trucks in these classes in the USA
· “Class 8 trucks running the newest generations (2010 or newer) engine saved truckers $2400 in fuel a year by using 875 fewer gallons of fuel (based on 125K traveled).”
· Supplemental information on truck classes - http://truckyeah.jalopnik.com/truck-sizes-classification-explained-from-tacomas-to-1613958192 

Sales Training:
Summary of the steps involved in selling Xp3:
1. Locating and connecting with people/businesses that are looking for solutions to common fuel related problems
2. Identifying the potential customer’s “Conditions of Satisfaction” and clarifying their intentions for ongoing use of Xp3 once those conditions have been satisfied
3. Helping potential customers to see and believe that Xp3 will deliver far more benefits to them compared to the price of the product
· Establishing the steps of proving the benefits of Xp3 and meeting their Conditions of Satisfaction
4. Communicating with the people performing the trial (before, during, and after the trial)
5. Following-up and establishing a consistent post-trial order schedule and maintaining communication/support
6. Asking for a testimony and referrals (plural)

In situations where a person has not purchased from you, what would you say is the #1 reason for the lack of a purchase?
· Posture
· Process, skills, practice and belief about our product/process
· Not seeing the benefit – we will talk more about this specific area in future webinars 
· Price





Many people think price is the biggest issue, but it is almost never the issue, but… 
· [bookmark: _GoBack]Example:  The most inexpensive new car to purchase in the USA is the Nissan Versa with an MSRP of $14,325 and as of September 2016 they have sold approximately 107K of these cars in the USA.  
· http://20somethingfinance.com/cheapest-new-cars-2016/ 
· http://www.goodcarbadcar.net/2011/01/nissan-versa-sales-figures.html 
· In 2015, Nissan sold approximately 128K Versa new cars compared to the 17.39 million new cars were sold in the USA, which means that Nissan Versa sales only accounted for 0.0074% of the new car sales in 2015 in the USA
· If price was the only issue, why aren’t more people buying the Nissan Versa?  Clearly price is not the most important issue for most buyers in the car industry and the same holds true for many other industries including fuel consumers.   
Here’s the problem: Customers rarely tell you the specific issue that prevents them from buying, so much of our success comes from our ability to help potential customers to answer some key questions. 
Here are some key questions that have to be answered in order to complete the sale:
· Does the customer believe (or at least is willing to suspend their disbelief to try our product) that:
a.  Xp3 will solve their problems/meet their needs?
· On a scale of 1 to 10, how would you rate your confidence that Xp3 will help solve the problem of (state the specific problems they have to you)?
b. Will be worth the investment?
c. You (and GDI/Xp Lab) will be there to support them before, during, and after the sale? 
Since many people struggle with making decisions it is also important to consider some of the following questions that the potential customer may be thinking, but likely won’t express to you including:
· Is this the right product to meet our needs?
· Should we use a competitor product or different technology?
· Will people use the product?
· What will other people think if I buy it?
· Will this company really serve us and take care of us in the future?
· Will this sales person continue to be with the company?
· Do I know enough to make a decision?
· Is this going to be a mistake?
· Could I lose my job for making this purchase?

