Commercial Training 10-25-16
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 
Questions, Comments, and Successes:
· [bookmark: _GoBack]Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions - 
· Referrals and Testimonials - 
Fuel and Industry Related Info:
Interesting article talking about the impact of contaminated DEF fluid
· http://www.constructionequipment.com/it-doesnt-take-much-contaminate-def 
· Increased DEF consumption
· Loss of effectiveness to remove NOx (nitrogen oxide) emissions
· Malfunctions of SCR system
· Damaged equipment potentially causing the engine to shut down
· Voided warranties
· “Prolonged exposure to direct sunlight will cause DEF to degrade”
· DEF quality deteriorates over time when exposed to warmer temps
· DEF retains full quality when stored between 50 and 15 degrees
· Reduces to 18 months at consistent temps of 77 degrees
· Reduces to 12 months at consistent temps of 86 degrees
· Reduces to just 6 months at consistent temps above 96 degrees
· Typically freezes at around 12 degrees – make sure completely thawed before using and do not use additives to prevent freezing
Share these articles to provide tips and useful information to potential clients – positions you as a knowledgeable person who delivers value and begins the process of reciprocity. 


Great article talking about the new classes of engine oils (CK-4 and FA-4) and shows BlackStone Labs at the top of the page and talks about oil analysis in the article
· http://www.constructionequipment.com/new-engine-oils-drain-intervals-tier-4 
·  “Bruce Reader, regional product support manager, Case, suggests that emissions-control systems—especially exhaust-gas recirculation, which can expose oil to high soot levels—can have a significant influence on an oil’s useful life, making oil analysis an essential tool for monitoring oil condition. He reminds machine owners that the value of oil analysis is its ability to reveal trends in engine condition over time, and that “one analysis does not make a trend.”
· Supplemental article talking about the new engine oils
· http://www.constructionequipment.com/new-engine-lubes-coming 
Interesting article talking about the Phase 2 greenhouse gas emissions and fuel efficiency standards that will be fully implemented in 2017 followed by increasing standards for 2027.
· http://www.overdriveonline.com/epa-nhtsa-set-to-publish-second-phase-of-truck-emissions-standards/ 
· Towards bottom of the article - “Under the final rule, gliders will generally be considered new trucks, and the engines installed in them must be compliant with the model year in which the truck is assembled.”
· Great supplemental article (2014) on glider kits
· http://www.overdriveonline.com/gliders-101-five-common-questions-about-glider-kits-answered/	
· “…glider kits with pre-2003 model engines getting as much as $10,000 more in resale than comparable factory trucks “because they’ve got pre-emissions engines. People are willing to pay more money for that.”
· Another supplemental article talking about glider kits and costs (2013)
· http://www.truckinginfo.com/article/story/2013/04/the-return-of-the-glider.aspx 
· “A glider costs at least 25% less than a comparable new truck, is generally exempt from the 12% federal excise tax, and often gets better fuel economy than some modern engines that are saddled with expensive and sometimes troublesome exhaust.”
· Check out Page 4 (bullet b) for info on new FDA requirements for glider kits, which is closing emissions “loop holes”
· https://www3.epa.gov/otaq/climate/documents/420f15904.pdf 
· More vehicles will need Xp3 to help prevent emissions related issues/expenses

Good article talking about the importance of keeping trucks/truck trailers clean and how that translates into dollars for companies – Xp3 can help with that because of a reduction of soot on trailers which decreases amount of money spent on trailer washing
· http://www.truckinginfo.com/channel/fleet-management/article/story/2016/10/does-clean-equal-green.aspx 
· “There is no question that DOT officers take note of dirty trucks. Because they know that a truck that hasn’t been washed probably hasn’t been well maintained, either.”
· “Showing a trucking company’s brand in the best light is a main reason to keep the fleet exteriors looking good,” Mathes says. “But there are other positive payoffs, too.”
· Check out 1:02 into the video on this site – http://gditrial.com 
· Talks about Xp3 reducing soot and trailer wash savings 
Additional Articles:
Article talking about CARB funding and working to put more clean vehicles in disadvantaged areas.
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2016/10/revised-carb-plan-includes-150-million-for-heavy-duty-vehicles.aspx
Interesting article on fuel savings equipment 10 to 40% increase in efficiency for “stop and start” service vehicles like trash collection vehicles in NY
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/10/engine-stop-start-system-saves-fuel-for-new-york-s-trash-trucks.aspx 
Article talking about technology that tracks “down time” and helps fleet owners determine fleet reliability and other important business operation metrics
· http://www.truckinginfo.com/channel/products/news/story/2016/10/ari-s-vehicledowntimeview-helps-measure-and-manage-downtime.aspx 
Sales Training:
Great article with 107 sales statistics and tips – http://blog.hubspot.com/sales/sales-statistics#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· #5 – 63% of people requesting information today will not purchase for at least 3 months and 20% will take more than 12 months to buy
· #16 – Businesses that use marketing automation to nurture prospects experience a 451% increase in qualified leads
· #23 – After a presentation, 63% of attendees remember stories and only 5% remember statistics
· #25 – 70% of people make purchasing decisions to solve problems and 30% make decisions to gain something 
· We’ve talked about how most people move away from pain than towards pleasure – this matches the point above.
· #27 – 78% of decision makers polled have taken an appointment or attended an event that came from an email or cold call
· #43 appears to be opposite of this statistic, but I would suggest that the difference is whether you talk with a decision maker
· #57 – 91% of customers say they would give referrals, but only 11% ask for them
· #71 – 82% of buyers viewed at least 5 pieces of content from the winning vendor
· #73 – 68% of buyers feel more confident about a brand after consuming content from it
· #83 – 50% of sales time is wasted on unproductive prospecting
· #93 – A whopping 68% of B2B organizations have not identified their funnel





Many people think price is the biggest issue, but it is almost never the issue, but… 
· 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?

