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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 1-day workshop located at the Maple Grove corporate office will be
1. Saturday November 18th, 2017 from 9am to 5pm 
· New GDI Reps and Certified GDI reps need to register by visiting http://becomeproworkshop.com 
· New GDI reps are required to have completed the online training before attending a workshop.
· We invite all currently certified GDI reps to attend - there is a $25 fee for currently certified reps, which covers lunch, printed materials, and a new GDI thumb drive with current GDI documents.  
· Currently Certified Reps can purchase their $25 ticket by logging into your back office and clicking “Shop Now” > Then select your catalog > then select “Xp3” > and you’ll find Item #9700 available for purchase.
2. NO GDI call on October 10th – I will be traveling that day (sorry)
3. The new GDI inserts are available for purchase.  
· Cetane Booster and Winter Xtreme are available on 1 insert printed front-to-back
· Anti-Friction Engine Oil Treatment and Cleaner-Degreaser are also printed front-to-back
· 25 pack - $7.50 (Item #200017)
· 100 pack - $20 (Item #200018)
· These are great products that can be used to open the door for cross-selling with Xp3
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Sales Questions or Experiences You’d Like to Review – 
Fuel and Industry News:
· Nothing specifically related to Xp3 this week
Supplemental Fuel and Industry News:
Interesting article on using solar panels in trucking
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2017/09/how-fleets-are-using-solar-power.aspx
Another article on alternative fuels
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2017/09/going-beyond-electric-and-natural-gas.aspx 
Article talking about aerodynamic wheel covers
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/10/new-wheel-covers-hide-fasteners-for-optimized-aerodynamics.aspx 
· Schneider was testing them and experienced “…about 1% fuel savings.”
Article talking about fuel savings connected to Tractor AeroKits
· http://www.thetrucker.com/News/Story/FlowBelowAerosquickreleasefairingforitsTractorAeroKitsystemimprovesfuelsavings 
Another article talking about the future of electric commercial vehicles
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/09/meritor-ceo-predicts-electrified-future.aspx 
I tried to download this article (no luck) about the cost of Tier 4 equipment rising 20% and non-Tier 4 equipment prices also rising because of demand to avoid the Tier 4 equipment.
· https://www.equipmentworld.com/ieda-issues-guide-for-best-prices-on-used-equipment-in-tier-4-era/ 
Sales Training:
I had a conversation with my daughter (soon to be 13) about something she read about selling.  She mentioned how to respond when customers frustrate a salesperson in the sales process.
I asked her what she thought was one way to eliminate that issue overall?  Any ideas?
· My suggestion is to attract the right buyers who have a want and need for our product and have the budget to take action immediately and have the authority to make a decision.
· Iphone example
Great article talking about an important part of the sales process – qualifying potential clients
· https://blog.hubspot.com/sales/using-homework-in-the-sales-process 
· [bookmark: _GoBack]“Where you spend your time makes or breaks you!”
· 3 important questions to answer:
1. Fit – Do they actually have a problem/goal that Xp3 can help them solve or reach?
2. Desire – Do they actually want to solve this problem or reach this goal?
3. Ability – Do they actually have the means to act on this desire immediately?
· “The only way to test for action is by having prospects demonstrate it.”
· “Prospects who are serious about buying will demonstrate their commitment.”
· See GDI Pre-Trial Worksheet (Homework)
· If you’ve identified whether the potential client is a “Beth or Bob” but still aren’t able to get a firm commitment or initial order, consider asking the client to complete the questionnaire or get you fuel logs from the potential trial vehicles.
· The key is to get some sort of action or commitment to start the process that doesn’t necessarily require a financial commitment.

Good article talking about calling your prospects on their “B.S”
· https://blog.hubspot.com/sales/negative-reverse-selling 
· Prospect - “I’ll talk it over with my team and get back to you” 
· Salesperson – “I get it Sam.  Typically when someone says that to me it means they might not be interested in my solution.  Is that the case in this situation or do you really want to talk about this with your team?”
· What’s the problem with this scenario and response?
· How do we fix that?
Additional Sales Resources:

Marketing Resources:
Great resource for finding keywords relative for business (free resources)
·  https://blog.hubspot.com/marketing/how-to-find-great-keywords 
