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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 next Tuesday 11-21-17 
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 – 
What is the #1 area that you would more training about to help you grow your business?
· Lead generation?
· What to say to leads?
· Sales process?
· Handling objections?


Fuel and Industry News:
Great article talking about the last year and what industries are saying the new CK-4/FA-4 oils
·  http://www.fleetowner.com/lubricants/new-generations-oils-begin-take-hold 
· “Higher fuel economy “can be achieved because lower viscosity oil means less friction in the engine, leading to a reduction in both fuel consumption and [carbon dioxide] emissions—while still offering exceptional levels of wear protection.”
· “According to the North American Council for Freight Efficiency (NACFE), over-the-road fleets that use CJ-4 or CK-4 (a 5W or 10W-30 engine oil) instead of the more traditional 15W-40 “can realistically expect fuel savings in the range of 0.5% to 1.5%. The savings from switching to the fuel-efficient FA-4 variant … can be expected to add a further 0.4–0.7% of increased fuel efficiency.”
· “Chevron’s Whitacre put it an even simpler way: “Extrapolate that across a large fleet; that is real money being saved.”
· “Regardless of oil or engine a fleet uses, Exxon’s Cigala said conducting an oil analysis is a needed tool to help set intervals and discover potential issues before they become catastrophic failures.”
· “With oil changes routinely costing $350 or more for the oil, oil filter, labor and disposal costs—and a typical over-the-road trucker performing two to three oil changes per year—we see the potential to significantly reduce costs and downtime, with some customers needing an oil change only once a year.”
· This information reiterates the need and value of Xp3 for companies.  While some companies experience large increases in MPG and extended oil life, even a small amount of improvement across the fleet makes a BIG impact on profit, maintenance, and down time.
T
Supplemental Fuel and Industry News:
Supplemental article that talks about tips for staying running in the winter (including water issues and gelling)
· http://www.roadking.com/trucks/avoid-bitter-cold-disappointment/ 
Check out the 4th paragraph in this article talking about problems caused by EGR and soot for turbochargers
· http://www.tenfourmagazine.com/2017/11/performance-zone/cleaning-turbos-more/ 


Sales Training:
Good article from HubSpot listing 30 responses to price objections
· https://blog.hubspot.com/sales/price-objection-responses 
· The first time you hear this objection simply ignore it because it is often a defensive and reactionary response – especially if we don’t do our job building value throughout the sales process.
· Tom’s combination with Tony Robbins – “I know you have reasons for saying that.  Would you please share what they are?”
· Tom’s combination with Tony Robbins and #4 - “I respect your opinion.  The best products that provide a great return on your investment often cost more initially.”
· Tom’s combination with #8 – “Let’s imagine that you had the funds available.  Do you feel that our product will help you to solve (insert the problem or benefit they are looking for with Xp3)?”
· Tom’s combination with Grant Cardone and #13 – “This wouldn’t be the first time or the last time you’ll feel that way.  Will the initial price of this investment keep you from solving (insert problem they are looking to address) and getting a great return on your investment?”
· [bookmark: _GoBack]Tom’s combination #17 – “The investment may seem expensive initially, but lets’ look at a couple of factors.  First let’s look at the cost of fuel that will be used during the trial (do the math on the cost of fuel per gallon multiplied by the estimated gallons of fuel used during the trial).  As you will see, the initial price of Xp3 is a fraction of the total you will spend on fuel regardless of whether you use Xp3.  Would it be fair to say that if you were able to (insert benefit and example of a story from a client) that using Xp3 will be one of the best decisions you’ve made?”
· Great supplemental article - https://www.inc.com/geoffrey-james/how-to-handle-price-objections.html 
When someone speaks with their own story – confidence, posture, conviction, and influence
Supplemental Sales/Marketing Info:
· I was listening to “The Ziglar Show” podcast (Show #498) and an interview with Don Miller, who is the author of a book called “Building a StoryBrand: Clarify Your Message so Customers Will Listen”.  This was a fantastic interview and I’m ordering the book.  Highly recommend checking out the podcast and this episode.
(Shared previously but is a great resource) Article listing 33 best sales training YouTube channels
· https://blog.hubspot.com/sales/sales-training-videos-youtube 

Additional Sales Resources:

Marketing Resources:
·  
