Commercial Training 11-15-16
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.
· There will NOT be a GDI workshop on November 19th.  The next 1 day workshop will be in 2017 and I will update everyone on the date as soon as I receive confirmation from Randy.
· GDI Trainers will be offering workshops in various locations across the country in 2017
Questions, Comments, and Successes:
· 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 Top 50 “Green Fleets” for 2016
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/11/2016-top-50-green-fleets.aspx 
· Check out the steps these companies are taking 
· Fuel bonus recognition programs
· Trading out old tractors for newer equipment
· Reducing idling time
· Using SmartWay approved technologies – like tires
· CNG conversion is listed as a step taken by numerous companies
A GDI rep (thank you Amara) came across a competitor’s product (Archoil – developed by Bell Labs) talking about a fuel and an oil additive that helps to treat “stiction”.   
· In this video, Jay Leno talks about problems with gasoline and ethanol including drying out engine components and water in fuel and fuel going bad in a matter of months 
· https://www.youtube.com/watch?v=h3ir3bg0ESU&feature=youtu.be 
· Check out 3:44 in the video to 4:16
· “Gasoline is terrible…now it’s got ethanol and water.  Here at the shop we’ve had gas go bad in as little as 2 or 3 months, which eats up fuel pumps and rubber parts.”
· Here is a video that was also shared that is related to the product mentioned in the Jay Leno link above related to “stiction” and injector performance.
· https://www.youtube.com/watch?v=ZBKe7LsIHDw&feature=youtu.be 
· Video talks about “stiction” – 13 seconds to 22 seconds (quick explanation)
· “Stiction is a situation where the injectors have become gummed up on the oil side.  The combination of oil contamination or bad oil can cause injectors to not work correctly.”
· Supplemental PDF on “oil side” & “fuel side” of injectors - https://swampsdiesel.com/files/7.3LInjectorDiagnostic.pdf  

· http://www.hotshotsecret.com/what-is-stiction/ 
· People treat “stiction” with lubricants which masks the problem
· Lubricants don’t remove the “sticky burnt oil” residue
· Symptoms of “stiction” include slow starts, hesitation or loss of power, steady and consistent drop in mpg
· Blog from AMSOIL on “stiction” – 
· http://blog.amsoil.com/stiction-what-is-it/ 
· “Unfortunately the problem is irreversible. You cannot replace wear with chemistry. So can it make it better for the short term? Yes. However it is truly short term and typically ends in injector replacement.”
· “What is the magic chemistry in a small bottle that costs so much? It is a combination of detergent and friction modifier. The detergent goes in there and cleans up any deposits in the oil side of the injector to ensure the solenoid can fire as smooth as possible. The friction modifier goes in there and coats the two metallic components and provides a more slippery surface so that the increased clearance between the two of them results in less binding. Unfortunately this method doesn’t last that long and you have to either keep adding this special juice or just replace the injectors.”  
· Of course Amsoil recommends a high quality synthetic diesel engine oil to provide the best wear protection possible.
· Opportunity for Xp3 Anti-Friction engine oil additive



Here is Xp Lab’s feedback on stiction:
“Stiction, comes from sticking.  The fact is that when two metal parts stick it is because there is no lubrication. Xp3 prevents such a thing by adding lubricity.  Customers can use either of the two (Xp3 Diesel and/or Xp3 Anti-Friction) depending on where the stiction is occurring or that they are trying to prevent.  Remember, Xp3D is for fuel while the Xp3AF is for the oil.” 
· The ideal goal is to work with clients who want to take steps to extend the operational life of their equipment! 

Petroleum based fuel additives – typically can’t treat all the problems that Xp3 addresses as effectively because they are made from petroleum
· Video states that Sea Foam is made from “highly refined petroleum” – check out 1:05 into the video - https://www.youtube.com/watch?v=544E_X2oUgM 
 

Sales Training:
Document to Help with Your Initial Dialogue/Consultation with a Commercial Client – Available in the Module 3 docs on our training website.
Interesting article on statistics for outbound B2B sales from the Harvard Business Review
· https://hbr.org/2016/11/84-of-b2b-sales-start-with-a-referral-not-a-salesperson 
· Connecting with a prospect now takes 18 or more phone calls
· Call back rates are below 1%
· Only 24% of outbound sales emails are ever opened
· “84% of B2B buyers are now starting the process with a referral and peer recommendations are influencing more than 90% of all buying decisions.”
· Social selling concentrates on producing content and providing one-to-one communication between the sales person and the buyer
· This fits perfectly with our sales approach
· “3 out of 4 B2B buyers rely on social media to engage with peers about buying decisions”
· “53% of respondents to a recent survey reported that social media plays a role in assessing tools and technologies when making a final decision”
· “82% of B2B said the winning vendor’s social content had a significant impact on their buying decision”
· “72% of B2B salespeople who use social media report they outperformed their sales peers and more than 50% indicated that they closed deals as a direct result of social media”
Digital Sales Engine Online Conference – November 17th – free to sign up – 
http://www.salesforlife.com/digital-sales-engine?signup 


