Commercial Training 11-17-15
Updates:
· We still have 3 comprehensive trials available for qualifying companies – we still have several distributors (including myself) working on trying to close these trials.
· At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
· Randy and the corporate team are working on a brochure about Xp3W-Xtreme – we hope to have that available in the next 2 weeks.
· There are NOT any countries that currently require Xp3 to be added to their fuel before it is allowed in the country.
· At the end of the call, Randy asked me to share a special gift with everyone who attends this evening, so please remind me about that before we wrap up the call.

Tonight’s Training
Celebrating Victories:
· Fred – Lawn care business – talked for 2 years with owner.  Finally decided to try Xp3 and loves it. Kept dripping on him and he tried it.
· Pickup truck – improved exhaust and cleaner oil
· Addie – 
· Product ordered, drivers chosen, fuel logs sent, and intro phone call scheduled, and trial to start early December!
· Anyone else?
Fuel and Industry Related News:
Fuel prices have been up and down in the past few weeks.  Even at these lower prices, remember our companies can still experience fuel AND maintenance savings by using Xp3!
· For some customers, fuel savings are just a “bonus” and they are really after benefits like keeping their equipment running better and longer, anti-gel benefits, power, or decreased emissions.
· Even with fuel priced at $2.25 per gallon, the cost of the trial is just around 4.55% of the total they will spend on fuel costs for the “trial vehicles” during the trial.
· Here are a few sample customer testimonies
· Mayer Lumber – 4.97% increase in fuel efficiency
· STS Transportation – 13% increase in fuel efficiency
· Hamblin Express – 17% increase in fuel efficiency
· Minnesota Mayhem – 25% increase in fuel efficiency

Gelling:
I found another great article about fuel waxing and gelling - http://www.mycleandiesel.com/pages/Glycerin.aspx 
· http://www.todaystrucking.com/images/SolvingWinterDieselProblems91-1R2.pdf 
· “…Typical cloud point temperatures range from: -18°F (-28°C) to +20°F (-7°C), but may occasionally be as high as +40°F (4.4°C). #1 diesel fuel (or kerosene) contains very little paraffin, and therefore has cloud and pour points near -40°F (-40°C).”
· [bookmark: _GoBack]Lower cloud point with Xp3 or by adding #1 fuel, which has lower wax content
· Really important distinction between Glycerin and Gelled Fuel – 
· “…It can take only a few spoonfulls of solidified glycerin or other soft solids to completely disable a fuel filter.

Article from Cenex that mentions some potential issues with biodiesel negatively impacting cloud point of fuel – Pg 9. file:///C:/Users/Tom/Downloads/2014%20Winter%20Fuels%20Guide_LR10151%20(2).pdf 

Link for testing process (ASTM D97) used by Core Labs for Xp3W-Xtreme http://www.astm.org/Standards/D97.htm 

Youtube video – explaining testing procedure for ASTM D97 - https://www.youtube.com/watch?v=dO5gq-WPIqg  
Article in DieselTechMag - http://www.dieseltechmag.com/2013/12/cold-weather-tips 
· “Diesel fuel is not like other automotive fuels. Straight Number 2 diesel without additives or blending will start to cloud at around 20 degrees, and will start to gel-up at 15 degrees.”
Sales Tips and Training:
Do you review your sales calls (or meetings) at some point shortly after and evaluate your performance?  
· What have you learned from that process?
· Constant improvement 
· We manage the pace of the process
· 
Conversation with a potential customer interested in Xp3.  Here is what I learned and what I could have done to create more urgency:
· Learned the “hot buttons”
· Has a 2009 Freightliner and travels in Texas about 2,000 miles/wk.
· Proactive on maintenance and wants to limit emissions issues
· Believes in tracking and understands the trial
· Said he wanted to order by Friday - forwarded our website and set up follow up call for Friday morning.
· Way to get firmer commitment and create more urgency – Mentioned that I will be forwarding the fuel log in the email and ask him to start tracking baseline MPG now = Small commitment that leads to larger commitment.
3 important questions to ask yourself before (and during) a sales call/meeting:
1. How can I meet the needs of this customer?
· Ask questions and then LISTEN for the responses
2. How can I help them experience the benefits faster and start the trial sooner?
· Always be looking for ways to get small commitments (aka – trial closes)
3. How can I help them feel confident in making a decision to partner with us today?
· Ask questions and share 3rd party information that eliminates complaints and objections.
· There is a difference between a complaint and an objection – align with the person and don’t stop because of a complaint.

Future Weekly GDI Calls:
I’d like to encourage the following items on the weekly calls:
· More discussions
· Reviewing sales calls and processes
· Practice handling objections
· Answering specific questions
· Help you close more sales.
· Assistance closing deals faster
  


Bonus from Randy:
Randy wanted to thank each of you on the GDI team who attends the weekly calls, so as a special thank you – he has authorized each of you on the call this evening to receive your choice of a free 5 oz gas or diesel bottle of Xp3 that will be included in your next order!



Additional Training: 100K Sales Team Training for GDI Reps

· http://100ksalesteam.com  -  Free training resource for Certified GDI Sales Reps to help consistently put those steps together! 

