Commercial Training 11-22-16
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 1 day workshop located at the Maple Grove corporate office will be April 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 parts of the country in 2017
· [bookmark: _GoBack]Search for fleet MPG data for Amara - 
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:
Article on maintenance and equipment replacement cycles for various size fleets
· http://www.truckinginfo.com/channel/maintenance/article/story/2016/11/study-explores-maintenance-and-equipment-buying-at-fleets.aspx 
· Interesting graph showing the average age of fleets based on company size
· Small fleets = 5 years
· Medium fleets = 3.1 years
· Large fleets = 2.7 years
· Fleet size was also a factor in preventative maintenance practices
· Great article for owner operators and small fleets because using Xp3 gives them a competitive advantage when budgets for equipment replacement and maintenance are limited.
· “The survey found that for most fleets, when Class 8 trucks pass the 6-year old mark, average annual part cost can increase by as much as 50%.”
Article on important questions and answers regarding the new FA-4 and CK-4 oil classifications and use in fleets
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/11/answers-to-3-key-questions-on-the-2-new-oil-categroies.aspx
· 2 new API (American Petroleum Institute) classifications for 2017 which are FA-4 and CK-4
· CK-4 retains the higher-viscosity grades already in use for older engines
· CK-4 oils will replace the current CJ-4 oils
· New CK-4 oils will have “…improved resistance to oxidations, better sheer stability, and more aeration control to better protect engines and after-treatment systems.”
· FA-4 leverages lower viscosity grades to improve fuel efficiency in new engines starting with model year 2017
· “Fleets can expect an increase in fuel efficiency of 0.5% to 1.5% if they switch from 15W-40 to 5W/10W-30 oil regardless of whether it is CJ-4 or CK-4 distinction.”
· It is recommended that fleets test (used oil analysis) the new FA-4 oils when they become available, but they should experience an increase in fuel efficiency and still have excellent protection
· FA-4 oils “…have not been fully endorsed by the engine builders as backwards compatible, so they may not be able to be used with all existing engines.”
· Both CK-4 and FA-4 oils will provide extended oil change intervals which will also results in increased savings for fleets
· Great supplement article from the API explaining the new oil classifications
· http://www.api.org/products-and-services/engine-oil/eolcs-categories-and-documents/latest-oil-categories 
· Supplemental resource that tells helps equipment operators (big rigs, heavy duty construction, farming, and residential users to know which oils to use
· http://www.newdieseloil.com/ 
· Supplemental article (2015) on the new oil classification for 2017
· http://www.equipmentworld.com/new-heavy-duty-diesel-oil-standard-what-you-need-to-know/ 
· “Burning a gallon of diesel creates 22.38 pounds of C02.  The less fuel you burn the less C02 you generate.”

Sales Training:
Fantastic article from Hubspot
· http://blog.hubspot.com/sales/amateurish-behaviors-that-kill-salespeoples-credibility 
· “Salespeople who lead with their product are asking to be commoditized.”
· This approach often leads to price objections and negative perceptions.
· The key is to become a consultant who is working to help the customer identify and solve their problems quickly.
· Avoid or bring objections to the surface?
· Once you’ve established if the client is “Beth or Bob”, identified the problems they want to solve, and what they would do if their Conditions of Satisfaction” are met AND they still haven’t made a decision - consider asking:
· Are there any reasons you wouldn’t buy today?
· There are only 2 responses:
· Yes or no
· If “Yes”, ask a follow up questions like “I’m sure you have reasons for saying that, I’m curious to learn what they?”  
In my experiences of working with clients and GDI reps, the topic of whether to offer a guarantee has sparked great conversation.  Here are a couple of things to consider:  
· Are you working with a potential client face-to-face or through online marketing
· Since you usually can’t talk directly with online marketing leads, you may want to offer the guarantee as part of the sales process for everyone?
· The confidence and need of your potential client – is the client reluctant when talking about the purchase?
· If you’re face-to-face and there is no reluctance, you may not want to offer the guarantee.
· Here is a great article with some science and tips behind guarantees 
· http://epicmarketingcontent.com/share/increase-sales-300-persuasive-guarantee-plus-39-scripts-can-copy-today/ 
· Remember we also have the Magunson-Moss Act and the “additionally insured” option – as needed.
Interesting article on “less is more” when it comes to choices and sales presentations
· http://blog.hubspot.com/sales/science-backed-sales-presentation-technique#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Comparison between an “up-scale” grocery store that allowed people to sample 24 different jams, which resulted in only 3% of samplers making a purchase.  The following week, researches went back to the same store and offered only 6 jams to taste.  Sales skyrocketed by 900%.
· Article also cites examples testing the impact on buying for companies that offered mutual fund choices to their employees.  Same results – less choices = more action.
· How could this impact your sales of Xp3?
· Think through your sales presentation/conversations and ask these 3 questions:
· What do buyers need to confidently make a decision?
· Do I share too much information?
· What can be removed?
· Important note:  Tracking sales before-and-after your adjustments is critical, so you know if the changes are helping or hurting.  Adjust, test, adjust and/or repeat!
Shortening the sales process: 
· https://www.jillkonrath.com/sales-blog/how-to-consistently-accelerate-buying-decisions 
· Important Steps to accelerate the sales process
1. Start by identifying the real issues of why people aren’t getting back to you, which can be done by putting yourself in the buyer’s shoes
a. Part of this is resolved in the initial sales process when discussing their needs and Conditions of Satisfaction
b. Look for “holes” in your communication process at the end of phone calls and meetings for opportunities to set (and strengthen the commitment) for the next contact.
i. What is the purpose of the next meeting?
ii. What are the expectations between now and the next meeting?
2. For each issue you identify, ask yourself the following questions:
a. What can be done to minimize this issue and help us move ahead?
3. For the issues you’ve identified, look for resources and solutions that will help you to resolve/minimize those issues?
4. Repeat this process often
· Potential issues to consider – 
· Customer doesn’t have enough “pain” from the problem or they perceive making change to be equally or more painful than the problem
· Struggling to get “buy in” from the decision makers
· Implementation/logistics concerns 
· Warranty concerns
· Fear that they will be wasting their money OR they say they don’t have money
I do not receive any compensation for sharing this Black Friday marketing workshop from Ryan Deiss (founder of Digital Marketer) who I recently met in person at a conference and I was blown away - http://blackfridaybootcamp.com/2016 
· [image: ]Recordings will be available for those who can’t attend live on Friday 11-25
· All proceeds are donated to Children’s Cancer Family Research – only costs $7 


Additional Resources:  
Video on common rail injectors and common failure points – check out about 1:57 into the video for point #4 (no sound on this video)
· https://www.youtube.com/watch?v=NUvWnOd5lFw 
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