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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.
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?
We can use the website http://xp3.com to share with people who you want to direct to Xp Lab 
Fuel and Industry News:
Article from Fleet Owner talking about steps to protect your equipment in winter weather
· http://www.fleetowner.com/ideaxchange/will-your-trucks-survive-winter-weather 
· “You can’t prevent or ignore temperatures below zero, ice, snow...”
· “Carry additives if and when temperatures drop below 20 degrees F”
· Using Xp3 = prevention and savings
Great article on five fuel saving tips for truckers
· http://www.trucker.com/trucks/five-fuel-saving-tips-truck-drivers 
· “Achieving the best possible fuel economy is no longer a fad; it is a lifestyle change being focused particularly on commercial truck drivers.”
· “Though heavy long-haul trucks only make up 4% of the US fleet, they account for 13% of the daily fuel consumption by the transportation sector.”
· Approximately 3 million barrels of oil per day!
· “Studies indicate that every 5 mph driven over 65 represents a 7% decrease in fuel economy.”
· Avoiding unnecessary idling can save up to 1 gallon per hour
· “Fill up your tank before it is fully empty; the fuller your tank is, the better the mileage you will get.”
· “Fuel typically adds 39% of your truck’s operating expenses.”
· It is clear to see from a fuel and maintenance savings standpoint how important it is to save and Xp3 Diesel and Xp3 Anti-Friction Engine Oil Treatment are great ways to add to our customer’s bottom line.
· Review Xp3 Anti-Friction Case Study PDF (2016)
Another great resource talking about the importance of fuel economy
· http://www.trucker.com/business/fuel-rule 
· Going from 5 to 5.5 MPG is a “big deal”
· “You never run out of ways to save – the only thing you run out of is time to get it done.”
· “Truckers are all about saving money…Owner operators have one hand on the fuel nozzle and the other hand on their wallet.”
· Fuel savings is an important item on the Xp3 menu of benefits but remember there are layers of savings with Xp3. 
Fantastic article about the importance of oil analysis (the website is having trouble tonight)
· https://www.equipmentworld.com/oil-analysis-why-its-the-best-way-to-tell-if-your-engine-is-healthy/ 
· Xp3 Anti-Friction Engine Oil Treatment – treats approximately 1 fl. oz. to 1 quart of oil. 
· We sell 33 oz. bottle for $69 retail and case (12 – 33 oz. bottles) for $700 retail
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/ 
Sales Training:
Recent demo I did for an owner operator – 
· Currently uses another product to keep injectors clean and better lubricity
· Also interested in saving money on fuel and extending engine oil cycles
· Conditions of Satisfaction – He will use Xp3 in every tank of fuel if he sees any increase in MPG AND proves he is extending his oil and engine life (used oil analysis).
· Changes oil every 15K miles – will do baseline and 2 additional used oil analysis tests
· Total of 3 oil analysis (I’m paying for one)
· He is tracking MPG and has an oil analysis kit
· During demo he said the following phrases:
· “I need to keep this truck running and saving as much as possible.”
· “I can’t believe I’ve been using (other product) all these years.”
· “Xp3 sells itself”
· “My friend “Bob” needs to see this stuff right away.”
· “I wish I could start using it right now” – has to wait until his baseline oil analysis is ready (end of December)
· Upsell #1 – When he purchases his case, he is also buying Xp3 WXtreme for his truck and his personal equipment.
· Upsell #2 - He also wants to try the Xp3 Anti-Friction Engine Oil Treatment, but we are testing 1 variable at a time.  We will also do another used oil analysis after we test Xp3 diesel to prove the additional benefits of using Xp3 Engine Oil Treatment
Good article from Hubspot about 43 questions to create a sense of urgency and why they work:
· https://blog.hubspot.com/sales/sense-of-urgency-questions 
· “What is (insert the problems they identified that they want to solve) costing your company per (month/year)?”
· “Why is now the right time to solve (insert the challenge/need they already told you)”
· “What happens if you don’t address this problem and find an effective solution?”
· “What is the one thing from this list (use business card), that if we could solve it quickly, would have the biggest impact on (insert name of company)?”
· “If you could (insert result they are looking to experience), what other areas of your business could you focus on?”
· “If everything worked out as you would like, what would be your ideal timeline for testing Xp3?”
Another article from HubSpot with 7 ways to end a presentation with a bang – check out item #1
· https://blog.hubspot.com/sales/ways-to-end-your-sales-presentation-with-a-bang  
· Use case studies, stories, analogies, etc.
· Open loop – “Remind me to tell you the story about Pepsi and the results they experienced when using Xp3 in one of their international fleets.”
· Finish story when doing demo or talking about fuel and/or maintenance savings
Additional Sales Resources:
Blog post from Hubspot about writing effective emails inside LinkedIn
· https://blog.hubspot.com/sales/how-to-craft-an-inmail-that-gets-results 
Marketing Resources:
[bookmark: _GoBack]Some great tips on ways to get more FB messages
· https://blog.hubspot.com/marketing/quick-ways-to-get-more-facebook-messages 
