Commercial Training 11-29-16
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
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:
Last week, one of our GDI reps requested some information on current OTR average MPG. Here is an article from Forbes (2015) talking about some of those numbers as well as the proposed averages for new EPA regulations in 2027
· http://www.forbes.com/sites/stevebanker/2015/06/01/new-heavy-truck-epa-regulations-to-require-increased-fuel-economy/#7bc1897a131b 
· “A tractor-trailer now averages 5 to 6 miles to a gallon of diesel. The new regulations would seek to raise that average to 9 miles a gallon.”
· The New York Times article also said that the new rules were expected to “add $12,000 to $14,000 to the manufacturing cost of a new tractor-trailer, although EPA studies estimate that cost will be recouped after 18 months by fuel savings.”
· Interesting supplemental article on a new Volvo truck with some impressive improvements in fuel efficiency and reduction of soot from their new engines
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/11/volvo-s-supertruck-demonstrates-the-art-of-the-possible.aspx 



Great article on water in fuel 
· http://www.mycleandiesel.com/pages/SolutionWater.aspx 
· (How Much Water Is Ok – section) “All diesel contains some percentage of water. The most important thing is to keep the water below its saturation point so that it stays dissolved rather than entering your equipment as free water. Equipment manufacturers specify that ZERO free water must reach the engine.” 
· As we know, keeping “free water” out of the engine is important, but that is only half of the battle.  Xp3 helps with water suspended in fuel AND free water. 
Another great pdf from a study done by the University of Idaho on water absorption in diesel #2 and biodiesel fuels (varying percentages)
· http://www.webpages.uidaho.edu/~bhe/pdfs/MC.pdf 
· Check out page 73 (3rd paragraph) and page 75 (conclusions section) 
· “The saturation MC (Moisture Content) in biodiesel ranged from 1,000 to 1700 ppm as the temperature increased from 4 degree Celsius to 15 degrees Celsius, which was 15 – 25 times higher than that of diesel #2 at the same temperatures”
· 4 degrees Celsius = 39.2 degrees Fahrenheit 
· 15 degrees Celsius = 59 degrees Fahrenheit 
· 19.8 degree Fahrenheit temperature change
· ½ the year in the Midwest (spring and fall temperatures)
Great website explaining more about temperature changes that create moisture
· http://www.fuel-additives-that-work.com/condensation.html 
· “Petroleum products, including gas, diesel and oil only need to change temperature 7C until there is moisture created.”
· This is only a 12 degree Fahrenheit temperature change to create moisture
Review of the Xp3 Anti-Friction Oil Analysis Results 

Sales Training:
Here’s a great article from a gentleman names Simon Reynolds explaining 4 ways to grow your business quickly.  I have adapted a couple of the items on the list to fit our GDI business including:
· http://siimonreynolds.com/4-ways-grow-business-quickly/ 
· Raise your personal standards
· Evaluate your performance and look for ways to improve
· Focus on 3 key areas in your business
· How to get more qualified leads
· How to convert those leads to customers
· How to get those customers to purchase again (and different products)
· Sell additional products
Great article listing 19 habits to become a more effective salesperson
· http://blog.hubspot.com/sales/habits-to-become-a-more-effective-salesperson#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· They believe in what they are selling and provide value
· [bookmark: _GoBack]Top sales people prepare ahead of time by doing research and gathering info on their customer
· Their lead generation is measurable and repeatable
· They know their product
· They constantly build new connections and relationships
· They think of things from the customer’s point of view
· They listen to customers
· They don’t try – they do!
· They follow up
· They see their customer’s success as their own

For those of you who are familiar with podcasts, here is a great resource with 13 different sales podcasts 
· http://blog.hubspot.com/sales/top-sales-podcasts#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 



