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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.
No GDI Call 12-19 or 12-26
The next GDI call will be Tuesday January 2nd, 2018
[bookmark: _GoBack]Look for fuel quality comparisons across the world
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 – 
Fuel and Industry News: 
Article from the State of MN listing cold weather operability regarding Biodiesel blends, contaminants, and best practices 
· https://www.mda.state.mn.us/renewable/biodiesel/~/media/Files/renewable/biodiesel/b10guide2014.pdf 
· “Water and sediment can cause fuel filters to plug prematurely and/or cause fuel quality issues.  The presence of free water can promote fuel system corrosion and microbial growth.”
· Best Management Practices section
· Biodiesel has a shelf-life of 6 months to avoid degradation
· “Winter fuel additives need to be administered when the fuel is at least 10 degrees above the cloud point of the fuel.”
· Common Fuel Related Problems section
· Water is the #1 cause of filter plugging issues in diesel engines
Article on the differences between standard #2 and premium diesel fuel
· http://www.cenex.com/about/cenex-information/cenexperts-blog-page/general-interest/standard-vs-premium-diesel 
· Improved cetane number
· Increased lubricity
· Additional detergents
· Typically more power, performance, and fuel economy
Supplemental Fuel and Industry News:
Fantastic article talking about truckers and the transportation industry frequently gets involved in philanthropic causes such as Fuel Hope
· http://www.fleetowner.com/trucks-work/guidance-truckers-working-greater-good 
Another article talking about propane auto fuel (aka – autogas) 
· http://www.fleetowner.com/ideaxchange/what-exactly-autogas 
Article talking about technology available in new construction equipment like “operator ID’s” which many companies aren’t utilizing that tracks operation and fuel consumption to look for areas to improve and things that are being done well
· https://www.constructionequipment.com/blog/are-you-using-tech-its-fullest-oems-say-yes-and-no 
Ad talking about fuel efficiency in new CAT dozer –
· http://www.catallday.com/D6T?utm_content=gci&utm_source=construction_equipment&utm_medium=print&utm_campaign=npifamilies2017&utm_term=dozer_npi 
Sales Training:
Recent experience with an account I’ve been assisting a GDI rep with for the last 5 to 6 months
· The GDI rep walked into a “hub” and made a connection with a person at the shop, who agreed to forward the information to someone at the main branch.
· The GDI rep asked for the name/contact info of the supervisor at the main branch
· The GDI rep followed up with the person at the main branch and asked if I would be willing to assist with the follow up process
· We called for several weeks before we made contact with the “middle supervisor”, but eventually did.
· Not using additives and not a fan of additives because they have never worked for them
· Not interested in MPG or extending oil changes
· Kept turning us down, but we kept going down the list of the menu of benefits
· Eventually determined that emissions and DEF consumption was important to them
· Said he would talk with final decision maker, but extremely busy this fall with significant budget shortages.
· We called and left messages for the main decision maker for months without a response, but we were persistent and got lucky because the secretary didn’t answer the phone last week and the guy who did put us through to the main decision maker.
· Very reluctant initially – talked about proof and just asked for a meeting, which he agreed to and we will be meeting with the main decision making and 2 fleet supervisors in person.
· The keys to getting to this point are:
· Driven by the desire to serve this company
· Persistence in the follow up process
· Skills to keep asking questions until we uncover the need and get to the meeting
· Our belief we could help them was stronger than their belief that we can’t
I came across a great article with 1 main nugget –
· https://jbarrows.com/blog/stop-asking-how-im-doing/ 
· “The reason for my call is…” because if you can’t finish the sentence, then you shouldn’t be making the call.”
· What is the purpose of your GDI call?  
· Can you quickly and clearly communicate what we do?
· “Thanks for taking my call.  We partner with companies like Pepsi to increase their profits, decrease their maintenance costs and down time, and extend the life of their engines by up to 25%.  The purpose of my call is to discover which of those benefits would help XYZ company the most?
· If they answer the question, then schedule a quick 12 minute conversation to learn more about some of their needs to determine if we can be of service to your company and explain more about how we can help.
Additional Sales Resources:
10 recommended sales books (or audiobooks) 
· https://blog.hubspot.com/sales/best-audiobooks 
Marketing Resources:
Article with tips on how to use LinkedIn website demographics – 
· https://blog.hubspot.com/marketing/linkedin-website-demographics 

