Commercial Training 12-15-15
Updates:
· We still have 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.
· At the end of the call, I will share a special bonus from Randy and the GDI Corporate Team.
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Fuel and Industry Related News:
The following items are directly connected to the importance of Xp3 in protecting engines and budgets.  
· Great article talking about the reasons for using additives and the benefits they can provide (1st sentence - “Every driver knows that you put additives in your fuel, especially in the winter.”)
· http://roadking.com/trucks/a-better-understanding-of-fuel-additives/ 
· Outstanding article on fuel additives and the benefits of using them 
· http://fleetowner.com/site-files/fleetowner.com/files/uploads/2012/09/Fleet%20Owner%20rebutal%20article%209-1-12.pdf 
· Gary Pipenger – President of Amalgamated, Inc. with 35 years in the fuel supply business.  Located in Fort Wayne, Indiana
· Pg. 2 - “The task of upgrading or improving the quality of the diesel fuel for better, more efficient performance is left to the diesel fuel purchaser and the fuel consumer.”
· Pg. 5 – “…the true fact is ASTM D-975 Diesel Fuel Specification is a very broad specification and as such all diesel fuels from different producers are not the same. Quality and chemical makeup of diesel fuels from different producers vary significantly due to a variety of crude oil sources and often much more compared to the changes imparted from diesel 
fuel additives treated into finished diesel fuels.”
· Pg. 7 – “The real fact is the diesel fuels actually supplied to fuel users don’t always meet even the minimum winterization requirements in the region the fuels will be used.  Amalgamated Inc collects hundreds of fuel samples from its customers throughout North America ever winter and has independent laboratories analyze the cold flow properties…these lab reports verify that nearly all delivered fuels samples need some level of added winterization and/or upgrade chemical protection to insure adequate operability as noted below.” (see chart on page 7 of this pdf)
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· Pg. 10 – “The real truth is no diesel fuel sold is perfect.  And, every diesel fuel manufactured will not provide the same performance in every engine operating today.  Some fuels may need only small amount of improvement…and some diesel fuels may need a great deal of improvement in order to provide the fuel use with the best possible performance in his engine.”
· T
Sales Tips and Training:
· Finishing 2015 Correctly for Success in 2016:
· Finishing 2015
· Following up on your leads
· Once someone tells you they are “Beth or Bob”, we have to keep following up and contacting them until they either
· Make a purchase and start a trial
· Tell you they are not interested
· Might not be the right time
· Make a point to tell them that you want to help them as quickly as possible, so you can prove the benefits – most people don’t have time and do not want to have many phone calls or meetings.
· Help them make a decision when they are meeting with you.
· Find out the real question or concern – there is something that is stopping them from making a decision.  What is it?  ASK!!!
· I need to do some research – “That’s great – take all the time you need.  What sort of information are you looking for so I can assist in the process?”
· The goal is to find out what information it will take to help them feel confident in moving forward in this partnership?
· What more can be done other than to provide them with the guarantee, insurance, and let the trial prove it to themselves?
· All the research in the world will not prove what it will do in their equipment NOR will it cover their equipment like our insurance coverage will.
· Check on your trials and talk with drivers/operators
· Google search “temperatures in fargo nd in 2015”
· http://www.accuweather.com/en/us/fargo-nd/58102/month/329833?monyr=12/01/2015 
·  Follow up with customers and schedule follow up orders
· Creating Success in 2016
· What can be done between now and the start of 2016 to ensure your success as you start 2016?
· Schedule meetings
· Begin tracking baseline tanks
· Set a regular order schedule
· Fact:  When your customers prove the benefits of using the product outweigh the costs, the know the value and will never run without it.  We have to make sure they use the product in every tank of fuel!
· When managing your trials and communicating with the drivers/operators, use short text messages and consider telling them – no need to respond if everything is fine.  
· This is for specific situations, but not ok when expecting communication about fuel logs or specific trial information that requires confirmation. 


Special Bonus from Randy and the GDI Corporate Team
Free shipping on YOUR order of Xp3 products tomorrow.  This is for GDI distributors who attended the call this evening and I will forward the list of attendees to Randy this evening.





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! 
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