Commercial Training 12-20-16
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.
· Commercial call next week (12/27)?
· Ideas for enhancing our Tuesday calls?
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:
I found an article talking about the age of construction fleets, but the theory behind the article can impact all types of businesses with machinery that eventually needs to be replaced.
· http://www.constructionequipment.com/blog/fleet-age-matters
· “Entire fleets age without regard to the inevitable point when a majority of machines record excessive repair costs or failure rates and budgets cannot absorb the necessary capitol investment.”
· This leads to increasing maintenance costs, down time, and lost revenues/customers
· Here are 2 great ways Xp3 can impact fleets:
· Fuel and maintenance savings – allows a company to save for replacement
· Extend the engine life of their equipment – allows a company to extend the replacement intervals of their equipment which also saves the company money
· The maintenance and equipment replacement conversation is a great way to position Xp3 as a long term solution (years of quality results and repeat business) for fleets.
Article on glider kits and emissions compliance – significant reduction of glider kits in 2018
·  http://www.overdriveonline.com/gliders-losing-altitude-emissions-regs-crack-down-on-pre-2010-engines-crimping-a-hot-market/ 
· 300 per year – per shop in 2018
· In CA by 2023, all trucks will be required to meet EPA 2010 standards
· This points to the uncertainty and expense surrounding new emissions equipment
Interesting article on Tier 4 engines and concerns of fleet owners/managers (see bar graph at bottom of the article)
· http://www.constructionequipment.com/blog/slow-adoption-tier-4-equipment 
· “About 40% of respondents say overall maintenance is a concern with additional concerns raised around DPF’s, DEF, and diesel fuel cleanliness.”
· We know that Xp3 will positively impact the emissions systems, DEF consumption, and improve fuel quality while extending engine life.
------------------------------------------------------------------------------------------------------------------------------------------
Interesting article on leasing equipment and how companies are using QR codes and smart phones to train operators - http://www.constructionequipment.com/henkels-mccoy-change-better 
-------------------------------------------------------------------------------------------------------------------------------
Sales Training:
Great article talking about how to handle the “Call me after the holidays” or “Call me after the new year” objections
· https://blog.hubspot.com/sales/respond-call-me-after-holidays-objection-sales#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y
· Proactive Approach:  As we know, one of the best ways to handle objections is to address them before they come up.  Once a person identifies themselves as “Beth or Bob” and we know their needs/pain, we can respond with something like, “When can you squeeze in (insert a number- something like 10 minutes) minutes, so we can discuss some options to help with (insert their need/pain?  After that brief conversation, if you don’t think we can help, I won’t contact you in January; however, if you think we can help, then we can schedule a time for January.”
· Reactive Approach: If they have identified themselves as “Beth or Bob” and you know their needs/pain AND they say “Call me after the new year”, here are a couple of options:
· Option 1: “I’ll be happy to contact you in January, let’s quickly cover what we’re going to accomplish in our next meeting and then we can schedule something that works for both of us.”
· Option 2:  “Great, I’ve got my calendar right here.  I’m available (insert 2 days/times) – which works best for you?”
· Note:  Once they set the date/time, then ask, “Just so I can prepare for our next meeting, is it fair to say that the goal of our meeting on (insert meeting date), we be to (insert agenda)?
· Decision makers - 
· Option 3: “Fantastic, I always want to be respectful of your time, so let’s schedule a day/time right now if you’re truly interested in learning how our product can help with (insert needs/pain)?  If not, just let me know.”
· Option 4: “I definitely appreciate that things get busy this time of year.  If you were legitimately interested in meeting in January, what would be your ideal outcome for our next meeting in January?”  
A great article with 5 important things to consider/remember when talking with corporate executives
· https://brooksgroup.com/sales-resources/training-articles/selling-corporate-executives
· Check out the bullet list in the “Building Rapport” section:
· Looking for solutions that are “sensible” or “mainstream”
· Help the organization to steadily advance
· What other technology have they implemented?
· Support and validate their previous decisions
· Think about other steps they have taken like trailer skirts and tails 
· Check out the bullet list in the “Positioning Your Product/Service”
· [bookmark: _GoBack]Right in line with the steps/direction you are already taking
· Supports what you’ve already accomplished
· Check out the 1st paragraph in the “Describing Your Benefits” section
· They don’t want to have to defend their decisions and don’t want hurt their career/reputation.

