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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?
Fuel and Industry News: 
Fantastic article about the importance of oil analysis (the website was not working properly last week, so we’re covering it tonight)
· https://www.equipmentworld.com/oil-analysis-why-its-the-best-way-to-tell-if-your-engine-is-healthy/ 
· Just like “lab work” can analyze things happening in your body, used oil analysis is key to detecting “engine illnesses” early before they become catastrophic failures and very expensive repairs.
· Analysis can be done other for other fluids including hydraulic systems, transmissions, gear boxes, differentials, and other non-combustion lubricated systems.
· Interesting information about particle contamination:
· “Perhaps the biggest engine killer is external contamination in the form of dust and dirt sucked into the engine each minute of operation through the air intake…even microscopic particles no bigger than a red blood cell can result in a significant reduction in an engine’s life expectancy.”
· “…OEM’s like GM and Cummins have proven that particles smaller than 10 microns are three times for likely to cause wear in critical piston rings and bearings than larger particles.”
· Because Xp3 improves combustion and reduces the amount of soot in used oil, improves lubricity, and extends engine oil life – it is great insurance and additional protection from particle contamination.
· Check out the section of this article talking about combustion by-products
· Includes problems caused by water vapor, acids produced through the combustion process, soot/carbon, and fuel dilution.
· Check out the Real-World Benefits and Real-World Case Studies sections:
· “By continuing to faithfully sample and inspect the machine every 250 hours, the company safely extended the oil usage to 1,658 hours, which is equivalent to seven oil changes under the 250-hour OEM standard. The result was a savings of 20 hours of labor and 224 quarts of oil. The company applied these findings across several assets, generating robust savings.”
· See new PDF about used oil analysis from Xp Lab
· 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 talking about suggestions for ways to save on fuel and interesting statistic on idling
· http://www.fleetowner.com/maintenance/squeeze-more-miles-every-gallon 
· According to 1 study, an America truck driver will idle for personal comfort and average of 1,500 hours yearly.  This adds up to around $6,000 for a single vehicle.
· Potential opportunity to help them save by using Xp3 in their bunk heaters (the ones that consume diesel). 
Another great article to help truckers prepare their trucks for winter
· https://www.equipmentworld.com/how-to-winterize-your-trucks-before-the-cold-season-takes-full-effect/ 
Sales Training:
Good article on ways to respond to the “call me after the holidays” objection
· https://blog.hubspot.com/sales/respond-call-me-after-holidays-objection-sales
· If they give that response without knowing anything about GDI or Xp3, then consider the following response – 
· “Because I respect your time and mine - Do you have 5 min. right now to discuss a couple questions?  After that, if you don’t think we can help, we’ll part as friends and you won’t have to worry about me contacting you in January.  If you like what you hear and want to learn more, we can schedule something that works for both of us.”
· “I would be happy to do that.  To be respectful of your time and mine, I’ve got my calendar open right now.  Let’s see what works for both of us right now.  How does (insert 2 dates that work in your schedule) work for you?”
· If they schedule a meeting, clarify the following 2 items:
· What would you like to accomplish in our meeting?
· Besides yourself, is there anyone else who would be involved in the decision-making process?
Article with some great reminders for cold calling – 
· https://blog.hubspot.com/sales/everything-you-need-to-know-about-selling-over-the-phone-in-a-single-infographic 
· Reminder – our goal is simply to determine interest and set up next meeting/discussion
· Also, remember the Bryan Franklin training we covered in a previous training where discussed the importance of controlling the information and order the information is discussed in the call (and future meetings)
· (see GDI Training on 2-16-16 and this link for more info - https://www.youtube.com/watch?v=WCuNDR7bTB4)
· Check out the GDI Grant Cardone/Tom Spudic combo script and the Stephen Schiffman/Tom Spudic combo script
Interesting article on persuasion techniques – check out technique #4 – Present the counter argument
· “Meta-analysis of 107 studies with a total of 20,111 participants showed that, across the board, two-sided arguments are more persuasive than one-sided ones.”
· [bookmark: _GoBack]“Even though Xp3 costs between 5 to 10 cents per gallon for the up-front investment to treat depending on the quantity purchased, our customers like Pepsi still find that they are generating profit in reduced fuel and maintenance costs, which means that it would actually cost them money if they didn’t use our product.”  
Additional Sales Resources:
T
Marketing Resources:
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