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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.
· We are planning a 2-hour GDI training on March 9th at the corporate office in Maple Grove from approximately 12 pm – 2 pm (Central).  We have a group of teammates traveling into town and we wanted to help them and the rest of our team who is able to attend.
· We are also tentatively planning on our next full day, in-person GDI workshop on Saturday, April 21st – confirmation will come next week.
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 Related:
Really interesting insights from transportation companies and owner operators on removing the proposed glider kit restriction that were part of the Phase 2 emissions standards
· https://www.overdriveonline.com/truckers-largely-favor-rescinding-glider-kit-emissions-restrictions-oems-and-dealers-mostly-oppose/
· Check out comments like owner operator Kristopher – 
· “…he currently drives an older truck because the work he does in oil fields “has proven to be too tough on trucks that have emissions controls.”
· “…seen a number of new trucks break down in his line of work, with repair costs putting some operators out of business.”
· Another anonymous commenter: “…he owns two trucks – a 1991 and a 1999 – and if he had to replace either, “it would be a glider kit instead of a new truck. He adds they are “cheaper and easier to maintain, more reliable and have better fuel efficiency than new emission trucks.”
· Owner of a smaller trucking company:  “Purchasing a glider or keeping the old trucks “as is” would be my only choices as the new trucks with all the new technology are too expensive to purchase and way too expensive to maintain,”
· Huge opportunity exists for Xp3 to focus on longevity and reduced overall operating and maintenance savings.  Used oil analysis and increased power and performance are huge leverage points for talking about Xp3.
· Supplemental article on other non-additive related technologies people are using to help with issues older trucks (pre-2007) are facing
· http://www.fleetowner.com/maintenance/more-mpg-and-scrubbed-clean 
· Great opportunity to explore using Xp3 Diesel and Xp3 Cetane Booster
· Supplemental article listing the additional costs for trucks and trailers if the Phase 2 regs are enacted:
· http://www.trucker.com/trailers/carb-greenlights-new-ghg-trailer-rules 
· “The Phase 2 rule adds about $12,000 to the cost of a tractor and more than $1,000 to the cost of a trailer.”
Another article talking about the volatility of fuel prices and the need for testing technologies 
· http://www.fleetowner.com/ideaxchange/are-you-ready-diesels-rising-price 
· “I can tell you that historically fuel prices have been volatile and that regardless of price fuel costs are still a fleet’s No. 1 or No. 2 expense. So, start investigating, testing and adopting some of the 85 or so technologies that are available. You’ll likely wish you did.”
· Xp3 is a multi-functional problem-solving fuel technology and we help our clients to test and prove the benefits of using our products.
Supplemental articles
 Some interesting statistics in trucking, but you have to become a member to see the entire article
· http://www.fleetowner.com/trucking-numbers/trucking-numbers-2017 
An interesting article talking about price of charging electric batteries
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2018/02/how-much-does-it-cost-to-operate-a-battery-electric-truck.aspx 
Interesting article for trucking companies to use to calculate emissions reductions based on upgrading to new equipment and different fuels
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2018/02/new-heavy-duty-vechicle-emissions-calculator.aspx 


Sales Training:
This is a great article for sales people regardless of whether you are new or experienced – Published on Feb 8th.
· https://blog.hubspot.com/sales/keys-to-successful-selling-for-the-first-time-sales-rep 
· Point #1 – Establish your goals 
· Point #2 – recognize that selling is a process
· We can do things that either speed up OR slow down the process
· Point #4 – measure of every step
· Point #6 – team selling
· Consider partnering with GDI teammates (we talked about this point last week)
· Check out point #7 – call reviews
· I would be happy to work with any of our GDI teammates who want to schedule some call or meeting reviews to discuss ideas/options to enhance your sales process
Article with suggestions on emails and email headlines to use other than “just following up”
· https://blog.hubspot.com/sales/just-checking-in-follow-up 
· The key reminder from this article is the point of always sharing information and steps that are valuable to your potential client
· Check out the section of the article which lists suggestions for what to do if a potential client never responded
· Notice Item #4 – share an article relevant to their industry or profession
· Interesting supplemental article talking about email open rates from various industries
· https://blog.hubspot.com/sales/average-email-open-rate-benchmark 
Article with suggestions for subjects in a 6 email follow up sequence -  
· https://blog.hubspot.com/sales/pre-call-email-sequence 
Supplemental sales resource:
[bookmark: _GoBack]20 of the best business books of 2017
· https://blog.hubspot.com/sales/best-business-books 
Marketing Resources:
Great blog about various marketing trends learned in 2017
· https://blog.hubspot.com/marketing/biggest-marketing-lessons-hubspot 
 

