Commercial Training 2-2-16
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.
Questions, Comments, and Successes:
· Gelling – remember this is an issue for residential and commercial equipment that uses diesel fuel.  In some cases, certain equipment may only have issues with the fuel filter gelling up and in the worst case scenario – they could have gelling issues with the fuel filter and with fuel in the tanks and lines. 
· I tested Xp3 W-Xtreme at -14 air temperature (temp was not above 0 for at least 24 hours) – video showing the viscosity of Xp3 W-Xtreme at those temperatures.
· Typical chest freezer will be between -10 and -20 F
· https://vimeo.com/153088289 

Fuel and Industry Related News:
Good step in the direction of stopping human trafficking – Fuel Hope
· http://www.todaystrucking.com/ohio-mandates-anti-prostitution-course-for-new-drivers 
Great resource explaining common reasons why diesel injectors fail
· http://www.trucktrend.com/how-to/expert-advice/1211dp-why-diesel-fuel-injectors-fail/
· Pay close attention to the following sections in the article
· Excess Wear, Abrasion, Deposits, and the Internal Diesel Injector Deposits sections
· Taken from the “Deposits” section
· “External injector deposits are generally caused by incompletely burned fuel that builds up around the injector holes. These deposits are referred to as coking deposits. While in most cases these deposits may not lead to injector failure, they can build up enough to disrupt the fuel spray, which leads to less efficient fuel combustion. This is often observed by the vehicle operator as a noticeable loss in power or lost fuel economy.”
· Lab tests proving reduction of soot, which is a result of improved combustion
http://xplab.com/wp-content/uploads/2015/06/LabTest_Xp3D_Oil-Analysis-1-SGS_Eng.pdf 
Important Note about EGR Valves and Xp3 - https://www.youtube.com/watch?v=9ifz8YdN2kM 
· EGR – exhaust gas recirculation
· Xp3 does not directly clean EGR valves, but it does impact the operational life of an EGR valve by creating cleaner exhaust gas as a result of improved combustion
· NOx – created by high temperatures (at least 2500 for oxygen and nitrogen to combine to form NOX)
· Dilutes air fuel mix by introducing “inert” gas that has low reactivity with other molecules and does not burn, which in turns prevents high combustion temperatures that normally produce NOx.
· Exhaust gases contain carbon (bi product of incomplete combustion), which over time build up and prevent these valves from functioning properly.  Xp3 helps keeps these valves functioning longer and properly because it:
· Improves combustion > which produces cleaner exhaust gas > which leaves less carbon deposits on EGR valves > which keeps them operational for longer
· Great article showing pictures of EGR valves carbon deposits - http://www.agcoauto.com/content/news/p2_articleid/207 
· Articles talking about typical problems with EGR valves – http://pacbrake.com/how-do-you-identify-problems-associated-with-the-egr-valve/ 
· http://www.fuelpumpu.com/news-diagnostics-troubleshooting-egr-problems 
· 

Sales Training
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“It’s what a person learns after they know it all that makes a difference in their lives!”
John Wooden UCLA Basketball coach with 13 National Championships.
I had a conversation at the end of last week with a distributor and though sharing the details of that conversation would be very helpful for the team.
The discussion focused around the outlook and purpose for a GDI rep to contact potential business partners.  This directly affects the financial outcomes for the GDI rep and their potential business partners!
· Clear from the start about our objectives
· Starts with our mindset, which translates that through our communication
· Seek to work with leaders (and companies) who are actively seeking the benefits of what Xp3 will do for their fleet.
· Our residual model is one of the significant aspects of our business model
· Do the work one time so it pays you (and the customer) back repeatedly.
· I spoke with a potential client today down in Florida.  Found Xp3 on the Internet and wanted to improve lubricity, bacteria related issues, emissions, and of course fuel efficiency.
· Started with a discussion about how our long term partners have proven the benefits
· Talked about 2 options – proving the benefits of his investment and having a long term partnership or guessing.  He preferred the proof and wants to do the trial.
· Think about your own story – you have a testimony!  It is crucial to give your customers the same ability to develop their testimony.



· I spoke with Alan today about some of our long term clients – he mentioned one client who has been our customer for over 19 years because the product delivers!  

· Cemex, Pemex, Techint, and Odebrecht are big name companies that have been with us for 19+ years.  Another big client is GOIL (Ghana Oil Company) has been using Xp3 for 5+ years  http://www.goil.com.gh/ 
· All of our global partners are partnering with us because the Xp3 works.
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· 

· Einstein – “Everything should be made as simple as possible, but not simpler!”
· Xp3 has to solve a customer’s problems or meet their needs in order for the customer to continue using the product:
· Better efficiency
· More power
· Protect and extend the operation life of equipment
· Lubricity, anti-gel, moisture related issues, injectors, emissions systems, etc.
· Reduced emissions
· Even at current fuel prices ($2.00 a gallon for diesel), our clients only need a 5% increase in fuel efficiency to cover the cost of the trial (16 oz case trial pack).  
· Of course - they receive all the additional benefits of using Xp3 
· Important reminder about our process – the customer has to experience the benefits of the product first hand. 
· They need to establish a baseline of whatever variable(s) they are tracking:
· Lubricity, emissions, fuel efficiency, etc.
· I spoke with a customer in the past week who said the product “wasn’t working”.   The GDI distributor did a good job of explaining the importance of establishing the baseline and completing the trial.  Once the client completes the trial, we will be able to compare the actual results.  Without this step, it would be based on opinion and would hurt the brand.
· They have to complete a thorough trial
· We have to follow up, analyze, and meet to share the results 
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