Commercial Training 2-21-17
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 Friday April 7th and another date Saturday Apri15th, 2017 – visit http://becomeproworkshop.com to register
· The online portion of training must be completed by March 31st to attend either of these in-person trainings.
· We invite all currently certified GDI reps to attend - there is a $25 fee for currently certified reps, which covers lunch, printed materials, and a new GDI thumb drive with current GDI documents.  
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 – 
What are some topics that your customers ask about and that you would like more information about?
· T
Fuel and Industry Related Info:
Great article talking about preventative maintenance and approaches that various fleets are taking
· http://www.truckinginfo.com/channel/maintenance/article/story/2017/02/the-quest-for-uptime.aspx
· “If you go back to pre-EPA-07, you’d get about 200-300 codes out of the [electronic control module],” says Gregg Mangione, senior vice president of maintenance at Penske Logistics. “Compare that to an engine [meeting 2014 greenhouse gas emission regs], with over a dozen different controllers. Some trucks are throwing between 2,000 and 3,000 different fault codes.”
· “Fleets are proactively addressing problems with DPF’s by doing pre-emptive manual regens in the shop as part of their preventative maintenance (PM).”
· “Lumping groups of vehicles with similar operating environments and applications and tracks fault codes and maintenance needs based on duty cycles – If one truck in the group needs some attention at certain mileage, chances are others will also.”
· “Cleaning all the pressure tubes in the EGR cooler – with cold weather comes more moisture in the tubes, which causes soot to gum up un the inlet and outlet ports.”
· Matching fault codes to operating conditions, looking for patters that can be tracked – 
· “Oil analysis gives you clues about the physical condition of the engine and various parts inside that you can’t inspect.” 
· “An extra hour spent on PM could save you a day or more out on the road”
· This is great example of the kind of resource you can use to share on social media, or in an email (one-off or part of your autoresponder sequence), or in your meetings/demonstrations (especially talking about used oil analysis)
Article talking about Mack Engine Oil and how it is extending oil change cycles to 60,000 miles for long haul trucks
· http://www.thetrucker.com/News/Story/MackreleasesextendedoildrainintervalswithMackEngineOilEOS45 
· “During the life of a Mack truck, these extensions can allow customers to skip between four and 16 oil drains, helping save hundreds of dollars per year per truck…”
· Important reminder when talking with potential clients about proving the benefits of Xp3 and using oil change cycles – we will likely have to adjust trials and possibly consider a 30K mile comparison or extend our trial (could take up to a year for a long haul fleet)
T
--------------------------------------------------------------------------------------------------------------------------------------
Article talking about some tax deductions for owner operators - 
· http://www.overdriveonline.com/as-tax-time-looms-owner-operators-shouldnt-overlook-these-deductions/ 
May be a resource we can look at as a team of GDI reps interested in gathering more date about maintenance practices of fleets – 
· http://www.truckinginfo.com/channel/fleet-management/news/story/2017/02/ftr-ckcvr-releases-study-examining-fleet-maintenance-practices.aspx 
Check out and share this auction by Kenworth to help Trucker’s Against Trafficking
· http://www.truckersnews.com/auction-truck-benefits-human-trafficking-group/ 
· Great opportunity to share this important project and remind your current customers that a portion of every purchase is donated to Fuel Hope and our partnership with organizations like Trucker’s Against Trafficking
----------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
Last week on the call, I asked, “If you had a “wish list” of the content and information provided on the GDI website, what would be included?”
· Mobile optimized website – 
· Product and pricing information to be clearer - 
-------------------------------------------------------------------------------------------------------------------------------------
If Addie is on the call, ask her to share a little about her experience with a customer 
For social media users, here’s an interesting statistic on video 
· https://blog.hubspot.com/marketing/twitter-video-stats#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y
· 82% of Twitter’s 800 million monthly users interact with brands on the platform
· 64% influence the purchases of friends or family
· Supplemental article on hashtags - https://blog.hubspot.com/marketing/hashtags-twitter-facebook-instagram#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· 
15 lead generation ideas
· https://blog.hubspot.com/marketing/lead-generation-ideas#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Create a quiz – there are many survey tools in the marketplace 
· Create a list of useful tools, articles, or resources to help potential clients
· Host a contest or giveaway
· 80% of business decision-makers prefer to get company information in a series of articles vs. and advertisement
Great information on some simple steps to help increase your sales
· https://blog.hubspot.com/sales/sales-call-metrics-that-predict-your-chances-of-closing#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Using your organization’s keywords make increases a salesperson’s chance of closing by up to 60% - most salespeople only use 5 or more keywords on less than 5% of calls
· Think of important terms or phrases used by Xp Lab or GDI 
· Increase efficiency
· Reduce maintenance costs
· Keep equipment running better
· Keep equipment running longer
· Extend engine life
· Cut down on “filler words” like “um” and “ah” – longer sales calls included 30% less filler words than shorter calls – posture, confidence, honing skills





Few highlights from the book S.P.I.N. Selling by Neil Rackham
[image: Image result for spin selling]
· Neil is a respected research psychologist looking at the selling process for large and small sales
· [bookmark: _GoBack]Spent 10 years researching over 35,000 sales calls and evaluating 116 factors that could have impacted sales in 27 countries
· Presented to and worked with companies like Xerox, IBM, AT&T, and CitiCorp
· Pg 7 – “Customers who told us immediately after the presentation that they were likely to buy had lost most of their enthusiasm for the product within one week.”
· Speaks to the importance of a process to share information over a period of time and the need for more “touches” in the sales process.
· Pg 8 – “As the size of the sale increases, successful sales people must build the perceived value of their products or services.”
· Potential issue for small and large companies – small companies/owner operators need to save because it directly impacts their profitability while larger companies have more logistical concerns and challenges (they have to see the value).

-------------------------------------------------------------------------------------------------------------------------------------
Optional resources:  
9 marketing books to check out – 
· https://blog.hubspot.com/marketing/marketing-books-to-read-before-q2#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
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