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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 – 
· Ask Randy about the Water Pill Test Kits – sent email.  He’s been out of town recently.
Fuel and Industry Related:
Interesting article on fuel efficiency
· http://www.fleetowner.com/ideaxchange/age-no-excuse 
· “Achieving great fuel economy is a matter of inches.  To get double digit fuel economy, you must pay attention to the minutest of details.”
· Supplemental article talking about the importance of tracking, analyzing, adjusting, and repeating – the key is to gather a baseline!
· http://www.fleetowner.com/ideaxchange/monitor-analyze-adjust 
· Supplemental article with example of trucking company’s commitment to improving fuel economy.
· http://www.tlimagazine.com/sections/trucking-and-freight/2439-kuperus-trucking 
Article talking about extended oil change cycles with the new CK-4 and FA-4 oils
· http://www.trucker.com/equipment/extending-drain-intervals-new-engine-oils 
· “A used oil analysis program can help to provide a benchmark for performance and a starting point toward extending oil drain intervals further.”
· Tracking is the key to bringing legitimacy and proof to the benefits of using Xp3, which results in long term customers and increased customer retention
Two great articles on Human Trafficking awareness
· http://www.fleetowner.com/regulations/ata-highlights-truckings-human-trafficking-awareness-month-plans 
· http://www.landlinemag.com/Story.aspx?StoryID=71705#.WnncpK6nFqM 
Article points out the reminder of cold weather issue companies are facing and opportunity with Xp3 Winter Xtreme
· http://www.fleetowner.com/ideaxchange/too-cold-won-t-work-paying-warm 
Qualified driver shortage is great opportunity for Xp3 to impact business
· http://www.truckinginfo.com/channel/drivers/news/story/2018/02/fleet-survey-shows-business-is-great-drivers-are-scarce.aspx
· “The driver shortage is still affecting two-thirds of respondents, with a number commenting that if they could find the qualified drivers, there’s plenty of business for them to add trucks to put them in.”
· Better pay and/or benefits attract qualified drivers.  By using Xp3, companies can take the savings and offer more attractive hiring packages without having to “budget” for that increase.
Sales Training:
https://blog.hubspot.com/sales/adjust-sales-strategy  
· Section #2 - Clear objectives
· Annual sales income goal?
· Based on your average sale, how many of those sales will it take to reach your sales income goal?
· Based on your current rate of converting leads to customers, how many leads will it take to reach your sales income goal?
· Based on your current rate of converting leads to customers, how many leads would you need each day, week, or month? 
· Section #3 – Be brutally honest with yourself.  Self-assessment
· Have you set a specific target you want to hit this year?
· Have you assessed or developed a plan to reach those numbers?
· Are you consistently moving towards that number?
· Consider small steps
https://blog.hubspot.com/sales/outdated-sales-tactics-to-abandon  
· #14 – Selling Alone – Team selling always wins
· #18 – Pay attention to where the person is at in the sales process.  Sell when they are ready to purchase
https://blog.hubspot.com/sales/prospecting-stats 
Section - When do buyers want to hear from salespeople
· Buyers want to hear from sales people in the 1st part of the sales process
Section – How should you reach out to prospects
· Eight in 10 prospects prefer talking to reps over email, which matches up with the percentage of reps (78%) who use it.
· Half of buyers like speaking over phone, compared to 70% of reps. And that percentage increases the higher up the ladder you go; if you’re working with a VP or member of the C-suite, try giving them a call.
· Prospects are also open to communicating with sellers at industry events (34%), via LinkedIn (21%), text (21%), voicemail (21%) and social media (18%).
Section – What makes a prospect talk to you?
· Eighty-two percent of buyers say they take meetings with reps who reach out to them
· This data point is pretty surprising: While it’s common wisdom to focus on the prospect, not your product, the biggest factor in whether prospects connect with you is a need for your product or service (75%).
Section – How can you add value?
· [bookmark: _GoBack]That begs the question: What does “something of value” entail? The surveyors asked prospects which types of content influence them to accept a meeting or otherwise connect.
· Primary research data relevant to their business was the most popular answer (69%),
Extra Bonus:
https://blog.hubspot.com/sales/audiobooks-salespeople 

