Commercial Training 3-13-18
Updates:
[bookmark: _Hlk480306272]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 will have our next full day, in-person GDI workshop on Sat. May 19th
· Register at http://becomeproworkshop.com 
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:
Article talking about biodiesel problems people may not be aware of
· https://www.bellperformance.com/blog/bid/117605/biodiesel-problems-what-you-may-not-know 
· “Virtually all on-road diesel fuel contains up to 5% biodiesel. It’s not labeled as such, but it’s in there. They’re not required to disclose the biodiesel content because having that level of biodiesel content doesn’t cause the diesel fuel to miss on any of the essential specifications.  Legally, a fuel that meets the requirement of the ASTM D975 specification is “diesel fuel”. So you’re very likely using biodiesel without even knowing it.”
· “Fuel microbes are a ticking time bomb in stored diesel fuels across the country, and it doesn’t help when virtually all stored diesel fuel has at least 2-5% biodiesel in it to begin with.”
· Good supplemental article - https://offers.bellperformance.com/bio-diesel-problems 
· The good:
· Higher cetane number
· Biodiesel contains more oxygen, which increases cetane number
· Supplemental article – ASTM standard for biodiesel https://www.dieselnet.com/standards/us/fuel_biodiesel.php#astm 
· Lower sulfur content
· Cleaner emissions
· Improved lubricity
· The bad:
· Lower mileage and about 4% less peak engine power (see Penn State article - https://extension.psu.edu/whats-so-different-about-biodiesel-fuel )
· Cold flow issues
· Can be incompatible with older engines
· Increase NOx emissions
· Fuel stability issues
· Potential for increased water related issues
· PDF from Xp Lab on biofuels – 
· http://optimize.tomspudic.com/wp-content/uploads/2013/10/Resources-Biodiesel.pdf 
Article talking about current fuel prices and comparing them to the same time last year
·  http://www.trucker.com/fuel/us-fuel-prices-down-again-still-higher-vs-2017 
· Diesel prices up 41 cents per gal. compared to same time last year.  Great opportunity to talk about the impact Xp3 can make on the bottom line.  Remember, fuel savings are not a guarantee and they are just 1 item on the menu of benefits for Xp3.
Supplemental articles
Short article talking about some maintenance related challenges as more electric equipment comes into the marketplace
· http://www.fleetowner.com/maintenance/maintenance-shops-face-new-challenges-electric-vehicles 
Interesting article that mentioned the average age for truck drivers is 52 compared to 42 for the workforce as a whole
· http://www.trucker.com/business/profit-margins-trucking-companies-rise 
Supplemental article on biodiesel – very informative
· http://biodiesel.org/docs/ffs-performace_usage/service-technician's-guide-to-diesel-fuel.pdf?sfvrsn=4 

Sales Training:
How we start determines what happens at the end (a.k.a. – results and reorders)
· This highlights the importance of identifying what specific benchmarks that we can:
· Get a baseline
· Track benefits throughout the trial
· [image: ]Some of the benefits we can track:
· Critically important item – determine specific, measurable, and realistic benchmarks that will be used to define satisfactory results (Conditions of Satisfaction) AND how the company will proceed purchasing and implementing Xp3 when those benchmarks are met?
· This is done before a purchase is made – again how we start determines what we experience at the end!
· Interesting article that made an important point about “Beth or Bob”
· https://blog.hubspot.com/sales/add-value
· “If I signed a customer up who shouldn’t have ever become a customer in the first place, it would wreak havoc on so many parts of my book as a sales rep, but also on the broader business. Bad revenue creates unpredictable, unsustainable growth.”
Great article talking about some points in the sales meeting agenda
· https://blog.hubspot.com/sales/sales-meeting-agenda 
· Excellent point in Step 1 about worrying too much about rapport – this does not mean not to care about that, just be remember:
· [bookmark: _GoBack]Customers mainly care about how can we provide solutions they want/need quickly?
· They will gain rapport and respect for how efficiently we move them through the process.
Good article listing 30 different topics/ways to send an email and increase engagement
· https://blog.hubspot.com/sales/sales-email-templates-guaranteed-to-get-a-response 

Supplemental sales resource:
Great infographic on follow up days and times
· https://www.insidesales.com/wp-content/uploads/2018/01/infographic_LeadResponseMgmt.pdf?f4bf21&f4bf21&mkt_tok=eyJpIjoiTnprM01UZ3dPVGxoTVRNeCIsInQiOiJDQmNTc1FpTE12M3l2WXNyb1A5V0RKOXBQaTNtWE5FeEV0ckptM1wvRmkwR3ErdVdxbGw0QW92NEdpRG05dU92SW1FV2JLTDlkODMxN2xLQ1IwaFJTS2xUR1hcL0VcL1dFdUNsMm9cL00weUczRldPVUl0c1wvWDBWYzJQbVdQcHhseDExIn0%3D 
Marketing Resources:
T
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Variables or Benefits That Can Possibly Be Tracked:
Improved lubricity and extended engine life (used oil analysis, less emissions)
Emissions reduction (emissions testing, less frequent EGR or SCR issues, less DEF use, used oil analysis, less visible soot)
Improved power and performance (customer experiences, dynamometer)
Addressi ng water in fuel (fuel testing, less filter replacement, less injector maintenance/replacement)
Increased fuel efficien CY (MPG/Burn Rate Per Hour tracking and/or used oil analysis with soot analysis)
Improved cold flow and anti-gel (use in cold weather with no gelling — consider % of biofuel)




