Commercial Training 3-14-17
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

1. The online portion of training must be completed by March 31st to attend either of these in-person trainings.
2. 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.  
· Currently Certified Reps can purchase their $25 ticket by logging into your back office and clicking “Shop Now” > Then select your catalog > then select “Xp3” > and you’ll find Item #9700 available for purchase.

· The GDI training process focuses on layers of support and training because new reps lose about 84% of what they learn in the sales training process within 90 days. 
1. The new GDI rep completes the application and returns it to the Certified Rep (who send it to tom@partnerwithgdi.com) or email it directly to Tom
2. The new GDI rep purchases the Commercial Kit is purchased for $399
3. Completes the online training modules, online questionnaire, and Code of Ethics.  After practicing their presentations/demos, the new distributor goes out and immediately starts talking with potential clients.
4. The new GDI attends (or listens to) the Tuesday calls for training and feedback regarding their experiences IF they choose to participate and ask for help.
5. The new GDI distributor registers to attend a 1 day (in-person) workshop within 90 days of starting the online training.  It is ideal for the new GDI distributor to attend a workshop after they have shared the product with potential clients and/or already have customers using the product.  
· Resource for statistic - https://blog.hubspot.com/sales/things-only-great-sales-managers-do#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions or Experiences You’d Like to Review - 
· Referrals and Testimonials – 
What are some topics that your customers ask about and that you would like more information about?
· Type them in the chat box or you can email me privately with your requests
Fuel and Industry Related Info:
Interesting article talking about their “Cummins OilGuard Program”
· http://www.truckinginfo.com/channel/maintenance/news/story/2017/02/cummins-extends-oil-drain-intervals-up-to-80-000-miles.aspx 
1. “The Cummins OilGuard program allows participating truck owners to safely extend oil change intervals while keeping full warranty coverage for their Cummins engine”
2. "Oil changes routinely costing $350 or more for the oil, oil filter, labor and disposal costs..”
3. “For example, fleets desiring an 80,000-mile oil change interval will be required to submit samples every 10,000 miles.”
4. “Use of a Cummins-approved CK-4 or FA-4 engine oil is required in order to qualify”
5. “Cummins will provide sample kits, prepaid mailers and the oil analysis free of charge to every customer participating in the program. The Cummins OilGuard program is currently available for 2017 and newer X15 engines; however, Cummins said it could be extended to other engines in the near future”
· This article is important because it shows the importance of used oil analysis as part of a preventative maintenance program, which extends engine oil cycles safely, increases profits through decreased down-time and maintenance costs.  Using Xp3 helps to accomplish these goals and is aligns with the theory Cummins is implementing here.  It’s cheaper to do used oil analysis and catch a developing problem before it results in catastrophic failure and expensive repairs/replacement.
Article talking about the nationwide truck inspection blitz June 6 – 8th 2017
· http://www.overdriveonline.com/nationwide-truck-inspection-blitz-set-for-june/#
1. In 2016, inspectors placed 21.5% of trucks they inspected out of service (9,080) trucks out of 42,236 Level 1 inspections.
· Here are 2 links related to what is being inspected 
· http://cvsa.org/wp-content/uploads/Roadcheck-Checklist-for-Drivers.pdf 
· http://cvsa.org/program/programs/international-roadcheck/what-inspectors-look-for/ 
--------------------------------------------------------------------------------------------------------------------------------------
Supplemental articles and info
Dictionary/Glossary to help with trucking terms -  
·  http://www.ooida.com/OOIDA%20Foundation/Tools/dictionary-glossary.asp 
Transportation article talking about companies working to control fuel costs now instead of waiting for them to rise in the future
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2017/03/prepare-your-fleet-now-for-higher-fuel-prices-later.aspx 
1. “…variable fuel costs make it difficult to fund the maintenance and equipment needed to overcome the aging equipment.”
Here are 2 articles talking about fluids and coolants – 
· http://www.worktruckonline.com/channel/maintenance/article/story/2017/02/know-your-fluids-part-1-oils.aspx 
· http://www.worktruckonline.com/channel/maintenance/article/story/2017/03/knowing-your-fluids-part-2-coolants-and-def.aspx 
Construction related article on FuelSense 2.0 technology by Allison Transmission to help save up to 6% on fuel efficiency
· https://www.constructionequipment.com/allison-fuelsense-20-claims-added-fuel-economy  
----------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
On a couple of recent calls, we asked an important question and appreciate your feedback
 “If you had a “wish list” of the content and information provided on the GDI website or store, what would be included?”
· Mobile optimized website – 
· Product and pricing information to be clearer - 
-------------------------------------------------------------------------------------------------------------------------------------
Continuation from our discussion last week on the following article:
· https://blog.hubspot.com/sales/handling-common-sales-objections#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· #12 – “I can’t sell this internally” – this is referencing having to get buy-in from other decision makers or teammates 
· Why this comes up:
· This should not come up if handled well early on because we don’t want anyone else selling for us.  Of course, we want people who believe in the product helping us, but not selling for us.
· “Bob, if you found a solution that you believed would help XYZ company with (insert problem they identified), In addition to yourself, who else would be involved in the decision to partner with us and purchase our solutions if it makes sense?”
· If they say something like “That depends” or “Several people”, we respond with something like: 
· “To be respectful of your time and mine, it’s important to include some key people.  In most cases, our clients benefit by inviting the financial decision makers and the maintenance decision makers into the discussion. How would soon can we schedule a meeting with them? 
· This is something that needs to be addressed early in the sales process by asking who else needs to be involved in the decision making and purchasing decisions?
· #15 – “There’s too much going on right now” OR “Get in touch with me (they insert the month or season)”
· #1 goal – get in front of this “objection” and stop it before it happens
· Most of the time, this happens in the front end of the sales call but here’s some options for handling it…
· #1 rule, be empathetic – “I can definitely appreciate that, which is why it’s imperative that we talk about how we can help you get more (insert XYZ result they said they wanted) without causing more work for you or your management team.” 
· If they ask, “How could you do that?”
· Response: “Great question and I’d be happy to share more.  Typically, we can cover the high points in 15 minutes, so you can quickly decide if what we’re sharing makes sense for XYZ company.  In addition to yourself, who else is involved in the decision making process that we need to invite?”
· Most of the time, this response happens early in the sales process when someone is busy and before we’ve asked an important question like:
· “Bob, I know you said it’s a priority for XYZ company to reduce maintenance costs and down time.  If I were to show you a way that we can do that without requiring more work from you or your management team, when could we squeeze in 15 minutes in the next week to share a little more and determine your interest in the solution?”
· If you asked the question above (or couldn’t) and you are being delayed, one option is to say something like, “I’d be happy to call you (or come back) then.  Let’s take a look at our calendars right now to set up a day/time AND clarify what we will accomplish at the meeting?”
· Don’t forget to ask, “Besides yourself, who else would be need to involved in the decision making process, so we can be sure to include them in the meeting.” 
· #24 – We typically won’t hear the one listed in the article, but we may hear – “I can’t get my drivers (or operators) to put the stuff in.”
· Response:  “I understand that is an important point.  So Bob – are you saying that if there was a way to take the drivers out of the equation and to have the product added properly every time that you’d move forward?”
· Variation – “Bob – I certainly understand that point and we’ve got a solution that can take the drivers out of the equation and add the product for you automatically.  Our goal today is identify the problems we can help to address and come up with a plan to prove the product helps with those issues, so we can implement Xp3 in all your equipment.  Does that make sense?”
Great supplemental article listing 28 differences ways to respond to a “price objection”
· https://blog.hubspot.com/marketing/grow-snapchat-audience#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· I appreciate the perspective of the point raised in #4 – especially the point by Geoffrey James, “A price objection isn’t ‘real’ until the customer has brought it up twice.”
Great article listing 6 short, but powerful questions to ask on sales discovery calls
· https://blog.hubspot.com/sales/short-sales-questions-discovery-call#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
-----------------------------------------------------------------------------------------------------------------------------------------
Great article talking about days and periods when to close OR not close sales
· [bookmark: _GoBack]https://blog.hubspot.com/sales/best-days-to-close-sales-deals-data#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Another article listing 7 different approaches to sales – including SPIN Selling and SNAP Selling
· https://blog.hubspot.com/sales/6-popular-sales-methodologies-summarized#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 	
--------------------------------------------------------------------------------------------------------------------------------------
Resources for people interested in online marketing 
Really interesting article on Instagram and the responsiveness rate of smaller accounts (niche audiences)
· https://blog.hubspot.com/marketing/micro-influencer-marketing#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· Possible idea – reach out to some of these account owners and ask them if they’d be willing to discuss option of being paid to share our pic or short video with their audience?
For those of you interested in doing some YouTube ads, here’s a great introductory article explaining the different types of ads – 
· https://blog.hubspot.com/marketing/youtube-video-advertising-guide#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y  

------------------------------------------------------------------------------------------------------------------------------------------

Next week I will share a few more insights from the book S.P.I.N. Selling by Neil Rackham
[image: Image result for spin selling]
· Next week
-------------------------------------------------------------------------------------------------------------------------------------
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