Commercial Training 3-15-16
Updates:
· We are looking for 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:
· 
Fuel and Industry Related News:
· Interesting article talking about some trends in trucking – two major takeaways
· http://www.overdriveonline.com/eight-owner-operator-takeaways-from-a-trucking-economists-talk/# 
· “…If you don’t have an edge in your operation, keep an eye open for better opportunities.” 
· “…take retirement into your own hands.” – Xp3 is also an opportunity for owner operators
· Great article on DEF fluid – 9 things you need to know to get a handle on DEF
· http://www.equipmentworld.com/9-things-you-must-know-to-get-a-handle-on-def/ 
· Is typically a mixture of 32.5% highly pure urea and 67.5% de-ionized water
· Off road machines typical DEF use is between 2% to 10% of the amount of fuel they burn.
· Typically costs between $2 to $3 per gallon
· Check out the information in point #7 about contamination
· “Contamination could damage the catalyst in your SCR system, and void the warranty. It can also cause your system to use more DEF than it should.”
· Interesting article from the Chicago Tribune on the effects of ethanol on small engines
· http://www.chicagotribune.com/sns-201505181900--tms--askbildrctnab-a20150529-20150529-story.html  
· “Small engine repair shops love ethanol because it provides them with a steady stream of business.”
· “Ethanol acts as a solvent in older engines and can dissolve old gum and varnish deposits from the gas tank and fuel lines. These deposits can then clog the very small orifices in the carburetor. If this happens, your good day turns bad very quickly, as your small engine will not start no matter how many curse words you hurl at it.”


Sales Training
· Separate the “offer to give information” from “actually giving information”
· When a potential customer doesn’t know the value OR is trying to take control of the process, what is the most commonly asked question you will hear? 

· How much does it cost?

· When someone asks for price, consider these points:
· This is a good thing – they wouldn’t ask about price unless they are interested in solving a problem or meeting a need.
· Our goal is to give information including price
· We just need to control the process and in the correct order to help them!
· If you don’t know what problem/want the person is trying to solve, you will always be selling a commodity and be reduced to “best price”
· “I’d be happy to get you some prices and if they’re not agreeable, I would not expect you to partner with us.   My goal is to make sure we’re delivering real solutions for your company and get you the best price possible. In order to do that, I just need to ask you a couple of quick questions”
· A lot less than the problems it solves
· Start by fact finding:
· What is the want or need/what are they looking for?
· If you haven’t yet clearly identified the want/need that your potential customer is looking to solve by using Xp3, then ask:
“Most of our customers partner with us because they are looking to do one of these 3 things:
1. Increase fuel efficiency
2. Decrease maintenance costs and down time
3. Keep equipment running longer and better
Which of these do you feel would be the biggest benefit to your company?”
Note: You can choose any of the benefits you’d like to insert in the 3 points above

· Besides yourself, is there anyone else involved in making a decision?
· If you had a magic wand, how quickly would you fix the problem?
· How much would you estimate that problem is costing your company?
· What would it mean to you (and your company) to fix the problem quickly?
	

· Present information and reiterate how using Xp3 will solve the problems they identified and deliver the results they said they want
· Approach objections or questions as opportunities and remember – our goal that our goal is to develop a clear path to implementing Xp3 in all their equipment.
· Do your vehicles (or equipment) fuel on site?
· What would be the ideal outcome of your trial with Xp3 that would result in you implementing Xp3 in all your equipment?
· Great follow up question to the one above: After the trial, what would the procurement process look like for implementing Xp3 in all your equipment?
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· Ask for the sale and affirm the decision
· Our guarantee covers up to 10 pieces of equipment and most companies start with 5 to 10 pieces of equipment, how many would you like to start with in your trial?
· Process the order and get the kit shipped – whenever possible - figure out the specific vehicles and/or operators after the order is placed.
· If your customer is participating in a guaranteed trial, make sure they understand NOT to start using Xp3 until they receive the guarantee from you.
