Commercial Training 3-27-18
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:
Good tips for truck maintenance and the impact of soot
· http://www.empire-tnt.com/Service/Truck_Maintenance_Tips/
· Check out tip #9 talking about DPF, replacement costs, turbochargers, and soot
· “Worn fuel injectors will result in the use of more fuel, which is costly to you. It also results in the generation and accumulation of soot in the fuel filter, which retards the filter’s effectiveness and affects the overall performance of the vehicle. Bottom line, your truck maintenance schedule should include repairing and replacing your fuel injectors at regular intervals as recommended by the manufacturer.”
· “You’ll also want to have your maintenance provider check the turbocharger regularly for proper operation and wear. Turbochargers that don’t produce enough air or have leaky seals result in more soot or the occurrence of lube oil in the exhaust…”
Great info on common problems associated with turbochargers
· https://www.westernturbo.com/blog/tag/common-problems-turbochargers/ 
· “A blocked DPF prevents exhaust gas passing through the exhaust system at the required rate. As a result, back pressure and exhaust gas temperatures increase within the turbine housing.”
· “Increased exhaust gas temperature and back pressure can affect the turbocharger in a number of ways, including problems with efficiencies, oil leaks, carbonization of oil within the turbo and exhaust gas leaks from the turbo.”
· “The turbocharger needs a healthy supply of engine oil to lubricate its moving parts, and to help cool it.”
· As we know, using Xp3 positively impacts fuel tanks, fuel lines, fuel filters, fuel pumps and fuel injectors.  Xp3 also positively impacts EGR systems, engine oil, turbochargers, DEF, DPF, and more.  Creates a savings domino effect!
· A great opportunity to talk about the benefits of Xp3 engine oil treatment and reducing soot (see used oil analysis report)

Supplemental articles
Great article on 100 tips to improve trucking efficiency 
· http://www.fleetowner.com/running-green/100-trucking-efficiency-tips 
Another great supplemental PDF on turbochargers – 
· http://www.truckpro.com/Content/Resources/know-your-turbo.pdf 

Sales Training:
Great article on 15 science backed tips for making better sales calls
· https://blog.hubspot.com/sales/psychology-tips-to-enhance-your-sales-calls 
· Check out #4 – set the agenda and stay in control
· This is especially relevant for follow up meetings after the initial contact
· [bookmark: _GoBack]“I’m glad we are able to meet today.  Last time we spoke, we planned to discuss (insert topics).  Unless you have additional topic(s) you’d like to discuss, I’ll share (insert topics) and be happy to answer any questions you might have.  How does that sound?
· Insert the following sentence before the “How does that sound?” in the bullet above to improve the posture behind the question.  
· “At the end of our discussion today, I’ll ask for your decision on moving forward with our partnership?”
· Check out #7 - simplify options 
· If you had to summarize the trial process for Xp3 in 2 steps, what would you say?
· Establish a baseline for benefits we are measuring
· Use Xp3 products and compare before-and-after 
· Check out #14 – Observe, record, and predict
· The key is to limit your talk time and listen to what your prospects are saying. When prospects talk extensively about their situation, you have already pulled the right strings. Keep them talking. Observe their behavior. Discern their needs based on their statements. Design and propose a solution that squarely addresses their problems.
Supplemental sales resource:
This is a great list of 125 conversations starters
· https://blog.hubspot.com/sales/conversation-starters-for-any-situation 
Interesting review of the book “The Challenger Sale” along with some statistics
· https://blog.hubspot.com/sales/challenger-sale-summary 
· “Only 7% of the top performers took a relationship-building approach”
Article listing 38 questions to identify core customer needs?
· https://blog.hubspot.com/sales/23-questions-customers-needs-si 
· #6 – How does your company evaluate potential new products or services?
· #19 – How soon can we OR How soon can would you like to?
Marketing Resources:
Great  

