Commercial Training 3-28-17
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 April 15th, 2017 – New GDI Reps and Certified GDI reps need to register by visiting http://becomeproworkshop.com 

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.

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 – 
2 Important Questions:
1. What are some topics that your customers ask about and that you would like more information about?
2. “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 - 
Type them in the chat box, email me, or call me privately with your questions/requests


Fuel and Industry Related Info:
Extremely valuable article on fuel filters, water, microbial/algae growth, rust, sediment, contaminants
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2017/03/the-case-for-fuel-filtration.aspx 
1. “Where’s the value in putting a $40,000 engine at risk just to save a few bucks on a fuel filter?”
· Interesting perspective which can be applied to many aspects of the engine including fuel.  Xp3 is about protection and additional insurance in a bottle that pays customers to use it.
2. “The average gallon of fuel can contain over 18 million potentially harmful particles, which can wear down critical system components in your engine.”
3. I highly recommend reading the entire section “The trouble with water.”
· [bookmark: _GoBack]“Fuel’s main enemy is water.  It’s always there, and while sometimes visible – it’s the water you can’t see that you have to worry about. Unlike diesel fuel, water cannot be compressed, and that created problems for fuel pumps and injectors.”
· “Water is more hazardous to injectors than contaminants.”
4. Also consider sharing the section on “choosing a fuel filter” and check out bullets #1 and #3
--------------------------------------------------------------------------------------------------------------------------------------
Supplemental articles and info
· Not a lot in this category this week
----------------------------------------------------------------------------------------------------------------------------------------
Sales Training:
I was listening to a podcast called “Marketing in Your Car” by Russel Brunson and in one episode he was talking about “KPI’s” – Key Performance Indicators
· This prompted me to create a spreadsheet of “KPI’s” for growing our GDI business
Great article talking about the number of demonstrations we give
· Note: The main idea about this article is making potential customers qualify to see a demo and doing things in the right order - (does not literally translate for certain selling situations like trade shows)
· https://blog.hubspot.com/sales/salespeople-stop-giving-so-many-demos#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· “Every minute you spend giving a demo to a prospect who’s not an ideal customer is a minute you could be spending on activities that’ll actually help you meet your quota, such as prospecting, requesting referrals, cross- and upselling current customers, collecting testimonials, and more. There’s a huge opportunity cost to unnecessary demos.”
· Great suggestions under the “How to respond to premature demo requests” and “Tracking Your Success”
--------------------------------------------------------------------------------------------------------------------------------------
Resources for people interested in online marketing 
Great article with 20 YouTube hacks and tips
· https://blog.hubspot.com/marketing/youtube-hacks-tips-features#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Article explaining how to set up Facebook Lead Ads 
· https://blog.hubspot.com/marketing/how-to-create-facebook-leads-ads#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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