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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.  
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Helping Customers Prove Benefits – 
· Sales Questions - 
· Referrals and Testimonials – 
What are some topics that your customers ask about and that you would like more information about?
· T
Fuel and Industry Related Info:
Transportation article talking about companies using more “aero devices” –
· http://www.truckinginfo.com/blog/trailer-talk/story/2017/03/regulations-will-widen-use-of-aero-devices-wabco-says.aspx 
1. Check out the chart explaining a survey of truck fleets regarding their current use, technology they are considering, and one’s who say they will never consider them.
· Starting Jan 1 of 2018 – all new 53’ box type trailers will come standard with trailer skirts.
· “Occasional maintenance and damage repairs eat into fuel savings, which is why many owner-operators and fleet managers resist using them.”
· This quote shows a great opportunity to speak to companies using these technologies and leverage the fact they clearly want to save money and with Xp3 they don’t have the “maintenance or damage repairs” eating into their profits
2. Check the “red chart” which outlines ranges of potential savings, costs to user, and typical payback time.
3. Supplemental article (2016) talking about adoption rates of technologies like tractor and trailer aerodynamics. 
· http://www.truckinginfo.com/blog/trailer-talk/story/2016/09/trailer-aerodynamics-not-overly-popular-study-shows.aspx 
4. Supplemental article from last week on new aerodynamics that are coming out 
· http://www.truckinginfo.com/channel/fuel-smarts/product/detail/2017/02/two-new-aero-options-from-flowbelow-aero.aspx 
Great article discussing some important steps to clean up fleet fuel efficiency
· http://fleetowner.com/fuel/sponsored-content-clean-your-fleet-s-fuel-efficiency
1. 1st sentence (and paragraph) of this article is really important!
2. Point #1 – “Proactive maintenance with today’s engines is critical…it’s all about keeping vital engine components like fuel injectors, pumps, and filters clean so your vehicles stay on the road and operate as efficiently as possible.”
· For companies interested in MPG, this gives 2 important paths to discuss the benefits of Xp3 – MPG itself and overall gained MPG by keeping equipment running cleaner and better.
· This gives us a chance to talk about reducing maintenance expense and down time = increased profits!
3. Point #2 – “You can invest in the highest quality fuel the industry has to offer, but the fuel is only as clean as the tank it’s stored in”
· Great opportunity for us to talk about Xp3 related to stabilizing fuel, water dispersion to prevent microbial growth (aka – diesel bug), and again reduce maintenance expenses and down time.
--------------------------------------------------------------------------------------------------------------------------------------
Supplemental articles and info
Good supplemental article talking more about DPF’s and regen issues – including 5 “maintenance checks” to be aware and help to prevent problems with DPF filters – 
· Recommends being proactive with maintenance to prevent serious DPF issues and costs
· http://www.roadking.com/trucks/why-wont-your-engine-regen/  
1. Check if you have an extremely dirty fuel filter
2. Possibly need a valve adjustment (a.k.a. – running the overhear)
3. Check and replace air filter (if dirty)
4. Check and clean DPF doser (injector located in the exhaust) 
5. Check to be sure PDF system is properly sealed – look for soot near sealing surfaces
I
----------------------------------------------------------------------------------------------------------------------------------------
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 - 
-------------------------------------------------------------------------------------------------------------------------------------
Great article discussing how to respond to 40 common objections
· https://blog.hubspot.com/sales/handling-common-sales-objections#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
· We’re going to look at some of these from the perspective of why they happen and/or some possible responses:
· #1 – “It’s too expensive”
· Why does this come up?
· 
· Possible response?
· “I’m sure you have reasons for saying that, would you mind sharing what they are?”
· #3 – “We don’t have any budget left this year.”
· Possible response, “Bob – that’s exactly why we need to get started on this as soon as possible.  Would it be accurate to say that if the money currently available in the budget that you would be moving forward right now?”
· If Bob says, “Yes” then we can use the option below.
· If Bob says, “No” then we know we don’t have the real objection and need to ask a clarifying question(s).
· This allows us to take a couple of approaches
· “Bob – since helping XYZ company to do (insert benefit they said they wanted) is a priority and you believe partnering with us will help you to do that, can I share 2 options:
· 1.  Work with your team to find creative ways to reallocate resources or get additional funds approved?
· 2.  Start with a trial to begin gathering data, which can be used as a proof of concept in budgeting for Xp3 in the future.
· Be sure you’ve also clearly identified the sole purpose of the trial is implement across their fleet.  Also, be sure they articulate logistics and procurement procedures for fleet implementation before starting any trial or making any purchase AND their conditions of satisfaction. 

· #6 – “We’re already working with another product”
· Possible response, “That’s great to hear.  Just curious, out of these problems (you can show them our checklist or back of business card), which ones aren’t they helping you to address?” 
· If they identify any problems that aren’t being met, then we need to ask some investigating questions to clarify how big the problem is and what it is actually costing them in initial expenses and hidden expenses (like opportunity costs, lost customers, staff time, etc.)
· Once you uncover these issues, then you can circle back to discussing the costs of the other product, how they know the ROI, how they have documented the benefits, and what if they could treat the issues that are being treated with the other product AND also solve the ones they just identified while ultimately profiting because of the savings that result from using Xp3. 
		
--------------------------------------------------------------------------------------------------------------------------------------
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
-------------------------------------------------------------------------------------------------------------------------------------
Optional resources: 
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