Commercial Training 3-8-16
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:
Great article talking about some of the expenses associated with DPF systems – 
http://www.truckinginfo.com/channel/aftermarket/article/story/2016/02/commentary-keeping-dpfs-clean.aspx 
· “When the DPF breaks it is at least $2,000 to replace it – that’s the starting price for the aftermarket.”
· “The biggest reason for maintenance is the cost of replacing components that might be salvageable if the systems were serviced properly.”
Driver turnover and ways to use Xp3 to combat this problem
http://www.truckinginfo.com/channel/drivers/article/story/2016/03/nti-no-silver-bullet-to-solve-driver-shortage.aspx 
· How many of you have spoken with decision makers who deal with the overall bottom line of a company (outside of the “Fuel or Maintenance” departments)?
· This article and Xp3 are relevant to them
· “Many carriers have resorted to offering guaranteed pay to offset these unknown factors and reduce driver turnover.”
· “Private fleets gain an edge by paying drivers 20% to 50% more than over-the-road truckload carriers do. Coupled with better schedules and home time, this gives some private fleets turnover as low as 14%.”
· “…with some fleets having to go through as many as 2,300 applications before finding a qualified candidate.”
Outstanding article on the high pressure common rail injection system
http://www.equipmentworld.com/how-diesel-got-its-groove-back-inside-the-modern-miracle-of-high-pressure-common-rail-and-electronic-fuel-injection/ 
· “As emissions requirements have become more stringent, the nozzles’ ability to deliver a consistent and specific spray of fuel to the cylinder has become more critical.”
· “When you hear people preach about the virtues of clean diesel and good filtration, this is why. Even water in the fuel, at 30 to 36,000 psi and 5,000 to 6,000 times a minute, can greatly accelerate injector tip wear”
· The next point is to remind the potential partners you are talking with that one of the best ways to reduce maintenance costs and down time (and the headaches that go with them) is through proactive maintenance.
· Xp3 helps with water dispersion and keeping the injector tips running clean, which keeps the engine running properly and improves fuel efficiency.
Great article on phase separation in fuel containing ethanol
http://southeastpetro.com/wp-content/uploads/2015/08/Veeder-Root-Ethanol-Water-Phase-Separation-Facts.pdf 
· “For a 10,000 gallon tank that is 60% full of fuel (6,000 gallons), it will take approximately 30 gallons (.5% of the fuel) to cause full out phase separation of the fuel and the resulting layer will contain approximately 120 gallons of ethanol).
· Do not water and/or ethanol being injected into your engine
· The actual remaining fuel will have lower octane
· The ethanol in the phase separation layer is highly corrosive compared to the enthanol/fuel mix.
· Can cause damage to tanks, gaskets, washers, etc.
· Xp3 disperses the water in fuel and stabilizes the fuel helping to prevent phase separation
Video showing phase separation - https://www.youtube.com/watch?v=Wrb4pl03xCg 
“With time, the microbial colony proliferates beyond control (stagnant tanks).  This leads to acid formation, rust, corrosion, and filter plugging.  Fuel degrades to the point that it can form a slimy sludge that is unusable as fuel.”


Sales Training
Amazing free sales training – March 9th -  http://www.insidesales.com/events/2016/sales-acceleration-summit 
· Includes Amanda Holmes, Jeffery Gitomer, Grant Cardone, Jill Konrath, Mark Hunter, Tom Hopkins, and many more (50 total)? 

Cutting through the B.S. fast – starts in the beginning of your sales process
· After our guaranteed trial, my intention is to earn your business and protect all your equipment. 
· If the client doesn’t agree or give you some sort of response, do not move forward because the trial is just the beginning.

Creating Urgency - There are only 4 main reasons a person doesn’t do business with you
· They don’t have a want/need for your product
· How fast can you find out if they have the want/need – 30 seconds!
· They aren’t the decision maker?
· How fast can you find out if anyone else besides – 30 seconds!  
· They think they can’t afford it – our trial takes care of this objection (1st meeting?)
· They don’t want to work with you or your company – ask a question
· Am I a person you would feel confident doing business with?
My intention is to …  
· One of you has to be confident in the end result!
· My intention is to schedule a time to share how our product will (insert the problem they are looking to solve).
· After I show you how the product delivers and I answer your questions, my intention is to ask you to make a decision to…

Tips: 
1. Drop the words “price or cost” and replace with “Investment”
2. Have me contact your “leads” using GDI
a. Introduces 3rd party influence and puts the “company” behind you and them
b. I will reaffirm partnering with you
· Ask question “Why are you considering a partnership with us (or GDI rep name)?


3. After you find out if the person has the want/need and is the decision maker, consider saying something like:
“Before I show you the benefits of our product, let me share our pricing with you, so you can make sense of the value we are offering and what I’m about to share with you.”
4. Reinforce certainty with questions
· What are you not certain about?
· On a scale from 1 to 5, how do you feel about the product?
· Is the problem bigger than your investment?
5. What’s the worst thing that could happen if you make a decision right now?
6. Once the trial is completed and proves that we deliver on meeting your needs, how are you planning to use the product in your fleet?
7. Agree and treat objections as a complaint – I agree, take all the time you need
a. What can I do to help you feel confident moving forward in our partnership today? 
8. [bookmark: _GoBack]Price does not make a product better.  Once a potential customer sees the value of Xp3 and is willing to make an exchange, then they move themselves to become a customer.
