Commercial Training 4-10-18
Updates:
[bookmark: _Hlk480306272]There are 3 comprehensive trials available for qualifying companies
· [bookmark: _GoBack]At least 400 pieces of equipment and at least 1000 gallons of fuel consumed per month and per piece of equipment.
· We are working on an updated GDI compensation plan to help grow your GDI team
· The new GDI website moved much closer to being launched with some updates being done.  Stay tuned for info on that in the coming weeks.
· 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:
Article talking about the universal priority of bringing cost of ownership down 
· http://www.fleetowner.com/ideaxchange/no-matter-how-you-measure-it-we-all-want-more-efficient-vehicles 
· “Fleets all over the world may measure fuel efficiency differently, but they all are working to bring total cost of ownership down and one way to do that is to burn less fuel.”
· Xp3 offers a comprehensive solution to help reduce the total cost of ownership and operation – fuel and maintenance savings
Article talking about being “green” goes beyond emissions
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2018/04/commentary-being-green-goes-beyond-low-emissions.aspx 
· “...going green is not just a matter of tailpipe emissions, according to Kary Schaefer, general manager of marketing and strategy at Daimler Trucks North America. It’s also about efficiency and uptime… The truly green fleet is one that wastes as little as possible, in every sense.”
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· Using Xp3 helps with the environment and emissions, reducing down time, extending oil and engine life, and more!
Supplemental articles
Interesting article for independent operators, small and large companies about leasing vs. buying trucks
· http://www.truckinginfo.com/channel/equipment/article/story/2018/04/should-fleets-own-or-lease-trucks.aspx 

Sales Training:
Interesting article talking about ways to engage unresponsive contacts
· https://blog.hubspot.com/sales/tips-to-get-an-unresponsive-prospect-talking-again
· In item #1 – they suggest not referring to the past.  If we’ve set things up properly, the potential customer knows what we intended to discuss at our next meeting/conversation
· Key – establish real desire, urgency, and expectations.  This is all about posture and process, so our potential customers understand our commitment to serving them.
· Item #3 – I like the last part about sharing info/resources that we find that are relevant to them.  
· Key – providing value and education.  Think of the Chet Holmes process and the “Core Story”.
Good article on handling 22 “timing” related objections
·  https://blog.hubspot.com/sales/timing-objection-responses 
· #1 – “If money (or whatever objection they are using) were no object, would you start today?”
· Look for small commitments like working on their baseline, identifying equipment to be used, etc.
· #9 – “If I called you back next quarter (or whenever they say), what circumstances do you hope will have changed?” 
· Another suggestion is to have them project what they would have lost by waiting during that time (money, headaches, opportunities, etc.)
· See item #12 – the suggestion above relates to this & can work together.
· #20 – “Sometimes when people say X, it really means Y.  Is that the case in this situation?”
Check out this article that lists some tips for emails and calling – 
· https://blog.hubspot.com/sales/one-sentence-sales-tips 
· Check out item #50 – “…highlight how those bells and whistles translate into real value or benefits.”
· Think about the Xp3 demo – we talk about water dispersion, clean burning, etc.  Be sure to make the connection to why these things are important.
· For example, water dispersion is important for protecting the fuel tank from microbial contamination, which saves money in cleaning tanks and/or biocides.  This also saves money with less frequent fuel filter replacements.  In addition, dispersing water protects injectors and saves money through improved lubricity and combustion. 
· Check out item #66 – believe in what you sell
· Keith Ferrazzi, author of Never Eat Alone: “If you believe that all you have is your transaction, you’ll never get there -- you have to build a product that’s so damn extraordinary that you know that you’re inviting people into what is absolutely a beautiful (and long-term) relationship.”
· Check out item #68 – Use our calls or private conversations to reflect on what we could be improved in the process. 

Other Sales Resources:
Marketing Resources:
Article listing 17 Google related resources to use in your marketing
· https://blog.hubspot.com/marketing/google-business-tools-for-marketers 
Interesting statistics and info related to using emoji’s in marketing
· https://blog.hubspot.com/marketing/best-emojis 
Fantastic article and infographic on best times to post on social media 
· https://blog.hubspot.com/marketing/best-times-post-pin-tweet-social-media-infographic 
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1. RonZima

Leading flest managers tell us that "if you're not managing IDLE-Time, you're not
‘managing fuel...or your business.





