Commercial Training 4-19-16
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.
Questions, Comments, and Successes:
Please email or call me with any suggestions and/or questions on the following topics or areas:
· The industries you’d like additional information about
· The common objections you encounter
· If you are an expert in a particular industry (or know someone who is) and would like to share some of your expertise

Fuel and Industry Related News:
Video showing how common rail injectors work –
·  https://www.youtube.com/watch?v=NUvWnOd5lFw 
Great article talking about fuel stability and effects of higher temperatures on fuel
· http://www.mycleandiesel.com/pages/FuelDegradation.aspx 
· 
2015 Infographic on using ethanol in various types of engines
· http://smarterfuelfuture.org/blog/details/could-your-next-fill-up-damage-your-engine 
Good information about 3 problems associated with diesel fuel – pay close attention to the sections on fuel oxidation and the bullets for recommendations on how to treat
· http://www.ezoil.com/resources-diesel-diesel-fuel-storage-basics 
2013 White Paper on Internal Diesel Injector Deposits
· http://www.crcao.org/reports/recentstudies2013/DP-04-13a%20CRC%20665/CRC%20665.pdf 
· See page 5 (last paragraph) – “Because of elevated pressure operation, the tolerances between moving parts of HPCR systems is today measured in single digit microns. Even deposits of a few microns thickness can fill small gaps and cause moving parts like injector needles, command pistons and metering valves to bind or stick.”
· Supplemental video from Lubrizol talking about injector deposits
· https://www.youtube.com/watch?v=kiapy73W_KQ 	
· Supplemental article explains causes of intake valve coking (another engine deposit)
· http://www.airtexproducts.com/news-blog-solving-carbon-deposits-in-direct-fuel-injection-engines.aspx 
· The main reason is that fuel and added detergents are not hitting the back of the intake valves. By injecting the fuel directly into the cylinder instead of at the back of the valve, the fuel and detergents can’t clean the valve and port.”

Sales Training
Jack Daly – Systems and Processes - https://www.youtube.com/watch?v=NeQYPWM5SME 
· There are 5 parts to this video – great training
Create a list of all the things you want to do in life and share it with others because people can’t help you if they don’t know the things you want – Jack Daly
· Game plan, playbook, and practice - 2600 sales people in one of his companies
· Let’s figure out the best way and take throughout the organization
· Use the Evernote app – take pictures of biz cards
· Always create a “next action step” at the end of the conversation, so you gain momentum and speed in the sales process.
· Buy and use a “money bag”
· Personalized Thank You cards & envelopes
· Shutterfly – Blank cards with personalized images doing different things that you have in common with your clients
· Use generic “Thank You” card with company logo
· Your business cards
· Pic a style and color (stick with it)
· Ball point pen
· Personalized stamps (person or company logo) – stamps.com
· People do business with people – this helps
· Get their business card (with their email) - send email immediately when you leave and then put the “Thank You” card in the mail.
· Customize emails to the personality of the person
· Leverage – Watch the story on the paper route (6:30 to 12 minutes in Part 2)
· https://www.youtube.com/watch?v=l3Yigz7yUI0&ebc 
· Top sales people call on less people but write more sales because they deliver results and earn the trust of their customers.
· HPA – high payoff activities
· What can you delegate to a teenager to help with things like paperwork, CRM, etc.
·  How much would you like to get paid per hour for your work with Xp3?
· Hours spent calling, following up, trade shows, meetings, etc and divide it by what you make in whatever period of time it took you to gather those hours?
· Study successful people
· Look at the details and what makes them succeed?
· What do they do and why?
· What do they don’t do and why?
Part 3a. - https://www.youtube.com/watch?v=WpwEfbDyzx8&ebc 
· The shortest course on sales – ASK QUESTIONS AND LISTEN
· [bookmark: _GoBack]Help people with their needs, opportunities, and problems
· 50% of time spent at the pyramid
· The top sales people ask 6 questions for every 1 question asked by their lower performing counterparts.  Ask more questions!
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· Pre-qualified referrals 19 minutes – Red and Green questions
· Mix of red and green questions
· Sometimes your best customers are people who won’t actually buy your product/service, but send you to referrals who will.
· 19:40 – huge leverage gem
· 20:22 – great story about the referrals – 6 years and over $1 million in new business.
· 22:50 – 
· 24:04 - Selling is the transfer of trust – extremely important example ($2K wheels)
· Trust trumps price all day long!
· Jack recommends this sales book – “Getting Naked” – http://www.amazon.com/Getting-Naked-Business-Shedding-Sabotage/dp/0787976393 
· When you care more about the customer than you do about the sale – you will sell more than anyone else out there! – Pat Lencioni
· Part 3b - https://www.youtube.com/watch?v=adDC6P4LemA&ebc 
· Part 4 - https://www.youtube.com/watch?v=qEULoZXhuWs&ebc
· Part 5 - https://www.youtube.com/watch?v=6ydSy7FDl1s&ebc  
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