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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
1. Saturday June 24th, 2017 from 9 am to 5 pm
2. Saturday August 19th, 2017 from 9am to 5pm
· New GDI Reps and Certified GDI reps need to register by visiting http://becomeproworkshop.com 
· New GDI reps are required to have completed the online training before attending a workshop.
3. 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 – Nissan Titan had plugged catalytic converter and saved an expensive repair
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:
Great article talking about fuel additives
· http://fleetowner.com/maintenance/truth-about-fuel-additives 
1. “…there are many legitimate and thoroughly tested fuel additives that offer a wide range of important benefit…”
2. “In fact, many diesel fuel blends on the market today come premixed with any number of additive packages.”
· Great resource to share when people say “additives don’t work” – check out the “Shell” commercials talking about the 7 different additives they use
· Check out this YouTube video talking about one of Shell’s fuels.  Also check out the description for links about various ASTM (American Society for Testing and Materials) tests.
· https://www.youtube.com/watch?v=4WPfLnVuQyM 
3. There is a short section of the article that talks about hydrotreating which is part of the process to produce ULSD fuel blends.  This process (specifically the hydrogen) “…reduces the amount of other lubricity-enhancing chemicals within diesel.”
· We use HFRR testing and used oil analysis to prove the effectiveness of Xp3 in improving lubricity of fuel
4. There is also another short section on deposit control additives and the importance of keeping injectors clean.
· As we know, Xp3 cleans AND protects injectors to improve function/performance
5. In the “Cetane Caution” section, part of the article talks about the potential for raised combustion temperatures and the potential for creating more NOx emissions.  The article also talks about how this can result in more DEF consumption.
· Many of our customers report increased fuel efficiency and a decrease in DEF consumption
Short article talking about the dangers of piston deposits and engine damage
·  http://www.chevronlubematters.com/2016/07/20/piston-deposit-control-avoiding-the-high-cost-of-engine-damage/#sthash.UMww2A4U.nwcsywx7.dpbs 
1. “Deposits can interfere with the function of the rings, preventing them from rotating freely or providing sufficient sealing of combustion gases. If deposits come into contact with the liner, they can cause significant wear, which results in a loss of control of oil consumption. The greater the wear, the greater the risk that oil will enter the combustion chamber. From there it gets into the exhaust system, causing rapid loss of oil and clogging up particulate filters, which puts a severe strain on the emission control system. If left unchecked, deposits can degrade performance and ultimately cause critical component or complete engine failure – and steep financial losses for the operator. Not only are repair and replacement costs high, but equipment in the shop isn’t generating any revenue.”
2. Deposits can result from issues including a rich fuel mixture, poor fuel quality, and burning oil
· I’ve sent an email to Xp Lab asking for any information/data they may have related to our Anti-friction Engine Oil Treatment and Xp3 Diesel related to addressing piston deposits.
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Supplemental Industry Info:
Article talking about Cummins Oil Analysis program for specific engines (shared previously, but sharing again as this was discussed in one of the April workshops)
· http://www.equipmentworld.com/cummins-launches-oil-analysis-program-connectivity-features-for-x15-engines/ 
Great article talking about engine coolants for trucks – specifically talks about reaction with nitrates and aluminum in engines 
· http://www.truckinginfo.com/channel/maintenance/article/story/2017/04/coolant-confusion-crisis.aspx 
Interesting article talking about new truck sales being significantly lower for the first 3 months of 2017 compared to 2016 and information about truck manufacturers that are leading sales
· http://www.thetrucker.com/News/Story/Class8trucksalesupinMarchbutYTDtotalswaydownfrom2016 
1. 36,937 new truck units sold in the first 3 months of 2017 compared to 51,859 for the same period in 2016
2. Freightliner is the market share leader so far in 2017 with 37.9% share
3. Peterbuilt has the largest market share increase in 2017 with a 3.8% increase compared to the same period in 2016
Great supplemental article to share with trucking fleets on safety and roadside inspections 
· http://fleetowner.com/safety/what-your-drivers-still-don-t-know-about-roadside-inspections 
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Sales Training:
Great suggestion about how to respond to a question from a prospect
· https://blog.hubspot.com/sales/best-way-to-respond-to-prospect-questions#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
1. “That’s a great question.  I’m curious why do you ask that?”
· This gives you insight into their “potential” final objection, which we can verify by asking, “So am I correct in understanding that if we address (insert objection) to your satisfaction, at that point will you be ready to move forward in our partnership today?”
· Want/Need > Conditions of Satisfaction > Trial > Repeat Orders 
Great article listing some things to do when you set your next meeting and that are clarified at the start of your next sales meeting
· https://blog.hubspot.com/sales/up-front-contract#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y
1. [bookmark: _GoBack]Remember that whenever we set our next meeting, we need to communicate the purpose of that meeting (what we are going to accomplish), so your potential customer is aware. 
· Would you rather know before the next meeting whether they agree or disagree with the agenda?
· Also be sure that the necessary decision makers are at that meeting
· “In addition to yourself, is there anyone else that we need to invite to the meeting, who will also be involved in a decision to implement a solution to (insert their specific want/need)?”
2. Some great tips in the article include
· Show appreciation for the customer attending the meeting and set a time limit
· Provide an agenda (Brian Tracy uses this technique)
· Describe the potential outcomes
Some great things to consider regarding when to “walk away” from a prospect
· https://blog.hubspot.com/sales/walk-away-from-prospect#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y
1. As we know, we quickly identify if a person is “Beth or Bob” by identifying a problem/need they are looking to address.
· “We partner with companies to help them do 3 important things
· Increase their profits
· Decrease maintenance costs and down time
· Keep equipment running better and longer
Which of these do you feel would help your company the most.”
· We can also use business cards, websites, quiz/survey, the bottle of Xp3, etc.
· Check out item #1 in the article – remember our “Conditions of Satisfaction”
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Marketing related resources:
Great article (also can access free ebook) which is an introduction to retargeting
·  https://blog.hubspot.com/marketing/beginner-guide-retargeting-campaigns#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Article that lists 24 “growth hacks” that you can use in your business
· https://blog.hubspot.com/marketing/growth-hacks-to-try#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 
Great article listing important mistakes to avoid on LinkedIn
· https://blog.hubspot.com/sales/the-worst-linkedin-sins#sm.000t7ca6bl1qcvk11eb2g0x5m3q7y 



Next week I plan to share a few more insights from the book S.P.I.N. Selling by Neil Rackham
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