Commercial Training 4-5-16
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:
· As you may have heard, we are in the process of reviewing and enhancing the GDI training procedures/process.   GDI and XpLab are partnering together and always want to include feedback, suggestions, and the expertise of the GDI distributors to contribute to make the training and support the best it can be.  Please email or call me with any suggestions and/or questions.
· There are 3 topics or areas we are looking for your feedback on which are:
· 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:
· Great 6 minute video explaining diesel engines, engine parts, combustion cycles, and more: 
· https://www.youtube.com/watch?v=DZt5xU44IfQ 
· Great video introducing marine diesel engines (from the History channel)
· https://www.youtube.com/watch?v=NZT0yZUL3qU 
· Impressive information about the size, weight, and potential fuel consumption
· Video showing some basics about train engines
·  https://www.youtube.com/watch?v=y7d7t_4dZko 
· Great article May 2015 – explaining common maintenance problems in bus fleets 
· http://www.metro-magazine.com/management-operations/article/294081/2015-bus-maintenance-survey-issues-with-engine-tech-staffing-are-growing-trends 
· “Exhaust gas recirculation systems (EGR)” – listed as the #2 maintenance issue
· Filters are listed as the part they purchase most often
· Metro magazine is a resources for the transit and motor coach businesses - http://www.metro-magazine.com/ 
· Here is the entire PDF report - http://files.lctmag.com/Images/BusMaintenance.pdf 
· Great blog post explaining some “misconceptions” about used oil analysis – check out the #5 and the three bullet points
· http://blog.spectrosci.com/5-misconceptions-about-on-site-oil-analysis-for-fleets 
· Bullet 2 – explains how eliminating 1 oil change per year (per vehicle) can result in tremendous savings including materials, labor, and down town.
· Bullet 3 – EGR example being the difference between $2500 and $30,000 to replace
· Interesting thread about the costs of replacing EGR valves – between $900 and $1500 per EGR valve
· http://www.rvnetwork.com/index.php?showtopic=112949 
· Detailed article explaining some important points about how to interpret used oil analysis data
· http://www.machinerylubrication.com/Read/30443/oil-analysis-reports 
· Review the viscosity explanation (cSt Viscosity) listed on Blackstone Labs reports 
· http://www.machinerylubrication.com/Read/213/iso-viscosity-grades 
· If we only sell on price, we become a commodity and can always be “beat on price”.  Long term partners 
· Possible test kit I found for testing water in suspension (entrained) - http://fleetfueltesting.com/assets/client_files/images/FT-0100-current.pdf 
http://fleetfueltesting.com/buy-diesel-fuel-tests/test-for-water-in-diesel-fuel 

Sales Training
Outside of referrals, recent statistics from the Direct Selling Association show that most “cold contacts” will require between 5 to 12 contacts before they feel comfortable making a decision.  
· How do you keep up with consistent follow up calls, prospect for new clients, and actually meet with customers and get to 5 to 12 contacts? 
· Possible solution – use an autoresponder system to share information and offers for you.
· This is particularly important for people doing online advertising or trade shows – allows you to interact with people who may be “Beth or Bob” but who are not ready to make a decision yet.
· Mail Chimp, Constant Contact, GetResponse, Aweber, etc.
· Get better at identifying needs, asking better questions, helping a person to make a better and quicker decision, and understanding the sales process. (Hint: Check out #13 in the list below).


[bookmark: _GoBack]Bill and Marilyn – 95% of all sales is follow up and being personable – asking people if they know people
· More about what will the product do to solve their problems
· Water, gelling, algae…
· What are you using now?
· Why are you using that product?
· Leads to problems to they are trying 
· 85% of people who see demo and talk with you – try the product
· I’m calling in 3 weeks to 30 days
· They look forward to you calling back
· They tell them to look for less smoke, better starts – plant the seeds for additional benefit
I found this great resource that lists 62 sales tips and quotes from authors and great sales trainers:
· https://www.salesforce.com/blog/2013/10/62-sales-tips-and-sales-quotes-from-top-sales-experts.html 
· #4 – Dave Elkington, CEO – data driven sales - free ebook - https://www.insidesales.com/31-inside-sales-must-haves.php 
· #7 – Jeffery Gitomer – record all interactions and outcomes of your customers http://www.gitomer.com/jeffrey-gitomers-21-5-unbreakable-laws-of-selling-pluLAWS.html (21.5 unbreakable laws of selling)
· #9 – Mike Bosworth – Solution Selling – book link is highlighted in article
· #13 – Jon Miller – lead scoring – how do you determine which of your leads get your time?
· #18 – Kraig Kleeman – author of the book “The Must-React System” 
· #26 – By Craig Elias – Trigger events – help them create a vision of buying now and your odds of closing the sale are 74% compared to 16% calling back later (in 6 months) http://shiftselling.com/book/  
· #28 – Donald Daly - http://content.thetasgroup.com/ebooks/putting-the-customer-at-the-center 
· #31 - Erik Luhrs – Email marketing – you lose 82% of the audience because of a bad headline.   http://guruselling.com/2015/10/19/lead-gen-aha-do-you-truly-own-the-value-of-what-you-sell/ 
· #34 – Sam Richter – “Take the Cold Out of Cold Calling” 
· #46 – Dave Hillard – great website with videos - Soar Selling - http://www.soarselling.com/category/videos/ 
· #58 – Brandt “Bubba Page” – If someone asks you to send some information, get their email address ready and have a prepared email written that all you have to do is put their email address in and hit send.  THEN – have them check their inbox and verify that they have received it.
· 



