Commercial Training 5-24-16
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.
We are no longer selling the 4 oz. bottle packs, so please make sure that you note that change and talk with your customers about transitioning to the 16 oz. bottles or the 5 oz. bottles.  
GDI BBQ – June 3rd starting at 4pm (updates on GDI training enhancements and “round table” discussions) – RSVP by May 31st – tom@partnerwithgdi.com 
· We will be introducing some exciting products and processes, so we hope you will be able to join us.  
Questions, Comments, and Successes:
· Conference call in for June 3rd
· Xp3W – Cold Flow Improver

Fuel and Industry Related News:
· Short article to share on social media or with potential clients about “When to Upgrade Your Truck” – focuses on fuel and maintenance costs as primary indicators.
· http://www.overdriveonline.com/partners-in-business-tip-when-to-upgrade-your-truck/  
· “Consider replacing truck when MPG drops 2 miles per gallon in spite of conservation efforts OR newer truck would add 2 MPG”
· “Trade when your total maintenance costs reach 15% of your gross revenue”
· Interesting article about highway fleets and oil viscosity.
· http://www.truckinginfo.com/channel/maintenance/article/story/2016/04/new-frontier-the-changing-market-of-on-highway-fleets.aspx 
· “Lighter oils improve fuel efficiency by reducing fluid friction and parasitic losses. The trend is to lower viscosity requirements until you reach a point where the lubricant can no longer protect against metal-to-metal contact.”
· Interesting article on DPF maintenance
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/05/figuring-out-dpf-maintenance.aspx 
· Read the entire 1st paragraph
· “The greatest challenge in establishing a predictive maintenance routine for aftertreatment systems is that no two trucks are the same. Even when there are no additional mechanical problems affecting the system, the condition of the diesel particulate filter is highly duty-cycle dependent.”
· “In the past we would let small things on the engine slide, like minor oil or coolant consumption, charge-air cooler or exhaust manifold leaks.  You can’t do that today. Practically everything that can fail out in front of the aftertreatment system will harm the DPF, and those minor problems become a major expense.”
· “Drivers should monitor oil and coolant usage and notify their maintenance department immediately if usage increases.”
· Used oil analysis will help determine contaminants such as coolant
· Another good resource to share with companies about training drivers on fuel efficiency
· http://www.truckinginfo.com/channel/drivers/news/story/2016/05/carriersedge-offers-fuel-efficiency-training.aspx 
· Article talking about the number of US rigs exploring for oil and natural gas down almost 50% from last year (Summer 2015)
· http://www.thetrucker.com/News/Stories/2016/5/23/USrigcountdropped2lastweekto404anotherall-timelow.aspx 
Sales Training

What was your most challenging experience in the last 30 days regarding Xp3?



When we’re talking with potential partners about Xp3, it is important to keep these “stages” in mind:
Introduction (Beth or Bob) -> Trial -> Post-Trial Purchase/Implementation 
· Once someone identifies themselves as Beth or Bob, our goal is to help them understand how we will help them to prove the benefits of Xp3 in the “trial”, so they can ultimately use the product in all their equipment and get the most benefit.
· Story about a guy who said he “tracked” the product and wanted a refund
· We have to guide them through that process so they understand that the only reason we are starting this process is to earn their business long term.
· What benchmarks/results would it take for them to feel confident implementing the product in all their equipment?
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3 great ways to handle the following common objections:  http://blog.close.io/3-objections-any-inside-sales-team-needs-to-learn-how-to-overcome 
1. “Can you email me some more information?”
When you are first calling on a potential client and the person asks you to email them some more information, what are some ways you respond?


· Tell them “Yes”.  Get their email address and then ask something like “To be sure that I send you the most relevant information so would you be most interested in increasing your profits or decreasing your maintenance costs and down time?”
· Cold calling times – Leave a voicemail between 6:45 am to 8 am and 4:30 pm to 6:30 pm local time.

2. “I don’t have time to talk right now.”
What are some common ways you could respond to that?

“No problem, when’s the best time for me to reach you for a three minute conversation to make sure if we’re a good fit to partner together and help your company.”

3. Things are really busy right now, let’s talk next month
We certainly understand that things might be happening that prevent a trial with Xp3 (like they are already testing another product or technology), but we don’t want to waste their time or ours if they aren’t seriously interested in.
What are some ways to handle this objection?


· If you haven’t already established if they are “Beth or Bob”. Refer back to #2 above.



Talking about price with a potential client: A great article about never talking price before understanding and explaining the value - http://blog.close.io/never-talk-pricing-before-value 
· “Never, ever give away price without understanding your prospect.
Never, ever give away your price before establishing value in a sales conversation.  
If you talk about price before you know what value you create, you're talking cost, commodity, you're losing control.
When you talk price once you truly understand the prospect and customer, price is now an investment, it's branding, it's positioning. See how it turns from something negative and out of your control to something positive and empowering, something that strengthens your negotiations in the sales process.”
· Wrong question (especially early in the sales process): How much does this cost?
Right question: How much will the ROI be on my investment?
· 
· http://leads365.com/top-b2b-sales-tips-for-2015/   
· 
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Which of these would
benefit your company the most?

Improved fuel economy and performance
Solving water related problems

Anti-gel and cold weather protection
Increased lubricity and engine life
Reduced emissions and related expenses
Less maintenance costs and down time




