Commercial Training 5-3-16
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:
· I found a great article from Truckpro.com explaining turbochargers
· http://www.truckpro.com/Content/Resources/know-your-turbo.pdf 
· A turbocharger is “…an air pump designed to operate on the normally wasted energy. These gases drive the turbine wheel (hot wheel) and shaft which is coupled to a compressor wheel (cold wheel) which when rotating provides high volume of air to the engine combustion chambers.”
· Mounted in the exhaust system between the exhaust manifold and the exhaust pipe
· Lubrication and cooling is provided by engine oil
· Xp3 can help extend turbocharger life by preventing dirty oil (soot, sludge, oxidation) which are common causes of mechanical failure
· Good supplemental video explaining the purpose and function of the turbocharger
· https://www.youtube.com/watch?v=vGhlgphrBxA 
· Great supplemental article on diesel turbochargers
· http://www.overdriveonline.com/to-save-turbo-keep-oil-clean-and-your-foot-light/ 
· “When pulling a hill, the turbo can spin as fast as 112,000 rpm, with engine oil being the only thing that keeps it cool and lubricated and keeps metal from touching metal. That’s why engine oil has to be clean.”  
· Good chart outlining some typical warning signs of problems with turbochargers, the causes of the problems, and the solution
· http://www.jhdiesel.com/failurechart1.htm 
· Great PDF from the California Environmental Protection Agency and CARB talking about Care and Maintenance of DPF’s
· http://www.arb.ca.gov/msprog/truckstop/pdfs/dpf_handbook.pdf

Sales Training
Tracking full or partial fills – as the drivers/operators to indicate on your fuel logs if they had partial fills or complete fills.  Here’s why this matters:
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Call your customers and help them to set up a purchase schedule/ask them to buy again – I spoke with a distributor who had a customer who experienced a 13% increase in MPG over a year ago, but the customer wasn’t buying regularly.  Out of sight = out of mind!  
· This is why the trial process and tracking whatever variables the customer is interested in is so important.

[bookmark: _GoBack]Proof of why tracking the benefit(s) matters? - We had a GDI customer who experienced a 9% increase in gallons consumed per hour (burn rate per hour).  
· Leverage the story to get a trial and to prove the results, so you create a long term partnership.
· Without tracking – the customer will not have that story or be confident in buying again
· What happens when that person changes positions, sells the company, etc.?
· Help them get their story!
Responding when a customer asks about testing (SAE) – Spoke with a distributor who talked about this scenario.
· In my experiences and those I’ve heard from other GDI reps, this question does not come out in the middle or end of the sales process.  It always seems to come out at the beginning before the sales person or the potential customer have identified the needs/interest. 
· Example - Walk into a store and the sales person says, “Hello, how can I help you?” – what’s the standard response?
· Same thing here in most larger companies – “Fuel additive = do you have an SAE 
· Remember the Bryan Franklin training we discussed on 2/23/16 https://www.youtube.com/watch?v=WCuNDR7bTB4 
· Curiosity – qualifying whether the person has a legitimate want or need
· “I’m glad you’re asking about SAE testing because it means you’re serious about improving in fuel efficiency.  I’ll be happy to talk with you about testing data, but first I’d like to make sure I understand which of these problems you’d also like to address in addition to MPG?  (show chart or name the list of problems that Xp3 can solve)”
·  Xp3 is a multi-functional technology, so we can’t allow it to be diminished down to only one benefit unless the customer makes an informed decision and identifies only caring about one of the benefits.
· We have to find the need!
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