[bookmark: _Hlk480306272]Commercial Training 6-27-17
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 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.
2. 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.
· Thanks to our GDI teammate Jay Taylor – we will have a new case study/video to share shortly 
Questions, Comments, and Successes:
· Questions for Xp Lab and/or GDI - 
· Marketing and Qualifying Potential Clients –
· Xp3 Questions -  
· Sales Questions or Experiences You’d Like to Review - 
Fuel and Industry News:
Reminder of the size of the opportunity with GDI and Xp3:
· [bookmark: _Hlk486339767]253 million registered cars in the USA
· 15 million boats
· 1.2 million snowmobiles
· 15K golf courses
· 1.2 million trucking companies (97% have less than 20 trucks)
· 160K auto repair shops
· 40K new skid steers purchased in 2015
· 8.4 million motorcycles
· 800K buses (98K public schools)
· 2.1 million farms (2013 statistics)
· 3,000 counties in the USA
· 37 Billion gallons of diesel consumed each year and 143 billion gallons of gasoline
A distributor at the GDI workshop this weekend also mentioned hearing from potential customers about all the numerous types of fuel saving measures they take and how they should be averaging much higher amounts of savings.  
· These are the kind of people we want to talk with IF WE ASK THE RIGHT QUESTIONS.
1. Why is saving fuel important to you?
2. How have you measured the effectiveness of these steps?
3. Are you taking any steps to protect your fuel system, engine, and emissions systems?  We deliver this protection with Xp3
· In the “Supplemental” section below, we talk about some of the different measures many companies take, which are “external” changes such as trailer skirts and tails.
Fuel and Industry News:
Another article talking about the new API FA-4 and CK-4 oils
· http://www.truckinginfo.com/channel/maintenance/article/story/2017/06/fa-4-oil-worth-waiting-for.aspx 
1. Interesting article that discusses the boost to MPG from using the new FA-4 and CK-4 engine oil for approved engines (not backwards compatible with all engine makes/models).
· “… a high degree of certainty that this spec formulation will give a noticeable boost to mpg — and do so without any effort or even decision-making on the part of many fleets.”
· “FA-4 is distinguished because the category was developed specifically for formulating oils to work in concert with the new generation of heavy-duty diesel engines — starting to come on the market this year — to improve fuel mileage.”
Supplemental Fuel and Industry News:
Great article talking about various aerodynamic ways to save fuel – 
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2017/06/aerodynamic-devices-can-translate-into-fast-fuel-savings.aspx 
1. The article talks about some statistics 
· Great list of supplemental articles on fuel savings 
1. http://www.truckinginfo.com/magazine/issue/2017/06.aspx 


Sales Training:
I created a document to help with the 10 areas to grow your GDI business, which we discussed last week.  (Download will also be available under the notes from the recording this week)
This week, I was listening to some “live stream” recordings from Grant Cardone’s recent 10X Conference
· [bookmark: _GoBack]One of the speakers talked about the value of our time in seconds.  That may seem hard to comprehend, but think about this.  He sold 30% of one of his companies for $230 MILLION in cash.  He said before that he had to start to value his time more highly and focus on REVENUE GENERATING ACVTIVITIES.  He now values his time at $50/second
1. 86,400 seconds in a day x’s $50 = $4,320,000 per day
2. Take the daily figure x’s 365 = $1,567,800,000 per year
· This may seem overwhelming number for of us, but this person had to use leverage & teams of people to achieve and with GDI we have that opportunity. 
· Regardless of your income goal – here are some important questions you can ask yourself:
1. What is my specific income goal for Xp3 this year?
· Example: $50K
· Approximately how many hours do you have available to work your GDI business each week?
· Example: 10 hours/week
· Then identify about how many weeks you plan to work that number of hours to grow your GDI business this year (minus vacations and holidays)
· Example: 48 weeks
· Next, multiply the weekly hours by the number of weeks you plan to work this year.
· Example: 48 weeks x’s 10 hours = 480 hours 
· Divide your income goal by the approximate number of hours you plan to work with Xp3 this year?
· Example: $50,000/480 = $104/hr.
2. Are you planning to leverage a team of GDI distributors to achieve this goal or do it on your own?  
3. Approximately how many products (drums, 2.5 gallon bottles, 1 gallon bottles, or cases) need to be sold by you and/or your team to reach your income goal?
4. Approximately how many companies (depending on the companies you generally speak to) will it take to sell that product so you can reach your goal?
5. Approximately how many sales calls and follow ups would it take to reach your goal?
6. Will your current efforts (hourly, daily, weekly, monthly, etc.) likely result in reaching my goals?
7. How can you use your time, resources, and a team to accomplish your goal?
Marketing Resources:
· T

Insights from the book S.P.I.N. Selling by Neil Rackham 
[image: Image result for spin selling]
· Success in the sales process for products/services over $100 means the lead did 1 of the following things:
1. Purchased – the customer orders product
2. Advanced – the potential customer agrees to attend a demonstration or meeting, gets you in front of other decision makers, agrees to run a trial, or gets you access to other parts/members of the company you previously did not have access to.
· Failure In the sales process for products/services over $100 means the lead did 1 of the following things
1. Continuation – no specific action has been agreed upon to move the sale forward
· “Why don’t you visit us again the next time you’re in the area.”
· “Great information, give us a call in the spring”
· “We liked what we saw and want to do some research so we’ll call you if we’re interested in going ahead.” 
2. No sale – the lead makes it clear that no sale was possible in now or in the future.
· Our goal is to get more purchases and advances AND to turn continuations into advances
The key is to refer back to the checklist and start tracking - 
-------------------------------------------------------------------------------------------------------------------------------------
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