Commercial Training 6-28-16
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.
· For those of you who are interested, please complete the GDI trainer app (see training site).

Questions, Comments, and Successes:
· T

Fuel and Industry Related Info:
· Information about new engine oil classifications from the American Petroleum Institute (API), “donut” symbols on bottles, and 2017 emissions standards
· 2 new diesel oil classifications = API CK-4 and API FA-4
·  http://www.dieseloilmatters.com/about/ 
· http://transportpolicy.net/index.php?title=US:_Fuels:_Diesel_and_Gasoline 
· Talks about sulfur content in various types of fuels
· http://www.thetrucker.com/News/Stories/2016/5/18/APIreleasesnewdonutsymboltodifferentiatenewdieseloil.aspx 
· Interesting article on how some owners and fleet managers are handling drivers and fuel saving policies
· http://www.truckinginfo.com/channel/fleet-management/article/story/2016/06/fuel-saving-fleets-cooper-makes-an-every-day-effort.aspx 
· They use warnings, fines, and termination
· They monitor data closely
· They are using lower viscosity oils – remember that Xp3 can help protect 
· We’re looking for companies like these because they are proactive in looking for solutions to improve their business and have a “no excuses” approach to improving their business. 
· Interesting article on how tires impact fuel efficiency 
·  http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/improve-fuel-efficiency-by-maximizing-tire-life.aspx 
· “…tire balance across 18 tires on a tractor-trailer combination has been documented to save as much as 2.2% in SAE Type II testing. And tire balancing also has been shown to improve tire life significantly.”
· This is a great article talking about 7 ways that aerodynamics can improve MPG
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/7-ways-aerodynamics-save-fuel.aspx	 
· 
Sales Training: Follow Up and New Leads
Many sales people spend a lot of time looking for “new customers” and do a poor job of following up with a majority of potential clients AND current clients that are available to them. 
· “What gets measured can be improved!” – Peter Drucker
· Some interesting facts about sales – salesforce.com
· 48% of sales people never follow-up
· 91% of customers say they would give a referral, but only 11% ask for them.
· How do your statistics compare to these numbers - http://www.businessnewsdaily.com/5389-in-sales-persistence-pays-off.html 
· 72% of sales people stop after the 2nd contact
· 84% give up on a prospect after the 3rd contact
· 90% of sales people give up after the 4th contact
· Do you know the average contact when a majority of your sales are made?
· Follow up can consist of calls, emails, texts, social media interactions, mailings, etc.
· Goal – trying to educate your prospect and solve their wants/needs
Resource – GDI Follow Up Spreadsheet
· Leads that were sent 3 or more text messages after the initial contact are 328% more likely to convert
· 50% of qualified leads are not “sales ready”
· 79% of all leads never convert mainly due to a lack of lead nurturing (follow up)
· Follow up wins and failing to follow up is costing you money
· Set up the follow up when you’re talking and establish the intention for the follow up
Who is on your contact list that perhaps previously expressed interest, but have not been able to get to the next level?
· What new piece of information can you share with them?
· Articles, resources, info?
· Sharing our new products
· What was missing from the process that prevented them from taking action?
· Have any of those variables changed?
· What about the possibility of setting up a meeting between your contact at the company and a third party person like myself or another GDI rep in your area?
· What are you doing to nurture your relationships/service for your existing clients?
What are you doing to nurture your relationships/service for your existing clients?
· Phone calls, emails, personal visits?

Important points to remember when talking with clients and once we have identified their wants and needs - 
· Feature – something offered on a product that is attractive
· Xp3 is highly concentrated and effective
· Advantage – how does that differentiate us from the competition?
· Requires less product to treat the same number of gallons of fuel that our competitors do.
· Benefits – Why does this matter to your customer?
· Takes up less space and easier to store, move, and use
Outstanding resources for sales and marketing – check out the archived issues
https://salesandmarketing.com/articles 
