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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.
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:
Article talking about fuel and oil prices
· http://www.truckinginfo.com/news/story/2017/07/forecast-calls-for-continued-low-oil-fuel-prices.aspx 
1. Average gallon of diesel is projected to be $2.59 up 12.1% from 2016’s average
2. Projections for 2018 are $2.71 per gallon (4.6% higher than 2017’s average)
· While we can’t always accurately predict the future of oil prices, it is important to remember that Xp3 delivers fuel savings for a large number of clients.
1. For many large fuel consuming companies, fuel savings is an important item on the “Xp3 menu of benefits”
2. Also, remember that using Xp3 is like “fuel price insulation” because regardless if the price goes up-or-down, the customer is always protected.
· Conversation with a new customer today – “menu of benefits”
1. Which of the benefits of Xp3 are you most interested in getting?
· Power and extending engine life
2. In what type of equipment will you be using Xp3?
3. Are you currently using any products to help with power and engine life?
4. Are you familiar with used oil analysis?
· I adjust the conversation accordingly, but always say something like.
· “We believe it’s important to help our customers prove the benefits of Xp3, so they know their first purchase addressed their needs and they will be confident in using the product in every tank of fuel in the future.  Otherwise, we recommend they do not purchase the product, so they don’t spend their money unnecessarily which protects them and the good name of our product.” 
Supplemental Fuel and Industry News:
Article from an additive company in the UK talking about the diesel bug
· http://www.pbo.co.uk/gear/12-diesel-bug-treatments-tested-43353 
1. Recommend reading the “How can you fight diesel bug?” paragraph
2. “If there is no water in the tank, diesel bug cannot survive. In reality, it’s impossible to prevent water entering your tank – tanks will suffer from condensation at the very least, even if you manage to avoid any water entering through the filler.”
3. Supplemental article
· http://www.boatcoachbob.com/articles-boat-maintenance/engines-inboard/prevent-remove-diesel-algae/ 
UPS wants reduce global ground operations emissions output 12% by 2025
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/06/ups-wants-to-reduce-emissions-by-12-in-8-years.aspx 

Sales Training:
I was talking with a distributor this week who was commenting on how frustrated he is that his dad won’t try Xp3 in their equipment.  I told him I could appreciate his frustration and then asked this question:
“If I gave you 5 qualified Xp3 leads every day, would it bother if your dad didn’t try the product?”
As you might expect, he said, “No”.  Many people encounter those frustrations when a lead ends up not buying the product because they don’t have enough leads coming in every day. 


4 keys to growing a successful GDI business:
1. Getting a large number of qualified leads
2. Helping those leads to make an initial Xp3 purchase
3. Ensuring our initial customers have a positive experience with the product
4. Helping a large percentage of initial customers to consistently reorder
Article about 5 ways to respond to “Think About It?”
 https://blog.hubspot.com/sales/respond-to-the-objection-i-want-to-think-it-over
· Some you may appreciate a few of the “straight forward” responses like:
1. “I can respect that. Hypothetically, If we were to switch places in this conversation and you believed I was making a costly decision, how might you help me see that?”
2. “That’s understandable.  Many of our best customers have taken time to think about Xp3 before getting started.  In most cases, they had one main question that was holding them back.  If you don’t mind me asking, what is your number question that if it was answered to your satisfaction, would help you feel comfortable and confident in moving forward in our partnership today?”
3. You can always say something like, “I can appreciate that.  Take all the time you need.  I’ve got my calendar right here, let’s set up a day/time that works for both of us and clarify what we plan to accomplish at that time.”
· Grant Cardone’s response to people who say, “I need to think about it”:
1. [bookmark: _GoBack]“Sure, take all the time you need.  Do you think you would like a couple of days or a couple of weeks?”
· Person responds with their answer.
2. “Great, let’s set up a day and time to connect again.”
· Then schedule that
3. “One last thing, do you mind I share something with you?
· They’ll say sure – especially because they think you let them off the hook
4. “I can appreciate wanting to think things over and many of clients do the same thing.  What I find is that they are usually thinking about one of these 3 things.  Would you humor me and let me know if any of these are questions you’re thinking about?
· #1 – Do I want to work with (insert your name) to address this need?
· #2 – Do I believe Xp3 can help me address this (insert issue)?
· #3 – Is it a priority for me to invest in addressing this issue now and if so, where do I get the resources to do that?
· Another great article talking about a simple way to book more sales meetings 
1. https://blog.hubspot.com/sales/how-to-get-a-meeting-with-a-buyer-using-a-simple-psychology-trick 
· The key is to start with a small commitment
Marketing Resources:
Really good article talking about using vehicle graphics for advertising
· http://www.truckinginfo.com/channel/equipment/article/story/2017/07/mobile-truck-and-van-marketing.aspx
1. “According to the American Trucking Association, a vehicle graphics “wrap” on a typical trailer makes 10 million impressions every year and 16 million impressions for local delivery vans.”
2. “Fleet graphics cost $.48 per 1,000 impressions and the other advertising medium options went from $3.56 to $23.70 per 1,000 impressions,”

Insights from the book S.P.I.N. Selling by Neil Rackham 
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· 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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