Commercial Training 7-12-16
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:
· Interesting article talking about fuel quality, filters, etc.
· http://nicktane.com/images/February%20HDT%20Fuel%20Article%20Part%20II.pdf 
· Check out the section on – additives on pg 6
· A GDI Rep shared this article with me from Thursday 7/7/16 from AAA
· http://gditrial.com/aaa 
· Independent lab tests found that “…lesser gasolines left 19 times more deposits on intake valves than so-called “top tier” fuels after the equivalent of 4,000 miles.”
· Interesting article on Tier 4 emissions standards and the impact they have on skid steer manufacturers and clients 
· http://www.equipmentworld.com/how-tier-4-final-impacted-the-skid-steer-segment-and-how-manufacturers-are-responding/# 
· Interesting statistic in the “Beyond Horsepower” section (1st paragraph) – mentioning loss of power because of new emissions standards/equipment.  Opportunity for Xp3 on power and protecting emissions equipment. 
· Short article on how to help boost the resale value of excavators by up to $20K after 5 years
· http://www.equipmentworld.com/partner-solutions-article/volvoconstruction/boost-resale-by-20k-through-reduced-idling/ 
· Interesting supplemental article that states approximately 40,000 skid steer loaders will be purchased this year in North America
· T
Sales Training: Follow Up Tips
Tips for using texting in the follow up process:
· “What’s the mobile number where can I text you the information?”
· Try texting as soon as possible AFTER the meeting
· [bookmark: _GoBack]Take pictures with your customers by their equipment (with you when possible)
· Take the picture with their phone and ask them to text you the picture – easy way to get mobile number to share info later
· You may consider asking them for a video testimony
Tips for using email in the follow up process:
· Always include a call to action – “Please call me back as soon as possible”
· Include your cell number in the signature, so they can reach you personally
· Call someone after you send the email – “I just sent you an email with some things to review – call me back after you check out the information”
Tips for phone calling in follow up:
· Call cell phone 1st and office 2nd
· Leave voicemail for Bob – ask for person under Bob (Beth) and leave a voicemail – then hit “0” and ask for person under “Beth” and leave a message.
· Always have a reason to call – “The purpose of my call is...” and “call me back at (number).” 
· Keep it brief and to the point
· “I’ll be in town next Monday and Tuesday.  I’ll come by on Monday around noon and take you to lunch.  If I don’t hear back, I’ll assume we’re for lunch on Monday and see you then. You can reach me at (number).”
· Great segway to getting personal follow up visit away from the office!
Tips for personal visit follow up:
· They cost more, but the most powerful form of follow up
· Cost more time and money, but can result in higher percentages of closed sales
· “I’ll be in town next Monday and Tuesday.  I’ll come by on Monday around noon and we can grab lunch.  If you don’t call me back, I’ll assume we’re for lunch on Monday and see you then. You can reach me at (number).”
Tips for handwritten “snail mail” follow up:
· When doing local B2B sales, you already have the address so be sure to use this method
· Remember the Jack Daly – money bag training
· Use this once every month – perhaps sharing an article, a new product, or something related to your meeting.



