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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 emissions equipment on trucks and the costs associated with ignoring engine lights and regular preventative maintenance.
· http://www.overdriveonline.com/dont-drive-through-the-lights-and-other-aftertreatment-system-pm-refreshers-tips/ 
1. Interesting point about DEF and equipment sitting for long periods of time 
· “DEF is 32.5 percent automotive urea and 67.5 percent water. If it sits very long periods in extreme heat, or crystallizes in extreme cold, “it will lose some of its water content…. Lose as little as 1 percent of that content by some estimates, and you’re likely to get active fault codes “for low-quality DEF,”
2. Ignoring engine lights, “…can turn a less-than-$1,000 major nuisance repair into a soul-crushing $11,000 one.”


Last week, I mentioned working on getting some new demonstration kits to show water in fuel that is suspended and not noticeable in our standard demo.
· Show short video about demonstration
Came across a great PDF from Echo/Shindaiwa who make chainsaws and other small engine related equipment explaining ethanol (over E10) related issues  http://www.echo-usa.com/ 
· [image: ]http://www.echo-usa.com/Warranty/Learn-About-Ethanol/Ethanol-Fuel-062512.PDF 
· Problems caused by fuel over E10 in their engines can include
1. Poor performance
2. Loss of power
3. Overheating
4. Premature deterioration of fuel lines and gaskets
· Check “Water” section on Page 2 – 
1. “Ethanol in blended fuel attracts moisture as soon as it is exposed to air.  High humidity and fuel cans with poor seals or missing spouts or vent covers and accelerate the problem.”
2. “Ethanol will absorb a small amount of moisture and stay in suspension within gasoline for a while.  However, the ethanol will only absorb up to ¾ of an ounce of water in a gallon of gas before it reaches its saturation point.” = phase separation.
3. “Floating on top now is the gasoline and oil mixture. Most operators never notice water in the can when they refuel their equipment. The end result is most often ruined carburetors with rust and corrosion.”
· Check the “Stale Fuel” section on Page 3 – 
1. “Stale fuel gum & varnish will quickly stick the piston rings of a running engine causing its failure. Stale fuel is nothing new. We have had this problem long before there was any ethanol blended fuel. The difference is that today’s fuel can start to turn bad much sooner than in the past. In fact, today’s fuel can begin to turn stale in as little as 30-days. High temperatures, high humidity and poor fuel storage are all factors in fuel turning stale prematurely.”
· Check out the “Preventing Ethanol Blended Fuel Problems” section on pages 3 and 4
Another chainsaw manufacturer talking about problems with ethanol fuel over E10
· https://www.stihlusa.com/information/articles/gasoline-guidelines-outdoor-power-equipment/ 

Another article talking about shelf-life of ethanol fuels
· http://roadscholars.com/gasoline-the-good-news-the-bad-news-and-the-ugly-news/ 
1. “An E10 gasoline blend has a 90-day shelf life in a closed tank, but only lasts 30 to 45 days in the vented gas tanks we have in classic cars. With a 10 percent ethanol blend you should replace the fuel in a vented tank about once a month.”
Great article about human trafficking course now being required in Arkansas
· http://www.landlinemag.com/Story.aspx?StoryID=33730#.WW3zqoTytqM 
1. With Xp3 and Fuel Hope, we’re making a difference too!
Great supplemental video interview from Briggs and Stratton (2012) talking about E15 and why not to use it in their small engines – I recommend starting around 2:20 into the video
·  https://www.youtube.com/watch?v=TErGyVCdWQs 
Supplemental Fuel and Industry News:
Great supplemental article talking about driver health – 
·  http://www.truckinginfo.com/channel/drivers/article/story/2017/06/eating-healthy-like-a-trucker.aspx 

Sales Training:
The importance of follow up –
· Do you consistently follow up with your customers on the anticipated date their Xp3 order is expected to arrive?
· Do you use the opportunity to remind them about treatment ratios, adding Xp3 before they fill their tank, and storing bottles securely and in the upright position (gotta love the airplane reference)?
1. This week, I followed up with one of my new customers to ensure their order arrived and remind them about the information above.   In the process, we started talking about using Xp3 in gasoline equipment and made another sale.
This article contained a great reminder about the importance of setting up a specific date, time, and what will be accomplished at your next meeting
· Check out Item #3 (5th paragraph down) – notice the comment from Jim Domanski – “Perhaps the biggest mistake reps make is not establishing a specific date and time for the follow up call.”
A good list of 18 potential places to do some research about your clients
· https://blog.hubspot.com/sales/places-to-research-a-prospect-before-sales-call 

Marketing:
Inbound vs outbound marketing
· How many of you have experienced someone contacting you to learn more or order Xp3 and you didn’t know the person prior to that call?
· It is awesome to go out and make a connection and make a sale.  It is also great to have people contacting you.  
1. How many of you would agree that the ideal scenario as a GDI rep would be to have the skills to do both, so we can double our productivity and be prepared for online and offline opportunities?
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· 
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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DAMAGE CAUSED TO ECHO & SHINDAIWA ENGINES AND FUEL SYSTEM COMPONENTS BY
USING FUELS CONTAINING. 10% Ethanol (E10), WILL NOT BE COVERED UNDER WARRANTY.
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