Commercial Training 7-19-16
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:
· Five questions to ask for leading customers to a good testimony
· Information about the equipment – make, model, year and anything about the engine as well?
· Info about what they were experiencing before Xp3 (problem)?
· What helped to make a decision to partner with us/try Xp3?
· What did they benefits did they experience with Xp3? 
· What would you say to someone who is considering trying Xp3?

Fuel and Industry Related Info:
· 2012 article on recommended maintenance savings based on age/miles of truck
· https://www.teamrunsmart.com/articles/truck-smart/july-2012/how-much-should-you-put-away-for-maintenance 
· Interesting tips from C.R. England’s website on improving MPG
· http://www.crengland.com/about-us/coporate-responsibility/sustainability/tips 
· Check out the sections on tires, regeneration, idle, driver stops, 
· Great article that lists “Top 10” states (and percentages) of Class 3-8 vehicles that are newer than 2007 or 2011
·   http://www.thetrucker.com/News/Stories/2016/7/18/40ofClass3-8trucksequippedwithcleandieselengines.aspx 
· What we’re focusing on here is opportunities to help with emissions issues and these “Top 10” lists are great states to consider marketing in for this issue.
· 2013 article on problems with fuels that contain ethanol in the marine industry
· http://www.alloutdoor.com/2013/06/25/fishermen-beware-ethanol-fuel-deadly-outboard-motors/ 
· Mercury Marine quote
· “Fuel containing higher proportions of ethanol is not compatible with many fuel systems and engine components and, if mistakenly used, will cause irreversible damage…”
· 2012 precautions/tips on dealing with gasoline that has above 10% alcohol
· http://www.fuel-testers.com/ethanol_engine_precautions.html 
· This is copyrighted info and they have a button for request for distribution
· Interesting article talking about the NYC department of transportation testing a Mack truck that with run on Dimethyl ether, which is 
· “…a fuel that can be derived from a food waste and/or natural gas.”
· “With dimethyl ether you don’t need any after-treatments on the truck, such as the DPFs or the SCR.”
· http://www.hardworkingtrucks.com/nyc-to-test-dimethyl-ether-in-mack-truck/ 

Sales Training: Follow Up Tips
Persistence in the sales process - It takes an average of 8 “cold calls” to reach a prospect - http://www.businessinsider.com/10-sales-tips-to-help-sell-more-2016-4 
Great article from 26 business and sales experts on how to take a “consultative approach” to sales
1. Dan Siedman - Have a list of “power questions”
· Which of these benefits would help your company the most?
· How long has this been a problem?
· How is this affecting the company?
· What has been done in the past to solve this problem?
2. Brad Harker – consider the sales call as a value exchange rather than a pitch
· How can I create value for the client?
· Start with making sure you understand the need – American Pickers handout (GDI Surveys – use on business cards or laminated index cards)
3. Ariana Amplo – listening
· Tell me about how your company is (insert last part of sentence)
· Tell me about how your company is taking steps to reduce emissions systems expenses?
4. Patrick Malone – start with the end in mind
· Once we identify the need, it is important that the customer knows that our goal is to partner with them to ensure they experience the benefits in all their equipment.  Otherwise, why start the process and waste time for everyone involved?
5. Andy Lapointe – mindset of increase
· “If I could show you a way to extend the life of your engine by up to 25% like Pepsi did with one of the international fleets, would that be something you’d be interested in hearing more about?”
6. Tom McVey – not closing a sale, but rather we are opening a consultative relationship
7. Reshma Nigam – read short section under “Mutual Reciprocity”
8. Jason Kanigan – commit to discovering fit or lack thereof
· We specialize in partnering with companies who are actively looking for ways to (insert our list of 3 benefits)?  Which of those things is XYZ actively looking to accomplish?
9. Jeremy Durant – great list of the right content to share with potential clients
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Socratic selling – 
· If you were to begin a guaranteed trial, how many trucks would you start with – either 5 or 10?
· Remove I, we, and product name from the “fantasy question” process


