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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:
Good article talking about ways to protect your engine in different seasons
· http://www.tenfourmagazine.com/2017/07/performance-zone/protecting-your-engine/ 
1. High air temperatures impact engines
· “The engine multiplies the ambient temperature by a factor of three. A 60-degree day as opposed to a 90-degree day is not a 30-degree difference – to a diesel engine, it’s a 90-degree difference.”
· Check out the story on the 7th paragraph about the radiator and blowing an engine when they could have spent an additional $800 (mentioned in paragraph 8).
· This article could potentially help owner operators or companies to save a lot of money and could really increase the value of your relationship with them by sharing this type of info.
2. Another good article on the effects of heat on coolants and engine oil
· http://fuelandfriction.com/trucking-pro/hot-summers-and-cool-diesels/ 
· 1st paragraph “As the mercury rises, your diesel’s cooling system has to work twice as hard to keep the temperature down.”
· Taken from the “Oil” section in the 2nd paragraph – “If you reduce friction, your engine will run cooler, smoother, and longer.”
· Xp3 can greatly assist in addressing this problem. We have numerous used oil analysis reports that reflect we improve lubricity (reduce friction) which extends engine life.
I came across a 2015 article talking about friction and fuel consumption – great article for sharing information about Xp3 and our anti-friction product
· http://fuelandfriction.com/weekend-warrior/say-no-to-friction/ 
1. “Did you know that up to ½ of your fuel consumption is due to friction in your engine?”
2. I also recommend checking out the 2nd paragraph – 
· “Overcoming this friction may not be immediately obvious or even noticeable, but it’s eating up gas and even years off the life of your engine. Your poor engine may not be racking up the miles as quickly as it’s racking up aging and trauma. This aging is difficult to see, and can be ignored far too easily.”
Supplemental Fuel and Industry News:
Article listing “Top 10 Vehicle Summer Maintenance Tips” 
· http://www.fleetpro.com/newsletter/?p=943 
Great 2016 article on maintenance tips for on-and-off highway equipment
· http://compactequip.com/engines/diesel-engine-maintenance-tips-and-tricks-for-off-highway-equipment/ 
Operation Safe Driver – October 15-21
· http://www.overdriveonline.com/operation-safe-driver-inspection-spree-set-for-october/ 
1. “In 2016, nearly 21,000 warnings and citations were issued to commercial trucks, buses, and passenger vehicles during that week.” 
For anyone looking to do business related to ports in Southern California
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/07/southern-california-ports-outline-plan-for-zero-emissions-future.aspx 


Sales Training:
On a scale from 1 to 10, how would you rate your belief in the importance of Xp3 for potential clients?
On a scale from 1 to 10, how would you rate the size of the financial opportunity with Xp3 for you as a GDI rep?  
[bookmark: _GoBack]Chet Holmes – “Core Story” – book is Ultimate Sales Machine
2016 PDF on toxic emissions and the importance of reducing pollution
· https://www.oregonlegislature.gov/dembrow/workgroupitems/5-27%20OEC%20Dirt%20on%20Diesel%20Report%202016.pdf 
1. Check out pg. 5 
· “Diesel soot may be more dangerous to the heart than the lungs. The fine particles are responsible for more deaths from cardiovascular disease than from respiratory problems.”
· “By the time you smell diesel, it is already causing harm. Diesel exhaust triggers coughing, wheezing, asthma attacks and bronchitis. Up to 10,000 cases of respiratory symptoms, bronchitis and asthma can be attributed to diesel exhaust in Oregon.”
· “Diesel exhaust causes more fatalities than do traffic crashes in Oregon each year.”
2. Check out pg. 7
· The highway network is also a moving “hot spot” for those who spend significant time commuting or traveling on busy roadways. A 2007 study by the Clean Air Task Force found diesel particle levels four to eight times higher inside cars, buses and trains than in the ambient outdoor air
3. On pg. 8
· [image: ]
4. Check out page 12 – they mention the “Fleet Forward recognition program”
How does all this connect to Xp3?
· With certain technology like Facebook, a lot can be done to target companies, supporters, farmers, truckers, buses, etc. 
1. Possibly mail postcards with an offer, direct response type letters, online social media advertising, phone calls, magazine ads, networking with connections in that state (or people who know people in that state).
· Share before-and-after used oil analysis reports featuring soot analysis
2. On pg. 6, they even share 4 counties where more than 50% of the population lives in Multnomah, Washington, Clackamas, and Marion counties where diesel particulate matter is at levels 10 times higher than the benchmark.
3. “According to the U.S. EPA’s 2013 report America’s Children and the Environment, 7% of children in the U.S. live in areas where toxic air pollutants create a 1-in-10,000 risk of cancer. The report does not include diesel risk, but notes that if it did, 73% of children would live in areas where air quality gives them a 1-in-10,000 risk of cancer.”
Supplemental Sales Idea:
I came across this article talking about how to get an unresponsive prospect talking again
· https://blog.hubspot.com/sales/tips-to-get-an-unresponsive-prospect-talking-again 
· Check out bullet #3 – engineer an opening with someone else
1. Look for ways to connect the person with Tom or another GDI rep in your area.  Possibly say something like, “Here’s a great article that was recommended by our Tom Spudic, our Director of Commercial Trials.  I was talking with him about (insert their need or problem they want to solve) and he thought this could help.  Take a look and give me a call back.” 
· It’s ok if they don’t call back – you’ve opened the door for Tom to contact this person and reference the article and possibly start a conversation.

Marketing:
Great infographic on when to post on social media
· https://blog.hubspot.com/marketing/best-times-post-pin-tweet-social-media-infographic 
1. Notice the Twitter portion of the infographic that mentions Wednesday during business hours to be 16% more productive for B2B tweets
Another great infographic on how long videos should be on social media to keep high engagement
· https://blog.hubspot.com/marketing/how-long-should-a-video-be-on-native-video-platforms 


· 
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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