Commercial Training 7-26-16
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).
· Update to being able to purchase the GDI Kit – through the GDI website.  We are just finishing up the connection to that and will send an email letting everyone know when it is “live”.

Questions, Comments, and Successes:
· 

Fuel and Industry Related Info:
Great article talking about downtime affecting fleets:
· http://fleetanswers.com/content/understanding-true-cost-fleet-vehicle-downtime
· “A proactive maintenance plan, which focuses on preventive maintenance instead of reactive maintenance, can help limit downtime…”
· Hard maintenance costs and opportunity costs – both can be very expensive
· Great supplemental article talking about the costs of down time for trucking (there are 3 pages to this article)
· http://www.automotive-fleet.com/article/story/2013/05/the-cost-of-downtime-keeping-drivers-on-the-road.aspx 
· A second great article citing costs of downtime at “…a minimum of $100 per hour, typically much more.”
·  http://www.truckinginfo.com/blog/market-trends/story/2012/10/running-trucks-till-the-wheels-fall-off-is-expensive-and-counter-productive.aspx 
· Article also talks about the impact of company image, driver morale, and lost customers.
· Fleet owners talking about the amount of down time is increasing
· http://www.trucknews.com/transportation/downtime-is-getting-worse-fleet-owners-complain/1001983134/ 
· “No longer can I say that because I buy new equipment, I’m not at the shop a lot.”
· “Downtime is horrendous”
· http://offers.decisiv.com/download-whitepaper-beyond-cost-per-mile 
· Recent survey cited that downtime costs an average of $448 to $760 a day (per vehicle)
· Does the company have “safety stock”?  This is an added expense and how are they protecting that equipment
Great articles talking about the benefits of used oil analysis
· http://www.constructionequipment.com/how-use-oil-analysis-maintenance-decisions 
· Check out list of benefits below the picture in this article – these help companies to save money
· http://www.fleetequipmentmag.com/interpreting-used-oil-analysis/ 
· See comments from Mack Trucks
· “A small sample of the oil should be routinely analyzed to monitor overall conditions.”

Sales Training:
Great sales tip – look for clients who are already like your existing clients
· What got your current clients interested in partnering with you and how can you find more clients, who are similar to your existing clients
· Repeat what works in your prospecting and increase “numbers” and/or sales conversion

Think about music for a moment.  Some of you may love country music and going to concert for a couple of hours is fantastic.   Others of you may strongly dislike country and would rather watch paint dry than go to a country concert for 2 hours.
· What does this have to do with sales? 
· Just like with music - It is critical to speak to people who are “Beth or Bob” using “music” – (aka words, approach, and methods) they prefer.
· Playing the wrong “music” makes it difficult for others to hear and receive our message  
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2 things you can do to learn about your potential clients’ preferences and decision making process:
· 3 coins (great pattern interrupt) – take 3 quarters (different years) and place them on the table.  Arrange 2 of them close to each other and one a small distance away and not “in line” with the others
· How would you describe the relationship between these coins?
· Listen for things like – “They are all quarters, they are all worth 25 cents, they are all round, etc.”  This tells us the person sorts by things that are “similar” 
· Listen for things like – “They are spread apart, they are different years, one is shiny and the others are not, etc.”  This tells us the person sorts by things that are different.
· Why does this matter?
· Pro: If you bring up something about a benefit of Xp3 and the person has had a positive experience with additives, they could easily make the connection that additives are good and Xp3 is an additive, so Xp3 must be good.
· Con: If you start talking about the benefits of Xp3 and citing examples of what it’s done for other clients and the “differences sorter”, might start citing reasons why Xp3 won’t work for them because of their situation.  In the past, we may have mistakenly labeled them as being argumentative and handled it incorrectly, but now we can say something like, “You’re right, I can’t say the exact level of benefits Xp3 will deliver for you and it may not even be the right fit for your company.   Only you can decide if we should move forward with proving what it can do for your company and your equipment.”
· You know that Xp3 is a great fit for “Beth or Bob, we just changed the type of “music” we were sharing so the person can hear the message clearer and it results in them feeling aligned with you because you’re using their language!
· Another great question to ask is: “When you think people you work with, how do you know they are doing a good job?   What I mean is do you prefer to see it yourself, hear about it from other people, or see it in a report?”
· [bookmark: _GoBack]Pay close attention to what they say because the answer tells you how they prefer to learn and build belief.
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