Commercial Training 7-5-16
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.

Questions, Comments, and Successes:
· Marvin Montgomery – Youtube video on price
· 

Fuel and Industry Related Info:
· Interesting article to share for construction companies – one of the biggest fuel saving tips is (whenever possible) to have their employees turn off their equipment when they are not being used
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/07/idle-reduction-is-key-for-ohio-construction-fleet.aspx 
· Interesting supplemental article  – “The strict anti-idle policy has cut the amount of time delivery trucks idle by 24 minutes per day, which has led to a fuel savings of $188 per driver in one year.”
· Interesting article on some creative ways UPS is taking steps to increase profits
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/fuel-economy-at-any-size.aspx 
· Interesting article on the importance of being “green” – 
· http://www.truckinginfo.com/channel/fuel-smarts/article/story/2016/06/friendly-competition-helps-rrr-drivers-improve-mpg.aspx 
· “A lot of [shippers] are even looking at carbon taxes that might be down the road, so they’re taking steps to reduce their carbon footprint.”
· “We do testing within our fleet to the extent that we can,” he says, noting that the way it runs fairly regular routes coast to coast allows it to get pretty reliable tests.” 
· Great video from Cummins talking about off-highway fuel quality and contamination – 
· https://cumminsengines.com/fuel-quality-video 
· 18/16/13 – for 1 milliliter of fuel
· 14:05 – stance on fuel additives – 


Sales Training: Follow Up and New Leads
When you talk with potential clients, do you expect to make the sale right away?
· If you said “Yes”, good for you and that it our goal!
· Did you know that 2/3 of potential buyers you talk with will not make a purchase decision for 3 months?
· This emphasizes the importance of being great at follow up
· 
5 reasons people buy:
1. They have a problem to solve
2. They are looking for a bargain or special deal
3. They are impulse buyers
4. The wanderer (looking around and find your site or attend trade show)
5. The habitual/seasonal buyer
Grant Cardone shared 7 reasons people might not buy from you right now – which ones can we address?
1. They are not qualified (financial ability to purchase)
2. Personal info they can’t/won’t disclose
3. They aren’t the decision makers
4. They are an analytical person (take longer) – about 25% of people
5. They don’t have enough information
6. You don’t know what problem they are trying to solve or need they are trying to meet
7. Poor timing
Last week, we talked about the importance of follow up.  Here are a few more tools to consider to help with your follow up process:
· 63% of companies most sales people talk to do not purchase in 3 months.  How are you currently solving this problem?
Note:  None of the tools I’m sharing will work with a person’s commitment to using them
· CRM – Customer Relationship Management
· Examples of tools include – http://blog.capterra.com/free-and-open-source-crm/ 
· https://capsulecrm.com 


· Suggestions for follow up methods – variety lets the customer know you’re a professional and allows you to communicate multiple ways.
· Phone – great introductory and follow up tool
· Text – share links and info
· Email – purpose is to share information and get next appointment
· Autoresponder – 1 method of communicating via email
· https://mailchimp.com/pricing/entrepreneur/  - integrates with CapsuleCRM
· Mail – information and thank you
· In-person visits – I’m going to be in your area on (day) – I’d like to come by and visit with you for a few minutes.  Does morning of afternoon work best?
· Social Media – learn about the company, the leaders, their vision and initiatives, charities, etc.  LinkedIn is a great place for discovering that information
· How many different ways are you leveraging to follow up with clients?

· Performance, Protection, and Profit – easy ways to simplify and put speed into qualifying if a company is Beth or Bob
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