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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:
Great article talking about the costs associated with operating a Commercial trucking
· http://trucker.com/equipment/tips-gaining-better-control-truck-costs 
1. “…the average yearly cost to keep a truck on the road is $180,000.”
2. “Average costs of repairs and maintenance for a single truck is $15,000 year.”
3. “Thus truck owners must think strategically about the best ways to stay ahead of – and even anticipate – maintenance before they become bigger and costlier issues.”
· There are 2 keys to this article and this part of our discussion tonight:
·  Xp3 can play an important role in preventative maintenance
· That Xp3 is an inexpensive option for the layers of protection and problems it solves (especially since most people experience savings that pay for the product and then some) compared to the cost of fuel, maintenance, and overall vehicle ownership.


Another article talking about maintenance
·  http://trucker.com/news/pro-tips-truck-maintenance-owner-op 
1. “Fuel quality remains a prominent issue that must be monitored on a daily basis…Because of what we’ve had to do with injection pressures to get the fuel atomized to burn efficiently, that’s a massive pressure – and water doesn’t compress.  You’ll blow the tips off the injectors.” 
· This is an extremely important point and reminder about Xp3 and treating water related issues including:
· Keeping the fuel tank clean and reducing chances for tank corrosion
· Keeping fuel lines and fuel filters clean
· Protecting injectors and preventing rust and corrosion
· Think about this as short and long term benefits 
Supplemental Fuel and Industry News:
(Didn’t find any this week)

Sales Training:
I was at the Corporate office today and Randy asked me to contact a customer who had just placed their 2nd order and to thank them.  His 1st order was Xp3W-Xtreme and he said he loved the product and didn’t have any issues this winter.  
· Recently he ordered Xp3 for gas and diesel.  He said that he wasn’t using the Xtreme during the winter and he thought about it and remembered that he could use the summer blend and that we also had Xp3 for gasoline.  
1. Long story short, he is very pleased and this is a great reminder of the importance of following up with customers because there are many opportunities for repeat sales and additional sales. 
Great article with 9 rules about selling – PAS = Problem Agitate Solve
· https://blog.hubspot.com/sales/how-to-sell-anything-to-anybody
1. Make the conversation and experience about the customer
2. Research before reaching out – including their website/social media
3. Contribute 1st and sell 2nd – 
· We need to find out if they have a want (Beth or Bob) for our product and if they are willing to do something to meet that want (including their Conditions of Satisfaction).
4. [bookmark: _GoBack]Ask questions and listen – then probe deeper
5. Be mindful of psychological triggers that can help your sales
· Confirmation bias – we are more likely to accept information that aligns with our beliefs.
6. Approach them on their level – be aware of how the person communicates, body language, etc.
7. Remember you are selling to a person – be professional and personable
Another great article talking about Open-Ended Questions
· https://blog.hubspot.com/sales/the-art-of-asking-open-ended-questions 
1. Which of these things are the biggest challenge for your company?
2. Which of these benefits do you feel would help your company the most?
3. What things have your tried in the past to address these challenges?
4. How did you measure the impact or effectiveness of the things you’ve tried?
5. What specific outcome(s) would have to be achieved in order for you to feel confident in using Xp3 in all your equipment going forward?
· The key to these getting the most benefit for you and your customer is to listen to their responses and ask clarifying (deeper probing) questions!
1. Can you explain that a little more?
2. Why would that make such a big difference?

Supplemental Sales Resources:
I came across a great article on Hubspot featuring 50 sales quotes
·  https://blog.hubspot.com/sales/motivational-quotes-sales-drive-2015 

Marketing:
Great 


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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