Commercial Training 8-16-16
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.
· The next GDI 1 day workshop will be Saturday, November 19th from 9am to 4pm at the GDI corporate office in Maple Grove, MN.  http://becomeproworkshop.com 
Questions, Comments, and Successes:
· Great story about how Xp3 saved a GDI rep from replacing a DPF filter (recommended by Cummins at a cost of approximately $12K
· Also has documentation that he decreased emissions after adding 100K miles
· Testimony video coming 
· Mechanic tried the degreaser – pleased with the results
· Amara tried the degreaser to clean hydraulic oil off wood, windows, etc.
· Anti-friction product – 260K on 350 Chevy - smoother operation and quieter operation (idling).  Better at higher speeds
· Have you practiced doing an Xp3 demo this week (or at least in the last month)?

Fuel and Industry Related Info:
[image: ]Great article explaining some of the fuel efficiency ranges for various technologies including trailer skirts, mud flaps, and trailer tails (also called Boat Tails in Canada and other places)
· http://www.fleetequipmentmag.com/truck-trailer-aerodynamics-fuel-efficiency/  
· In some cases, combinations of these technologies can improve fuel economy 9% or more

· Supplemental resources:
· https://www.epa.gov/verified-diesel-tech/smartway-verified-list-aerodynamic-devices  
· Learn more about SmartWay - https://www.epa.gov/smartway 
· http://www.theicct.org/sites/default/files/publications/ICCT_Canada-trailers_20150209.pdf 
· http://www.stemco.com/product/trailertail/  - documented 5.54% in SAE testing
· Check out short video at the bottom of the page
· https://www.youtube.com/watch?v=OS7naDXUA6E – explains trailer tails testing and SAE J1321 testing
PDF from the EPA that shares some great information and statistics about bus idling
·  https://www3.epa.gov/region1/eco/diesel/pdfs/Dieselbus_Factsheet_Bus_Idling.pdf 
· Check out the section on wasting fuel and excessive engine wear
· “It is more fuel efficient to turn off your motor than to idle. Recent studies found that fuel consumption during engine start-up is equal to about 30 seconds of engine idling if the engine is within normal operating temperature.” 
• 	“Running an engine at low speed (idling) causes twice the wear on internal parts 
compared to driving at regular speeds.”
Interesting article talking about the problem caused by dirt and dust in newer engines
· http://www.cn-wood.com/pssr_cleanfuel.html 
· “The newer Tier 2 and Tier 3 engines are even more vulnerable to damage, because they have a higher fuel injection pressure, causing dirt and dust to act as abrasives.”

Sales Training:
In the book, 80/20 Sales and Marketing by Perry Marshall – he says, “Selling to the right person is more important than all the sales methods, copywriting techniques, and the negotiating tactics in the world.”  
· Randy – There is a difference between being the “hunter” or having people come to you – much easier!
Preparation is critical in building skills and confidence (especially for reps who are working their business part-time):
· Have a system for creating and/or identifying qualified leads
· Online marketing/advertising, referrals, and looking for obvious signs (like the truck pic in the section above) that companies want to save money (skirts, tails, etc.)
· Understand and practice important questions that will help them avoid certain problems
·  Start at the top (C-suite) and when they direct you to someone else say something like, “Ms. Smith, thanks so much for your time and I would be happy to talk with Bob Jones.   In the event that Bob believes what I have to share would help (insert company name), does he have the authority to begin a partnership with us or are there other decisions such as yourself who would also be involved?”
· [bookmark: _GoBack]If she says that she and Bob would both be involved, consider something like this, “Thanks for clarifying that Ms. Smith.  Because I respect your and Bob’s time, when would be the next time the three of us can get together and review what I have to share?”
· Clearly communicate the process and expectations of proving the benefits of Xp3 to clients
· When tracking the benefits of Xp3, be sure that the person(s) know AND agree that they will forward you copies of any data and test results.  Also, make sure that they know that you will be analyzing the data so you can compare the findings when you meet following the trial. 
Interesting article with some information on the problems that happen when you don’t qualify leads and four points to consider when qualifying clients - http://blog.close.io/qualify 
· The article points out that you can’t “rapid fire” questions in a long sequence – make your questions conversational.  
· If interested, check out YouTube video to Gary Vaynerchuk – 26:20 
· “We are always selling the future.  You have to sell what people care about in the present to basically help them to get them into the future.”   
· Sales people need to figure out the person they are talking to because the “company” isn’t buying – a person (or people) are behind the decision.
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