Commercial Training 8-23-16
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:
· T
Fuel and Industry Related Info:
Great article talking about reasons to consider hanging on to an older truck compared to buying new equipment
· http://www.overdriveonline.com/13-reasons-you-hang-on-to-that-old-truck/# 
· Point #1 and #2 – Having options and operating costs equal higher profit
· Point #4 – Reliability – “Let’s not forget, warranty doesn’t cover lost revenue…not to mention that customers will be hesitant to deal with you if your equipment is unreliable.”
· Xp3 helps to stay on the road, reduce costs, and increase profit
Interesting article on the greenhouse gas phase 2 requirements
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2016/08/dot-epa-release-phase-2-greenhouse-gas-emissions-regs.aspx 
· “They will cover semi-trucks, large pickups and vans, and all types of buses and work trucks in model years from 2021-2027.”
· “When the standards are fully phased in, tractors in a tractor-trailer combination are expected to achieve up to 25% lower carbon dioxide emissions and fuel consumption than an equivalent tractor in 2018.”
Review recent used oil analysis reports and note 42% soot reduction in latest August 2016 report
· Supplemental articles explain more about used oil analysis and soot
· http://www.machinerylubrication.com/Read/873/oil-tests 
· http://www.landlinemag.com/Magazine/2010/May/BottomLine/Oil-analysis.aspx 
· http://www.vehicleservicepros.com/article/10922127/excessive-soot-levels-in-oil-can-cause-engine-issues 
· http://hddeo.com/ImpactofSootinEngineOilonWear.html 
· 2nd paragraph – 3rd sentence - “The existence of soot signifies incomplete combustion…”  Article also talks about how soot damages engines including abrasion.
Sales Training:
8 techniques top sales professionals use when selling 
· http://www.business.com/sales/8-pro-techniques-top-sales-professionals-use-when-selling/ 
· Turn Cold Calls into Warm Calls
· Companies who are nurtured (through contacts, info, social media, etc.) will make a 47% larger purchase than a client that is a “cold contact”.
· You can use the tools we share each week to leverage in your marketing
· If you have a specific industry you would like more information about, please let me know and I will be sure to get resources you can share 
· This is an exceptional point –> Avoid Comparisons to Other Companies (Products)
· As soon as you mention a “competitor” a customer starts thinking about another product.  You want them to focus on your solution exclusively!
· One way to do that is to consider doing a demonstration with only using Xp3
· Know how to close the deal – 
· Critical component of this is to know the client’s needs and assess what “trial” gives them the best chance for success.
· Know which benefits the customer is most interested in, so you can suggest a trial that gives the customer the best chance to experience and prove the benefits of Xp3.
· For some companies, you may be treating a bulk tanks
· For some companies, you may treat individual vehicles/equipment
· Be a story teller (and a story gatherer)

10 Ways to Boost Your Sales – 
· http://www.rainsalestraining.com/blog/how-to-increase-your-sales-success-with-these-sales-tips 
· Manage your selling time
· Always be prospecting – 
· Always have a next step (specific)
This may be a great resource (I haven’t watched a webinar yet) - http://www.rainsalestraining.com/resources/sales-webinars 
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