Commercial Training 8-30-16
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 fleet efficiency from 17 fleets in 2015. 
· http://www.truckinginfo.com/news/story/2016/08/annual-fleet-efficiency-study-helps-nacfe-benchmark-fuel-saving-trends.aspx 
· Experienced a 3% increase in fuel economy from a “…variety of fuel efficiency technologies.”  
· “The fuel savings in 2016 between the “business-as-usual” 6.30 mpg and the NACFE fleets average of 7.06 mpg amounts to $4,653 per year per truck…”
· “Investing in efficiency technologies is the new normal.” 
· “The primary finding of this report is that the 17 fleets studied are increasing their rate of adoption of these technologies, and that they are enjoying improved fuel economy as a result.”
· This is huge for Xp3 because we offer a unique fuel technology with multiple levels of benefits regardless of the price of fuel.
· You can download the entire report here - http://www.truckingefficiency.org/annual-fleet-fuel-studies 
I put together a series of PDF’s that I will be sharing over the next few weeks.  These are great supplemental resources to print (or email) and leave with potential clients.  Here is a list of the PDF resources we will be covering tonight:
· An article listing the 6 benefits of performing used oil analysis with every oil change
· A BlackStone Lab PDF page with information about the analysis and the company
· Infineum PDF explaining HFRR testing (use this when sharing information about the HFRR test done by FOIl labs in 2015 – located on the Xp Lab site and explained in our training video)
· Important PDF from Xp Lab about water dispersion – story about water dispersion in a demonstration and low probability prospects
PDF testimony from Xp3 customer in Illinois with 300+ buses

Sales Training:
I just started reading this book, High Probability Selling, by Jacques Worth and Nicholas E. Reuben and I’ve been impressed with some of the points so far:
[image: https://images-na.ssl-images-amazon.com/images/I/51cRcQlaD3L._SX327_BO1,204,203,200_.jpg]
Pg. 36 – “High probability selling is really a method of inquiry. The inquiry is designed to arrive at a meeting of the minds and result in mutual commitments between a salesperson and the prospect by determining whether:
· The prospect needs, wants, and can afford our products
· Try to identify whether they are “Beth or Bob”  - somewhere around 40 -45 words
· The prospect is willing to define his/her Conditions of Satisfaction of which, if met, will result in the purchase of our products
· The commitment the prospect makes with regard to his/her Conditions of Satisfaction is specific as to all the necessary particulars and is absolute and unequivocal” 
Don’t waste your resources on low probability prospects.  All that activity costs money and more importantly takes away from the opportunity of working with High Probability Prospects
The more you try to convince the prospect that your product is the best, the more resistance you create.  
Almost anything you say can be phrased as a question.  If a sales person is doing more than 25% of the talking, the conversation is not going well.
Pgs. 57 and 60 – The Dis-Qualification Process:  Talk about deck of cards example on Pg 60 
· Does the person want or need our product?
· [bookmark: _GoBack]Does the person want to arrange the appointment?
· If not now, when?
· If not now, does the person want us to check back later?
· Why does the person want to meet with us at that time?
· What would the person like to accomplish at out next meeting?
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