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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 November 18th, 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.
· 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:
Interesting article on methane and natural gas engines
· http://www.truckinginfo.com/channel/fleet-management/article/story/2017/09/study-cutting-methane-crucial-to-future-of-natural-gas-vehicles.aspx 
· West Virginia University did a study that “…found significant challenges for natural gas vehicles to deliver on their promise of emissions reductions, primarily due to the amount of methane they emit.”
·  “Methane is more potent than CO2 and contributes to 25% of manmade climate change.”
· “Methane traps more heat than C02”
· “Methane will trap 20 times for heat than C02 over a 100-year period”
· “In 2015, the EPA found that 31% of methane emissions came from petroleum and natural gas systems.”
· “2015 study published Environmental Science and Technology concluded that commercial fleets converted from diesel to natural gas power could potentially accelerate climate change over the next 50 to 90 years.”
· The US Energy Information Administration reported that methane emissions grew by 27% from 1990 to 2009 due to natural gas consumption
· “Heavy-duty vehicles emit 79% of the total emission compared to fueling stations.”
· Estimates state there are around 39,500 heavy duty vehicles and 25,800 medium duty vehicles on the road today that use natural gas
· Vital information to share with fleets who are talking about switching to natural gas
· Good supplemental article explaining more about alternative fuels such as CNG, LNG, LPG, and H2 
· http://www.afsglobal.com/faq/gas-comparisons.html 
· Bottom of this 2014 article talks about more down time on their testing (up to 20%) - http://www.truckinginfo.com/channel/fleet-management/article/story/2014/09/24-crucial-things-to-know-about-running-natural-gas-trucks.aspx 
· Another supplemental article talking about methane - http://www.sdcexec.com/blog/12090557/the-trouble-with-natural-gas-as-a-fuel-source-for-trucks 
· PDF about natural gas - https://www.edf.org/sites/default/files/content/edf-heavy-duty-natgas-trucks-study.pdf 
· Article on methane - https://www.edf.org/blog/2015/08/13/natural-gas-fueled-buses-and-trucks-will-climate-really-benefit 
· “…methane leaks from the production and transportation of natural gas has the potential to remove some or all of the climate benefits that companies are looking for as they upgrade their fleets.”
· “Today’s natural gas truck engines can be as much as 15% less efficient than diesel engines.  Consuming more fuel for each mile traveled also reduces their net pollution reductions.”


Interesting article about California looking to increase emissions standards 
· http://www.truckinginfo.com/channel/fleet-management/news/story/2017/08/california-gears-up-for-even-stricter-diesel-truck-emissions-regulations.aspx 
· “…only around 23% of California’s commercial heavy-duty trucking fleet – the largest in the United States at nearly 1 million vehicles – uses the newest, cleanest diesel technology…the national average is 30% adoption.”
· “…(California) ranks 47th out of 50 U.S. states for adoption of the latest in low-emission commercial truck technology.”
· Huge opportunity with Xp3 because California residents are supporting additional emissions standards
· “…some of the oldest trucks operating in California have 60 times the emissions of a new diesel truck…and some clean diesel options are 200 times or more cost-effective at reducing NOx than other alternative fuel strategies.”
Article talks about latest data for fleet efficiency
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/08/fleet-fuel-economy-increases-1-in-latest-nacfe-study.aspx 
· Overall fleet fuel economy rose 1% in 2016 and the US fleet average is only 5.89 MPG
· “According to the NACFE, some 2017 model trucks achieved a range of 7.8 to 9.2 MPG with some reportedly approaching 10 mpg.”
· With companies constantly trying to improve efficiency and their bottom line, this just reiterates the need for fuel additives to contribute to the process.
Supplemental Fuel and Industry News:
· Fuel prices are expected to rise over the short-term due to the hurricanes
· https://www.cnbc.com/video/2017/08/29/us-fuel-prices-rise-as-hurricane-harvey-shutters-more-refineries.html 
Sales Training:
I was talking with one of our GDI teammates this week about the reseller program vs a company signing up as a GDI rep.  Here is a question that can help:
· “Do you see your company building a sales team and going out to actively create sales with customers outside of those you are already doing business with?
· If the answer is “No” and they meet the “GDI Reseller” qualifications, then signing them up as a “Reseller” is the best option.  Login to your back office and go to GDI Library
· This preserves a lot more of your commission
· We don’t want companies signing up as GDI reps to get a lower price because that dramatically cuts your commissions.  
· Lean on the GDI Rep application and let Randy and I be the “bad guys” to say “No” if you know the company is trying to sign up just to get a break in purchasing the product.
· GDI reps need to be able to make a commission and get paid for the value we provide
I came across an article with memorable rapport building questions
· https://blog.hubspot.com/sales/instantly-memorable-sales-rapport-building-questions  
· I hesitated to share this link because there are a lot of questions that are not focused on business, but there is a section titled “Company Questions”
· Talks about company news, things on their website, things on their social media accounts, etc. 
· These are great reminders for steps that can be taken to learn more about companies and then use the questions based on what you learn
Here is an article listing some tips related to LinkedIn and social selling
· https://blog.hubspot.com/sales/social-selling-linkedin 
Interesting article on using sale intelligence
· https://blog.hubspot.com/sales/use-sales-intelligence \
· There are 2.1 billion search queries every day on Twitter
An article on leaving voicemail messages that people want to respond to
· https://blog.hubspot.com/sales/how-to-leave-sales-voicemails-people-actually-want-to-respond-to 

Marketing Resources:
For those of you with websites and blogs, here is an article on using search engine optimization
· https://blog.hubspot.com/marketing/seo-friendly-blog-post-checklist-ht 
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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:
· Purchased – the customer orders product
· 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
· 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.” 
· 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 - 
-------------------------------------------------------------------------------------------------------------------------------------
https://blog.hubspot.com/marketing/ai-marketing-use-cases 
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