Commercial Training 9-13-16
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:
· Maritime and locomotive information – I will do some more research
· Check out carboncapture.com 
· Lead source – when you find a company that is a possible prospect – go to LinkedIn – go to advanced searches (doesn’t require pay) – looking for people who are connected to the company – VP’s, COO, CFO, CEO (C-suite)
· [bookmark: _GoBack]Carbon footprints, efficiency mandates from company, etc. 
Fuel and Industry Related Info:
Short pdf talking about water, particulate, and injectors
· https://www.pall.com/pdfs/Industrial-Manufacturing/Pall_Diesel_Fuel_Filtration_-_IMDFFENb.pdf 
· Under the “High Pressure Common Rail System” section – “…requires diesel fuel…over 100 times cleaner than what is typically dispensed at the pump.”
· “…if 0.5% of the fuel was water, the mine would pump approximately 250K liters (approximately 66,000 gallons) of water.”
Great article from Cummins on diesel fuel contaminants
· https://cumminsengines.com/diesel-fuel-contaminants 
· Time, weather (water), micro-organisms
· “Fuel intended for warm weather will not store properly in the winter.”
· Great supplemental PDF from Cummins – Pg. 2 is extremely important
· https://cumminsengines.com/uploads/docs/4087297.pdf 
· “The tolerances for internal components of High Pressure Common Rail (HPCR) fuel systems have decreased by a factor greater than 25, over the years.”
· Be sure to review the “Fuel Contamination” section
Great video showing the differences between water “out of suspension” and water that is entrained “or suspended in the fuel.  Biofuels will carry more water in suspension and hold that water in suspension for longer periods of time –
· https://www.youtube.com/watch?v=-lh4qhXc_5s 
· http://fleetfueltesting.com/buy-diesel-fuel-tests/test-for-water-in-diesel-fuel 
Great post from 2015 on damage caused by water – including injector life
· http://www.the-triton.com/2015/10/injector-damage-corrosion-clogs-are-effects-of-poor-quality-fuel/  - article written by Jeff Werner in Diesel Digest
· “If fuel is contaminated with water, it will cause damage to injectors. Ideally, the water content in fuel should be well under .05 percent by volume. Above that level, injector life is reduced by about half. When water passes through an injector, it immediately vaporizes and is turned into steam. Because this occurs at high pressure, it will eventually damage the injector tips. This tip damage will prevent the injector from creating the desired fuel spray pattern. And as water content increases, the lubricity of the fuel decreases, causing excessive wear and premature failure of injectors and fuel pumps.” 

Sales Training:
Great article on 10 important sales tips – The Sandler Rules: 49 Timeless Selling Principles and How to Apply Them.
· http://www.forbes.com/sites/kathycaprino/2013/05/03/10-essential-selling-principles-most-salespeople-get-wrong/#5ec5719a6a4c
· #1 – Assuming that the problem that the prospect communicates is the real problem 
· Objections vs complaints
· #2 – “You should be helping the prospect to discover the best reasons to buy from you – not telling them why they should.”
· #5 – Switch from educating to selling when the prospect is ready to purchase
· #6 – Sales people are decision makers too
· “Every step of the way through the sales cycle, a salesperson must make the critical decision as to whether to continue investing time in the relationship with the prospect.”
· Zig Ziglar – “Timid sales people have thin children.”
· #9 Being your own worst enemy – “Never blame the prospect for stalling the process…continue to refine your own sales approach and technique.”

I came across a blog post asking some sales experts about advice for new sales people and here are some things that stood out for me:
· https://www.salesforce.com/blog/2013/07/learn-from-veteran-salespeople.html 
· Mike Weinberg – “Pick up the phone.  You’d be amazed what you can do with it – and what it can do for you.”
· Anthony Iannarino – “The new tools like social media, blogs, and LinkedIn, are merely amplifiers.  They amplify what you already are.”  “The veteran salesperson has the ability to create value for their clients.”

Important Reminder: Pick a method of generating leads that you feel most confident in and work to master that method.  As soon as you are getting leads consistently from that method, begin working to learn another lead generation method that you can do in addition to the original method.  This will ensure that your business is always growing and that you are never dependent on a specific traffic source. 
Here is another great article from entrepreneur.com explaining the 10 Laws of Sales Success
· https://www.entrepreneur.com/article/65984 
· Law #2 (Sell with questions, not answers)
· Law #7 (Only after you’ve correctly assessed the needs of your prospects do you mention anything about what you’re offering).

