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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.
2. NO GDI call on October 10th – I will be traveling that day (sorry)
3. The new GDI inserts are available for purchase.  
· Cetane Booster and Winter Xtreme are available on 1 insert printed front-to-back
· Anti-Friction Engine Oil Treatment and Cleaner-Degreaser are also printed front-to-back
· 25 pack - $7.50 (Item #200017)
· 100 pack - $20 (Item #200018)
· These are great products that can be used to open the door for cross-selling with Xp3
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:
Run On Less drivers averaged 10.1 MPG on their most recent test 
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/09/run-on-less-drivers-average-10-1-mpg-surpassing-goals.aspx 
· “Using a variety of commercially available technologies, including 6x2 axles, trailer and tractor aerodynamics, engine accessories, tire pressure systems, automated transmissions, low viscosity oils and others, they demonstrated that it is possible to save fuel (10.1 MPG average) in real world operations.”
· 7 drivers over 17 days and 50K miles – averaged 10.1 MPG
· “If the 1.7 million trucks on our highways achieved this level efficiency, they would save 9.7 billion gallons of fuel and 98 million tons (less) of CO2 each year.”
· Xp3 is a great addition for companies looking to utilize technology to improve efficiency! 
· Supplemental article about a driver in separate trial who averaged 11 MPG for 5,600 miles - http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/09/sharp-driver-sustains-over-11-mpg-for-5-600-miles.aspx 
Supplemental Fuel and Industry News:
· This is a great article for general information to provide additional value to potential clients (trucking) and/or attract potential clients on social media.
· http://www.overdriveonline.com/time-to-buy-inspecting-a-used-truck/ 
· Another good supplemental article talking about ongoing testing and positive results with the new oil categories (CK-4 and FA-4)
· http://www.truckinginfo.com/channel/fuel-smarts/news/story/2017/09/shell-new-engine-oil-categories-making-the-grade.aspx 
· Good supplemental article - https://www.constructionequipment.com/new-engine-oils-drain-intervals-tier-4 
· Construction related 2016 article on the costs of idling (not just about fuel efficiency)
· https://www.constructionequipment.com/idling-machines-burn-bottom-line 
· “In addition to excessive idling’s obvious negatives like wasted fuel, accelerated wear on components, and possible loss of DPF life because of additional soot, there are the more hidden, insidious losses like faster depreciation and expiration of warranty hours. These, too, add up.”




Sales Training:
I was talking with one of our GDI teammates today about posture in the sale process.  
· He shared a couple of stories about some of his experiences and people not always being polite or professional when he is out talking with potential clients. 
· At one point, he walked up to talk to someone and the person said something like, “Here comes another sales person.”  
· Our teammate quickly turned around and said, “Where?  I’ll beat em’ up for you?”
· Great pattern interrupt and made the other person laugh
· He also talked about the fact that he doesn’t have time to waste on people who want to be rude or argumentative.  There are many millions of people who need and want our product!
I was reading a book recently that talked about cold calling response rates being very low (something like 80% of cold calls go unanswered) an approach to getting certain potential clients to call you back.  The author recommended using LinkedIn to learn about potential clients and their interests through their profile.  They recommended finding a book (used and good condition – Amazon?) related to your prospect’s interests to send with along with a personalized note that includes your contact information.
· This makes you stand out among most sales people and many people who receive the book will respond because simply out of appreciation and reciprocity.
· While this may not be something you would do for every prospect, it certainly could be tested with a few clients to see how people respond.
Good article outlining some effective ways to close sales
· https://blog.hubspot.com/sales/effective-sales-closing-techniques-for-modern-sales-reps 
· Check out Close Technique #2
· If you’ve done a good job identifying if they are “Beth” or “Bob” and helping to connect the dots from their problem to the solution – the next step should usually be 6 to 10 for an answer.
· Scale from 1 to 10 – where would you say we are at this point?
· Notice the steps and psychology listed in the article – especially if they answer a 6 or above.
· “I’m actually surprised you chose a number that high.  Why did you choose it?” 
· After they explain their number, "Huh, those sound like some pretty strong reasons to work together [paraphrase their reasons back to them]. But now I'm even more confused ... based on the reasons you gave, why isn't your number a 10?"
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Marketing Resources:
· Interesting article talking about messaging bots in the sales process
· https://blog.hubspot.com/sales/chatbots-sales 
· Supplemental article - https://blog.hubspot.com/marketing/should-you-even-bother-with-bots-an-expert-weighs-in 
· Sample GDI funnel that includes messaging bot inside a webpage - http://linkn.mobi/lf/1761 
· Please do not “opt-in” to the pages – the funnels aren’t connected
· Allows us to “retarget” webpage visitors based on their choices
· Allows us to speak to customers differently than non-customers
