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When was the last time you spoke with your customers?
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Years ago, after he had created a multi-oillion dollar business fram scratch, Ross Perot was asked about his rale
atthe company. His answerwas “sales.” Along with all the other obvious roles of a CEQ, Perotwas clear his top
pricrty was taking care of customers and finding new customers
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How aften today do owners or general managers pick up the telephone to spontanecusly call a customer who

hasn't been to the dealership for 2 while? Turn the tables and imagine you were the customer, getling an
LUnexpected phone call from the owner ar manager of 3 lacal business.

= An innovative dealer

marketing approach

S GTeVeRe OFOMWIn, That unexpected call may be enough to remind the customer how much they enjoy motorcycling and getthem

pack into the dealership. Even better, 1ake something the dealership knows about the customer and turn it into relevant news. a new model
Eavesdrop on your Justarrived, an accessaory sale is under way, we are looking for more used inventory, a dealership ride is coming up, and so forth.
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- Two mare benefits too; First, consider these customer phone calls sales “intelligence gathering” even Ifthey don't result directly in a sale.

Secondly, make sure your own sales team follows your lead and works to make business happen rather than justwaiting for itto walk in
the doar.
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Yes, your role as owner ar general manager includes all kinds of other responsibilities, but make time to talk with your customers too.



