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But really, what other activities are more important than saying hello — as owner or general manager —to a8
customer who has never before walked into the dealership? And today, how many new customers visit your
dealership in a8 day? Is it asking too much for dealership management to spare five minutes for each of them
before they leave? A side benefit is how these guick conversations allow dealership management to keep a

finger on the sales pulse of the dealership. What is bringing customers into the dealership? Are salespeople
always asking for the sale? What are the obstacles preventing purchase?

Back to Bill Feacock's business card and the guestion of CED versus janitor. The answer is that the best
dealership management is both “CEQ" and “janitor.” Steering the ship as CED is critical of course, but the best
dealership management is also accessible to new customers (o help make every motorcycle shopper feel like
they are the most important person to walk through the door.



