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from repeat customers is
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Other stories that might interest you...

@ Hooking the next walk-in customer

camaraderie.



@ Victory dealers see high PS5l scores
How can your dealership turn that “time of their ife”

motorcycle customer expenence into deslership
revenues and profitability? Play dealership tour
guide for your customers, enficing them to use their
maotorcycles not anly for riding but also for adventure
and camaraderie.
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December 25, 2006
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A motorcycle parked in the garage gathering dust is
the first step toward a customer deciding to s2ll their
bike and spend their time doing something else
instead. Savvy dealerships will help remind their
existing customers why they enjoy owning and riding
their maotarcycles.
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Fran CHagan tests Ducafi's traction control while on a

Pashnit motorcycie tour. How often do your salespeople call to inviie
customers to come along on dealership rides or

pass along details about upcoming motorcycle tours through companies such as Pashnit? If your dealership

has already done the hard part and sold a motorcycie to 8 new customer, take the next step and malke sure

that your customer remains a rider and remains your customer.

Fran C'Hagan s president and CED of Fied Fiper Management Company LLC, a Monterey, Calif, company
that works with motor vehicle manufacturars and deslers 1o maximize performance of deaier networks. One of
Fied Piper's mast popular services for the powersports indusiry is Pled Fiper Prospect Salisfaction 'ndex{FPSl)
sales mystery sfopping fo help turn more motarcycle shoppers info motorcycle buyers.
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