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OPINION

FROM THE EDITOR

All indicators point to an inept sales force

Three wide open rows in the front of
a packed grandstand moments belore
the start of a motorevele din mce
woere leaven-senl

Traflic hael been at s typieal Fri-
diay miwh craw! in Sonthern Calilor-
ki, meaning any chance of linding a
decent seat at the Lake Perris oval
track seemied all but hopeless,
there they were, wide open rows
with room 1o spread ow com-
fortably, unlike the apparem fools
who were wedged in shoulder-to-shoulder
toward the back of the grandsiand

Thie euphioria Lasted about 20 seconds, the
timne it 1ook w sit down and watch the dders
gt o the third turm on the oval, where they
splattered capious amounts of mud all over
those glorious — and previously din-lree —
front-row scats. Not 1o mention me

b i ||I||u'-rm;qthr s can be o safe move
whether its atadint track or in the equally dan
gerons curves the business workd prsents, Ins
certainly easier 1o follow the hnst\ql'lnni others
sqquare your shoulders and iy 1o eek out as much
rooin s possibile in the Tintle space thats present

Thant fean has been repeated over and over in
the powersports idustry, where entrepreneurs

linel s area kicking out profitable
numbers and inessence, sentde down
andd begin trving o creare their own
elbow roomy And as much as tho
process lacks anything resembling
American imgenwity, it has proven
elfective enough 1o be repeated
Cwer ancl over
Thats why dealers lind them

selves ina precarions positon

Phey're anxicty-ridden over a
mar

14| Iili”- on st Tronis is L[]
only healthy, but growang, Oh there are o
tannly sore spots — declinimg ATV sales among
MIC-reporting manulacturers, a spowimohile
industry that appears enppled and o custom
CTUESCT ThAr |i|'l Ii'l.'lt SCCINS, al |_|_'11'-.| 1“[ T, [y
lave lost its momentum

n lill'!ll|'|1'r |1.1|:'||.|._;1\'!.|1|| ] l.i'l‘"i over in this
celition of Pow ersports Business, overall dealer
stles appear 1o be up year-over-vear, and the all
IIPROTEAnD o0y higlm'.w SCEMent 1S growing at a
healthy pace, Plus the parts, accessories and
appare] husiness appears 1o be booming, with
the dndustry’s Lgest distributors reporting
double-digit siles growth, if not more, du ing
the past year

Bur eclipsing all that are sonring costs,

with dealer Mooring expenses being triple, or
worse, than they were o vear ago. And, the

escalating costs ol emplovee benefits is such

buirden on dealers that in o national survey
for Powersports Business last spring it was
listed as the IO Concerm

All of these expense increases wirm rom
being o nagging worry 1o a Tull-bore anxiety
attick for dealers because of the Tollow-the-
masses routine. Less elbow space after all,
weans a splining ol the arca revenue pie

And s for that reason the resulis of wo
very important surveys have Limded on the st
1w Posversports Business covers: first, the

anml LI Poswer & Associates’ customer sat-
islaction survey on the Jan. 22 edition, and now
the first-ever Pied Piper Satisfaction Index

Tonh poine 1o one hige industry frisgiving:
Our sale stalls are inept.

Ty stremge a judgmena? Perhaps, bt its the
e of shoulder shaking that somebody needs
1o give the industry alter the conclusions of
these key survevs, Constder the [ollowing:

WA Tour magor Japanese OFEMs received
the worst rating in LD, Power and Associates
sales canegory, which largely measures liow
new bike buyers viewed their sales experience

B Three of the four Japanese OFEMs bl

below industryv-averape scores on the Pied
Piper Indes

B Aauld belore anybody accuses me of pick-
ing on dealers housing major metrie OFMs, the
industry as a whole should have serious mis-
givings about some of the industry aver
the Pled Piper survey, including the Tt thin
only 35 pereent of salespeople provide reasons

to buy from a specific dealership

The casiest, [ollow the IASSCS-TY e reaction
10 those lindings is 1o simply begrudge them
with the thinking that your sales stafl is differ
ent, and better. That your stall actually asks for
contact inlormation more than the indusiny
average — a paliry 37 percent of the time

Wit harder is to acknowledge that your
sales stafland its procedures are less than wha
they could be, perhaps drastically so. And then
do something about it

Dot make it a resolution or s goal that's
auleded o a handiul of others. Ity Wiyt
smpsartant bor that, Aler all, there are few other
wiable and less costly ways 1o eek out morn
elbory room in this crowdied arena, Ps8@
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