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|Get Your Fres Quote| Ducati was given an averall rating of 107, a

three-point increase from 2008, That pushed

CATEGORIES it above Harley-Davidson's rating of 105, which was down three-points from its char-tapping 2008
rating. Harley-Davidson dealers had held the tap ranking since 2006

Sporthikes

Dwucati dealerships were given the top score in 30% of the factors evaluated by the study including

Standand affering test rides, providing brochures and their sales staffs abllity to answer product questions

Cruiser

Harley-Davidson dealers led in 20% of the
Touring study's sales process factors, including
taking time to determine how a motarcycle
would be used and for addressing features
and benefits specificto a customer's wanis
and needs.
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Victary dealerships were given a rating of
Scooter 102, a four-point decrease from 2008,
Though they had the (argest point decrease
Touring Scodter from 2008, Victory dealers remain tied for
Teadk third with BMW and rated above the industry
average of 101,
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BMW dealers ranked firstin greeting

Other prospective customers promptly,
mentianing the avallability of accessaories
and for making the special order process
ALL NEW 20098 &% easy.
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101 from 100, Motorcycle salespeople were
11% more likely to Introduce themselves,
B moare likely fo ask follow-up guestions
and 13% maore likely to encourage
Molorcycle Specs praspedtive customers to sit on a bike, when compared to the 2008 study results.

Ducati received the top rating in the 2009 Prospect
Satif=action Index.
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“For the motorcycle industry as a whole, the 2008 PSI results show substantial and widespread

Maotarcycle Classifieds improvement in the way salespeaple interact with maotorcycle buyers,” says Fran O'Haogan, president
of Pied FPiper Management Co. (FFMC), the California-based company that conducted the study.
Event Schedule

Atthe individual dealership level, PPMC says Improved PSI scaores franslate to increased sales.
Dealers who improved their P31 score by ten of more paints from 2007 to 2008 saw an averaae retail
Motorcycle Careers sales increase of 8% over that perind. Meanwhile, dealers whose PS5l scores decreased by ten or
mare points saw an average drop of 6% in sales from 2007 to 2008

Dealer Locator

Dealerships that offered lest rides al least three-quarters of the time sold 43% maore molorcycles than
dealerships that don't Overall, test ndes were offered only 23% ofthe time.

Dealerships whose salespeople asked at least two out of every three prospective customer for their
contact information sald 29% more matorcycles than those who did not. On average, matarcycle
salespeople only asked for contact information 45% of the lime.

2009 Pied Piper Prospect Satisfaction Index
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Ducati 107 104
Harley-Davidsan 105 108
Victory 102 106
BMW 102 102
MY Agusta 101 a7
Buell 101 103
Suzuki 100 87
Yamaha g8 g5
Triumph a7 94
Kawasakl 86 83
Honda 85 g2
Aprilia B4 g2
KT 82 BE
Moto Guzzi g1 BA
Husqvarna a0 84
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