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A motorcycle parked in the garage gathering dust is
the first step toward a customer deciding to sell their
bike and spend their time doing something else
instead. Sawvy dealerships will help remind their
existing customers why they enjoy owning and riding
their motorcycles.
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Fran O'Hagan tests Ducati's traction control while on a

Fashnit motorcycle tour. How often do your salespeople call to invite
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 motorcycle to a new customer, take the next step and make sure

that your customer remains a rider and remains your customer.
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