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earned a rating of 103, up two points
from the 101 scored in 2009, Victory's rating increased by five points 107, moving it to the top spot and
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leapfrogaing last year's leader, Ducati and the 2007-2008 leader, Harley-Davidson.

CATEGORIES
j Victory dealerships scored high for doing the little things like asking for a prospective shopper's name
Sporibikes and contact information. Victory dealers led all brands in asking follow-up questions, explaining what
Siandard makes the brand unique and encouraging shoppers to sit on a matorcycle.
—— _Q_H_ng_guj_iglnst a point from the 2009 study, scoring 106. Ducati salespeople were the most likely to be
able to answer all product questions and were maost likely to ask how a motorcycle would be used
Touring and by whom. Harley-Davidson also scored 106 and its dealers rated highest in staying attentive and
focused on a customer and addressing features and benefits that meet the shopper's needs.
Spor-Touring ) ) : i i
BMW Triumph, Yamaha and MY Agusta all rated either at or above the industry rating. Triumph had
Offi-Road the highest increase from 2009 with 7 points while Victory and Yamahagg each improved by five
points.
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Suzuki, Kawasaki, Honda, Aprilia and KTM improved their scores from last year though they all remain
Scooter below the industry's 103 rating. Husqvarna held steady at 90 points while Moto Guzzi dropped a paoint

to 89, putting it at the bottom of the brands included in the study.
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The study found salespeople put in more effart than before as the an-highway motorcycle industry
declined by 40%. Salespeople were 42% more likely to ask about a trade-in than they were in the
2009 study. Dealers were also 23% more likely to ask what factors are stopping a customer from
making a purchasegand 22% more likely to mention what features made their brands unique from
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- 8 ; . the competition.

“Sales process improvement leads to retail sales improvement,” says Fran O'Hagan, president and
chief executive officer of Pied Piper Management Co., LLC. “The most successful brands are the ones
where prospects hopefully buy during their visit, but if not, they still leave as a fan ofthe brand and

dealership.”

The study also found some areas that need improvement. Only 48% of dealers asked customers for
contact information and only 35% of them gave compelling reasons to buy from their dealership.
Financing options were only mentioned 52% ofthe time.
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