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T &R n-'ling cowen: thie faad n recond numbers. ard we continue

Wﬂ'\- big cncof the fastest CIFCWITE B ETIER ot thig ﬂ-‘]ing anp::lafinrl

The Matorcycle Industry Council says thers are mane than 7.5 million women
operators, which = roughly 25 percant of the riding population. According to
Fovbas, womean dove 7080 percent of-all copsumer purchasing and “womean
ars thm workd's maost pnwprf... COMNBLIMESTS

This rmeans that every woman who wallks throwsgh your doars san

exciting oppanunity to influsnce & sele, Womean from all cormess the ndustey
gre raoting for more wamen on twe and four whaels, and several have
genercusly sharad thair decades of insights with us at 8PN in order to help
wour dealership servn as wmll as capitalize on this lucrative markat, Lets build
this cammunity together for a betier bottorm line m all dealerships
Male vs. Famale Customers
Twwonty-frea YEArS Ao Jahin
Ciray, Ph.l}. wrote & book
titled Mer A frem fars
¥eamen Are frem Venus. His
metaphor sparked & naw
undarstanding batwnen
e and women sound the
globe. While Gray's approach
= tooolr diffesences sa

humared one. itsa l‘lli‘-"u'l. cal
fact that mon and wormen are different. And since we comae Bom diferont
socetal contexts, wornet differ in haw we communicate, procesa information
amd make signifcant puncheses

"Wormen lika '_r-'.1':|r~_.r:..'|n.} with each other, and with other people T'-.'-:.-
like inpist, and thiey want to talk about the decision-making process and
vitiy they are meking tha decision,” says Qail Waorth, owmeral Gail's Harléy
Cawvidacn, “Thay want 10 talk to otherpeopls wha have bought pariculss
medets and find out what thesr reasons are, They want to know why, Men ara
maore silent in their decsions, Thay make thair decisicns insicde thesr heads
ard] their cantemplatiat & more privake. Mot totally, but asa whole men are
risarés athent about therr décialong®

Althiough we don't lie to talk about it, Tear s-a bnown barrier o
consumar entry into- the powersports industry Many wiomen come to riding
later in life, when we're naturally more cautious. Helpng to oliminate fears by
listening and being a resource for informaton and ingpiration is & key way to
el EDaTe CON0ars. Y amen are, gens "-\.'I|'r' Speaxng, morne feasbased than
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SELLING T0O WOMEN

By Alisa Clickenger
o {Photos by Sara Liberte

What's one thing a dealership could

implement and see immediate results in
more sales to women?

Shally Rossmeyoer Pape: " Dovelop ganirs
retaticashme with women nders and wormen
wibia show Inberest in nding. Lead by axampla
and show wormen how much fum itsto go
r|'.'|in|_:_| and be part of the d-enli;-':hip": actiwitias
and motorcyching community. Make sire that
your company ind smployess provide an
BITAENG exparencs for all eustormers who
chizes 1o clo business with yow,®

Gail Warth: “Whan a worman walks aowith
a mman, grset her with as moch gusto a8 you
de the-man. And dan't gve her the limp feh
handshakie; which is an mmediate turm-of. "

Ganovigve Schmitt; “Take a pags from
the Mondstrom playbook. They ane one of the
long-standing retslers-that doan axeeptional
jobr of customer service and motoroycle
daalarships are no diferent than big-time
comsUmar ot

Pam Kermisch: "Being Inclusive (s the firs
steg: Dion't make any sssumpbions alsout any
custormers,

Liz Jansan: " Tha numbsar ona thing sales
paople can do s fisten, Ask questicos o the
wesman, not the man who's there wdth her, o
trying o anewear fior hes but sincarsly takie an
interest in her, har ridemg style, expenance and
shills, and than =&l her the approodate Gike.”

Ruth Richter Stever: *Mever pre-judge
arpome an how they e going Lo spesnd thel
Inarigy "

Wa all sy i I.:l.n.'lg more female
salespeople B opour dealershipowill belp
tremencously in boosting wour sales oo
wemen "



men, |'balieve, Woman come o matercyclng with a healthy experts from the nding community to facilitabe tham, ™ Having
lave! of faar that needs to ba workad :hn'_.:.:gh a5 oart of their rcmalt on oo staff goes a Icnq wiavs. towward hr:-lruing WAL,
decision-rmaking process. Talking {gel comioriable, and morne
to anather warman who hamdles a
SO0 te B0 0-pouinel maching will
oo @ bong ways towaarcd "rl.'uk:.'.':|

mpariantly, '-|.-||'.ﬂ.' them anysion
themzalves becoming padt of the
trie of riders

veaimean feal mone comfortable
Share the Yision

‘What 've laafned spaaking at
dealerships across the countny s
that it & man talls awnman that

and smvisicang Lhemsehes nding
o, says Genevieds Schmitt,
faunder pnd editor-at-large of
WinmanRidersMow.cnm

shecan do something, there
Relationship Building
Busildeng a mlationshipstarts
with the daalership showing

a.genuine Aberest in women

will ahways rerain g seed of
coubt. ¥el whan a waman 5ees
or haars ancther worran tall her
exparienca, sharing her story and
nesr ity it ignioes the spark of
ahoweroom. & genuins grastng “gee, maybe | can do that too”

o e L “Developing a trusting

doors o thie first step Mot

rlders whanevar (hey'rein the

Thiis i ""h'l" hg'.u:"“.j wieen who
ara-raal ricdkess on vour sales stal
% 50 impartant; that worman-Lo-

wirman interaction helps wamen

making axtimptions abaut

relationship is more

whathe: & wornan ricdes o

not of whether sha.is a ndar I.mp ﬂﬁant fhﬂn Eimpl}" connact to your deslership

O passennar is thag serond “Waoman beeng a lot to the

stiep. fts human naturn 1o du.tlnrr.hlp SAre thare woman

stating the facts. For

maks judgments, and the mod emplopess ai the dealarship?™

surcessiul salespeople suspend women, thE' TE'.IE t]. ﬂnEh IJJ aaks Pam Kermesch, senior
those generalizations and director of integrated marketing

assumptions and activaly listen ancd cestomar aspariancn at

to what their cusbames is saying. 'is 50 Etrﬂn g' wnmen
"Relstionship 4 so strong want tn trust }’E‘H ﬂrsf' “Because part of it = [ you

tar wmean. | think with that, walk inta a dealership and thesa
wiomesn want to mast thie team are oo wormen, that's mora

indian Mogoreycle and Slingshar

then know the facts."

Wicenan want to kEnow avery mtimadating than fthore am
parson she'll be dealing with i Ea ]._1 Wﬂrth men el wiomen there, YWith
a3 the malationship buids Her wiormen thene it makes women

think 'this i & place tor me.""
LM IMmagas ol woman in WOHE T

end is nat today, Herand is
farevar ahaad, and sha wants
marketing materialsand pou
anling gresencs, viceos, eIc. s
ancther powsariul way to shars
the vision of warmen riding and

to know the team she's going
o b dealing with throughaut
hier Harlay-Diavidson ife,” say
Worth, Greg new riders a clear
vislomn of the entine exparience will help bring new nders inta
wour store.

“Pacple bacorme inspired

whan they visualize themsahaes

of being a motareycle nder [mom
puanChassa O powanng down
tha road and it wall help cament
thim el

It'% impedtant to buibd the
relationiship from the waey
I:.-e:-g:nn:ng "It dioesn't giart with
a sparcific ewant, Waomen-only

doing something that moves
thern |7 some way, If thay
visuglize themselves riding a
matarcycle — looking like a ndear,
I'nnl.*'--.] the sxcitament and

eymis are groat for assembling connecting with othes ricizrs then

wiinian diders and peoviding : . t's Hurfian nature to wist 1o be
netwarking apporiunites,” says Liz Jersen, adthar of Wamen, lke that persan and get nvolved — thair inner voice miay say,
Miatorycles and the Foad te Empowsrmant “It's 0K to stath ‘weonw, | want to dio that,"" says Shelly Rossmeyer Pepe. genarzl
vty male amployess, but alse engage qualined women manager o1 Bruce Bossmeyer's Harley-Davidsan
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No fudgment Zane
& couple ot years ago: Ruth: Richter Staver had a female
cusiormer corme in 1o West Valley Lpcle and buy & motarcycle.
The wiosman left the parking lot and rede aut on e 17,000
mile joumey. Her customer rode to the North Pole, and in the
proecass 2at a world record for a first-time rl'lr.1-.'-r':,--'|r e, H
Richter - Stever had pre-udged wiiat was possibie for hor naw
custorner, nat only would she have russed aut an a-sale; but
mre -":lrJUrinl'-l|'f she wWadld fave missed GUl Ory an opportunily
to-craate a liletime ricker

“The biggest thing is to focus on women as peophe and
gu riders and get 1o knesw what they're laoking for,” says
Fermisch. " Cine thing | love about women & that they'll bnng
other worpen akong for the ride,” Because women arg natura
community buikders, whan treated right as customars thay
brirg and refier ther friends, their colleagues and everyone
alga fhey connsctwith theough wour deors: Thes 12 2 golden
Opportunity o morease a dealershio's oustomar base in an easy
e oroanic way

“We are all in this togethor in ferms ot .'-':nlrmn'.lh- inr:,- ot

grerang the sriedirig
wita = B part of mictoroyele rding,” continwees Kermisch, “That's

tha QEMs, the dealars, the attermarkeat spppliars, the rdars

Inctustey and making sure Pt wene e

growps and all the groups that support the oo, You can't di i
it perople aren't in aciess the ooard, and so my challenges s what
dre wer chaling as ain industry o ensurs that we are soeleoming n

all differant types of riders?” |
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Twice Honored

Ganavieve Schmitt recently joined an alite group of
famale matoscyelsty, those who belang 1o the bao
time Hall of Fame club. One of the sarty plonesrs of
tha motoroycls industry, Schmitt was inducted into the
Las Vegas Motorcycle Hall of Fame tast manth and
inte the Sturgls Hall of Fame b 2000 In 1998, Schmit
grarted farusing her (oumakzm efcrs on female
nders and later foundead YWomenRidersMow.com, an
anling magazing which i read by mare than ¥ 50,000
umigque vigitor a morth, The rasch of the wabsite stands
as & teatament B0 the svergrowing community of
wamen fders and thelr paasics-for the dpart. "If pau
[FUTFRE FOUE Darssenn; YOu Can bacome a leadar in tha

miotorcyche industry and o your persevarn, you can maka
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