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Motorcycle Business Dealer Financing 101,102,103...

By Staff Report

Punch It Up a Notch By Christian Clayton

Selling Motorcycles Means More Than Taking Cash

This goes out to the guys who have been around forever as well as those who'we just opened a store. I'm
shocked atthe number oftimes | have walked into a motaorcycle shop, seen some killer bhikes on the floar,
and found outthat it's cash anly.

“we don't finance,” e been tald by the owners. They might as well
say, "We don't sell bikes "

' Can wou imadgine if car dealerships anly sold cars and trucks for cash?
Sure, ifyau sell five or six hikes ayear, andywau have a huyer's arder to
dive the customer 5o he can 4o to a bank or credit union and get his
mwin financing, that's fine. But ifyvou adverise that you sell motorcycles,
hutyou don't have a finance system that runs the customer's credit
and submits itto the bank, stop adverdising thatyou sell motoreyeles.
ou don't You display motorcycles.

Cash deals, an average, represent less than 5 percent of all dealer
zales. There are a ton of financial systems out there. Get one, et
trained on it, and watch the people who swant your bikes actually by them.

Moy for the old pros. How many times has this happened to yout? A guy comes in and sees something he
can't live without. You take his credit application, send itin, and find that he has a 540 scare. 5o you send
hirm hiame and wait for the next guy.

| hear this all the time at shows and in dealerships we visit "l had a buyer, bot he had a 00 score. " Well,
scare is important, hut it's only one part of the eguation. It's up to you to look beyond the score. Every buyer
has a story, and you heed to find outwhat that story is, sovou can relay it to the bank.
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Some people are just deadbeats, and you're doing the bank and yourself a dissemvice by signing them up
far their next repo. But what about the guy who has paid his bills his whaole life, had a child get sick, and got
hammered with medical bills that crushed his score? What it he's made arrangements and is paying
those kills off? What if he has a good job, has a good down payment, isn'tthving to finance the warld, and
has made all his house payments, car pavments, and eventhing else ontime, but his scare is low? Do
wou werite him off and move on to the nexd guy? Wrono.

You needto do a credit interview with every custormer. When | see somehody hand a customer a credit
application and say, "Here, fill this out,” want to vank that guy out of the room and do it myself. You need to
sit dowen and fill out the application with the goy. Ask him abiout his credit history, his job, how long he's
heen there, what he does, what happened in his life to get hirm into whatever position he happens to he in.
By the time you're through, vou should know it all. Simply shotgunning him out to 20 banks and not
following Upis a dissenice to him and you.

e sell bikes not justto sell the bike, butto sell the customer a helmet and a jacket and uparades to the
hike. The goal is to make hirm part of vour customer base, part of your family. Ifyou don't sell the bike, you
don't get any ofthe rest. The properway to approach the financing side of the business is to establish a
good relationship with banks, sothey'll be willing to at least listen to your customers' stories. Then, based
on your credit interdew, you need to decide which customers are waorth really going to bat for.

Faorcing every customer down the throats of loan officers only to have them default does vou no good. But if
vou establish a customer base with & bank inwhich you've convinced its loan department to take a few
chances and the customers actually pay, vou've paved the way for that bank to be more open with sour
customers in the future.

Choosesyour hatiles, and be informed. But most important, get invalved in financing. It's good for yvou, and
it's good for your customers. MSR

Christian Clayton is president of Sucker Punch Sally's, Formula Customs, and SPS Beverage. Christian
graduated from Brooks Institute with a3 degree in motion picture and photography. He has over 12 years of
experience running a top-40 Fard dealership and four yvears running Sucker Punch Sally's.
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