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In the powersports industry, the trade appraisal process works 2 little difierendly than it does with the automotive world. Sure,
you still have to ook at the wnit in berms of its ape and condition, as well as other refated faciors, but there's more fo it than
that. The entire trade cycle is different, for starbers, 0 you have to factor in difierent variables. In this book, we'll help you to
befter understand how things can work for your powersparts dealerships so that you can maximize your profits and your trade
inventory to stay ahead of the competition,

Some dealerships focus on the new game, and that's a greal part of your business strategy, but it's ong that you need to comple-
ment with a solid used game. Not only is it going to diversify your potential customer base, but its going to give you more
control gver your profits. Who doesn wani fhat?

Keep reading to learn the hasics of trade appraisals for powersports, how they difier from vehicle frades, and how you can take
advantage of inside market pricing insights to capitalize on your frade process and used invenbory

Trade Appraisals 101

Why isn't there more information out there about the trade appraisal process and its rolg in powersports dealerships? For
starters, the fact of the matter is that thene arent often a lot of powersports trades made. Aside from the otnvious high-gnd
boys like motoreycles, a ot of powersports units get used and end up with litthe to no frade value left. This leff dealers hurting
for inventory and caused them bo seek out other ways fo supplement iheir new unit sales

Some staried getting creative, offering ingentives fo those who would bring in trades. This could be as simple as letting
peaple know that the dealer takes trades in the first place (not as obvious as you'd think) or a5 defailed as offering an
additional premium on the trade value or some other type of bonws for those who will trade. This is still a popular practice
and one that keeps many dealers in a place where their used game is doing okay.



Yours needs o De betier than okay.

Make sre that when you're valuing your trades and even considering doing an appraisal, that you're creating the opporu-
nity for your dealership to make a profit and still gat its hands in on the compatitive and elusive usad market. You could
affer people an onling trade-in teol, although this is somathing that you have to do with caution because the caloulators
don't always have the right variables

When you take a trade, you'll n@ed fo ensure that It something that you don't have in your invertory or something that
won't sit ungold in your irventory. You have to compare what people are offering to what your dealership needs. Despita the
Righ derrand for used and trades, that doesn’t mean that anything is fair game. you still need to be discredionary in the unils
that you fake on frade

How Powersports Trades are Different than Vehicles

Vehicles, typically, ane 2 necessary purchase. The aulomotive industry does have some pleasure profits, but it's largely a
necessity-driven industry. Powersports, an the other hand, 1S all about fun. People will go further and do more o get their
Fands on a new toy than they would a new car or truck, It sounds ridiculous, but its the reality of the market. That's the bigpest
difference in the powarspors indusiny-- the trade cyele drops from the typical 3-5 year buying cycle fo abow 2 years

Two years.

It's an impressive improvement comgaratively, but it isn't without i1s problermns, Because of the high price of many toys,
financing is often extended for up to five years, If they're trading after two, the math doesn't add up, Megative equity is the
higgest isswe in the powersparts trade market—so much so that companies are warking tirelessly to come wp with ways to
improve the trade cycle or the overall financing process to help alleviate this serious pain,

Powersports units typically also have much more customization to consider. While this can make them desirable from a
standpoint of baing unigue, it will also make them difficult to sell until you find the exact perfect buyer.



Want versus need is a sarious faclor here, foo. Just a5 we mentioned above, the automotive industry is largely driven by
necessity. The powersparts industry is all about fun. Tharelons, the value of trades may be calculabed differently in some aspacts.

The Value of Specialized Trade Teams

(ne of the mast valugble ways to imorave your day-to-day operations is to invest in a team that can focus exclusively on
frade appraisals and improving the used game for your dealership. Bear in mind that, depending on the size of your
dealership, this “tearm” might only hawe bao or three people on i, but you need dedicated resources. Not only that, but you
also need more than one person on the job. Think about what happens when your efiorts 00 pay off and your trades pick
up. That one persaon will be underwater in no time at all.

What you can do is to take the time to train a few peaple on the frade appraisal process and provide them with the resources
o stay updated on the trade industry in powersports. You can give them the tools to handle all of the trades from the time of
contact through the end of the transaction, and never have to worry about passing people off to two or three diffenent
contacts in the journey. Plus, these peagle will be able to help come up with creative stralegies for your trade appraisals
and your used inventory sales as they work through the process daily.

The best way to imprave your dealership right now is 1o gel on board with trades and put 2 little focus on your esed game.
Mot only is it where ather dealerships are putting their time and efforts, but it's going to give you @ way Lo improve your own
profits that affers 20 much more contral than new sales. We'll get inta that kater. Mexd, we're gaing to discuss market pricing
and haw you can take your deslérship to the next level with compeatitive pricing.
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Oince you've got the trades, the next impartant step is pricing them right, It does you no gaod to have a full inventory of used
vehicles anly to have them over- or underpriced, Overpriced is obvious—people are going to see that they'ne paying too

much and hold you accountable for if. They'll expect bether deals or assume that they can haggle more Decawse your pricing
izn'T as compeditive,

Of course, since the used market is 5o fouch-and-go, it can be a litte more challenging to figure out where you are going to
0o from here. Fead on ta lsarn more about how to keep up with the competition and make sure that your pricing is for your
benefit as much as your buyers',

Keeping Up with Current Market Trends

The current market trends are the basis of all of your used pricing and trade values. You can't just go out and start doing
whatever you wani in terms of adding fo your used inventory, You have to follow suit, and that includes taking the time fo
understand and emplay current pricing that is competitive and still profitable, Some things to consider include:

',:-"L v Which units are most gesirable right now? Keep a list of the fop units or brands thal people are asking for or that
will gamer vou the bipoest profit potertial so that vou can always spof 2 good trade when you find one,

',:-"} > What are others doing? Between the evolution of the used market and ihe current state of the powersports industry
vau aren't poing bo beal the competition unless you take the fime to find out what thew're Soing and do it befter,

',:-"L > Lonk at the season and how the market may be affected by seasonal pricing. For example, if you're taking on a
bumch of trades in January designed for warm weather, they might sit for 2 few months before ihey sell, Therefore
you might have to ofer a smaller frade or fake a bigger hit by leffing inventory sit



LUkimately, it's about keeping up on the industry news and market pricing trends, which can change quite abruptly based on
rarket shilts. Fortunataly, a little edwcation and the right resources can (o a long way. Plus, there are SKme ways you can
save yoursell some mangy along the way.

Where to Save

Slart by knowing the market. Onos you do that, you'll be in a much betier place 1o find your own prafit pockets, as we like 1o
call them. Look to the trades you're being ofersd—check the fair market value and assess the condition, sure. However,
don’t slop there. Make sure thal you consider all of the factors, including how long it will take you o teem the unit over in
your used departreant. I1il's going 1o take longes than its worlh, by to give less for the trade or skip it entirely.

Another way that you can save yoursall 2 lot of money on taking trades is 1o stop olfering lop dollar for those unique,
ang-of-a-kind wnits. Sure, the powerspons audience loves custom toys, but they kove (oys customized 1o their needs and
desires. [l you are 1zking on unils thal were customized lor someane elss, xpect 10 st on them until the exact right buyer
comes along. Or, betler yel, stick 1o mare common units that will be easy 10 sell throwgh with betler profit patential.

Ising an inventory management platform thal is integrated with your CRM and other soltware plathormns will also help
you save. You'll be able 1o quickly verify what kind of units you already have so thal you donl averbuy or take oo big of a
hit. Plus, you'll be able to pull up quick reports of what's bagn selling and how well 5o thal you have a better idea of which
units to fmcus on. Whether its an ATV, matorcycle, or anather powersports unit, managing what you have is part of the secret
to increasing your prodits with your trades.

Staying Competitive in a Highly Competitive Market

Comgpetitive pricing doesn't slop al your new units—in fact, comgetitive pricing for your used Inventory might be more
profitable for your dealership averall. O, you'll &t least have more contral to make it that way if you want. We'll gat more into
the topic of controlling your entire trade process in the next chapter, but for now, you need o know that its an integral par of

staying compelitive in today's (asl-paced powerspors markel

When you can ke contral of your used invantary, you'ré not just giving yoursell maore profil potential and a betler trade
process. You're stepping up and holding the competition to a higher standard because they will ba expected to follow suil.
You'll also avaid the blunders of overpricing a unit that 15 selling lower elsewheare or double-|isting an ilam that could cost
you valuable profits or ewan reputation points.
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Capitalize on your Al solutions and incorporate what you can 1o streamling and automate trades and used inventory manage-
rmenl, bul also make sure that you've pot a well-trained team of people who are capable of taking carg of the deparimend.
Most of the time, it's &5 simple as just making everyone aware and then making a plan.






One area that will integrate seamiessly, and necessarily, is your inventory management platform. When you start putting your
frade cycle through the Al process, you'll find that it is best to choose trade fools and soffwane solutions that inbegrats well and
make improvements o your existing inventory management sclutions. That way, you can have customized condrol of your frade
cycle, used inventary, and more,

Digital solutions are changing the way that your powerspors dealership does business on a daily basis. It was only a matter
of fime before your used inventory came info guestion, I you're like many dealers, you've already pol the tools set up and in
placs. You just might not be capitalizing on them quite yet. Forunately, from better inventory management to more confrol aver
your frade-in business, there are plenty of benefits to ulilizing the automation fools and platforms thal your dealership relies
on to also manape and assist with your trade appraisals and fair market pricing.

M streamlings rauting tzsks, ensures that you get defailed analyvtics repors, and helps vou know exacthy what is going on at
any given time. It can also give you a chance fo streamling your departments by connecling everyone with the tools and
resources that you are using. For your wsed team, this kKind of connection can be invaluable,

Total Trade Control

The graal thing about taking control of your frade apgeaisals and integrating ihe frade process with vour marketing auloma-
fion platform and other Al tools is that vou are taking eontral of every dollar. Linlike new sales, wherg you have limited
profit marging based on MSRF and wholesale pricing, among other factors, used powersports sales allow you to control
almost every aspect of their purchase and sale.

You conirol whal you lake in—delermining its value, satling a salesfloar price, picking and choosing how you'll handle
negative equity and other frade issues, and every olher aspect, You are controlling how everything is priced, how much
profit wou make, and how quickly you can cycle your used invenfory.



That means you can increase your profit marging AND sfill give your customers some of the best deals in the marketplace.
If you brezk down the trade process o its most basic farm, you'll easily seg the conirol that you have:

+ Trace valuation and appraisal

Trace selection (will you take the trade?)
Marked pricing

Irventory

Financing (what vou offer and ho

With new units, you're s limited on all aspects beyond basic inverdory contral and running occasional specials that i is
refreshing to see just how much you can kesp tabs on your used inventary and imgrove your trade process, as well.

Digital Trade-In Tools: What You Need to Know

Digital trade fools hawe been around for aufos for several years, People like getiing infarmation ahead of time, and often that
trade calcwlator might be what pushes someone to move forward with a trade-in or @ new purchase. In the powersports indus-
try, valuing trages requires & iew mone crifgria and a bof of potendial options, so ihese fools were & litle bit more difficult o
create af first.

Fortunately, the market has come a long way and there are now several fools out these that you can integrate on your website
(if you haven't already) to allow your customers to get an estimate of their trade before they even contact you, This nat only
increases the chances that you will get the trade, but it increases their brand confidence and improves the odds that they'll
became a customer for |ife.

Jusi rememiber o choose toolks that provide realistic values. I yau are gaing to wse these, consider customizing them specifi-
cally or having one built for you. The last thing that you want fo do is assist people with their trades and then give them bad
iniormation. That could cost you a small iortune, or at the very least, eat into your profits sipnificantly,
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Full-Circle Inventory Management

When you create & trade procass and used inventory salution that improves your frades, you're giving your busingss a
chance 1o compete with a papular trend in the market. Howeves, when you incarporate that well-designed trade process and
ils toals with the rest of your aulomated solutions, it offers a full-circle reach right back 1o your inventory management tool,
which is probably one of the most useful pieses of Al that vour dealership has.

With a solid trade appraisal solution integrated into your dealership, you are going 1o be in otal contral of your used
imventory fram start to finish. Incomparating the vanous Al platiorms allows you to infegrale with other systems and provide
a mone seamiess experience for your staff & much as your customers. Like everything with your software solutions, this is
just the next step in the journey to complete the perfiect circle of marketing success lor your powersparts dezlership.

Conclusion

Mow that you understand a little more about trade appraisals and marked pricing, as well as how they can improve or impact
your dealership, you will be able to pat your own process in place bo help your dealership. Remember that its all about making
what wou want of it becausa this is the one place where you truly have iotal confrol. As mentioned above, we're all ahout
coming up with efficient software solutions to help your dealership, and that includes trades and the entire used depatment.

Althaugh this is a very different process and industry than what vou see in the automative world, it's still one that has plenty
ol potential if you know how to use it well. Alter reading this guide, you should have all of the insights and resources that
you need 1o get started on rebuilding your trade process and improving your used game overall. It's about knowing the
markel and capitalizing on technology, just like most of the areas of your dealership when it comes to sales and marketing.
Haowever, it's also about knowing what bo Lzke, when 1o take if, and how 1o stay competitive in this unique secior of the
powersports industry.
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