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INTRODUCTION

Let me talk to you like a human for a second.

Selling motorcycles isn’t hard.

Selling motorcycles without a system is exhausting.

If you've ever ended a long day wondering how your team
talked to plenty of people, the phones rang, leads came in—
and nothing moved—you’re not broken. Your team isn’t lazy.

And the market didn’t suddenly fall apart.

What’s missing is control.

Most dealer principals and GMs are stuck between two
worlds that never talk to each other. Marketing lives on one
side. Sales lives on the other. Vendors sell you ads.
Salespeople “work the floor.” And when the numbers miss,
everyone points somewhere else.

That disconnect is where profit disappears.

Here’s the truth most dealerships miss:

A dominant dealership doesn’t just have marketing that
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works. It has an engineered sales process designed to

work with that marketing.

Marketing sets expectations. Sales either fulfills them—or

breaks trust.

When your ads promise “easy, transparent, no games,” but
the showroom feels slow, uncertain, or different with every

salesperson, customers don’t complain. They leave.

An engineered sales process fixes that. It gives your team
confidence on their worst days, gives managers predictability
instead of excuses, and finally makes your marketing pay
off.

I've watched average salespeople become consistent
closers simply by changing how conversations start and
what happens next. Same leads. Same inventory. Same

economy. Different results.

This book isn’t about hype or clever scripts. It's about

control—of the conversation, the pace, and the next step.
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You don’t need louder ads.
You don’t need slicker salespeople.
You need a system that works when your brain is tired and

the floor is quiet.

Use this book like a tool. Test one idea today. Apply it on the

floor. Then do it again tomorrow.

Because the best dealerships aren’t lucky.

They’re intentional by design.
Flip the page.

Let’s build a dealership that dominates.

— Tommy
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How to Get Your Marketing to
Work: It’s The Difference Between
Busy Dealers and Profitable
Dealers

Most motorcycle dealers think advertising is broken.

It's not.

What'’s broken is the belief that advertising works by itself.
That belief is the single biggest reason dealerships burn
through tens—sometimes hundreds—of thousands of dollars

every year and can’t tell you what it actually produced.

The Dominant Dealership does not advertise.

It engineers sales.
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And that difference changes everything.

Before we go any further, understand this rule:

If the sales process doesn’t exist before the ad runs,
the ad never had a chance.

Most dealers do this backward.

They launch ads first.
Then wait.
Then react.

Then blame.

Dominant dealerships design the outcome before the first

dollar is spent.

Advertising is not the start of the sale.

It's simply one gear in a machine that already exists.

What “Engineered Sales” Actually Means

Engineered sales is not a tactic.
It's a philosophy.

It means:
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o Marketing and sales are one system
o Ads don’t generate curiosity—they trigger action
e The phone script is part of the ad
e The follow-up is decided in advance
e The dealership pulls revenue forward instead of
waiting for buyers to “be ready”
Nothing is accidental.
Nothing is improvised.

Nothing is free.

This is where most dealerships fail—and why they never get

consistent results.
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The Water Heater Lesson Dealers Never Learned
Years ago, appliance stores advertised water heaters in

Sunday newspapers.

Not because water heaters were exciting.

Not because buyers were shopping.

They were targeting sleeping buyers.

People didn’t need a water heater... yet.

But when it failed, they already knew who to call.
The sale wasn’t made that day.

It was engineered weeks, months, even years earlier.
Dealers have to stop thinking this way.
They wait for shoppers to self-identify, self-educate, and self-

motivate—then wonder why price becomes the only

conversation left.
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Comparison Dealers Need

Personal injury attorneys.

Same people.
Same income levels.

Same human beings who walk into your showroom.

Yet attorneys dominate advertising while dealers complain

about lead quality.

Why?

Because attorneys refuse to work for free.
They don’t educate endlessly.

They don’t give tours.

They don’t quote prices to unqualified prospects.

INJURED? 38°
s CALLNOW!Y . // g

QO 555-555-5555
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They run an ad that says:

“Here’s the problem.

“Are you hurt, broke, and deserve compensation?”

Here'’s the next step.

“Call this number right now.”

Then they execute—immediately.

The script is ready.

The intake process is ready.

The calendar is ready.

Thanks for calling TNT law offices. This is Sherry. | can
help you.

What's your name?

How do you spell your last name?

What is your cell number?

Do you have medical documents?

Have you spoken with any other law firms? If | could get
you in later today or in the morning, would you be able
to make it?

Can you be here at 2:15 or 4:30?

I'll send a confirmation text with the 4:30 time and our
address.
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Did you get my text?

Is there any reason you won't be able to make it?

Make sure you bring all of the documents you have and
we'll see you at 4:30.

They don’t wait to figure it out after the phone rings.

If the receptionist fails to answer the call according to how

the script reads? They can’t work there.
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https://sellingmotorcyclesonline.com/

The Hidden Cost of How Dealerships Sell
Dealerships do more pro-bono work than nonprofit

organizations.

Free therapy.
Free consulting.
Free explanations.
Free quotes.

Free time.

Why Advertising “Doesn’t Work” for most Dealers
Dealers don'’t lack:

o Leads

o Platforms

o Traffic

They lack architecture.

They run ads disconnected from:

e Phone scripts
e« Showroom process
e Follow-up systems

e Payment conversations

11
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This is why advertising feels expensive, unpredictable, and

frustrating.

It was never engineered to convert into a sale.

The Framework
Every dominant dealership operates on the same
foundation:
1. Engineer the sale first
Design the conversation path
Standardize how offers are presented

Control how buyers evaluate decisions

o >N

Measure behavior, not opinions

When this exists, advertising becomes predictable instead of

mysterious.

Tools that support this—menus, calculators, visual deal
builders, structured payment conversations—aren’t “add-

ons.

They’re control systems.

12
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They remove friction.
They compress time.

They eliminate guesswork.

They don’t sell motorcycles.

They make selling motorcycles unavoidable.

This book is not about:
o Better ads
e New platforms
e Vendor hacks
It's about building a dealership that pulls sales forward

on purpose.

One where:
o Ads start conversations
o Salespeople stop winging it
o Buyers feel guided instead of on their own

« And money changes hands with clarity

Once you understand engineered sales, you’ll realize

something uncomfortable:

WWW.TOMMYADY.COM
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Most dealerships were never losing because of the market.

They were losing because they never built the machine.

A Dominant Dealership doesn’t wait for customers to decide.
It decides first—then engineers everything to make that

decision easy.

Deals are typically lost because nothing intelligent

happens after the lead shows up.

14
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Create Ads That Get Calls, Clicks,
or Traffic

First, decide what you want your ad to accomplish. Do you

want calls, clicks or walk-in traffic?

Let’'s assume you want calls with this example:

Nothing matters more than the first few words of your
ad.

You could have taken the greatest photo of a motorcycle in
history but if it doesn’t immediately grab someone’s
attention, they’ve moved on to the next dealer.

The hook for this ad is ‘Get a Free Toolbox’.

More info on creating killer hooks to come!

15
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The Call to Action (CTA) is ‘call the number to check

inventory.

GET A FREE
TOOLBOX*

Call 888-555-1212 to
check availability
Limited to first 15!

10 DIFFERENT WAYS

T0 GET A MOTORCYCLE

IN'10 MINUTES

L—

Here’s a version to get clicks on a website.

GET A FREE
TOOLBON*

Get an official coupon
for your toolbox at
www.ireetoolbox.com

Limited to first 15!
10 DIFFERENT WAYS

T0 GET A MOTORCYCLE

IN10 MINUTES,

16
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Your Ad Success Hinges on Your
Sales Team—Not the Ad

Advertising doesn’t fail because Facebook or Google are

expensive.

It fails because your sales team has no idea how the ad is

supposed to be sold.

If you have salespeople that can’t follow a simple, repeatable

script that delivers on that promise, the ad is dead on arrival.

It's whether your sales team understands exactly what to say

next when a buyer responds.

17
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Lower your expectations or do some real training

Unfortunately, many dealers have sky-high expectations and
a near-zero training plan—and that contradiction is quietly

killing sales.

They want salespeople who can handle objections, set
appointments, close deals, protect gross, and deliver a great
customer experience... yet most sales teams are handed a
name badge, a desk with a computer and a forgotten

password, and a “good luck.”

Training, if it exists at all, is usually self-directed. “Watch
some videos.” “Shadow the top guy.” “Figure it out.”
Then leadership acts shocked when results are inconsistent.

That’s not high standards—that’s wishful thinking.

Even worse, many dealers confuse product knowledge with
sales training. Knowing engine specs, trim levels, or color
options doesn’t teach someone how to control a
conversation, build value, set appointments, or close with

confidence.

Product knowledge tells you what you're selling. Sales
training teaches you how to sell it—especially under
pressure, over the phone, and when the customer is

18
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skeptical or distracted. Expecting performance without
providing a process isn’'t leadership. It's negligence dressed
up as optimism. If dealers want elite results, they need to
stop assuming sales skills magically appear and start
installing them—on purpose, with structure, and with
repetition.

Why the Best Salespeople Feel Calm

Watch the top closer on any floor.

They’re not sprinting.

They’re not loud.

They’re not panicking.

They’re calm.

That calm isn’t personality.
It's certainty.

Calm Comes From Knowing What Happens Next
The best salespeople aren’t guessing.
They know:

e How conversations start
e How they progress
e How they end

When you trust the process, your tone changes automatically.

Buyers feel it.

19
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Most dealerships that have regular LIVE group sales
training hold classes on Tuesday mornings.

Things to bring to the training:

1) Copy of the ad for each person attending
2) Phone script
3) Email template

It's pretty simple. This is where you announce the upcoming

ad/s that are being released along with the dates.

Inform everyone where the ads are running and begin the

roleplay.

Start with a practice call and have the top salesperson be

the first to show off their skills.

Caller: Hey, I'm calling about those bikes you've got with a
free toolbox. Do you have that offer on the RS660 or just the

Tuono?

Salesperson: (after getting a name & number) The toolbox
is just for the Tuono, but | could always see if | could hook

you up with a toolbox. Have you been in before? Have you
ridden the RS660? What do you ride now? How do you like

that? How soon could you be here? Now or later today?........

20
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That script is going to prepare everyone for what is probably
going to be happening. Someone is going to call that wants

the toolbox but they want it with another model.

Buyers don’t decide to buy based on price first.

They decide based on confidence and professionalism.
In the first few minutes, they’re asking themselves:

e Does this person know what they’re doing?
e« Am | going to get jerked around?

o Is this going to be easy or a nightmare?

You can answer all three without ever mentioning a number.

21
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Speed Matters — But Fix Your
Email

You've been told this your whole career. Or you've been telling
others this your whole career:

“‘Respond faster.”

And yes — speed matters.
But speed without structure is just panic with a timestamp.

Check Yourself First

1) Go to your own website.
2) Fill out the “Get a Quote” form.
3) Use a real email.

4) Use a real phone number.
Then wait.
For most dealerships, here’s what happens:

Nothing.
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Or worse... this email shows up:

“Thank you for contacting us. Someone will contact you
shortly.”

That's not an email.
That’s a shrug.
It doesn’t tell the customer:

e Who you are
e What happens next
e Why they should care

o Or whether a real human even exists
And here’s the scary part:

That email often comes from a franchised dealership who
believes they’re doing everything right.

23
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EMAILS THAT GENERATE SALES

] suBJECT: Catch their
attention by standing out
FIRST SENTENCE: Be
personaable with "Hey" ""‘ nl Tt (AME) You niormat
and their first name., e

3INSTRUCT: Put them at
ease by Introducing 0 Al potting your Information read
\’ ot 80 1t taNrt 8 B 10r@er than exDected, Ca

yourself and ask them to ond
contact you m

4TELL THEM WHAT YOUR _— o
DOING AND PREPARING o el o e
TO GIVE THEM: Lot them o= s # that yau get set up wih al ,,,_' Nt

know you're going to reach hagpenng !
out and ask some y . ‘ ,
questions { abok 1t avervthine th owerports relstd ¢

SREASSURE: Keep them /

from leaving your website DOt wilr 1o winlt 4 I17 Juest call O 1t frm at B¢
by asking them to see
other happy customers

(HHANDLE THEIR URGENCY:
Let them know that they
don't have to walt on you
Just call your personal ToKt e o
numbaer, ORI ook i KR et SRS st IV i

“JRESELLWITH A P.S.: Offer e 111 fe51 4 pecple
A prize for taking action haweto|

The fastest way to close a sale is with the first email you
send. (Whatever you do, don’t send an email that an English

teacher would be proud of!)

Your first email sent is the one that gets all your future
emails opened and stops the reader from clicking,
‘UNSUBSCRIBFE’.
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Your biggest challenge now is getting your email opened.

This part requires a strategy and part of it is a subject line.

Use this subject line structure if you don’t want to get

ghosted.

Sending The One
Picture this... first Emall at Doesn't
is your email GBt GhUStEd
address with your
name. Then a @
subject line that

screams... SEXY AND INTERESTING! Now that it's

opened, they’re looking for some good stuff as they hurriedly

read it line by line.

Did it work?

Will your email address stand out from the crowd as it
sits in the inbox?

Are you using a generic @gmail or @hotmail account that
says, “l don’t have an extra $10 a month to invest in my

own professional email address?”

What about the subject line.

25
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Using the right email address and having an eye-opening

subject-line can skyrocket your open rates.

SUBJECT LINE:
“Your Quote Is Ready, Call me at 555-1212”

This subject line accomplishes 2 things at the same time. It
acknowledges what they just did by saying, “the information

you just asked for is ready.” It also tells them to call.

Some of the people that get this email will pick up the phone

and call.

Marketing Sets Expectations — Silence Breaks Trust

When someone submits an online form, they’re not

browsing.

They’ve raised their hand.

26
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THE ONLY BULLETPROOF
5-STEP LEAD CONVERSION
STRATEGY IN THE WORLD

We've analyzed over 1 million internet leads and seen
more than 300,000 of them turn into sold motorcycles. We've
done the heavy lifting, generating over $3.2 billion in sales

for our dealer clients. Now, I’'m handing you the blueprint.

This guide is the result of years of research, trial, and real-
world results. It's designed to help you convert those internet
leads into actual sales, without all the fluff. I've put this
together so you can see exactly what works—and then

model it to make your life easier.

Let’s be real: Most people overcomplicate the process of
selling internet leads. They get lost in details like checking
inventory, figuring out prices, or wondering what the

customer might want. That’s a recipe for disaster.

27
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Here’s the truth: Speed is your secret weapon. The faster
you get in front of your lead, the more likely you are to
capture their attention and prevent them from shopping

elsewhere.

You're about to learn that the #1 thing you need to do is find
a process that works and then repeat it every single time. No
time to think about what comes next. No time for research or
pricing prep. While your competition is still figuring out their

next move, you’ll already be talking to your new customer.

By the time anyone else gets through their research phase,
you’ll have already pulled the lead out of the market and into
your dealership. The clock is ticking, and speed is the name

of the game. So, buckle up—let’s dive in.

28
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STEP #1: MOVE FAST & PICK UP
THE PHONE

The Process:
e Outbound Call #1: If the lead provides a phone
number, call it immediately. Don’t waste time.
e If they answer, hit them with this script:
o “Hi, this is [Your Name] with [Your
Dealership]. Is this [Customer’s First
Name]?”
o PAUSE: Let them respond.
o “Great, | got your email. Do you have 2

minutes?”

From there, you’re in. This is your chance to be the
professional they’re looking for. Start asking questions that
matter, build rapport, and when the timing’s right—ask for
the appointment, a deposit, or even the sale.

If there’s no answer, leave a voicemail with this message:
“Hi, this is [Your Name] with [Your Dealership]. | got
your email about the [Brand] you’re asking about. Give
me a call back at [Your Number]. I’'m going to send you a
text and an email shortly. Anyway, call me when you get
this and I’ll help you out.”

29
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STEP #2: SEND THE TEXT

Alright, here’s the deal: after you hang up the phone,

immediately send this text message:

"Hi, this is [Your Name] at [Dealership Name]. | tried calling,

but | missed you. Left a VM. Have you got 2 quick minutes

right now?"

Reps from those big texting

companies will tell you that

. Hi, this is [ Your Name at

nearly 100% of people will {Deslershio Nams),
1 treedd caling, but | miss
see your text messages. ponfmey g ool

gt now?

They’re right. But what they
won't tell you is that texting
has the lowest close rate
because it lacks the one thing
that actually makes sales

happen—personal connection

| send a text as the second
step not to seal the deal but to
get the customer to pick up

the phone and talk to me. People buy because they like the brand,

they like the business, and —most importantly—they like YOU.

Texting? It doesn’t build that connection.
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STEP #3: SEND THE REAL EMAIL

This could be the most important email you ever send. Why?
Because it’s the first impression you make with every

prospect who requests info from you.

Here'’s the thing: Your email has to be sexy. It needs to

grab attention and make sure it gets opened.

Use a subject line that sparks curiosity, like:
e “Have you got room in your garage?”

e  “Your quote is ready, but...”

Once they open it, don’t waste time with fluff like “Thank you for
your interest.” That’s boring and doesn’t make them feel like

you're here to help. Instead, go with something like this:

( Subject: About your motorcycle \

“Hey [Customer’s First Name],

You found something on our website and have questions-~good news, that's
exactly what I'm here for

If you included your number, | already called and left a voicemall. If you
didn't, don't worry=1'll get your questions answered shortly

If you've got 2 quick minutes, give me a call. I'll be calling again in a sec, but
only if | have your number

[Your First Name]
Call me at [Your Number]

KlDr:alcrshnp Name]” /
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STEP #4: SEND ANOTHER TEXT

Text #1 was just to see if they were paying attention.

Of course, if they responded to that, you wouldn’t need to

send this one—but if they haven’t replied yet, this is your

chance to give them a little nudge.

Think of this text as your warning shot—a friendly heads-up

that you're about to reach out again.

"Hey! Just a quick heads-up,
I'm about to call you again.
When my number shows up

as [Your Number], it's me at
[Dealership Name]. Wanted
to give you a heads-up so
you can pick up if you're
free!"

This text is simple, clear,
and friendly. It serves as
both a reminder and a
subtle push to encourage
them to answer when you
call again. By this point,
you're already showing
them that you're on top of it
and ready to help. If they
don’t pick up, you'll at least

have made your presence

known—no one else is moving this fast.

WWW.TOMMYADY.COM
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STEP #5: MAKE CALL #2

By now, you might think I'm a little crazy, but let me tell you
something—this is the exact formula that has helped me and
my dealership clients sell 300,000 motorcycles. And guess
what? When you follow these steps, your closing rates will

go through the roof.

Now, here’s where the magic happens: When they answer
this second time, it’s like you’re an old friend they’ve been

meaning to catch up with. They’ll laugh, and bam—you’re in.

Use the same script you had in Step 2 because, guess
what? It’s still fresh in their mind—and you’re a genius for

not wasting it. You've got this.

It's simple, it’s fast, and it’s effective. No fluff, no hesitation.
By now, you've built rapport, shown persistence, and put

yourself in position to close.

| hope you give this a shot—and | really hope you close
more sales than ever before. Just keep following the process

and watch how it transforms your results.
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Finally...l follow up.

. 48% of salespeople NEVER follow up.
S 25% don’t even make a second contact.

) But 80% of all sales are made between the 5" and the

12t attempts.

So, the big question. Would this work for your dealership?
What would that do for you?

You’ve been with me for 10-20 minutes or so?
If we had more time, then I'd share so much more.

The game has changed, it takes different tools, and different
skills now. But you need to know what to do, and you need

to know what to say.

Thanks again for reading, and | can’t wait to hear your

success story. Tommy Ady

You’'re likely to want more

plans to help with your sales

success and you can find

them by scanning the QR

code.
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ABOUT TOMMY

I've been selling and teaching people how to sell for 30+
years. | started in my parents Chevrolet dealership while |
was still in high school. Before long | was selling
motorcycles, jet skis, side by sides, and even snowmobiles.
We sold enough to become one of the largest in the country
(the vice president of Kawasaki even came to visit our
small eastern Oregon town to find out how we were able

to sell so many Kawasaki’s).

Since then, I've been a franchised car dealer, motorcycle
dealer, retail store owner, gotten my real estate license, and
had multiple ecommerce businesses with one being a used
powersports parts company. | also have a (SaaS) software

company known as MotoMenus.

Until you see who some of my clients are, it might be hard to
believe but my company has been helping all types of
businesses and its salespeople generate over $3.2 Billion in
sales in 2025
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THE NEXT STEP

If you're a manager or dealer principal that wants sales success but you're not
sure where to begin, then then schedule a free 30-minute call.

We have complete systems that converts average sales teams into customer
generating, deal closing machines.

If you're serious about growing your business, this is the beginning.

NOTICE: Prior to scheduling your session you must understand that this is only
for dealer principals and managers who are ready for long term success. This is
NOT a sales call. You will be speaking with a highly experienced dealership
consultant.




