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~ PURPOSE

WHY A HOG. PLAYBOOK?

No matter what your relationship is with your local H.Q.G.” Chapter, this playbook was created to help
you evzluzte your current status snd determine your dezlership's opportunities,

As you likely kaow, there are plenty ot H.O.G! resource materials already in existence, but no
centss! playbook to tie all the pieces together. That's what this quide seeks to do. This Playbook wes
designed to provide your store with step-by-step guidance te planning, executing and measuring the
results of your efforts. Ry following the steps provided and docurrenting your actions zlong the wey,
you will quickly discover what works and what doesn't work tor your dealership.

With 30-plus years ot H.C.G. history, this Playbook will a6 provide an overview and directional path
tor all existingH.0.G materials and programs such as the:

¢ H.O0.G. Chapter Charter
® Used Bike H.0.G. Membership Program
* World Ride promotion and participation

THIS PLAYBOOK IS INTENDED TO:

* Align H.O.G. Managers, dealer staff and H.O.G. Chapter

* Provide step-by-step guidance for the H.O.G. Manager and marketing staff

e Provide dealerships and H.0.G. Managers with a uniform communication process
- ® Provide H.O.G. Managers with strategies to better interact with your H.O.G. Chapter

o Demonstrate dealer benefits, from launching a new Chapter to revitalizing
an existing Chapter

e Provide H.0.G. Managers with guidance on estab'ishing, promaoting,
operating, maintaining and growing your Chapter

e Provide suggestions to keep H.O.G. Members engaged
o Help simplify dealer activations and increase participation with your H.O.G. Chapter
* Condense and highlight the primary benefits




HARLEY OWNERS GROUP

e

A BRIEF HISTORY

Shortly sfter the Harley-Davidson Motor Company completed the buy back trom AMF in 1982, the
management team began exploting new ways to deepen the connection between Harley-Davidson
and its customers.

The Harley Owners Group” organization was created at the beginning of 1983, and within two years,
the first H.O.G. Chapters were tormed to not only connect riders to the Motor Company, but zlso
connect therr to dealers at the local level. Today, there are more then 1,400 H.O.G. Chapters and
nearly 2 million members worldwide.

OUR MISSION

H.O.G. Chepters provide opportunities tor Harley-Davidson motorcycle owners to come together
with other like-minded people. H.O.G.s goal in the beginning is the samre 2s it is now — To Ride &
Have Fun. Fverything & Chzpter does should be geared toward that one gozl. While Chapters may
engage in other activities such as tund-raising, its main purpose is to unite members in riding
Harley-Davidson” motoreycles

GROWING HOG.

While HO.G. Chapters have grown significantly since its beginning, much more growth is possible,
Cese studies and pilot research has shown that many deslerships are in need of additional support in
improving and modemizing their local Chapter.




HARLEY OWNERS GROUP

_DID YOU KNOW?

"~ 33% OF NEW H-D' MOTORCYCLE PURCHASES
WORLDWIDE ARE BY H.0.5: MEMBERS.

HO.G. MEMEBER PERFORMANCE
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THE HO.G MANAGER

LEADERSHIP

The role of the H.O.G. Manager is # crucizl one; you sre the tace of the deslership to our very
best custorrers. This relationship should not be taken lightly, and, it handled poorly, it cen
negatively affect the financial well-being of the dealership.

ROLE

Reing the H.O.G.” Manager for the dealership's H.O.G. Chapters) includes responsibility tor mran-
aging all aspects of Chapter operations in accordance with the Charter for H.O.G. Chapters. This
may include, but is not fimited to, facilitating officer selection, events, rides, charity work, as well as
being present at H.O.G. tunctions and meetings. in addition, this person is expected to educate the
dezlership personnel about H.O.G! and its importance to the deslership.

RESPONSIBILITIES

WORK WITH H.O.G." CHAPTER AS THE “DEALERSHIP LIAISON"
* Ensure Chapter is focused on Riding and Having Fun

* Ensure Chapter officers are ambassadors for the dealership and the Chapter goals
are alignec with the dealership’s success.

¢ Attend H.O.G." Officer Meetings and Membership Meetings

* Review event contracts

* Coordinate staff and volunteers for events (if needed)

* Incorporate H.O.G." events and participation into dealership event calendar

* Attend and promote H.Q.G. events

* Provide H.O.G. updates at dealership staff meetings

* Ensure dealership motorcycle sales and delivery process leverage and promote HQ.G’
* Ensure service team promotes H.O.G! Mileage Program

* Ensure new customers ere welcomed into the family and how to best engage
with their HO .G benefits

® Ensure Chepter and deslership processes include a personal invitation for new
customers to join the Chapter

* Educate Chapter Officers on resources avsilable to them on hog.com
including the Chapter Charter, Chapter Handbook, Chapter Officer News,
and Release Forms

* Ensure that Chapter Officers maintain the member list on hog.com
and verify H.O.G” membership
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H.0.6. CHAPTERS

OVERVIEW

A H.Q.G. Chepter provides an opportunity for Harey-Davidson owners to corre together with
other like-minded people and enjoy tiding with triends. The goal of H.O.G. Chapters is to

“RIDE AND HAVE FUN”

Fverything a Chapter does should be geared toward that one goal. While Chapters may, at the
discretion of the sponsoring dezler, engage in other activities such as tund raising, its main purpese
is to unte memrbers in riding Harley-Davidson” matorcycles.

The relationship between 2 Hardey-Davidson sponsoring deslership and & H.O.G. Chapter is zn
exciting partnership that when treated correctly on both sides can lead to infinite possibilities. This
quide will provide you with the information, quidelines and tools to enable the relationship to prosper.

Withouit the sponsoring dealership's approval 2 Chapter cannot exist. Without customers, the
dealership will not exist

The H.O.G.! Chapter is part of the sponscring dealership. Within the guidelines outlined in the
Charter for H.O.G. Chapters tound on H-Dnet com: Department > H.O.G!) the sponsoring dealer
has complete authority over the Chapter, incduding how the Chapter is run, the events the Chapter
participates in, and who is a member and/or officer of the Chepter.

This highly colleborative relationship provides many benefits to the deeslers, Chapters and their
respective members ~ one that never should be taken for granted.

DEALERBENEFITS  CHAPTER MEMBER BENEATS

STRONGER CUSTOMER
e S O IRE BT ALY MORE REASONS TO RIDE

- DEALERSHIP DOOR SWINGS

GLOBAL FAMILY OF H-D* RIDERS

WORD OF MOUTH MARKETING | DEALERSHIP VIP STATUS - FIRST TO KNOW |

‘cusrdile' RIDING MOREMILES | PART OF THE DEALERSHIP “FAMILY"
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H.0.5: CHAPTER REQUIREMENTS

CHARTERING

Chapter affilistion with H.0.G. is based on & co-signed anreement between the Sponsoring NDealer
and Harley-Devidson Motor Company.

INSURANCE

Harley-Davidson provides liability insurance tor H.O.G. Chapters. Coverage limits, requirements and
limitations are listed in section F of the Chapter Handbook. The current policy for non-pre-zpproved
events will rerrain unchanged. Certain events and activities may require additional insurance or may
simply be not covered by the provided insurance. This inform ation can also be found in the Chapter
Handbook. The Chapter Manager should tully understand the insurance details and the process tor
securing additionz| insurance.

MULTI-CHAPTER OPTION AND APPROVAL

Within specific perameters, a dealership mey sponsor more than one H.O.G. Chapter. Te do so
the additional Chapter must be approved by North American Sales District Manager (D.M.), Dealer
Development (D.D.), and H.C.G. The D.M. will work with the individual dealership tc determine if an
additional Chapter is necessary and workable within the Dealer Assigned Territory {D.A.T.). The D.M.
will then mzke a recorrmendation to D.N. and H.O.G:

Additionzl Chapters will only be spproved for opportunities where the geography of the D.A.T
renders it difficult for a sizable group of riders to participste in the dealership’s existing Chapter or
to sponsor 2 displzced Chapter as a result of 2 dealer location closing. In both cases, the additions!
Chapter must operate well within the D.AT. of the sponsoring dezlership.

Starting an additional Chapter is not an option to address issues with group dynarrics or cliques.

A H.0.G. Chapter Manager must be identified within the dealership before an additional Chepter
request will be considered




H.0.6: CHAPTER EVALUATIONS

HEALTH EVALUATION

Before you begin to set goals for your dealership or begin to recruit new members, you must first
evéluate the heakh of your current H.O.G. Chapter to determine your next steps. We created 2
simple 12.question worksheet below. Circle your answer for each question and tally up the points
8t the end. Your total numrber will provide you with direction on the next steps to follow. Pay close
attention to the negative nurrbers under the “cons,” they should be subtracted.

‘PROS : NEVER  50METIMES  ALWAYS ¢
1 HOG’ Members are active withm my store 0 3 5 i
2.H.0G” Members positively engage with mystali. o 3 ] 1
3 H 06" Members act as my dealership ambassador 0 3 5 i
4.H.0G” Members help with dealership events. 0 3 5
5 HOG Members helpwith KOG reoudment 0 3 5
6. My dealership hosts dedicated H.O.G’ events. L) 3 5
SUBTOTAL FOR ROWS 1.6
CONS NEVER  SOMETIMES = ALWAYS |
7. My H 0.6 Members continuously ask for discounts 0 3 5
8. My H.0.G’ Members display a sense of entitlement. 0 3 5
9 MyHO G Chapler has less than 20actve memben 0 3 5
10. Mycurrent H.0G officers are not in line with my dealership's objectives, 0 3 5
11 MyH 06 Chapter has lostfocus an the mainintent to *have fun and nde” Y 3 5 ]
12.MyH.0G? Chapter does not easily welcome new members intothe group. 0 3 5 ]
SUBTOTAL FOR ROWS 7-12 f
GRAND TOTAL
]
PQINTS NEXT STEPS
Less than 15 Do not proceed with Playbook / Cantact your District Manager. l
15-25 Proceed with caution / Build group at steady pace _
More than 25 Proceed to Finandal Evaluation on next page. i
¥ you orcled “always” on any of the questions Fsted under "cons,” be sure to reference the Playbook for specific tips
oned suGQestans 1e Acip with those it ssuns
B b e e T —— 4
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H.0.6; CHAPTER EVALUATIONS

¥ FINANCIAL EVALUATION

Now that you've established your H.O.G. Chapter Health, the next step is to creste important
benchmarks tor your H.C.G. Chapter. This will zllow your dealership, H.O.G” Mznager and marketing
staff see first hand the impact they ere making. Once you have a clear picture of your current status,
you can properly set goals to achieve desired success level,

CURRENT H.O.G* MEMEBERS

Current4 of Local H 0 G* Chapter Memibers
Current #of Acive H 0.G" Chapter Members:

DEALERSHIP'S YEARLY BIKE GOALS

NFW LISED:

T L i T TR T T WO N Y P, el el = e proco e

POTENTIAL ANNUAL DEPARTMENT SALES

&verage GM Purchase §1,127X Local Chapter Memben = §

Average PBA Purchise: $1,308X local Chapter Members = §
Average Service Purchase §1,200 X Local Chapter Members = §
Average Vehide Purchase: §) 028X Local Chapter Members= §

* Toe swtrage H D cwne trades their ke overy S woam vs 2 MO G e rrwha frades ewery 3 8 prars
Trus MUmEer Esents the annues gF ass soes nceease por M0 G oerees besed en m 818,680 e aterorw purcase

TOTAL ANNUAL $



H.0.6. GHAPTER EVALUATIONS

MARKETING EVALUATION

Now that you've seen what potential stles could equate to within each department, next you'll
perform an eveluztion to gauge whet sort of merketing ctivity is present 2t your dezlership.

DO YOU CURRENTLY: HDMDTE H.O.G. MARKETING HESEAEEE'_?'

¥ yes which marketing channek are cumrently being udized and how {requentiy?
[ F-newsletter Hrequency
[ DealerWebsite Frequency
) Social Medi2 Frequency
O InStore Frequerky
[ Pont Advertising freguenty
[ H.0G" Retruitment Events Frequency

T R YT e T e i TR = e TR Wil vk oilirimeprary:
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PHI]MI]TING YOUR DEALERSHIP

PN ———

ANNUAL PLANNING WURKSHEET

Attend H.O.G." Officer Training on / iMare dera’ls on page 13 of this plavkoal.

Obtan new local HO G * Chapter Memben

Retain % of new bihovmersloluaIHOG.' Chapter

IR TE TT THORS . " T T G TITETIAR "

ESTABLISH MONTHLY BUDGETS FOR HO.G?

Janwary § July$

Fetruary § August§ 1
March § September $ i
hpit § October § ’
May § Novernber § i

June$ Detember §

[ Estabbsh aH 0.G* calendar of events (Be sire to coordinste with other dealership events to svoid averlpping ;
[ Host . H.0.G” eventy 2t dealership

O Host HOG? ndes from dealership

] Host $01H 06" recruitment events |
O Host #of members only everts

(] Attend # of offsite bike night events

[ Have 100% of new bike owners fill outa Customer Setisfartion Survey

[J H.0G* ChapterMembers partiipate in #of deder events per year (non H.0,G. refated) g

[ GMDeder Prnapal to attend loca! H.O.G * meetings
0 Bmmgemﬁtnidnmybalmapmmdhuemwﬁapw«t

*Wle recommend you host it legstm HO ..-:' -Pwm: P quatter




PROMOTING YOUR DEALERSHIP

PREPARING YOUR STAFF

Keeping H.C.C! Mznagers and trant line statf up to date onthe latest information and best practices
is irperstive. A well informed, educated tesm is crurial for the success ot any program.

BEST PRACTICES STAFF MEMBER TIPS

O Fnsure sl dealership statt has basic knowledge O TWeat local HC.G) Merbers like valued custorrers
of H.G.G. and its benefits, both in dealership

and nationzlly O like all customers, H.O.G. Members are looking
te purchase merchandise. Chapters and their
[0 Frnsure that Managers, F&l and front fine members comre into deslerships as valued
stetf have & deeper understanding of custemers and expect good service,
H.Q.G! - the evelution ot HO.G" and
the comman misconceptions, I staft should reach out to GM or Dealer Principal
directly it they feel constantly manipuleted by 2
O Create 2 HO.G. welcome kit and have sales member for discounts or better pricing.

statt use it before, during or after the sales
process, Include the HO.G Membership
Guide, 2 letter from your dealer's local Chapter
and a registration torm. Consider enhancing O understand that Chapters want 3 sense ot

the kit by including things like: autonomy, and choose the right level of involvement.

¢ Dealers need to stand strong on policies to
avoid s slippery slope situation

» Flyer of upcoming Jocal H.O.G. evems )
and sctivities

s Copy of your local H.O.G! newsletter

s List of current H.O.G. Officers 0

Acknowledge the leadership and focus on building
8 relationship with that person.

Be conscious of the potentizl competitive nature
The H.O G’ Membership Guide of sore chapter members, and make sure not to
D (in ks of 50 ‘ show favoritism.,
packs of 50) can be ordered
tor FREF through the P&A system

s Fithers it &l memrbers equally, or none at all
with part number 999006-HG. uppo equally eats

» |f any advantages are given {discounts, etc),
one has to be eaelitarian or risk gisturbing

O Have H.0.G. members spesk once & the balance

guarter &t your statt meetings to promote
sllH.O.G. activities.
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PREPARING YOUR STAFF
H0.6: OFFICER TRAINING (HoOT)

H.0.G. Manzgers are encouraged to

attend H.O.G. Officer Training {HOT) at least
every other year. HOT gives Chapter officers and
dealers the opportunity to connect with people
as passionate as they are and gives you the
tools to pass on the passion for the ride through
Chapter leadership, You'll intersct with H.O.G!
experts, other H.O.G." Managers, Harley-Davidson
representatives, dealer staff and fetlow Officers
from around the country. Registration is first come
first served. Register early! The current schedule
can always be found:

H-Dnet.com > Departments > HO.G.

HOT TOOLKIT

It you 2re not sble to attend a HOT session,
find time to review the HOT Training pdf
located on hog.com under

Chapters / Officer Training.

H0.G. MEMBERSHIP GUIBE

Additional copies can be ordered for free, by
using part number, 999006-HG. These guides
provide a great epportunity for your vehicle
sales staff to sell the benefits of H.O.G! as

part of the vehicle sales and delivery process.
An electronic version is zvailable on H-Dnat.com
at: Departments - HO.G! / HO.G,

Membership Information

ING YOUR

HARLEY-DAVIDSON UNIVERSITY" (HDU)

HO.G. OVERVIEW COURSE

This online course provides an overview of H.Q.G!
including its history, the benefits to the customer
and dealership, and practical tools znd resowrces
tor dealership staff,

DEALERSHIP

HDCX-C 107 HO.G. Overview
{Online Course 1510}

You can access HDL Online through your toclbox,
See your h-dnet Security Aderinistrator tor
assistance it the tool is not available.

H.06: CHAPTER CHARTER &
H.06" CHAPTER HANDBOOK

This handbook reintorces that you, the sponsoring
deasler, have the suthorization to operate your
Chapter, utilize H.O.G. trademarks and serves
as an operations quide for H.C.G. Chapters.

The newly updzted Chapter Handbook is to be
used in conjunction with the Chapter Charter,
Based on your feedback, it has been simplified
to tocus on the basics and make H.0.G! appesr
less rule-focused and mrore tocused on riding,
secking adventure and connecting with other
passionate H-I" riders and dealers, Your H.O.G!
Manager and Chapter Officers should review
the Charter and handbook.

The Chapter Charter and Handbook are
available on hog.com for Chapter Officers and
on H-Dnet.com st: Departments / HO.G. /

H O.G. Manager Resources.

This is an excellent source for:

» Chapter Officer News and newsletter articles
* Training information

* HO.G! logos

Chapter Charter

e Chapter Handbook

The H.O.G! Rally Handbo ok is also availsble to
Rally committee members,



"PROMOTING YOUR DEALERSHI
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EXECUTING YOUR PROGRAM

Having the right mix ot "merber only” events and recruitrrent events is key to the growth and
sustainzbility of any Chzpter. This section will help you choose the approprizte on and off-site events.

BUILDING DEALERSHIP LOYALTY

0 Institute & rewards program that zllows members to obtain points tor volunteering at events,
rrentoring new riders, partidpating at H.O.G. tunctions, new merm ber recruitrent, etc.

T

0 Promote new or soonto-be-discontinued products &t Chapter meetings and events.

CREATING A RIDING CULTURE

[0 Being 2 HO.G' member is about being 2 Harley motorcycle rider. Recognize that as a key
elerent in any event that is put on,

O Use "Ride and Have Fun” as the litmus test for H.O.G. events. If &n evemt doesn't include
members getting together, having tun, or going for a rde, then why s it beina done?

RECOGNIZING THEIR EFFORT

O Recognize accomplishments. Give credit to volunteers who helped make an event a success.

O Institute & "recognition” board that tallies member rewards points and recognizes members who
have gone above and beyond.

O Dealership can show their support by matching the dollar amount raised at one of the H.0.G!
Chapter’s tundraising everts.

[} Deslerships could pay for the event tood and supplies tor the H.0.G Chapter to seli at 2 dealer
event to raise money for their local Chapter.

TRULY PARTICIPATE WITH YOUR CHAPTER

Fncourage volunteers/participation in your events,

Involve chapter merrbers with desler events such as Garage Perty, Motorcycie Boot Camp
events and Demo Days

Invite 2 H.O.G” member to the Riding Academy graduation to congratulate new gradusztes and
invite them to an upcorring H.0.G! chapter event.

Have General Manager or Dealer Principal go on rides and attend monthly H.Q.G: meetings,
specizl events and holiday parties.

O O 0O o0

Encourage statt members to join the Chapter and participste in events and rides.
P
© e e ety e LA R e T g M e e
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EXECUTING YOUR PROGRAM

VALUE HOG:

[J Oftfer special event nights exclusive to Chapter Merrbers.

[0 Host preview events that allows H.O.G. members to be the first to view new products, demo
the new motorcycle at model launches.

[0 Engage with your H.O.G. Members by requesting their teedback on new products and gesr
Survey ther to show that you value their opinions and feedback.

INTRODUCING YOUR CHAPTER TO THE NEW RIDER

O Consider instituting a "buddy prograrm " for new members. This would pair up an existing
H.Q.G! Member with a new member and personzlly invite therr to rides 2nd events.

[d Actively encourzge diversity within your H.0.G. Chapter.

O Fncourage new owners to visit www.hog.com to explore the H.C.G. community.

PLANNING THE YEAR AHEAD

[0 Reising money for charity is not 2 primary purpose of Chapters. Recommend no more than two
charity tundraisers per year.
[0 Terget & good mix of events that appeals to multiple sudiences:
* Dealer rides (short and long)
® On.site events
* Off-site events
* H.O.G. Only Workshops and Seminars
s H.O.G. Preview Fvents
* H.O.G! Breaktasts and BRO's
* World Ride
* H.O.G! Recruitrment
+ VIP/Cherity Events/Fundraisers
¢ Motorcycle Boot Camps
« Garage Party”
= Local Bike Night

Reterence the HO.G. Chapter Handbo ok for additional event activations and ideas as well as tips
tor volunteer management, insurance coverzge, event production policy which covers logo use, etc.
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MARKETING TOOLKIT

DME ASSETS

There is 2n entire suite of H.0.G. specific marketing assets available on the DME. Whether you are
plenning & recruitrent event or VIP event for members only, use these assets to help promote the
H.O.G. riding group to your current and future customers. Be sure to utilize the H.O.G. assets that
are included in the quarterly Seasonal Retzil Integration toolkits a5 well.

Nownload DMFE zssets here:

TOOLKITS > CONSUMER EXP. & EVENTS > Assets > Everything H.O.G. Related
Polasw HO G assets trom suppled HOMO 3073 HOGP pbaol -US-SPREADS FOF o DME

GETTING THE WORD OUT

This section outlines the importance ot comrrunicating H.Q.G. activities in the retail environment,
on-line, &t off-site events and through relevant advertising channels. Mzke plens to follow these basic
best practices to achieve the right level for each marketing channel

WEBSITE

0 HO.G! Manzger should ensure that your dealership website have z permegnent 4.0.G! section
visible on it at all times.

[0 HC .G’ Manzger should ensure your desler website clicks through to 2 dedicated lznding page
with more information about your loczl Chapter Make sure you have other relevant information
like: how to join, past H.O.G.” event photos, who to contact tor more information, etc,

0O H.O.G: Managers should work with their marketing stz to creste ads to post to their website's
homepage or work with their marketing staft and website provider on setting up a dedicated
page on their website.

(] Chapter and H.O.G” Manager should work together to incorperate a page on your website that
showeases your H.O.G officers with photos and short bios on each.

O Be sure your Chapter enrollment form and release is easily accessible on your website,

(|

Be sure your Marketing Manager is posting your local H.O.G! events to your desler calendar ot
events and M.D).com events calendar.
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MARKETING TOOLKIT

E-NEWSLETTER

O

o

(W
a
(R

a

O

Ensure that dealers are coordinating with their rarketing staft so that s HO.G. "riding aroup”
or “organizetion” message is being sent out at least once a month.

Make sure you're including z good mix of general H.O.G" events as well as recruitment
specific messaging.

Consider sending out an e-newsletter after each event, highlighting the money that was reised
from a charity fundraiser, photos from the event, photos of your lstest recruits, etc,

Consider segmenting your e-newsletters and sending out a personal messages to recent bike
owners inviting therr to the next M.Q.G." ride.

Send out an e-blast specific to H.O.G’ Members inviting themr to 2 VIP event or private viewing
of new products

Give them an insider look on new technelogies. Provide information relsted to new product, etc,,
viz Chapter newsletter articles to H.O.G. Members only.

i your dealership does not already do 50, be sure to segment your HO.G. Chapter e-newsletter
database list 5o that you can send H.O.G.” Chapter specific messages to members only.




~ MARKETING TOOLKIT

SOCIAL MEDIA

O Fnsure that all new bike owners (New Chapter members) photos are being posted to Facebook and
Twitter. Post HO.G. event photos to Facebook and Twitter so non-members n see 5!l of the fun
events they are missing out on and non-active members will be excited and re-energized to participate.

Post & few photos from each event vs. all photos. Try to show diversity in people and rrotorcycles.

Work with marketing stz to ensure you keep posts under 90 characters when possible and zlways
attach corrpelling images with each post

Use Instagram and a filter that makes your photos stand out and post them directly on Facebook.

oo ao

Post photos of &l your statt preparations for events, H.O.G activities end rides. If you warnt to
be more aestive, use photos to tell a story by creating & Pinterest account and then informr your
Facebook tens to check it out your "photo essay” on pinterest.

(]

Post event photos of members and taq them. This is 2 great way for them to see themselves.
By tagging therr, your dezlership will be seen by non-members when your customer shares the
photo you took,

“Reterence the HOT Teolit lacsted on hog camtor Ups an sacis! madis best practice

.+ SAMPLE SOCIAL MEDIA POSTS

~R

Rl = o e amclf

: *QOur HO.G” Chapter does more “Locking for a riding buddy "We're hosting a H.O.G* recuiting
I than ride. Come to Anytawn or a few dozen? See what the event at Anytown Harley-Davidson
al: Harley. son® organizstion Harley Owner s Group” is all on day, month, date_* -
e on__ month, date_____ . ‘abaut. Head down tu Anytown at___time__ What's keeping you
Lo et __timedh ‘and see for yourself.* m-.aam on____day,  %omjoinng HO.G*?"

A 3 mw 5 pt I date_ st time
k }{#}"ﬂ Gt 1 TR 1 and meet the brothers and sksters
f L &y it A e you never knew you had.”




o

MARKETING TOOLKIT

[ Personal phene calls go 2 long way. Call new members and personally invite them to your
upcoming H.O.G. events and rides.

[J Pull 2 list of recent Harley-Davidson” Riding Academy Graduastes and invite therr to an
upcoming H.Q.G" event.

[3J Consider having yous H.0.G! members help tacilitate these calls to make them
teel more welcome.

DIRECT MAIL

O work with your marketing staff to create 2 loca| H.O.G. Chapter newsletter” that gets - ziled
to 2ll members (active and non-active). This will keep members up to date on current Chapter
happenings and engage non-active members to participate.

“Reterence the HOT Toalt bacated an hag cam tar suggestisn on nensletier tapls

o




TRAGKING SUCCESS

FOLLOW UP

Crezte an internsl process tor H.C.G. member recruitment. Althouah you may elready have & process
in place, this section will reintorce the impontance ot making sure 3 tollow-up process is established
and executed consistently.

For most dealers, the H.0.G. Manzger {with the F&I manager as backupi is the person that provides
the new bike owner with information zbout the H.O.G. organization.

O
O

oo

oo

Consider having a H.0.G. representative present st every bike delivery to educate new bike
owners on the features and benefits of being a national and local H.0.G: Member.

Consider having the H.C.G. Manager or szles person watk the new owner over to your dedicsted
H.Q.G. intormation center to educate and exvite themr about becoming 2 Chapter Memrber.

As mentioned in Step 3, create 2 “Welcome to the Club Kit” to hand out with all bike deliveries.
Include 2 letter trom the locsl Chapter and & registration torm.
* Consider enhancing the kit by including things like:
- Flyer ot upcorring locel HO.G! avents and activities
-Copy ot local H . O.G newsletter
- listof current 4. 0.G. Officers

After the sale, pass new owner information to your Chapter tor tollow-up.

Creste & mentor system where you tearr up Chapter members with new owners.

» Have H.O.G. Managers mzke phone calls to new bike owners to personally invite them to
the next H.C.G. event or ride.

Personally reach out to disenchanted H.C.G! Members who do not re-up their memberships
and request a one-on-one to discuss why they did not renew.

Encoursge new owners to visit www.hog.com to explore the H.0.G” community:.

Atter the sale and SWR ot a new or used (it dealer is partiipating in the H.0.G! Membership
Used Bike Program ) bike, & postcard, is sent by national H.0.G" on behalt of your dealership,
to each customer that states "Welcome to Harley Owners Group. Compliments of all of us at
"Your Dezler” Harley-Davidson.”

This postcard includes more info that drives them to hog.com and lets them know their member
ship package will arrive in 2-4 weeks. It ends with "Thank you tor 8 purchasing a Harley-Davidson
motorcycle st our dealership 2nd welcome to the family.”

el

P
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SCORING YOUR RESULTS

Measurement is the key to everything — to both gauge the success of a pregram and to point out

opportunities for future growth, Reterence back to the qoals that were set at the beginning ot this
playbook and see where enhancements can be made.

Attended H.O,G* Trainingon  / _ /

Current # of H.O.G* member's . asoft [ [

Obtained new local H.O.G® Members

Retsined % of new bike owners to local H,0.G® Chapter Members
Yearly budget $ Actual dollars spent §

Hosted H.O.G* events at deslership

+osted H.O.G! rides from dealership

Hosted H.O.G! recruitment events Hosted members only events
Attended off-site bike night events

H.0.G" Chapters Members participated in dealer events
GM/Dealer Principal attended H.0.G* meeting_;s_
i. # of statf joined local Chapter and actively participated

NOTES




 APPENDIX

SUPPORT

District Manager

H-DNet com/Departments/H.O.G - contact into is listed under “Your Dealership Representatives ™

For questions regarding the Harley Owners Group':

Todd Robinson

H.Q.G” Regional Manager

todd robinson@ harley-davidson com
P. 414.343-4612

Bruce Motta

H.0.G. Regional Mznager

bruce motta@harley-davidson.com
P: 414-343.8464

JT Hasley
H.O.G! Regionzl Manager

john hasley@harley -davidson com
P: 414-688.8485

Harley Owners Group® Dealer Hotline:

P: B0D-446-9464 - M-F 8sm - 6pm [CT)

D215 HLD o0 fia 9 FBiatns. M5, Mirsiy Hartap D

Tim Budzien

Director, H.O.G" & Membership Progrars
tim. budzien@hadey-davidson.com
P:414-530-0117

Cindy Johnson

Senior Regional Coordinator

dndy johnson@harley-davidson com
P:414-343.4656







