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ARLEY HAPPENIN

Ever wonder how Exchange New Car Sales people learn so
much about Harley-Davidson motorcycles offered on the lots
amid the cars? Do they read books? Go to Harley school?
Are they “hog” lovers in their own right? Story and Photos by Gerri Young

Pete Kotowski, one of the event organizers, teaches a team in the Heritage Demetra Molossi, sales agent from
Room of the Rhein-Neckar GmbH Harley-Davidson dealership in Ludwig- Dexheim, Germany, gets a close
shafen, Germany. Surrounded by Harley’s, both old and new, the students
couldn’t help but become better motorcycle sales agents.
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ome of each is the answer.
On Sept. 17 and 18, sales

. people from all over Europe and
.~ beyond converged upon the Rhein-
Neckar GmbH Harley-Davidson dealership
in Ludwigshafen, Germany, to attend the

second annual “Harley Happening.”
About 90 people, including Tom
Kavanagh, Vice President, Europe
Exchange New Car Sales, met at this
interesting dealership and spent the day
learning about, riding and/or driving a
variety of Harley cycles. Just to keep

them excited, the mostly British students

were also subjected to a rather devilish
assortment of competitions. “We had

great fun thinking them up,” commented

Kavanagh.

Eight “stations” were set up inside
and outside the spacious grounds of the
dealership owned by Thomas Girtner,
who has operated in that location for 11

inspection of a 2007 model Harley.

e

W

years. Attendees were divided into teams
and identified by colored stripes painted on
their faces. Teams received instructions in
a rather unusual classroom setting and then
scattered to the stations activated for the
morning session.

One team remained in what Gértner
referred to as the Heritage Room. In true
German style, the center of the room,
normally used as a showroom for used
Harleys, had been outfitted with fest tables
and benches for use as school, lunch
and dinner tables. A tour of the room
revealed an eclectic assortment of items. It
contained a selection of Harley-Davidson
clothing fronted by a gleaming, late model
Harley. A rather wild-west style dressing
room sported old-fashioned saloon-style
swinging doors and was topped with small,
cut tree branches.

To the back of the room, sat an odd-
looking truck with Harley emblems on the

doors, but it sure wasn’t a Harley. It wasa
1949, three-wheel Goliath GD-750 with a
brilliant paint job and a wooden truck bed
full of a Harley motorcycle. Later in the
day, the Harley would share the truck bed
with an assortment of salads to accompany
the evening meal.

All around the next two walls, stacked
high, were museum-quality motorcycles
ranging from what looked like a motorized
bicycle to a side car motorcycle. Just to
keep the eclectic feel of the place, there was
a very old horse harness and saddle. Maybe
for an equine edition of the Harley?

At the front of the classroom, modern
audio-visual equipment was set up for
teaching and, to generate some excitement,
22007 VRSCDX Night Rod Special
described in Harley literature as “sinister to
the bone.”

“The purpose of the Harley Happening
was three-fold,” stated Kavanagh. “We

A blindfolded Gordon Dick, sales agent from Mainz Kastel, Germany, gets
a little help from other agents as he manuevers a Harley through an ob-
stacle course.
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Harley-style flashcards test the knowledge of the team
as they sort through specification cards to determine

which ones apply to the model at their station.

wanted to present the 2007 models to our
sales force and give them the opportunity to
learn as much as they could about them at
the same time, but we wanted them to have
fun, too.”
ach station, from the Heritage
Room to the back field to the sur-
prise Station 8, combined learning
and fun. To get to the fun, the at-
tendees had to make it through quizzes with
questions like “What is the size of a normal
petrol tank?” Five gallons. “How many
Screaming Eagle Specials will be built for
2007?” 1,400. Teams were given points for
right answers and the winning teams would
share in cash prizes at the end of the day.

Each station had a different 2007 Harley
on display, like the Ultra Classic Electra
Glide on Station 4 where attendees did role
playing as either sales people or customers
to demonstrate their knowledge of the
machine. Another station provided small
cards showing 15 specifications that were
included in the featured motorcycle and 15
that were not. The team had to sort through
the cards and eliminate those that did not
belong to the featured “hog.”

Completing the scholastic agenda,
each team won additional points through
competitions such as riding a unicycle,
egg and water transporting races, Moped
driving through an obstacle course, jousting

This sign on the shipping carton for a new Harley-
Davidson says it all.

in an air-filled rubber pit
and riding a motorcycle
through traffic cones
while blindfolded
and pushed by
team members—
forward and
backward. Most
competitors
made it through
these challenges
unscathed.
Following lunch, the last two
announced stations hosted all the
students and the surprise final station
'was set up.

HARLEY-[
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The study list fora Road King Classic set up as part of
the jousting portion of the team challenge.

The local volunteer fire
department arrived with a
30-meter-high hook and

ladder truck and
stretched it to
the full 100 steps
towering higher
than the three-
story building next
door. One by one,
the attendees were
challenged to climb to
the top. One step would equal
one point toward the team score.
The first climber, John Warren from

the Vilseck area, stepped into the cage at

the TOP and celebrated his feat with arms
in the air. He had set the mark as high as it
could go. An amazing number of volunteers
followed in his footsteps.

Winding down the day, everyone
adjourned to the Heritage Room for a game
of Harley-centric Jeopardy where, once
again, their knowledge of the product was
tested. The Jeopardy prize went to the
green team and the blue team won overall
best for the day. The prize money changed
hands rapidly as the winners raided the full-
scale Harley retail shop at the dealership
and came away with assorted clothes, hats
and belt buckles.

The day ended with a huge dinner

Demetra Molossi, sales agent, Dexheim, Germany, puts
her past experience as a waitress to the test in the water
transfer obstacle.

prepared and served by white-suited chefs
piling on steaks, chicken and turkey with
all the trimmings. Despite a brief rain,
the campfire behind the dealership lit up
the night as Exchange New Car Sales
associates from as far away as Kosovo
gathered to compare stories and bruises
from the day’s events. They could still be
heard discussing twin cam engines, EFI
systems, reduced clutch efforts, Screaming
Eagles, Night Rods and FXSTC Softail
Customs and Fat Boys.

Don’t worry—when you go to buy your
2007 Fat Boy, you get to ask the questions.
The sales people of the Exchange New Car
Sales will know the answers.





