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Helmet House June 2008 sales results exceeded June 2007 results by almost
40%, making for a new monthly sales record for the company. These results have also {rtsa atyl =2 SyuQa
outpaced June sales growth projections for the company. Overall sales momentum is Points: Effectively Plan-
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our brands and to the effectiveness of our team of sales reps, marketers, product de- W
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Shoei Helmets and Tour Master and Cortech gear, both very technical products, con- YTD 2008 HH Topline man is now on the case
; ; for TCX.
tinue to be the backbone of this growth. Our full team of experts have done a phe- o Helmet House sales up )
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muter Opportunity
Helmet House is poised to enter its 40th year in business in a position of the strengths of the
. . . . brands, and the teams
strength. Given the economic challenges facing the powersports industry and the hard .
of people behind our 4
facts that some of our largest competitors have called it quits (Motorcycle Stuff closing  company. A Word from Bob & Phi
its doors earlier this year is a prime example), this is an achievement we should all be Q3 Is Key To A Strong
e  We need to keep our 2008 and 2009
very proud of.
focus and keep press-
What we also need to do is continue to press on and build this business. As ing on for growth to
. ) . - ) make this a truly huge August Inventory Snapshot
the key selling season winds down, there are still opportunities out there for the taking,
ear.
we just have to be creative in our thinking. y Luggage Early August
Jett 11 Mid August
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premium helmet line. These tools include:
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leader Dealership University. Hosted btirie AMA champion Rich Oliver, Shoei University Online Proz: Mid August
offers selling skills, product knowledge and the ability for qualified dealer parts managers to earn great (tie ‘e’ Late August
Shoei prizes.
Shoei University Live SeminarsThe same information but in a live event format conducted by Shoei ) )
. - . . . . Please consult your Project Stock Arrival
and Helmet House in markets around the country. This informative and entertaining live seminar con- Reports for more stock arrival details.
ducted by Shoei and Helmet House staff allows dealers to break bread, (continued on page 2)
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