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Summary of Findings 

 Sales of Polaris Industries Inc.’s (PII) off-road vehicles (ORVs) are 

well positioned to grow this year, according to all 32 sources, 

composed of farm equipment dealers, farmers, ORV retailers and 

industry specialists. 

 Polaris is somewhat protected from the ag sector’s drought-related 

slump by its lower price points relative to larger farm equipment as 

well as farmers’ frequent work-related use of its ORVs. 

 Only six sources believe Polaris sales could be limited by a 

prolonged economic downturn in 2014. Six others said an 

economic impact is possible but would be mitigated by Polaris’ 

product variety and targeted marketing. Meanwhile, 15 sources 

said Polaris is well insulated against a potential sluggish economy. 

A few sources noted that a key to continued growth is having the 

capital to provide financing for customer purchases, regardless of 

economic conditions. 

 Although Polaris trails Deere & Co. (DE) in terms of popularity 

among farmers, it remains at the top of the ORV market because of 

its wide product assortment and superior marketing. 

 More customers are seeking larger, side-by-side ORVs, placing 

Polaris’ Ranger and RZR in the sweet spot for growth. These 

product lines are gaining momentum among new demographics, 

including women, older customers, and families. However, Polaris’ 

single passenger Sportsman Ace has posted sluggish initial sales 

as most customers focus on more powerful vehicles. 

 Sources noted a lack of recent ORV innovation from Japanese 

manufacturers, but said these companies—particularly Honda 

Motor Co. Ltd. (TYO:7267)—still enjoy a loyal following. 
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Research Question: 

Will Polaris Industries’ sales be adversely affected by slower spending from the 

agricultural sector? 

Silo Summaries 

1) Farm Equipment Dealers 
These four retailer sources said Polaris is 

overshadowed by John Deere among farmers but is well 

positioned for a healthy year because its vehicles carry 

a much lower price point than larger pieces of farm 

equipment. Also, two sources said Polaris’ ORVs are 

increasingly viewed as necessary to everyday farming. 

Sources expect ongoing drought conditions to slow ag 

equipment spending this year, which has prompted 

them to lower their prices in order to spur sales. If the 

sluggish ag economy persists throughout this year, two 

sources said Polaris sales could suffer, but another 

source foresees no effect on the company. 

 

2) Farmers 
Seven of these eight sources said their equipment 

spending will be down this year but added that Polaris 

would not be greatly affected by spending declines in 

the ag sector. Only one source believes a decline would 

hurt Polaris outright, two others said it would feel no 

effect and three said its price points would cushion it 

from any downturn. Polaris has maintained its niche, 

but six sources said John Deere is superior and will be 

able to withstand Polaris’ growth. Four farmers said 

tools that enhance farming precision and efficiency, 

notably planters, will be the most popular products this 

year. 

 

3) Off-Road Vehicle Retailers 
This year’s sales have increased year to year for six 

sources, have fallen for six others and have been flat 

for two. Still, several of the 14 sources said sales 

momentum was building in April following a sluggish 

start to the year. Nine sources said the bigger, side-by-

side ORVs were their best-selling products. Polaris’ 

larger Ranger and RZR offerings are proving popular, 

though its new Sportsman Ace model has been slow to 

sell.  

 

4) Industry Specialists 
These six sources said Polaris was well positioned in 

the industry because of its superior marketing efforts. 

Five sources who rated Polaris all referred to the brand 

as the ORV industry leader or co-leader. Meanwhile, 

three sources said Polaris is gaining share on 

competition, while one believes the company and its 

competitors are losing a bit of ground because of 

Yamaha’s recent reentry. Polaris should emerge 

unscathed in the event of an economic downturn, but 

one said the company’s fortunes would depend on 

having the capital to continue financing customer 

purchases. 

mailto:cj@blueshiftideas.com
http://www.polaris.com/en-us/atv-ranger-rzr
http://www.deere.com/wps/dcom/en_US/products/equipment/gator_utility_vehicles/gator_utility_vehicles.page
http://www.polaris.com/en-us/ranger-utv
http://www.polaris.com/en-us/rzr-side-by-side
http://www.polaris.com/en-us/atv-quad/sportsman-ace-white-lightning
http://powersports.honda.com/atv/atv-utility.aspx#/overview
http://powersports.honda.com/atv/atv-utility.aspx#/overview
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Polaris Industries Inc. 

Background 

Polaris continues to outperform estimates. Its sales rose 20% during the fourth quarter and 18% for 2013 overall based on 

growth in all categories and rising demand for its Ranger and RZR lines. Polaris continues to expand its product offerings and 

invest heavily in innovations to remain ahead of the competitive pack. Some of these investments have resulted in 

acquisitions and partnerships during the past several years, including the purchase of European small vehicle maker Aixam 

Mega SAS and the partnership with Doosan Infracore Co. Ltd.’s (KRX:042670) Bobcat to develop a line of commercial utility 

vehicles known as Brutus. Blueshift Research’s Jan. 18, 2013, report on Polaris found the company to be at the forefront of 

the side-by-side market and expected to maintain or increase its share. 

 

Consumer application demand consistently makes up roughly 85% of ORV sales in North America, of which a large portion 

goes to farmers, hobby farms and ranchers. However, the agricultural industry economy continues to lag and is being 

pressured by rising farming costs and drought conditions. This could spell trouble for Polaris and its Ranger and RZR vehicles, 

which are popular among farmers. Blueshift Research’s Aug. 30, 2013, report on farm equipment spending found predictions 

of declining sales for the remainder of 2013 and throughout 2014. Midwest farmers said dealer lots were filled with new and 

late-model, high-end farm equipment. 

 

 

Current Research 
In this next study, Blueshift Research assessed how Polaris would be affected by its customers’ spending patterns this year. 

We employed our pattern mining approach to establish five independent silos, comprising 32 primary sources (including 11 

repeat sources) and eight relevant secondary sources focused on the ag economy, Polaris’ growth potential and its 

competition: 

1) Farm equipment dealers (4) 

2) Farmers (8) 

3) Off-road vehicle retailers (14) 

4) Industry specialists (6) 

5) Secondary sources (8) 

 

 

Next Steps 

Blueshift Research will continue to monitor agricultural spending trends and how they affect Polaris ORV sales throughout 

2014. We also will examine the overall ORV market as well as snowmobile sales as that season approaches. 

 

 

Silos 

 

1) Farm Equipment Dealers 
These four retailer sources said Polaris is overshadowed by John Deere among farmers but is well positioned for a healthy 

year because its vehicles carry a much lower price point than larger pieces of farm equipment. Also, two sources said Polaris’ 

ORVs are increasingly viewed as necessary to everyday farming. Sources expect ongoing drought conditions to slow ag 

equipment spending this year, which has prompted them to lower their prices in order to spur sales. If the sluggish ag 

economy persists throughout this year, two sources said Polaris sales could suffer, but another source foresees no effect on 

the company. 

 

 

KEY SILO FINDINGS 
Polaris 

http://tcbmag.com/News/Recent-News/2013/April/Polaris-Acquires-French-Maker-of-Small-Automobiles
http://tcbmag.com/News/Recent-News/2013/April/Polaris-Acquires-French-Maker-of-Small-Automobiles
http://tcbmag.com/News/Recent-News/2013/March/Polaris-Delves-Further-Into-Commercial-Market-With
http://tcbmag.com/News/Recent-News/2013/March/Polaris-Delves-Further-Into-Commercial-Market-With
http://blueshiftideas.com/reports/011306PolarisIstheSXSTrailblazerBecauseofInnovationMarketingandQuality.pdf
http://www.powersportsbusiness.com/top-stories/2014/02/28/defining-the-utv-marketplace/
http://blueshiftideas.com/reports/081310LowerPotashPricesWouldDoLittletoBoostFarmEquipmentSales.pdf
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- 2 sources said Polaris ORVs are increasingly viewed as necessary for daily farming use, rather than just seasonal or 

recreational. 

- 2 expect Polaris to be hurt by reduced ag spending this year. 

- 1 believes Polaris will be protected from a lagging ag economy. 

Manufacturers and Products 

- John Deere is the superior brand among farmers, according to 3 of the 4 sources. 

2014 Trends 

- All 4 sources noted that a drop in pricing has been necessary to spur sales this year. 

- Farm equipment sales so far in 2014 year to year: down for 2 sources (25% and “somewhat”), flat for 1 and up 10% 

to 15% for 1 due to local construction. 

 

 

1. Sales manager for a farm equipment and off-road dealership in the West 

Polaris is a popular brand among farmers and likely will not feel the effects of any spending reduction. John Deere could 

benefit from such a development, while Kawasaki Heavy Industries Ltd. (TYO:7021) would suffer. This dealership sells 

John Deere and Polaris products, and faces some steep competition from Arctic Cat Inc. (ACAT). His dealership lowered 

prices on some older ORVs, which spurred sales. The source noted greater demand for planters. Inventory levels are 20% 

higher year to year. 

Polaris 

 “Polaris’ products are very comparable to the competition. We sell Polaris and John Deere. We like Polaris. There is 

nothing wrong with them.” 

 “Polaris will not be impacted by a reduction in agriculture spending.” 

 “Customers absolutely want to own Polaris machines for work on their farms. They need them, a lot of them. We 

mainly sell four-wheelers. A lot of these guys use them for cattle. They are pretty popular.” 

 “Arctic Cat is the only other competition around here.” 

 “Arctic Cat is probably the most popular off-road vehicle brand. They have a strong dealership here. Arctic Cat is most 

in demand. It is 70% Arctic Cat, 30% Polaris in our region—mainly four-

wheelers.” 

Manufacturers and Products 

 “Customers are sticking with tried-and-true brands in making this year’s off-

road vehicle purchases.” 

 “Some people buy certain off-road vehicles because of price. But the guys 

who have the money, the guys who know what is good, they will not hesitate 

to trade up. It is about 50-50.” 

 “John Deere Gators are gaining the most on competitors because they are 

more flexible. That is based on what I see. They are gaining at the expense 

of Kawasaki. Kawasaki is losing the most on its competitors so far this 

year.” 

 “John Deere will benefit the most in a cautious farm equipment spending 

environment.” 

2014 Trends 

 “Our off-road vehicle sales this year will depend on the weather. We have a great winter wheat crop right now, and 

the corn is just being planted. We are still pretty early stage.” 

 “Our ATV/ORV pricing has been about the same. On some of our older equipment, however, which we have had on 

inventory, we had to lower prices and offer a bit of a sales incentive. That seems to be working, and we have moved 

some inventory. I am pleasantly surprised.” 

 “We are right on track in terms of customer visits, from where we were a year ago.” 

 “I do not see a lot of changes in our customer demographics. We have got a lot of big, big farms around here. We are 

out here in an area where we have good water and good fertile soil, and we can produce the crops with the 

underground water that we have. We also have a fair amount of dry land in this area.” 

 “Our amount of farm equipment sold this year is about the same as a year ago. It has been pretty aggressive since 

April 1. If it is a Polaris four-wheeler, most of the time they purchase that stuff around the end of the year.” 

Our off-road vehicle sales this 

year will depend on the 

weather. We have a great 

winter wheat crop right now, 

and the corn is just being 

planted. We are still pretty early 

stage. 

Sales Manager, Farm Wquipment & 

Off-road Dealership, West 

http://www.kawasaki.com/products/atvs.aspx
http://arcticcat.com/atv/
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 “Farmers are buying more substantial pieces of equipment, and they continue to buy the big stuff.” 

 “I have seen a demand for planters. Everybody had a good run on seeding equipment, with our dry land. In this 

particular dealership we are probably 60% dry land and 40% irrigated. That is a lot of dry land and a lot of good 

irrigation too. Our harvest does not usually start until July, so I could see some combine activity.” 

 “We will see a lot of combine sales this year if [the weather cooperates].” 

 “Our inventory level is high—20% higher than last year.” 

 

 

2. Salesman for a Western farm equipment dealership 

Honda and John Deere are the most popular ORVs because of their quality and warranty, which has hurt Kawasaki and 

Arctic Cat. The source expects the John Deere Gator to be the most popular ORV this year, and ranked Polaris second in 

terms of ATVs and UTVs behind Honda and John Deere, respectively. Polaris sales could be affected by slower ag 

spending in 2014. The source’s own business has slowed down significantly, and farm equipment sales fell 25% 

compared with the first four months of 2013. Farmers are purchasing more used equipment, particularly tractors and 

tillage equipment, this year. Inventory is higher year to year. The source expects sales to be down for the rest of the year 

if the weather does not cooperate. He also mentioned the loss of the Section 179 tax deductions.  

Polaris 

 “Some farming customers want to own Polaris mainly due to dealer locations. We recently purchased a large 

dealership group who sold Polaris, and we no longer sell them. That has increased our Honda and John Deere sales 

in that area.” 

 “With Polaris in the market, Honda and John Deere suffer due to the price.” 

 “Honda and John Deere are also best protected against competition from Polaris because of their dealer network.” 

 “Polaris will be affected by a decline in agriculture spending this year.” 

Manufacturers and Products 

 “So far farmers are focused on the smaller pieces of equipment this year.” 

 “Farmers like to keep it simple [in terms of ATVs and UTVs].” 

 “Honda and John Deere are the most popular this year because they are 

better quality and have a better warranty.” 

 “I would rank Polaris second in the industry. Honda is first in the ATV market 

and John Deere is first in the UTV market. Honda and John Deere have a 

better quality product. They are a little higher in price but worth the money.” 

 “Kawasaki and Arctic Cat are losing the most to competitors this year due to 

quality, and [BRP Inc.’s/TSE:DOO] Can-Am due to price.” 

 “I expect the John Deere Gator to be most in demand over the course of this 

year. They have a more versatile lineup and better quality.” 

2014 Trends 

 “John Deere will benefit the most in a cautious farm equipment spending 

environment.” 

 “Our sales of farm equipment are down 25% from a year ago.” 

 “The volume of customers visiting our store so far this year has dropped 25% compared to the first four months of 

2013.” 

 “Sales will continue to be down if we do not get any moisture and the 179 tax exemption does not come back.” 

 “Secondary crops change with the weather. We are seeing more young farmers coming back to the farm than in 

years past.” 

 “We are seeing more used equipment being sold, more UTVs as well.” 

 “Used tractors and tillage equipment are most in demand this year. Last year planters, combines and sprayers were 

in demand.” 

 “In the used market, customers are staying with the name brands. In the new market, they are looking at price 

before brand.” 

 “Prices have gone down considerably. The used market continues to decline as the used inventory increases.” 

 “The inventory in our store has increased.” 

 

I would rank Polaris second in 

the industry. Honda is first in 

the ATV market and John Deere 

is first in the UTV market. 

Honda and John Deere have a 

better quality product. They are 

a little higher in price but worth 

the money. 

Salesman 

Western Farm Equipment Dealership 

http://en.wikipedia.org/wiki/All-terrain_vehicle
http://en.wikipedia.org/wiki/Side_by_Side_(UTV)
http://www.fdcpa.com/Tax/1213taxnews-changes-to-irs-code-section-179-election.htm
http://can-am.brp.com/off-road/
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3. Branch manager for a John Deere dealership in the mid-Atlantic 

Most customers buy the source’s equipment because of the John Deere name, and he does not view Polaris as a threat. 

Kubota Corp. (TYO:6326), on the other hand, is a tough competitor. Yamaha Motor Co. Ltd. (TYO:7272), Kawasaki, Honda 

and Can-Am may suffer most directly from Polaris’ presence in the market. Polaris itself could be hurt if farmers spend 

less on equipment this year, and reduced spending appears to be the trend so far. Growers have updated their 

equipment during the past several years, and a lot will depend on commodity prices. This dealership has had to lower 

prices in order to spur sales.  

Polaris 

 “John Deere and Kubota are best protected against competition from Polaris.” 

 “Some types of agricultural businesses and farms do tend to gravitate toward Polaris machines for certain type jobs, 

but I do not see a lot of competition from Polaris.” 

 “I do not think Polaris products are as well built as the Deere.” 

 “We very rarely in this store get someone who is pricing us against a Polaris. We sell basic work UTVs, so most of the 

time we are not getting compared to a Polaris.” 

 “Your big four motorcycle companies—Yamaha, Honda, Kawasaki, Can-Am—suffer most directly from Polaris being in 

the market.” 

 “If farmers spend less on equipment this year, it would probably hurt Polaris.” 

Manufacturers and Products 

 “Utility vehicles—specific models—will be most in demand over the course of 2014. The larger 600-cc-and-up UTVs 

are most in demand.” 

 “That is a 50-50 split as to whether off-road vehicle customers will trade up for products with greater capability or 

trade down for a simpler and less expensive machine. Half the customers want a stripped-down, basic version for 

use on a poultry farm. And others want to use a recreation vehicle and they want to load it up with everything.” 

 “The majority of our customers are buying because of the John Deere name. That is not to say they are not pricing 

other brands, because they are. But farmers comprise 80% of our business.” 

 “Kubota is stiff competition for us.” 

2014 Trends 

 “The amount of our farm equipment sold so far in 2014 is down somewhat from the same year-ago period, but not a 

lot.” 

 “We have had to lower prices to spur off-road vehicle sales.” 

 “Agricultural commodity prices are the biggest things we are looking at. Commodity prices are down across the 

board, and farmers are coming off three or four good years in a row. They have updated a lot of their equipment in 

the last few years.” 

 “The volume of customers and the mix of new versus long-time customers has remained the same so far this year 

compared to last year.” 

 “Our level of inventory in our store is average—the same as it was last year.” 

 

 

4. General manager for a farm equipment dealership in the Southwest 

This dealership has seen a 20% boost in customers compared with the past two years. ORV sales up slightly, but ATV 

sales are down dramatically, and ATV pricing is dropping in order to move inventory. Customers are brand-loyal but will 

opt for simple and less expensive in a weak economy. ORVs for work and play will be most in demand this year at the 

source’s store. Farmers are starting to view Polaris as a necessary piece of farm equipment. 

Polaris 

 “Polaris is the only ORV brand we offer.” 

 “Polaris seems to struggle with delivery of product. Quality is very good, pricing is competitive.” 

 “Polaris is becoming more popular for daily use on the farm opposed to seasonal use for hunting or recreation.” 

 “I believe farmers are seeing Polaris as another piece of necessary farm equipment.” 

 “The Polaris Ranger 570 has been proven a success, as well as the Ranger 900.” 

Manufacturers and Products 

https://www.kubota.com/product/UtilityVehicles/RTVSeries.aspx
https://www.yamahamotorsports.com/outdoor/products/lifestylehome/home.aspx
http://www.polaris.com/en-us/ranger-utv/ranger-570-efi-sage-green
http://www.polaris.com/en-us/ranger-utv/ranger-xp-900-sage-green
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 “Loyalty to name brand is strong in the area.” 

 “In a booming economy, the bigger the better. But we see in a down 

economy that the consumer who still wants to experience an ATV/ORV will 

opt for simple and less expensive.” 

 “Off-road vehicles for work and play will be most in demand this year.” 

 “Those manufacturers with a simple proven and competitively priced 

product always survive the dry spells best. When we are down financially, we 

all shop harder.” 

2014 Trends 

 “The first quarter 2014 was up 10% to 15% [in farm equipment sales] from 

last year’s first quarter.” 

 “We are seeing an approximate growth of 20% [of customers] over the first 

quarter comparisons of two prior years.” 

 “ORV sales are up slightly, ATV sales are down dramatically. Margins are up, all due to construction-related sales 

versus ag or consumer.” 

 “[We should see] fair to increased growth as the oilfield boom continues.” 

 “Margins are holding well in ORV. ATV pricing is dropping to move product.” 

 “The level of inventory in our store is slightly increased this year.” 

 “Our customer demographics are about the same. The construction clients are younger. It seems like we see a 

decline in young farmers in the area.” 

 “We are aggressively pursuing the oilfield construction market in our area by developing a rental fleet of equipment 

focused on the needs of that market.” 

 “[CNH Industrial N.V.’s/CNHI] New Holland continues to lead in hay equipment, offering the most experience.” 

 “[AGCO Corp.’s/AGCO] Hesston is on its way out; [AGCO’s] Massey [Ferguson] is taking over. I am not sure who is 

bringing up the rear.” 

 

 

 

2) Farmers 
Seven of these eight sources said their equipment spending will be down this year but added that Polaris would not be greatly 

affected by spending declines in the ag sector. Only one source believes a decline would hurt Polaris outright, two others said 

it would feel no effect and three said its price points would cushion it from any downturn. Polaris has maintained its niche, but 

six sources said John Deere is superior and will be able to withstand Polaris’ growth. Four farmers said tools that enhance 

farming precision and efficiency, notably planters, will be the most popular products this year. 

 

 

KEY SILO FINDINGS 
Polaris 

- Just 1 source feels strongly that Polaris would be hurt by a year-long downturn in ag equipment spending. 

- 2 said the company will feel no negative effects from less ag spending. 

- 3 said Polaris’ relatively low price point will mitigate the impact of a spending downturn. 

- 2 did not comment. 

Manufacturers and Products 

- 6 sources said John Deere is the leading equipment brand whose customer loyalty will protect it best against Polaris. 

2014 Trends 

- 7 of 8 farmers indicated plans to spend less on equipment this year compared with 2012 and 2013. 

- 4 said tools that make farming more precise and efficient are most popular this year; 4 specifically mentioned 

planters. 

 

 

 

 

In a booming economy, the 

bigger the better. But we see in 

a down economy that the 

consumer who still wants to 

experience an ATV/ORV will opt 

for simple and less expensive. 

General Manager, Farm Equipment 

Dealership, Southwest 

http://agriculture.newholland.com/us/en/Pages/homepage.aspx
http://www.hesston.com/
http://www.masseyferguson.us/
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1. 30 year-old, fourth-generation corn, wheat and soybean farmer in North Dakota; repeat source 

This source owns a Honda ATV and an Arctic Cat UTV, though he praises Polaris for its quality and selection and said the 

brand is popular in his region. Reduced ag spending will hurt Polaris somewhat because ORVs are considered luxury 

items, but farms are in good financial positions and ORVs are small-ticket items compared with large farm equipment. 

Equipment demand has fallen off greatly this year as most farmers already have what they need and commodity prices 

have tightened margins. The source has purchased slightly less farm equipment this year compared with 2013, though 

he has bought some used equipment at online auctions. When he does buy equipment, he sticks to brands that have a 

reputation for reliability and service after sale. 

Polaris 

 “I have had Polaris ATVs on my farm in the past but do not currently. I was satisfied with the quality and performance 

of the units I’ve owned. I currently have Honda ATVs and an Arctic Cat UTV on the farm. I would say Honda’s and 

Polaris’ quality are about equal, with Honda having a reputation for having slightly more bullet-proof reliability. Both 

are much better than the Arctic Cat, in my opinion. I do currently own a Polaris snowmobile for recreation.” 

 “Polaris has one of the nicer levels of selection across their product lines. Quality is near the top of the ATV market, 

in my opinion. Availability is excellent in my area, and Polaris is quite popular. Pricing is comparable to other brands.” 

 “Most Honda owners are very loyal and will not stray. … Honda is best protected against competition from Polaris 

because of aforementioned loyalty and reputation of reliability. 

 “Arctic Cat for sure suffers most directly from Polaris being in the market. … Polaris’ offers better selection across the 

product line at a better quality than [Arctic] Cat.” 

 “Polaris will be hurt if farmers spend less on equipment purchases this year. The latest and greatest ATV/UTV 

technology and performance will be considered a luxury good of sorts when farm margins get tight. Capital inputs will 

need to be reserved for equipment that will generate returns to bottom lines. Generally ATVs do not generate much 

for returns and are more convenience items.” 

 “However, most farms are still in the best financial position they have ever 

been, and Polaris’ products would be considered low-cost equipment 

purchases compared to major equipment costs. When new tractors and 

combines cost up to $500,000, it makes spending $8,000 to $10,000 on 

an ATV a small decision in the scheme of things.” 

Manufacturers and Products 

 “I have not noticed any large shifts in ATV/UTV competition.” 

 “Off-road vehicle companies that offer the most bang for the buck will 

benefit. Companies that continue the annual 10%-plus price increases for 

their equipment will begin to suffer.” 

2014 Trends 

 “The biggest change to our operation is the steep decline in commodity 

prices compared to recent years.” 

 “Demand for all equipment has greatly fallen off compared to last year. 

Concern of tight margins is up greatly.” 

 “Long term I am positive about my opportunities in agriculture, but when 

commodity prices take a big hit, as they have in the last 12 months, there 

will be a much tighter grip on the checkbook until cost of equipment and 

inputs realign with decreasing farm revenue instead of record farm 

incomes.” 

 “Farmers in my region are buying larger equipment that will allow them to be more efficient and cover acres at a 

lower cost.” 

 “Products that can save costly crop inputs, like GPS section control to eliminate overlap, will be most in demand this 

year. When margins get tight, every dollar counts.” 

 “There has been a lot of buzz surrounding Deere’s new planter and claims that it will double the speed at which you 

can plant.” 

 “We have purchased slightly less farm equipment thus far this year. I have purchased some used equipment from 

online auctions as the prices seem to have softened and there are deals to be had.” 

Most farms are still in the best 

financial position they have 

ever been, and Polaris’ 

products would be considered 

low-cost equipment purchases 

compared to major equipment 

costs. When new tractors and 

combines cost up to $500,000, 

it makes spending $8,000 to 

$10,000 on an ATV a small 

decision in the scheme of 

things. 

Fourth-generation Corn, Wheat & 

Soybean Farmer, North Dakota 
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 “Equipment purchases I made in the last couple of years have been new units purchased at local dealerships. This 

year there seems to be more late-model used equipment at discounted prices or online auctions as the dealerships 

have not made as many sales of the one to five year old trade-ins that were made on new equipment during high 

commodity prices. This year I will look for slightly used equipment that may be sold at a discount to in order to 

reduce dealer inventory.” 

 “I am sticking with major brands that have the best reputation for reliability and service after sale in my area.” 

 “Used equipment has softened greatly in 2014. I just noticed last week that my local Deere dealership had 

discounted large, one-year-old, trade-in planters by as much as 10%. There have been some very hot buys on 

planters sold on online auctions this spring. New equipment, on the other hand, increased in price again for 2014.” 

 

 

2. South Dakota farmer and executive with a local agricultural group; repeat source 

John Deere is more popular among farmers and is best protected against competition from Polaris. Honda likely will feel 

the greatest pressure from Polaris’ presence. Polaris could be hurt by a reduction in agriculture spending, but also could 

make some inroads among farmers with livestock. The source’s region has been hard hit by a lack of moisture and a 

looming drought, so farm equipment purchases have been limited so far this year. If farmers spend money this year, they 

will buy hay equipment, ATVs, UTVs, feeding equipment, loaders, and anything to do with cattle. When the source does 

buy equipment, he sticks with tried-and-true brands. 

Polaris 

 “I have heard good things about Polaris’ equipment.” 

 “I would guess Honda suffers most directly from Polaris being in the 

market.” 

 “John Deere is best protected against competition from Polaris.” 

 “Less agriculture spending would equal fewer sales for Polaris, [but] the 

strong livestock markets should help Polaris with sales to farmers who have 

livestock.” 

Manufacturers and Products 

 “We are sticking with tried-and-true brands when making this year’s 

purchases.” 

 “Anything associated with cattle is in demand from farmers this year. Also, 

hay equipment, ATVs, utility vehicles, feeding equipment, loaders.” 

 “Farmers are more likely to trade up for products with greater capability.” 

 “It seems that you see more and more John Deere utility items than before.” 

2014 Trends 

 “Potential drought and lack of moisture going into the growing season are our biggest changes this year.” 

 “2014 farm equipment purchases have been very limited.” 

 “I have not noticed anything regarding equipment pricing, but we have not been in the market for anything this year.” 

 “This year will be down from 2013 in terms of equipment purchases. We made a few upgrades in 2013, so there are 

not many purchases anticipated for 2014.” 

 “Retail inventory for farm equipment looks to be very strong.” 

 

 

3. Third-generation corn, soybean and barley farmer in North Dakota; repeat source 

Polaris is the best in the ORV market, but Honda’s reputation for reliability and quality protects it from Polaris. If farmers 

spend less on agriculture equipment this year, it will not make much of a dent in Polaris’ overall business. This source 

purchased less equipment this year compared with the first four months of 2013. Inventory levels are high at dealerships 

in his area. When growers buy equipment, they trade up to better models. This year, some tractors could be in high 

demand. John Deere products are the most popular and will remain so.  

Polaris 

Less agriculture spending 

would equal fewer sales for 

Polaris, [but] the strong 

livestock markets should help 

Polaris with sales to farmers 

who have livestock. 

South Dakota Farmer &  

Executive w/ Agricultural Group 
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 “We have a Honda and Polaris ATV, but do not own a utility vehicle. Polaris is the best. They have the technology in 

their suspension and the handling. They are way above everybody else.” 

 “Polaris is [popular] this year, at the expense of Honda.” 

 “Polaris took a lot of Honda’s and Arctic Cat’s business.” 

 “Honda is best protected against competition from Polaris though because they have reliable equipment and people 

know that Honda has a good name.” 

 “If farmers spend less on agriculture equipment this year, it will not make a difference to Polaris.” 

Manufacturers and Products 

 “We stay with the tried-and-true brands.” 

 “Tractors that you put on a planter will be the most in demand this year. There are more planters being sold now.” 

 “I do not think there is a general trend as to whether farmers are buying larger or smaller pieces of equipment. A 

Polaris ATV might be $10,000; a planter might be $300,000. You are talking a toothpick and a stake.” 

 “John Deere’s new products are the most popular this year. This spring they have a new seeder out. John Deere will 

be most in demand over the course of 2014.” 

2014 Trends 

 “We have made some changes in our seeding equipment. And then there is a shortage of fertilizer up here, which is 

pretty serious.” 

 “We have purchased less farm equipment this year compared to last year.” 

 “We were more into tractors and some tillage equipment last year.” 

 “Equipment pricing right now is pretty high. We are starting to see a little bit of discounted pricing on some items.” 

 “Prices are not that high to influence my purchases for 2014.” 

 “The level of inventory is pretty high at equipment retailers.” 

 

 

4. Minnesota corn and soybean farmer; repeat source 

This source is a big fan of Polaris and said the brand is popular in his region. Polaris could be hurt somewhat by a drop in 

agriculture spending but not as much as John Deere, which sells expensive farm machinery. He does not plan to make 

many equipment purchases. Retailers have not really dropped their prices, and inventory is high. Unlike last year, farmers 

have less money to spend. If they do spend money, it will be on precision equipment to help maximize yields.  

Polaris 

 “I have a Polaris Ranger UTV and a Kawasaki ATV.” 

 “Polaris is as good as or better than the competition. I like my Polaris 

Ranger, and I have had it since 2009. If I trade it off, I will buy another 

Polaris.” 

 “Polaris is fairly popular around here.” 

 “Polaris has five dealers within an hour’s drive of me. You see a lot of 

Rangers, a lot of UTVs and a lot of their four-wheelers.” 

 “Yamaha and Kawasaki suffer most directly from Polaris being in the 

market around here.” 

 “Yamaha is also best protected against competition from Polaris. It has a 

very strong brand. Kawasaki is not as popular.” 

 “In terms of whether a reduction in agriculture spending will hurt Polaris, 

yes and no. We spend less on big equipment because it is more expensive. 

The stuff at Polaris is not super expensive. They will show a decrease in 

farm sales because people will save money, but they will not be as 

impacted as a John Deere.” 

 “It may cost $5,000 to buy a new Polaris machine; that is not easy, but it is 

a lot easier than spending $150,000.” 

Manufacturers and Products 

 “I stick with tried-and-true brands. If I am going to spend that kind of money on something, I will buy green [John 

Deere] or red [CNH’s Case International]—not something that is new.” 

In terms of whether a reduction 

in agriculture spending will hurt 

Polaris, yes and no. We spend 

less on big equipment because 

it is more expensive. The stuff 

at Polaris is not super 

expensive. They will show a 

decrease in farm sales 

because people will save 

money, but they will not be as 

impacted as a John Deere. 

Minnesota Corn & Soybean Farmer 
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Polaris Industries Inc. 

 “Precision equipment products—computers, technology—are most in demand from farmers overall this year. Growers 

are trying to maximize everything they do.” 

2014 Trends 

 “Last year there was more income for farmers to get rid of. They had higher prices and yields the year before, so a lot 

were deferring income, and by deferring that income they needed to spend money to save on taxes.” 

 “Income will be less this year so we will not see as much end-of-year spending. If prices and yields come up, growers 

will have a similar problem.” 

 “You have to tighten up expenses because of the lower [commodity] prices. 

That is the biggest overall thing this year, trying to keep expenses in check.” 

 “So far this year dealers have sold a fair amount of big equipment, but we 

think that part is over. Bankers are conservative about loaning money right 

now. So farmers do not overspend and do not buy a new tractor if they do 

not need it. Unless they have cash sitting around, they are less likely to be 

buying newer, bigger equipment.” 

 “I have purchased less farm equipment so far in 2014 compared to the 

same year-ago period. I have not purchased anything major this year.” 

 “Retailers have come down a little bit in price, but equipment is still pretty 

high. No one has dropped their prices much.” 

 “Pricing will influence my equipment purchases this year. We need to 

protect the sheer dollar amount this year.” 

 “Our equipment purchases this year really depends on the year’s goals. We 

will wait until closer to fall. Yields need to be there. This needs to be a good growing season.” 

 “The level of inventory at retailers in our area is high, but no, dealer inventory will not influence my equipment 

purchases this year.” 

 “We have two really good dealers: a Case International dealer and John Deere tractors.” 

 “Honda does not do as well around here, but we do not have Honda dealers around here either. If we had a big 

Honda dealer, they would probably put pressure on competitors.” 

 “There are a lot of brands in any area. It is based on your dealership network. If you have a dealer who can fix it and 

maintain it and the quality is decent [that is important].” 

 

 

5. Corn and soybean farmer in Minnesota; repeat source 

Polaris likely will take some market share away from John Deere, Arctic Cat and other ORV manufacturers. And if farmers 

spend less this year, it could help Polaris since its prices are typically lower than John Deere’s. Grain prices have 

dropped, which is reining in farmers’ spending habits. This source has not purchased much equipment this year. Farmers 

who do spend money may be looking at precision agriculture products. John Deere and Case International have a large 

presence in his area. 

Polaris 

 “I do not want to own Polaris products in the near future.” 

 “I am guessing Polaris would take some market share aware from all of its 

competitors. To some degree, John Deere and Arctic Cat would suffer. I am 

sure all of the manufacturers marketing this area would suffer to a certain 

degree.” 

 “John Deere is best protected against competition from Polaris because of 

its [brand awareness] and the location of dealers around the area.” 

 “If farmers spend less on equipment, it might help Polaris a little bit this 

year because typically the John Deere products are a little higher end in 

cost.” 

Manufacturers and Products 

 “In terms of sticking with tried-and-true brands, it depends on what type of equipment I am looking at. If I am looking 

at tractors I will stick to the tried-and-true brands. Outside of that, I am not that particular.” 

 “I have a Suzuki [Motor Corp./TYO:7269] ATV.” 

Last year there was more 

income for farmers to get rid of. 

They had higher prices and 

yields the year before, so a lot 

were deferring income, and by 

deferring that income they 

needed to spend money to 

save on taxes. 

Minnesota Corn & Soybean Farmer 

If farmers spend less on 

equipment, it might help 

Polaris a little bit this year 

because typically the John 

Deere products are a little 

higher end in cost. 

Corn & Soybean Farmer, Minnesota 

http://www.suzukicycles.com/product%20lines/atvs.aspx
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Polaris Industries Inc. 

 “Farmers are focused on smaller products so far this year.” 

 “I see more of the John Deere Gator-type vehicles around here.” 

 “I go by the lots and I see what the inventory is there. John Deere seems to be doing pretty decent. I have never 

worried about that. We buy more John Deere stuff because I have a lot of confidence in their repair service, and that 

is one of the biggest issues for me.” 

 “The major two manufacturers are Case International and John Deere around here.” 

2014 Trends 

 “To some degree all manufacturers will suffer a little bit in a cautious farm equipment spending environment. People 

have made a lot of purchases in the last few years. Other than the guys who like to trade combines every year, 

everyone will see a decline in their business.” 

 “Probably the biggest change this year is in grain price, with the corn being roughly $1.50 lower in price than it was a 

year ago. That has had an impact.” 

 “We have not bought much equipment this year compared to a year ago. We got a different tractor last year, a four-

wheel-drive tractor. This year we bought an older, flatbed trailer.” 

 “Pricing is pretty steady in this area.” 

 “Pricing is not going to make much of a difference. I am pretty much set with what I need right now.” 

 “In the last couple of years prices have been good, so guys have been taking care of their purchases then. Now, 

probably there are a lot more people using precision agriculture, so there are a lot of add-ons for the equipment.” 

 “Tillage equipment will likely be in demand this year.” 

 

 

6. Fourth-generation corn, soybean, cattle and sheep farmer in Minnesota; repeat source 

Polaris is popular and competes mainly with Yamaha and Honda. Arctic Cat gets little attention. John Deere is best 

protected against competition from Polaris. Farmers are doing well in the source’s area and likely will spend their money 

on precision agriculture equipment and tools this year in an attempt to maximize yields. He believes all farm equipment 

manufacturers will benefit this year. He looks more at compatibility with current equipment and value than at brand 

name.  

Polaris 

 “I own a Honda four-wheeler. I am happy with Honda.” 

 “Polaris is very popular in the area. I do not have a strong opinion, but if I was looking for an off-road vehicle I would 

definitely look at Polaris.” 

 “Polaris is pretty dominant around here. I do not think Arctic Cat gets a lot of attention. Seeing what is around me, 

the majority of ATVs are Polaris, Honda and Yamaha.” 

 “John Deere is the best protected against competition from Polaris.” 

Manufacturers and Products 

 “Generally we trade up for better equipment. Our farming operation is not 

shrinking. So each trade almost always has been up, but when I said tillage 

equipment, there are some thoughts that we may change our overall tillage 

practices a little bit—so that changes our horsepower requirements too.” 

 “It is the same brands that are popular this year.” 

 “I absolutely look at all different brands, and I look at compatibility with 

what we have. I also look at what equipment is going to provide value and 

get the job done.” 

 “Case [International] just built a new dealership. There is a flurry of activity 

around that. John Deere is doing well in this area, along with AMCO 

[Manufacturing Inc.]. They are all doing really well. I do not see anyone losing market share.” 

 “All manufacturers will benefit this year. They have all positioned themselves to do well. We have a really stable area. 

Not that we do not have challenges; it is just that we have the resources here to grow a crop and we have pretty 

talented farmers in the area, and they will do well.” 

2014 Trends 

 “I am not sure farmers in this area will spend any less on equipment this year. I do not think spending will be up, but 

I also do not think this area is going to have much of a downturn.” 

All manufacturers will benefit 

this year. They have all 

positioned themselves to do 

well. We have a really stable 

area. 

Fourth-generation Corn, Soybean, 

Cattle & Sheep Farmer, Minnesota 

http://www.amcomfg.com/
http://www.amcomfg.com/
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Polaris Industries Inc. 

 “The last few years have been very profitable, and a lot of people upgraded their higher-priced items such as 

tractors. Now they are spending money on very expensive planters, and you can spend as much for the planter as 

you can for the tractor in front of it. People are buying planters because they see that as improving their precision for 

planting and providing a greater chance of income.” 

 “Over the course of 2014, anything that would increase nutrients or wheat control efficiencies will be in demand. 

Overall efficiency is driving a lot of purchases now. Our area here has a declining population, and it is harder and 

harder to find labor with the right skills. Everybody is trying to maximize their labor efficiency and their inputs.” 

 “Planters have been really strong for the last several years, and I see an awful lot of new planters going out. I do not 

know how they can keep selling more planters. They are extremely expensive.” 

 “The biggest changes this year are probably more precision agriculture. Farmers are also being driven by a desire for 

more careful management, and somewhat by regulation.” 

 “The amount of farm equipment I have purchased this year is similar to the amount I bought last year.” 

 “I tend to make my larger purchases in the fall. The purchase in the spring are usually technology-related.” 

 “Pricing has probably gone up no more than the inflation rate, from what I can tell. It is up probably about 2%.” 

 “Pricing will not influence my equipment purchases this year. I may do a tractor trade; otherwise I will probably make 

tillage equipment type of purchases.” 

 

 

7. Midwest corn, soybean, alfalfa and dairy farmer and state trade association representative; repeat source 

This source owns two Polaris ORVs and said the company is well respected, at the expense of Arctic Cat. If farmers spend 

less on equipment this year, Polaris could suffer. He farms with his father, and they plan not to buy any new equipment 

this year since their crop was not planted last year. His local dealerships are filled with used machines. Tracks, which 

allow farmers to traverse wetter conditions, are most in demand. Case International is gaining some ground on John 

Deere. 

Polaris 

 “I own two Polaris vehicles.” 

 “We have had Polaris for years, and they kind of have it figured out. I have looked at John Deere Gators, and I do not 

like what they have put together.” 

 “At other farms, I see more Polaris machines and I see very, very few Kawasakis. We have one decent Arctic Cat 

dealer.” 

 “Polaris is pretty well respected. You still have some guys who are into the 

Arctic Cat more. It is a brand thing.” 

 “I guess Arctic Cat would suffer most directly from Polaris being in the 

market. At John Deere, you have different people there. You will not have a 

Case guy buying a John Deere Gator. The direct competitor would be Arctic 

Cat.” 

 “John Deere is best protected against competition from Polaris.” 

 “If farmers spend less on equipment this year, it will hurt Polaris. Farmers 

are great at spending money when they have it. It is a tough year.” 

 “Some of the smaller companies—the Polaris and Arctic Cat companies—

could suffer in a cautious farm equipment spending environment. If you do 

not need it, you will not get it.” 

Manufacturers and Products 

 “Tracks for combines are most in demand this year. We want to make sure we can get across wetter conditions.” 

 “Farmers are more likely to trade up for products with greater capability.” 

 “I am not seeing any new brands and products. For add-ons, I am seeing new brands but not in the main equipment 

market.” 

 “Case is gaining the most on its competitors so far in 2014, at the expense of John Deere.” 

2014 Trends 

 “We have purchased less farm equipment so far this year compared to the same year-ago period. We shut off; we did 

not get anything this year. Last year we bought a tractor and sprayer.” 

We have had Polaris for years, 

and they kind of have it figured 

out. I have looked at John 

Deere Gators, and I do not like 

what they have put together. 

Midwest Corn, Soybean, Alfalfa & Fairy 

Farmer 
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 “I do not think we will buy equipment this year; we are going to sit this one out. I am being really cautious, just 

because we did not get our crop planted last year. We were in a preventive plant area. I farm with my dad, and in 45 

years of farming that was the first time he did not get his crop planted. And in the 14 years I have been here, this is 

the first time I did not get it planted.” 

 “We have a lot of John Deere equipment.” 

 “There is a lot of used stuff at the farm equipment dealerships.” 

 “From what I have seen, equipment pricing is about the same this year.” 

 

 

8. Midwest farmer and commercial agriculture educator and researcher for a major university; repeat source 

This source has owned four Polaris ORVs and is a big fan of the brand, but said the nearest Polaris dealership is 30 miles 

away. Slower equipment spending will have little effect on Polaris since its machines are considered small-ticket items 

and are handy on farms. Almost every farm has an ATV or utility vehicle, and farmers will not hesitate to buy a new one if 

they need it. Many Midwest growers are coming off of about three years of heavy equipment spending, and now they 

have what they need and are starting to pull back. Thus, sales of farm equipment in this source’s region are down 

considerably. Still, prices have not dropping. 

Polaris 

 “I like Polaris products. This is our fourth Polaris, and we never have had a different ATV brand. We also have a John 

Deere Gator, but I like the ATV because you can go faster and keep up with the cows.” 

 “One of their challenges, though, is availability, and the biggest competition Polaris got was when other 

manufacturers started producing light equipment. John Deere has a Gator, and Case International has their own 

version. As far as the farm industry, producers are always going to those dealerships anyway. If you buy a Polaris, you 

have to specifically make a trip to a Polaris dealer. The Polaris dealership is a 30-mile trip, so it is difficult for us to go 

get anything there.” 

 “Polaris is priced a little lower than the John Deere Gators and Kubotas, so 

certainly they compete well.” 

 “Honda is not a big player in our area at all, and there is no dealer around 

here. Kawasaki is more likely to be a competitor to Polaris.” 

 “Probably John Deere is best protected against competition from Polaris. A 

lot of it is brand loyalty; producers will get a machine that matches their 

tractors.” 

 “If farmers spend less on equipment this year, it will not have a huge impact 

on Polaris. If they have a Polaris or a four-wheeler and it is time to replace it, 

they will replace it. It is very important to the farming organization. These 

machines are handy.” 

Manufacturers and Products 

 “Almost every farm has one ATV or UTV. In the grand scheme of things, that 

is only a $10,000 to $15,000 expense.” 

 “Really, if we can pull off upgrading our soil finisher, we should be set.” 

 “Farmers tend to be very brand-loyal, but me, not as much.” 

 “In the smaller equipment arena and also in four-wheelers, Kubota is making some inroads. They have been around 

a fair amount of time, but their initial offerings were pretty small—five to 35 hp tractors. Now they are up to about 

150-horse tractors and are becoming much more competitive. They have a very good track record in terms of not 

breaking down.” 

2014 Trends 

 “The biggest change this year is probably the fact that after three years of pretty aggressive spending, folks are 

starting to pull back. Farmers have the equipment they need. They had three very successful years and had a lot of 

money. Farmers hate to pay taxes, so they buy equipment that will depreciate. A lot of the equipment lines have 

been updated over the past three years. We bought a bigger planter.” 

 “The big equipment manufacturers will suffer in a cautious farm equipment spending environment, because those 

are the sales that will start to lapse.” 

If farmers spend less on 

equipment this year, it will not 

have a huge impact on Polaris. 

If they have a Polaris or a four-

wheeler and it is time to 

replace it, they will replace it. It 

is very important to the farming 

organization. These machines 

are handy. 

Midwest Farmer & Commercial 

Agriculture Educator 
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 “I have heard that sales have been down considerably. I have heard from our John Deere dealer they have moved no 

big equipment yet this year. They sold seven combines by this time last year. For those big pieces of equipment, it 

does not take long to saturate the markets.” 

 “This is just based on one dealership, but that dealership has 13 locations and they are bursting at the gills of both 

new and traded-in equipment.” 

 “We probably had a 30% increase in farm equipment spending [over the past few years]. Everything has been 

upgraded. For about two to three years, we have had really good years and have paid substantial taxes.” 

 “There might be a slight rebound in equipment sales this year because commodity prices—at least here in the 

Midwest—are higher.” 

 “There has really been a concerted effort to increase farmers’ technology, to upgrade their equipment with their GPS 

and RTK [real time kinematic] capability. So that is going on, but otherwise I cannot think of any single thing that 

folks are upgrading to.” 

 “We just upgraded to a new Polaris [ORV] and bought a new planter. And I am going to a farm sale tomorrow to get a 

new utility tool. And then we will be down for a few years.” 

 “In terms of farm equipment purchasers, it is a very static customer demographic: It is older, white men, at least in 

our area. It is so capital-intensive that the kids either choose to farm or move away and never look back. It is kind of 

unfortunate, but it is almost an impossible business to start up without some backing or someone in the family has 

to have land.” 

 “For farmers, possibly sprayers will be most in demand this year. I think there will be a trend back to farmers doing 

their own spraying.” 

 “I do not see the price of farm equipment coming down.” 

 “I do not think prices will have any effect on farm equipment purchases this year.” 

 “There is probably the consensus out there that farmers will gauge what their expected income is this year. We have 

more than 70% of the corn crop to plant yet. And I am sure Polaris knows that a lot of purchases in the farming 

sector are made just before tax time.” 

 

 

 

3) Off-Road Vehicle Retailers 
This year’s sales have increased year to year for six sources, have fallen for six others and have been flat for two. Still, several 

of the 14 sources said sales momentum was building in April following a sluggish start to the year. Nine sources said the 

bigger, side-by-side ORVs were their best-selling products. Polaris’ larger Ranger and RZR offerings are proving popular, 

though its new Sportsman Ace model has been slow to sell. Just three sources believe Polaris would be vulnerable in an 

economic downturn. Eight sources said Japanese manufacturers have not introduced anything innovative or noteworthy in 

some time. 

 

 

KEY SILO FINDINGS 
Polaris 

- Polaris has earned its position at or near the top of the industry through its wide product assortment, superior 

marketing and effective incentives. 

- Polaris was named as 2014’s strong player or sales leader by 8 of 14 retailers. 

- Only 3 said Polaris could be hurt by economic downturn. 8 others said the company is well protected by its product 

assortment, superior marketing, and relatively low price. 2 said a negative impact is possible but that it would be felt 

less by Polaris than its competition. 1 did not comment. 

Manufacturers and Products 

- BRP’s Can-Am provides higher-end competition, and Chinese manufacturer CFMoto also has made some gains. 

- 8 sources said Japanese manufacturers have offered nothing new recently, though several noted a loyal following for 

Honda. 2 sources said Honda’s Pioneer is popular but hindered by supply replenishment delays. 

2014 Trends 

- 14 ORV retailers were split on their 2014 sales year to year: up for 6, down for 6 and flat for 2. 

- 9 of 14 said larger side-by-side UTVs are the most popular product so far this year, most often from Polaris. 

 

http://cfmoto-us.com/
http://powersports.honda.com/2014/pioneer-700.aspx
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1. General manager for a power sports dealership in the Southwest; repeat source 

This dealership has grown significantly during the past year, and customer traffic is up about 12%. Polaris sales comprise 

about one-third of all of the source’s UTV sales. Prices have increased slightly for ATVs and other ORVs. Ranchers make 

up a small percentage of the source’s business, and many buy ATVs and UTVs for work and for recreation. Consumers are 

loyal to brands, but some companies like CFMoto are gaining traction. BRP is a tough competitor and has aggressive 

marketing, but Polaris continues to gain on its rivals and is doing well. Still, Polaris could be affected by a slowdown in ag 

spending. 

Polaris 

 “This stores does about $12.5 million in revenue a year, and about $4 million of that is the from Polaris utility vehicle 

sales. It is a significant amount of our business. Probably close to 10% of that business comes from ranchers.” 

 “For the Polaris side-by-side vehicles specifically, last year’s revenues in the first four months were $1.5 million. This 

year they are $1.1 million. We are down a little bit. Part of that business has moved to the BRP brands we are 

selling.” 

 “Polaris as a company is far more aggressive than most of the other manufacturers in the business. They have a 

much more extensive marketing campaign, and they demand a whole lot more from the reps who work with the 

dealerships. They are in contact with their dealers much more frequently and they have continued to stay ahead of 

the industry with cutting-edge products. It is like they are three steps ahead of everyone else.” 

 “Polaris is perceived highly by our customer base.” 

 “Nothing has changed this year since Jan. 1, but Polaris continues to gain traction on its competitors.” 

 “In the side-by-side utility vehicle market, Kawasaki and Can-Am will be the closest in competition with Polaris. In the 

ATV market, which you have to look at separately, Yamaha and Honda have been significantly impacted by Polaris.” 

 “Yamaha is losing the most on its competitors so far this year, and Polaris and BRP are taking the most advantage of 

this.” 

 “BRP is best protected against competition from Polaris. It is one of those 

companies that seems to be a little more aggressive in their marketing 

strategy and in their selectiveness of the dealers and protection of their 

product image.” 

 “The comparison I can give you is the communication from the 

manufacturer to the dealer. We talk to our Polaris rep almost on a daily 

basis. We talk to our BRP rep at least once a week, and we talk to other 

reps once or twice a month. The squeaky wheel gets the grease. Polaris’ 

products are on the forefront of our minds.” 

 “A reduction in agriculture spending would likely have a negative effect on 

Polaris sales.” 

Manufacturers and Products 

 “There is a trend with several products. The prime selling season started a 

little bit later than it did last year. The southern region had an unusually 

long winter, and I believe that has surprised some retailers in several 

segments. It affected the marine and water traffic more than anything. So the drop in revenues maybe has a little bit 

to do with that and a little bit to do with farming and ranching purchasers holding back a little.” 

 “There is a lot of consumer loyalty to the tried-and-true brands and a lot of consumer confidence in those brands. 

There are other manufacturers trying to gain entry to the market—Chinese manufacturers, for example—and the 

sales volume is nowhere close to the major players in the game. But there are consumers beginning to give those 

products a chance, and I believe they are starting to gain some traction.” 

 “There are some manufacturers that are getting some traction. One of them is CFMoto. They are a Chinese 

manufacturer. We have seen Chinese manufacturers fail over and over throughout the years, and this company 

seems to be dedicated to quality control. You constantly see them in industry reports and magazines. I believe if they 

continue to do things the way they are, they will continue to get a little bit more of the market. … We have carried it 

for almost a year.” 

 “Very rarely do we see consumers step down to less than what they had before. Of the repeat customers we get, 75% 

of them will step up for the newest and best models and 25% will purchase something like they already had. The 

statistic for farmers is close to the same.” 

In the side-by-side utility vehicle 

market, Kawasaki and Can-Am 

will be the closest in 

competition with Polaris. In the 

ATV market, which you have to 

look at separately, Yamaha and 

Honda have been significantly 

impacted by Polaris. 

General Manager  

Power Sports Dealership, Southwest 
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 “Kawasaki will benefit the most in a cautious farm equipment spending environment because its price points are a 

little bit lower than its competitors’ prices.” 

2014 Trends 

 “Customer traffic is up about 12% over last year for this particular store. Some of the other stores that we have 

owned for a while that have a stable history are up about the same. Some of the stores we have acquired that were 

operating at a less than desirable level are up 250% in some cases this year.” 

 “We are still behind in overall sales this year compared to last year, about $40,000. That literally comes down to one 

or two sales.” 

 “We have not had to lower prices to spur sales.” 

 “Our ATV/off-road-vehicle sales should continue to grow this year, and we should finish 2014 over 2013’s revenues. 

The economy does seem to be continually strengthening. We have a lot of economic growth right here in our direct 

market. There are a lot of people moving to [our] area, which will bring in new consumers.” 

 “We have gone through a few changes this year. At this particular location we have added the BRP product line so we 

now carry the Can-Am Spyders and ATV and utility vehicle products.” 

 “We sell everything you can think of that has to do with the powersports industry—motorcycles, trikes, ATVs, side-by-

sides, pleasure boats. We do sell to ranchers, but that is a smaller percentage of our customers. That is a type of 

customer who still does a lot of business with two brands that we do not carry: John Deere and Kubota. We do well 

with Polaris, and there are purchasers out there buying Polaris vehicles for working farm-type applications. But a lot 

of these ranchers who are purchasing them for the farm and ranch are really using them more for recreational-type 

uses. It is not being used the same way as their tractor.” 

 

 

2. Sales manager at a dealership in the West 

This dealership has experienced flat results so far this year, but anticipates some growth during the summer as well as 

strong sales of snowmobiles in the fall and winter. The Polaris Sportsman 570 is the source’s top selling model since. 

Polaris is strong and gaining share from all the others, but Honda holds a solid 20% share thanks to its reliability, brand 

recognition, and repeat customer base. Still, Polaris has better pricing than a comparable Honda product, and Honda is 

not doing anything to grow share. Polaris also is a U.S.-made product. 

Polaris 

 “Polaris offers more value for the size and price. Comparable Japanese models may be as much as $1,000 more.” 

 “Polaris is gaining share, but I expect all the competitors are losing equally. No one really stands out as a big share 

loser. Honda is set apart with a steady 20% share. They are not gaining any ground, but they are certainly not losing 

any either. They have reliability and name recognition, and the farmers love them. They are happy and stable and not 

doing anything—no product changes, no new models, nothing new.” 

 “I would say Polaris has lowered pricing somewhat to compete with Honda, 

maybe draw off some share, but we have not seen any shift away from 

Honda as a result.” 

 “The Polaris Sportsman 570 is our top seller. We have had it on the floor 

about five months, and it has been a very strong seller.” 

 “The Polaris Sportsman Ace looks interesting. Everyone stops to look at it, 

but we have not sold any yet. It may be just too soon. Give it another two to 

four months and we will see them start to sell.” 

 “Polaris and Honda are both pretty much insulated from any economic 

downturn. Polaris has a depth of offerings, and Honda just has a loyal 

following. Yamaha, Kawasaki and Suzuki would all be hurt.” 

Manufacturers and Products 

 “We sell the bigger units, anything from 500cc to 700cc. Polaris is our top brand, followed by Honda and then 

probably Yamaha. Farmers and ranchers love that Honda 420.” 

 “Polaris is definitely gaining on competing manufacturers in the last year, gaining 47% since last year. They have a 

better value, and because they are American-made, they have more flexibility than Japanese manufacturers.” 

 “Suzuki is probably our slowest brand. They closed back in 2010 and have not really come back strong since.” 

 “A good experience makes a loyal buyer, and Polaris benefits by strong reliability.” 

The Polaris Sportsman 570 is 

our top seller. We have had it 

on the floor about five months, 

and it has been a very strong 

seller. 

Sales Manager, Dealership 

 West 

http://can-am.brp.com/spyder/
http://powersports.honda.com/2013/fourtrax-rancher/specifications.aspx
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2014 Trends 

 “We have had a pretty stable market, similar to last year. Traffic is up, and we have drawn in some new customers. 

But our sales have been pretty flat to last year so far. I expect to have a stronger summer, and in the fall and winter 

we sell a lot more snowmobiles. I anticipate we will finish the year ahead of last year some.” 

 “Higher-end vehicles are definitely most popular. Since the introduction of the side-by-sides and four-seaters with 

seatbelts, we are seeing more families, more college students over the last couple of years.” 

 “Our inventory is maybe 10% higher than last year at this time. Prices are really stable. We have only seen minimal 

increases over the last five years.” 

 “Our local promotional stuff is the same as last year. But the manufacturers are maybe a bit more aggressive. Honda 

has flexible bonus bucks. Polaris has rebates and special financing. Yamaha is offering special financing. They all 

have something going all the time.” 

 

 

3. Sales manager at a dealership in the Midwest 

This dealership sells ATVs and farm equipment at three locations. The source’s location primarily sells ATVs, for which 

sales are up 25% year to year. The Polaris Ranger 900 is the most popular unit, and Polaris is the leading brand. The ORV 

demographic has broadened to include more families since the larger side-by-side units became available. Polaris offers 

promotional rebates or financing programs all the time, and likely would not be burdened by an economic slowdown. 

Polaris 

 “Polaris is known for quality and pricing, utility and racing. It is even in 

demand for farmers.” 

 “Can-Am is least likely to lose to Polaris because they have a big 1000[cc] 

model too, comparable to the Polaris Ranger, only they have the bigger 

engine size like the Ranger.” 

 “I have not seen Honda change anything. I am really not aware of it if they 

are doing anything differently.” 

 “The Polaris Sportsman Ace is a new smaller unit, like a four-wheeler with a 

cage. So far it is not terribly popular because it is a 325[cc] unit. A lot of 

people think it is for kids, but it has a 16-and-up age rating. It is a good 

idea, but it needs more power.” 

 “An economic downturn would not likely impact Polaris. They have all 

models, all price ranges. A buyer can select features to add or leave off in 

order to save some dollars. They also have all kinds of financing packages 

for every budget from 0% interest for six months up to 5.9% for 60 

months.” 

 “Polaris has some promotional offer every month, either rebates or discounted financing, but that is the same as last 

year.” 

Manufacturers and Products 

 “Polaris Ranger side-by-side 900 is our top selling model this year. The bigger it is, the more people like it. It is our 

newest model. The 900 came out last year, at the end of summer. It is more 

ergonomic and has better leg room than the RZR. The RZR 1000 is sportier 

and also is popular. If they came out with a Ranger 1000, it would be the 

most popular.” 

 “Polaris is the best. They always have the best consumer reports, No. 1 in 

racing always. They have power steering and fancy paint, all sorts of 

upgrades available. Everyone wants Polaris.” 

 “Polaris holds the lion’s share of the market, but I would not say they are 

really growing. And no one else is really losing share. Everyone is holding 

steady. Well, if anyone is losing it would be Yamaha, maybe Honda.” 

 “Our customers who have Polaris want more Polaris. They are adding new 

units, occasionally trading one in and trading up.” 

2014 Trends 

An economic downturn would 

not likely impact Polaris. They 

have all models, all price 

ranges. A buyer can select 

features to add or leave off in 

order to save some dollars. 

They also have all kinds of 

financing packages for every 

budget. 

Sales Manager, Dealership  

Midwest 

Used to be our regular 

customer was the single guy, 

adventurer, racer. That 

demographic has really 

broadened now with the newer, 

bigger units. 

Sales Manager, Dealership  

Midwest 
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 “The biggest change over the last couple of years is the shift toward side-by-sides vs. the ATV. Now we sell Rangers 

and RZRs to families so they can go together. They have two to four seats with seatbelts. Used to be our regular 

customer was the single guy, adventurer, racer. That demographic has really broadened now with the newer, bigger 

units.” 

 “We have very busy weekends, but usually buyers will come back to finalize the deal on Monday so that is our big 

selling day. Traffic is pretty flat to last year, and our mix of new to repeat customers is pretty much the same.” 

 “We sell more ATVs than farm equipment at this location, but our company does sell farm equipment. Our ATV sales 

are up this year about 25% to last year, and April is right along the same trend.” 

 “Our ATV inventory is up probably 35% to 40% because we moved out [Polaris’] Victory Motorcycles to another 

location and filled that space with all ATVs.” 

 “Prices are steady, but trade-in values are pretty low. We typically stay with the MSRP pricing. We have a little margin 

to work with but not much.” 

 

 

4. Sales manager at a Midwestern dealership 

Sales are down and traffic is slower year to year, so source has forecast flat year-end sales for 2014. CFMoto’s new side-

by-side was launched 14 months ago and is taking share from Polaris’ Ranger and RZR. Polaris and other manufacturers 

are more aggressive with promotions, but CFMoto still can beat their pricing. About 40% of the customers are fiercely 

brand-loyal. 

Polaris 

 “Polaris is still the top name brand everyone knows, but CFMoto has a better price so they are gaining some ground 

on Polaris.” 

 “Polaris does a lot of promotions, but they are not worried about Honda.” 

 “That new Polaris Sportsman Ace is doing nothing around here so far. It is just too small.” 

 “I expect an economic downturn would benefit sales of CFMoto. If consumers were looking to get the best value for 

the lowest price, CFMoto beats Polaris. Their sport side-by-side is $5,000 cheaper, and their 500cc ATV is $2,200 

cheaper than Polaris.” 

Manufacturers and Products 

 “Polaris Ranger and RZR and the CFMoto side-by-side are the top sellers. And customers are buying more of the 

bigger side-by-side units, but no shift since a year ago. I still have customers in all price ranges.” 

 “CFMoto was new last year, maybe 14 months ago, and it has really gained in popularity. It has a good price point, LE 

models, roofs, winches, they come all decked out. I expect they are gaining some of Polaris’ market share.” 

 “Honda is not likely to lose any ground to Polaris. It is hard to get a Honda guy off a Honda, no matter what else you 

offer him. Farmers love Honda. Honda is not doing anything to gain ground, nothing new. They have their one base 

model, and they are sticking with it.” 

 “I probably have a 40-60 mix, with about 40% of my customers being very brand-loyal. The remaining 60% are open 

to new ideas, new options.” 

2014 Trends 

 “I do not see any big changing trends since last year only things have slowed down some. My traffic is down around 

30% and sales are down around 10% to 12%. April sales were pretty flat, so that is better than the rest of the year so 

far.” 

 “Inventory and pricing have not changed much. I am hoping to see some growth over last year, but I am forecasting 

flat for now.” 

 “We are being more promotional, more advertising, and the manufacturer promotions are pretty aggressive too.” 

 

 

5. President of a Polaris dealership in the Midwest 

This source was very high on Polaris and said the company earns every drop of its market share through innovation. 

Farmers make up a small percentage of his store’s customer base, so if agriculture spending drops this year, it will not 

make a dent in Polaris’ sales. He expects ATV and ORV sales to be positive overall for the remainder of the year. Polaris 

was once the underdog in this business but now is well respected. No ORV manufacturer is safe from Polaris. 

http://www.victorymotorcycles.com/en-us/home.aspx
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Polaris 

 “As far as Polaris’ name recognition on all of their products, and as far as how much their name has moved up, it is 

tremendous. When we first came out with ATVs in 1985 … nobody respected us. Polaris won people over, and now 

we are a very respected company. People looking at Indian motorcycles know that Polaris bought it. Polaris’ name 

and quality have jumped by leaps and bounds.” 

 “Polaris is closer to the products. They are able to react more quickly than a big Japanese company.” 

 “Polaris machines are ideal units for farmers. Lots of farmers use them and love them. They are very multitask 

vehicles. Farmers can go trail riding, get their mail, and do 101 things with it.” 

 “The model width, breadth and depth of Polaris products are overwhelming to their dealers. Anyone who does not 

have them would love to have Polaris in their showroom.” 

 “As far as with Polaris, a lot of the RZRs are very hot.” 

 “There is not one ORV manufacturer that is protected against competition 

from Polaris. Absolutely, Polaris is a threat.” 

 “Every little bit of new product in the market is making Polaris be a little bit 

more aggressive on programs. Competition makes everyone better.” 

 “The little farming segment will not put a big blip on Polaris’ radar. Reduced 

agriculture spending could affect some dealers throughout the country 

though.” 

Manufacturers and Products 

 “In the side-by-side market, the Japanese have crawled under a rock and 

hidden. They wanted to wait and see what the economy was doing. Polaris 

had products in the works ready to come out at the time. This took the 

company to a whole new level.” 

2014 Trends 

 “Our customer numbers all in all started off slowly. We had a cold January. But our numbers are recovering, and 

March was pretty decent compared to last year.” 

 “New customers are always growing. Polaris has brought in a lot of new people in the last year years. Innovation, 

innovation, innovation: 70% of their products are three years old or less. People want the latest. All of Polaris’ market 

share is earned. They have the right philosophies.” 

 “We do not sell any farm equipment, and farmers make up such a small percentage of our customer base, about 3% 

to 5%. It is not enough to make any real dent up or down.” 

 “This year we took on Indian Motorcycle, a division of Polaris. We are seeing a lot of new faces. As far as Polaris, they 

are the movers and the shakers, because people want their products.” 

 “We are building a second location and a standalone store for Polaris Victory and Indian.” 

 “The ATV/ORV equipment we have sold so far this year is no different from what we sold early last year. It is the 

same product. There is not anything new in the market and the numbers are equal.” 

 “ATV and ORV pricing is more aggressive this year.” 

 “We have not had to lower prices to spur sales this year. In fact, there are more incentives on the products. Polaris 

offered incentives. They are all about marketing and being creative on the backside, and they advertise rebates up to 

$1,000 and that gets everyone in the door.” 

 “ATV and ORV sales will be very positive throughout the remainder of 2014—higher than last year.” 

 “We are pretty much low on everything. We place orders every two weeks.” 

 

 

6. General manager of a Polaris and Kawasaki dealership in the Southwest 

Business is picking up slowly, with very few changes from last year. The source expects Kawasaki to gain some ground 

this year but said Suzuki will continue to slide because of its lack of a side-by-side vehicle. Polaris is one of the best but 

also is pricier, so it could be hurt somewhat if ranchers were to stop spending. John Deere suffers most directly from 

Polaris being in the market, while Kawasaki is best protected. Polaris’ Ranger continues to be in high demand. 

Polaris 

 “Polaris is one of the best. It has the most market share, and is up there with and above everybody else.” 

 “Polaris is upper end. They are one of the pricier ones.” 

Polaris has brought in a lot of 

new people in the last year 

years. Innovation, innovation, 

innovation: 70% of their 

products are three years old or 

less. 

President, Polaris Dealership 

Midwest 

http://www.indianmotorcycle.com/en-us/stories?tags=polaris
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 “Polaris has been dominating with the Rangers as far as the farming community goes. They are in great demand.” 

 “If farmers are forced to settle for less this year, it will hurt Polaris. They will not have the money to spend.” 

Manufacturers and Products 

 “Kawasaki is best protected against competition from Polaris.” 

 “Probably John Deere, which I do not sell, suffers most directly from Polaris 

being in the market as far as the farming community goes.” 

 “I expect the Rangers to be most in demand over the course of 2014.” 

 “Before the end of the year, I think Kawasaki will gain the most on its 

competitors. Kawasaki has a new product coming out.” 

 “We sell ATVs and side-by-sides with Kawasaki. The number of machines we 

sell to farmers is a very small increase, a single percentage.” 

 “The Ranger is dominating the market. There is nothing that competes with 

the Ranger. Kawasaki will come out with something that will compete with 

the Ranger and will take some customers.” 

 “Suzuki is losing the most on its competitors this year because they do not 

have any side-by-sides.” 

2014 Trends 

 “I do not notice a whole lot of big changes this year—nothing that stands out. 

Business is picking up slowly.” 

 “Right now is our busy season.” 

 “We are seeing a little more floor traffic, less than 10%. A lot of people are using the Internet to shop and to do the 

homework and research before they step in the stores.” 

 “We do sell ATVs, but we sell more motorcycles.” 

 “Every year there is an increase in pricing for off-road vehicles.” 

 “The level of inventory in our store is about the same. We are right on track of where we need to be.” 

 “Customers are sticking to what they know. A lot of farmers and ranchers have had off-road vehicles before, so I do 

not think they will venture off into some new thing that has come out.” 

 “It is strictly based on your location; farmers will not buy 300 miles away. If they have a dealership 10 miles away, 

they will visit.” 

 

 

7. Sales manager at a Northwestern dealership 

This dealership has experienced strong traffic and sales increases year to year, with the top seller being the Polaris RZR 

1000. The highly anticipated Polaris Slingshot, a street-legal three-wheeler, should arrive in October. Seniors and families 

have been drawn into the demographic mix by the larger side-by-side and four-seat units with seatbelts and roofs. Polaris 

would not lose market share in a tougher economic environment because it has a variety of units at various price points 

and good financing options. Can-Am only has one top-of-the-line model and very little margin to negotiate the price down. 

Polaris 

 “Polaris is a brand well known for high performance and reliability. Polaris 

customers come back looking for Polaris again.” 

 “Polaris now has a similar product at a better price than Honda’s, so a new 

customer may choose Polaris because it is flashier. But a Honda rider will 

spend more to get another Honda.” 

 “Our Polaris Sportsman Ace units sold through pretty quickly, and we have 

gotten more in. Its lower power appeals to a first-time buyer and an elderly 

buyer, but an avid ATV rider wants more power.” 

 “Polaris side-by-side vehicles are definitely most popular. We got the RZR 

1000 in August, and it has been our top seller since it arrived.” 

 “If our customers had to tighten spending, they would still likely prefer 

Polaris but maybe would leave some add-ons on the table. Polaris has lots 

of models, sizes, fancy paint, lots of appeal and financing for any price 

range.” 

The Ranger is dominating the 

market. There is nothing that 

competes with the Ranger. 

Kawasaki will come out with 

something that will compete 

with the Ranger and will take 

some customers. 

General Manager  

Polaris & Kawasaki Dealership  

Southwest 

Our Polaris Sportsman Ace 

units sold through pretty 

quickly, and we have gotten 

more in. Its lower power 

appeals to a first-time buyer 

and an elderly buyer, but an 

avid ATV rider wants more 

power. 

Sales Manager  

Northwestern Dealership 

http://www.polaris.com/en-us/rzr-side-by-side/rzr-xp-1000-eps-white-lightning-le
http://www.polaris.com/en-us/rzr-side-by-side/rzr-xp-1000-eps-white-lightning-le
http://www.topspeed.com/cars/others/2016-polaris-slingshot-ar162041.html
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 “Can-Am might be hurt more by a tighter economic shift. They only have one top-of-the-line model. It has all the perks 

included, so they do not really have a base model and very little margin to negotiate the price down. [Can-Am] may 

be moving more toward that [base unit] though in 2015. I would not be surprised at all.” 

Manufacturers and Products 

 “I do not see a lot of shift anywhere really. Polaris is consistently our top brand. Whatever the biggest, best model 

they have out is generally our best seller. And I would say our customers like Polaris and come back looking for the 

same brand.” 

 “Polaris may be stealing some share with their bigger side-by-sides. No one else is gaining ground in that niche.” 

 “We sell Arctic Cat and Can-Am. Both brands are experiencing some growth, but they are definitely not keeping pace 

with Polaris’ growth.” 

 “Honda has one solid machine, and people who drive it are very brand-loyal. But Honda is not coming out with 

anything new and has not in forever. They hold a steady share, but they are not looking to take any share from 

anyone.” 

 “I would say our customers are definitely more drawn to the higher end stuff. But we are still selling a higher volume 

of ATVs vs. UTVs.” 

2014 Trends 

 “Our traffic has been very strong this year, heavy in the spring and very busy during April. I would say we have a very 

loyal base, but the growth is in new customers.” 

 “Sales are up around 20% so far this year, and April was up over 30% to last year.” 

 “We sell way more ATVs than we do the larger side-by-sides, but sales of both have increased significantly compared 

to last year.” 

 “Our demographics have not shifted much. We are seeing more senior or elderly people buying ATVs. I think they 

have more disposable income than some of our younger buyers. And our family appeal has increased with the newer 

four-seat units and side-by-sides.” 

 “Pricing has been very stable. Our inventory is steady too.” 

 “We are doing more local events to draw in business, but we are not discounting prices. Manufacturers are more 

aggressive with promotions too, more ads and media. They always have a promotion, rebate or financing, but that is 

the same as a year ago. It is just a very promotional environment.” 

 “I expect the rest of the year will continue to play out strong. Polaris is introducing their new Slingshot in October. It is 

a three-wheel street vehicle, and I expect it will draw a lot of attention.” 

 

 

8. Owner of a Yamaha and Polaris dealership in the Midwest 

The winter pushed foot traffic down 5% to 10% year to year. Sales also fell during January through March but picked up in 

April. Polaris’ RZR vehicles are a big hit, but Polaris needs to improve its reputation and work on quality control. 

Customers primarily look at price, and some are choosing lesser-known manufacturers such as Bennche Inc. and 

Massimo Inc. The Kawasaki Mule suffers most directly from Polaris’ competition, while Kubota is best protected given its 

product quality and promotions. If agriculture spending drops, Polaris would benefit because of its enticing promotions on 

select models. 

Polaris 

 “Polaris has come a long way, but it still needs to work on quality control. It 

needs to get a better reputation. Pricing is good. Polaris has too many 

models.” 

 “In terms of farmers’ use of Polaris machines, it depends on the scope of 

work that the farmer is going to do with the unit. For the most part, it fits.” 

 “The Kawasaki Mule suffers most directly from Polaris being in the market. 

It is a slow, outdated machine.” 

 “A reduction in agriculture spending by farmers will help Polaris. They have 

some good promotions on select models.” 

Manufacturers and Products 

 “This year we have sold more sport ATVs and side-by-sides, Polaris and Yamaha ATVs. We are up by a small amount, 

two to three units.” 

A reduction in agriculture 

spending by farmers will help 

Polaris. They have some good 

promotions on select models. 

Owner, Yamaha & Polaris Dealership  

Midwest 

http://www.bennche.com/
http://www.massimomotor.com/home.php
http://www.kawasaki.com/Products/product-specifications.aspx?id=165
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 “Customers are shopping price. Some are going with the Chinese in our area, [and others look at] Bennche, 

Massimo.” 

 “Sport RZRs are the most popular products this year.” 

 “John Deere will benefit the most in a cautious farm equipment spending environment because it has loyal 

customers.” 

 “Kubota is best protected against competition from Polaris because of the fit and finish of their product. They have a 

quality machine, and interesting promotions help.” 

2014 Trends 

 “Weather was the biggest change to our business this year. It was a long, hard winter.” 

 “The volume of customers visiting our store so far this year is 5% to 10% down from the same period a year ago.” 

 “Our customers seem to be younger this year because of sales of Sport RZRs, which have outpaced the 4x4 market.” 

 “In terms of ATV/off-road vehicle sales, we are down 20 units for January through March but April is up six units.” 

 “Our ATV/ORV sales will be OK this year if we get the support from the manufacturers. Manufacturers’ rebates [could 

affect our store]; the dealer cannot take the hit because of the rising cost of doing business.” 

 “ATV/ORV pricing is not as good this year. We have to deal with the Internet shoppers.” 

 “The level of inventory in our store this year is OK and maybe a little short in some areas.” 

 

 

9. Sales manager at a Southwestern dealership 

The dealership’s top selling unit is the Polaris RZR 1000. However, BRP’s comparable Can-Am Maverick runs a close 

second, and the utility Can-Am Commander is another popular model. The side-by-side category is driven by customers 

wanting bigger, fancier, all the options. The ATV four-wheeler category is more of a mix, with some customers focusing on 

function and price rather than flare. Polaris offers all levels of products and pricing, rebates and financing options that 

would insulate it somewhat from an economic downturn. Can-Am also likely would remain a top seller. Customer 

demographics are shifting to include more women, couples, elderly people and Hispanics and fewer farmers. 

Polaris 

 “The new Polaris Sportsman Ace draws in customers. Everybody looks at it, but most ask when they are going to 

make it bigger. It has great safety features and attracts an older couple or a new rider. Some people think it is for 

kids, but riders must be at least 16 [years old].” 

 “Polaris would not be hurt by an economic downturn. They have all lines and levels of products, rebates, good 

financing, more lenders than the other guys. If you want in Polaris, I can find a way.” 

Manufacturers and Products 

 “We do not sell Hondas at this location, but I know they are not doing 

anything new. They have that big red side-by-side that sells to farmers and 

ranchers. White folks love it and are very brand-loyal to it, but nothing is 

changing. They are not gaining any share.” 

 “Honestly, I prefer the Can-Am units myself, but we sell more Polaris for 

now.” 

 “Can-Am has the most to gain or lose against Polaris.” 

 “Can-Am might have more to lose, but I expect they would still remain a top 

seller even if sales slowed down.” 

 “Polaris RZR 1000 side-by-side is our top seller, but the comparable Can-Am 

Maverick runs a very close second. Can-Am Commander is also very 

popular. Can-Am is a bit more expensive but it has all the perks and add-ons 

included, but Polaris lets you pick the options you want to pay extra for.” 

 “Suzuki may be losing some share, but it is because they have not come out 

with anything new. They have a smaller selection and no side-by-sides. That is the largest growing segment right now, 

and they are missing out.” 

 “My customers are really a mix when it comes to brand-loyalty. Some are brand-loyal. They have had a good 

experience, and they want that brand again. Others just want a good buy or better financing.” 

2014 Trends 

Polaris would not be hurt by an 

economic downturn. They have 

all lines and levels of products, 

rebates, good financing, more 

lenders than the other guys. If 

you want in Polaris, I can find a 

way. 

Sales Manager  

Southwestern Dealership 

http://can-am.brp.com/off-road/side-by-side/maverick.html
http://can-am.brp.com/off-road/side-by-side/commander.html
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 “In this larger side-by-side category, everyone wants bigger, more seats, more power, more extras. In the general ATV 

four-wheeler category, there is more of a mix. Some are more focused on function and price over flare.” 

 “This trend does not play better for any manufacturer over another. They all hold their own for what they have to 

offer. Polaris is the biggest, and BRP/Can-Am has no plans to come out with a bigger unit, at least not that I am 

aware of.” 

 “I am surprised that we have sold so many of the basic four-wheelers, more low-end base model ATVs, and they have 

very aggressive financing. That is probably the biggest change this year so far.” 

 “Our traffic is down this year because of major road construction that started in September and will run through next 

November. The good news is we know when people come in, they are serious, not just looking around.” 

 “Our demographics are shifting some but not very fast. We have more women and couples now vs. men only. We 

have more Hispanics and fewer farmers than a few years ago. Our other location has more older, white couples, but 

we are not seeing that so much here.” 

 “Sales are up 5% to 10% so far this year, but April sales were pretty flat.” 

 “We have maybe 10% more inventory this year. With slower traffic we have planned better and can keep our stock 

filled out like it should be.” 

 “Price may be up slightly, maybe $100 to $200 a unit, but it is a minimal increase. Mostly customers do not notice.” 

 “We have done more aggressive promotions, more online and more advertising, but not lowering prices. The 

manufacturers always offer rebates or financing promotions. Can-Am is offering free two-year extended warranties in 

addition to the original one-year warranty on everything. I have even see them offer five-year extended warranties but 

not all the time.” 

 

 

10. Dealership sales manager in the West 

This dealership is enjoying an oil boom economy and strong growth in ATV sales, up 20% to last year. Single-rider ATVs 

are a solid and growing segment, but the larger growth is in the side-by-side ORV category. The Polaris RZR 1000 is the 

“hottest” thing on the sales floor. Honda and Can-Am are stable and strong but not taking share from Polaris. 

Polaris 

 “Polaris is most popular for style, pricing and the just being the hottest, fastest thing out there.” 

 “The new Polaris Sportsman Ace draws attention. It is like a single-rider four-wheeler, but you drive it instead of ride 

it. It has a cage and roll bar and it just feels different. It also does not have a lot of power, so it feels safer. I sold 

through the first three quickly, two to women and one to an older guy. Everyone stops to check it out.” 

 “Polaris has all levels, all prices of ATVs, so they would be pretty well insulated from an economic downturn. I mean, 

people will still buy but may move down instead of up. I think everyone would lose some sales, but I do not think the 

share would shift much.” 

Manufacturers and Products 

 “Polaris side-by-sides and ATVs are the most popular across the board.” 

 “Polaris RZR 1000 is hands down the hottest thing on my sales floor. It 

came out in October of last year, and I expect it will remain at the top until 

something bigger comes along.” 

 “I really do not see much shift in share. Polaris holds the larger share. 

Yamaha may be losing some share. They do not have the big, flashy units to 

compete.” 

 “Yamaha is not the same quality or styling. It is just not as popular.” 

 “Can-Am holds a solid market, and it has a steady following too.” 

 “Honda has not brought out anything new in forever, but they still hold a 

solid share. Polaris just has a lot more to choose from.” 

 “My customers for the most part are pretty brand-loyal. Most customers who have owned Polaris before just want 

another Polaris.” 

2014 Trends 

 “My customers are definitely moving up the spectrum, looking for larger, more powerful and flashy.” 

 “Our economy around here is solid. We are seeing a lot of oil field money feed it.” 

My customers are definitely 

moving up the spectrum, 

looking for larger, more 

powerful and flashy. 

Dealership Sales Manager  

West 
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 “Traffic is up 20% to 25% to last year, and sales are up 20%. April is in line with that. We sold 41 units in April last 

year and 62 this year. That is a nice increase. That is units, not dollars, but sales are seeing solid growth.” 

 “We still sell more ATVs than side-by-sides, but the growth is in the side-by-sides. Our demographic really has not 

changed much. Maybe the average age of drivers has grown up a bit.” 

 “Our inventory may be up slightly to last year, just more models to showcase. Price changes are minimal.” 

 “Our local promotions are the same every year. Manufacturers always have something, but I do think Polaris has 

gotten more aggressive, more ads and rebates.” 

 

 

11. Sales manager for a dealership with multiple locations on the East Coast 

This company has several dealership locations, and most of them sell Polaris. One location, however, does not carry 

Polaris, and will not even take the brand or Can-Am or Arctic Cat on trade because they have a reputation for always 

being in the shop. Honda is this location’s best seller. Polaris and Honda have the best financing options, which should 

help them in a softer economy. 

Polaris 

 “I personally do not like Polaris because they make junk. They have a 

terrible service record. If you look at every ATV maintenance shop across 

the country, more than half the units in every one of them will be Polaris. 

And they have their units sized so that only Polaris accessories will fit. So if I 

want to add a gun rack, I have to buy a Polaris gun rack because nothing 

else will fit.” 

 “Polaris is just always in the shop. They are not reliable. Honda on the other 

hand is tough and reliable. Really all the Japanese makers make tough 

reliable ATVs, Yamaha, Kawasaki and Suzuki. That is the order of popularity 

here. The bottom are Can-Am, Polaris and Arctic Cat. We call them the 

‘crash dummies.’ I will not even take these models on trade because I do 

not want to sell them.” 

 “Honda is winning for us. I like to sell Honda because it makes customers 

happy. This is a small community. I see my customers around town, and I 

hear about it if their ATV is back in the shop. If I were in a big city and never 

saw my customers again, sure I’d be happy to sell Polaris. But I have to 

maintain a reputation, and my customers want to know what I think. They 

trust my opinions.” 

 “Still, Polaris is growing market share. They have very good financing 

options, and that is a selling point, especially in an area will lower credit 

scores and lower average income levels. Honda also has Eagle One financing, and it is as good as Polaris financing. I 

would say those two are the easiest to get financing for just about anyone.” 

 “Polaris and Honda would do best if the economy slowed down, because of their financing. In a slower economy 

being able to get the buyer financing is critical.” 

Manufacturers and Products 

 “Polaris sells very well for our company, but I do not carry them at this 

location. Their 500cc single-rider ATV is our top seller companywide, better 

than Kawasaki and Suzuki. Suzuki was at the top until 2012, but then 

Polaris started taking over.” 

 “Polaris has the top selling side-by-sides too. They are marketing Ranger 

and RZR very aggressively.” 

 “Honda Rancher is the best selling ATV in the world, and it is our top seller 

at this location too. Now Honda introduced their new Pioneer, to compete in 

that top selling side-by-side sector. But it is not flashy. Still, it is about 

$3,000 less than the competition.” 

 “Out of 28 ATV units sold in April, 20 were Hondas. [The farming] segment is 

very brand-loyal. I would say 10% of my customers are racers, and they are 

I personally do not like Polaris 

because they make junk. They 

have a terrible service record. If 

you look at every ATV 

maintenance shop across the 

country, more than half the 

units in every one of them will 

be Polaris. And they have their 

units sized so that only Polaris 

accessories will fit. So if I want 

to add a gun rack, I have to buy 

a Polaris gun rack because 

nothing else will fit. 

Sales Manager  

Dealership w/ Multiple Locations  

East Coast 
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best if the economy slowed 
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Dealership w/ Multiple Locations  

East Coast 
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also brand-loyal. The remainder of my customers are open to what is new and want to hear about all the options.” 

 “Arctic Cat’s Wildcat is doing well, but I do not like it. They just sell junk. They are a snowmobile company, and they 

are too new to know what they are doing on ATVs.” 

 “Yamaha has lost some share. They are just very conservative, not keeping pace with flash and speed that is so 

popular right now.” 

2014 Trends 

 “I was new to this location a year ago, and I have increased sales in every category. I cannot really compare changes 

otherwise at this point.” 

 “Sales are up in every ATV category, and we have probably 30% more inventory. Some is pressure from the 

manufacturers to carry every model of every brand.” 

 “Prices go up minimally every year, so that is typical.” 

 “Marketing efforts are pretty much the same. Really financing is key, and most promotions are rebates or financing 

programs.” 

 

 

12. Owner of a company with multiple dealerships in the South 

Weather slowed late-spring traffic and sales, and summer sales have not picked up yet. This company sells more Polaris 

570s and 420s than anything else. Polaris Ranger and RZR are popular in the growing side-by-side segment. Can-Am is a 

close competitor, higher end and in the top 25% of pricing. Polaris, Honda and Can-Am are growing share, while Suzuki, 

Kawasaki and Yamaha are losing share.  

Polaris 

 “Polaris probably has the most aggressive dealer programs, goal setting, dollars back. They do a good job of keeping 

the carrots in front of the salespeople.” 

 “The new Polaris Sportsman Ace has good interest and raises curiosity. It is a new idea. We sold through the first 

three very quickly. It appeals to female riders, maybe a second ATV for a family or a teenager. It does have a 16-plus 

age rating, but it appears safer than the traditional ride-on ATV. I have one in stock now that has been here for 30-

plus days. We shall see if the new idea takes hold.” 

 “In a soft economy people quit buying ATVs. All the manufacturers would feel it but maybe Polaris less than the 

others. They have good financing options, and that is essential in a softer economy.” 

 “Polaris would still hold the top spot with their broad lineup and good financing. They are the most innovative. Honda 

sells everything else, so they could focus their dollars in another segment until the economy came back. Power 

sports are not their bread and butter. Can-Am would have to remain viable, because it is all they have. If they did not, 

they would just go under. All the Japanese companies can afford to dial back on ATVs and focus on their other 

offerings.” 

Manufacturers and Products 

 “My customers really seem to be reaching upward to the premium end of the lineup. They really like that Ranger 

900. But I still have a large group of value-minded customers too, and they are looking in the up to $10,000 range” 

 “Polaris Sportsman 570 and 420 are the top sellers at our dealerships. The side-by-side Ranger 570 and 800 are 

the top sellers in that category. And it is definitely the fastest growing segment for us, but it is not bigger than our 

single rider sales yet.” 

 “Can-Am is probably the closest competitor to Polaris, especially in the high-end, side-by-side category. They are 

more expensive, but they do a good job of marketing.” 

 “Can-Am units are like the BMW brand and pricing compared to Polaris, which is more like a GM. They have a model 

and price point to suit everyone. Can-Am units are in the top 25% of pricing. They are very nice, high-end models.” 

 “Honda is probably most solid and least likely to lose share to Polaris. They have introduced their new Pioneer with 

four-passenger seating. Demand is good, but we have trouble getting them in. We sell whatever we have in stock, but 

then we cannot get another one for 30 days or more. They have some good buyer rebates and dealer incentives.” 

 “Polaris and Honda are both growing market share, from my perspective. Can-Am is growing share in that higher end 

side-by-side category. I guess Suzuki, Kawasaki and Yamaha are probably all losing some share, in that order. 

Consider the fact that Honda is buying share.” 

 “I would say probably half my customers are brand-loyal. They like that Honda Rancher 420 best.” 

2014 Trends 

http://arcticcat.com/sidexside/model/wildcat1000#team_arctic_green_metallic
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 “The weather has hurt us this year. Late spring means slower traffic and sales so far. Sales have not picked up for 

summer yet, much later than last year.” 

 “My customer mix is pretty stable. We have seen more families, couples and multiple unit buyers since the side-by-

sides have gotten so popular. I think more families see four-wheeling, touring and off-road riding as a vacation option 

now.” 

 “We have probably 15% more dollars in inventory this year for three reasons. First is the more expensive units. 

Second, there are more models at every level and we try to showcase whatever we can. Third is an overly aggressive 

ordering system. Manufacturers lean on us to carry more, and they set up their systems to replenish before the ink is 

dry on a sales contract.” 

 “Pricing is stable. American-made Polaris can afford to hold pricing increases to 1%. Japanese companies have less 

ability to hold their pricing because they are more vulnerable to import regulations.” 

 “Our promotions really focus on our brand, our name, our dealerships. We let the manufacturers do the work on their 

brand recognition and popularity. They do a pretty steady mix of financing, events, rebates and dealer incentive 

programs in addition to media ads.” 

 “I do not foresee any economic upside. 2014 was going to be the big comeback year, but it has not materialized. I 

am forecasting 1% to 2% over last year. Of course our economy is vulnerable to whatever may happen on the world 

scene, and we have to be prepared to take a hit if something big happens.” 

 

 

13. Owner and sales manager of a Honda and Polaris dealership in the Southwest 

Business is picking up slightly, with a few more customers trickling in. Utility vehicles are taking the market by storm and 

are the big sellers so far. Many ranchers also are buying UTV add-ons like windshields, roofs, gun boots and camouflage. 

The source’s biggest issue with UTVs is getting them from the manufacturer. Total equipment sales this year will depend 

on the November elections and the economy. Polaris products are superior to the competition, and every other 

manufacturer is suffering as a result. 

Polaris 

 “Polaris told me they have got 61% of the ATV and side-by-side market. And they are earning it. Yamaha is doing 

pretty good. Kawasaki is doing pretty good. Honda is doing so-so and John Deere is doing decent. Polaris is doing 

very well.” 

 “Right now Polaris products are superior. They have much better features, more performance.” 

 “Every brand but Polaris suffers from Polaris being in the market.” 

 “If we are talking side by sides and ATVs, Polaris is gaining the most on its 

competitors, at everybody’s expense.” 

 “In a cautious farm equipment spending environment, Polaris will gain.” 

Manufacturers and Products 

 “Honda’s big advantage is Honda’s name. Yamaha has a bunch of lawsuits 

against them with their Rhinos when they came out. They fixed it 

immediately, but they are hurting because of that. Kawasaki has not done a 

lot with their market, in my opinion. Polaris is the one that is really working 

it. They are coming out with three to four new units every year.” 

 “I have some customers who will not buy something because it’s $2 too 

much, and I have others who want the biggest and ‘baddest.’” 

 “The new 1000 RZR, which is not a utility vehicle, is very popular with Polaris. I have not had a lot of success with the 

new Ace. Polaris has come out with a 570 motor, and it is a substantial improvement from the old 500.” 

2014 Trends 

 “Our business is picking up a little bit, which is kind of nice. It is not anywhere near normal but has picked up maybe 

5%.” 

 “Our ATV and UTV sales are 5% higher than last year. Sales are much better now than they were in January, February, 

March.” 

 “We have a few more customers so far this year. The biggest difference is that they are buying side-by-sides instead 

of ATVs, and the dollar value is greater as they are more expensive and they can do more.” 

Polaris told me they have got 

61% of the ATV and side-by-

side market. And they are 

earning it. 

Owner & Sales Manager  

Honda & Polaris Dealership  

Southwest 

http://en.wikipedia.org/wiki/Yamaha_Rhino#2009_Free_Repair_Program
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 “UTVs are more popular this year. Street bike sales are dead. Gas prices have not gotten high enough to entice 

customers to buy them.” 

 “If ranchers get a UTV, they will want windshields, roofs. Some are very avid hunters, so they will want the gun boots 

and camouflage. Sales of these items are a little greater this year than last year because UTV sales have gone up.” 

 “Equipment pricing this year is pretty much the same as last year unless it is a brand-new model that never existed 

before—and then usually they are the most expensive. We have not really had to lower prices to spur sales.” 

 “My biggest problem with UTVs is getting them. Inventory is lower than I would like. The 2015 model will come out 

with Polaris at the end of July or sometime in August. I am selling the older ones but not dumping the price because 

there is no reason to.” 

 

 

14. Sales representative at a dealership in the South 

This dealership sells more Polaris Sportsman ATVs for mudding than anything else, while the bigger Polaris Rangers are 

popular among farmers as work vehicles. Customers are focused more on value than on high-end features, and Polaris 

takes best advantage of that trend. Can-Am is a higher-end vehicle but more expensive; still, it is growing in popularity. 

Honda has lost its edge on styling and performance, but still maintains a loyal following. Pricing is pretty flat to last year, 

but manufacturers are very aggressive in offering financing. For example, Suzuki offers 0% interest for up to 60 months. 

Polaris 

 “Polaris enjoys strong brand awareness and good value for the price. That is 

why they are so popular. Also mudding is big in this area, more than racing, 

and Polaris has good models for mudding. Racers would probably go for 

Can-Am over Polaris.” 

Manufacturers and Products 

 “Polaris Sportsman 400 to 500 are our top sellers. They have the best value 

for an entry-level machine. We also sell a lot of the Polaris Ranger 800 to 

900 to farmers and ranchers; these are work machines.” 

 “We do have the sportier Polaris RZR in a 1000[cc], and it is a little pricier 

than the Ranger.” 

 “Polaris and Can-Am are our leading manufacturers. Honda used to be at 

the top, but Polaris got ahead of them in recent years. Can-Am is growing 

share too, but not as fast as Polaris yet.” 

 “Honda is behind Polaris on cool factor, styling and performance.” 

 “Honda brought out their new Pioneer utility vehicle and it is popular, but 

they have a supply issue. We sell through whatever units we get pretty 

quickly, but then it takes awhile to get another one. They will probably get 

that worked out over the next year.” 

 “Our customers are probably more focused on value and price than 

upgrades at this point. They compare brands and value for the dollar, so it is 

not just the base machine, but value matters. And Polaris is usually the best 

value.” 

 “We have probably 10% of customers who are very brand-loyal to Honda and 

Yamaha machines. Polaris does not have that loyal brand following.” 

2014 Trends 

 “We have just opened a new location, so that is the biggest change since 

last year. Of course, that brings in more new customers and more traffic in general.” 

 “Our sales this year are up some over last year, and our inventory is bigger because of the new location.” 

 “Pricing has not changed, and we are not discounting on price much. Manufacturers always have some program 

offer going on. They are very competitive with promotions on financing. Suzuki is offering 0% for up to 60 months to 

qualified buyers. They are getting very aggressive.” 
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4) Industry Specialists 
These six sources said Polaris was well positioned in the industry because of its superior marketing efforts. Five sources who 

rated Polaris all referred to the brand as the ORV industry leader or co-leader. Meanwhile, three sources said Polaris is 

gaining share on competition, while one believes the company and its competitors are losing a bit of ground because of 

Yamaha’s recent reentry. Polaris should emerge unscathed in the event of an economic downturn, but one said the 

company’s fortunes would depend on having the capital to continue financing customer purchases. Four sources said larger 

vehicles, particularly side-by-sides, were the hot products of 2014. Three noted that Japanese manufacturers were being 

conservative rather than innovative because of fears of a U.S. regulation backlash. 

 

 

KEY SILO FINDINGS 
Polaris 

- 5 of the 6 specialists rated Polaris as leader or co-leader of the industry. 

- Of 4 who commented on market share shifts, 3 believe Polaris continues to gain on its competition while 1 said 

Yamaha’s reentry has resulted in slight share losses for all competitors. 

- 4 sources believe Polaris is insulated against an economic softening because it is well positioned through superior 

marketing and its core demographic is outside of agriculture. 1 said the company’s fortunes in a depressed economy 

would depend on its ability to continue financing its customers’ purchases. 

Manufacturers and Products 

- 3 said Japanese manufacturers are not showing any innovation. 

2014 Trends 

- 4 cited larger units, side-by-side vehicles as the growing area within ORVs in 2014. 

 

 

1. Editorial director of a large power sports publishing group 

Polaris holds the largest share of the growing market but may be losing some share to Can-Am, Yamaha and a few 

smaller players, simply because it has the most to lose. The industry’s sweet spot is the four-passenger sport model, and 

Polaris has the top player, the RZR XP4 1000. Two-, four- and six-passenger side-by-sides are the largest and fastest 

growing segment of the industry. U.S. consumers want fast and flashy, and Polaris provides it. The Japanese 

manufacturer mindset is more conservative and focused on quality, safety and durability, so they appeals more to the 

stable farm and agriculture market. Manufacturers that are able to risk financing middle- to lower-income buyers will be 

insulated in a softening economy. 

Polaris 

 “The market is definitely growing, and Polaris is definitely holding the largest share. But Polaris may be growing 

slower than the market, meaning they may be losing some share because they have the most to lose. I think Can-Am 

is probably gaining on them. Yamaha just reentered the market last year so they have stolen share from somewhere, 

probably at least some of it from Polaris.” 

 “A soft economy would hurt this entire industry, and everyone would feel it. But the manufacturers with cash, capital, 

and a premium product line are the ones who will sustain through. Really, it is all about having the capital, and how 

much of it you are willing to risk in financing buyers. The financing program is what will keep the market alive during 

a soft economy.” 

 “If Polaris has the cash cushion to maintain their financing programs in a softer economy, they are insulated. If they 

do not, they are not.” 

 “Really anything that requires a truck to move it to where it will be utilized requires more money to enjoy. That part of 

the market ends up being sustainable. It is the lower end, the guy that just rides his ATV out his backyard to the hills 

... that is the part of the market that dries up.” 

Manufacturers and Products 

 “Most of the dollars spent in the off-road category now are being spent in the larger side-by-side vehicle segment. It 

has cannibalized the single-rider side of ATV sales. Polaris has the top sellers in this larger two-, four- or six-

passenger seating category.” 
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 “The four-passenger sport models are the sweet spot of the industry right now.” 

 “Polaris is the top, holding a solid lead in market share. Then Can-Am is probably second, followed by Arctic Cat, then 

Yamaha, Kawasaki in that order on the recreational side. Honda is also in there, but their vehicles are not popular for 

recreational use, so I put them in a different category.” 

 “Can-Am has some 1000[cc] products challenging Polaris on performance. Polaris RZR XP 4 1000 is the top of the 

line. Then their Ranger 1000 can get up to 90 mph. It appeals to the guy who needs it for hauling or work but also 

wants to use it for play, like a dune buggy. The Ranger XP 900 is more of an SUV, a sport and utility vehicle for work 

and play. It even has a pickup bed for hauling.” 

 “The new Polaris Sportsman Ace is a new idea, an innovation in the 

industry. It is a one-person sport utility, and it came out in January of this 

year. It is a drive ATV rather than a ride-on unit, and it feels safer, slower 

speed, smaller engine. I would say the jury is still out on it. It may or may not 

take hold.” 

 “Yamaha is gun-shy. They dropped out of the ATV market for a while 

because they were crippled by lawsuits over safety issues. Now they are 

very conservative, and they have an uphill battle. Really, the whole Japanese manufacturer’s mindset is all very 

conservative. They are all focused on utility not performance or speed or power. They are known for engineering 

quality and durability, but that is not what Americans want.” 

 “Honda is a … conservative company, and it is their biggest weakness. Farmers and conservatives love Honda and 

Yamaha really as well. They offer a limited line and have no sizzle.” 

 “Honda, Kawasaki, Yamaha are safe and reliable, family vehicles. But excitement sells, and safety, reliability are 

secondary.” 

 “Polaris is fast and flashy, and that is what is selling. They have higher performance and better styling than any of 

their competition. They are less durable and less reliable than the Japanese-made Yamaha and Kawasaki, but 

reliability and safety features are not driving this business. Style and speed 

are.” 

 “CFMoto is a new company out of China. It is a couple of years too soon to 

know how they will fare. They will need some name growth and some polish 

on style and quality. Right now it is a price point play. They have no 

refinement, quality or durability.” 

2014 Trends 

 “I am anticipating the broad ATV market to remain somewhat flat to 2013, 

assuming nothing catastrophic happens on the world scene. Consumers 

still have a conservative mindset. Everyone was planning 2014 to be a 

strong comeback year, and now everyone is revising their forecasts 

downward because it has just not materialized. The farm industry is stable, 

and it will continue slow, steady growth. They just keep doing what they are 

doing, and they will be the least vulnerable sector for ATVs.” 

 “Pricing will increase about 3% annually, as usual. I expect inventories will 

remain steady, and I am not expecting to see any supply issues that would 

slow production.” 

 “Really the only big question mark is financing. As long as buyers can 

qualify for financing, the market will hold steady and increase accordingly.” 

 “What would be a real game changer in this industry is if the Japanese manufacturers would change their mindset. It 

would change everything. They already have the engineering available to make bigger, faster ATVs than anything 

currently on the market. The Americans would do it, but they do not have the engineering. The Japanese already 

have it, but they are too conservative and will not do it. Really, bigger and faster is where the money is at in this 

market right now, and the Japanese manufacturers could monopolize on that if they just would. But they won’t. They 

are afraid the U.S. government might shut it down like they did three-wheelers in the 1980s. They are just not brave 

enough to risk it. So they will continue to follow along, be stronger, safer, more durable than American-made, and 

they will continue to trail behind American manufacturers.” 

 “Kawasaki currently has a jet ski engine with 300 hp that would have two to three times the performance of the 

fastest ATV on the market now, and it is comparably priced. If they put that engine on an ATV, it would be a huge 

Polaris is fast and flashy, and 

that is what is selling. 

Editorial Director 

Large Power Sports Publishing Group 
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game changer. They would rewrite all the rules and the American market would eat it up. But they won’tP do it. It is 

just not going to happen.” 

 

 

2. President of a Western ATV association; repeat source 

Polaris will not be hard hit if agriculture spending declines, mainly because most of its sales are for recreational use. That 

said, people are struggling in the source’s region, and sales of recreational vehicles are down, with no end in sight. If area 

dealers want to sell these recreational off-road vehicles, they will have to cut prices. Polaris is a market leader, with some 

competition from Yamaha. All competing brands are pressured by Polaris. Customers still stick to tried-and-true brands.  

Polaris 

 “Polaris is at or near the top. Around here their main competition is Yamaha.” 

 “I do not think any specific brand suffers more than any other. They are all hit as a result of Polaris’ mere existence.” 

 “A reduction in agriculture spending will have little to no effect on Polaris simply because the largest customer base 

is in recreation, not farming.” 

 “I have not seen any [Polaris Sportsman Ace] vehicles yet in this part of the country, but it looks like a great idea for 

people with shoulder strength problems. There needs to be a larger cc version, though, to really spur sales.” 

Manufacturers and Products 

 “Honda must not be spending much in research and development because they lag far behind in technology and 

only rely on their past reputation to sell products. I would place them in no higher than fourth place in adequate off-

highway vehicles available.” 

 “Customers are sticking with what is familiar, with few exceptions.” 

 “The tried-and-true will dominate for now, at least until the economy improves.” 

2014 Trends 

 “The biggest changes to the off-road-vehicle industry this year would be the addition of another 50-inch-wide side-by-

side, this one by Arctic Cat. This has to mean that now other manufacturers will follow. Until now, other 

manufacturers have let Polaris dominate that aspect, and now that domination will be over.” 

 “In [our region] sales have to be down as there are no signs of any economic recovery and unemployment is still 

high. There will be no sign of any improvement until perhaps a change in the Senate or the White House.” 

 “There are fewer purchases today by the younger generation as they have few jobs.” 

 “Pricing has been lowered to spur sales, at least by motivated dealerships.” 

 “If dealers want to sell they will have to cut prices in this part of the country.” 

 “Inventory seems down simply because we have been in a continuous recession for five years.” 

 

 

3. Power sports division manager for a major ATV supplier 

Honda, Yamaha and Polaris are the largest manufacturers of ATVs, while Polaris’ Sportsman and RZR side-by-side are the 

most popular models. Polaris has increased its product power and performance and is now attracting 45- to 55-year-olds, 

women and families. CFMoto is just entering the market but is following Polaris’ path. Japanese manufacturers, including 

Honda, have a solid following but seem to be falling behind in styling and performance. 

Polaris 

 “Polaris’ marketing and progressive styling have been leading the industry for the last three years at least. They have 

increased power and performance on one end, and they have broadened the demographic, making units that appeal 

to more safety-conscious riders, families and women. ATVs used to be a sport just for the fast and fearless big boys.” 

 “We have not seen anything new from Honda lately. They seem to be counting on their loyal brand following, their 

steady base of customers and just maintaining status quo.” 

 “I like the new Polaris Sportsman Ace. I’ve thought about buying one myself. I think it is more for the outdoorsman, 

for hunting, fishing, camping—just a nice hauler for getting way out without having to carry it all.” 

 “I think Polaris would still be on top even in a softer economy. For one thing, some other players would exit the 

market, making room for Polaris to grab up their share. Also, they have a nice broad line of units. And they grew 

market share in 2009 when everything went soft.” 

http://arcticcat.com/sidexside/model/wildcattrailxt#lime
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 “I think the Japanese manufacturers are probably most vulnerable in a 

softer economy, well, at least their ATV share. But they all have other 

product lines to keep their doors open. They can afford to pull back and 

focus on other areas if the ATV market goes soft.” 

Manufacturers and Products 

 “The big side-by-side units are the fastest growing segment in the industry, 

and Polaris and Honda are monopolizing on that for sure.” 

 “Polaris is definitely the current leader in the big side-by-sides. They have 

been in the market for 10 years or so now, and in that time they have made 

substantial changes in styling and mechanics, to both side-by-side and 

single-rider units. Polaris is progressive and aggressive and gaining ground 

because of it. CFMoto is new to the marketplace, but patterning their 

business plan much the same way Polaris did.” 

 “Honda, Yamaha and Polaris are the biggest manufacturers of ATVs. 

Polaris’ most popular units are their Sportsman ATVs and now their RZR 

900.” 

 “CFMoto has a couple of new models that are gaining some traction. They 

have a side-by-side four-seater that is about a third less than the price of 

the comparable Honda.” 

 “Honda has solid share and is not losing any ground. But it does seem like 

the Japanese manufacturers are sort of resting on their laurels, maybe 

falling behind some in style and performance factors.” 

 “The Japanese manufacturers are pretty steady, almost just using the same ads and marketing with some new 

graphics. Polaris has been very aggressive over the last three years with marketing and promotions almost surgically 

targeted at their preferred demographics. CFMoto is new and just getting 

started, but they are featuring women in their ads, patterning a plan very 

similar to Polaris. I expect to see them get more aggressive as they begin to 

gain traction in the market.” 

2014 Trends 

 “The market is really split between customers who are looking for higher-

end features and those who want power and performance, but not both 

really.” 

 “I do not really know any sales data, but I will tell you I am in ATV 

dealerships all the time and the Polaris dealerships are very busy every 

weekend.” 

 “The big four-seaters are drawing in some new demographics, the 45- to 55-

year-olds and more women are interested in ATVs for the first time, since 

these bigger units entered the market.” 

 “Our products [sold to ATV manufacturers] are seeing about a 2% increase 

so far this year. And our pricing has increased just marginally, maybe up to 

3% since last year on some products. Now, motorcycle parts have seen 

much more significant price increases since last year.” 

 

 

4. Owner of an ATV rental and off-road touring company 

This source runs a fleet of 15 Polaris ATVs, mostly Sportsman single-riders but also a growing selection of side-by-sides. 

He prefers Polaris because of its competitive price, popular features and reliability. His most popular rental is the Polaris 

RZR 800. He no longer offers Can-Am ATVs because they were in the shop too often. 

Polaris 

 “Polaris is the top brand, top consumer reports, just most popular. Can-Am probably suffers most from Polaris’ 

growth. As far as I can tell, Can-Am’s quality is just lacking and seems to be going downhill.” 

Polaris’ marketing and 

progressive styling have been 

leading the industry for the last 

three years at least. They have 

increased power and 

performance on one end, and 

they have broadened the 

demographic, making units that 

appeal to more safety-

conscious riders, families and 

women. ATVs used to be a 

sport just for the fast and 

fearless big boys. 

Power Sports Division Manager  

Major ATV Supplier 

The Japanese manufacturers 

are pretty steady, almost just 

using the same ads and 

marketing with some new 

graphics. Polaris has been very 

aggressive over the last three 

years with marketing and 

promotions almost surgically 

targeted at their preferred 

demographics. 

Power Sports Division Manager  

Major ATV Supplier 
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 “The Polaris Sportsman Ace is something new. I am sure people will like it, 

but it is not suitable for what I do here. It is just too small.” 

 “Polaris would be fine in a softer economy. Everyone would feel it, but 

Polaris would remain at the top. I expect Can-Am and Arctic Cat would fare 

the worst, lose the most market share.” 

Manufacturers and Products 

 “I am only running Polaris this year. I replace my units every year, and I have 

run some other brands in the past, most recently I had Can-Ams. But I am 

happy with Polaris’ price, features and reliability.” 

 “I have eight Polaris Sportsman 570s, and six side-by-sides. The most 

popular side-by-side is the RZR 800, but I also have a Ranger and some 

smaller crew vehicles, even a utility with a pickup bed.” 

 “I quit running Can-Am because of their lack of reliability. They were always 

in the shop, and I cannot make any money on a unit in the shop.” 

2014 Trends 

 “Side-by-sides are definitely the most popular and growing segment in the industry. I have more families, more 

touring groups than any other customer.” 

 “I am able to negotiate pricing some on my units because I buy 15 at a time and I replace them every year.” 

 

 

5. Manager of an ATV rental company 

This source runs a fleet of Polaris ATVs purchased annually from a nearby Polaris dealership. Polaris’ RZR 800 is his most 

popular rental, and he has increased his number of bigger side-by-side units during the last five years to meet the 

growing demand. Currently, rentals of those larger multipassenger units accounts for half of his business, while single-

rider Sportsman units account for the other half. Polaris is the top of the line, preferred brand. Can-Am is the closest 

competitor but is losing share to Polaris. 

Polaris 

 “I expect Polaris is gaining on Can-Am. Really all the others are probably losing share to Polaris.” 

 “Polaris is just the preferred name, the top of the line. Customers want 

Polaris.” 

 “Can-Am is a cheaper unit, less quality and appeal. They are losing some 

market share to Polaris.” 

 “I do not expect Polaris would be impacted by a softer economy because 

they would still have the top share of the market, and they have a very broad 

appeal, something for everyone.” 

Manufacturers and Products 

 “We are upgrading, adding more side-by-side units each year, to meet the 

growing demand.” 

 “Polaris RZR 800 is my most popular rental, and it has been for over a year.” 

 “Probably half of my customers now want the big side-by-side units, and the 

other half are still renting the single-rider units, Polaris Sportsman.” 

 “We replace our units every year, so we have all new models. Our customers 

appreciate the upgrades, but they do not pay more to rent higher-end units. It is just whatever I have available.” 

 “We buy all Polaris because the dealership is right next door. He really does not have any nearby competition.” 

2014 Trends 

 “I have more ATVs in my fleet than last year, so my business is stronger. My max is having all my units rented, so 

more units means more business for me.” 

 “I increased my fleet by 30%, and my sales reflect about that same increase over last year. I am renting to more 

families or larger groups who want the big side-by-sides. That demand has really grown into the larger piece of my 

business in the last five years.” 

 “My prices are stable, slightly increased to last year. And I paid pretty much the same prices, maybe slightly more per 

unit than last year. It is just regular inflation, no big increase.” 

Polaris is the top brand, top 

consumer reports, just most 

popular. Can-Am probably 

suffers most from Polaris’ 

growth. As far as I can tell, Can-

Am’s quality is just lacking and 

seems to be going downhill. 

Owner, ATV Rental & Off-road Touring 

Company 

I do not expect Polaris would be 

impacted by a softer economy 

because they would still have 

the top share of the market, 

and they have a very broad 

appeal, something for 

everyone. 

Manager, ATV Rental Company 
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 “I am expecting a solid increase through the end of the year, based on my larger fleet. Of course, sometimes vehicles 

break down, and that can impact my results. We do a lot of minor repairs and general maintenance here in the shop, 

but sometimes I do have to send units back to the dealership for repairs. But I do not foresee that happening. That is 

why I run all new units.” 

 

 

6. President and CEO of a farming industry trade group; repeat source 

Fewer customers are purchasing farm equipment because of the drought, but some farmers might buy equipment, most 

likely larger items, to defer taxes. Most growers in this source’s farming niche use Honda equipment. 

Polaris 

 N/A 

Manufacturers and Products 

 “Most folks [in our specific farm industry] use Honda equipment.” 

 “When farmers are buying, they buy larger equipment.” 

2014 Trends 

 “I am hearing that some growers may be purchasing equipment to defer taxes, offsetting the decline in equipment 

sales as a result of the drought.” 

 “The volume of customers looking to purchase farm equipment is generally down due to the drought.” 

 

 

Secondary Sources 

The following eight secondary sources centered on Polaris sales, an improving farming economy, rising competition from new 

ORV models, and sales growth for Honda, BRP and Polaris. 

 

Polaris 
These two secondary sources discussed a positive outlook for Polaris’ overall sales and the company benefitting from 

Shopatron’s ecommerce platform. 

 

April 17 Power Sports Business article 

Store checks in Las Vegas revealed a positive outlook for Polaris’ overall sales, on the back of the RZR XP 1000 and the 

Sportsman ACE single-seat SxS vehicle. It is predicted that sales of ATV will grow 9% and 13% for sales of side-by-sides. 

 “Following a round of dealer checks with Polaris dealers in Las Vegas, BMO Capital Markets analyst Gerrick Johnson 

reports being ‘highly encouraged by the feedback’ obtained.” 

 “Johnson selected the region because Las Vegas ‘has not had any [discernible] impact on sales and performance of 

Polaris products. We think this region should be seen as a leading indicator for the rest of the North American 

business, owing to an early riding season that ends by May as seasonally hot weather moves in and riders head 

inside.’” 

 “‘We found that the RZR XP1000 is performing ahead of dealer expectations and is benefitting from a significant 

number of trade-ups from existing XP900 owners while continuing to attract new entrants into the Side-by-Side (SxS) 

market. Meanwhile, the Sportsman ACE single seat SxS vehicle is getting good reviews, and dealers are experiencing 

strong initial sales, with ATV rental companies in the area looking to by multiple units to incorporate into their 

fleets.’” 

 “Johnson adds that BMO Capital Markets estimates Polaris ‘overall North American retail sales grew 10 percent in 

the January/February time frame (+7% in January and +13% in February). We think March was even better, and now 

anticipate PII reporting North American ORV retail sales growth of 12% in the quarter. Previously we expected 8% 

retail sales growth.’” 

 “Johnson estimates that Polaris ATV retail sales likely grew 9 percent for the quarter, while retail sales of side-by-

sides, including the Sportsman ACE and Brutus, were up 13 percent in the quarter.” 

 

 

http://ecommerce.shopatron.com/client/polaris
http://www.powersportsbusiness.com/top-stories/2014/04/17/analysts-polaris-dealer-checks-in-vegas-show-strong-quarter/
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May 8 Virtual Strategy Magazine article 

Polaris is benefiting from its partnership with Shopatron, which has boosted its sales by 13%. 

 “Top powersports brands steadily adopt Shopatron’s patented order management, jumpstarting the disruption of 

conventional new vehicle sales and signaling the ubiquity of eCommerce.” 

 “Shopatron, the leader in cloud-based order management technology for brands, is lending its patented SaaS to 

vehicle manufacturers, reinventing the way consumers buy powersports vehicles.” 

 “As the internet rattles traditional retail business and successively gives consumers control across verticals, global 

leaders in the powersports industry, like Polaris, BRP, Suzuki, Kawasaki, and Ducati, have responded with strategic 

investments in Shopatron’s inventory visibility and fulfillment solutions, placing buyers in the driver’s seat.” 

 “The bold new business model triumphantly disrupts the path to purchase and simultaneously strengthens dealer 

relationships, pushing the automotive and vehicle industries further into the digital frontier.” 

 “Shopatron Manufacturer is the only technology that allows trailblazers like Polaris Industries to elevate its 

eCommerce website as a direct sales channel that delivers orders to authorized dealers for fulfillment.” 

 “Polaris Industries, which designs, manufactures and markets high-performance motorized products, clothing and 

accessories for recreation and utility use, made its first move to share inventory across retail and eCommerce at the 

end of 2012 with the PG&A catalogues from its Snowmobiles, ATV, ORV, GEM, Victory Motorcycles, and Indian 

Motorcycles collections—comprised of over 5,000 products. By June 2013, Shopatron integrated its patented Order 

Exchange with the Polaris eCommerce site, a platform where Polaris now shares online orders with over 300 active 

fulfillment partners. The partnership has grown Polaris’ online sales 13% from Q1 2013 to Q2 2014.” 

 “In light of the success, this month Polaris released its Generator line onto the ship-from-store solution, and 

expanded the retail-integrated eCommerce initiative into Canada, where the online store shares orders with over 50 

dealers and growing. Eventually, the brand may hand over even more to its dealers. With Shopatron, Polaris can turn 

on in-store pickup and share its customer relationships too, driving buyers into stores to pick up online orders.” 

 “‘Polaris customers increasingly research and comparison shop privately online,’ says Libby Mura, E-Commerce, 

Marketing & Sales Director of the Parts, Apparel and Accessories division at Polaris Industries. ‘Our desire to 

thoroughly occupy the online space where more and more vehicle and accessorizing selection is happening sparked 

our interest in Shopatron, and through it, we have achieved a dealership buying experience that is a convenient, 

effortless transition from online.’” 

 “Shopatron’s intelligent order routing logic will allow brands to prioritize fulfillment with filters and rules that can, for 

instance, automatically route orders originating in a specific area to assigned dealers in order to comply with the 

brands’ territory policies and best practices.” 

 “Total same store sales revenue for powersports brands with Shopatron increased 23% in Q1 2014, year over year. 

There are approximately 50 powersports brands deployed on Shopatron that partner with over 2,000 powersports 

dealers on the Shopatron network to fulfill orders.” 

 

Farming Economy 
These three sources discussed a sales uptick in agricultural goods in Alabama, increased profits in Kansas from farms 

consolidating and farming organic produce, and a local school program emphasizing farm safety, including on ATVs. 

 

May 6 AL.com article 

Alabama’s farming economy is on the upswing and set a new record in agricultural goods of $5.57 billion. 

 “Alabama’s farm economy appears to be on an upswing, setting a $5.57 billion record for agricultural goods 

produced by Alabama farm operators in 2012.” 

 “‘I have been heartened by these economic growth numbers that translate into more well-paying jobs and 

opportunities for thousands of Alabama families.,’ John McMillan, commissioner of the Alabama Department of 

Agriculture and Industries, wrote Tuesday in an open letter to Alabama residents.” 

 “In fact, some 2,196 Alabama farm operators—91 percent of which were family- or individually-owned operations—

reported selling products directly to consumers that in 2012 totaled nearly $9.2 million, representing a 10.3 percent 

increase compared with 2007.” 

 “The federal report also revealed, however, that despite the state’s record production in 2012, Alabama farmers also 

spent a record $4.7 billion to produce it.” 

 

 

http://www.virtual-strategy.com/2014/05/08/polaris-and-powersports-industry-players-embrace-shopatron-technology-and-pave-way-vehicl
http://www.al.com/business/index.ssf/2014/05/alabama_agricultural_census_fo.html
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May 2 LJWorld.com article 

Kansas’ Douglas County is seeing growers consolidate and raise profits through organic farming. 

 “Nearly 10,000 acres of farmland were taken out of production in Douglas County from 2007 to 2012, but the farms 

that remained generated more profit, according to the latest Census of Agriculture released by the U.S. Department 

of Agriculture.” 

 “In 2012, there were 945 farms on 210,676 acres in Douglas County. That was down from 1,040 farms operating 

on 220,636 acres in 2007.” 

 “But those farms generated $43.9 million in sales of agricultural products, an increase of 6.3 percent from 2007.” 

 “Net farm income in 2012—the difference between sales and expenses—grew 7 percent to $10.7 million, or an 

average of $11,315 per farm, the report showed.” 

 “The overall numbers for Douglas County were consistent with trends statewide, which show growth in the volume of 

sales and net income from fewer, but larger, farming operations. More than half of the total sales, 54 percent, came 

from crop production, including nursery and greenhouse crops.” 

 “Douglas County is a relatively small player in the overall Kansas agricultural economy. But it is a major player in one 

sector of the industry, organic agriculture, where it ranks third among the 105 counties in Kansas.” 

 “Over the five-year period, income from the sale of organic products grown in Douglas County more than tripled, from 

$99,000 to $320,000. The number of farms generating more than $5,000 in sales of organic products grew from 

four to 11.” 

 

May 8 Daily Herald Tribune article 

Canada’s Grande Prairie, a large farming community, has started an education course for children that emphasizes 

safety on farms, including in the use of ATVs. 

 “A group of Grade 1 students from Bezanson School gathered at Grande Prairie and Area Safe Communities’ Safety 

City on Tuesday to try out the facility’s newest program, Barnyard and Boots Farm Safety. The program is a 

combination of the recently hosted Ag Safety Day and their current Machines and Mud program, and will be available 

for County of Grande Prairie students in kindergarten through to Grade 4 throughout the school year.” 

 “‘Grande Prairie is surrounded by rural children and it’s a very big farming community so we want to reach all the 

kids who live, work and breath on the farms so they are safer while they’re out there,’ said Stacy Keeping, program 

manager for the organization. ‘We actually have six stations. They’ll be doing animal safety, dug out safety, ATV 

safety, chemical, grain and sun (safety).’” 

 “Teacher Rhonda Giesbrecht said the program will be very beneficial to her students as the majority of them live on 

farms or acreages.” 

 “In addition to the students trying out the different learning stations, Ag for Life CEO David Sprague announced a 

three-year commitment to the program, and a contribution of $65,000 to be distributed over three years.” 

 

Competition 
These three articles highlighted new ATVs consistently outselling used models; Honda sponsoring an ORV event and 

showcasing its new products; and BRP investing in a new plant in Mexico to expand its all-terrain and side-by-side vehicles. 

 

May 5 Power Sports Business article 

Data derived by ADP Lightspeed showed sales of new ATVs dwarfing those of preowned ATVs. 

 “ADP Lightspeed data shows importance of keeping new units on show floor.” 

 “Sales of new ATVs trump sales of pre-owned ATVs at the retail level by a significant margin, according to data 

provided to Powersports Business by ADP Lightspeed. Side-by-side sales are not included.” 

 “The findings, which date from February 2013-February 2014 and are inclusive of dealerships that are ADP 

Lightspeed partners, show that new unit ATV sales made up 84 percent (107,041 units) of the total sales volume of 

127,731 ATVs sold during the time period. Pre-owned units comprised 16 percent of the total, or 20,690.” 

 “Furthermore, 90 percent of the sales of new ATVs sold, or 96,173 units, were transacted without a trade. A total of 

10,868 new ATVs were purchased with a trade, or 10 percent.” 

 “What are consumers bringing to the transaction table when they want to purchase a new ATV? Multi-purpose ATVs 

top the list at 54.8 percent. Motorcycles are next at 20.9 percent, with sport ATVs next at 11.1 percent.” 

 

 

http://www2.ljworld.com/news/2014/may/02/local-farm-economy-growing-consolidating-ag-census/
http://www.dailyheraldtribune.com/2014/05/08/new-farm-safety-program-launched
http://www.powersportsbusiness.com/top-stories/2014/05/05/new-inventory-still-key-for-atv-sales/
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April 24 RoadRacingWorld.com article 

Honda is sponsoring the legendary Broadmoor Pikes Peak International Hill Climb. This will allow the company to 

showcase its new ORVs in a highly watched event. 

 “As a further extension of its growing commitment to grassroots racing in North America, Honda announced today 

that it is making a major commitment to the 2014 running of the legendary Broadmoor Pikes Peak International Hill 

Climb, as both a sponsor and race participant, with plans to field products in seven distinct race classes.” 

 “In addition, Honda will be working with the AMA and the Pikes Peak sanctioning body on improvements which will 

provide new levels of safety to the Motorcycle/ATV/UTV/Sidecar competitors.” 

 “American Honda Motor Co., Inc. will return as the Partnering Sponsor for the 2014 Broadmoor Pikes Peak 

International Hill Climb, the second time the company has participated as a corporate sponsor of the legendary race 

event. The 92nd running of the Broadmoor Pikes Peak International Hill Climb will take place on Sunday, June 29.” 

 “In addition, Honda Power Sports will be the official ATV/UTV of the event, showcasing its latest products to support 

the sanctioning body.” 

 “This year also represents the first time a competitor at Pikes Peak has worked with the sanctioning body to improve 

overall safety at the historic event. Showcasing its global commitment to safety, Honda has worked with the AMA and 

the Pikes Peak sanctioning body to implement the race-proven technology of AirFence provided by Roadracing World 

Action Fund on key corners of the course. The AirFence has been successfully used in professional motorcycle racing 

worldwide and promises to enhance the 92nd running of the Pikes Peak hill climb.” 

 “With support from Honda’s North American R&D and motorsports companies—Honda R&D Americas, Inc. and 

Honda Performance Development, Inc.—the company will campaign a broad range of Honda and Acura vehicles, as 

well as Honda motorcycles and ATVs.” 

 “As a further extension of Honda’s sponsorship effort, Honda Power Equipment will be supporting race operations, 

with Honda generators providing electricity and light to the pits and staging area. Honda Power Sports will also be 

providing Honda ATV/UTV products to support the sanctioning body during race week.” 

 

May 6 Lethbridge Herald article 

BRP is investing in a third manufacturing plant in Mexico to introduce new all-terrain and side-by-side vehicles. 

 “BRP Inc., the former recreational products division of Bombardier Inc. that makes Ski-Doos and off-road vehicles, 

says it will invest $55 million to build a third manufacturing plant in Mexico that will lead to the introduction of a new 

product line.” 

 “Chief executive Jose Boisjoli said the investment will allow BRP to continue to make inroads with its Can-Am all-

terrain and side-by-side vehicles in the fast-growing off-road industry.” 

 “‘We are investing in a new facility to meet future demand and in expectation of entering new off-road vehicle 

segments,’ he said.” 

 “The Quebec company has expanded its presence in Mexico since acquiring Outboard Marine Corp., which opened a 

facility in Juarez. The new nearby plant will eventually increase employment in the low-cost country to 3,500 or more 

than 40 per cent of its eventual global workforce of 8,400.” 

 “Construction of the 46,000-square-metre plant is slated to begin next year and be completed by the end of 2017.” 

 “Benoit Poirier of Desjardins Capital Markets said the investment ‘will allow BRP to gain further market share in both 

the ATV and SSV segments.’” 

 “Poirier added in a report that he expects BRP to introduce a utility-recreational vehicle with bench seats, a segment 

he estimates could add about US$90 million in annual revenue if the venture attracts a 15 per cent market share.” 

 “‘In addition, this announcement should strengthen BRP’s position in low-cost sourcing, translating into margin 

expansion in the long-term,’ he said, pointing to a country where the minimum wage is below US$5 an hour.” 

 “That will give BRP a competitive advantage because rival Polaris has only about eight per cent of its facilities in such 

low-cost jurisdictions, while Arctic Cat has none, he added.” 

 

 

 

Additional research by Cheryl Meyer and Lisa Bullock Alston 

 

 

http://www.roadracingworld.com/news/honda-to-compete-sponsor-and-support-use-of-airfence-at-2014-pikes-peak-international-hill-climb/
http://lethbridgeherald.com/business/2014/05/06/brp-spending-55-million-to-build-third-manufacturing-plant-in-mexico/
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