Potential problems for dealers?

Roch Lambert feels not changing the engine model year can
cause problems for dealers. “Suppose the dealer is displaying a
current model next to last year’s. How will [the dealer] convince
the customer that both engines are the same and he should pay
the same price for them?” he asks.

While boats powered by stern drive engines are always sold as a
package, outboard-powered boats by their nature give customers
the flexibility to re-power. This is an important key selling
benefit that gives consumers the power of choice on their boat.

Dealers and consumers in any durable goods industry have
always taken advantage of the end of a model year. Lambert
adds, “If product inventory is correctly managed, model
year change should be an opportunity, not a problem. It’s
the manufacturer’s responsibility to monitor and react to
consumer demand.”

Putting consumers first

A model year is an identifier consumers are familiar with using
when making purchases, such as cars. Buyer's expectations

include secing technological and design advancements in ecach
new model year as well as discounts for purchasing model year
close-outs. The same can be said for ever-changing electronics
such as rapid advancements in digital cameras, computers and
video equipment that we've all seen since their inception. BRP
doesn’t want to redesign engines every year (like the automotive
industry) but the reality is components are continually upgraded.
BRP leads the industry by offering the most sophisticated
products possible.

Including the needs of all customers is a cornerstone in BRP’s
business decisions to ensure no one is negatively affected. BRP
puts just as much importance on the development and execution
of a flexible and ethical business model for boat builders, dealers
and consumers as they do on being recreational product leaders.
“The model year elimination simplifies product transition for
boat builders in the spring, but we believe our strategy of just
in time deliveries combined with early model year transition
is meeting builders needs while not confusing the dealers and
consumers,” said Lambert.

At the heart of this issue are honesty and integrity. “It has always
been—and will continue to be—our policv to be honest with our
dealers and customers.”
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