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This won’t be your typical annual scooter fluff piece on how great the 
scooter market is. We won’t be bashing all the Chinese products (let’s 
face it they are all Chinese now) and claiming how we will all become 
millionaires and movie stars. This year I am giving it to you straight. 
We are in an era of consolidation, reorganization and education at all 
levels. It is the best of times, and it is a time of inflation. We all face 
a credit crunch, rising gas prices, and more competition than ever 
before. It is an era where some brands will do well and fight it out this 
summer in the “Thunderdome” that is our marketplace while others 
will perish.
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Our story begins 
this past September 
when I was at the Piaggio 
annual dealers meeting. 
One by one, all the upper 
management of Piaggio Group 
of the Americas got on stage to tell us 
how the company was the American sales 
leader. Anyone outside of Piaggio knows 
this couldn’t be further from the truth, yet 
everyone in the room was applauding. Many 
Chinese importers such as Jonway, JmStar, 
and Zongshen move many more private 
label units than Piaggio, Vespa and Aprilia 
combined. Piaggio was only using the MIC 
member sales numbers, which leave out 
all the Chinese and Taiwanese brands like 
SYM, TGB, and PGO. Still, I sat there until 
the new marketing director, fresh from 
Harley-Davidson got up and explained that 
sales had increased by over 40% and  they 
were now the scooter market leader. All of a 
sudden, I heard someone comment behind 
me, “Ever hear of China?” I glanced at 
James Palazzo the owner of Scootopia who 
was dumbfounded looking at the numbers 
on the screen. The next speaker concluded 
by saying that Piaggio was the fastest 
growing brand in the United States when 
behind us all I heard was a snicker “Buddy 
125!” I turned to see three Genuine dealers 
seated behind me who were obviously all 
trying to make a point. Now I believe in 
marketing and promoting your brand, but 
the truth is the room was divided between 
hardcore scooter store owners who have 
been doing this for years and the new car, 
Arctic Cat, and boutique owners who had no 
idea that the numbers they were looking at 
were extremely skewed.

Bartertown is a city on the edge of 
a desert in the classic Mad Max series 
where dealers trade goods. The Piaggio 
dealers meeting in Scottsdale felt like 
that. I went to trade information. Overall 
it was an incredible dealer meeting, and I 
left impressed. This was the best meeting 
I had been to in the United States for 
scooters. Piaggio finally was beginning to 

act like the scooter giant it was supposed 
to be when it first reentered the market. 
Its technical meetings, the product quality 
and marketing are all second-to-none. 
However, it was evident that just like 
all aspects of the scooter industry, the 
numbers are all wrong and new dealers 
were being misinformed. The majority 
of the new managers have no scooter 
background whatsoever which meant many 
of the dealers were on their own to truly 
understand the scooter market. I could 
not find a single employee that I knew 
from 2001 except for one of the technical 
advisors in the parts department. The sales 
team and management was all new and 
nobody knew of certain important brands 
like Benelli, Malaguti, Jincheng, PGO — 
these were all words from a different 
civilization. The only people I encountered 
that had a clear knowledge of them were 
the Italian management because they 
knew exactly what I was referring to. It just 
seems to be that the greatest brand in the 
world of scooters has never been able to 
get it just right in America, but I saw the 
seeds of greatness in that meeting if only 
they could get the margins up.

I had a great conversation with Leonardo 
Caputo the executive vice president for 
investor relations at Piaggio. I told him 
how I had just returned from Vietnam and 
that Piaggio was all the talk of the town at 
the Vietnamese Motorcycle Show having 
had the foresight to invest there. In case 
you haven’t heard, Piaggio is now a global 
brand with several of its models coming 
from different factories. Zongshen Group 
produces the Piaggio 50cc and 150cc units 
starting to arrive in America while Jincheng 
is producing the new Aprilia Scarabeo 
200cc. Mr. Caputo made it clear 
that Piaggio had every intention 
of producing more in Vietnam 
in the years to come and, if needed, 
to export from there as well. 
Clearly Piaggio was ahead of 
the game because if you have 
been reading the papers 
lately China is beginning 
to export inflation and 
it’s affecting all of us, 
especially; scooter 
distributors and 
dealers. This is yet 
another sign that 
Piaggio is one 
step ahead of the 
curve in the global 
scooter game.

Why is the Piaggio plant in Vietnam such 
a big deal? Well, first, because it’s a growing 
developing market and second because it 
means there will be a source for inexpensive 
parts and scooters from the leading Italian 
brand. All the major players in the world of 
scooters like Honda, Yamaha, Kymco, SYM 
and Piaggio have opened factories there for 
the local market and are looking at eventually 
exporting. Manufacturers stuck producing 
only in Taiwan or China are going to be facing 
rising costs so the bigger companies are 
moving ahead — China’s own success is 
causing it to choke on itself when it comes to 
motorcycle exports.

Chinese firms are swallowing up oil, 
gas, coal and all the precious metals 
needed to make motorcycles. All the 
construction in factories in Guangdong 
and new skyscrapers in Shanghai have 
allowed China to consume a third of the 
world’s steel production and a quarter of 
its aluminum in 2007. This absorption of 
commodities affects all global production 
especially something metal intensive as 
motorcycle production. Even the Japanese 
big four are feeling the pinch as they 
feel the prices of the raw materials rise. 
Meanwhile this unquenchable appetite for 
natural resources is one of the reasons 
many importers are seeing the costs 
of replacement parts rise. Nick Lin the 
manager at Zongshen USA recognizes this, 
“All the prices are expected to rise in 2008 
for the replacement parts because of the 
price of raw materials.”

There are several factors making China 
less of a threat in 2009 including reduced 
manufacturing subsidies by the government 
for exporters, rising energy costs and the 
appreciation of the yuan which is causing 

motorcycle prices to go up. The 
biggest stroke of luck has 
been a new Chinese labor law 
which took effect this year that 

has raised operational costs across 

the board in all industries. 
The mainland is losing it’s 
competitive edge leading 
many to begin looking at importing 
scooters from India, Vietnam and Malaysia. 
However, those scooter importers that have 
not found new factories will be importing 
inflation as those factories lose their 
competitive advantage.

Rising Prices?  Will this 
affect the sales?
Dealers in general face America’s 
worsening economic situation, the housing 
fiasco, collapsing stocks and now the global 
rise of commodity prices on a monthly basis. 
Dealers are having to pass on those price 
increases to the consumers. As I write this 
a barrel of crude oil has reached $112 and 
the dollar stands at $1.59 in our exchange 
rate to the Euro. Anyone importing goods 
from Europe has watched their profits slide 
the way of the dodo bird. Now many would 
believe that the rising cost of gas would have 
everyone running for a scooter. To a certain 
degree it’s true there is a correlation, but 
remember the price of the scooters is going 
up as well as shipping.

How are distributors coping with these 
issues? Bill Pierce president of Cobra Sales 
known for the Pierspeed and TGB scooter 
brands commented, “We rolled out a new 
shipping matrix and the dealers understand 
the need to cover the high shipping costs. 
They realize that there is no such thing 
as free shipping; someone’s paying the 
freight.” This clearly hasn’t stopped sales 
from growing. “We had a better first quarter 
than last year clearly it hasn’t affected sales 
because there is customer demand,” says 
Cobra sales manager Mason Orr.

Several companies are feeling the pinch.  
“We are paying more money to import 
the products from Asia,” says Mathu Solo 
president of LS Motorsports. “The cost to 
ship orders to our dealers using domestic 
truck lines increases as fuel surcharges 
have increased more than 20% over last 

year. We have not changed our shipping 
programs so far this year, but there 
is only so much cost a distributor can 
absorb before being forced to pass along 
increasing cost.” He goes on to state that 
sales haven’t been affect yet, “The only 
silver lining is that dealers and consumers 
are all well aware of the situation and the 
rising fuel prices are driving sales so there 
is some trade-off.”

For years everyone has said that rising 
gas prices lead to higher sales, but that 
correlation is starting to become clear. In 
a year when new ATV and motorcycle sales 
figures are dropping, Scooter sales are 
soaring, up more than 30% so far for 2008 
according to MIC figures (and we all know 
that doesn’t count every new scoot being 
sold in the States). 

I spoke to Rick Pawelka the marketing 
manager at Kymco, the number one 
manufacturer of Taiwanese scooters and 
asked how they were doing in the U.S. In 
general, the company has moved away from 
having to get their name out to dealers 
and is focusing on consumer branding as 
it has in Europe and Asia. So while other 
companies have cut back, Kymco has been 
moving forward into education, working with 
Dealer University, and participating in the 
Cycle World consumer shows. The company 
even moved into larger facilities so it can 
meet growing demand for its products.

Overall most of the sales reps report 
stronger sales despite the negative 
economy and negative growth in the 
powersports industry. I confirmed this 
with several dealers who report higher 
sales of Kymco, Schwinn, SYM, Genuine, 
and smaller lines as well. So while Harley-
Davidson’s US sales are reportedly down 
compared to last year, there are few 
scooter companies this year I have spoken 
to that are reporting any negative issues.

Outlive and thrive
Anyone that was at this year’s Dealers Expo 
clearly saw several scooter distributors 
missing for several factors. Some like 
Kymco have grown 
to the point where 
they can just 
focus on consumer 
marketing like 
Honda or Yamaha, 
but most of the 
missing brands 
were absemt 
because of hard-

hitting times. Since the show there has 
been acontinued consolidation and brands 
switching importers. For example SunL 
and ATVtown recently merged and became 
MDL Powersports. Ivan Escalante at CF 
toto USA believes these consolidations will 
continue as prices rise in China. He goes 
on to say, “The stateside ‘importers’ who 
are not the direct factory are getting the hit 
hardest ... and rightfully so! They have not 
respected the powersports industry as a 
whole and now it has come back to haunt 
them. With problems in recalls, federal and 
state licensing laws and most of all very 
little parts support to dealers. So there is a 
big house cleaning going on.” Clearly he is 
onto something, and more of this is likely to 
occur as competition heats up.

Bev Fox of Redstreak Motors is teaming 
up with Jonway, the largest supplier of 
scooters to open offices in the States. “In 
Jonway we have found a reliable partner, 
someone who produces for the top name 
brands already in the market,” says Fox. 
“Instead of competing against them we are 
now part of their overall strategy.” Clearly 
Jonway and Redstreak understand that 
consolidation is the wave of the future and 
have found a way to team up ahead of the 
market.

Amongst these other challenges, the 
government is also inspecting scooter 
containers like never before. Because so 
many importers violated EPA laws in the 
last five years, several companies have 
had containers confiscated or returned. 
Korean importer Daelim Motors USA has 
had several containers stuck in customs for 
half a year with no expected date of release 
leaving them with little new product to sell. 
These delays due to customs enforcement 
has made estimating distributor delivery 
times a guessing game for dealers.
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Changes at the  
dealer level
Having been in the industry for close to ten 
years, I can honestly say that five years ago 
the market realities for scooter-only stores 
weren’t there. Since I started, I’ve watched 
Vespa Miami change ownership three 
times and several boutiques have closed 
because the fundamentals for a scooter-
only businesses were not there. Today the 
industry has changed: not only can the 
market support a scooter-only store it might 
be able to support a chain of them.

2007 marked a milestone with the first 
multi-state scooter-only chain in America. 
Scooter Superstore of America is making 
headlines among distributors because of 
its call for rapid expansion and dealership 
integration. Its main headquarters in 
Hollywood Florida has over 300 scooters 
in stock and in some cases more parts 
than its own suppliers. XXX Warrick 
owned the original Vespa dealership in 
Fort Lauderdale in 1972 and now sees 
that the market is calling for inexpensive 
reliable transportation. Warrick now owns 
two dealerships in Florida, two Vespa 
dealerships in Atlanta, and more to come 
this year. This type of dealer expansion 
allows for greater employee training, cost 
reductions and more support from the 
importers which could make these types of 
chains the future of the American industry. 
After spending some time at the Hollywood 
store, I’ve come to the conclusion that this 
type of shop could be the best distribution 
method in America in the years to come.

Increased competition
They say imitation is the best form of 
flattery. The biggest complaint I’ve heard 
in markets that are performing well is 
overnight opportunists that set up low-
end competition. In unregulated states 
where you do not need a dealer’s license 
to sell scooters, every single store on the 
block can copy cat and start selling 50cc 
scooters. Tom Glasser of Swam Cycles in 
Gainesville, Florida knows first-hand as 
several stores without dealers license’s 
have opened up around him. “We can’t stop 
them, but we try to offer better service and 

parts support than anyone 
in Gainesville.” Bill Pierce 
of TGB agrees with this and 
offers some advice to dealers 

facing a similar situation. 
“Sell service and quality, not 

price. If the dealer offers the best 
parts support and aftermarket accessories 
they will always win in the long run. We 
have seen many suppliers/dealers come 
and go and the one’s who are the cheapest 
go out of business the fastest. They can’t 
offer good warranty and parts support 
without selling products for a profit.”

Distributors taking 
business from dealers
As things get tighter expect to see more 
competition from your distributors and the 
importers themselves. Some importers 
are opening company-owned retail outlets 
to take advantage of shrinking margins. 
Internet and catalog sales direct to the 
public are not the norm and should never 
be accepted, but smaller independent 
dealers usually put up with it because they 
have no other recourse. They want to keep 
the brand but are afraid of upsetting their 
supplier so they put up with the company 
selling parts or accessories direct to the 
public from the company website or store. 
Pierce jumps in to comment, “Dealers have 
a lot of overhead because of a building, 
fixtures, inventory, flooring, advertising, 
service, parts and personnel. I don’t think 
it’s a good idea for distributors to sell on 
eBay if they are trying to establish a brand 
name for the long haul.” Pawelka from 
Kymco agrees saying, “That’s sacrificing 
the short-term for the long-term growth 
of a brand. A reliable partner doesn’t sell 
retail or have company stores.”

As the Chinese factories lose sales and 
feel the margins being squeezed, they will 
be bypassing the US rebadgers and 
opening their own warehouses 
in America. Because they 
have little or no experience 
with branding, Chinese 
OEMs do not worry about 
appearances and sell 
directly online to the public. 
Even if these distributors 
take some consumers away, 
most buyers are not happy 
with Internet purchases and 
want a local dealer to service them. 
Most brand managers I have spoken to 
suggest that bigger dealers should always 

ask their distributor if they own a store, 
sell parts online, or direct to the public at 
a company-owned store. As the economy 
gets tighter, this will become an issue for 
store owners. Every scooter is someone’s 
first scooter and to have them continually 
burn new customers affects all legitimate 
dealerships in general

.

Online sales
Seven out of ten scooter-only dealers 
I spoke to do not have a website. This 
lags behind every other segment of the 
industry. In this day and age, everyone 
should have a website. Most major brand 
scooter-only dealers like Vespa require 
a dealer website, but smaller dealers or 
new businesses getting into the market 
for the first time might not have one. This 
is another reason they do not complain to 
their suppliers that sell online, because 
to their knowledge it doesn’t affect them. 
In any other segment, the dealers would 
revolt if their suppliers sold online. Harley 
Dealers would go crazy if Harley sold end-
users $10,000 in parts and accessories 
direct, but because of the nature of the 
scooter dealer, a $200 parts sale doesn’t 
seem threatening. In the long-run it is. My 
suggestion is, don’t buy from a supplier 
that competes against you online in bike 
sales, parts or accessories. If you don’t 
have a site up, get one up tomorrow.

Dealer training
The lack of mechanical training is slowing 
the growth of scooter dealers across 
America. Not every dealer has a Vespa-
certified mechanic, and as scooters become 
more complicated featuring fuel injection 
and other technologies like the Piaggio 
MP3, the industry needs more training. 
New Asian brands do not have as much 
technical support and sometimes they 

even lack manuals. MMI and Motorcycle 
Tech schools only have access to Honda 
and Yamahas and dedicate minimum time 
to them (there is no scooter mechanic 
certification only a class). The industry 
as a whole needs to invest in more online 
and dealer training so that the customer 
experience for repairs is as good as in the 
motorcycle or car industry.

Take advantage of the 
dealership environment
Many dealers have a mental block against 
stocking accessories and parts. Five years 
ago almost all the major distributors from 
Aprilia to Vespa required some purchase 
of common parts. These days scooter 
dealers pick up a franchise and rely on 
“Just in Time” for even common issues 
such as tires and mirrors. You don’t 
want to be in a position where you rely 
on your distributor for parts 100% of the 
time. Most new distributors don’t have 
the infrastructure to give the best parts 
service, so stock parts if your distributor is 
lagging. Most modern engines regardless 
of the brand or country of origin are 
extremely reliable, but you should always 
stock tires, belts, rollers, mirrors and 
other everyday items.

Our advice for 2008 is to pre-accessorize 
the scooter demos on all the brands you 
carry for the showroom. Accessorized 
scooters help the showroom look better, 
and it makes life easier for the sales staff. 
The accessories can also be financed 
since they make the unit a higher ticket 
item making the deal more profitable for 
GE, Texatron and Discovery. Don’t lose 
the opportunity because consumers will 
go online and buy from another dealer or 
worse — maybe one of your suppliers!

Scooter owners want to get the most out 
of their machines, and if they don’t see it 
in your showroom, they will go somewhere 
else. Dragon Custom, an aftermarket 
scooter company believes that in 2008 it 

could see its sales double overall 
according to company president 
Jon Solo. “The parts allows them 
to envision their desired look on 
the street it adds to the overall 
experience,” says Solo. 

Being that I too am in the 
aftermarket accessories business, 

I completely agree with Solo. This 
is the most underestimated part 

of the market. Jonathan Rodriguez, 
national sales manager for Martin Racing 
Performance, says, “Many dealers pick 
up as many brands as they can and then 
do a terrible job at stocking parts and 
accessories. It’s not about getting every 
scooter you can. It’s about doing the best 
job possible with a few brands and that 
might involve customizing, painting and 
upgrading scooters in the showroom so the 
customer can define themselves with the 
accessories.” As the market heats up and 
more dealerships sell scooters, it will be 
the parts department that separates the 
real scooter shop from the opportunists. 
“We are the only store in Gainesville 
you can walk into and find a full wall of 
exhausts, accessories, cylinder kits, LED’s, 
from MRP to LeoVince we stock them all,” 
says Glasser from Swamp Cycles. “Nobody 
in Gainesville stocks as many racing parts 
or upgrades as us. In the end it’s what 
makes us a better scooter store. They can 
buy the scooter elsewhere, but they come 
here for service.”

Good news  
on the horizon
New models are hitting the market and 
they drive sales into the dealerships.

Interest in the Vectrix electric model and 
the MP3 have consumers coming in the 
doors. Take advantage of this and use the 
local press to your advantage.

Lambretta returns! The brand 
name which is as iconic as Vespa has 
resurfaced thanks to the Khurana 
family of Seattle, Wash. The new 
company Lambretta USA has 
released three U.S. models and 
thanks to the brand name, it 
should generate interest for 
dealers looking to carry a 
recognized name.

Genuine has released 
the Roughhouse 50, 
manufactured by PGO of 
Taiwan, it is destined to 
take the Zuma’s place in 

the 2-stroke category since the Yamaha has 
converted to a 4-stroke in 2008. 

In my opinion, the best news actually 
comes in the form of a hybrid moped. 
This year the MadAss returns with a new 
importer having been picked up by Cobra 
Sales. “We are rolling out a complete line 
of Sachs products including a 125 MadAsa 
and the new X-Road,” says Pierce. “We 
will also have four new 50cc scooters from 
Peirspeed in May or June and two new 
150s. By late summer we should have a 
new Peirspeed 250cc and 400cc.”

Steve Guzman widely known in the 
scooter industry for his website www.
thescooterscoop.com, is now the national 
sales manager for Italjet USA and got us 
the scoop. ”Our big announcement for the 
summer is the expected arrival of the all 
new Italjet RollerCraft.”

Daniel Pak, Sales Manager for Fly 
Scooters believe his new “La Vie” should 
inspire lots of sales. “We believe our new 
scooter should sell very well this year as 
its distinctive European look and colors 
combined with its performance, reliability, 
and affordable cost will capture the heart of 
our consumers,” says Pak. 

The biggest surprise for 2008 could belong 
to Carter Brothers with the SYM WoW which 
could single-handedly transform the U.S. 
scooter industry. This retro looking Honda 
Cub inspired model could be the first test of 
the retro craze. It is based on the best selling 
step through design in the world. The new 
model is also supposedly coming from the 
SYM Vietnam plant allowing for better margins 
at all levels. If this model is a success, the US 
market could change overnight. t

Joel Martin is an Industry Spokesperson, writer, 
and scooter adventurer. He can now be seen on 

2Xtreem on Direct TV www.2xtreem.
com  as the scooter advisor. He is 
also president of Martin Racing 
Performance. He can be reached 
at Joel@mrp-speed.com  for 
comments, questions, or advice for 

anyone in the industry.



66 June 2008  MPNmag.com

A&A Scooters 
11639 Emerald St., Suite 100  
Dallas, TX 75229 
(888) 686-6868 
�www.aascootersinc.com 

ABC Enterprises Atlanta Inc. 
2905-A Amwiler Road  
Atlanta, GA 30360 
(770) 409-9595 
�www.abcscooter.com 

Adly Moto LLC 
1725 Hurd Drive, Suite 108  
Irving, TX 75038 
(972) 870-1572 
�www.usa.adlymoto.com 

AIM-EX Industry Inc. 
18855 E. San Jose Ave.  
City of Industry, CA 90748 
(626) 810-8173 
�www.aim-ex.com 

American Honda Motor Co. Inc. 
1919 Torrance Blvd., Mail Stop 
100-4C-2B 
Torrance, CA 90501-2746 
(310) 783-3745 
�www.hondamotorcycle.com 

American Lifan Industry Inc. 
10990 Petal St., Suite 500  
Dallas, TX 75238 
(877) 341-2933 
�www.americanlifan.com 

American New Century Inc. 
8788 Westpark Drive  
Houston, TX 77063 
(866) 539-7603 
�www.anccoolsports.com 

American Suzuki Motor Corp. 
3251 E. Imperial Hwy.  
Brea, CA 92821 
(800) 828-7433 
�www.suzukicycles.com 

Aprilia U.S.A. Inc. 
140 E. 45th St.  
New York, NY 10017 
(212) 380-4400 
�www.apriliausa.com 

Argo USA/Bajaj USA 
409 Littlefield Ave.  
South San Francisco, CA 
94080-6106 
(650) 589-2020 
�www.bajajusa.com 

BACCIO (See Mod Cycles Corp.) 

BadBoy (See GlobalMoto) 

Bet & Win Scooters  
(See KYMCO USA) 

Beta U.S.A. 
7204 Route 7  
North Ferrisburg, VT 05473 
(802) 425-2081 
�www.usbeta.com 

Binetto Group 
19098 N.E. 4th Court  
Miami, FL 33179 
(305) 655-0797 
�www.binetto.com 

Blata U.S.A. Corp. 
9028 NW 12th St.  
Doral, FL 33172 
(305) 477-5637 
�www.blatausa.com

BMS Motorsports Inc. 
1201 Jellick Ave.  
City of Industry, CA 91748 
(626) 810-8877 
�www.bmsmotor.com 

Buddy  
(See Genuine Scooter Company) 

Carter Brothers  
Manufacturing Co. Inc. 
1871 U.S. Hwy. 231  
Brundidge, AL 36010 
(800) 523-5278 
�www.carterbro.com 

CF Moto Powersports Inc. 
3555 Holly Lane N., #30  
Plymouth, MN 55447 
(888) 423-6686 
�www.cfmoto-us.com 

Chuanl Motorcycle 
9886 Chartwell Drive  
Dallas, TX 75243 
(214) 553-8321 
�www.longboamerica.com 

Classic Motorcycles &  
Sidecars Inc. 
P.O. Box 969  
Preston, WA 98050 
(800) 529-6642 
�www.cmsiinc.com 

CMSI Inc.  
(See Classic Motorcycles & 
Sidecars Inc.) 

Cobra Powersports 
3939 Royal Drive N.W. Suite 139 
Kennesaw, GA 30144 
(770) 423-2827 
�www.cobrasales.com 

CPI USA 
1875 Walnut Hill Lane, Suite 120  
Irving, TX 75038 
(888) 527-4872 
�www.cpi-usa.com 

Daelim Motor USA 
6500 NW 72nd Ave., Suite 301  
Miami, FL 33186 
(305) 639-5000 
�www.daelimusa.com 

Dazon Inc. 
5865 S. Kyrene Road, Suite 1  
Tempe, AZ 85283 
(888) 463-2966 
�www.teamdazon.com 

Dealers Distributing Inc. ( See 
Xtreme Motor Co.) 

Devon Motorcycles Inc./
Jincheng 
1100 First Ave., Suite 100  
King of Prussia, PA 19406 
(800) 251-7488 
�www.devonmotorcycles.com 

DRR Inc. 
P.O. Box 875  
Brunswick, OH 44212 
(330) 220-3102 
�www.drrinc.com 

ETON America LLC 
7092 Howard St., Suite G  
Spartanburg, SC 29303-1403 
(866) 224-3318 
�www.etonamerica.com

Flyscooters LLC 
4303 Barnes Cove Drive  
Nashville, TN 37221 
(908) 917-3880 
�www.flyscooters.com 

Fushin USA 
10614 King William Drive 
Dallas, TX 75220 
(214) 420-7600 
�www.fushinusa.com 

Genuine Scooter Company 
5400 N. Damen Ave.  
Chicago, IL 61101 
(877) 697-8355 
�www.genuinescooters.com 

GlobalMoto LLC 
1114 Lovell Court  
Concord, CA 94520 
(760) 633-1880 
�www.motovertmx.com 

Great Choice Inc. 
3341 Gulfstream Lane  
Marietta, GA 30062 
(770) 977-4368 
�www.riderlight.net 

Hyosung Motors 
5815 Brook Hollow Parkway, 
Suite B  
Norcross, GA 30071 
(770) 447-5571 
�www.hyosungmotorsusa.com 

IDC LLC 
109 Southwest Drive  
Spartanburg, SC 29303-6618 
(800) 582-1858 
�www.idcusa.net 

Jehm Powersports 
2612 S. U.S. Hwy. 31/33  
Niles, MI 49120 
(269) 684-0133 
�www.jehmpowersports.com 

Jianshe/Jincheng (See Mid-
west Motor Vehicles) 

Jincheng  
(See Devon Motorcycles, Inc.) 

Jonway  
(See Shoody Enterprises) 

Kasea Motorsports 
6701 E. Marginal Way S.  
Seattle, WA 98108 
(800) 600-9025 
�www.kasea.com 

Keeway America 
2912 Skyway Circle North  
Irving, TX 75038 
(888) 553-3929 
�www.keeywaymotor.com 

Kinroad USA 
1135 W. Trinity Mills, Suite 100  
Carrollton, TX 75006 
(888) 883-8986 
�www.kinroadusa.com 

KYMCO USA 
5 Stan Perkins Road  
Spartanburg, SC 29307 
(864) 327-4744 
�www.kymcousa.com 

Lifan  
(See American Lifan Industry 
Inc.) 

Longbo  
(See Chuanl Motorcycle) 

Magura U.S.A. Corp. 
724 W. Clem St.  
Olney, IL 62450 
(800) 448-3876 
�www.magurausa.com

Malossi U.S.A. 
508 New York Ave.  
Huntington, NY 11743 
(888) 433-1338 
�www.malossiusa.com 

Manco Products Inc. 
4404 Engle Ridge Drive  
Fort Wayne, IN 46804 
(260) 432-1596 
�www.mancopowersports.com 

Marshin/Blue Ridge Global 
128 Bingham Road  
Asheville, NC 28806 
(828) 252-5225 
�www.blueridgeimports.com 

Martin Racing Performance/
MRP 
1740 N.W. 93rd Ave.  
Miami, FL 33172 
(305) 599-8993 
�www.mrp-speed.com 

Midwest Motor Vehicles Inc. 
6330 Copps Ave.  
Madison, WI 53716 
(608) 223-5160 
�www.midwestmv.com 

Mod Cycles Corp. 
7547 N.W. 52nd St.  
Miami, FL 33166 
(305) 593-0681 
�www.modcycles.com 

Motoboard International 
P.O. Box 2224, 2023 Place Road 
Los Banos, CA 93635 
(209) 827-1600 
�www.motoboard.com 

Motofino USA 
1220 U.S. Hwy. 1, Suite F  
North Palm Beach, FL 33408 
(954) 575-0001 
�www.motofino.com 

Motorsport Scooters/ 
Vespa Motorsport 
4225 30th St.  
San Diego, CA 92104 
(619) 280-1718 
�www.scooterwest.com 

National Powersport Auctions 
13175 Gregg St.  
Poway, CA 92064 
(888) 292-5339 
�www.npauctions.com 

Nelson-Rigg U.S.A. Inc. 
3518-A Lake Center Drive  
Santa Ana, CA 92704 
(714) 850-1811 
�www.nelsonrigg.com 

Panda Motorsports North 
America 
4515 Daly Drive, Suite E  
Chantilly, VA 20151 
(877) 450-6493 
�www.pandamotorsports.com 

Piaggio USA 
140 E. 45th St., 17th Floor  
New York, NY 10017 
(800) 631-1101 
�www.piaggiousa.com 

QLink L.P. 
4055 Corporate Drive, Suite 200  
Grapevine, TX 76051 
(972) 539-2800 
�www.qlinkmotor.com 

Redcat Motors Inc. 
1002 E. University Drive,  
Suite 102 
Phoenix, AZ 85034 
(626) 350-4039 
�www.redcatmotors.com 

Roselle European Import Inc.  
(See Malossi U.S.A.)

Scootster 
108 E. John St.  
Carson City, NV 89706 
(800) 676-1389 
�www.scootster.com 

STR Motorsports  
(See KYMCO USA) 

SunL Group Inc. 
8551 Esters Blvd.  
Irving, TX 75063 
(972) 243-4555 
�www.sunlgroup.com 

Sunright International 
225 Horizon Drive  
Suwanee, GA 30024 
(770) 729-9065 
�www.sunright.net 

T’NG Scooters (See Classic 
Motorcycles & Sidecars Inc.) 

Tank Sports Inc.  
(See Redcat Motors Inc.) 

TGB Scooters  
(See Cobra Powersports) 

Tomberlin 
3123 Washington Road  
Augusta, GA 30907 
(706) 860-8880 
�www.tomberlin.net 

Tomos USA 
202 Beechtree Blvd.  
Greenville, SC 29605 
(864) 277-7709 
�www.tomosusa.com 

Unison Motors 
16438 Valley Blvd.  
La Puente, CA 91744 
(626) 455-0578 
�www.unison-atv.com 

United Motors of America Inc. 
8801 NW 23rd St.  
Miami, FL 33172 
(305) 629-3900 
�www.umamerica.com 

Vectrix Corporation 
Tech Plaza III  
76 Hammarlund Way 
Midlletown, RI 02842 
(401) 848-9993 
�www.vectrixusa.com 

Vento Motorcycles USA 
6190 Cornerstone Court  
San Diego, CA 92121 
(858) 427-1450 
�www.vento.com 

Vespa (See Piaggio USA) 

Whizzer U.S.A. Inc. 
1400 Vantage Drive  
Carrollton, TX 75006 
(877) 944-9937 
�www.whizzermotorbike.com 

Xtreme Motor Co. 
135 Midway Drive  
Russellville, AR 72802 
(888) 844-9440 
�www.xtrememotorco.com 

Yamaha Motor Corp. USA 
6555 Katella Ave.  
Cypress, CA 90630 
(714) 761-7300 
�www.yamaha-motor.com 

Zongshen America 
3511 NW 113 Court  
Miami, FL 33178 
(305) 500-9989 
�www.zongshenamerica.com
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Nelson-Rigg
We all know co-eds can’t get enough scooting 
around town, but your average college kid 
doesn’t have a garage to protect her ride 
from the elements. Suggest Nelson-Rigg’s 
scooter covers which are made from a water-
resistant, lightweight Tri-Max polyester with 
a non-scratch dura-soft backing for ultimate 
protection. The elastic hem gives the cover 
a nice snug fit while two security grommets 
located at the front and center of the cover 
will accommodate large locks or cables, 
starting at $39.95. 

MRP
Industry insider Joel Martin shared his insights 
on the scooter market on the previous pages. 
Here he shares the newest addition to his Martin 
Racing Performance parts lineup — this clutch 
for the SYM RV 250. “Many dealers ask us why it’s 
essential to change the clutch. Well in all honesty 
it’s because the stock clutches are usually not 
that good … you can see an increase of up to 
40% in power just by changing the stock clutch,” 
explains Martin, speaking of scooters in general. 
Pump up the power on this model for $150.

Suzuki
Suzuki dealers take note: This 
Genuine Suzuki Burgman 650 
aluminum luggage rack is ideal for 
small items and easily attaches in 
minutes. Built-in bungee hooks and 
rubber pads help eliminate cargo 
movement on this $229.95 rack.

Givi
The astronomical price of petrol has got 
more people than ever turning to scoots 
to commute. Givi’s got ’em covered with 
its luggage specifically designed for the 
scooter enthusiast. The company offers 
three console/tunnel bags, each with 
an approximate 20-liter capacity, which 
get secured to the front of the scooter 
seat cushion with a strap and Velcro 
pads. Retail ranges from $99 to $116, 
depending on the model.

Dr. Pulley
Dr. Pulley Sliders, made from nylon, 
are claimed to be 20% to 30% faster 
and turn more RPMs than standard 
variator rollers for scooters. They 
are available for a slew of brands, 
including Genuine, Kymco, Vespa, 
Malaguti, Fly and TGB, and are 
priced at $25, from the Martin Racing 
Performance crew. 

Dragon Custom
Dragon Custom offers up a comprehensive line of 
hopped up aftermarket scooter add-ons, including 
four chrome wheel options. One of the only companies 
to offer chrome wheels for scooters, Dragon Custom 
has four main designs: Black Widow, Hidden Dagger, 9 
Bladez and Shuriken Assault. The current lineup works 
on most Chinese scooter clones, and Dragon Custom is 
currently expanding the lineup to work on other popular 
brands such as Yamaha, Suzuki, Honda and Kymco. 

The company’s goal is to take scooter performance 
to the next level by combining performance with a 
custom-made look that is unlike anything in the industry. 
Dragon Custom developed custom performance exhaust 
with a matching custom performance air intake that 
allows dealers to offer custom looks and unbelievable 
performance. 

Are scooter sales in your future? More than just moving units, adding a scooter lineup 
opens up multiple profit centers in your store: a pumped up demand for service, 
additional F&I income, plus a whole new lineup of aftermarket parts and accessories. 
Here are just a few sizzling scooter P&A picks. Check out our scooter industry hot list 
on page 66 for a full list of scooter manufacturers, distributors and P&A suppliers. 


