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Chapter 5 Research Finding and Future Research  

This chapter is to summarize my findings and recommendation to Harley 

Davison’s entrance of heavyweight motorcycle market in Taiwan. Heavyweight 

motorcycle market will be booming because Taiwanese crave for this powerful, fast 

and recreational toy after such long period of restriction. The best way to enter 

Taiwan market will be to find a local master dealer.  There are also some strategies 

recommended which will be elaborated later.  But due to limitation on the scale of 

surveys and interviews, some future researches are also listed at the end. 

 

5.1 Research Finding 

 Foresee big opportunity for heavyweight motorcycle market in Taiwan 

This research has pointed out that the heavyweight motorcycle industry in 

Taiwan is in its infancy stage. Even though Taiwan has opened the heavyweight 

motorcycle importation, yet there are still regulations to be revised; such as accessing 

to highway and high importation duty. These obstacles will be lifted in the near future. 

Hence, heavyweight motorcycle market still has a lot of potential to grow. And it will 

be a great opportunity for Harley-Davidson to establish authorized dealers in Taiwan 

now. Heavyweight motorcycle is a niche market whose primary target consumer is 

more affluent and educated. Higher prices limit the mass acceptance of heavyweight 

motorcycles. Selling and marketing to this targeted segment requires highly focused 

strategies that will be discussed further in Chapter 5.2.  

 

 Harley-Davidson will not hit a wall in Taiwan 

Harley-Davison is well known in Taiwan and it is considered as Mercedes- Benz 
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Motorcycle in accordance with survey conduced from members at Yuan Shan Club of 

Taipei. Harley-Davidson has a prestige-image and stands for success and cult brand. It 

has many product differentiations. For instance, H-D bikes can be highly customized.  

H-D’s lower seat height poses no special challenge for average size Taiwanese. H-D’s 

engine can generate distinctive rumbling sound. Due to these existing competitive 

advantages, H-D will have a good start and promising future in Taiwan.  

 

 Harley-Davidson has a strong interest to enter the Taiwan Market 

Based on recent Harley-Davidson annual reports, sales growth in the domestic 

market has been slow. Harley-Davidson needs to strengthen its international presence 

which is one of the five main strategy objectives in 2006. “H-D is also seeing the need 

for contra-seasonal and contra-cyclical markets. Seasonality was not an issue for H-D 

when customers were waiting a year, or more, to take delivery on a motorcycle. 

Today, with supply approaching the domestic demand, the ability to move product 

into contra-seasonal or non-seasonal markets like the southern hemisphere, or much 

of Asia, is an attractive option. Access to the international market also offers H-D an 

outlet for product when economic downturns in the U.S. temporarily reduce 

demand.”43 Taiwan is one of the countries which H-D will be interested in having 

presence. 

 

 Market Entry Strategies 

Each country has different regulations and Harley-Davidson has limited resources. 

Hence, it is very important for Harley-Davidson to find reliable local master dealer in 

Taiwan to sell Harley-Davidson life style and experience. Upon doing so, 

Harley-Davidson will have to provide adequate product training and ensure the 

                                                 
43See footnote 4 on page 226 
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execution of consistent marketing strategies. There are several potential candidates 

such as Swire Pacific also known as Taikoo in Taiwan (Volvo, Volkswagen, Audi and 

Kia exclusive distributor) or Universal Motor Traders (Porsche exclusive distributor). 

They all have experience in selling automobiles in Taiwan. They have sound financial 

condition and know Taiwan market well which render them quite suitable to become a 

Harley-Davidson dealer.  

The above research result indicates that there is a growing market for heavyweight 

motorcycles in Taiwan. Now the question is what strategies should Harley-Davidson 

consider when entering into Taiwan market?  

 

5.2 Strategies and Considerations for Selling Harley-Davidson Motors in Taiwan 

Strategies and considerations for importing Harley-Davidson bikes in the Taiwan 

market were developed based on above findings.  

5.2.1 Be Realistic About Market Size 

According to 2006 H-D annual report, Harley-Davidson has 48.6%, 30% and 9.1% 

of the heavyweight motorcycle (651+cc) market share in US, Japan and Europe 

respectively. Of course H-D will not gain anything close to 48.6% of the market share 

in Taiwan as it has in The States. However, H-D’s market share in Taiwan will be a 

percentage similar to that of Europe. Without the presence of authorized 

Harley-Davidson dealers, H-D’s market share in Taiwan is already about 4.4%. 

Consequently, it will go up to 10% or even 15% if there are authorized dealers who 

can manage the brand well. The reason being is that authorized dealers can offer more 

competitive prices by importing larger quantities and getting dealer net prices (i.e. a 

discount) directly from H-D. Furthermore, riders will feel at ease and confident to buy 
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bikes and parts directly from authorized dealers because they carry authentic parts and 

repairing services are handled by certified mechanics.  

5.2.2 Geographic Coverage (Store Location)  

According to table 3-6, Taiwan imports about 4,500 bikes last year. Having said 

this, if we make a conservative estimation with H-D owning about 10% of the market 

share in Taiwan, it would sell approximately 450 bikes annually. This is a fairly good 

sales figure to sustain and be profitable for 4 dealers.  

Regarding first store location, Nankang Road Section 3 in Taipei is recommended 

because there are many luxury car dealers there, such as Mercedes Benz, Jaguar, Land 

Rover, BMW and Lexus. Those interested in these luxury cars are potential Harley 

bike customers. Nankang Road Section 3 is very close to the downtown area of Taipei 

(East district), but the rent is very reasonable. In addition, Song-Shan train station and 

Kunyang MRT station is close by. In the future, on another note, if heavyweight 

motorcycles can have access to freeways, both Nankang and Neihu System 

Interchanges are also nearby and it will be very convenient.  

5.2.3 Identify Potential Customers 

Harley must accurately define their target consumers and determine where they 

exist and then focus efforts on attracting them. Potential Harley customers are likely 

to be top position managers who drive luxury cars, retirees with a decent pension, or 

American bike enthusiasts. H-D’s former CEO, Jeff Bleusteinn has ever said 

“Customers are your best salesperson”. By this quote, Jeff is implying that if you treat 

your customers rightly, they will recommend their friends to become Harley riders. 

One should never underestimate the power of happy customers. 
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5.2.4 Attract Potential Customers  

Harley-Davidson targets on customers looking for powerful ‘macho’ motorcycles. 

It focuses on the upscale segment, consumers who demand premium quality and are 

not price sensitive. Even though Harley-Davidson is already a very strong brand, 

Taiwanese dealers cannot slack off on its marketing. It is very important to get a good 

start. Recommendations for a publicity entry are listed below.  

a.) Organize Events 

Throw an open house party at the dealership, invite bike enthusiasts and news 

reporters, and hire sexy show girls.  

b.) Make Appearances on Local TV Shows 

Dealers should utilize free advertisement from local TV shows in order to increase 

public exposure.   

c.) Advertise in Heavyweight Motorcycle Magazines and Luxury Car Magazines 

There are two popular heavyweight motorcycle magazines: Cool Bikers and Rider’s 

Style in Taiwan.  

d.) Promote Weekend Warriors and the Harley-Davidson Lifestyle  

e.) Test rides can be offered to bike enthusiasts, who possess the skills, knowledge and 

ability to operate a heavyweight motorcycle. This will give existing Japanese and 

European bike riders a chance to experience Harley-Davidson’s bikes. Afterwards, a 

survey can be conducted in order to measure the consumer’s appreciation for certain 

attributes (for e.g. the bike’s handling, model, color, price, etc.). For those with 

positive feedbacks, it will be a potential customer database to do follow-up and make 

the sales.  
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5.2.5 Build Strong Brand Equity 

One of the most important key success factors is to build strong brand equity in 

Taiwan. “Brand equity is a set of assets and liabilities linked to a brand’s name and 

symbol that add to or subtract from the value provided by a product to a firm and its 

customers.”44 They can be grouped into four categories as shown in Figure 5-1. 

Figure 5-1 Brand Equity  
Brand Awareness Brand Associations

Brand Equity

Perceived Quality Brand Loyalty  
(Source: Strategic market management P166) 

As mentioned earlier, H-D already has a very good brand awareness, clear brand 

associations and superb perceived quality in Taiwan. Hence, the management of brand 

loyalty is a key to achieve strategic success. Firms that manage brand loyalty well are 

likely to: 

- Have a customer culture, whereby people throughout the organization are 

empowered and motivated to keep the customer happy. 

- Reward loyal customers with frequent-buyer programs or special unexpected 

benefits or premiums.  

- Make Customers feel that they are part of the organization, perhaps through 

customer clubs. 

- Have continuous communication with customers, using direct mail, the Web, 

phone, and a solid customer backup organization.  

(Source: David A. Aaker, (2001). Strategic Market Management, Sixth Edition, Page 169) 

 

                                                 
44 David A. Aaker, 2001 Strategic Market Management, Sixth Edition, page 167 
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Brand loyalty is an important factor to run a sustainable Harley-Davidson 

dealership in Taiwan. Customers are ‘the king’ and they want to receive special 

treatment. While other competitors are just selling commodities, Harley-Davidson is 

selling a lifestyle and premium brand. Therefore, Taiwanese dealers will have to go 

that extra mile for their customers and make them happy.  

 

The following are part of a successful differentiation strategy that will provide 

customers with value and it is something that is difficult for competitors to copy.   

 

a.) Establish and Organize HOG (Harley-Davidson Owner Group in Taiwan) 

The Harley Owners Group (H.O.G. ®) is much more than just a motorcycle 

organization. The HOG offered 150 national, international and statewide events and 

rallies to its members last year. It's one million people around the world united by a 

common passion: making the Harley-Davidson® dream a way of life. H.O.G. ® is the 

largest sponsored motorcycle club in the world. Through local chapters sponsored by 

authorized Harley-Davidson dealers, H.O.G. can enhance the motorcycling experience 

for enthusiasts in Taiwan. Year-long programs and events provide the opportunity for 

customers to gather at their local dealerships to shop, ride and have fun. 

b.) Organize Rallies 

Each quarter a 3-day rally should be organized and it should cover different 

sightseeing spots throughout Taiwan. Taiwanese dealers can also work with 

Harley-Davidson authorized rental companies to organize overseas bike rides or to go 

on Harley-Davison assembly line factory tours.  

c.) Customer Relationship Management (CRM) 

CRM can use an information system that supports the dealers’ interaction with their 

customers in regards to sales, marketing and service. In order to do this, they must 
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build a customer database and computerize service reports. CRM will provide the 

following benefits: 

- Unified view of customers 

- Consistent messaging to customers 

- End-to-end customer care 

-Long-term customer relationships 

- Identification of best customers 
(source: Managing the Digital Firm 8th edition, page 62) 

 

d.) Mobile Maintenance Van 

Time is money, especially for most Harley-Davidson riders who are busy 

businessmen or managers. A mobile maintenance van is valuable to them. Based on 

my observation and conversation with many riders, most riders get their bikes 

serviced during the weekend. As a result, there will be many bikes waiting in line and 

it is very time consuming for the riders. In order to offset the high peak period (i.e. the 

weekend) and low peak period (i.e. weekdays), it is recommended to provide speedy 

on-site service through a mobile maintenance van during weekdays with appointments 

in advance. As a consequence, riders can be worry-free and enjoy riding without 

much interruption. 

e.) Designated Parking Lots 

As mentioned previously, most heavyweight motorcycle riders in Taiwan don’t 

feel comfortable enough to park on the streets because they are afraid it will get stolen. 

Designated parking lots with better security are the solution. Hence, dealer should 

have designated parking lots and reserve VIP spots for Harley Owner in major cities. 

It will be an added value for the Harley riders and let them feel that they have 

privilege and special.  
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5.2.6 Be Passionate About the Product & Ride with Your Customers  

As stated earlier, Harley-Davidson sells a lifestyle. Taiwan dealers must only 

recruit employees who are American style bike enthusiasts and want to be part of the 

Harley family. Every employee has to take turns to ride with customers because it is 

very important to identify their needs and concerns in advance and be proactive.  

 

5.3 Limitation and Future Research  

All of survey and interviews were conducted in Taipei area due to limited resource 

and time. Hence, there might be some deviations. Even though this thesis covers a 

variety of sources involved in the heavyweight motorcycle market in Taiwan, it is still 

advised to increase the number of interviews and surveys. For an example, the 

majority of potential Harley owners will probably overlap with luxury car owners. 

Therefore, it might be beneficial to conduct a survey on this focal group.  

 

There are several areas in which further research will help clarify and confirm the 

hypothesis of this thesis, and it can benefit future research in this area. 

 Brand Equity 

Comparisons with different heavyweight motorcycle brand awareness, brand 

associations, perceived quality and brand loyalty in Taiwan may also be fruitful. 

 Competitor’s Marketing Strategies 

Comparisons with different heavyweight motorcycle marketing strategies in 

Taiwan should also be considered. 

 Financial Analysis  

Future research should conduct financial analysis in order to evaluate the return 
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on investment for establishing Harley-Davidson dealerships in Taiwan.  

 Buell Motorcycles  

Buell motorcycle is a subsidiary of Harley-Davidson Inc. Buell motorcycles were 

created for riders who demand a unique and different approach to sport-bike design, 

raw, naked styling, ergonomics and performance. Buell provides innovative and 

exotic American-style sport motorcycles that deliver superior handling, tremendous 

torque and exceptional street performance for all real road-riding conditions. In 

addition, it uses Harley-Davidson’s air cooled V-Twin engine. Unfortunately, most of 

Taiwanese are not familiar with this brand. Can Buell compete with Japanese bikes in 

Taiwan? To answer this question, further marketing and research needs to be 

conducted. 




