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2025 Pied Piper Prospect Satisfaction Index™
Internet Lead Effectiveness® (ILE™) Industry Study (U.S.A.)
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Polaris Reports 20% Drop

Kubota Dealers Ranked in 2024 Sales
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Highest in 2025 Pied Piper
Internet Lead
Effectiveness Study

February 3, 2025 | Posted in Manufacturer News
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» Room to Improve: 4 out of 10 online inquiries received no
personal response

» Industry average performance unchanged since last year,
but top-ranked Kubota dealer performance increased
substantially

Monterey, Calif. — Kubota dealerships ranked highest in the 2025
Fied Piper PS5l Internet Lead Effectiveness (ILE) Compact Tractor
Industry Study, which measured responsiveness 10 internet sales
leads coming through dealership websites. Following Kubota were
Kioti, TYM, Mahindra and John Deere.

Fied Piper submitted customer inquiries through the websites of
726 compact tractor dealerships representing all major brands.
Each inquiry asked a specific question about a tractor in inventory
and included a customer name, email address, and local telephone
number. Pied Piper then evaluated the speed and quality dealer-
ship responses by email, telephone, chat, and text message over
the next 24 hours. ILE evaluation of a dealership combines over 20
differently weighted measurements, based upon best practices
mathematically most likely to generate sales, to create an ILE over-
all score ranging between 0 and 100.

How Did Industry Performance Change Over the Past Year?
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Mowhawk Mowers
Enters the Zero-Turn
Space

Mowhawk mowers using decades
of manufacturing experience 10 en-
1er the zero-turn space and grow its

SECTIONAL GRAPPLE dealer network.

The Artillian Original Sectional Grapple System
mounts on the Artillian Quick Attach Frame.
Mix & match sections to best accomplish your tasks.

Designed for brush, roots,
rocks, firewood processing,
land grading, etc.

This system can be used for
work above or below grade.
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The overall industry average ILE performance remained unchanged
compared to last year, with an average score of 33 for both years.
Average ILE scores improved from 2024 1o 2025 for four brands,
Kubota, Yanmar, Bobcat and Case, while the scores for eight America is the
brands remained the same or decreased. This year dealers were North American headquar-
more likely 1o quickly answer a web customer’s inquiry by email or ters of Yanmar Holdings.
text: 27% of the time on average for 2025 vs 22% of the time for Ranked #1 in Product Quality
2024. In contrast, dealers were less likely 1o respond 1o web cus- for five years in a row by the
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tomers using multiple paths (email, text, phone): 11% of the time
on average vs 13% for 2024. Customers were maore likely 1o be
"ghosted” this year, receiving no response from dealers 20% of the
time on average, compared 10 18% last year.

What is the "80/40 Rule” and Why is it So Important?

Each brand’s industry study ILE score represents an average that
includes top-performing dealers as well as poor performers, each
with a score ranging from 0-100. In the 2025 compact tractor bell
curve of performance, 4% of all compact tractor dealerships indus-
trywide scored above 80 (providing a quick and thorough personal
response), while 59% of dealerships scored below 40 (failing 1o
personally respond 1o their website customers). In contrast, 34% of
auto dealers score over 80, and 14% of powersports dealers score
over 80. Cameron O'Hagan, Pied Piper's Vice President of Metrics
and Analytics said, “The effort is worth it. Historically, dealers who
improve their ILE performance from scoring under 40 to scoring
over 80 on average double the number of units sold from the same
quantity of internet leads.”

Top-Ranked Kubota: Which Behaviors Improved from 2024 to
20257

The average Kubota ILE score in 2025 increased from 37 to 42, the
largest gain among compact tractor brands. The percentage of
Kubota dealers scoring over 80 rose from 6% in 202410 10% in
2025, exceeding the 2025 industry average of 4%. Dealers scoring
below 40 dropped slightly from 47% to 46%, well below the industry
average of 59%. Kubota dealers responded to customers via multi-
ple communication paths 21% of the time, compared 1o the 11% in-
dustry average. Additionally, the Kubota dealer failure-to-respond
rate decreased from 14% to 10%, the lowest among all brands
measured in the 2025 study.

What is the Compact Tractor Industry’s Greatest Opportunity for
Improvement?

Equipment Dealers
Association, Yanmar pro-
vides innovative solutions
for Rural Lifestyle and
Industrial Equipment
customers.

Yanmar was the world’s first
manufacturer to develop a
practical small diesel engine
in 1933 and has continued to
push the boundaries of inno-
vation and technology ever
since. As a manufacturer of
diesel engines, compact
tractors and utility task vehi-
cles, construction machinery,
and industrial equipment,
Yanmar's products are sold
in over 130 countries.

At Yanmar America, we are
committed to providing our
customers with the highest
quality products and ser-
vices, backed by a strong
team of professionals who
share our dedication 1o ex-
cellence. We look forward to
the opportunity to work with
you in achieving your goals.

Virginia

Beach-based
STIHL Inc., produces a full
line of high-quality, handheld
outdoor power equipment in-
cluding blowers, trimmers,
brushcutters, and multi-task
tools, as well as the number



The behavior most likely to boost compact tractor sales is adopt-
ing @ multi-channel communication strategy instead of responding
10 customers using only email, only phone, or only text. Many cus-
tomers miss emails, ignore calls, or get overwhelmed by texts.
Successful dealerships respond via multiple channels to ensure
contact and then switch to the customer's preferred method for fu-
ture communication. In the 2025 ILE study, 60% of compact tractor
dealers relied on a single channel, while only 11% used multiple
channels. Performance varied widely among brands—21% of
Kubota dealers used multiple paths, compared to less than 5% for
New Holland, Bobcat, McCormick, or Case. In comparison, auto
and powersports dealers fared better, with 44% and 26% using mul-
tiple channels, respectively. "A consistent multi-channel response
10 every customer is worth it,;” said O'Hagan. “You never know in
advance which communication channel will be most effective at
reaching a specific customer.”

2025 Brand Performance Compared:

Response 10 customer web inguiries in 2025 had large variation by
brand, as shown by these examples:

« “Answered Question”- How often did the brand's dealer-
ships email or text an answer 10 a website customer’s
question?

1. More than 50% of the time on average: Yanmar, Kubota,
TYM, Kioti

2. Less than 40% of the time on average: Massey Ferguson,
MecCormick Tractor, Case, Bobeat

3. Industry averages: 46% Tractor vs. 50% Powersport & 59%
Automotive

» “Phoned Customer” - How often did the brand’s dealerships
respond by phone to a website customer’s inquiry?

one selling brand of chain-
saws worldwide. STIHL Inc.
manufactures over 260
model variations of handheld
outdoor power equipment
for sale in the U.S. and
around the world.



. More than 30% of the time on average: Kubota, John Deere

. Less than 20% of the time on average: Massey Ferguson,
Case, McCormick

. Industry averages: 25% Tractor vs. 45% Powersport & 68%
Automotive

“Did at least one”- How often did the brand's dealerships
email or 1ext an answer 10 a website customer’s guestion
and/or respond by phone?

. More than 65% of the time on average: Yanmar, Kubota,
TYM, John Deere

. Less than 50% of the time on average: Massey Ferguson,
McCormick Tractor, Case

. Industry averages: 60% Tractor vs. 70% Powersport & 81%
Automotive

“Did both” - How often did the brand’s dealerships email or
1ext an answer 10 a website customer’s question and also
phone the customer?

. More than 14% of the time on average: Kubota, Kioti, TYM

. Less than 5% of the time on average: Massey Ferguson,
Bobcat, Case, McCormick Tractor

. Industry averages: 11% Tractor vs. 26% Powersport & 44%
Automotive

“Failed 1o Respond” - How often did the website customer
fail 1o receive a response of any type (email, text, or phone
call)?

. Less than 20% of the time on average: Kubota, John Deere,
Bobcat, Mahindra

. More than 30% of the time on average: McCormick, Massey
Ferguson, New Holland

. Industry averages: 20% Tractor vs. 10% Powersport & 7%
Automotive



"Maost customers first visit dealer websites, and how dealers re-
spond 1o those who reach out online for help is critical 1o today’s
sales success,” said O'Hagan. "The trouble is that website cus-
tomers can be invisible in day-to-day operations which makes them
easy to overlook.” Pied Piper has found that the key to driving im-
provement in website response and sales is showing dealers what
their website customers are really experiencing — which is often a
surprise.

Click here for more Industry News.
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