
The Challenge: Adapting to Online Demand 
with Clunky Redirects
As buying moved online, Stark Street needed a simple way to sell without losing its in-person 
touch. Their first “buy online” solution redirected shoppers from their website to multiple 
OEM-hosted sites to complete the purchase. It worked, but it was clunky—each brand had 
its own process, and customers often had to bounce between pages to complete an order. 
Managing those separate sites also meant extra work for Stark Street’s team. They wanted 
to simplify the process for everyone involved.

The Solution: Whole Goods eCommerce 
Keeps Shoppers Onsite
When Dealer Spike announced our “buy online, pick up in-store” tool, Whole Goods eCom-
merce, Stark Street jumped at the chance to test it early and found it to be far easier than 
their old setup. The impact was immediate. New customers discovered them online, and 
for the first time, they sold big-ticket equipment through their website. Their advertising 
dollars started working harder by keeping checkout local.

From Redirects to Revenue: Selling Big-Ticket 
Equipment with Whole Goods eCommerce

Stark Street Lawn & Garden, a locally owned outdoor power equipment dealership with six 

locations across Oregon, has been serving local customers since 1965. Known for 

factory-trained experts assembling every unit before it leaves the store and backing it 

with full-service shops, they’ve built a reputation for hands-on support and local trust.

CASE STUDY

ESTABLISHED 
1965

TEAM SIZE 
60+

AREAS SERVED 
Portland, OR 
Beaverton, OR 
Bend, OR 
Newberg, OR 
Oregon City, OR 
Sherwood, OR

INDUSTRY 
Outdoor Power 
Equipment

BRANDS SOLD 
10

Customers research across multiple brands and narrow to a short 
list. As eCommerce giants chip away at small-business market share, 
adapting has become essential. We want to show up where they shop 
and capture as much visibility as possible.”

CHAD WHEELER  Online Specialist, Stark Street Lawn & Garden



Rather than wrestling with shipping or battery regulations, 
Stark Street relied on in-store pick up and local delivery. 
Delivery drivers make home drop-offs, providing a personal 
handoff and eliminating headaches from shipping carriers. 
It’s another way “buy online, pick up in-store” fits naturally 
with the way OPE dealerships already operate—no Amazon-
style logistics required.

The Outcome: Real Results 
Dealers Can Measure
Since implementing Whole Goods eCommerce, Stark Street 
has sold more than $20,000 in whole goods online, account-
ing for approximately ten percent of their online business. 
Even more significantly, they sold riding mowers online for 
the very first time, including tickets as high as $4,600.

More than half of their online buyers are brand-new custom-
ers, proving that “buy online, pick up in-store” doesn’t just 
serve existing walk-ins—it brings in fresh local business. 
Returning customers are also coming back, making online 
purchases and in-store pickup part of their routine.

Get started—pick one brand, get it 
listed, and you’ll see how easy it is. 
It’s like having a 24/7 salesperson for 
your store.”

CHAD WHEELER 
Online Specialist, Stark Street Lawn & Garden
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Stark Street’s story proves that selling online isn’t extra work—it’s the next 

step in staying competitive in the outdoor power equipment industry. With 

real sales, new customers, recaptured ad dollars, and the same trusted 

in-store service, Whole Goods eCommerce helps local dealers stay visible 

and sell more inventory.

Book a Demo

A customer who recently bought a log splitter from stark-
street.com shared their experience:

“Simple and easy. I bought it online, got an email that it was 
ready the next day, and when I showed up, they hitched 
it up to my truck. They’d already assembled and tested it. 
Awesome interaction from beginning to end.”

This is exactly the kind of feedback Stark Street and others 
want to hear from their customers, and it goes to show how 
Whole Goods eCommerce can make selling online man-
ageable and low hassle, leading to stronger relationships 
and trust with your local customers.

https://www.dealerspike.com/book-a-demo/

