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The recreational vehicle (RV) market is changing. Historically, RVers 
purchased their unit outright when they wanted to get on the road; but the 
selling market is leveling out and with the ‘try before you buy’ economy 
taking hold across various industries, RV rentals have become increasingly 
popular - yet many dealers are not taking advantage of this growing trend. 
To get a better understanding of the intricacies of this emerging market, 
RV Trader surveyed over 2,000 consumers, all who have rented, purchased, 
or been in market for an RV in the past two years, and gained insight into 
how this trend came to be, who the average renter is, how they came to 
their decision to rent, and a list of subsequent considerations that any 
dealer considering or currently offering rentals should think about.1 Most 
importantly, the findings clearly indicated that the relationship between the 
rental consumer and a dealer is far from a one-time transaction - leaving 
dealers with an often untapped opportunity to capitalize on this emerging 
demographic. 

EXECUTIVE SUMMARY
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The RV industry saw impressive growth for seven 
consecutive years - culminating with a 17% increase 
in shipments from 2016 to 2017 and a 13% increase in 
registrations in that same timeframe.2 Industry experts, 
and our recent research, attribute much of this growth 
to the intrinsic benefits of RVing - such as the travel 
convenience RVing offers, the diverse uses for the unit, 
the IRS tax deductions after purchase, and the active 
lifestyle surrounding the industry.1 Additionally, large scale 
advertisers, such as KOA and GoRVing, have helped grow 
recognition for the industry across various age ranges, 
from boomers to millennials. 

However, our research showed that search terms 
throughout the industry are changing - with an increase 
in rental-related keywords as opposed to buying ones.10 
And the data supports this transition, with KOA’s annual 
consumer survey showing that while ¼ of all campers 
use an RV, 44% of them don’t own that unit - meaning 
that many consumers are entering the lifestyle without 
purchasing.3

With that in mind - it’s no surprise that 2018 brought 
the first signs of an industry shift, with a 4% decrease in 
shipments year-over-year;4 and the outlook for 2019 isn’t 
much better, starting off the year with a 39.8% decrease 
in shipments this January.2 Lori Stacy, CEO of RV Trader, 
shared, “We’ve seen this pattern before, specifically in 
2001 and 2008. The industry dips slightly in the first year 
of the downturn, drops more in the second, and then 
rebounds.”

47% - Spend quality 
time with family & 
friends

STATE OF THE UNION: 
WHY RENTALS MATTER NOW

41% - Experience 
nature and outdoor 
activities

35% - Freedom to 
travel anywhere

36% - Affordable 
way to travel

34% - Home away 
from home

29% - Travel with 
pets

43% - For adventure

39% - Experience 
new things

WHAT MOTIVATES CONSUMERS TO RENT1
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The selling market is leveling out but the consumer enthusiasm is not. 
Rentals provide dealers an opportunity to diversify their product offering 
and start building relationships with potential buyers early on in their 
buying cycle
 
Rentals provide dealers with an additional stream of revenue that they 
wouldn’t obtain through sales alone. And nearly 3/4 of dealers who offer 
rentals said their revenue was higher in 2017 than the prior year6

KEY TAKEAWAYS

1

2

BUT WHY IS THIS HAPPENING NOW? 

Across the board, consumers are shifting their discretionary spending habits by prioritizing 
memorable experiences, often through travel, over material items. Domestic travel has 
seen a bump, with the U.S. travel industry’s gross bookings and revenue increasing 46% 
between 2009 and 2017, and camping as a form of domestic travel continuing to grow 
in popularity.5 Since 2014, 6 million+ households started camping, and the number of 
consumers who camp three+ times annually has risen by 64%.3 Additionally, by 2025, the 
number of Americans between 55 and 74 years old will reach 79 million, 15% higher than 
that age group totaled in 2015, and 72 million millennials will be 30-45 years old - both ideal 
age ranges for increased discretionary income, and the RV lifestyle.2 

So while the selling market has softened, the industry certainly has not; and there 
is a huge opportunity for RV dealers to diversify their product offering, and subsequently 
shore up their profits through rentals. For those dealers already offering rentals - over 
50% anticipated that their rental revenue would be higher in 2019 than it was in 
2018;6 and considering that 75% of renters said they plan to purchase within the next 
two years - offering rentals gives dealers the opportunity to catch potential purchasers 
at the very start of their buying cycle.1 Additionally, Stacy shared, “when the industry has 
seen similar changes in the past, we’ve noticed that the most successful and sustaining 
dealers are those who embrace current consumer trends and advancing technology by 
providing unique and more diverse ways for buyers to connect with them, often opening up 
unrealized revenue - and providing rentals certainly meets that mark.”
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As an RV dealer, you know what the average buyer looks like. Our research confirms that 
they are married boomers, who make over $50k annually, and come from single-family 
homes. They are nearing retirement - only 44% still work - and have finished raising their 
families, so they have a little more disposable income to play with. They are ready to get 
out and see the world - and RVing provides a great way to do that.1

While this group dominates the buying market, they make up the smallest percentage of 
renters, accounting for only 7%. The typical renters are actually almost the exact opposite. 
They are young (63% are between 21-35), in the throes of raising their kids (59% come from 
3+ person households), and actively working on their careers (74% are employed).1 Most 
importantly, they have a penchant for renting - and not just RVs. They are less likely to buy 
homes, and companies like Uber have sometimes eliminated the need to own a car. But 
just because buying an RV isn’t in the cards for them right now doesn’t mean that it won’t 
be sometime in the future; which is why the RV Trader survey uncovered another group 
within the RV industry - the renter who buys. 

This group almost exactly mirrors the exclusive renter in terms of demographics, with one 
notable exception - 48% make over $100k per year, as compared to only 34% of renters.1 
The renter/buyer is slightly more affluent and has rented at least once before ultimately 
making a purchase. They use the rental experience as a means to determine if RVing is 
right for them and what type of unit will fit into their budget and lifestyle; and sometimes, 
that can take a while, which is why more than half of renter/buyers rented two to three 
times before purchasing and a 1/4 rented more than four times.1

WHO’S RENTING & HOW ARE THEY DIFFERENT
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No matter whether they are lifelong renters, or renters who will ultimately become buyers - this 
overarching group of RVers is extremely engaged with the lifestyle. They are looking for a way to 
make memories while traveling - and renting is the perfect solution; which is why 78% plan to rent 
multiple times and the average RV rental consumer has already rented over 5 times in the past two 
years.1

So, it’s no surprise that renters spend a lot of time and effort searching for their next RV rental. They 
are dreaming of their next vacation long before they actually take it, with 55% spending somewhere 
between 7 months and two years researching.1 To put this in perspective, this timeline is similar to 
how long it takes a buyer to decide on what unit they plan to purchase; showing what a big decision 
this rental is for prospective RVers.1 Again, similar to RV buyers, renters rely on a number of different 
resources when it comes to figuring out what RV will fit their lifestyle. Our research shows that from 
dealer consultation, to online research and reviews, to word-of-mouth recommendations, and RV-
specific rental sites - they spend the time they need to thoroughly understand their options.1

57% of millennials 
aren’t buying cars7

46 of the 50 largest cities in the 
US saw an increase in homes rented 

vs. bought from 2000 - 20168
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Once they’ve decided what they want and have pulled the trigger, their rental experience can leave 
something to be desired. The current rental market is dominated by peer-to-peer options - and 
while renters may not initially mind working with a peer - most times the actual experience ends 
up not being what they expected. Our research shows that there is often little owner screening on 
the part of these third-party rental sites, meaning that potential renters never know 100% what 
they’re getting into, and that’s certainly not what you want for a vacation.1

Per our survey, 78% of the 2,000 renters surveyed stated they would prefer to rent from a dealer 
because they have trust in the experience they’ll receive. To be more granular, of that 78% - 
when asked, service and reputation were the most frequently mentioned reasons that renters 
chose to work with a dealer - but personal attention and comfort also influenced their decision. 
Maintenance and affordability are also considerations, although not mentioned quite as often.1 
No matter if this is their first rental, or their 15th, renters don’t want to run into any snags as they 
head out on the road - so trust is a big factor for these renters when it comes to who they will 
rely on for their temporary home. And while there are a number of rental options out there that 
accomodate the peer-to-peer market, a peer doesn’t always understand the intricacies that can 
come along with RVing the way a dealer would - giving you a distinct advantage when it comes to 
the experience you can provide these renters. 

TOP REASONS 
WHY RENTERS WORK 

WITH DEALERS

SERVICE
COMFORT 

TRUST

PERSONAL 
ATTENTION

AFFORDABILITY

MAINTENANCE 

REPUTATION
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So whether you’re interested in getting into 
rentals, or if you already offer them - let’s 
highlight some best practices that you need to 
focus on to be successful in this new and ever-
developing corner of our industry.

So where does that leave you as a dealer?     
These renters want to work with you, but as 
we’ve already pointed out, the rental market is 
dominated by sites that cater to peer-to-peer 
experiences. That’s where RV Trader comes 
in. Helping connect dealers to potential buyers 
has been RV Trader’s business for the past 30 
years. While we have been focused exclusively 
on delivering buyers in the past - the market 
and challenges facing your dealership have 
changed, and therefore, so have we. Not only 
do we want to be a resource for you, as a 
dealer, but we want to be there for the potential 
renters looking for resources - 12% of whom  
said they didn’t rent because they couldn’t find 
a local dealer to rent from; and we want to help 
bridge that gap. Considering that 30% of our 
current visitors have already used RV Trader 
as a rental resource, even before a dedicated 
rental offering was available, we are ideally 
positioned to help connect not only buyers, but 
also renters to dealers.1

Renters tend to rent multiple times - and a large portion of them go on to ultimately 
purchase an RV after their rental experience

The discovery of the renter/buyer segment is significant and offers an untapped 
opportunity for dealers to be the one resource for these consumers
 
Maintaining relevance and top of mind awareness throughout the 7+ month 
consideration process will be key to winning consumers when they’re ready to convert1

78% of renters say they would rather rent from a dealer than a peer1

KEY TAKEAWAYS

1
2
3
4
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MASTERING THE RENTAL MARKET: 
KEY CONSIDERATIONS FOR DEALERS

Launching an additional part of your business can be a lot of work, and there are a number of 
things you should keep in mind, specifically, when considering adding to, or expanding, your 
rentals offering as part of your dealership’s portfolio. From acquiring the units to the basic legal 
info you need to know - we’ll walk through the top things you should consider to master this 
not-so-niche market. To support and validate our tips, we consulted with Jeff Nash, managing 
principal of The Nash Group, LLC, who has significant expertise in both the legal and insurance 
aspects of RVs and Brian Liu, a former Airstream rental dealer who recently sold his business 
and used strictly online methods to generate leads - so you will see them referenced throughout 
this section.

ACQUIRING A FLEET

As you probably know, there are two ways to acquire and manage your fleet - you can purchase 
or finance inventory directly, or you can manage other owners’ inventory for a portion of the 
profits, similar to a consignment or concierge service. There are pluses and minuses to both 
strategies, so it really depends on what works best for your dealership’s financial model - but we’ll 
review some pros and cons of each approach. 

Let’s start with dealer-owned fleets. Probably the most obvious advantage of owning your own 
fleet is that you don’t have to share any of your rental profits with someone else, as you would 
in a dealer-managed model. The flip side to that is you don’t have anyone to take on the burden 
of the initial cost of the unit or the subsequent upkeep that comes after the purchase. Another 
significant advantage to owning your own rental units is being able to avoid the legal-complexities 
that come along with dealer-managed inventory. If you own the unit without another party being 
involved, “the lines of liability and the layers of protection are very well defined, making it less 
risky for the dealer,” says Nash. Considering how complicated and impactful legal issues can 
be, being able to keep that as clean and concise as possible definitely makes this option worth 
considering.

A dealer-managed model, on the other hand, while more complicated from a legal perspective 
- can be lucrative for both the dealer and the owner, who share the revenue from rentals. 
Obviously, as a dealer, you avoid the upfront cost of having to purchase a unit, but still get to 
make money via rentals. Considering that owners often don’t use their units for months at a time, 
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renting it out through a dealership is a great way for private owners to cover the cost of the unit - 
and for the dealer to make some extra money without the ownership costs. Also by working with 
current owners - you can offer a much wider selection of units, rather than being limited to just 
the manufacturers you already happen to carry. 

Either option offers your dealership a way to generate extra revenue, while cultivating a new 
customer - and it doesn’t have to be all or nothing. You can do a mix of both - and that opens up 
a whole different set of benefits because you get the best of both worlds. Also, if you choose to 
go this direction, it may give you an indication of what works better in your market, and then you 
can tailor your approach specifically from there. 

Most RVers have at least a portion of the year when they aren’t on the road, 

which leaves their unit just sitting idle. The amount of work that goes in to 

renting their RV individually may deter the average consumer from listing their 

unit in the off season; but, if a dealer offers to work with them, possibly even 

bundling rental management with storage - it makes getting involved with 

rentals that much more accessible to all consumers.
- Paige Bouma, Vice President of RV Trader
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REASONS POTENTIAL RENTERS CHOSE NOT TO RENTGENERATING RENTAL BUSINESS

It’s no use having rentals on your lot if 
you don’t have consumers coming to your 
dealership in search of them. As with any 
aspect of your dealership, advertising what 
you have to offer is key - and you can employ 
many of the same principles you’d use for 
traditional dealership sales, if you have them. 
If not, no worries - we’ll walk through some 
best practices. 

No matter how else you plan to market your 
rental inventory - the very first thing you 
should do is build irresistible listings. Paige 
Bouma, Vice President of RV Trader, shared 
“RVing is passion-based and consumers 
spend a long time dreaming about their 
next great vacation. When they can visit 
your listing and see well-taken photos, a 
competitive nightly price, and a detailed 
description - it goes a long way toward 
helping a potential renter picture themselves 
in your unit.” 

Descriptions, in particular, can be tricky. As 
you write them, make sure they are a nice 
mix of technical information and marketing 
description. You don’t know how experienced 
the renter is who is reading - so you don’t 
want to lean too heavily in one direction or 
the other. Work to find that happy medium 
by highlighting the amenities this particular 
unit has to offer, but also sprinkling in some 
more technical information that they need 
to know about the unit. Also - since renters 
shared with us that price is often a reason 
they choose not to rent from a dealer, or 
not to rent at all, this is a great place to offer 

Couldn’t find a dealer

Cost too high

Maintenance concerns

Lack of availability

Concerns about 
driving/towing

RVing is passion-based and consumers 

spend a long time dreaming about their 

next great vacation. When they can 

visit your listing and see well-taken 

photos, a competitive nightly price, and a 

detailed description - it goes a long way 

toward helping a potential renter picture 

themselves in your unit
- Paige Bouma, Vice President of RV Trader

www.RVTrader.com (877) 354-4068



some education around the affordability of 
renting; be transparent about how you came 
up with your nightly rate and highlight what’s 
included. 

After your listings are ready to go, you can 
focus on advertising them. Third party listing 
sites, like RV Trader, are a great way to get 
your inventory out there, particularly if that 
site has a large audience that is focused on 
RVs. Additionally, you can look into search 
engine marketing (SEM) to compliment your 
other marketing efforts and target consumers 
in your local area; which could be particularly 
impactful considering that 12% of renters who 
ultimately didn’t rent said it was because 
they couldn’t find a local dealer.1 Additionally 
- we’d recommend engaging your previous 
renters to offer testimonials that you can use 
in your marketing materials. 73% of renters 
rely on word-of-mouth recommendations for 
their next rental so having these testimonials is 
helpful;1 and, again, the more visual elements, 
such as pictures from past trips, you can 
provide to help potential renters imagine their 
dream trip, the better.  

“We were very keen on building a 

website, getting both Yelp and Google 

reviews, and really focusing on search 

engine optimization. Keeping our 

website content relevant and fresh and 

getting good reviews from people 
helped to make us the number one 
search result when people would look 

for Airstream rentals and drove a lot of 

organic traffic.” 
- Former Airstream Rental Dealer

PREPARATION AND MAINTENANCE

Trust and service are primary differentiators 
for dealers as customers look for an RV 
that is well-maintained, clean, and properly 
functioning. Therefore, it is imperative that 
you stay on top of the general upkeep of your 
rental fleet to provide a seamless experience 
andand cater to the renter’s expectations. 

To make sure your process is standardized, 
we’d recommend creating a checklist to 
highlight the maintenance work you complete 
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after each and every rental. This also gives you 
something to review with renters as they head out on 
their trip, helping them to feel confident that the unit 
they’re renting is well-functioning and fully-maintained. 

Additionally, per best practices, you should consider 
putting together a one-sheeter, or a small welcome or 
technical packet, specifically on each unit so the renter 
has some basic information - like how to set up leveling 
jams, how to hook up the water and sewer, or how to 
work the electricity. Having this type of information 
available is important for several reasons. Not only 
do you want to position yourself as a resource for 
the renter, but you also want to make sure they feel 
comfortable with how the unit operates - and have a 
clear understanding as to when they should call for 
help. Even the most seasoned RVer might not be a 
DIYer - and you certainly don’t want them practicing on 
your unit. So give them all the info they need upfront 
to successfully operate the RV and make it abundantly 
clear in your materials when they should call for help. 

Experts, such as Nash, suggest qualifying a renter 
based on years of experience or the ability to pass a 
test drive. While it’s your choice how you want to do it, 
we recommend having some standards around who 
you agree to rent to, and putting training in place to 
make sure any renter feels completely comfortable 
before they take your unit out on the road. If you’re 
working with a third-party site, like RV Trader, it’s 
possible they will have some of these things baked into 
their offering, so make sure to ask about:

       Rental Screening & Usage Materials
Age restrictions
Pre-prepared materials
In-depth renter screening
24/7 roadside & technical assistance
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CAPTURING BOOKINGS

If you’re trying to manage your rental presence on your own, this is an area that will likely take the 
majority of your time - and is often why many dealerships choose to work with a third-party site 
who can help drive consumers to your rental units.

If you choose to go it alone, managing your reservations and keeping your rental calendar up-
to-date can be a cumbersome task. If you don’t have a solution that automatically updates your 
calendar when someone makes a reservation, you’re left to manage these bookings via emails 
and phone calls. This is a much more manual process and can mean more time spent back 
and forth with the renter nailing down dates for their trip and confirming availability - making 
maintaining your rental offering much more effort. 

To streamline the process, there are two possible options - you can hire someone who develops 
an automated calendar for you, but obviously there’s an expense that goes along with that, 
or you can work with a third-party listing site that already has this type of calendar built into 
their system. While having a reservation management system or your own proprietary system 
could offer some advantages, working with a third-party site really takes a lot of these more 
menial tasks out of your hands, making it easier to focus on what you do best - running your 
dealership. They will likely already have an automated calendar to handle your reservations and a 
streamlined way for distributing reservation reminders and funds once a booking has taken place. 

 “Availability, pricing, and quoting are all very important. 
Managing those things across several different inquiries at the 
same time, and finding a way to do it efficiently, was a really big 
challenge.”  - Former Airstream Rental Dealer 
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PRICING & REVENUE POTENTIAL

It goes without saying that offering rentals is a way for your 
dealership to not only adapt to the changing consumer 
demands, but also to make some additional revenue; and 
considering the current industry shift, finding a way to shore 
up your profits is imperative. 

When it comes down to it, how much money you can make 
depends entirely on the type of unit you have to rent and how 
frequently it’s being rented out. According to our industry 
research, on average, you can charge between:9 

$75 - $175 per day for Travel Trailers 
$125 - $250 per day for Class C Motorhomes
$150 - $300+ per day for Class A Motorhomes

Assuming you rent your unit for 100 nights per year, using 
these rates as a guide, you could reasonably stand to make 
anywhere from $7,500 to $30,000 in revenue - and that’s 
assuming you only have one unit to rent and only have it 
rented for 1/3 of the year. Now imagine how much you could 
make with a fleet of units available year-round.

We’ve already mentioned that potential renters feel that 
nightly prices are slightly higher when they work with a 
dealer as opposed to a peer - so to make sure that you are 
setting realistic prices and managing their expectations, 
we recommend you keep the following tips in mind when 
establishing your rates: 

      Rate Setting Tips
Keep pricing simple and consistent
Consider pricing lower during the 
off season or mid-week
Price attractively so consumers are 
drawn in at first glance
Ensure pricing is competitive with others
in the market - not necessarily cheaper, but 
easily justifiable based on features, benefits 
and services offered
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Additionally, things like mileage charges, cleaning and 
maintenance fees, or cancellation waivers can either be 
included in your nightly rate or priced out individually. Liu 
found that offering an all-in-one price, rather than pricing out 
services like cleaning, dumping, and linens separately, was 
most effective for his Airstream business. He shared that “it 
came down to trying to be more transparent and building 
a more trustworthy relationship. That’s why we priced that 
way - so clients don’t feel like they’re being nickeled and 
dimed.” No matter whether you choose to include these 
items in your rate or not, you should clearly outline that 
information in the description of what’s included and what’s 
not so the renter knows exactly what they’re getting from 
the start.

MEASURING SUCCESS & VALUE 

As revenue starts to roll in, you’ll likely want to calculate a 
ROI figure on your rental program; because even though 
you’ll be making money, there are other costs that go into 
the offering. As you evaluate your program, make sure 
to consider the following metrics as a part of your overall 
success:

     Rental Success Metrics
Revenue and cost per mile
Miles per night
Nights per trip
Overall utilization
Maintenance per rental
Annual (gross) revenue per vehicle
Advertising cost

Each of these metrics, individually, will give you some level of 
insight into how successful your program is - but by looking 
at them together, you’ll be able to get a more holistic view on 
your rentals investment.

We quickly learned 

that we’re not renting 

RVs, we’re selling 

experiences. That was 

the motivation behind 

our pricing and our 

services. It comes 

down to wanting 

to provide a great 

experience. 
- Brian Liu, Former Airstream 

Rental Dealer
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Consumers want a trouble-free recreational experience with no 

unexpected system failures or inability to enjoy the unit. And if 

they have an accident, they generally don’t know how insurance 

works, and they feel a little helpless. They really want to have 

someone to just take it over for them if they can.
- Jeff Nash, managing principal of The Nash Group, LLC

HOW TO HANDLE INSURANCE

When you let consumers take your unit out on their own, you want to make sure you’re 
protected - so deciding on an insurance policy is a big consideration when it comes to offering 
rentals. Not only do you want your policy to be affordable and comprehensive, but you want 
to choose one “that has a consistent, easy to employ, or automatically employed, package of 
protections that considers the uniqueness of RVs and the RV experience in the most painless 
way,” offers Nash. For instance, since every state handles insurance differently, you’ll want to 
fully understand how your insurance policy protects you when a renter travels across state lines. 
Considering it’s not uncommon for a renter to want to travel from state-to-state, it’s critical for 
you to understand how that works with your policy. 

And this isn’t an area to skimp, which is why we recommend spending the time to really research 
the best option; and you want to see what they offer beyond liability and physical damage 
protection. Particularly with RVs, there’s more that can happen while a renter is on the road - 
so if you can provide roadside assistance, trip interruption protection, etc., that’s even better. 
Having those things will give you peace of mind and provide an elevated consumer experience 
for your renters should something happen on their trip. If you’re considering working with a 
third party website - make sure to ask them what they offer in terms of additional insurance. It’s 
possible that some of these things may be provided by them to compliment your dealership’s 
policy - really making sure you and your renters are well taken care of. 
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LEGAL 101*

Legal matters can be complicated, and from a dealer perspective, there’s a lot for you to take 
into consideration as you explore the idea of renting your inventory. With rental contracts the 
greatest liability comes from the fact that even if the renter is experienced, they likely aren’t 
driving an RV on a daily basis - and the reality is, these big units handle differently on the road 
than your traditional truck or SUV. They take longer to brake, have different blind spots, and 
limited lines of sight - to name a few - all of which opens the driver up to unusual risks they may 
not be used to. 

Nash sums it up by saying, “from a legal standpoint, if you take the situation where the owner is 
entrusting their RV to another person, [the biggest concern] they have to think about is, ‘what is 
my duty of care before I entrust this, in light of all these unique risks?’ ” 

While we can offer some basic considerations, we certainly aren’t lawyers - so we’d recommend 
consulting a licensed attorney about your specific rental offering. An attorney can help you 
more clearly identify what liabilities apply to your specific dealership and how you can mitigate 
those risks. If you work with a trusted third-party rental site, like RV Trader, many of these 
legal landmines are already thought through and they can help educate you on legal protocols, 
taxation updates, and driver screening.

*When starting, Jeff provided this disclaimer: 
Anything that I say in the course of this interview 
is not legal advice and should not be considered 
legal advice, and legal advice is only given to a 
client once there’s been an engagement.
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The RV market will continue to change and grow from a rentals perspective. 
So whether you’re a rental-only dealer or a dealer who also sells RVs, we fully 
expect that the emerging rental consumer will be a growing force within the 
industry - and subsequently, your dealership. The rental audience offers a 
multitude of opportunities - particularly considering that 78% of renters are 
planning to rent more than once in their lifetime and 3 out of 4 renters are 
likely to purchase within the next two years.1

THESE ARE LIFELONG CUSTOMERS. 

Renters are young, eager, and engaged. Per our study, 26% of renters 
considered or actually rented an RV five to ten times within the past 2 
years.1 Will they find your dealership when they are looking? Even if they aren’t 
ready to buy right now, these consumers are looking for a way to get involved in 
our industry - and rentals is the perfect way to try it out before they commit to 
buying. 

And while rentals can offer a unique set of challenges, they also offer your 
dealership the potential to make an additional $20k per unit in annual 
revenue.9 Considering what our industry is facing in terms of slowing sales - 
having this additional income is an excellent way to shore up your profits.

Adding to that - 78% of these renters are asking specifically to work with 
dealers.1 They trust the experience they will receive by working with you, as 
compared to your peer-to-peer counterparts. The opportunity is certainly 
there, so it’s up to you to decide how you’ll capitalize on it.

CONCLUSION:
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Whether you currently have rental inventory, or are considering getting into it, RV Trader 
is uniquely positioned to help you capture this emerging market and expedite your 
returns. From providing an in-market audience, to best practice tips, to the tools you 
need to be successful - we’re here to help.

BUILD IRRESISTIBLE LISTINGS
Make sure you have well-taken photos, a nightly 
price, and a detailed description - it goes a 
long way to helping a potential renter picture 
themselves in your unit

DETERMINE YOUR MARKETING STRATEGY
DIY? Third party platform? Management company? 
Whatever you choose, find a way to market your 
rental inventory to a motivated audience. By going 
with RV Trader, you can leverage our audience 
of over 3 million in-market consumers - 30% of 
whom viewed RV Trader as a rental resource, even 
before a dedicated rental offering was available1

THE RV TRADER CHEAT SHEET

BEST PRACTICES FOR GETTING STARTED

RV RENTALS 101

PUT TOGETHER TECHNICAL TRAINING MATERIALS
Provide some basic information as a resource 
to renters and ensure they know how to 
properly handle your unique unit on their trip

SET REALISTIC AND TRANSPARENT NIGHTLY PRICES 
Ensure your pricing is competitive with others 
in the market - not necessarily cheaper, but 
easily justifiable based on features, benefits, 
and services offered

41% of RV Trader monthly visitors have 
expressed an interest in rentals1 

78% of renters say they would prefer to work with a 
dealer because they trust the experience they’ll receive1

30% of current visitors have used RV Trader 
as a rental resource, even before a dedicated 

rental offering was available1

75% of renters say they are likely to buy 
in the next 2 years1
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RV Trader has been a trusted brand and partner for over 30 years - and ranks 
as the #1 marketplace with RV consumers for top of mind and aided brand 

awareness among its traditional and rental-focused competitors. 

Join our Exclusive Early Access program: Call 888-354-4068

START RENTING YOUR UNITS TODAY. 

LIGHTEN THE LOAD. WORK WITH RV TRADER 

1) RV Trader Survey 2018  2) RVIA 2018  3) KOA North American Camping Report, 2018   4) SSI 2018   5) Deloitte 2018  6) RVRA 2019  
7) Kelley Blue Book study, 2016  8) Zillow analysis of US Census Bureau American Community Survey 
9) https://www.makingsenseofcents.com/2017/09/how-to-make-extra-money-by-renting-out-your-rv.html 
10) Google Keyword Planner 2019

OUR AUDIENCE
We have the largest in-market 

consumer base for RV 
buyers - and, of those, 41% 

have expressed interest 
in rentals

WE’RE FOCUSED ON YOU
RV Trader focuses 

exclusively on dealer 
inventory

IT’S FREE
We only get paid if you 

do - and our platform fee 
is very competitive, putting 

more money directly in 
your pocket

www.RVTrader.com (877) 354-4068


