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At 2020



Pandemic forced us 
all to quickly learn a 
new normal 

March 2020

States begin to 
reopen, but many 

economists predict 
the economic crisis 
could take years to 

recover

Spring 2020

Manufacturing 
Shutdown leaving us 
with shortages 
throughout industries 

Fall 2020

Continued 
uncertainty as we  

navigate through this 
new normal 

Today 

What Our Consumer Has Experienced



Unlike Anything We Have Ever Seen



Experiencing a 
Decade in Days

Never experienced this level of disruption, 
in a time with internet speeds this 
advanced

We are now at 20 megabits per 
second

During 2008 recession bandwidth 
was at 3 megabits per second 

Online Delivery alone advanced 10 
years in a matter of 8 weeks

Increase in internet connection speed in USA

https://www.mckinsey.com/~/media/mckinsey/industries/retail/our%20insights/how%20covid%2019%20is%20changing%20consumer%20behavior%20now%20and%20forever/how-covid-19-is-changing-consumer-behaviornow-and-forever.pdf
https://nypost.com/2020/08/17/nyc-is-dead-forever-heres-why-james-altucher/
https://www.statista.com/statistics/616210/average-internet-connection-speed-in-the-us/


What Got Us Here?  

Initial Shortage in Manufacturing 

Cabin Fever 

Low Gas Prices 

Total Shipments Monthly vs. Last Year

RV Industry Remains Positive

Source: RVIA, 2020 

https://www.rvia.org/news-insights/2020-august-rv-shipments-increase-173-over-2019


Homebody 
Economy

Air Travel not 
expected to return 

to normal levels

We are optimistic 
about 2021 but the 

time to plan 
is now

1 2 3

The Business Landscape is Undoubtedly Changed

The longer we are in 
this new normal, the 
longer it will become 

our normal

4



What Does this Mean
  For You in 2020? 

Increase in RV interest due to travel restrictions1
2
3

Consumers are spending an increased amount
  of time online

Consumers are expecting a more personalized
  shopping experience



RV Trends:



70% of RV renters50% of travelers 46 million Americans

Adventure

Source: 1. Kahn Media, 2020, 2. RVIA, 2020, 3. RV Trader Hotjar, 2020

50% 70%46M

http://kahnmedia.com/2020/06/the-rv-market-is-exploding-thanks-to-covid-19/
https://www.rvia.org/news-insights/46-million-americans-plan-go-rving#:~:text=RV%20travel%20and%20camping%20provides,in%20the%20next%2012%20months.


Summer of the RV



Influx of new 
RVers 

(New Buyers, 
New Renters)

Opportunity to 
expand market 

share

1 2

What Does This Mean For You?

Higher interest in 
rentals to test out 

the RV lifestyle

3



RV Trader has had nearly 70m visits in 2020 YTD thru Q3

42% of those visitors - 30 million - of them are first time 
visitors!

Influx of New RVers

70m visits

30m first-timers



Content Is Your Friend

Create content for Your New Buyer 

How To Drive 
Where To Go
How To Maintain 
What Can You Do 

Attract those new to the industry 

Steal the market share before your 
competition 



Bookings on peer-to-peer RV rental sites have nearly tripled 
since last year, and they’ve increased by more then 1,600% 
since early April

Increased demand at the high end of the market with 
top-of-the-line motorhomes renting for upwards of $40,000 
per month

Consider a Rental Business

1,600%

$40,000 per month

Source: Kahn Media, 2020

http://kahnmedia.com/2020/06/the-rv-market-is-exploding-thanks-to-covid-19/


stand 
to make?

acquire 
your fleet?

manage 
your bookings?

Consider



For a deeper dive into all things 
rentals please join us for our upcoming webinar:

Friday, November 20, 2020 at 1PM EST
Presented by: Paige Bouma

Marketing Tactics to Optimize Your 
Rental Income 



RV Trends:



Actively Engage Online

75% of your 
potential customers 

are conducting 
internet research 
before generating

a single lead ¹ 

Traffic to RV Trader 
was up +82.5% YoY 

in August2

Leads generated 
through RV Trader 
are up 194.9% YoY 

in August 20202 

82.5%75% 194.9%

Source: 1. Hotjar, 2020 2.1Source: Adobe & GA 
UVs September



01 02
RENTERBUYER

44% 74%

Who is the RV 
Consumer? 



Who is the RV 
Consumer? 

Source: ET Consumer Survey 2019

Your Boomer Buyer Your Millennial Buyer 

Average 69 minutes per day on 
Facebook 

Average 48 minutes per day texting 

40 minutes per day surfing the 
internet 

Average 25 minutes per day on 
Twitter

Average of 3 hours per day on their 
phone

Average 60 minutes per day on 
Facebook 

Average 44 minutes per day texting 

23 minutes per day surfing the 
internet 

Average 43 minutes per day on 
email

Average of 2.8 hours per day on 
their phone

Source: ZDnet



Need to meet your 
customers in a Virtual 

Showroom

79% of RVers said 
their research 
starts online

1 2

What Does This Mean For You?



Drive Engagement Digitally



Engage With Them 
Online

Texting
Email
Live Chat

 but they 
are communicating 

with you online 

Utilize
Make an Offer
Request a 
Video Chat

New Offerings



Across Trader Interactive 
platforms, dealers are 
receiving 7.2x the amount of 
texts received in 2019 

Texting: Did 
You Know?

Of consumers would like to use 
messaging to communicate with 
businesses

 

89%

7.2x



Texting: Best Practices

Introduce yourself  

Keep language clear and concise 

Answer all questions 

Determine next steps 

Top Tips:



Emails 
Volume is 
Rising

Email open rates increased 
by 21% in March 2020, even 
with high jumps in send 
volume 1

 

21%

Overall email volume on 
RV Trader is up 152% 

 

152%

https://blog.hubspot.com/marketing/covid-19-benchmark-data


Email: Best Practices 

Incoming Emails

Provide support and empathy

Outbound Emails

Promote updates/availability

Top Tips:



Powered by

Live Chat leads to a 40% 
increase in conversion rates 2

Live Chat Messages were 2.6x 
higher than April/May 2019 1

Live Chat 
In a 
Digital 
World

40%

2.6x

https://www.statista.com/chart/21268/global-downloads-of-video-chat-apps-amid-covid-19-pandemic/
https://www.superoffice.com/blog/live-chat-statistics/


Convert

Support

Answer

Live Chat



Go One 
Step Further
Downloads of video apps like 
Google Meet and Zoom 
surged over 100% in 
March 2020

Video Chat: 
Did You 
Know?

https://www.statista.com/chart/21268/global-downloads-of-video-chat-apps-amid-covid-19-pandemic/
https://www.twilio.com/learn/commerce-communications/how-consumers-use-messaging


Video Chat: Best Practices

Create rapport with the 
potential buyer

Review inventory or give a 
walkthrough

Experience higher conversion 
rates

Top Tips:



Make An 
Offer: Did 
You Know?

Make an Offer requests sent 
to dealers in April/May 2020

67,942

Connects you to buyers closer 
to sale.



Ways to Effectively 
Manage Your Leads

Train Your Sales Staff 

Respond In a Timely Manner

Update Auto Responses

Ensure All Lines Are Being Monitored 

Use Correct Grammar

expected a response 
that same business 

day move to 
a different dealer



RV Trends:



of online shoppers like brands to 
personalize their offerings and messages ¹

 

75%

Personalized Shopping 
Experience

Source: trustpilot, 2020

https://business.trustpilot.com/reviews/browsers-to-buyers/why-a-personalized-consumer-experience-matters-in-the-ecommerce-world


Lead Attribution
Understand shopping behavior, interest 
and budgets 

Have stronger conversations 

Leads are more valuable now 

Convert them faster 





Focus your attention on those at the 
bottom of the funnel 

Set up marketing channels to convert 
those at the top of the funnel 

Give your Sales Staff talk tracks for every 
step of the funnel 

Leads to a More Informed Sales Strategy

Top of The Funnel Consumer 

Middle of The Funnel Consumer 

Bottom of The Funnel 
Consumer 



Set Up a welcome series that 
brings them into the world of 
RVing

Set Up Funnels

Are they top of the funnel?

Are they only searching for
one brand?

Are they a budget
conscious consumer?

Send them emails only 
with those units

Send them price drop 
emails 



Key 
Takeaways

Consumer is undoubtedly changed

up 82.5% YoY

Leads generated up by 194.9%

driving engagement digitally, expanding 
your communication channels

5% of online shoppers

1Source: Adobe & GA UVs September



CONTACT ME

Jason Groesser
VP, Analytics and Data Strategy

Jason.Groesser@RVTrader.com

If you want to view last years 
presentation  Rise of the RV 

Renter - Tapping Into The 
Newest RV Revenue Stream  or 
a copy of our RV Buyer Trends 

Whitepaper please visit: 
RVTraderMediaKit.com/RVDA

2020 

You can also check out more 
on all things digital presence 

on rvtradermediakit.com 



Questions?



Archive 



Content Comes in Many Forms 
Listicles 

Polls 

Contest and Giveaways 

Promotions 

Videos



P rice

mages  

ppearance

D

A
I

escriptions

It is as easy as getting PAID 



Top Tips:
Make sure to include all associated costs 
to the purchase unit

Be transparent 

Include additional costs, as well as any 
fees, and options for delivery and 
maintenance additions 

Sales tax

Transportation or delivery fee

Warranty costs

Added features or accessories

Price  

ADDITIONAL FEES:



Appearance    

Top Tips:

Make sure to include keywords that 
people are searching 

Include all location addresses 

Use as many keywords as possible. For 
example: “upfit,” “cargo,” “dry van,” 
and “hardwood floors” are  top searches 

Appearance    

Top Tips:

Make sure to include keywords that 
people are searching 

Include all location addresses on your 
website

Use as many keywords as possible 



  

Images

Top Tips:

Don’t be afraid to show images of your 
unit on the job 

Support your descriptions with what’s 
included 

Be honest! 

Visuals increase retention by 42%

 

Images

Top Tips:

Don’t be afraid to show images of your 
unit on the job 

Support your descriptions with what’s 
included 

Be Honest! 

Visuals increase retention by 42%



Descriptions

Top Tips:

Mix of technical information with a vivid 
description 

Highlight the capabilities of this 
particular unit

Mention you are the only commercial 
dealer for miles 

Create templates to quickly update 
descriptions 

2019 ISUZU OTHER, THIS IS A BRAND NEW 2019 ISUZU 
NPR HD 14,500 GVW GAS ENGINE WITH OUR NEW 
LIGHT WEIGHT ALUMINUM REEFER BODY INSULATED/ 
REFRIGERATED BODY, 14' X 80" X 96" WILL CARRY 6 
PALLETS AND 6000 LBS. OF PAYLOAD, ROLL UP REAR 
DOORS (OTHER DOORS AND OPTIONS AVAILABLE PER 
REQUEST, ALUMINUM  REAR FRAME, EXTRUDED 
ALUMINUM HAT  FLOOR, WHITING INSULATED ROLL UP 
REAR DOOR  CARRIES FROZEN AS WELL AS FRESH 
PRODUCT WITH EASE. NO OTHER PACKAGE OFFERS AS 
BIG OF PAYLOAD. 297 HP GAS ENGINE WHY HASSLE 
WITH THE DIESEL WHEN YOU CAN GET A GAS ENGINE 
FOR THOUSANDS LESS. NO DPF, EGR OR SCR SYSTEM, 
WHY HASSLE WITH ALL THE ISSUES ASSOCIATED WITH 
THE NEW DIESEL EMISSION ENGINES.  CALL TODD WITH 
ANY QUESTIONS 404 394-0117

2013 ISUZU NQR, Off lease 2013 
Isuzu NQR with 18' dry van. 

Descriptions

Top Tips:

Mix of technical information with a vivid 
description 

Highlight the capabilities of this 
particular unit

Mention you are the only RV for miles 

Create templates to quickly update 
descriptions 



 

Hone your Online Listings
 
Go One Step Further

Top Tips:

Advertise on third party marketplaces

Activate advertising on marketplaces 

Use listings to grow relationships 



Set Up Personalized Email Campaign 

-



Agenda ●  RV Industry in 2020 

● 2021 Trends To Watch 

1. Increase in RV Interest Due to Travel 
Restrictions

2. Spending An Increased Amount of Time 
Online 

3. Consumers Expecting a More Personalized 
Shopping Experience


