The RV Dealer's Lead
Recovery Playbook

7 ways RV dealers lose buyers they already paid for — and
exactly how to get them back.



You're losing buyers you already earned.

908% 7+ 6 mo.

Every month, you spend money on ads, SEO, and walk-in traffic. People show up. They browse your
inventory. They read your reviews. Some of them are 6 months away from a purchase — and some
are ready to sign this week.

Then they leave. And most dealers have no idea who just walked out the digital door.

This playbook covers the 7 most common places RV dealers lose buyers they already paid to
acquire — and what to do about each one.

No way to capture visitors who aren't ready to
call

Most dealership websites offer two options: call us or fill out a contact form. For buyers
who are 3—4 months into a 6-month research process, neither feels right. They're not
ready to talk to a salesperson — but they are willing to give you their name and email in
exchange for something useful.

When there's no middle option, they leave. Your site gets the traffic credit; your CRM gets
nothing.

Add a low-commitment capture mechanism — a resource download, a quiz, or a
personalized guide — that gives early-stage buyers a reason to identify themselves without
committing to a conversation.



Following up once, then going
silent

The average sales team follows up with a lead 1—2 times. If there's no response, the
contact gets marked cold and the file gets closed. But the buyer isn't cold — they're still
shopping. They're just not ready yet.

Studies consistently show that 80% of sales require 5+ follow-up touchpoints. Most
salespeople stop at 2. The buyers who respond to touchpoints 4 and 5 end up buying
from whoever stuck around.

Build a follow-up sequence that spans the full buying window — not 3 days of emails, but
90—180 days of value-driven tfouchpoints that stay relevant as the buyer gets closer to a
decision.

Treating all leads the
same

Someone who visited your site once to browse travel trailers and someone who returned 4
times, compared 3 units, and checked your financing page are not the same lead. But
most dealerships call them both with the same script, at the same cadence.

The result: hot buyers feel pestered before they're ready, and warm buyers fall through the
cracks because nobody prioritized them.

Score leads by behavior — not just form fills. Track pages visited, units viewed, return visits,
and time-on-site. Route your highest-intent visitors to your best salesperson first.



No nurture strategy between first contact and
close

There's a gap between "a lead filled out a form" and "that buyer is ready to purchase." Most
dealerships have no system to stay relevant during that gap. The buyer moves through
their research process — comparing units, reading reviews, watching YouTube
walkthroughs — and the dealership that gets the sale is the one that showed up during
that process.

If you're not in their inbox during the middle months, you're invisible during the decision

window.

Build an automated nurture sequence that maps to the RV buying journey — education
content early, social proof and comparison guides mid-cycle, urgency and inventory
updates as they approach a decision.

Sending the same email to
everyone

A buyer who looked at Class A motorhomes for couples in their 60s has nothing in
common with a young family shopping for a bunkhouse travel trailer. But most dealership
email campaigns treat both the same — promotional blasts, price drops, and generic

inventory updates.

Generic email gets ignored. Relevant email gets opened, clicked, and remembered.

Segment your leads by the product category they browsed, the stage of their buying
journey, and their behavior since first contact. Even 2—3 segments dramatically outperform

a single broadcast list.



Losing leads between
platforms

A visitor fills out a form on your website. It goes to your CRM. A salesperson calls twice.
Then the lead sits. Meanwhile, the same buyer opened 3 of your emails, visited your site 2
more times, and checked your Instagram. None of that activity made it back to the
salesperson.

Disconnected systems mean hot signals get missed. By the time the sales team circles
back, the buyer has already closed with a competitor.

Connect your capture system, CRM, and email platform so that behavioral signals flow in
real time. When a lead returns to your site for the third time, your best salesperson should

know within the hour.

No system — just hoping they come
back

This is the most common and the most costly. The buyer visits your site, looks at 4 units,
spends 12 minutes on your page — and then closes the tab. There's no popup, no
capture, no follow-up, no email. Nothing. You paid for that visit. They may be 4 months
away from a purchase. And you have no way to reach them.

Hoping they remember you when they're ready is not a strategy. Giving them a reason to
come back and a way to stay connected — that's a system.

Build a system that works on every visitor, not just the ones who raise their hand. Capture,
score, and nurture — automatically — so your dealership stays in the conversation for the
full buying window.



"We were losing a lot of traffic from people coming to our site. We weren't getting
email submissions or phone calls. Journey Convert completely transformed the
way we view marketing — and increased our ROl by 14x."



Find out how many buyers
you're losing right now.

Book a free 30-minute strategy call. We'll pull up your site
live, estimate how much traffic you're losing without a capture

system, and show you what it would take to get it back.

Book Your Free Call - journeyconvert.com



https://calendly.com/natemorse/journeyconvert-demo
https://calendly.com/natemorse/journeyconvert-demo
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