
HELPING DEALERSHIPS
SELL MORE RVS

BY USING WALLABING



As a dealership leader, you can see value in doing rentals...but boy it’s a hassle. 

Wear and tear on your inventory, insurance costs, maintenance costs, 24/7 support...it just doesn’t pay back in your 
business model.

But people are still wanting to try before they buy. Wouldn’t you?

So what if you could help customers rent before they buy? What if you didn’t have to manage the inventory...but you 
still get to track and follow up with your leads? (They are, after all, your leads.)

Could you refer customers to other rental sites? Sure. But would those rental sites send back reports on who rented 
what and where they took it and for how long? Nope.

So let’s take a look at where Wallabing can give RV dealerships a leg up to sell more RVs.

ABOUT DEALERSHIPS



DEALERSHIPS + 
WALLABING:

AN INTRO



WHAT DEALERSHIPS 
CAN GIVE LEADS

How does this get used?
- Hand it to leads trying to make a tough 

financial decision

For what purpose?
- To help them see that an RV can be an 

investment, not just a cost

When should I introduce this?
- At any time—sometimes it helps people 

who never wanted an RV to start looking

What result should I expect?
- Expect questions. This gives you a way to 

continue the conversation.



THE (other) VIDEO

How does this get used?
- Your sales team trains with it

For what purpose?
- To help customers make the choice they 

want to make...to buy an RV

When should I introduce this?
- In a sales situation, as your customer is 

trying to make the finances work

What result should I expect?
- Expect customers to feel at ease, like the 

choice is getting easier to make



THE CALL SCRIPT

How does this get used?
- Your sales team trains with it

For what purpose?
- To keep track leads that call in wanting to 

rent after they hang up

When should I introduce this?
- On a phone call

What result should I expect?
- To start building a pipeline of early stage 

buyers that will convince themselves to buy



THE MESSAGE 
MATRIX

How does this get used?
- Your sales team trains with it

For what purpose?
- To say the right thing, at the right time, to 

different people

When should I introduce this?
- In a discussion with a lead

What result should I expect?
- To sell more RVs by understanding who 

they are by the things they say, and saying 
what they want to hear



REASONS TO 
WALLABING

How does this get used?
- Pass along/handout card as buyers 

consider their options

For what purpose?
- As a takeaway for leads that aren’t ready to 

act now

When should I introduce this?
- As they are about to leave

What result should I expect?
- To bring more leads back to your 

dealership because Wallabing made RV 
ownership more affordable


