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F&I at RV Shows:  The Great Sales Protector
by: Lisa Gladstone, Priority One Financial Services

In the competitive arena of RV shows, dealers need to keep two paces ahead of their competition. If your dealership is 
currently utilizing the services of an F&I manager or an F&I outsource company, you’re already ahead of the game. Leverag-
ing the skills of a trained and experienced F&I professional at an RV show will ensure that sales from the show actually 
deliver.  And increased deliveries make the show a worthwhile investment. 

The competition at an RV show is intense.  When a customer approaches your display, you need to convince him that your 
dealership and your products are second to none.  Next, you should earn the customer’s trust and make him feel comfort-
able about buying from you.  Finally, you need to wrap up the sale completely or risk losing it to another dealer across the 
aisle.  An F&I professional will help you accomplish that. 

Always keep in mind that any potential customer is exposed to a great number of outside influences during an RV show. 
“Everyone wants to attract a potential buyer’s attention and promotions are a common way to do that,” explains Jared 
Zimlin, Director of Business Development for Priority One Financial Services.  “Consequently, customers are bombarded 
by signs touting all kinds of finance or sales incentives.  Every time a potential buyer comes into contact with a lender or 
competing dealer, he’ll likely hear about some type of offer.  Even insurance companies will weigh in,” according to Zimlin.  
“If your dealership allows a potential customer to speak with an insurance agent at the show, that agent may steer your 
customer to another dealer with whom the agent does business or recommend the insurance agency’s own financing 
options.  Your dealership could lose not only the financing on the deal—and the extra F&I income that goes with it—but also 
the sale itself. A good F&I outsource company or F&I manager will help you protect your sales,” adds Zimlin.      

Lorraine Mariotti, Vice President of Lending for Priority One, offers this advice, “If a customer mentions any of the finance 
promotions advertised by lenders or other dealers during the show, explain that your dealership works with the nation’s 
most competitive recreational vehicle lenders and will obtain the best financing options available for the customer. You 
might also point out that the customer will save time by financing through your dealership because you’ll do the loan shop-
ping for him.”  Mariotti recommends that you work with your lenders prior to the show to advertise incentive programs 
such as “no money down” or “deferred payments”.  “These promotions can attract potential buyers to your display,” she 
says. 

Salespeople are very competent at promoting F&I to secure a sale, but they are not F&I professionals themselves.  They 
should fight the temptation to quote interest rates and payments at all times—especially during an RV show.  To help sales-
people avoid this trap, ask your F&I professional to prepare a payment estimator to use during the show.  These estimators 
will provide customers with a general idea of what their payments might be but do not guarantee a specific payment.  Cus-
tomers must understand that these are rough estimates only.  Each individual’s personal credit history, down payment, and 
other specifics of the sale will be the determining factors for the actual monthly payment.  A salesperson should never 
discuss interest rates with customers because salespeople are not paid to stay up-to-date on the lenders’ changing guide-
lines and requirements.  If a salesperson quotes an interest rate that your F&I professional is unable to obtain for a 
customer, that customer may develop a negative feeling about the salesperson and your dealership, and you could lose the 
sale.  By quoting interest rates, a salesperson may also be limiting the amount of F&I profit your dealership can earn on the 
deal.  The only person who should be having a rate discussion with a potential customer is your F&I professional who knows 
how to make a customer happy with the financing, generate the highest amount of profit for your dealership, and ensure 
that the RV delivers. 
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