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Selling RV’s is not rocket science – it’s not brain surgery – it’s plain old common sense. But so 
often we forget what’s common sense. 
 
Here are some tips for better sales techniques Nancy covered in her November 4th Las Vegas 
program at the RVDA conference and a flavor of what you missed: 
 
1. Hell Hath No Fury Like a Customer Scorned  

 
You’ve heard the old saying, “It’s not what you say, it’s how you say it.” And certainly that’s 
true. However, in a sales situation ‘what’ you say can make or break a deal. And many times 
sales folks use words and phrases that will frustrate, irritate or annoy the buyer. Sometimes 
all 3 at once. Here are a few words/phrases that can break a sales real fast. They’re not dirty 
words, but they will harm the sale. Have you said any of these? 

 
A. We can’t do that.   USE: Let me see what I can do. 
B.  Sorry, that’s our policy. USE: That’s tough, I’ll double check for you. 
C.  No problem.    USE: The Gold Standard: You’re welcome. 

 
 These are only three of many words and phrases our customers don’t like to hear that were 

delivered during our program: Hell Hath No Fury Like a Customer Scorned.  
 
 
2. 7 Traits of a Successful RV Dealer  
 
 As an RV dealer how do you handle growth and change? What about bad news? Or other 

obstacles that come your way? Does “apathy” sound familiar? Keynote speaker Nancy 
Friedman shared with the dealers how to handle growth and change with grace and 
uncovered the strategies behind these 7 leadership traits: 

 
 Choose Your Attitude In Advance  
 Visualize Success  
 Demonstrate Humor, Energy and Enthusiasm  
 Resist Negative Tendencies  
 Be a “Whatever It Takes Person”  
 Embrace Change; Expect It and Accept It  
 Be Grateful For What You Have 

 
 Each step of the seven traits carries a valuable lesson that helps dealers be more successful.  
 
 



3. Telephone Inquiries are NOT Always About Price  
 
A call comes into the dealership and the first question asked is some sort of PRICE question 
like: “Yea, what’s a small RV gonna run me?” That or a similar cost type question are not 
only a RED FLAG, but a reason NOT to ever give pricing at the TOP of the call. The goal of 
a price question is to get the caller to come into the dealership. And if the caller gets the 
price, chances are that won’t happen. You’ve lost the sale without getting a name or any 
information from the caller.  

 
 NEVER give price at the top of the call. Certainly after you’ve built some rapport and 

conversation, it might be the time to work price in, but never at the top of the call. Never! 
Gather as much information as you can, building rapport quickly, and then you can get into 
budget and pricing. Our session: Telephone Inquiries are not ALWAYS About Price hit the 
nail on the head. 
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Nancy Friedman, was a featured presenter at the RVDA conference Wednesday, November 4, 
2015 and is president of Telephone Doctor Customer Service Training. Please connect with her 
on Facebook - /telephonedoctor; Twitter - @TelephoneDoctor and on LinkedIn - 
/nancyfriedmanspeaker. 314-291-1012, nancy@telephonedoctor.com or 
www.nancyfriedman.com. 
 
 
 
 
 
 


