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80%

The RV Industry:
Past Present & Future

Since the darkest days of the economic downturn, the RV 
Industry has put together eight straight years of growth. 

  The most recent ten-year period  
  has seen the industry grow by   
  nearly 200%. 

To take a longer view, consider that the RVIA reports a 60% 
increase in the number of U.S. households that own an RV 
since 1980.¹

Currently, the industry accounts for 2% of the nation’s GDP.² 
An impressive fact when you consider that 80% of the RVs 
on the market each year come from just one state (Indiana) 
and that 60% come from just one county (Elkhart).³

Tackle Opportunities
 & Overcome Obstacles

With opportunities in the present, and on the horizon, each 
manufacturer must consider whether it has the resources 
to scale its operations and keep pace with demand. Will 
inefficient internal processes lead to missed opportunities? 
Manual data generation and analysis can harm your 
operations in several ways. 

An overwhelmed staff can slow your response, leaving 
current and prospective customers unimpressed. Adding 
administrative staff can upset the balance of your payroll, 
leaving you to fight an uphill battle in a labor market where  
skilled manufacturing employees are in high demand. 
Devoting too much time and attention to budgeting and 
forecasting can take away from vital strategic initiatives.

    Ask yourself this: Can your existing systems handle    
the prevalence of increased demand, rapidly-evolving 
customer expectations, highly complex supply chains, and 
increased production volumes?⁴

Baby Boomers and Generation-X are the biggest markets 
for new RV sales, but RVs are becoming increasingly 
popular with Millennials. This has made a big difference 
in the bottom line at manufacturers such as Winnebago 
and Thor Industries over the past few years. In the grand 
scheme of things, there are many reasons to feel good about 
where the industry has been and where it’s at right now. 
Still, challenges face the industry that cannot be ignored. 
Competition within the industry, a tight labor market, and 
uncertainties related to tariffs present obstacles that will 
separate the leaders from the pack.

80% of the RVs on the market 
each year come from just one 
state (Indiana) and that 60% 
come from just one county 
(Elkhart).³ 

¹ https://brandongaille.com/35-rv-industry-statistics-trends-analysis/
² https://www.wndu.com/content/news/RV-Power-Breakfast-adresses-successes-and-concerns-of-industries-future-481667561.html
³ https://brandongaille.com/35-rv-industry-statistics-trends-analysis/ ⁴ https://ultraconsultants.com/erp-software-blog/erp-in-the-rv-industry-industry-insights/
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Any RV manufacturing business who intends to stay relevant in the market 
needs to understand the significance of customer experience (CX). Long 
gone are the days in the industry where tactical business functions of 
selling and customization were all that mattered. Today, the modern 
customer wants additional value, personalized recommendations, and 
need management. In fact, customers expect 24/7 support.

To meet contemporary market standards, RV companies can no longer 
survive working with yesterday’s processes. In the on-demand economy, 
customer expectations have risen to an all-time high¹. As a result, it is 
critical for every RV manufacturing business to develop a strategic CX 
vision that is enabled through the use of relevant technologies such as 
a customized ERP system.  

With the right CX vision, your company can align its objectives to meet 
your customer’s current needs. It helps to note that it usually takes 
around 12 positive customer experiences just to overcome one bad 
customer experience²  - and  this can only be achieved if the customer 
is willing to give your company another chance. Many companies, in 
today’s challenging market, can’t afford to take the risk.

        Yet, this McKinsey report³ found that 70  
                 percent of change programs have not
                           met their initial goals. 

What’s most important is how a company accesses the quantifiable 
data that helps it gain a better understanding of how to compete more 
efficiently.  Today’s companies need to use that data to uncover which 
customer demographics are most relevant and to craft conversations 
and marketing campaigns so that they are more strategic. 

With the right data, and resource planning, an improved CX can lead to 
higher profits and eventually, a bigger share of the market. Increased 
customer data, combined with the proper system in place to utilize that 
data, can influence your company’s product design decisions in order to 
address customer problems more effectively. 

So, the interest should be around how to improve CX and how to improve 
data analytics with the goal of making more data-driven business 
decisions. Your organization can facilitate this process once it has a 
better understanding of what products make the most sense for your 
target customer and at what price point. 

¹ https://www.forbes.com/sites/shephyken/2017/10/08/your-customer-service-isnt-as-good-as-you-think-it-is/#540e89e31289
² https://www.helpscout.net/75-customer-service-facts-quotes-statistics/
³ https://www.mckinsey.com/global-themes/leadership/changing-change-management

Business expansion

Plus, by making only data-driven 
decisions, your organization can 
accomplish even more such as:

Adding new dealerships

Driving business growth

Creating new & more
relevant product models

Drive Positive Change by
Improving the Customer Experience
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The Big Picture

While you may already look at the big picture, in terms of 
your company’s market position, now is the time to get 
more granular. The most effective sales approach is both 
analytics-driven and consumer-focused. Selling as many 
units as possible while maintaining healthy relationships 
with dealers and customers will maintain and bolster your 
current roster of clientele.

You may be tasked to:

 Manage warranty expenses

 Ship parts to dealers quickly

	 Scale	and	increase	efficiency

 Increase business value

 Drive growth without increasing
 head count

Nonetheless, until now, there hasn’t been much in terms of 
identifiable trends or  specific core technologies within the 
RV manufacturing industry that can adapt to their current or 
future business models. Some of the larger manufacturers 
have experience working with either packaged ERP 
solutions and custom-developed ERP solutions. In 
addition, industry leaders are increasingly likely to address 
needs related to their production capabilities with ERP 
implementation.¹ As someone who controls and oversees 
the budget, monitors cash flow and identifies cost control 
initiatives, you will want to have  to mitigate operational 
risks using a platform that can feed you all the information 
you need. 

RVS for NetSuite was built specifically for the Trailer & 
Motorized Vehicle industry by transforming NetSuite’s 
number one cloud-based business management software 

suite into a powerful system that uses unit-based 
processes to unify your business processes. Get the 
scalability, accessibility, and flexibility of NetSuite without 
compromising any of the expected features needed to 
support your unique business.² 

Dig Deeper

RV manufacturing is a detailed process. RVS for NetSuite 
addresses multiple industry-specific areas of concern. It 
gives your business the ability to get on a unified financial 
platform that provides a “single source of truth” for all data 
points. You can see all data for individual units in a single 
place, including the associated sales order, production 
online and offline dates, retail customers, and warranty 
history. You get accurate, custom reporting and powerful 
insight at significant cost savings. Moreover, it is designed 
to  minimize human error, provide scalable growth, and 
provide employee empowerment.
 

¹ https://ultraconsultants.com/erp-software-blog/erp-in-the-rv-industry-industry-insights/
² http://www.solution-source.net/solutions/rvs 
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How can RVS for NetSuite Help?

Sales Order Management: 
RVS features a comprehensive Sales Order solution 
with a series & model relationship that supports your 
current sales process.  Configure individual units with 
the options your dealers want, directly on the Sales 
Order.

Production Management:

With easy production scheduling, batch work order 
creation, and automatic VIN calculation, RVS for NetSuite 
takes the pain out of production.

Engineering & Bill of Materials Management:

RVS for NetSuite has built-in tools to configure, swap, 
and precisely manage your Bills of Materials, as well 
as the BOM Rollup and MRP reports ensure that up-
to-the-minute information is always at your fingertips.

True Scalability from an All-in-One Solution:

Seamlessly align all your departments, minimize human 
error, and eliminate any further time spent on managing 
preventable office “emergencies.”

 
Built-in Support for Change Orders 

Keep all departments up-to-date by requiring Sales, 
Purchasing, and Production approvals on option or 
dealer changes to a unit, even after production on the 
unit has begun.

Create	Automatic	Dealer	Spiffs

Set up incentive programs for Dealers and allow 
salespeople to claim spiff payments directly from the online 
dealer portal, resulting in faster payments for selling your 
units.

Real-Time Data and Accurate Reporting:

Become much more customer responsive and resolve all 
issues quickly. Conveniently access important data such as 
sales statistics, financials, and unit production.

Quality Assurance Management:

RVS for NetSuite has a detailed quality assurance system 
built-in, along with available tablet apps, that allow you to 
test your units on the line and on the lot.

Purchasing Management:

Use the powerful inventory management tools in RVS for 
NetSuite to ensure you always know what and when you 
need to reorder.

Warranty Management:

RVS for NetSuite features end-to-end support over your 
entire warranty process.³

³ http://www.solution-source.net/solutions/rvs



Look Toward the Horizon

Grand Design RV:

When Grand Design RV formed in 2012, they contacted 
Solution Source to set up a software system that could 
scale quickly as the company grew. 

The partners at Solution Source had extensive experience 
with IT and accounting systems in the RV industry, and 
they had successfully selected and implemented systems 
at other leading RV companies.  Grand Design RV trusted 
Solution Source to implement RVS for NetSuite, a cloud-
based system that gives the company real-time views of 
every RV it produces, along with best-in-class operations 
and financial reports.

RVS for NetSuite allowed Grand Design RV to scale from 
just 15 users to over 250 users in 5 years, while keeping 
IT expenses to less than 0.1% of sales. Partnering with 
Solution Source ensures that the system will continue to 
meet Grand Design’s needs as they anticipate and respond 
to new opportunities in the industry.  

What can Solution Source do for your organization?

New Beginnings 

There is still plenty of opportunity in the RV manufacturing 
industry. RVS for NetSuite, a system built specifically for 
the Trailer & Motorized Vehicle industry. All signs seem to 
indicate that the manufacturers who scale their operations 
in response to new opportunities will enjoy more fortuity in 
the future. Moving forward, if streamlined operations is the 
difference-maker, will your company be leading the pack or 
playing catch up?

¹ http://www.solution-source.net/blog/Open-Range-RV
² http://www.solution-source.net/blog/Open-Range-RV

Call Solution Source today to schedule a demonstration 
and learn how RVS for NetSuite can help your 
organization set the pace for the industry’s future.

CONTACT US
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https://forms.na3.netsuite.com/app/site/crm/externalleadpage.nl/compid.304495/.f?formid=31&h=AACffht_h8llxquNxPRi_O75qpbMSypiuzA%3D&custentityleadrequest=General%20Inquiry&custentityleadtype=&redirect_count=1&did_javascript_redirect=T

