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One of the single most important metrics you can track to 
contextualize your performance within your peer group is market 
share.

But what exactly is market share, in relation to your dealership? 
Why is market share so important?

In this playbook, we’ve teamed up with Jason Krantz and Don 
Miller to show you how to identify your market share and how to 
use that data for analysis and strategic planning for the year 
ahead.



One of the single most important metrics 
you can track is market share.



Market Share: The portion of a market 
controlled by a particular company or 
product. 

In the RV and Marine industries, this can 
be broken down into:

• Unit Market Share
• Revenue Market Share

What is Market Share?



Why is Market Share Important?

Market share is completely impartial. 
It’s impartial to your perspective and it treats all companies equally. 

Market share contextualizes your growth versus the market. 
A rising tide does not raise all dealerships equally. This metric tells you exactly how you are riding that wave. It’s 
also a key indicator of market competitiveness. 



Let’s say your historical growth is 5%. Now let's say over
the past year, your performance has been 10%. Within the
bounds of your universe, your work, you are doing
extremely well.

Now, what if we add an additional piece of context here:
market growth. What if your competitive peer group grew
25%? How does your performance look now?

When we add in the perspective of market, you can see
that you actually grew slower than your peer group.
As a result, you have definitively lost market share.

This is a sample story of how market share could add
incredibly valuable context to your view of your dealership
in your local market.

An Example
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Now, let's say that these are your 

sales trends over the past 5 years. 

2020 was a blowout year, you're dominating it. But if we 
add in what your addressable market sales trends were, 
you can see that your market also has a very strong 
performing year. 

The next question is: what was your market share in each 
of those years? From 2019 to 2020, even though you had 
a very good year, you actually lost market share. 

Now, you might be thinking, “I had a great year by all of 
my metrics. What does this number actually mean?”

$ Impact of Share Movement



In the example, in 2019, you had 6.7 points a share. In 2020, you had 5.8. That represents a 0.9% market share
loss in your addressable market of $503 million (nine points a share).

That revenue Delta that you left on the table as a result of the share loss was $4.5 million. That's real money.

If you would have kept share level the same level that you had in 2019, at 6.7%, you would have increased
dealer revenue from 29.2 to 33.6 million, which represents a 15.5% increase.

This may be a fictional example, but virtually any dealer in North America can calculate this math to figure out
how much you are growing above or below market rate, to determine the impact of your share gain.

Here’s what happens when you identify 
the dollar impact of that share loss. 



Market share enables you to figure out what is working, 
what isn’t working, and what is changing in your market. 
The way you figure that out is by using root cause analysis.

Returning to the example scenario, the core question you 
want to answer is:
Why did my market share decrease?

Root Cause 
Performance Drivers



Root Cause Questions

Is this shift temporary or something bigger?
Ex. A common dealer conversations happening right now in 2021 is inventory allocations, and the difficulty getting
products.

Is your share loss temporary or part of something bigger?
Ex. Is your loss a result of an event like supply chain disruptions or is it indicative of something larger, and inventory is
just a component of what is driving your long-term share gain or loss?

What is the potential financial impact if this shared trend continues?
Ex. If you're looking at a sell event in the next 12 to 18 months, what is the potential impact of that on the valuation
of your business?

Finally, what can local share shift trends teach you?

To understand the root cause, you need to ask questions to guide your analysis.

1. 

2. 

3. 



Geography
Product Type 
(Towable vs. Motorized)

Market Types

There are 2 primary types of dealer market segmentation:

There are a lot of instances where somebody focuses primarily on portable towable. They might not be able to address
the motorized market or vice-versa. These two come together to define the market that you can actually capture.

The first step is to define your local market.



First, look at the total addressable market. This is the entire
potential market for your offer. It can be as big as you want, but for
most dealers, they tend to look at this at a state level (or if you're in
a state line, maybe a regional multi-state region).

Then, look at your serviceable and addressable market. These are
the customers you can actually serve and reach. And as noted here,
geography is the primary variable here.

That’s why geography is your service attainable market, the part of
the market that you can capture with your product and service offer.

Defining Your Local Market

There are 3 ways to 
break down your local market.

Serviceable Adressable Market

Dealer’s primary SAM (Serviceable 
Addressable Market) constraint is geography

How big dealers think their geographical 
addressable market is (SAM): 50-mile radius

How big their SAM really is: 60-minute drive time 
in 10-minute intervals



Key Strategic Questions 
Market Share Can Answer

How big is your market and what is your share 
of it?

Are you winning, losing, or moving with your 
local market?

What categories are you winning or losing in?

What is the revenue impact of your share 
movement?

What trends are unfolding in your market?

Are there any product mix shifts or new players?



Measuring your dealership’s Repair Event Cycle Time (RECT)
allows you to pinpoint bottlenecks in your service department.
Each Work Order has a start date and a completion date. RECT is
the amount of time that passes between both dates—more
specifically, the amount of time it takes to repair a unit at your
shop. Between those two dates, you have your First Labor, Parts
Ordered, Parts Received, and Last Labor dates.

There are multiple factors that impact your dealership’s RECT,
including:

• Out-of-stock parts and warranty coverage on your repair cycle
• Top Work Orders for each bottleneck
• RECT time of your top brands
• Delivery or lead times of your top vendors
• Average RECT by Service Advisor

Know Your 
Dealership’s RECT

By tracking your dealership’s RECT and comparing it to other 
dealers in the region, you can gain insights into factors that 

may be impacting your market share.

Parts Ordered Parts Received

Last LaborStart CompletionFirst Labor



Next Step: Know Where You Stand in Your Peer Group

DOWNLOAD

Pinpoint your dealership’s biggest service
bottlenecks and measure your performance
against other dealers in your region with IDS
Repair Event Cycle Time (RECT) Reporting.

Download your report for free at https://www.ids-astra.com/services/rect/

https://www.ids-astra.com/services/rect/
https://www.ids-astra.com/services/rect/

