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Lake Oswego, OR – March 20, 2026 - LeadVenture, the trusted operator behind a connected 
ecosystem of dealership technology, publicly released The State of the Dealer: 2026.

For years, the industry has had plenty of commentary about what should work—yet far 
less clarity on what actually works at scale, across markets, and across the full buyer loop. 
The State of the Dealer: 2026 exists to close that gap with a practical, credible baseline 
that leaders can use to make decisions with more confidence and fewer assumptions.

“Dealers do not need more opinions about what should work. They need to see what 
shoppers are doing, where demand is leaking, and what strong execution looks like right 
now,” said Jen Gray, Chief Marketing Officer at LeadVenture. “The State of the Dealer: 
2026 delivers a practical benchmark leaders can use to make better decisions, faster.” 

LeadVenture’s new report, The State of the Dealer: 2026, draws on observed behavior 
across 40,000+ dealerships to show what reliable execution looks like from listing to 
follow-up to scheduling.

How Dealerships Win 2026

FOR IMMEDIATE RELEASE

Unlike reports built on self-reported survey responses, The State of the Dealer: 2026 draws on observed behavior across 
40,000+ dealerships within the LeadVenture ecosystem, paired with insights from industry leaders working directly with 
dealers every day. The result is a clear reference point for what strong execution looks like in 2026—where it holds together, 
where it breaks, and what to do about it.

Leaders use the report to get clear answers to questions that often go unresolved until results slip:

•	 Are our listings, merchandising, and publishing doing what we believe they’re doing—or are there silent failures?

•	 Are inquiry paths working across devices, sources, and after-hours scenarios—or breaking when no one’s watching?

•	 Is follow-up consistent enough to protect demand—or dependent on heroics and luck?

•	 Where do scheduling and confirmation fall apart—and how often does it go uncounted?

•	 Can leadership trust the reporting used to make spend, staffing, and partner decisions?

“The 2026 operating environment will be defined by dealer leaders who adapt and improve at a record pace,” said Jared Burt, 
CEO at Herohub. “The past three years have demanded resilience and adjustment. Now the requirement shifts from reaction 
to disciplined acceleration.”

Download the report: The State of the Dealer: 2026

https://www.leadventure.com/state-of-the-dealer-2026/?utm_source=leadventure&utm_medium=press-release&utm_campaign=lv-stateofthedealer
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How Dealerships Win 2026

LeadVenture supports 40,000+ dealerships and service centers across 
12 verticals through brands including Dealer Spike, Dealer Car Search, 

Frazer, InteractRV, Net Driven, Room58, and TCS Technologies. Our platform 
covers listings, merchandising, lead capture, follow-up, scheduling, and 

service—built to keep demand from slipping through the gaps.

With 1,700+ employees across seven countries, we give manufacturers 
and dealers a reliable digital foundation, clear data, and hands-on 

support to run consistently and make confident decisions.
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