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A MONACO RV NEVER STOPS
FOR LIQUID UREA.
®

Sometimes putting your customers first means
having the conviction to do things radically
different from your competitors. We’re absolutely
convinced that RVers shouldn’t be required to hassle
with putting liquid urea in their RVs just to keep
them running. And with our technology, they won’t
have to.
Our No-Hassle Solution
While most RV builders have adopted a liquid
urea-based SCR emissions solution to meet 2010
emissions requirements, our RVs are powered
by MaxxForce ® engines with Advanced EGR.
Why? Because we simply don’t want to put RVers
through the extra, unnecessary hassles associated
with liquid urea (sold under the name diesel exhaust
ﬂuid, or DEF).
MaxxForce® Advanced EGR reduces emissions inside the engine, so your customers don’t have to
change a thing about the way they RV. They simply
turn the key and drive, like they always have.

And as if all that isn’t bad enough, running out of
liquid urea causes an SCR engine to de-rate and
eventually shut down. That would certainly put a
damper on the family vacation.
Offer Your Customers The Right Solution
Monaco® RV is the only company offering highwayproven MaxxForce Advanced EGR in an integrated
motor coach. With Monaco RVs on your lot, your
customers will be able to choose the only no-hassle
2010 emissions solution. And without cumbersome
SCR technology to explain, your dealership will be
able to make more no-hassle sales.
So what are you waiting for? Stock Monaco RV motor
coaches today and stand up for what’s right for your
customers. Visit MonacoRV com/2010emissions for
all the details. If you’re not already a dealer, become
one today by calling 1-877-252-4666.

The Drawbacks of Liquid SCR
The SCR solution, on the other hand, requires adding
equipment and gauges to the RV. This adds weight
and maintenance needs, and even reduces storage
space. It also requires RVers to regularly stop and
reﬁll the system’s tank with liquid urea.
The hassles associated with liquid urea are numerous:
It can cost as much as diesel fuel and may not be
available everywhere. It freezes at 12º F and can’t be
stored for extended periods above 77º F. Plus, rather
than helping RVers be environmentally friendly, liquid
urea’s production, packaging and distribution add to
the overall carbon and emissions footprint of an RV
using it.
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FIND MORE MOBILITY

ŇDGSOLJKWVSHHGFRP
 

On the lot or on the go, have the answers in the palm of
your hand.
<RXDUHFRQVWDQWO\RQWKHPRYHQRZ\RXFDQWDNHYLWDO
<
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The year 2010 was not without a
number of major RV news stories — from the industry’s continued rebound to the emergence of Open
House Week in Elkhart, Ind. — but the single story
that truly captivated the industry and the public at
large was the hugely successful RV Centennial, chosen as RVB’s 2010 Newsmaker of the Year (page
50). Our special section on the RVB Top 50 Dealer
Awards includes profiles of Crosby Forrest, Altman
Lifetime Achievement winner, along with Top 50
Blue Ribbon dealers (starting on page 54).
COVER: Covering some 766,000 square feet of
space — an 21% increase over last year — the 48th
Annual RVIA National RV Trade Show
in Louisville, Ky.,
boasted an array of new
towable and motorized
products. Our overview
of the show begins with
the traditional RVIA
Outlook breakfast meeting (page 38). Photos
by Shawn Spence.
RV Business (ISSN 0744-9569) is published bimonthly by TL
Enterprises, 2575 Vista Del Mar Drive, Ventura, CA 93001. Periodicals postage is paid at Ventura, CA 93001 and at additional mailing
offices. Subscription rates: Subscriptions in U.S. and Canada are $79
for 1 year. Subscriptions outside the U.S. and Canada are $129 for 1
year. Single copies are $15 each. POSTMASTER: Send address
changes to RV Business, PO Box 5858, Harlan, IA 51593-1358.
CUSTOMER SERVICE: Call (866) 238-3237 or email rvbcustserv
@cdsfulfillment.com. Publication Sales Agreement No. 1938495.
Canadian return address: Affinity Group, Inc., 2575 Vista Del Mar
Drive, Ventura, CA 93001. RV Business is copyrighted 2010 by TL
Enterprises, Inc., in the United States, Canada, Great Britain and
other countries. All rights reserved. Permission to reprint or quote excerpts granted only upon written request. Advertising rates are provided on request. TL Enterprises also publishes Trailer Life,
MotorHome, Camping Life, Trailer Life’s Campground/RV Park Services
Directory and Highways for the Good Sam Club.
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more customers on the road
At Bank of the West, we’re experts at getting
RV dealers quick credit approvals and
competitive rates. As one of the nation’s largest
providers of indirect ﬁnancing for the RV
market, we deliver a full range of customized
solutions such as extended ﬁrst payments, and
competitive dealer participation. We also oﬀer
a full suite of commercial products including
inventory ﬁnance, commercial credit cards
and real estate loans.
To see how our 20 years of RV ﬁnancing
experience can help you quickly close more
deals, call us at 1-800-843-2327 or visit
bankofthewest.com.

© 2010 Bank of the West.
All credit subject to approval.
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OK, OK, It’s the Internet Age, but Please
Don’t Replace All Those Real Conventions
With Internet-Based Virtual Trade Shows
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P

ersonally, I wish the Recreation Vehicle Dealers Association
(RVDA) all the best with their first-ever “Virtual Expo,”
scheduled for Mar. 15-17. “We are thinking this is a cool, new
opportunity to get your company in front of the RV dealers as they
are gearing up for spring selling after hibernation,” says Ronnie
Hepp, vice president of administration for RVDA.
Hepp, a good friend of mine, is probably right.
There must be something cool about all this.
Virtual events — those existing only in the ethers of the Internet and manned by people seated in their respective offices
through North America — are one of the most popular and
timely, cost-saving new ideas on the planet. It’s clearly the way
of the future for a wide variety of organizations and associations,
including RVDA and its new partner 6Connex. I mean, it’s hard
to argue with the premise that a virtual show:
q Attracts more total traffic because of the ease of attending.
q Eliminates shipping, extra staffing, travel expenses, setup and tear down charges.
q Better allows exhibitors to “connect” with visitors and not lose track of some of
them in high-traffic times.
q Fosters better and totally consistent presentations.
q Allows a show’s key display elements to be available hours — or even weeks —
after a show has closed, while live segments can be recorded for subsequent use.
q Affords the opportunity of using high-quality video and PowerPoint presentations as sales tools throughout the year following the show.
For these and other reasons, RVDA says trade show experts anticipate that by
2015, more that 25% of trade shows will be conducted virtually.
And while this is clearly a way of the future, I just hope that for the sake of
Neanderthals like me — who still enjoy making eye contact and shaking hands and
swapping stories with business friends and associates at show displays and cocktail
parties — that these “virtual” trade shows don’t ever replace the real shows that we’ve
all come to enjoy so much as part of our annual business regimen.
That almost happened last year in the recession-riddled manufactured-housing sector, which dropped its annual Louisville Manufactured Housing Show for the first time
in about 60 years. A marketing outfit called MH Market Sales Management was poised
to launch an Internet-based confab in collaboration with the five-state Midwest Manufactured Housing Federation when the federation pulled the plug and opted instead to
resume its real-life Louisville Show Jan. 12-14 at the Kentucky Exposition Center.
Likewise, a small Pennsylvania credit-card processor, MCSP for Campgrounds,
launched a “Virtual Outdoor Hospitality Expo” this past fall in the RV park and
campground sector with mixed success. But even after experiencing an array of issues
with its software vendor — and even though a number of participants expressed
frustrations over the inability to navigate the show — the general consensus among
a core of supporters was that initial glitches are inevitable.
“It’s certainly not a replacement for live shows,” said Evanne Schmarder, a web
marketing consultant who operated her first-ever live “RV Cooking Show” during
October’s virtual show. “But done in conjunction with a live show it could be terrific.
Even though we were virtual, I think we were able to build relationships. I’m looking
forward to building those relationships with my new clients at InSites (the National
Association of RV Parks and Campgrounds real-life convention next winter in
Savannah, Ga.).” Δ
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Your Customers Will Flip
For This RV Sleep System.

UltraDeck

Multi Purpose RV Sleep System
Made in the USA, UltraDeck gives RV bedding a residential feel, with enhanced
comfort from the bottom up, that’s superior to hard-surface bedding. Its
wood frame construction comes with a weight-saving aluminum option and
incorporates durable synthetic webbing that passes the BIFMA 100,000 cycle test.
And, best of all, UltraDeck’s space-saving design provides extensive amounts
of underbed storage that your customers are looking for.
Contact Hickory Springs for more details about how
the UltraDeck Multipurpose RV Sleep System helps
you pack away more sales.
-6,'LYLVLRQ(ONKDU
(ONKDUW,1  
ZZZMVLUYFRP www.hicko
ww.hickorysprings.com
©2010 Hickory Springs
ings Mfg.
M Co.
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Support
Support
Engaged, empowered,
Engaged,
empowered, aand
nd result-oriented
result-orienteed employees
whho are committed to yo
w
your growth and success provided
24 hours a daayy,, 7 daays a weeek. We provide support at
shows, dealer open houses, inside customer service and
field sales support, along with other industry support.

Internet
Reach your customers
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TOP

News
OF THE

Baird Co. ‘Bullish’ On
2011 Discretionary
Consumer Spending

Winnebago Finalizes SunnyBrook Buy,
Gains Toehold in Towable Marketplace
Purchase of Middlebury, Ind., RV OEM ‘Enables Winnebago to Leverage Its WellRecognized Brand in the Faster-Growing Towable RV Segment,’ and Establish a
Manufacturing Footprint in Northern Indiana, Noted One RV Industry Analyst
veys Inc., making it the No. 13 manufacturer of towables. SunnyBrook dealers sold approximately 1,000
towables in the first 10 months of 2010 (0.9%), implying modest
share losses.
Elvie Frey,
the president
and majority
owner of SunnyBrook Manufacturing,
Middlebur y,
Ind., will remain with the
company and
serve as president of Winnebago
of
Bob Olson
Indiana.
“We believe this acquisition will be highly successful,” said Winnebago Industries’ Chairman, CEO
and President Bob Olson. “We are thrilled to have
Elvie lead the new subsidiary forward.”
Randy Potts, Winnebago Industries’ senior vice
president of strategic planning, added, "Winnebago
Industries and SunnyBrook are two very quality-oriented companies and it was a great fit for us to have
continued on page 22

Robert W. Baird & Co. Inc., took a
bullish consumer outlook in a newsletter
the Milwaukee, Wisc.-based financial
management company issued in late
December updating clients on trends.
“We maintain a bullish outlook for
discretionary spending, driven by 1) the
wealth effect, 2) extended tax cuts, 3)
easier credit, and 4) stronger trade-in
values,” the newsletter stated. “Checks
in most channels indicate lean retail inventory, supporting wholesale growth in
a retail recovery.”
“Macro trends signal better 2011,”
the company continued. “Despite the
delicate state of the economic recovery
... we maintain a bullish outlook for the
consumer discretionary sector in 2011.
After a brutal downturn in which many
leisure categories collapsed, the fundamentals are in place for a recovery.”
Significantly, the company cited easier credit as one of its benchmarks.
“After a period of tighter credit, banks
are easing again. CarMax recently attributed its robust growth to better traffic
and a higher conversion rate, citing easier credit and higher subprime mix. Our
checks with banks lending on everything
from cars to RVs confirmed the trend.”

Winnebago Industries Inc. closed the books on
2010 with a relatively modest acquisition that may
have a major impact on the motorized manufacturer’s
future.
On Dec. 29, the Forest City, Iowa-based motorhome manufacturer announced that it had consummated the purchase of substantially all of the
assets of SunnyBrook RV Inc., a wholly-owned subsidiary of SunnyBrook Manufacturing Inc., pursuant
to an asset purchase agreement for a total cost of
$5.7 million in cash.
The acquisition consisted of a $2.4 million cash
purchase price, a $2.3 million repayment in full of
certain commercial loan obligations and a $1 million
repayment in full of loans outstanding to certain SBM
shareholders.
The acquisition was made through a newly
formed, wholly-owned Winnebago subsidiary, Winnebago of Indiana LLC. According to a news release,
Winnebago of Indiana will continue to manufacture
towable products under the SunnyBrook brand and
honor outstanding warranty commitments to current
owners.
Additionally, the new company plans to diversify
the product line to include Winnebago-brand trailer
and fifth-wheel products.
SunnyBrook dealers sold over 1,700 towable RVs
in 2009 (1.3% share), according to Statistical Sur-

Ruhl Was Life-Long LPGas Safety Advocate,
Hall of Fame Inductee

Ally Financial Sets Sights on Becoming
A National-Scale Lender to RV Industry

Al Ruhl, an RV industry supplier from
Manchester Tank, Brentwood, Tenn.,
and a 2000 inductee into the RV/MH
Hall of Fame, passed away Nov. 29.
Ruhl,
of
Napa, Calif.,
was a life-long
advocate for
LP gas safety
and long-time
active board
member of the
RVIA. He was
also a foundAl Ruhl
ing member of
the RVDA/RVIA RV Service Technician
Governing Board and served as RVIA
Supplier Committee chairman.
In 2000, Ruhl was the recipient of
RVIA’s Distinguished Service to the RV
Industry Award, the association’s highest honor.

‘We Want to be Part of the Upswing of This Industry,’ Said Tim Russi, Executive
Vice President for North American Operations of Financial Firm Formerly GMAC
National wholesale and retail lender Ally
Financial Inc. made its presence known at the
48th Annual National RV Trade Show, Nov.
30-Dec. 2 in Louisville, Ky., with stand-alone
booths and desks within the displays of Thor
Industries Inc. with whom Ally established a
“preferred lender” relationship earlier this
year.
“With the announcement that we are getting into wholesale financing — and knowing
the season that we are about ready to get involved in from an RV perspective — we want
to make sure the dealers have us on their
minds,” said Tim Russi, Ally’s executive vice
president
for
North
American

Operations, who
was joined at the
show by more
than 20 associates
from the Detroitbased lender.
Indeed, Ally
has its sights set
on becoming a
major factor — a
national-scale RV
industry lender —
along with GE
Capital and Bank
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Coach Care
9=:LY]PJL5L[^VYR
Complete drivetrain, chassis and major component service
and repair. And of course, Cummins Onan generators, too.

®

Okay, so you can’t take your technician with you. But you can get the same level of professionalism you expect from your local
service center when you visit Coach Care. Our electronically linked, nationwide network of 38 locations provides authorized warranty
repair on drivetrain, chassis and major RV components, so you can count on Coach Care wherever you travel. Every Coach Care center
offers overnight parking with hookups and other special amenities exclusively for RVers. Experience our friendly, no-hassle approach to
RV service and you’ll agree: nobody cares for you and your coach like Coach Care.

Find Coach Care at these select Cummins Distributor locations:
Cummins Rocky Mountain Cummins Power South
7OVLUP_(A
1HJRZVU]PSSL-3



Cummins Power South
:H]HUUHO.(


Cummins West
)HRLYZÄLSK*(
 

Cummins Power South
6JHSH-3
 

Cummins Rocky Mountain Cummins NPower
)VPZL0+
:[7H\S45



Cummins Rocky Mountain Cummins Atlantic
9LUV5=
4`Y[SL)LHJO:*
 


&XPPLQV&DO3DFLðF
ð
,S*HQVU*(
 

Cummins Power South
6YSHUKV-3


Cummins Crosspoint
5VYTHS03
 

Cummins Central Power
2HUZHZ*P[`46
  

Cummins Northeast
(SIHU`5@
 

Cummins Rocky Mountain
,S7HZV;?


&XPPLQV&DO3DFLðF
ð
=LU[\YH*(


Cummins Power South
;HTWH-3


Cummins Onan Indiana
,SROHY[05
  

Cummins Atlantic
.YLLUZIVYV5*


Cummins Bridgeway
*PUJPUUH[P6/


Cummins Southern Plains
/V\Z[VU;?


Cummins Rocky Mountain Cummins Power South
.YHUK1\UJ[PVU*6
([SHU[H.(
 


Cummins Bridgeway
*SPU[VU;V^UZOPW40
 

Cummins Atlantic
2LUS`5*


Cummins Southern Plains
;\SZH62


Cummins Atlantic
9VHUVRL=(


Cummins Rocky Mountain Cummins Power South
+LU]LY*6
(\N\Z[H.(
 


Cummins Bridgeway
.YHUK9HWPKZ40


Cummins NPower
-HYNV5+


Cummins Northwest
*VI\YN69


Cummins Northwest
:WVRHUL>(


Cummins Power Systems
/HYYPZI\YN7(


Cummins NPower
4PS^H\RLL>0


Cummins Bridgeway
5L^/\KZVU40


38 locations and growing.
Find out more at www.CoachCareRV.com

Cummins Rocky Mountain Cummins Atlantic
(SI\X\LYX\L54
*VS\TIPH:*

 

©2010 Cummins Power Generation. Cummins and Onan are registered trademarks and Coach Care is a trademark of Cummins Inc.
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The revolutionary new Hybrid Quiet Diesel (HQD) Electrical System from Cummins Onan
sets you free! Embrace the integration of battery, shore and generator power that only the HQD
delivers. With the press of a button, the Auto mode takes full command of the HQD electrical system
so you can live a life of ease. Forget what you thought you knew about RV electrical systems and
join the power revolution.
See the new Hybrid Quiet Diesel power revolution on select coaches at major RV
rallies or right now at CumminsOnan.com/HQD.

*\TTPUZOnan
/`IYPK8\PL[+PLZLS
Performance you rely on.



*\TTPUZ7V^LY.LULYH[PVU*\TTPUZ6UHUHUK[OL¸*¹SVNVHYLYLNPZ[LYLK[YHKLTHYRZVM*\TTPUZ0UJ
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of the NEWS

RVIA Membership Survey Focuses on
Critical Issues, Revising Strategic Plan
The Recreation Vehicle Industry Association
(RVIA) has begun its strategic planning process
by sending a survey to all association members, asking respondents to provide valuable
input on critical issues facing the RV industry
as well as RVIA member services. The results
will be compiled for discussion by the Strategic
Planning Committee, which will then present its
recommendations to the RVIA board of directors at its March 2 meeting in Tucson, Ariz.
RVIA President Richard Coon said this input
from members is much needed as the association works to reshape the association’s strategic plan in response to the changing business
environment for the RV market.
“We are facing new challenges, and it’s
time to revise our strategic plan to reflect this
new marketplace,” Coon explained. “The committee will work to ensure that the plan addresses fundamental long-term goals while
defining our short-term priorities.”
RVIA’s Strategic Planning Committee includes Chairman Doug Gaeddert, Forest River
Inc.; Mel Adams, Airxcel; Walt Bennett, Thor Industries Inc.; Derald Bontrager, Jayco Inc.;
Garry Enyart, Cummins Power Generation;
Gregg Fore, Dicor Corp.; Norm Jacobson,
Lance Camper Manufacturing Corp.; Bob
Olson, Winnebago Industries Inc.; Carl Pfalzgraf, Atwood Mobile Products; John Regan,
Fabric Services; Dan Shea, Gulf Stream Coach
Inc.; Jim Sheldon, Monaco RV LLC.; and
Richard Coon, RVIA. The six RVIA vice presidents will also be part of the planning process.

FMCA Names New Executive Director,
Opens Georgia Reunion to Towables
Family Motor Coach Association
(FMCA), an international organization
for motorhome owners, has announced
that Bradford Koshland has been hired
to serve as the association’s next executive
director.
The Cincinnati, Ohio-based association also announced that it will welcome
not only motorhome owners but also
owners of towable RVs at the group’s
85th Family Reunion and Motorhome
Showcase March 14-17 at the Georgia
National Fairgrounds & Agricenter.
“We look forward to welcoming Brad
as executive director,” commented Judy
Czarsty, FMCA national senior vice
president/acting national president. “As
a motorhome owner himself, Brad is
well-qualified to represent the interests
of FMCA and motorhome owners in
general. Brad will bring leadership and a
fresh perspective to the association.”
16
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Walworth: Industry Retail Inventories in Line
General Manager of Grand Rapids, Mich.-Based Statistical Surveys Notes
that RVIA Forecasts Include Canadian Shipments Not Included in Surveys
The atmosphere at the 48th Annual
National RV Trade Show in Louisville,
Ky., Nov. 29-Dec. 2, was clearly more upbeat than 2009’s convention and reflected
an industry that is obviously healing from
the most dire effects of the recent downturn.
But veteran industry statistician Tom
Walworth noticed a fairly rampant
theme at the Louisville Show that
he addressed recently regarding
U.S. RV shipments and dealer inventories because, Walworth maintained, there are some false
assumptions out there that could
skew forecasts and obscure the fact
that the industry’s rebound is continuing in a serious way.
The bottom line, according to
Walworth, was that dealer inventories — contrary to some perceptions — were in line as the industry
headed into the final phase of 2010
and into 2011.
“The Recreation Vehicle Industry Association (RVIA) has forecast that we
will ship 235,000 units in 2010, and SSI
anticipates that 180,00 of them will be
sold (at retail),” Walworth, general manager of Grand Rapids, Mich.-based Statistical Surveys Inc. (SSI), told
RVBusiness. “If you do the math, that
would put us at a 55,000-unit gain in inventory. But what isn’t generally known
in the RV industry is that the RVIA
number also contains shipments to
Canada.”
Those Canadian shipments, said Wal-

worth, comprise approximately 20% of all
annual shipments by RV manufacturers.
“If you take 80% of the forecast shipment number — 235,000 — we’re talking about 188,000 units shipped to the
U.S.,” he said. “Since SSI expects to track
180,000 units at retail next year stateside, we actually are looking at just an

Tom Walworth

8,000-unit gain in inventory — not the
50,000-unit gain the raw numbers might
suggest.
“The floorplanners may want to hear
this,” he added. “This would reassure the
industry that inventory is not exploding
on dealers’ lots.”
Walworth acknowledged that the
shipments would be dispersed among
fewer dealers in 2010 due to retail closings attributed to the recession, but this
should present no long-term problems.
“Fewer dealers would mean that there are
more units on the remaining lots,” he
said. “But this is manageable.”

GE Capital Teams With Spader Business Mgt.
GE Capital, Commercial Distribution Finance (CDF) announced the launch of a new
program with Spader Business Management.
Under the program, GE Capital is subsidizing a one-year subscription to Spader
True, an online system that allows qualified
recreational vehicle dealers in the U.S. to
compare their business performance against
industry benchmarks on a wide variety of financial metrics. GE will pay 50% of the cost
of a one-year subscription.
Spader True is an interactive system that
provides a summary of more than 1,500 individual data points in a series of graphic displays, known as dashboards. It allows
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dealers to compare their performance on a
wide variety of detailed metrics related to expenses, sales mix, and profit margins, by department, against industry averages.
“GE Capital wants dealers to have the best
financial reporting and forecasting tools to
grow their businesses,” said Pete Lannon,
managing director-RV for GE Capital’s CDF
business. “We are pleased to help make the
new Spader True product available to dealers.”
“Spader True provides a true measure of
businesses’ performance to show where they
are now, where they’re headed and where
they need to be for a healthy organization,”
said John Spader, company president.
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Woodall’s Searches for 100 Favorite RV Parks. Woodall Publications
Corp. is searching for North America’s
preferred 100 campgrounds and RV
parks through the launch of the
“Woodall’s Vote for Your Favorite Campground Sweepstakes.” Campers will vote
for their favorite campground and RV
park and be entered to win a Hawaiian
cruise. The owner of the campground or
RV Park with the most votes will also receive a seven-night cruise for two in the
Hawaiian Islands, including airfare, to
Honolulu. The sweepstakes ends on
Sept. 15, 2011. Campgrounds and RV
Parks should encourage campers to submit entries at www.woodalls.com/my
favoritecampground,
Blue Ox Opens Facility in Lincoln,
Neb. Towing product-suppler Blue Ox
has opened a new 4,400-square-foot engineering facility in Lincoln, Neb., that will
be devoted entirely to the design of new
products and improvements to the company’s existing product line of towing
products, hitches, braking systems, steering controls, carriers and fifth-wheel accessories, according to the company.
Atwood Acquires Fan-Tastic Vent
Co. Elkhart, Ind.-based Atwood Mobile
Products LLC announced Dec. 21 it had
reached an agreement to acquire the privately held Fan-Tastic Vent Co. located in
Imlay City, Mich. Fan-Tastic Vent, founded
25 years ago, is a market leader in 12-volt
powered vents, selling primarily to the
recreational vehicle market. With this acquisition, Atwood will further strengthen its
breadth of product offerings to the RV
OEM as well as to the aftermarket. Atwood
is currently a leading supplier of ranges,
water heaters, furnaces, chassis hardware,
entry doors, windows, LP and CO alarms,
seating hardware, LP tanks and roof
ladders.
RVDA Sets 1st Virtual Expo for
March 15-17. The Recreation Vehicle
Dealers Association (RVDA) has set the
dates for its first virtual expo on the Internet for March 15-17. The online event will
feature displays by manufacturers, suppliers and service firms. Exhibitors will be
charged to display at the expo but registration for dealers and the general public
is free. The expo will remain in an “on demand” status through April 15. Dealers
and their employees can now register free
of charge for the event. For exhibitor information contact Susan Charter at scharter@rvda.org. Δ
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Ally Financial from page 13
considering Ally Financial extended
$22.3 billion in U.S. auto consumer financing for the first nine months of
2010, making it likely the No. 1 ranked
provider of new-car financing in the
U.S. in 2010.
“We want to be part of the upswing
of this industry,” Russi, a former Bank
of America executive who oversees
Ally’s automotive and RV lending services in the U.S. and Canada, told
RVBusiness. “Some lenders have left the
market while others in it are potentially
retracting, and there are not many
providers in the industry. So, we think
the time is right to enter the market.”
Formerly the captive finance company of 90-year-old General Motors
Corp., Ally became an independent financial services company in 2006 and a
bank holding company in 2008, launching Ally Bank in May of 2009. Ally’s
parent company changed from GMAC
Inc. to Ally Financial Inc. in May, followed by the rebranding of its automotive finance business in July.
Leading the RV industry lending
team are some familiar faces, including
the bulk of the former Thor Credit staff.
Industry veteran Ed Arienti runs the retail sales force for the RV sector as director of recreational finance sales and
teams with Rich Morrin, commercial
operators leader, for RV dealer wholesale financing. Also key is Mark Manzo,
who, as vice president of alliance sales,
manages OEM relationships, including
that between Ally and Thor.
Ally’s RV industry entry started with
an April 2010 announcement by then-

GMAC Financial Services that it would
provide RV consumer financing, working with Thor Industries Inc. as a preferred retail lending provider.
Then, on Nov. 23, right before the
Louisville Show, Ally announced that it
would diversify into wholesale financing, focusing from the outset on Thor’s
dealer network.
Qualified dealers may obtain wholesale financing from Ally Financial for all
or a portion of their inventory, reported
Ally, which currently extends retail financing through dealers in about 40
states and planned to expand its RV retail
financing nationwide by the end of 2010.
“We are not exclusively Thor,” said
Russi, “but because of our relationship
with them we obviously are going to
focus on their dealer network needs
first. That’s our entry point into the industry. Keep in mind that Thor dealers
— and I think they number 1,200 —
represent about 75% of the RV space.
We think by focusing there, we are
going to build relationships with the
majority of the industry.”
When a Thor dealer has multiple
brands and sells non-Thor brands, he
noted, Ally will still provide retail or
wholesale financing for the products of
those other branded companies.
In December, Ally introduced a new
dealer-approval program called “Ally
RV Express” for Thor-linked dealers.
RV retailers simply need to complete an
Ally retail credit application and run a
generic credit bureau report. Once they
verify that their customers meet a
checklist of requirements based on the
amount to be financed, the dealer can
offer a contract to the customer and sell
it to Ally Financial for funding.

FreedomRoads Signs New $308M
Multi-Year Syndicated Credit Line
FreedomRoads (d.b.a. Camping
World RV Sales), the nation’s largest
recreational vehicle retailer, announced in
December that it had closed a $308.5
million multi-year syndicated credit facility, consisting of an amended floorplan
credit facility, letter of credit facility and
a term loan.
The transaction was led by Bank of
America, N.A., which serves as the administrative agent, and included nine additional lenders: Bank of the West,
Citizens Bank, Fifth Third Bank, GE
Commercial Distribution Finance Corp.,
JP Morgan Chase Bank, KeyBank, M &
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T Bank, Suntrust Bank and US Bank.
Roger Nuttall, executive vice president
and COO of Lincolnshire, Ill.-based
Camping World, stated, “Our company’s
double-digit return in same-store sales
has earned us a multi-year facility. The
nearly 34,000 units retailed this year are
slightly off the high of 2007. Additionally, we were happy to see new levels of
inventory turns, gross margins and
EBITDA profitability. Our top line outlook for 2011 remains flat to slightly up
however, our tight inventory controls and
right sized SGA has us well positioned
for another solid financial performance.”
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The Best Just Got Better
Better.
err.
Protective is con
Protective
continually
ntinually updating XtraRi
XtraRide
de to ensur
ensuree it rremains
emains the
best-in-class service agreement program available in the industry. We
are pleased to introduce exciting new program enhancements
to the XtraRide RV Service Agreement Program for 2011.

2011 XtraRide Program Enhancements:**
• NEW! Unlimited mileage terms for new and used motor homes

• NEW! $500 deductible options now available for Platinum Coverage

• Fuel / L.P. Gas beneﬁt has increased to $250

• Pet Beneﬁt has increased to $250

• Airfare Allowance Beneﬁt has increased to $750

Contact your Protective agent today to learn more!

Start Selling the Enhanced 2011 XtraRide Pr
Program
ogram January 1, 2011.**
XtraRide Service Agreements

I

Dealer Experience Refund & Reinsurance Programs
F&I Training
Training

I

Call today to ﬁnd out how
XtraRide can increase your dealer
proﬁts and customer satisfaction.

Post-Sale Programs
I

Rental Programs

On-Line Rating, Reporting & Agreements

888.237.9121

www
www.protectiveassetprotection.com
.protectiveassetprotection.com

Agreement
Program
The XtraRide Service Agr
eement Pr
ogram is backed by LLyndon
RVDA endorsed product
product
yndon Property
Property Insurance Company,
Company, a Protective
Protective company,
company, in all states except New York.
York. In New York
York this product
product is backed by Old Republic Insurance Company.
Company. *An RVDA
RVDA
or service is one that has been extensively evaluated by the R
Protective company for business generated by RV
RV dealers.
VDA to assure
assure quality,
quality, dependability and overall value. RVDA
RVDA and the RVDA
RVDA Education Foundation receive
receive compensation from
from a Protective
**Certain beneﬁts or coverage may not be available in all states due to state law rrestrictions.
repair. See coverage booklet for details. The enhanced
estrictions. These beneﬁts are
are subject to limitations or exclusions and may apply in the event of a covered
covered repair.
XtraRide Program
Program may not be available in every state on 1/1/2011 pending state approval.
approval.
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Thetford Staff, Industry Friends Honor Luzi at Louisville
Thetford Corp. colleagues and industry friends gathered Nov. 30 at Thetford’s exhibit
during RVIA’s 48th Annual National RV Trade Show to pay tribute to Armin L. Luzi, Thetford’s general manager of marketing who was retiring at the end of
2010 after 25 years with the Ann
Arbor, Mich.-based firm. “Armin
has been instrumental in the RV industry for the past 25 years, and
we invited the industry to help us
celebrate his retirement,” said
Thetford President Mike Harris,
shown here on the left with Luzi as
well as Thetford’s Doug Schnell
and RVP’s Steve Gokie. During Luzi’s tenure, Thetford grew from a small firm into a leading international supplier of sanitation and refrigeration products for the recreational
vehicle, marine and heavy-duty truck industries. Thetford subsidiaries today include Norcold, a manufacturer of gas-absorption refrigerators and freezers; Tecma, a producer of
china toilets and waste-transfer systems based in Italy; and Spinflo, an English unit that
makes cooking and heating appliances and accessories. “We appreciate all that Armin
has accomplished for Thetford during more than 25 years of dedicated service,” added
Kevin Phillips, vice president, sales & marketing. “We join the rest of the RV industry in
wishing him all the best in retirement.”

THE GREEN MOVEMENT
IS ALIVE AND WELL IN
THE RV INDUSTRY!
“Going Green” means
proper planning, procedures
and materials.
This process includes an
independent, third party
organization that adds trust
and verification.
TRA Certification is the leader
in advising and certifying RV
manufacturers as “green”.
See how TRA Certification and
green work for you.

www.tragreen.com
Green Business is Good Business!
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Winnebago from page 13
a presence in the heart of the RV capital. We believe we will be able to quickly grow the volume
and market share of Winnebago of Indiana."
“We are very excited to join the Winnebago
Industries team and be part of an iconic American company,” said Frey. “This is a great opportunity for us to grow our organization as we
develop exciting new products for both the
SunnyBrook and Winnebago brands. We look
forward to capitalizing on the top-notch Winnebago Industries’ dealer network as we bring
them towable products to allow them to maximize their performance.”
The sale is Winnebago’s first acquisition in
more than 20 years, and analysts have said it
indicates that the recreational vehicle market
sees a sustained economic recovery
“We like the deal as it enables Winnebago to
leverage its well-recognized brand in the fastergrowing towable RV segment,” Craig R. Kennison of Robert W. Baird & Co. reported after the
sale. The transaction represents a small but important step into the towable market — a category Winnebago has ignored for years.
“Based on limited information, we estimate
its annual revenue at approximately $20 million,
which would make the towable segment perhaps under 5% of go-forward Winnebago revenue,” Kennison stated.
He continued, “The deal enables Winnebago to: 1) enter the faster-growing towable
market; 2) establish a manufacturing footprint
in the Elkhart, Ind., area, where most towables
are made; 3) leverage the Winnebago brand in
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a new category; and 4) identify modest cost
and distribution synergies. Winnebago has
started small, which seems appropriate given
its limited experience integrating acquisitions.”
Two weeks earlier, on Dec. 15, Winnebago
reported its third consecutive profitable quarter,
and a better-than-expected performance sent
Wall Street investors on a buying spree that
drove the company's stock up 14.3% to
$14.96. Volume of 2.05 million shares dwarfed
its normal full-day average of 285,609 shares.
And while the company was cautiously optimistic in its quarterly report and in a subsequent conference call with investors, it was
clear that the investment community liked what
it was hearing from the company.
Revenues for the first quarter of fiscal
2011, ended Nov. 27, were $123.7 million, a
52.7%, increase versus $81 million for the first
quarter of fiscal 2010. The company reported
an operating profit of $4.9 million for the quarter compared to an operating loss of $6 million
for the first quarter of fiscal 2010.
In a brief overview and financial presentation, followed by a half-hour of investor questions Olson, told investors the company is
pleased with RV dealer acceptance of its 2011
product lineup. In addition, he said, RV-buyer
credit is more available from major lenders, enhancing Winnebago’s prospects for growth and
market share gains.
At the same time, Olson said, dealer inventories going into the second quarter of the
company’s fiscal year — historically the slowest season — are “reasonable,” and the company has cut back on dealer incentives to move
aged inventory.
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2010 has been an exciting year for RV Trader. RV Trader’s core focus has
always been and will always be to bring buyers and sellers together. With
products that built the foundation of the online RV classifieds platform, RV
Trader faced 2010 with exceptional results and so did its dealers. It is no
doubt in anyone’s minds that 2010 was a rollercoaster of ups and downs for
the RV industry, but RV Trader took this as an opportunity to analyze what the
industry needed and worked on providing new solutions to new problems.

RVTrader.com is the largest
online RV classifieds site with
over 60,000 RVs and over 850
dealership listings. On average
RVTrader.com receives over
640,000 unique visitors every
month and 173% more traffic
than its closest competitor. The
foundation of RVTrader.com’s
success is built on
its positive
consumer
experience.
In past years
RVTrader.com’s detailed search
functionality allowed buyers can
find the RV of their dreams with
little effort, providing a positive
consumer experience but going
into 2010 online trends were
changing.

Go To:

One increasing consumer trend
in 2010 was viewing of online
videos. To adapt to new
consumer trends RV Trader
created new
online video
options not
frequently seen in
the RV industry.
These videos
include dealer commercials and
inventory specific video ads.
RV Trader even created a
product that turns a unit’s
images into a video format
which they call “RV Clips.” This
product allows dealerships that
do not have the resources to
develop their own videos to
reach online video users, an
increasing consumer trend.
Another increasing trend was
mobile usage. With so many
buyers now viewing RVs for sale
on their smart phones RV
Trader was one of the first to

.com

provide its consumers a mobile
solution. Now buyers can
literally view
thousands of RVs
in the palm of
their hand and
reach dealers with
a simple click.
With changing consumer trends
come changes in dealerships’
needs. Consumers no longer
want to be sold, they simply want
to buy. 2010 found consumers
doing their own research online,
even more than prior years and
local search became more
important than ever.
To assist dealers during these
times RV Trader created
geo-targetable ads, a way for
them to easily introduce their
products to their local market.
Recent to the IMT (Inventory
Management Tool) are reports
RV Trader calls “Business
Intelligence Reports.”
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These reports assist dealers in
areas of pricing their units,
actual make/model demand,
and even local market
penetration. This allows
dealers to better
understand their
dealership’s
position in their
local market and
direct them in areas where
they can be more competitive.
Consumers in 2010 were not
willing to settle for just any RV.
“If they didn’t love it, they
didn’t buy it,” said Tim Custer,
General Manager of
RVTrader.com. To assist
consumers who couldn’t find
what they were looking for on
RVTrader.com “Locator Leads”
was created.
When consumers couldn’t find
what they were looking for
they submit an “RV Locator”
form explaining
what they were
looking for in an
RV. Dealers who
had inventory
that matched the consumers
needs receive a “Locator
Lead.” This not only assists
consumers but helps dealers
find more customers.
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RV Trader has always been
best known for lead
generation. With
technological and industry
changes RV Trader also
realized a need to
provide dealers
custom websites
and customer
relationship
management tools. RV Trader
is now partnering with RV Web
Services, providers of industry
leading custom websites for
RV dealers, and
Traffic Log Pro
providers of
cutting edge
customer
relationship
management tools.
Together these tools provide
the RV industry with a
complete online solution.
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Who Are Your Dealership’s
Top Competitors?
We Have Met the Enemy, and He Is Us — Sometimes

H

ere is a question we ask in many of our workshops:
“Who do you consider to be the top four or five competitors keeping you from being more successful?”
Most dealers and their people write down the names of
other dealerships in their marketplace. Then we do some roleplaying and go through some examples to illustrate that, most
of the time, the primary issues impeding dealership success
are the attitudes, beliefs and skill sets of the dealership’s owners, general management, department management and
front-line employees. In that order. Remember that line from
the old Pogo comic strip? “We have met the enemy, and he
is us.” Well, it fits. These are your true “competition.”
While external factors certainly influence the success of
the business, the last couple of years have clearly shown the
industry that dealers can survive and manage through tough
conditions if need be. As we have worked with several hundred RV dealers through this downturn, our belief in this business principle has been affirmed: The No. 1 factor determining
the success of a dealership is the attitudes, beliefs and skill
sets of the people.
I recently facilitated two different 20 Group meetings with
two different sets of RV dealers. There happened to be a set
of competitors — one dealer was a member of the first group
and their competitor belonged to the second group. These two
competitors handled very similar, competing product lines.
Their results give us a strong example in support of this business principle.
One dealer — “Dealer A” — was reporting very low gross
margins and poor net profits, and they were giving all the reasons why they weren’t thriving: high unemployment in their
market, another dealer went out of business, the manufacturers were putting pressure on them, other dealers on the
Internet were competing with unrealistically low margins, etc.
This dealer had a list of 12-15 issues that were holding back
their success. (Note that all the items listed were “external”
— things over which they have no control.)
Within 10 days I was with one of this dealer’s direct competitors — “Dealer B” — who was very similar in size and
type of dealership. Dealer B had also struggled for a period,

but was now doing very well, and had been doing well for six
to eight months. This dealer listed many of the same market
issues and problems as Dealer A, and the members of Dealer
B’s 20 Group asked how he could be doing so well with such
a challenging marketplace.
Dealer B explained that he had all the excuses for lower
profitability or even no profits until about eight months ago.
That was when he came to the realization that no matter what
the external marketplace was doing, he did not need to let that
control his own attitude as leader of the organization. He held
a meeting with his key people, and they created a list of things
they could do (but weren’t doing) to combat the tough external
environment. Then, as a team, they committed to changing
their own attitudes and focusing their time and energy on this
list of things they could control.
Dealer B reported that within a few days he could already
see and feel the difference in the dealership. The margins were
getting better. They were getting deals they had missed before.
The people were once more enjoying the work, and it came
through loud and clear in their non-verbal communications
— and in their financial results!
Here are some questions to assess yourself:
q Do you have “low margin syndrome?” Or have you put
together a defined and effective sales process?
q On a scale of 1 to 6 — 1 being “I feel burned out and
don’t want to go to work” to 6 being “I can’t wait to get to
work and I’m ready to take on the world!” — how would you
rate your attitude and your passion for your business?
If you are the owner or GM and you rated yourself a “4” or
lower, you are holding back your dealership in this marketplace. How do you expect your employees to work at a “5”
or “6” level if the leader is a “4” or lower?
q Are you truly developing yourself and your employees
to be a better organization, or do you continue to do the same
things in the same ways but expect different results?
q What, specifically, are you doing to become a better
manager and a better leader for your organization?
These are some good questions to ask (and answer) for
the upcoming season. Δ

An author, consultant and instructor, John Spader has worked with a host of individual companies (most frequently retail dealerships)
r
in a variety of industries. Spader
Business Management - and the network of 20 Groups for which is has largely become known - blends statistical analysis and hands-on
d
coaching and
consulting to assist clients in formulating proven business plans and increasing revenues. Comments or suggestions can be sent to: articles@spader.com.
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he 2010 Coast to Coast Conference in Las Vegas
h

used by the leading developers in our industry. Gain

was a hit! And now, we are pleased to announce that
the 2nd Annual Coast to Coast Conference will be held

insights and ideas to improve sales and marketing
at your resort. See how good partnerships can make

in New Orleans, LA at Harrah’s Hotel & Casino
on February 21-23, 2011.

your sales and marketing more effective.

Who will be there? Current owners and
developers of membership campgrounds, owners

Limited space, unlimited opportunity.
Visit www.coastconference.com for more
details and hotel reservations at this

interested in converting their parks to Private
Membership Resortsw, sales & marketing managers,

unparalleled event. Space is limited!
Register today!

RV industry execs, park investors, and anyone
seeking to beneﬁt
ﬁ from the continuing growth of
Private Membership Camping.
Why you should attend: Learn best
practices in sales & marketing.
Discover the “secrets to success”
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Learn more and register today at www.coastconference.com
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Coast To Coast
Conference
Harrah’s Hotel & Casino
New Orleans, LA
February 21-23, 2011
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COMPREHENSIVE SERVICES + PREMIUM CUSTOMER SERVICE
Let us assist you in closing the sale while helping your customers protect their investments with
insurance from RV America. We offer the best specialty insurance for all types of motorhomes and travel
trailers, as well as services for marine and powersports vehicles, plus unbeatable customer service.
Whatever your specialty market may be — from motorhomes and travel trailers to motorcycles, boats,
PWCs, collector vehicles and more — At RV America Insurance, We Insure The Fun Stuff!
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WE INSURE
THE FUN STUFF!
PROTECT YOUR CUSTOMER
USTOMER
Best Specialty Insurance
I Quotes In 12 Minutes
I Low Rates—We Shop Best Prices
I

Cash For Referrals
I Vehicle Service Contracts
I Full Portfolio of F&I Products
I

PROTECT YOUR DEALERSHIP
EALERSHI
Comprehensive General Liability
I Worker’s Comp Insurance
I Garagekeeper’s/Open Lot Insurance
I

Business Interruption Coverage
I Umbrella Liability
I Employment Practices Liability
I

info@rvainsurance.com OR CALL 1-800-400-0186
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KOA Convention

KOA Convention Message: Franchisees Continued
to Outperform the North American Economy in ’10
Upwards of 500 People —
Representing 220 parks —
Attended the Annual Confab,
Where KOA President Pat
Hittmeier Told Them the
Billings, Montana-based Company Experienced Year-OverYear Gains in Each of the First
10 Months of 2010.
ontinuing to lead the nation’s RV
park and campground sector, most
of Kampground of America Inc.’s
460-plus parks are experiencing strong
traffic this year. Real strong in some
cases. That much was evident at KOA’s
Annual International Convention at
which some 500 people — representing
220 parks — gathered Nov. 7-10 at the
Westin Savannah Harbor Golf Resort &
Spa in Savannah, Ga.
How so many entrepreneurial franchisees like Steve Jewell, of Spartanburg NE/Gaffney KOA, managed to so
gracefully avoid the more dire effects of
the Great Recession is hard to figure.
So far, however, that appears to be
the case.
“Our business has been strong this
year and last year right through the
rather low period that other people experienced,” said Jewell, a convention attendee who does “huge” repeat
business. “We’ve experienced continual
growth over 29 of the last 30 months
with increases over 10% — and as
much as 18% to 19% — from the previous year.”
By the same token, Al Johnson’s 10
KOAs are all posting revenue gains. “We
had a banner year for our company,
which was chasing a really good year
last year,” said Johnson, whose South
Dakota-based Recreational Adventures
Co. has benefited from both good
weather
and
economy-seeking
campers.
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KOA CEO Jim Rogers addresses more than 500 KOA franchisees and managers during the Savannah convention.

KOA President Pat Hittmeier told attendees that KOA
franchises recorded year-over-year gains in each of the
first 10 months of 2010 en route to a solid year-end.
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Neither Jewell nor Johnson were
doing paid testimonials for KOA, but
they well could have because their remarks are consistent with the company’s own impressive report: KOA’s
core business saw strong growth during
the company’s summer camping season, with same-store revenue up 6%
and camper nights up 4.5% over 2009,
according to an “annual report” distributed by the Billings, Mont.-based franchisor at its upbeat convention.
According to KOA President Pat
Hittmeier, the company experienced
year-over-year gains in each of the first
10 months of 2010, while destination
locations near major attractions and
“along-the-way parks” that feed those
major markets did particularly well.
KOA’s total revenues are up about
8½% in this, the second consecutive
year of strong gains compared to the
“poor” results posted in the recessionary
summer of 2008. “We are still just a
fraction below where we were in 2007,”
Hittmeier told RVBusinesss. “So we are
very close to that benchmark — which
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With lunch accomodations set up near the expo, portions of the Westin Savannah Harbor Golf Resort were
awash in a sea of yellow as some 500 registrants attended the KOA convention. RIGHT: Prairie Kraft Specialties, a preferred vendor of small KOA Kabins.

was an excellent year.”
In fact, Hittmeier said KOA had surpassed 2009’s total year-end camper
nights by early November.
“As consumer confidence and the
jobs market come back, we are looking
for a record-breaking year in 2011 for
the summer,” added Hittmeier. “The part
that is a little disconcerting is the winter
business — that which takes place between November 1 and April 30. It has
been down multiple years in a row. There
are two parts of that — the short-term
traveler and the extended-stay snowbird.
“The snowbird business has stayed
pretty stable — down a little bit, up a little bit,” he continued. “But the traveling
market in the wintertime period has
taken a big hit. That group has gone
down repeatedly since the 2006-’07
winter. Last year, we thought it would
stabilize. It didn’t. It’s about 25% of what
it was in 2007. We are hoping this year
that it will turn around and that that particular retiree market will come back.”
KOA, in turn, expects to finish 2010
with a total count of about 470 parks, 26
of them company owned, the rest operated by independent franchisees.
Hittmeier said KOA usually adds
through conversions of new parks as
many as 20 to 25 parks a year and loses
through attrition anywhere between five
and 15 parks in a average year.

Cultivating a Lucrative
New “Lodging” Business
Looking ahead, the so-called “lodging” market remains a big target of KOA
32
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as the company continues to spearhead
a trend toward rustic looking, woodclad cottages built by three preferred
providers: Cavco Park Homes & Cabins,
Goodyear, Ariz.; Thor’s Breckenridge division, Nappanee, Ind.; and General
Coach of Hensall, Ont., Canada, all three
of which had units on hand at the Georgia convention.
In fact, Hittmeier said there’s now a
total of about 5,000 “roofed accommodations” in the KOA system — the goal
being to add another 1,700 by 2015.
“We added about 400 roofed accommodations last year — most of
those being park model types with fullservice kitchens and bathrooms,” said
Hittmeier. “Our lodge nights were up
35% in October, so we are starting to
see some shoulder season business
from these lodges, which is something
we didn’t experience from our Kamping
Kabins (small dwellings lacking kitchen
and bathroom facilities).”
These fully equipped recreational park
trailers are called “Kamping Lodges.”
The next phase in KOA’s ongoing
push into the lodging arena — a rather
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bold step that represents a definite departure — is a move
toward the traditional
hotel/motel field. As
a matter of fact, the
company-owned
properties department has developed
an operational manual specifically for
lodging. “We are
going to go more
deeply into the linen
market and hit the
hotel/motel market
head
on,”
said
Hittmeier. “It’s a big jump because
there’s a lot of work behind it relative to
commercial laundries and taking on
some systems.
“Any time we have more than 10
lodges on a property, we are going to go
to that model.”
The biggest challenge related to all
that, he agrees, is to get the word out to
the North American public that all of
these lodges exist.
“The people who are staying in our
lodges rate the experiences at the highest level,” said Hittmeier, now in his second year as KOA’s president. “They rate
us higher than people who stay in RV
sites, and of course, they pay the most
amount of money. We know we’ve got a
good product. The people who stay in
them are first-time visitors to KOA as
well, so they are not RVers. It is a new
market, a primarily family market.
“When we get critical mass of
enough units out there, I think we'll start
to see an even stronger draw and
awareness,” said Hittmeier, adding that
about 200 KOA’s currently operate
lodging accommodations.
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Unprecedented Focus on
The Company’s KOA.com
Another significant focal point for
KOA right now is its revamped
www.koa.com website. This is no ordinary website, not for the $900,000 that
the company recently invested in it — in
addition to the $1 million KOA typically
injects into its web operations on an annual basis.
One of the revamped website’s new
features is geo-coding, which allows the
site to know where an online user is located, and display campgrounds and
special offers in that area.
“The old version of koa.com was already the most visited camping website
in the world, with more than 1.1 million
visitors each month,” said Lorne Armer,
vice president of marketing for KOA.
“But it was time for an upgrade, and the

new koa.com offers our guests an enhanced online experience as they plan
their camping trips, discover what there
is to do near our campgrounds and
make their reservations.”
The new site allows park operators to
manage their own content and also features Google Mapping, a familiar online
technology that allows users to quickly
navigate state and provincial maps, zeroing in on just the right locations.

Rogers Addresses Financially
Strapped Public Park Sector
In what amounts to a real turnaround
for the RV park and campground arena,
Rogers is appealing to the private park
sector to take heed of the sorry current
state of public parks faced with critical
budget cuts.
continued on page 74

KOA Honors Franchisees
At Savannah Convention

KOA CEO Jim Rogers (left), and Pat Hittmeier (right) with Mike & Kristi Kuper, winners of the 2011 KOA
Franchisee of the Year Award. The Kupers own and operate Thunder Bay KOA in Thunder Bay, Ontario.

KOA honored a number of top-performing franchisees with awards during its annual convention.
The top honorees were Michael and Kristi Kuper, owners of the KOA in Thunder Bay, Ontario, recipients of the Franchisee of the Year Award for 2011.
The Kupers purchased Thunder Bay KOA in 1998 from Kristi’s parents, and have worked tirelessly
for the past 12 years to add new features and improvements for their camping guests. Their efforts
have led to a KOA President’s Awards every year, as well as three KOA Founder’s Awards.
Other award recipients were:
• David and Helena Johnson were honored as KOA Rising Stars for 2011. The Johnsons are the
owners of the Willits, Calif., KOA.
• Rob Althoff and Marianne Bartels won the KOA Work Kampers of the Year for 2010. The
couple was nominated for the award by Kathy and Stuart Marshall, the owners of the Montpelier
Creek, Idaho, KOA.
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Affinity Events to Run 25 RV Shows in 2011
Show Division Adds Venues in Chicago, South Carolina and New Mexico to
Growing Event Roster That Hosted More Than 225,000 Consumers in 2010
oming off a successful fall show
season, Affinity Group Inc.’s (AGI)
Affinity Events division has added
three new RV shows to its roster in
2011 for a total of 25, including management of the RV component of the
prestigious Chicago Boat and RV Show
Jan. 12-16 at McCormack Place.
“The RV side of that show has really
gone downhill,” said Tom Gaither, AGI
Events senior vice president. “We are taking over the RV pavilion side of the
Chicago show, which is a new venue for
us. They realize we can make a difference.”
Other new shows include the South
Carolina RV and Camping Show March
11-13 at the Greenville Convention
Center and the New Mexico RV and
Travel Show March 24-27 at the Albuquerque Convention Center. Both
shows previously had been organized
by local dealers.
In 2010, more than 225,000 consumers attended AGI’s 22 RV shows
which spanned the nation from coast to
coast.
“We had a 24% increase in attendance at all of our shows last year,” said
Gaither. ”During the recession as customers went shopping on dealers’ lots,
they saw a lot fewer floorplans. At our
shows, people can look at all the RVs
under one tent so they can compare.”
Gaither predicted that with RV sales
on the rise coming out of the recession,
show attendance in 2011 will be up
across the board. “I think dealers are
finding pretty good leads at these
shows — sometimes more than they will
see on their lots all year,” he said.
The largest shows are the January
Chicago Boat and RV Show, which draws
in excess of 35,000 people; the Minneapolis/St. Paul RV, Vacation and
Camping Show that brings in some
25,000 attendees; and two Denver
shows — the Colorado RV Adventure
Travel Show in January and the Colorado
RV, Sports, Boat and Travel Show —
where attendance is in excess of 20,000.
Special programs are available for
dealers, including posting RVs in a

C

34

RVBusiness

Go To:

Upwards of 25,000 consumers attended the 43rd Annual
Minneapolis /St. Paul RV, Vacation and Camping Show
last February at the Minneapolis Convention Center.

Tom Gaither

“Screamin’ Deals” section on the website set up for each individual show. ”As
consumers walk around the show site,
they can look for the ‘Screamin’ Deals,’”
Gaither said.
Dealers participating in shows also
can post 30 RVs for free on AGI’s
rvsearch.com website for up to 30 days.
“I tell dealers to do it after the show so
that they can carry the momentum over,”
Gaither said. “It’s another incentive to
help the dealers sell.”
Primarily, AGI shows are staged al-
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most weekly — sometimes more than
one each week — between January and
early April, and then kick in again in August through October at a somewhat
reduced pace.
“The shows are mostly divided between spring and fall,” Gaither said. “We
do the ‘shoulder seasons’ so that dealers can get a boost. We typically don’t
do shows in the summer because dealers usually are busy with their lot traffic.
The spring shows set up the summer
season and the fall shows help dealers
clean out inventory to help them get
ready for spring.”
For consumers buying RVs during a
show, Affinity Events awards an “RV Getaway Gift Package” valued at $500 that
includes a one-year membership in AGI’s
Good Sam Club along with a six-month
membership in the Good Sam Club
Emergency Road Service; a dry-camping
site at AGI’s “The Rally”; a one-year
membership in Camp Club USA; a copy
of the Trailer Life RV Parks & Campground Directoryy; and a subscription to
Trailer Life or MotorHome magazines.
“We want to ensure RVers are ready
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Educational seminars and activities at AGI shows include the Ultimate Camp Cooking Show with comedians Mike
Faverman and Pat Mac. Travel adventurer John Holod and “RV Handyman” Dave Solberg also will appear at selected
venues in 2011 to build interest in the retail show network.

to hit the road in their new rigs by supplying them with the best information and
resources available,” said Jeff Haughton,
vice president of Affinity Events.
Also for consumers attending a show,
AGI presents educational seminars and
activities that promote the RV lifestyle,

including the Ultimate Camp Cooking
Show with comedians Mike Faverman
and Pat Mac; travel adventurer John
Holod; and Dave Solberg, the ”RV
Handyman” who advises consumers on
what to look for when buying an RV, all
of whom appear occasionally. Δ

The 2010 Affinity Events RV Show Calendar Includes Shows
From Rhode Island to California. Scheduled Shows Are:
Jan. 7-9 — 22nd Annual North Carolina RV &
Camping Show, Greensboro Coliseum,
Greensboro, N.C.
Jan. 12-15 — 21st Annual Colorado RV Adventure
Travel Show, Colorado Convention Center,
Denver, Colo.
Jan. 12-16 — 81st Annual Chicago Boat, RV and
Outdoors Show, McCormick Place, Chicago,
Ill.
Jan. 14-16 — 25th Annual Washington Camping
RV Expo, Dulles Expo Center, Chantilly, Va.
Jan. 21-23 — 44th Annual New Jersey RV and
Camping Show, New Jersey Convention Center, Edison, N.J.
Jan. 27-30 — Mid-America RV Show, Bartle Hall,
Kansas City, Mo.
Feb. 10-13 — 44th Annual Minneapolis/St. Paul
RV, Vacation & Camping Show, Minneapolis
Convention Center, Minneapolis, Minn.
Feb 11-13 — 26th Annual Richmond Camping RV
Expo, Richmond Raceway Complex, Richmond, Va.
Feb. 17-20 — 57th Annual Kansas Sports, Boat &
Travel Show, Kansas Coliseum, Wichita, Kan.
Feb. 18-20 — 22nd Annual Las Vegas Sportsmen’s
RV & Travel Show, Cashman Center, Las
Vegas, Nev.
Feb. 25-27 — 21st Annual North Carolina RV &
Camping Show, Charlotte Convention Center,
Charlotte, N.C.
Feb. 25-27 — 16th Annual Atlantic City RV &
Camping Show, Atlantic City Convention Center, Atlantic City, N.J.
March 3-6 — 54th Annual Colorado RV, Sports,
Boat & Travel Show, National Western

Complex, Denver, Colo.
March 4-6 — 18th Annual Rhode Island RV &
Camping Show, Rhode Island Convention
Center, Providence, R.I.
March 11-13 — 7th Annual Virginia RV Show
Hampton Roads Convention Center, Hampton,
Va.
March 11-13 — South Carolina RV & Camping
Show, Greenville Convention Center,
Greenville, S.C.
March 18-20 — 22nd Annual North Carolina RV &
Camping Show, North Carolina State Fairgrounds, Raleigh, N.C.
March 24-27 — New Mexico RV & Travel Show,
Albuquerque Convention Center, Albuquerque,
N.M.
April 7-10 — 6th Annual Pomona RV & Travel
Show, Pomona Fairplex, Pomona, Calif.
Aug. 12-13 — Colorado RV Liquidation Super
Sale, INVESCO Field at Mile High, Denver,
Colo.
Aug. 19-21 — 17th Annual Summer Boat & RV
Super Sale, Richmond Raceway Complex,
Richmond, Va.
Sept. 9-11 — 10th Annual North Carolina Fall RV
Show & Sale, Greensboro Coliseum, Greensboro, N.C.
Sept. 23-25 — North Carolina Fall RV Show &
Sale, The Park, Charlotte, N.C.
Sept. 30-Oct. 2 — 14th Annual Fall Rhode Island
RV Show, Rhode Island Convention Center,
Providence, R.I.
Oct. 28-30 — 18th Annual Fall Atlantic City RV
Show, Atlantic City Convention Center, Atlantic City, N.J.
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ARVC Convention

ARVC Honors Member Parks, Bids Farewell to Longtime
President and CEO Profaizer at Annual InSites Convention
‘This Has Been Another Positive Year for the Industry,’ Linda Profaizer Said in Her Final President’s Message. ‘Our Members Are Generally Reporting a Better Year Than 2009 …
It Appears That Snowbirds Are Returning in Bigger Numbers Than Last Year As Well.’
ust as the nation’s slowly emerging
economy didn’t limit growth this
past year in the RV park and campground sector, the troubling economic
times didn’t prevent the National Association of RV Parks & Campgrounds
(ARVC) from posting decent attendance growth at ARVC’s InSites 2010
Convention & Outdoor Hospitality Expo
Dec. 1-3 at the Rio All-Suites Hotel &
Casino in Las Vegas.
In fact, an 8.2% uptick in attendance
over 2009 — combined with an upbeat
atmosphere throughout the annual convention — seemed to translate into a
pretty good year for the park sector’s
only annual industry-wide business
gathering. ARVC reported 445 “full”
registrations and 184 “expo only” attendees for a total of 629 registrations,
representing 315 parks.
ARVC hosted some 40 seminars and
offered “free admission” to this year’s
vendor Expo, which apparently engendered plenty of positive sentiment.

J

New ARVC President
Paul Bambei
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ARVC First Vice Chairman Rob Schutter Jr. thanks longtime association President and CEO Linda Profaizer for her
40 years of service to the industry. Profaizer earlier announced her pending retirement effective at year’s end.

Also contributing to a positive atmosphere was the goodwill surrounding the
pending year-end retirement of President and CEO Linda Profaizer and the
introduction of her successor, Paul
Bambei. Bambei, a former Time, Comcast and Intelsat executive, was introduced at several functions during the
convention. He spoke at the general
luncheon and took part in business
meetings.
“This has been another positive year
for the industry,” Profaizer said in her
final president’s message. “Our members are generally reporting a better
year than 2009, with the exception of
the Gulf Coast areas. It appears that
snowbirds are returning in bigger numbers than last year as well. Most parks
report an increase in rental accommodations and tenting is still a major part
of the picture.”
Indeed, in his remarks during ARVC’s
annual meeting, association Chairman

J A N U A R Y / F E B R U A R Y

David L. Berg, CPO, said the economic
downturn has actually created new
business opportunities for private parks
as families and other travelers look for
more affordable ways to get away for
weekends and vacations.
Berg also cited statistics from
ARVC’s 2010 National Operations of
the RV Park and Campground Industry
report that found that fewer parks were
listed for sale or were changing hands
due to the declining real estate market.
The report, produced by the Arizona
Hospitality Research and Resource
Center at Northern Arizona University in
Flagstaff, also noted park operators’ increasing use of discount promotions
and the declining availability of free WiFi service.
Bambei, for his part, told InSites attendees that he looks forward to taking
the helm of ARVC and that he operates
with three principles:
q That customer service and com-
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ARVC hosted 40 seminars and offered free admission to this year’s vendor Expo portion of the convention.
A total of 315 parks were represented at the park sector’s only annual industry-wide business gathering.

munication are paramount, and that he
will always strive to improve ARVC’s
customer service and communication
with its members.
q That small businesses should
make a profit and that he will therefore
help ARVC develop innovative marketing plans to improve park operators’
bottom lines.
q That “anything worth achieving is
always done through teamwork.”

An Overview of Key
Association Initiatives
In terms of ARVC initiatives, Profaizer noted in her written annual report
and in her remarks to InSites attendees
that ARVC achieved success with several initiatives launched during the past
year, including:
q Waging a successful PR cam-

continued on page 74

ARVC Re-Elects Executive Committee,
Honors Parks, Industry Execs and Volunteers
Meeting in Vegas, ARVC board re-elected existing executive committee members for the following
year, including Chairman David L. Berg, Red Apple Campground in Kennebunkport, Maine; First Vice
Chairman Rob Schutter Jr., Leisure Systems Inc., Milford, Ohio; Second Vice Chairman Marcia
Galvin, executive director of the Massachusetts Association of Campground Owners and human resources director for Normandy Farms Campground, Foxboro, Mass.; Treasurer Pat O’Neill, Camping on
the Gulf, Destin, Fla.; Secretary Michael Gelfand, Newport Dunes Waterfront Resort, Newport Beach,
Calif.; and Immediate Past President Mark Anderson, Camp Chautauqua, Lake Chautauqua, N.Y.
New ARVC board members elected by region are Larry Helms, Boiling Springs Campground,
Dixon, Mo.; and Patty Edgecomb, Walnut Grove Campground, Alfred, Maine.
ARVC recognized the achievements of private parks in a number of categories during the annual
awards presentation. The esteemed “Park of the Year” awards, sponsored by the Trailer Life RV Parks,
Campgrounds & Services Directoryy, included:
q Dogwood Acres Campground, Newville, Pa., (Small Park Category).
q Shelby-Mansfield KOA, Shelby, Ohio, (Medium Park Category).
q Pine Acres Family Camping Resort, Oakham, Mass., (Large Park Category).
q Lakewood Camping Resort, Myrtle Beach, S.C., (Mega Park Category).
Top performing state campground association executives included:
q Kristy Smith, Ohio Campground Owners Association, (State Executive Director of the Year)
q Scott Sherwood, Connecticut Campground Owners Association, (State President of the Year)
Among the industry volunteers spotlighted:
q Gene Zanger, Casa de Fruta Orchard RV Resort, Hollister, Calif., winner of the Stan Martin
Award, the private campground industry’s highest award.
q Jeff Sims, former ARVC chairman, who was presented the Chairman’s Club Award for his volunteer work. Sims and his wife, Susie, visited over 1,800 campgrounds, RV parks and resorts and traveled
over 38,000 miles to promote the association and promote the benefits of membership.
q Allen Beavers, who just retired as executive director of the Connecticut Association of Campground Owners, won the industry’s Pioneer Award for exemplary service for more than 25 years.
q Eric Stumberg, president and CEO of Austin, Texas-based TengoInternet, a wireless Internet or
Wi-Fi service provider, was named “Supplier of the Year.”
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Upbeat ‘Outlook 2011’ Kickoff to Na
Trade Show Celebrates Industry on
Show Attendance and Space Reservations Were Significantly Up at
Louisville. As Recreation Vehicle Industry Association President Richard
Coon Noted, However, “If We Are to Capitalize on the Promise of a New
Era, There Are a Few Key Issues That Will Require Our Attention.”

38

RVBusiness

Go To:

PHOTOS BY SHAWN SPENCE

T

rue to form, the message delivered by Recreation Vehicle Industry Association (RVIA) executives
during the annual Outlook Breakfast, “Outlook 2011: A New Era Begins,”
at the outset of the 48th Annual National RV Trade Show dealt with plenty
of speculative numbers with regard to
the RV industry’s future.
For the first time in awhile, however,
all the numbers presented at the kickoff
of this year’s show, Nov. 30-Dec. 2 at
Louisville’s Kentucky Exposition Center
(KEC), were good ones.
Coming off a surprisingly robust
2010 in which forecasts of wholesale RV
shipments were upgraded numerous
times throughout the year, nearly 8,700
industry personnel registered for the
show — including almost 3,200 dealer
personnel representing more than 1,290
retailers. Both numbers reflect an increase of more than 10% vs. 2009.
Perhaps the most telling statistic,
however, was found within the halls
and aisles of KEC, where supplier displays and manufacturer exhibits were
spread across 766,000 square feet of
space — a 21% increase over last year’s
show.
Yet, RVIA President Richard Coon
warned in his opening remarks against
allowing the ebullient atmosphere to
mask issues still facing the industry. “As
we come together this year, we are
once again on the path to recovery with
the economy gradually gaining
strength, RV shipments tracking upward
and a forecast projecting more growth
in the coming year,” he said. “But if we
are to capitalize on the promise of a
new era, there are a few key issues that
will require our attention.”
One of the most pressing, according
to Coon, continues to be the availability of retail and wholesale financing.
“As credit tightened during the recession and organizations left the RV fi-

Executives and staff of RVIA assembled on the
Outlook stage to bid farewell to Gary LaBella,
association vice president and chief marketing
officer, who announced his retirement effective
at year’s end.

nance market, our industry was fortunate to have banks and financial institutions that continued to stand with
us,” he pointed out. “But the fact of
the matter is that the economic collapse has made financing an issue for
all types of industries.”
On the other hand, lending appeared
to be loosening up, said Coon, noting
that “several banks are investigating
the potential of our industry.” The expansion of the Small Business Administration’s (SBA) Dealer Floorplan Pilot
Program should also help, he said.
“RVIA, along with RVDA and other
trade groups, pushed for the expansion
of this program to provide more floorplan opportunities for dealers,” he said.
The SBA program, extended until September 2013, will allow dealers to borrow more money and also allow dealers
with a higher net worth (up to $15 million) to participate.
Coon also touched on the industry’s
“green”
g
initiatives, as well as tighteng
ing federal CAFÉ standards, and addressed the industry-wide need for
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During the breakfast meeting, James Ashurst,
former vice president of communication for
The Travel Channel, was introduced as Gary
LaBella’s successor.

qualified service technicians — a topic
the industry is likely to hear more about
in the future from Coon.
“We are now wrapping up a groundbreaking demographic study on the RV
service technician that will provide
much-needed data about this important
career and the impact of our industry’s
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Bob Olson

training and certification programs on
service delivery and customer satisfaction,” he said.
Coon shared the podium during the
breakfast session with Gregg Fore, RVIA
chairman and president of Dicor Corp.,
Elkhart, Ind.; Gary LaBella, who retired
at the first of the year as RVIA’s vice
president and chief marketing officer;
B.J. Thompson, chairman of the RVIA
Public Relations Committee, and a few
special guests. Among them was Terry
Bradshaw, an NFL legend and new minority owner of Evergreen Recreational
Vehicles LLC, Middlebury, Ind.
RVIA’s president, in his closing remarks, touched on the impending globalization of the RV industry before
closing his remarks with a few final
numbers.
“In his latest forecast, Dr. Richard
Curtin expects wholesale RV shipments
to end this year at 236,700 units — a
43% increase over 2009,” said Coon.
“He predicts shipments to rise by another 4% in 2011 to 246,000 units with
growth spread across all vehicle types.
We’ve been fighting and clawing for two
years to get out of this hole — and
we’re just about there.” Δ

Go RVing Coalition to Spend $11M on
Media in 2011; New Campaign Under
Development for 2012 by Texas Agency
I
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As it marks its 16th anniversary, the RV industry’s successful Go RVing market expansion program
is in the midst of an important transition that will play out in 2011.
First, the Go RVing Coalition is preparing to leave behind the “Ambassadors of Affordability” semianimated characters and morph the “Go Affordably. Go RVing.” marketing campaign into a theme that
is a little more hard-hitting now that RV sales have picked up to an extent after plummeting in 2008
and 2009.
Television, Internet and print advertising under the direction of the Richards Group, a Dallas, Texas,
agency, likely will reflect the new theme in early 2012.
Administratively, leadership at the top already has changed with the retirement at the end of 2010
of Gary LaBella, vice president of communication for the Recreation Vehicle Industry Association
(RVIA), who has been involved in the Go RVing program as staff liaison since the first ads kicked in in
1996.
James Ashurst, formerly vice president of communication for the Travel Channel, was introduced
in late November as LaBella’s successor at RVIA and as lead administrator of the Go RVing campaign.
Even as LaBella prepared to depart, work already was well underway to create a new Go RVing
theme that will be implemented in 2012.
The Richards Group in late 2010 was developing a series of ideas for the next campaign that will
be pared down by a coalition subcommittee scheduled to visit Texas sometime over the winter.
All things considered, the two-year-old Ambassadors of Affordability campaign was scheduled for
retirement even as it began.
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“(The affordability) ads were well-received by the industry and the consumer, but
they were intended to be re-evaluated for
their relevance in 2010 and beyond,” LaBella
said in late November. “The ‘affordability’ program was right on the money for the times.
“The ambassadors did their job of helping
us elevate ourselves above the clutter,” LaBella added. “It’s likely that as the economy
recovers, Go RVing will move toward more of
a focus of family fun and the outdoors. That
doesn’t mean that ‘affordability’ will be eliminated. It just won’t be as emphasized.”

economic slowdown.
“It’s worth has been really seen during
this downturn,” Olson said. “We’ve had to do
a lot of budget cutting, but for those companies who survived the recession, it was an
absolute necessity.”
Stinnett, owner of Tom Stinnett RV Freedom Center, Clarksville, Ind., also believes Go
RVing was a valuable asset for dealers and
manufacturers.
“I’d hate to think where the RV industry
would be without Go RVing over the last
couple of years,” Stinnett said. “What we’ve
put together is rather extraordinary.”

Enhanced Leads
Program Developed

Program to Spend $11M
on Media Buys in 2011

While Go RVing’s new direction is still
under development, an enhanced lead proMoney — retail RV sales — is the key to
gram already is in place that is designed to
keeping the Go RVing program relevant even
better identify people who are most likely to
in an age of relatively low-cost social media
buy an RV.
such as Twitter and Facebook.
Gary LaBella
During the annual Outlook Breakfast at
The Go RVing program is funded by an
Louisville, Go RVing co-chairmen Bob Olson
assessment levied against each RV built by
and Tom Stinnett detailed how new computan RVIA member-manufacturer — $46 for
erized enhancements to the Go RVing coneach folding camping trailer shipped, $61 for
sumer leads database will increase the value
each travel trailer and fifth-wheel and $74
of Go RVing leads by prioritizing them and
for motorhomes.
making it easier for industry members to folShipments dropped to such a level in
low up more effectively and efficiently.
2009 that the Go RVing media budget was
“This program can analyze every lead retrimmed to $3.5 million from a high of more
ceived and tell us whether they are a hot lead
than $15 million.
itching to buy soon or an interested lead deMedia spending climbed to $8.2 million
ciding where in the buying process they are,”
in 2010 and the program is expected to
Stinnett told RVBusiness.
spend $11 million on media in 2011, based
The lead prioritization program is based
on projections by economist Richard Curtin
on an analysis of about 1,200 out of 6,000
of the University of Michigan that wholesale
Go RVing leads selected from the Go RVing
RV shipments this year will in grow 4% to
data base that resulted in the purchase of a
246,000 units compared to 2010.
new or used RV between 2007 and 2009.
In 2011, Go RVing will spend $5.5 million
Equifax, a leading credit-reporting comon TV advertising, $3 million on print and
pany, analyzed the purchase information to
$2.5 million on the Internet. Total Go RVing
devise a mathematical formula that predicts
for 2011 spending is budgeted at $19 million,
which leads are “highly likely,” “likely,”
which includes development and production
“moderately likely” and “interested” in purof the new ads.
chasing an RV based on a number of vari“It would not be truthful to say that we
Tom Stinnett
ables: average retail-purchase size, assets,
have been able to make the same impact on
net worth, stated RV purchase intentions and
the consumer marketplace compared to
permission to be called by phone, among them.
2005-2007,” LaBella said. “But nonetheless, because we got smarter in our
Dealers joining the lead program for an annual fee of $225 will receive a use of social media and buying more web advertising, and because of money
report on leads in their areas detailing that breakdown.
we save on creating the ‘Go Affordably’ ads, we are doing very well.”
That the Go RVing campaign survived the Great Recession even in a reRecreation Vehicle Dealer Association (RVDA) President Mike Molino,
duced form is a testament to the program’s industrywide support over a
whose trade association co-owns the Go RVing campaign with RVIA, dedecade-and-a-half. The marine industry’s derivative “Grow Boating” camclared the Go RVing program to be “one of our most important cooperative
paign, for instance, collapsed during the recession and voluntary contribuindustry efforts” while addressing delegates to the 2010 Recreation Vehicle
tions to the program were returned to boat manufacturers.
Dealers International Convention/Expo in October in Las Vegas, Nev.
“We had an impactful program in 2010, despite the budget cutbacks,”
“Go RVing is attracting new prospects,” Molino said, noting that between
LaBella said. “Preliminary top-line results indicate that despite the negative
March and August 2010 when Go RVing print TV and ad placements were at
market condition of recent years, Go RVing has been delivering quality leads
their peak, there were 1.7 million visits to the Go RVing website
to the industry, evidenced by the finding that 20% have bought either a new (gorving.com), an 82% increase compared to 2009.
or used RV since becoming a lead.”
“Go RVing’s high-impact spring and summer ad buy helped attract more
Olson, chairman, president and CEO of Winnebago Industries Inc., Forest buyer prospects to the industry while boosting RV interest and demand durCity, Iowa, said the Go RVing campaign showed its value during the global
ing the high-sell and travel season,” Molino added. Δ
40
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National Trade Show Showcases
An RV Industry On the Upswing
Louisville’s Kentucky Exposition Center Again Fills With New and Upgraded Products as Manufacturers — Encouraged by 2010 Shipments, 2011 Forecast — Recommit Heavily to R&D.
‘We Are Coming Out of a Recession and Times are Looking Good,’ Said NFL Hall of Fame
Quarterback Terry Bradshaw, Now a Part-Owner of EverGreen Recreational Vehicles LLC
I
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T

Terry Bradshaw (left) with Evergreen
RV founder and owner Kelly Rose.

he North American recreational vehicle industry is on the mend.
That simple — but highly significant — theme permeated the show
displays, cocktail parties and general
atmosphere at the 48th Annual National RV Trade Show, Nov. 30-Dec. 2
in Louisville, Ky.
The wide array of new product on
display — underscoring the fact that
companies have indeed dug into their
pockets for R&D — is a sign of the industry’s resilience. From Thor Motor
Coach’s A.C.E. front-engine diesel motorhome — named “Best of Show” by
RVBusiness — to a sleek Euro-styled Element travel trailer from EverGreen
Recreational Vehicles LLC, from
Monaco RV LLC’s sleek new Trip Class
A to Fleetwood RV Inc.’s gas-powered
Tioga/Jamboree Class C with its rearextending slideouts, there was certainly
plenty for dealers to see in the aisles
and the great halls of the Kentucky Exposition Center.
Also on exhibit at this year’s
Louisville Show was a series of brand
names that are being (re)marketed in a
big way, including Aluma-Lite, Shasta,
Yellowstone and Prowler.
“We had growth last year, and expect
to see growth next year vs. this year,”
said Jonathan Randall, Freightliner
Custom Chassis Corp. (FCCC) director of
sales and marketing.
“We are coming out of a recession
and times are looking good,” said Terry
Bradshaw, a former NFL quarterback
and current FOX football commentator,
now a part-owner of EverGreen.
Boosted by Bradshaw’s celebrity, the
display at three-year-old Evergreen was
as crowded as any as the show opened
and the Middlebury, Ind., manufacturer
introduced the unique, all-composite
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Element travel trailer.
Using a new manufacturing technique, the Element, available in four
24-foot floorplans, is built with aluminum-and-composite sidewall panels
that are fused to a one-piece outer
perimeter exoskeleton made of fiberglass reinforced polyester (FRP).
On the inside, marine influences are
apparent. “The level of design work that
it takes to pull something like this off, a
lot of other manufacturers are scared of
the investment,” said Dan Rodabaugh,
EverGreen director of engineering.
“One of the reasons we started this
company was to be able to do these
types of projects,” added Evergreen
President Doug Lantz. “We’re not afraid
of taking on new and innovative ideas.”
The diminutive Element, with a dry
weight of approximately 3,300 pounds,
can be towed by minivans and midsized SURVs.
The following is a tour of some of
the show’s more high profile units.
✺ ✺ ✺
In viewing the newly redesigned
2011 Winnebago Tour/Itasca Ellipse
diesel-pusher Class A, those visiting the
Winnebago Industries Inc. exhibit were
reminded of the fact that style still
counts in the recreation vehicle business — along, of course, with functionality, floorplan and price.
Winnebago’s top-of-the-line Class A,
retailing in the $300,000-plus range,
incorporates a new low-standing, modified bus-style exterior with full body
paint, a large and low windshield and
stacked headlights that maximize visibility while LED running lamps provide
a high-end detail feature.
The 40- to 42-foot Tour/Ellipse also
features a rear cap with high-visibility
tail lamps and chrome exhaust finish
along with a new cap design.
Available in four triple- and quadslide floorplans — two with full-wall
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Display of new Navistar MaxxForce
diesel engines.

slideouts — the Tour/Ellipse is built on
34,320- and 44,320-pound GVWR
Maxum Freightliner chassis initially
equipped with pre-2010 EPA 400-hp
Cummins diesel engines that are being
switched out with 2010-EPA certified
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450-hp Cummins powerplants.
✺ ✺ ✺
Under its new parent company, International Harvester Corp., Monaco
RV LLC was busy with a slew of new
products at the show, including the new
front-end diesel Trip Class A motorhome
and an Alumi-Lite gas Class A.
A more “family-friendly” version of
the Monaco Vesta introduced last summer — the first motorhome entry designed by the world-class truck builder
— the Holiday Rambler Trip, with rugged
flooring, cabinets, sofas and booth
dinette materials, is available in a single
33-foot floorplan until spring when a 35foot double-slide floor plan will debut.
“It’s easy to clean with kids running
in and out of the coach,” said Ryan
Lee, marketing director for Coburg,
Ore.-based Monaco. The Trip is mounted
on Monaco’s 29,000-pound GVWR Roadmaster chassis powered by a 260-hp
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TMC’s A.C.E.
Motorhome

T

here were plenty of innovative new RVs on display at
RVIA’s 48th Annual National RV Trade Show in
Louisville, Ky., and that’s no surprise because tough
economic times tend to bring out the best in many
companies as they turn up the R&D focus to better compete
for market share in a tight market.
Among the most eye-catching were Evergreen Recreational Vehicles
LLC’s starkly different Element travel
trailer, Fleetwood
RV Inc.’s innovative rear-slide Tioga
and
Jamboree
Class C, Monaco RV
LLC’s
futuristic
Holiday Rambler
Trip Class A, Earthbound RV’s chic
new travel trailer,
Airstream Inc.’s
classy Eddie Bauer
Edition Airstream,
Open Range RV
Inc.’s patio-equipped fifth-wheel,
Dutchmen Manufacturing Inc.’s
new high-end Voltage toyhauler
and Winnebago Industries Inc.’s
redesigned high-end Winnebago
Tour/Itasca Ellipse Class A.
But the RVBusiness staff’s
unanimous choice for “Best of
Show” was Thor Motor Coach’s
A.C.E. Class A motorhome.
“In our view, the A.C.E. is a
prime example of a post-recessionary motorhome that addresses the changing tastes and wallets of American consumers yet retains in the process a degree of style, dignity
and even a touch of class,” stated RVBusiness Publisher
Sherman Goldenberg.
Bottom line, the A.C.E., designed on a 16,000-pound
GVWR, gas-fueled Ford chassis to combine the best attributes of Class A and C motorhomes, is a sharp-looking, kidfriendly, entry-level coach with full-body paint, electric
jacks, rear-view camera, kitchen slides, optimal storage,
pet-friendly accoutrements and an electric drop-down cockpit bed that retails for under $80,000.
“The ACE is a real neat project,” said Thor Motor Coach
President and CEO Bill Fenech. “It started out as an entrylevel motorhome. We wanted to get into that price segment
even more than we were. We wanted to be aggressive. So,

instead of just coming out with a price piece that is just
another ‘me-too’ motorhome, we looked at the market a little differently. We looked at the Class A and Class C markets,
and there are some advantages to both products for the
buyer. We looked at the two, hence the name A.C.E. — A &
C Evolution.”
Floorplan, eye appeal and price are the key ingredients
that attract the retail buyers, said
Fenech, and the
A.C.E. was designed
with those three
priorities in mind.
Consistent with
a market that in
some cases has
consumers looking
for smaller vehicles, the A.C.E. is a
relatively short 29
feet, 7 inches in
length yet it offers
84-inch headroom.
The A.C.E. cockpit tends to appeal to more of a
Class C buyer, with a moderate exterior eyebrow in a front cap that
houses an overhead front bunk and
smaller windshield with an integrated visor that, according to
Fenech, limits distracting direct
sunlight and heat. “Women are saying that this doesn’t feel as overwhelming as a big bus,” he noted.
Exterior storage capacities, on
the other hand, lean more toward the traditional Class A,
including a relatively huge rear curbside compartment. Incorporated in the entry step is a storage drawer and toolbox
for keeping tools, gloves and other RV gear without having
to track through the coach, and there’s a broom-and-coat
closet at the entry door in addition to a “Motorhome Mud
Room” at the main entrance door for dirty shoes and gear.
In the final analysis, however, the fact that the A.C.E.
is inordinately pet-friendly — with an “integrated tiedown”
for dogs outside plus an inside “Kibble Station” for feeding
pets — was the icing on the cake in opting to name Thor’s
A.C.E. “Best of Show.”
“We tried to do a price leader coach before,” added
Fenech, “but we could never get it right. Everything we put
in this coach, we did for a reason. Every single dollar we
spent or dollar we took out, we did it for a reason.” Δ
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International MaxxForce 7 diesel engine and carries a base MSRP of
$199,350.
Also on the motorized side, Monaco
reinserted the Alumi-Lite brand name
into its lineup after a hiatus of several
years. The 31-foot 2012 Alumi-Lite lowprofile A-body is built on an 18,000pound GVWR Ford Super Duty chassis
powered by a 362-hp Triton V-10 engine. Notably, the Aluma-Lite 31SF3
floorplan, with a $99,000 retail price
tag, sports a “slide-in-a-slide” — a 7foot, 9-inch-long slideout containing
an L-shaped sectional sofa that extends
from a 23-foot full-wall slide.
“It’s a smaller coach that gives better fuel efficiency with as much floorspace as a larger motorhome,” said
Scott Jacobson, Holiday Rambler National Sales Manager. Two other floorplans featuring single slideouts will
available by spring.
✺ ✺ ✺
Keystone RV Co., the industry’s topselling towable builder, says its best-selling Montana for 2011 is now the first
fifth-wheel to incorporate a radius roof
— and curved ceiling — throughout the
entire length of the coach.
Keystone calls its new roof design in
all 11 of its 33-37-foot fifth-wheel offerings, with MSRPs starting at
$41,835, the “Revolutionary Radius
Roof.” It’s all part of the Montana’s
general redesign, including new exterior
graphics, front and rear caps, Cobalt
decors, window treatments and Beauflor cushioned vinyl flooring.
“Benefits include added strength,
significantly more ceiling height, and a
whole new interior appearance compared to the traditional fifth-wheel.
With the Revolutionary Radius Roof,
Montana’s interior height is now 8-feet
7-inches in the living areas and 6-feet
7-inches in the bedroom,” the company
noted in a release.
In addition, the company reported,
Montana showcased two all-new floorplans at Louisville — the 3700RL and
the 3100RL, both rear-living-room models — and a 3585SA boasting a rear
kitchen flooplan.
✺ ✺ ✺
Using materials borrowed from the
aircraft, marine and automotive industries, Earthbound LLC — which moved
within the last year from Elkhart, Ind.,
to Marion, Ind., about 75 miles to the
southeast — showed its stylish, ecofriendly 2011 Earthbound travel trailer
with 26- to 30-foot floorplans.
A specially designed frame provides
a lower center of gravity for easier tow44

RVBusiness

Go To:

Earthbound Montreal
Holiday Rambler Aluma-Lite

ing. Positioned to compete for the
Airstream buyer, Earthbound features
no wood, seamless aluminum sidewalls
with automotive clear coat and onepiece fiberglass front and rear caps and
composite cabinets. The lightweight
Earthbound travel trailer features dry
weights of 4,140 to 5,010 pounds, and
the 29½-foot Montreal sports a huge,
tinted 60 X 73-inch “Sky View” window.
“We’ve standardized everything in
the unit,” said Chairman C. David Hoefer. “There are only four options — a
cork floor, leather valances, a tankless
water heater and a hitch on the back.”
The Earthbound has a base MSRP of
$47,000.
✺ ✺ ✺
Two-year-old Prime Time Manufacturing, Elkhart, Ind., a growing division
of Forest River Inc., introduced the
2011 Crusader, its first fifth-wheel.
“For a little fifth-wheel, there is a lot
of storage and a very residential feel,”
said Jeff Rank, Prime Time president
and co-founder.
Available in six 29- to 36-foot floorplans, the 34-foot 298BHD floorplan
features a fully equipped exterior
kitchen with a stone facade. With a
$27,000-base MSRP, Crusader features
an aerodynamic front cap that affords
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an 88-degree turning radius allowing
towing by short-bed pickups without
the need for a slider hitch.
The fiberglass-and-aluminum Crusader joins the Tracer ultra-lite and
Lacrosse laminated trailer in Prime
Time’s lineup, which in 2011 will see
the addition of the Sanibel full-profile
fifth-wheel plus an as-yet unnamed
stick-and-tin line, then an entry-level
travel trailer in late summer followed by
a sport utility RV, Rank told RVBusiness.
✺ ✺ ✺
In a West Coast market that now includes fewer players, MVP RV Inc.,
Riverside, Calif., is taking an aggressive
approach to that market with debuts in
Louisville of the luxury Destiny fifthwheel and the Tahoe Class C, according
to Scott Degnan, vice president of sales.
“There continues to be a tremendous
demand out on the West Coast for Class
C’s, including rentals,” he said. “And we
are in the biggest fifth-wheel market in
the country.”
The new Tahoe Class C is available in
three 23- to 31-foot floorplans with up
to three slideouts on the Ford E-350 and
E-450 chassis for a $62,000 base MSRP.
The Destiny fifth-wheel, with a
$49,952 base price, has more than 200
square feet of exterior storage in each
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MVP RV Tahoe

Bridgeview Harbor View

of the two 35- and 36-foot quad-slide
floorplans shown at its display.
In addition, MVP also displayed the
redesigned Jazz mid-profile fiver.
✺ ✺ ✺
Bridgeview Manufacturing LLC,
predominantly a recreational park
trailer manufacturer until last summer,
introduced an extensive lineup of
travel trailers equipped for the handicapped to accompany a conventional
Harbor View product line.
“There's a definite niche for mobility
RVs — and nobody’s filling it,” said Jim
Brown, president and CEO of the
Elkhart, Ind., manufacturer.
Steel-reinforced
wood-and-aluminum Harbor View mobility trailers are
available in nine 26- to 36-foot floorplans, each with wheelchair lifts, 36inch hallways and large bathrooms with
showers. MSRP: $40,000.
✺ ✺ ✺
Fleetwood RV Inc., now with headquarters in Decatur, Ind., has added
four new Sprinter chassis-based floorplans for 2011 to its Tioga/Jamboree
minimotorhome series with MSRPs that
start at $88,060. The Tioga DSL/Jamboree DSL are 25-foot, single-slideout
layouts built on the 11,030-pound
GVWR imported Mercedes-Benz chassis

Fleetwood Jamboree Sport

equipped with the high-mileage 6cylinder, 3.0-L turbocharged Mercedes
front-engine diesel.
Also capturing attention in the Fleetwood display was a Jamboree Sport
equipped for the rental market, which
President John Draheim said the company is going to aggressively market.
In addition, Fleetwood is offering
18-inch rear-extending slideouts on
Ford gas-chassis versions of the
Tioga/Ranger and the Storm gas-powered Class A. ''You get more livability in
a shorter coach,'' Draheim said.
Draheim, who noted ''there is a hole''
in the Class C market, predicted that
Class C sales are going to be more durable
for awhile. ''We think the Class C market
is going to be a bigger component of the
industry's volume going forward for the
next few years,'' Draheim said.
✺ ✺ ✺
Launched in October as a standalone spinoff of Gulf Stream Coach
Inc., Yellowstone RV came to
Louisville with the new RidgeLine full
profile fifth-wheel and the Canyon Trail
travel trailer and fifth-wheel series,
which features an “advanced profile”
design for towing behind three-quarter
ton pickup truck.
Also available is the Canyon Trail

LXT and Canyon Trail Aztec edition
sporting a gray exterior, which has become popular in recent years. Ridgeline
is available in five 34- to 40-foot floorplans with up to five slideouts with a
base MSRP of $51,000.
✺ ✺ ✺
Matt Popovic, CrossRoads RV’s national sales manager for the Rushmore
fifth-wheel, said the high-profile coach
was built with the aging Baby Boomer
in mind.
“We designed the Rushmore to have
easier access to some of the features,
such as relocating a toolbox under the
awning rather than under the front cap
and making the pass-through storage
easier to get to,” Popovic said.
With a base MSRP of $45,000, the
high-profile Rushmore is available in
five 34- to 38-foot floorplans, three of
which feature rollaway island kitchens.
“What we wanted to do is be different,” said Popovic. “We wanted to capitalize on the high-profile market —
and give our dealerships the opportunity to capitalize as well by giving them
a look and a feel that no one else at
this price point can match.”
Two floorplans of note: the 35CK,
with a residential floor-to-ceiling faux
fireplace, and the 38CK, featuring a res-
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idential hutch positioned to create twozone living space for the kitchen and
living area while retaining an open atmosphere.
✺ ✺ ✺
In Hall 1, Open Range RV Inc. offered one of the more interesting new
options on display at the Louisville
Show — a $4,400 hinged patio option
that can be added to several of its fifthwheel models. The 60-square-foot covered add-on is accessed from inside the
coach through a sliding glass door and
is large enough for a picnic table and
benches. The patio can be coupled with
an electric doorway lift that allows easier access to the coach for people who
have trouble climbing stairs.
✺ ✺ ✺
Airstream Inc. President Bob
Wheeler said it took more than 18
months to develop the new outdoorthemed Airstream Eddie Bauer travel
trailer that debuted at the show. The 25foot Eddie Bauer Airstream, with an
MSRP of $73,700, is equipped with a rear
hatch to load kayaks, canoes, bikes and
other sports gear — and, when the hatch
is open, a sliding screen to provide a
more open environment for campers.
“We tried to include materials that
were outdoor-friendly, that are a little
easier to clean up, a little more
durable,” said Damien Huang, Eddie
Bauer senior vice president of outwear
gear/active lifestyle, noting that cobranded apparel and products will be
launched in the spring.
The Eddie Bauer Airstream has oversized Michelin tires and is built with
greater ground clearance than
Airstream’s traditional “silver bullet”
travel trailers.
✺ ✺ ✺
At luxury manufacturer Carriage
Inc.’s display, Ed Kinney, vice president
of sales, predicted that with the introduction of the new Cabo fifth-wheel and
spiffed up top-of-the-line Royals International fiver, the company will increase
its business by 30% or more in 2011.
“The Cabo adds a lot to it,” said Kinney, adding that the Cabo, the entrylevel into Carriage’s luxury fifth-wheel
line, is available in four 34- to 37-foot
floorplans, one with a bath-and-a-half
bunk layout with a large picture window
at the back. MSRPs start at $53,000.
As for the top-of-the-line Royals International (MSRP: $140,000), Carriage
didn’t change the exterior of the 2011
model, but did an extensive upgrade inside to appeal to RVers moving out of
diesel-pusher motorhomes. “We are seeing a tremendous amount of diesel46
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Carriage Royals International interior
Carriage Cabo

pusher people trading into the Royals,
which caught us a little bit by surprise,” Kinney said.
✺ ✺ ✺
Startup Shasta RV, Forest River’s
new Middlebury, Ind., division, initially
intended to bring “stick-and-tin” Revere and Revere LE travel trailers to
the show.
But Shasta President Brad Whitehead said that dealer demand for a
light-weight, laminated travel trailer
and Class C motorhome that Shasta intended to build later in 2011 was such
that he moved up production and
brought both to the show.
Late comers to the show were the
Freeport, a low-profile travel trailer
available in five floorplans with a base
MSRP of $18,435, and the Cynara Class
C motorhome with three layouts retailing from $73,695.
“It seems the Class C segment is going
to be very strong in the coming year, not
to say there’s going to be any weakening
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of the travel-trailer segment,” Whitehead
said. “When we hear that from the dealer
body, that makes us move.”
The Revere travel trailer (MSRP:
$18,599) is available in nine 21- to 30foot floorplans while the less-expensive
Revere LE (MSRP: $13,345) offers
seven. Both are half-ton towable and
intended for entry-level buyers.
✺ ✺ ✺
While Heartland Recreational Vehicles LLC has resurrected the Prowler
brand name that it purchased from the
prior Fleetwood company, the Prowler
lineup — from wood-and-aluminum
travel trailers up to a mid-profile fifthwheel — was all new at the show.
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Airstream President Bob Wheeler
with Airstream Eddie Bauer model

CrossRoads RV Rushmore

“We took the Prowler name, which
has a huge following out there, and
made it a Heartland product,” said Todd
Schmitz, regional sales manager.
After a sneak peak in October in Las
Vegas at the RVDA Con/Expo, Heartland
introduced 19 Prowler travel trailer and
fifth-wheel floorplans, ranging from 25
to 31 feet. “It’s a full line with five different price points,” Schmitz told
RVBusiness.
Also catching the eye of showgoers
was a new front cap on Heartland’s Big
Foot and Cyclone fifth-wheels that
Heartland obtained out of the bank-

Shasta RV Revere LE

ruptcy of Canadian manufacturer Glendale International Corp. Glendale had
gained a pretty good following with its
Titanium fifth-wheel equipped with that
cap, which allows more front-end space.
“It’s an innovative, patented design
that gives us a compelling feature advantage,” said Coley Brady, Heartland
director of fifth-wheel sales. “You’re able
to do a lot more in less towing space.”
✺ ✺ ✺
At the Jayco Inc. display, the company's Entegra Coach division reintroduced the Insignia diesel pusher as an
entry-level unit in the Entegra line.
With a base MSRP of $265,000, the
Insignia is available in three quad-slide,
rear-bedroom floorplans.
Sid Johnson, Jayco marketing director, predicted that with the country having emerged from the Great Recession,
demand for motorhomes will increase.
“There’s almost a vacuum that has developed and there will be fairly significant
demand over the next several years for

Class A motorhomes, particularly in the
diesel-pusher segment,” Johnson said.
✺ ✺ ✺
Tom Montague, national sales manager for Redwood RV, Thor Industries
Inc.’s first from-the-ground-up startup,
touted the fifth-wheel’s Falcon Integrated Technology (FIT) chassis as a
game-changer.
The FIT chassis, developed with Lippert Components Inc., comes
equipped with axles, suspension, turning gear, hydraulic leveling gear, brakes
and pin box so that retail customers
and dealers only have to deal with one
company for service. “Now customers
just need to call one single point of
contact for all the solutions,” Montague
said. “This simplifies it for the customer
and for the dealer.”
Redwood displayed three fifth-wheels
with $65,000 MSRPs that the company
markets as “residential vehicles” at the
show. All were 39-footers, most of which
weigh just under 13,000 pounds.
Montague said comfort is key
throughout the Redwood fiver, pointing
to the residential furnishings that do
not include a sofa sleeper. “We didn’t
want to sacrifice 360 days of comfort
for the five days that this customer may
have someone spend the night,” Montague told RVBusiness.
✺ ✺ ✺
Over in Hall 3, John Sammut, vice
president of sales for Newmar Corp.,
said the Nappanee, Ind., towable and
motorized manufacturer introduced the
new Ventana LE as its lowest-cost
diesel pusher to cope with price creep
and higher engine costs due to more
stringent emission standards.
With a $219,000 MSRP — a popular
price tier for 2011 — the Ventana LE,
built on a Freightliner chassis with a
340-hp Cummins ISB diesel engine, retails for roughly $30,000 less than the
Ventana pusher that previously was
Newmar’s least-expensive coach.
The Ventana LE is available in one 36foot and two 38-foot floorplans, one
with a bath-and-a-half layout. “Prices
have gone up and up and our competitors have filled that price point with new
products,” Sammut said. “The Ventana LE
fills a void for us.”And Sammut noted it
does so without cutting corners, as the
Ventana LE features full-body paint and
Corian kitchen countertops along with
Flexsteel furniture.
✺ ✺ ✺
One of the most aggressive companies with regard to new product at the
show was Goshen, Ind.-based Dutchmen
Mfg. Inc., perhaps the most high-visi-
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Dutchmen Aerolite SS

bility examples of which was the upscale
2011 Voltage Toyhauler. First shown in
late August at an Oklahoma show, the
Voltage is available in four 35- to 43foot widebody floorplans with two or
three 71⁄2-foot-tall electric slideouts, an
exterior entertainment center, passthrough storage with slam-latch doors
plus walk-in closets, large microwaves,
four-door refrigerators, floor-to-ceiling
pantries and stainless-steel sinks.
“We wanted to build a toy hauler
that is different than anything on the
market; we wanted to cut a different
path,” said Nate Goldenberg, general
manager for the company’s Denali, Voltage and Rubicon divisions. “We tried to
pay attention to the essentials that traditional RVs have.”
Dutchmen also showed a lower
priced line of widebody Rubicon toy-

Among the Other Units Worthy
Of a Closer Look at the Show:
q A 12-foot Evolution SV3 is an on-road version of FTCA Inc.’s (dba Coleman Folding Trailers) off-road folding camping trailer, and at $11,000 MSRP, the least expensive Coleman with a
shower and toilet.
q Livin’ Lite Recreational Vehicles added
a full-sized truck camper in its Camplite series
for short-bed half-ton pickup trucks. All-aluminum, with the exception of Azdell composite
interior walls, MSRP is $14,900.
q Kansas-based Peterson Industries Inc.
debuted a high-end 33-foot Winslow travel
trailer with 120 cubic feet of storage to the previously all fifth-wheel series. Retailing for $70,000,
Livin’ Lite Camplite
the Winslow travel trailer is built on the same
drop-Z frame on which Peterson assembles its high-end Excel fifth-wheel line.
q Forest River Inc. introduced a laminated, 27-foot half-ton-towable in its XLR sport utility RV
(SURV) series with a dry weight of 5,550 pounds and an MSRP in the mid-$20,000s.
q Gulf Stream Coach Inc., debuted the entry-level SKY and SKY XT on a 993⁄4-inch platform
with a radius roofline and aerodynamic front end.
48
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haulers; a stylish Aerolite “SS” Super
Slide Series of travel trailers, a lesser
priced, conventional construction
Aspen Trail travel trailer and an Infinity series of full-profile fifth-wheels and
travel trailers initially available in 10
travel trailer and four fifth-wheel floorplans with starting retail prices of
$20,000 and $40,000, respectively.
“The interior has a more contemporary, residential feel, but not too far
over the edge,” said Rob Groover, general manager of Dutchmen’s Grand
Junction and Infinity divisions.
✺ ✺ ✺
Andy Baer, KZRV LP vice president
of sales and marketing, brought its
“near high-line” StoneRidge to the
show. Priced beneath the Shipshewana,
Ind., company’s high-end Escalade, the
StoneRidge includes a 36RK model with
an optional outdoor “bistro” consisting
of a stainless-steel sink and countertop, electric grill, icemaker, 26-inch HD
TV and its own electric awning.
Inside is an island dining area in a
raised kitchen that allows more underfloor storage. Base MSRP for the
StoneRidge is $50,000. The 36RK, in
turn, retails for “under $70,000.”
“Everybody wants to be in the fifthwheel business because that’s where
the ‘treasure’ is, particularly in the
$40,000 to $60,000 range,” said Baer,
adding that KZ also showed a new
Spree Escape, a light-weight, 14-19
foot trailer with laminated sidewalls
and an interior sporting a nautical
theme. The Spree Escape, with GVWRs
of 2,700 to 3,500 pounds, retails in the
$10,500 range. Δ

2 0 1 1

.com

User Guide

Contents

RVB110102 Louisville At Night LO.qxp_RVB Feature 1/13/11 2:54 PM Page 49

Louisville at Night
While RVIA’s Outlook Breakfast is the traditional kickoff for the annual National RV Trade Show, much of what makes the
annual trade show tick occurs in the evenings — after hours — all week long. There’s really no clear schedule for these
events because, by and large, they’re outside RVIA’s purview — from RVDA’s DSI reception at the Crown Plaza down south
to the RVDA of Canada’s annual “Canada Night” festivities at the historic Galt House near the banks of the Ohio River downtown. Meanwhile, a wide array of companies, notably Forest River Inc., GE Capital and Affinity Group Inc. among others,
host cocktail parties throughout the city. And there was a special reception this year downtown at Maker’s Mark on
4th Street Live for retiring RVIA Vice President and Chief Marketing Officer Gary LaBella.
For sheer numbers,
nothing compared
with the Forest
River bash at the
downtown Marriott
hosted by Forest
River CEO Pete
Liegl (right), with
John Booth and
John Boot, sales
reps for Forest
River’s Puma and
Cherokee brands.
The low-key affair
drew literally hundreds of people
each night from
all walks of the RV
industry.

Rick Horsey of Parkview RV Center in Smyrna, Del., (left)
was honored for more than 10 years of service as chairman of the Recreation Vehicle Dealers Association
(RVDA) Education Foundation’s RV Learning Center at a
special RVDA members reception in Louisville. RVDA
Chairman Tim O’Brien presented the award. Earlier, at the
RVDA board meeting, Jeff Pastore of Hartville RV Center
in Hartville, Ohio, was elected to succeed Horsey, who
will remain on the RV Learning Center board of directors.

Another of the key get-togethers at Louisville is the annual party hosted by GE Capital at the
Rathskeller in the basement of the historic Seelbach Hotel. The GE group included (L-R): Bob
Parrish, Heidi Fairgrieve, Bill Hughes, Pete Lannon, Mike Tucker, Matt Michelson, Jeff McDermott, Waller Blackwell, Pete Ringler, Don McElvey and Brian Carvalho.

The Maker’s Mark on 4th Street Live was filled
with RV industry executives bidding farewell to
retiring RVIA Vice President Gary LaBella, including (L-R): Jayco board member Tom Faludy;
Tom Stinnett, Go RVing co-chairman and owner,
Tom Stinnett RV Freedom Center, Clarksville,
Ind.; LaBella; Bob Olson, GO RVing co-chairman
and chairman, president and CEO of Winnebago
Industries Inc.; Mike Schneider, CEO of Affinity
Group Inc.; and Richard “Dicky” Riegel, senior
group president of Thor Industries Inc.

One of the more unusual sights witnessed during the
National RV Trade Show is the Louisville Pipe Band,
a drum-and-bagpipe band that marches around the
assembled industry friends and associates during
the annual AGI party, held at the Hard Rock Café.
“It’s a tradition without any basis whatsoever, other
than the fact that we like hearing ‘Amazing Grace’
over Scotch once a year,” said RVBusiness Publisher Sherman Goldenberg.
J A N U A R Y / F E B R U A R Y
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2010 NEWSMAKER OF THE YEAR
The RV Centennial, by Most Accounts, was

‘The Right Idea at the Right Time’

Not Only Did the Centennial’s Agenda Go a Long Way Toward Honoring the RV
Arena’s Past, It Succeeded in Diverting the Attention of the Industry and National
Press From a Tidal Wave of Bad Economic News During the Great Recession.
I

B Y

“I

n 1910, there was no TV,
no air conditioning and no
phone — but there were
RVs. Through war and
peace, booms and busts, fuel lines, fads
and the cyber revolution, the RV lifestyle
has endured and is still going strong,
even in today’s challenging economic
times.” — An RVIA press release announcing the then-upcoming “RV Centennial”

Things were still looking pretty bleak
for the recreational vehicle industry in
2009 when the PR-focused staffs of the
Recreation Vehicle Industry Association
(RVIA) and Barton Gilanelli Associates
Inc., RVIA’s long-time agency, first
came up with the idea for an “RV Centennial” for 2010.
The plan was to morph the image of
the recreational vehicle industry in the
national press from a poster child for
the Great Recession to something more
honorable, dignified and valuable to
the American public.
And it worked to perfection, creating
an impressive groundswell of positive national press — which is why the RVBusiness staff has named the “RV Centennial”
its “2010 Newsmaker of the Year.”
“The primary benefit of the Centennial, and the principal reason that RVIA
embraced it, was that it gave our industry a chance to celebrate after almost two years of recessionary misery,”
Gary LaBella, RVIA’s outgoing vice president and chief marketing officer, told
RVBusiness. “This industry needed
something to rally around, to smile
about, to unify over and to help make
50
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us feel good about ourselves.”
B.J. Thompson, president of BJ
Thompson Associates, Mishawaka, Ind.,
and chairman of RVIA’s Public Relations
Committee, agrees with a number of
other industry insiders that the “RV
Centennial” was the right idea at the
right time.
“I think it (the Centennial) was particularly significant at the time, considering the state of our economy and the
fact that a lot of people were thinking
that it was the end of the RV industry,”
said Thompson.
“And the 100 years of the RV industry — and the celebration of it — was
particularly pertinent at that time because it clearly showed with the historical facts that the RV industry has
successfully gone through wars and
economic depressions that were significantly worse than what we were experiencing at that time.”
In establishing 2010 as the rightful
year for the Centennial, RVIA turned to
three respected RV history experts:
David Woodworth (a collector of early
RVs and camping memorabilia); Al Hesselbart, an archivist for the RV/MH Heritage Foundation Inc.’s Hall of Fame in
Elkhart, Ind.) and Roger White (an associate curator for the Smithsonian Institution). All three agreed that the
first commercial motorized campers
were built in 1910.
“The first motorized campers were
built in 1910,” Woodworth stated in the
first of many RVIA Centennial press releases. “Before that, people camped in
private rail cars that were pulled to sidings along train routes. The year 1910
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brought a new freedom to people who
didn’t want to be limited by the rail
system. RV’s allowed them to go where
they wanted, when they wanted.”
With that, RVIA and Barton Gilanelli
went to work building a platform for a
year-long “RV Centennial” observance
that included a whole menu of mediasavvy websites and events that ultimately won the favor of a wide array of
mainstream media outlets as well as the
country’s public relations trade press,
including PR Week and PR News.
It also won a prestigious award in
the Silver Inkwell competition sponsored by the International Association
of Business Communicators in Washington D.C., where RVIA’s Centennial program was selected “Best of the Best”
among 130 entries. And there may be
more recognition to come, we’re told,
because the RV Centennial program will
be entered in additional 2011 award
contests that judge 2010 campaigns.
Some of the Centennial’s key elements:
q A website parading industry history.
q A special media tour by Woodworth from Elkhart to New York.
q A congressional resolution plus
legislative proclamations from more
than a dozen states.
q A 100-day tour by “Centennial
Charlie,” a stuffed bear inspired by the
Go RVing Coalition’s animated ad characters that served as the Centennial mascot
at numerous retail shows, manufacturing
plants, suppliers and dealerships.
q A souvenir edition of The Elkhart
Truth, the local newspaper.
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q A time capsule now on display at
the Hall of Fame museum.
q A “Salute to Workers,” now permanently displayed at the Hall.
q Video testimonials from approximately 20 celebrities and political figures.
q A social media outreach program
through which Go RVing’s Facebook fan
page and Twitter were utilized to focus
attention on the Centennial.
q Press release templates to be
used by industry members to alert local
media about the industry’s 100th anniversary and what was being done locally to celebrate.
q “A Funny Thing Happened on the
Way to our Centennial” video montage
of famous RV moments in film and TV.
Capping it all off was a climactic
June 7 industry party at the Hall of
Fame that drew scores of people, many
of them in the area to attend RVIA’s
Committee Week and Annual Meeting.
Also adding to the crowd, which
drew a large contingent of personnel

from Elkhart-area companies, was a
meeting of the National Association of
RV Parks & Campgrounds’ (ARVC) Business Forum, whose members had agreed
to meet in Goshen so that they could
also attend the party.
“The June 7 event on the grounds of
the beautiful RV/MH Hall of Fame & Museum, under sparkling blue skies and
with 1,100 happy faces, was a party for
the ages, perfectly punctuated by a
moving, memorable salute to our workers who are the heart and soul of our
business,” said LaBella.
“Centennial was the right celebration for the right time,” reiterated Frank
Gilanelli, president of Philadelphiabased Barton Gilanelli. “Every facet of
the RV industry at this party — from
campground owners to distributors to
suppliers to manufacturers to dealers
— took great pride in the RV’s 100-year
anniversary.
“And it was the catalyst that Barton
Gilanelli used to get all of these media
outlets to do stories and focus their at-

tention on the good things that the RV
industry offers,” said Gilanelli, whose
support team of Fran Conner and Jon
Tancredi played a key role.
“You know, we had The Wall Street
Journal, the New York Times, USA Today,
CNBC, ‘The Today Show.’ We kicked off
the whole thing in front of 30 Rock (30
Rockefeller Center in New York City)
with an antique RV and a modern one
— just tremendous.
“And the feather in the cap was having one of the most popular shows in
the history of TV — “Jeopardy” —
doing a whole category about RV’s. Who
would have ever thought of that, were
it not for the publicity surrounding the
Centennial?”
Other major news stories in 2010:
RV Industry’s Continued Rebound:
Last year’s Newsmaker of the Year, “The
RV Industry’s Resurgence,” could have
easily served as this year’s top news
story as well, considering the hundreds
of stories that RVBUSINESS.com posted
on rebounding stock prices, production

J A N U A R Y / F E B R U A R Y

Go To:

.com

User Guide

2 0 1 1

RVBusiness

Contents

51

RVB110102 Newsmker LO_RVB Feature 1/10/11 1:13 PM Page 52

levels and shipments that were up
52.6% through October. “Although the
wounds of the recession haven’t all
healed yet and there were still too many
business failures to report last year, it’s
hard to ignore all the ‘cup-half-full’
news that proliferated in 2010.”

trailer sales. While the motorized category is not quite so consolidated at this
point, it’s clear that the “Big Two,” Thor
and Forest River, are becoming even
more critical factors through acquisition (Thor recently purchased Heartland
RV LLC) and expansion (Thor in 2010

MARKET SHARE CONSOLIDATION
Towable RV Retail Sales

Inc.’s 460-plus parks experienced yearover-year gains in each of the year’s first
10 months, while occupancies and revenues were also up at Cincinnati-based
Leisure Systems Inc.’s 75 franchised
Jellystone Camp-Resorts. That, in turn,
is consistent with what North America’s
independent parks are reporting.
The Emergence of Open House
Week: One of the more interesting in-

THOR
INDUSTRIES INC.
37.2%

FOREST RIVER INC.
29.4%

Market Share Consolidation: Fewer
companies are controlling more market
share, particularly in the towable arena,
Statistical Surveys Inc. confirms. Thor
Industries Inc. (37.2% towable market
share) and Forest River Inc. (29.4%) together occupy 66.6% of the nation’s
towable RV retail sales. Add Jayco Inc’s
11.6% to that, and you’ve got three
companies accounting for 78.2% —
nearly four of every five — of U.S.

launched Redwood RV in Syracuse, Ind.,
while Forest River started Shasta Recreational Vehicles in Middlebury, Ind.)
Campgrounds Outperform Economy:
The big news in the RV park and campground sector is that — with the exception of one fairly soft year in 2008 —
the accommodations sector has trudged
right through the bulk of this global recession. And that fortunate trend continued in 2010. Kampgrounds of America
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dustry developments in the wake of the
global recession is a mushrooming fall
event called Open House Week in and
around Elkhart County, Ind. This whole
spontaneous turn of events was triggered by RV-building powerhouse Forest
River, which in late September 2008 invited hundreds of dealers to the
grounds around its Elkhart headquarters
for social hour and a good look a new

model year products.
By this past fall, nearly 20 other
companies — to varying degrees —
had joined the fray by inviting dealers
to their respective facilities on the
exact same September week. Forest
River’s management doesn’t seem to
mind and, in fact, has said that the
more dealers that come to town, the
better it is for everyone. Now, a lot of

“Under the Big Top” during Forest River’s 2010 Open
House in Elkhart. RIGHT: Winnebago finalized its
purchase of towable OEM SunnyBrook Manufacturing Inc. in late December.

people are waiting to see what’s up for
Open House Week 2011.
Diesel Engine Debate Simmers:
When the Environmental Protection
Agency approved its 2010 diesel emissions standards, it didn’t tell diesel engine manufacturers such as Cummins and
Navistar how to meet those more stringent objectives. So, the two companies

Relax
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and their customers have developed
their own engine blueprints — Navistar
with a variation of its “Exhaust Gas Recirculation” (EGR) approach and Cummins with a new aftermarket system
known as Selective Catalytic Reduction
(SCR). Without belaboring the details,
the rhetoric between SCR partisans, led
by Freightliner Custom Chassis Corp.,
and Navistar’s pro-EGR Monaco people
has gotten pretty heated
this year and generated
more than its share of web
postings and news stories.
Winnebago’s Towable
Acquisition: Motorhome
builder Winnebago Industries Inc. in late December
finalized
the
surprising $5.7 million
purchase of SunnyBrook
Manufacturing Inc., a relatively small towable RV
manufacturer in Middlebury, Ind. The
transaction, completed through a newly
formed, wholly-owned Winnebago subsidiary called Winnebago of Indiana
LLC, marks recovering Winnebago’s first
buyout of another company in 20 years
and its first entry into the faster growing towable arena in 40 years. The Suncontinued on page 66
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TOP 50 RV DEALERS

North America’s Top Tier Retailers Honored at
3rd Annual RV Business Top 50 Dealer Awards
Rebounding Economy Lends Upbeat Atmosphere to
Program, Record Number of Dealer Applications
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Photos by Shawn Spence
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ALTMAN LIFETIME ACHIEVEME

Photos by Dennis Tennant
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EMENT AWARD

Crosby Forrest (second from right) ensured that Dixie RV Superstore remained a family owned
enterprise. He’s assisted by (L-R) son-in-law Dennis Dalheim, daughter Virginia Lynn Dalheim
and son Layne Forrest (not pictured), as well as longtime employees such as salesman Jerry
Morewitz (far right). BELOW: The showroom of the Newport News, Va., dealership.
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BLUE RIBBON HONOREES

A

Joe Altman, president of Altmans Winnebago, along
with his nephew and company CFO, Steve Altman.
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A

ArrKann owner and GM Ken Friedenberg with Robert Minarchi, business
office manager for the dealerships.
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BLUE RIBBON HONOREES

I

Steve Plemmons, president and CEO of Bill
Plemmons RV World, with his wife, Sandy.
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J

Jeff Hirsch, CEO of Campers Inn, along with his
wife, Debbie, and Randy Goodwin from the
multi-store dealership’s Byron, Ga., location.
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BLUE RIBBON HONOREE

A

Lazydays executives Randy Lay, CFO; John Horton,
CEO; and Harold Oehler, general counsel.
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congratulations

to the following honorees from the 2010 Leadership Alliance.

Beckley’s Camping Center

Dodd RV

Pontiac RV

Big Country RV

Driftwood RV Centers

Poulsbo RV

Bill Plemmons RV World

Dusty’s Camper World

Richardson’s RV Centers

Boat N RV Superstores

ExploreUSA RV Supercentr

Rick’s RV Center

Bucars RV Centre

Greeneway RV Sales & Service

Roy Robinson Motorhome & RV Center

Campers Inn

Guaranty RV Supercenters

Safford RV

Aberdeen RV Center

Capital RV Center

Hilltop Trailer Sales

Steinbring Motorcoach

Aloha RV

Carolina Coach & Camper

Kings Campers

Tennessee RV Sales & Service

Altmans Winnebago

Coachlight RV Sales

Lazydays

Terrell Camping Center

Alpin Haus

Coates RV Center

Little Dealer Little Prices

Tom Johnson Camping Center

American RV Sales & Service

Colonial Airstream & Itasca

Mike Thompson’s RV Superstores

Topper’s Camping Center

Apache Village RV Center

Curtis Trailers

Modern Trailer Sales

Veurinks’ RV Center

ArrKann Trailer & RV Centre

Dixie RV Super Store

Mount Comfort RV

Wilkins Recreational Vehicles

Parkview RV Center

Windish RV Center

PleasureLand RV Center

Woody’s RV World

’10
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THE RV CENTENNIAL from page 53
nyBrook deal also puts the Iowa coach
builder on the front line of northern Indiana’s supplier-rich RV-building center
for the first time.
Major Association Transitions:
Linda Profaizer’s announcement earlier
this year that she was retiring as president and CEO of ARVC at the end of the
year didn’t come as total shock. A respected exec, she’d joined the RV park
& campground trade group in 2000 after
having spent 29 years with Woodall’s
Publications Corp. On the other hand,
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news that Gary LaBella was resigning his
post as RVIA vice president and chief
marketing officer was a bit more revelatory because nobody really expected
that LaBella, who’s played a pivotal role
in shaping the industry’s message
through public relations for 32 years
and as staff liason for the Go RVing
Coalition the past 16 years, was ready
to hang up his spurs and retire. In fact,
some people still don’t think he will.
The Ongoing “Green” Movement:
The need to be politically correct, technically savvy and earnestly fuel efficient
has taken hold of the RV industry in a big

J A N U A R Y / F E B R U A R Y

way — from the inclusion of light-weight
materials like Azdell and Tekmodo composites to whole finished units manufactured by a host of companies from Forest
River Inc. to Jayco Inc., Earthbound LLC
and Evergreen Recreational Vehicles LLC.
Playing a key role in much of this are
third-party certification companies T.R.
Arnold & Associates Inc., of Elkhart, Ind.,
and NTA Inc. of Nappanee.
Among the other front-page stories:
q “Virtual conventions” like that introduced this past fall by Art Lieberman
in the campground sector and a new
one announced by the Recreation Vehicle Dealers Association (RVDA) for
March of 2011.
q The trend toward “cabins” and
“lodges,” more sedentary dwellings, in
many North American parks is real, having prompted a number of RV builders
to alter their strategies somewhat in
product development.
q The shift to towable RVs has
reached a point where even the venerable
Family Motor Coach Association is hosting trailer owners at is 2011 convention.
q RVDA celebrated its 40th birthday
during its annual Con/Expo in Las Vegas
in October and was pleased to inform attendees that the association’s financial
situation, “after adjusting to the new
normal,” was showing signs of recovery.
q Affinity Group Inc.’s Rally, July
22-25 in Louisville reflected a new
order in the consumer rally business,
with some 2,867 coach owners and
10,000 attendees escaping the sweltering heat in the air conditioned Kentucky Exposition Center — almost as if
the recession had faded.
q The Escapees RV Club’s 50th birthday party took place Sept. 12-17 at the
Elkhart County Fairgrounds in Goshen,
Ind., drawing more than a thousand of
the club’s loyal members.
q Dometic Corp.’s move from Elkhart,
Ind., to Louisville, announced in June,
left Elkhart business leaders scratching
their heads. The reason, said President
Doug Whyte, was a need to find a place
“from which we could further grow
these business units.”
Meanwhile, industry watchers will remember warmly those left behind in the
obituary pages of 2010, including ElDorado’s Bob Stewart, association activist
and supplier Al Ruhl, Chinese market
entrepreneur Bill Horvath, Teton’s
Robert “Boots” Ingram, Art Decio’s
wife and longtime companion Patricia
Decio, Escapees RV Club co-founder Joe
Peterson and two of Coachmen Industries Inc.’s founding fathers: brothers
Keith and Claude Corson. Δ
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RV/MH Hall of Fame Paid Visits
Up 15% in 2010, While Ron Lee
Works to Resurrect Country
Coach Name in 2011 and RVIA
Looks to Refine RV Tech Certification

T

he year 2010 turned out to be an
exceptional one in terms of attendance at the RV/MH Hall of Fame
and Museum in Elkhart, Ind., as the
number of paid visitors was 17,923, up
15% over 2009.
Part of the impetus behind the upswing at the 80,000-square-foot facility
was the fact that it served as the focus
of the RV industry's Centennial celebration.
In addition to the paid attendance
boost, some 1,100 RV industry employees attended the Recreation Vehicle Industry Association’s (RVIA) Centennial
birthday party in June.
And all that notoriety could pay off for
years to come.
“We got a great deal of national and
international publicity that we think will
pay off in the future,” said Hall
archivist/historian Al Hesselbart. “People
won’t drop everything and come to
Elkhart, Ind., but there are people who
will plan to visit this year or next year
when they are touring in our part of the
country.”
Besides museum visitors, the Hall’s
conference center and 75-seat theater
hosted scores of meetings during the
year held by various RV-industry and
non-RV related clients. The facility also
is used each Sunday by the Granger
(Ind.) Community Church for satellite
services.
For 2011, two major manufacturers
already have booked the Hall’s grounds
for dealer shows in September as part of

Elkhart’s informal Open House Week.
The Hall’s focus has changed somewhat since it moved in 2007 to a new facility on Elkhart’s north side adjacent to
the Indiana Toll Road and a year later acquired RV historian David Woodworth’s
classy collection of vintage RVs and
memorabilia, which has become a major
drawing card.
“We still run the Hall of Fame and induct new industry people every year, but
with three times the museum space and
our massive archival library, that part of
it has grown tremendously,” Hesselbart
said.
On the drawing board are yet-to-befunded plans to develop 15 acres of
parking and show grounds east of the
existing facility to expand the Hall’s ability to service convention groups.
✺ ✺ ✺
The legendary Country Coach name
is making a comeback of sorts with the
early January opening of a 200,000square-foot Country Coach service center by Ron Lee, who worked with his
brother, Bob, to transform a folding
camper manufacturer founded in 1973
into a leading high-line motorhome
builder.
The Lee brothers paid $190,000 in
February 2010 for Country Coach’s
nameplate, blueprints, machinery and
other equipment during a court-ordered
bankruptcy liquidation.
Neither of the Lees were associated
with the company when Country Coach
Holdings Inc. went into bankruptcy, and

RV Business Senior Editor Bob Ashley is an Indianapolis-based freelance writer/ editor and
a 25-year newspaper veteran. He focuses on the RV industry and national recreation issues.
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Reliably supplying your
VELCRO® Brand fastener
needs for 30 years
A Platinum
Platinum
LLevel
evel Supplier
of VELCRO®
VELCRO®
B
Brand
rand Fasteners
Fastener

1090 Bloomingdale Dr. • Bristol, IN 46507 • 574-848-4393

IT’S
Gaskets & Moldings for All RVs

(800) 714-7171

Complete
p
Inventoryy Warehouses in
Indiana, Oregon, Florida & Arizona
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Bob Lee, a popular industry figure for
years, is not involved with the current
venture.
Whether Ron Lee’s Country Coach
Corp. actually goes into production of
luxury coaches will depend on his ability
to raise $5 million to finance such a venture.
Ron Lee, 68, told RVBusiness that he
wanted to restart Country Coach because of his connection with the Junction City community and former
employees and to help “orphaned” Country Coach owners.
To that end, the first 10 employees
Lee hired were former Country Coach
workers with an average of more than
24 years experience each building
Country Coach motorhomes.
✺ ✺ ✺
In what amounts to a new area of
focus for the national trade association,
the Recreation Vehicle Industry Association (RVIA) is set to refine the way in
which RV technicians are certified, focusing more on specific work that techs
do in the shop.
“We want to create another certification level,” Bruce Hopkins, RVIA vice
president of education and standards,
told RVBusinesss. “There are a lot of dealerships who only do specific things. We
want to reward techs for the specialties
that they work in addition to their foundation knowledge.
“To become certified, they would take
a test like they do today, but it would be
broken into five focused specialties —
appliances, electrical systems, plumbing,
chassis and body.”
The plan is still in its infancy while
Hopkins is gathering about 25 members
of the Industry Education Committee
and noted techs to a Content Development Conference Feb. 21-24 at the
Crown Plaza hotel in Tampa, Fla., to review the existing certification exam.
“While I have these people together,
we want to use them to help us establish
certification tests to support the careerladder approach,” Hopkins said.
To validate the tests, Hopkins continues to look for tech volunteers to man
13 subcommittees to help establish the
questions and their priority within the
testing structure.”There are a lot of people (already) involved, but I just need a
lot more people,” he said.
Hopkins noted that most of the work
following the Tampa gathering will be
done online or via the Internet. Δ
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You.

It would be crazy to try to ﬁnd your way out of here without the help of a navigation
system. Is your dealership any different? With more than 30 years in the business
we’ve helped guide thousands of businesses to a successful destination. Our Total
Management Workshops and 20 Groups will give you the principles and tools for
continued success, even when you can’t see the forest for the trees.

Fulfilling. Success.

www.spader.com/woods
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www.RVSearch.com

3 MILLION SHOPPERS
LIST YOUR RV
SHOP FOR FREE
One-stop site for buying
and selling RVs!

www.RVSearch.com
1-800-SHOP-4-RV
(1 800 746 7478)
(1-800-746-7478)

GE Capital
Commercial Distribution Finance

Smart inventory management
today, builds a secure
business tomorrow
Managing your inventory flow — from order to stock to sale — is critical to
the long-term health of your business. That’s why GE Capital, Commercial
Distribution Finance supports your growth the smart way with a proven
approach to lending. In fact, we provided 36,000 North American businesses
more than $25 billion last year to manage their inventory efficiently.
Call us today at 800-289-4488 to speak with a representative.
Or visit us online at www.gecdf.com to find out more.

© 2011 General Electric Capital Corporation. All rights reserved.
All transactions subject to credit approval by GE.
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Louisville Show a ‘Toy Store’ for Gearheads
With the Aisles, Lobbies and Even a Hall or Two of the KEC Filled With the ‘Nuts
and Bolts’ of RV Construction, Who Had Time to View the Latest RV Lines?
f you’re interested in the “nuts and
bolts” of RV construction — and the
amount of nuts, bolts, wiring and ancillary products in a typical RV makes a
contemporary automobile look like a
Tonka toy — there’s no better place
than RVIA’s National RV Trade Show
in Louisville, Ky.
RV industry suppliers tend to take a
back seat to the OEMs at a show like
this. A new water heater or fuse block,
for example, doesn’t hold nearly the allure as a retro-styled travel trailer. But
out of the nearly 8,700 Louisville Show
attendees, more than 33% of them were
linked to supplier exhibits.
The aisles, lobby areas and Freedom
Hall — the former home of the
Louisville Cardinal — were all packed
with folks who manufacture products
that tend to be under cover or overlooked in many RVs, as important as
they may be to the overall performance
of the unit.
That’s a lot of “stuff” and helps explain why, with the rest of the RVBusiness staff out tracking down the latest
new RV lines, I was obliged to hang out
with supplier guys like David Robinson
at Roadmaster’s display – no offense to
David.
You’ll be reading about what I saw in
this and subsequent columns.
There are always companies that use
the Louisville Show to debut trick new
parts, and Roadmaster is one of them.
The Vancouver, Wash.-based firm has
been manufacturing towing and suspension components for the better part of
four decades, and at Louisville introduced its latest supplemental braking
system, the InvisiBrake.
“The InvisiBrake is, as it sounds, the
‘invisible brake,’” said Robinson, marketing director for Roadmaster. “Once
it’s installed, you see no part of it. It can
be installed in the trunk, under the seat,
under the back seat, pretty much any
orientation that you want to put it in.
The goal is to install it once and forget
about it. When the customer is ready to

I

Roadmaster InvisiBrake

ASA Electronics’
Voyager

tow, there’s nothing he has to turn on,
connect, push, pull, set, adjust, activate
or deactivate — it just works. You simply hook up your tow bar and tow car
just as you would normally and you’re
done.”
While it’s impressively small in size
(8 inches x 7 ½ inches x 3 inches), the
InvisBrake allows for mounting in enclosed areas and — in the InvisiBrake’s
true breakthrough — it can utilize electrical connections already in place on the
towed vehicle.
“All of the wiring is using the existing wiring that’s already in the car from
the taillights,” he said. “The wiring that
you run back from the motorhome to
energize the turn signals and the brakes

are the exact same wires that we use to
operate the InvisiBrake. When you
apply the brakes on the motorhome and
that electrical signal activates the towed
vehicle’s brake lights, it also activates the
InvisiBrake.”
✺ ✺ ✺
With a cold rain falling outside —
this winter’s epic snowfall hadn’t begun
yet — one of the “hotter” exhibits belonged to Aqua-Hot Heating Systems
Inc. Unlike a typical RV forced-air con-
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C L A S S I F I E D
BUSINESS OPPORTUNITIES
BECOME AN RV RENTAL DEALER
El Monte RV is expanding its Dealer Rental
Network. The company is currently looking
for new dealers in key areas throughout the
USA. El Monte RV supplies the motorhomes,
reser vations, and necessar y training and
software. For additional information, please
call “Dealer Program” at (800) 367-4707 or visit
our website at www.elmonterv.com and click on
the “Contact Us” link and select “New Dealer
Inquiries”.
MOTORHOMES WANTED
ATTENTION DEALERS!
Packrat RV, a licensed Dealer, buys the
motorhomes you don’t want on your lot.
Nationwide.
Call Clint 210-287-1520.

A D V E R T I S I N G
WE BUY MOTORHOMES
2000 & NEWER - PAID FOR OR NOT
CASH Payment & NATIONWIDE Pick Up
Contact Bill Fishfader @ 1-509-993-0321.
RVs NORTHWEST • SPOKANE, WA
MOTORHOME PARTS
www.WinnebagoParts.com
Parts for all Winnebago/Itasca products
& LeSharo/Phasar. Body/crash parts,
decals & glass 1975 to present. Personal
service at fair prices for our customers
worldwide. M-F, 8-5 Central time.
800-933-7742
RV PARTS WANTED
RV PARTS WANTED
WE BUY COMPLETE/PARTIAL INVENTORIES DOWNSIZING, CLOSING,
SPRING CLEANING, ETC...NEW, USED,
OBSOLESCENCE, BODY PARTS,
ACCESSORIES STEVE 775-742-5166

RV SERVICE CENTERS
COACHMEN WHOLESALE PARTS DEPOT
An Authorized Coachmen Parts Distributor
Call us for all your Coachmen Sportscoach
Shasta needs. Courteous, experienced staff.
Wholesale Pricing. Same Day Service. 8-5 EST
(866) 412-7936 www.coachmenparts.com

Need an RV Technician?
Looking for a buyer?
Reach nearly 18,000 of the
RV industry's key players.
For information on advertising
in the Classified Advertising
section of RV Business,
call Joyce Reweda at
805-667-4392 or
email jreweda@affinitygroup.com

VISIT RVBUSINESS.COM
FOR UP-TO-THE-MINUTE INDUSTRY NEWS!
©

CLASSIFIEDS
Use this form or your own stationery to submit your ad copy!

Ad closing for the May/June 2011 issue is March 3. This issue reaches subscribers April 25.
RATE INFO: Standard rate: $25 per line, 40 characters and spaces per line, five-line minimum. For ad with photo, trademark or logo,
please add $50 for B/W or $65 for color. Photos are restricted to RVs or real estate; logos are unrestricted. Boldface type
additional $10 per line. For your ad to appear in red type add $25.
PAYMENT: Classifieds are to be prepaid by Visa/MC/Discover, check, or money order. No agency commissions or cash discounts. Please refer questions to Joyce Reweda at (805) 667-4392, Email jreweda@affinitygroup.com

Name: _________________________________________________ Email: _________________________
Company: _____________________________________________________________________________
Address: ______________________________________________________________________________
Phone/Fax: _____________________________________________

Run for________________ issues

Credit Card Number: _____________________________________

Expiration: __________________

Signature: __________________________________________ Category:__________________

RV BUSINESS Classifieds, PO Box 8510, Ventura, CA 93002-9912 • Fax (805) 667-4379
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figuration, Aqua-Hot’s hydronic heating systems are integrated into the RV’s
construction and perform in a manner
similar to a home’s boiler system, delivering even heat distribution without
cold or hot spots.
“We’ve always had the 450 and the
600-series units,” said Jim Yates, OEM
technical sales for Aqua-Hot, “but this
year we’ve added the 375 and 375-LP.
It’s an entry-level model for us, and
gives the manufacturers another option
for heating their coach.”
Harold Ogden, sales and marketing
manager for the Fort Lupton, Colo.based manufacturer, says the 375 systems — which run on either diesel or
LP — are built for vehicles that don’t
require engine preheating. “That would
be a diesel motorhome, a towable park
model or a gas motorhome,” Ogden
said. “The 375s provide continuous ondemand hot water and comfortable
‘zone’ interior heating. And they do it at
a very efficient use of fuel and they are
low-emissions, so they are good for the
environment.”
✺ ✺ ✺
Another eye-catching exhibit in the
KEC’s East Wing/North Hall lobby
belonged to ASA Electronics. Anchored to the exhibit was an entire wall
of vibration-resistant, 12-volt-powered
LCD televisions, but I was more interested in the company’s new Voyager
wireless observation system.
“This is new digital wireless — we’re
calling it Wi-Sight technology —

where there is no cabling or wiring between the camera and the monitor, both
of which run on 12 volts,” noted Pat
McCullough, vice president of sales for
the Elkhart, Ind.-based supplier. “The
camera is simply mounted on the back
of the unit and you would run your 12
volts from your vehicle running lights or
wherever to the camera to give it power.
Inside the vehicle, the 5.6-inch LCD
monitor plugs into a 12-volt accessory
plug which makes it very portable from
vehicle to vehicle.”
Realizing perhaps that the unit’s
wireless technology might have some
expressing concerns about interference,
ASA rigged the system’s camera to a remote support and mounted its monitor
inside the company’s exhibit.
“We’re running more than 100 feet
between the camera and monitor — a
much farther distance than between a
tow vehicle and the rear of a trailer or
fifth-wheel — and there’s no interference whatsoever,” McCullough pointed
out. The camera and monitor are
locked-in to one another. But if they
ever are mis-matched, McCullough explains, each has a reset button. The system goes on sale in April.
✺ ✺ ✺
The north hall lobby also was home
to an expansive Dicor Corp. exhibit at
which show-goers finally got a look at
the Elkhart company’s new Vixen composite panels. The sandwiched sidewall panels had been shown to a few
continued on page 74

Cummins/Onan manufactures Milestone 2M RV generators
In what amounts to a big milestone for any
company, Cummins Power Generation rolled
out its two-millionth RV generator with a small
ceremony on Dec. 16 at its Fridley, Minn., plant.
Of course, the current versions are quieter
and more efficient than those first assembled
in the 1960s, says Garry Enyart, director of
RV and commercial mobile products, noting that the actual two-millionth RV generator
manufactured — an 8-kilowatt diesel unit —
would be placed in the Cummins Onan museum in the Minneapolis-area Fridley plant.
The one-millionth unit was placed in 1995 in the museum, which holds one of nearly ever model ever made.
“We entered the RV business in the early 1960s when the motorized units (RVs) first hit the market and
there was a need for power for air conditioners and other accessories,” Enyart told RVBusiness contributor B.J.
“Bernie” Smith. “We’ve been in it continuously. The significance of reaching two million is that we have been the
leading fixed-mount generator to the RV industry for a long time.”
The company’s early generators were gas-powered and notably louder than today’s models. A chart presented
at the Fridley event showed a steady drop in decibel levels starting in 1980 from nearly 80 dB(A) to below 70.
Sound levels continued to drop to meet National Park Service sound level requirements (60 dB(A) @ 50 ft).
Tony Satterthwaite, president of Cummins Power Generation, Cathy Buening-Griffin, executive director of consumer business, and RVIA President Richard Coon, a former Onan exec, also were on hand to
discuss the future of the RV business and the role Cummins has played in the industry. Cummins makes generators
for commercial, commercial mobile, marine and residential standby applications in addition to its RV products.

RV Events Calendar
FEBRUARY
3-6: Fort Wayne RV & Camping Show
Allen County Memorial Coliseum; Fort Wayne, Ind.;
Contact: (317) 247-6258
3-6: New England RV & Camping Expo
Seaport World Trade Center; Boston, Mass.;
Contact: (781) 383-6700
4-6: Hamilton RV Cmping Show
Careport Expo Centre; Hamilton, Ontario;
Contact: (888) 331-8885
4-6: 34th Annual Cedar Rapids/Iowa City Sportshow
Coralville Marriott Conference Center; Coralville, Iowa;
Contact: (319) 232-0218
9-13: Houston RV Show
Reliant Center; Houston, Texas
10-13: 31st Annual Edmonton RV Exposition & Sale
Edmonton EXPO Centre; Edmonton, Alberta;
Contact: (888) 858-8787
10-13: 44th Annual Minneapolis/St. Paul RV, Vacation
& Camping Show
Minneapolis Convention Center; Minneapolis, Minn.;
Contact: (763) 383-4414
10-13: Erie RV PowerSport & Camping Spectacular
Bayfront Convention Center; Erie, Pa.;
Contact: (814) 725-3856
10-13: Seattle RV & Outdoor Recreation Show
Qwest Field Event Center; Seattle, Wash.;
Contact: (206) 719-1277
11-13: 26th Annual Richmond Camping RV Expo
Richmond Raceway Complex; Richmond, Va.;
Contact: (800) 441-0013
11-13: St. Cloud Sportmen’s Show
St. Cloud Civic Center; St. Cloud, Minn.;
Contact: (763) 755-8111
11-13: 22nd Annual Las Vegas Sportmen’s Boat, RV
& Travel Show
Cashman Center; Las Vegas, Nev.;
Contact: (702) 348-1570
11-13: Arkansas RV Show
State House Convention Center; Little Rock, Ark.;
Contact: (501) 225-6177
11-13: 6th Annual Indoor RV Sports Show
Verizon Civic Center; Mankato, Minn.;
Contact: (507) 726-6454
14-17: NTP Distribution Annual Conference
Palm Springs Convention Center; Palm Springs, Calif.;
Contact: (800) 242-6987
16-20: 43rd Annual Chicago RV & Camping Show
Donald E. Stephens Convention Center; Rosemont, Ill.;
Contact: (847) 934-8300
16-20: Detroit Camper & RV Show
Rock Financial Showplace; Novi, Mich.;
Contact: (517) 349-8881 ext. 11
17-20: Austin RV Expo
Austin Convention Center; Austin, Texas;
Contact: (512) 366-7135
18-20; 25-27: 46th Annual Maryland RV Show
Maryland State Fairgrounds in Timonium; Timonium,
Md.; Contact: (410) 561-7323
18-27: Ford 57th Annual Indianapolis Boat, Sport &
Travel Show
Indiana State Fairgrounds; Indianapolis, Ind.;
Contact: (877) 892-1723
18-21: Red Deer RV Show
Westerner Park; Red Deer, Alberta;
Contact: (800) 242-2593
18-21: 49th Springfield RV Camping and Outdoor
Show
Eastern States Exposition Grounds; West Springfield,
Mass.; Contact: (413) 781-2267
18-21: 37th Annual Northeast RV Show
Rockland Community College Field House; Suffern,
N.Y.; Contact: (845) 343-2772
21-23: Coast to Coast Membership Camping
Conference
Harrah’s Hotel & Casino; New Orleans, La.; Contact:
(80) 833-9183, ext. 429
22-26: 2011 National Association of Trailer
Manufacturers Convention & Trade Show
Albuquerque Convention Center; Albuquerque, N.M.;
Contact: (785) 272-4433
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KOA Convention from page 33

ARVC from page 37

“The public sector is in a world of
hurt,” he maintained. “I don’t care if you
are at the federal or state level. They
represent 8,000 campgrounds. We have
8,000 commercial campgrounds. They
have 8,000 very distinguished specific
locations that Americans enjoy, as do
our visitors. So, you have to begin to ask
the question: Are there any things that
we’re doing on the commercial side that
can be of assistance to the private side?
That’s where the doorbell is being rung.”
Although KOA isn’t interested in any
concessionaire relationships, he added,
they’d like to figure how KOA franchisees near public facilities can be of
assistance or can “create an opportunity
to take park rangers and teach them the
free enterprise system.”
“They are at a clear dead end,” said
Rogers. “What we are hearing from the
Forest Service is that they can’t find
anybody (entry-level personnel) in the
channel. They are retiring all these people and there’s nobody to replace them.”
So maybe, he argues, the private
sector can help.
“We’re here in the state of Georgia,”
added Rogers. “Their park budget was
cut 30% and they lost a referendum in
California for an $18 million license fee
that would have collected $500 million.
They are threatening to close 126
parks. If this feeder system gets sicker
and then closes, the commercial campground business is in trouble.
“So much of what you get is that
entry point (for first-time campers) in
the state parks. You’re going to lose that
beginning point. If you take all the KOA
campers and aggregate their camper
nights, 20% of those are spent in public
facilities. They’re on their way to a location. They stay with us on the way, but
they are going to Yellowstone. If a state
park is closed or doesn’t provide the
service they want, we’re going to lose
the traffic in between.”
While the private-park sector is opposed to using public funds to build new
parks to compete with them, Rogers observed, everyone needs to be careful
not to forfeit in the current budget
crises tens of thousands of camper
nights. “We need to be more robust by
putting our heads together to see if
there’s a new paradigm that we can operate under,” he noted. “If we do, I think
we’re going to find those state and national parks are going to upgrade their
services and increase their rates and
better service the camping public. We’ll
all benefit from that.” Δ

paign: Working with Jeff Crider of Palm
Desert, Calif.-based Crider Public Relations Inc., ARVC secured more than
200 positive camping related stories in
local, regional and national media outlets. Profaizer said the PR program will
continue in 2011.
q Increasing visitation to GoCampingAmerica.com: ARVC implemented a search-engine-optimization
program and other advertising initiatives
that helped increase visitation to the site
to over 1 million unique visitors. The
website was promoted through TrailerLife.com, RVTravel.com, the GORP,
Away and Outside websites, Google
keyword advertising, rack cards,
Airstream Life magazine and ads on
Southeast Publications site maps,
among other venues.
q GoCampingAmerica (GCA) also
sponsored a camping getaway contest,
which offered a three-night/four-day
getaway to any ARVC park of their
choice along with an RV rental, courtesy
of El Monte RV. Website promotions
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potential customers behind the
scenes, but hadn’t been publicly unveiled until Louisville.
“We haven’t necessarily reinvented
anything,” said Gordon Frost, general
manager of Dicor Corp.’s new Vixen
Composites Division. “Perhaps a better
description would be that we’ve enhanced existing technologies and combined technologies together into what
we call ‘panelogics.’ The process is all
custom-designed; there’s nothing quite
like it out there.”
One key element with regard to the
new Vixen sidewall material, says Frost,
is that the company has worked tirelessly to ‘design out’ the potential for
human error in production.
“The amount of control and automation that we’ve applied is phenomenal,”
he noted. “We do have employees, but
we’ve tried to keep employee ‘touch’
down to basically loading raw materials
and unloading the finished product. It’s a
highly technical manufacturing process.”
“First,” added Dicor President Gregg
Fore, “we don’t use any wood. Not all of
the products in use today use wood, but
many do. All (of them) that we’re aware
of use a seamed substrate, where there’s
a seam every four feet. Those seams have
a tendency to visibly show through in
certain situations — especially where
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were also tied in with ARVC’s GCA blog,
Twitter and Facebook pages.
q Launching of the GoCampingAmerica mobile website: More
than 17,000 visitors have accessed this
website, launched in late May at GoCampingAmerica.mobi, using their mobile communication devices. iPhone
users account for more than a third of
the site’s visitors.
Lobbying for ARVC members: Along
with proposing several recommendations regarding tourism and recreation
for the Obama administration’s Great
Outdoors Initiative, ARVC worked to
start the Corporation for Travel Promotion, to support direct expensing, to repeal Form 1099 reporting requirements
in health care reform legislation, to support Bush Estate Tax requirements and
to spearhead a meeting of tourism and
recreation officials with the American
Association of State Highway and
Transportation Officials (AASHTO) to
explore the prospects for an industry
coalition. ARVC also helped members
across the country with tax, public utility
and zoning issues. Δ
there’s a drastic temperature variation
between hot and cold — where substrates butted up to one another.
“We hope, by producing a more homogenized panel, to eliminate that, or
at least to decrease it considerably.”
Vixen sidewalls, by the same token,
supposedly aren’t as susceptible to high
temperatures or darker colors. “Today’s
(other available) products have served
their customers very well,” he added.
“But as the customers used them, they
noted some shortcomings. We’ve
worked with the customer to address
those, and we expect that our product
will provide better and longer-term cosmetics on the exterior of an RV.”
✺ ✺ ✺
Over in the Tow Daddy booth, company president Mike Workman was
showing a few of the Vancouver, Wash.based company’s products, including its
Plug-N-Tow taillight wiring kit and
new AutoFuse.
“AutoFuse is a new, patented product
that basically disconnects the fuse when
you tow your car,” said Workman.
“Probably 30% of new cars, when
they’re being towed behind an RV, need
to have a fuse pulled, this does it automatically. With the AutoFuse, you pull
that fuse once, place its terminals in the
fuse box, hook up the two wires to the
wiring harness of your car and you’re
done.” Δ
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9 Out Of 10
Tire Failures Are
Caused By Low
Tire Pressure
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Welcome to our digital edition of RV Business Magazine. This format makes it easy for you to navigate the magazine and
provides direct links to Internet sites of our advertisers, our
RVBusiness.com Web site, and many Web sites to supplement our
editorial features.

Here are some tips on how to use Digital RV Business:
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• Click on the RVBusiness.com button to go directly to
our Web site.
• Click on the User Guide button on any page to bring
you back to this page.
• Click on the Contents button to take you to the Table
of Contents page from anywhere in the magazine.
• When the hand icon changes to a pointing
finger, it indicates a link to a Web site or to another page in
the magazine.
• Use the Zoom

tool to zoom in on the page. Use

the Zoom-out tool
and hold down the option
(Macintosh) or Windows key to toggle back and forth.
• Click and drag using the Dynamic Zoom
infinitely control the zoom.

tool to

We recommend a Page Layout view of Continuous - Facing, but
Adobe Reader provides several options you may prefer.

We hope you enjoy reading our Digital RV Business Magazine and
we encourage your comments and suggestions to our editor atb
bhampson@affinitygroup.com

