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Commercial Insurance
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« Compliance

e Advanced Skills

* Mentoring

e Phone-Ups

» Sales Coaching

F & | Products
e Service Conlracts
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* RV Insurance
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Ford Makes RV Industry News in Louisville

The Detroit automaker has inked a deal with Thor
Industries subsidiary Livin" Lite to make Ford-branded truck
campers, travel trailers, toy haulers, and more.

Winnebago and REV Group Announce
Expansion Plans

In another sign that the motorhome market is reviving, two
RV manufacturers will expand their production plants.

Keystone Automotive’s Bill Rogers on What
Consolidation Will Mean for Dealers
Keystone Automotive Operations has integrated the RV

market's top three parts and accessories distributors. What
will this mean for dealers?

Towable Builder Vanleigh’s First
Louisville Show
The Tiffin family’s luxury fifth-wheel manufacturing

company is on the roll as distribution of its high-end Vilano
gradually expands across the country.

Take the Peak Off Peak Season

Here's how to restore cash flow to the slow months and
take some of the hectic out of your busy season.

Dealers Alert: NHTSA Is Cracking Down on
Recall Rules and Regs

Last summer’s $35 million fine against Forest River Inc.
was NHTSA's way of saying the RV industry is under
scrutiny. RV dealers also have legal obligations — it's illegal
to sell or lease a new unit that's part of a safety recall
unless the defect is fixed before the customer takes
possession.

Ask Jeff: Everything You Wondered About
Certifying or Recertifying
Mike Molino RV Learning Center Chairman Jeff Pastore

fields your questions about how to get your employees
certified and keep them that way.

Go RVing's 2016 Media Plan Targets Digital

For the first time ever, digital will surpass TV as the largest
portion of Go RVing's advertising spend.
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2016: Celebrating 100
Years of National Parks

By Phil Ingrassia, CAE, president

he National Park Service turns 100

years old in 2016, and a big campaign
is underway to promote the centennial
over the next 12 months. It couldn’t come
at a better time, as the outdoor recreation
community fights an ongoing battle to get
more people outside.

The National Parks Education
Foundation has created a “Next Century
for Parks” initiative under the banner of
“Find Your Park,” a place where outdoor
enthusiasts can share successes and ideas
to improve America’s national parks, today
and for the next 100 years. The websites
are nextcenturyforparks.org and findyour-
park.com.

For RVers, the findyourpark.com
website is a revelation, and I urge you to
share this new resource with your
customers and employees. There are
specials events, interactive maps of Park
Service locations, and trip planning tools
to get people excited about hitting the
road.

With 409 National Park properties in
the system, the website provides great
information for RV travelers who want to
visit a new place or an old favorite. I was
surprised to see how many are within a
short drive of my home in Virginia. The
website can also be used to show the loca-
tions of state parks and other public lands.

What’s more, on 16 days this year, all
National Park Service sites that charge an
entrance fee will offer free admission to
everyone.

The dates are:

* January 18:
Martin Luther King Jr. Day

*  April 16 through 24:
National Park Week

6 RV EXECUTIVE TODAY
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*  August 25 through 28:
National Park Service Birthday

*  September 24:
National Public Lands Day

* November 11:
Veterans Day

The fee waiver includes entrance fees,
commercial tour fees, and transportation
entrance fees. Other fees such as reserva-
tion, camping, tours, concession and fees
collected by third parties are not included.

The “Find Your Park” program and
marketing communication outreach is a
great complement to our Go RVing
“Away” campaign, with shared messaging
that encourages outdoor adventure for
families and couples.

It’s always important to “sell the
sizzle” of RV travel, and Go RVing and
the industry will have a valuable ally in the
“Find Your Park” promotions and events
throughout the year.

Have a great 2016... and thanks for
your support!

e
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Get the Go RVing Advantage

in 2016

By Brian Wilkins, chairman

Il start this month’s column by saying

I hope everyone had a happy holiday
season. The holidays always provide a
great time for us to reflect and appre-
ciate our families, our friends, our
employees, and everything else we have
to be grateful for. In the RV industry,
we have much to be grateful for.
Business continues to be strong, with
September shipments hitting a nine-
year high and October shipments
hitting a forty-year high. And 2016
promises to be another strong year,
reflected in the fact that RV industry
analyst Richard Curtin recently updated
his wholesale shipment projection for
next year to reach 375,100 units.

Preparing for 2016

As dealers, it’s so important that we
properly prepare ourselves for the
upcoming year so that we can continue
to take advantage of the good times
that we're currently blessed with.

At our dealership, there are a
couple of things we do to help ensure
we’re properly running our business.
The first item we scrutinize is the
budgeting process. This is certainly not
a new concept, and I'm sure many of
you do the same. Can you imagine
playing golf, or going to a basketball
game and not having someone keep
score? For your employees, that’s what
working every day without a budget is
like.

Budgets are a great way to get your
managers and employees involved in
the business, setting goals that are
important to them. Budgets give them
a score card, a goal, something to shoot
for every day. Our budget process
involves the managers and employees of
each department and relies on them
setting the goals of the business. This
ensures their 100 percent buy-in.

“Failing to prepare is preparing to fail.”

- John Wooden

Another great practice that we
employ within our business is to
conduct a year-in-review meeting with
the managers in which each one
critiques what worked and what didn’t
work within their departments and
their co-managers’ departments. This
provides great feedback for each of us.
We then use this information to formu-
late the winter projects that each
department needs to accomplish prior
to next season. I guess you could say it’s
our way of creating New Year’s resolu-
tions.

What processes do you have within
your business to prepare for the next
year? There really is no right or wrong
answer, as long as we are taking the
steps necessary to always get better and

prepare our staff for the challenges
ahead.

Go RVing
This month’s RV Executive Today

includes an update on one of the great
accomplishments of our industry — our
national marketing campaign, Go
RVing. I refer to it as a great industry
accomplishment because it’s the result
of the combined efforts of dealers,
manufacturers, and suppliers. The
program kicked off in 1997 with the
“Wherever you go, you're always at
home” campaign, which consisted of
three TV ads and five print ads. Over
the years, it has grown exponentially
and now includes Facebook, Twitter,
and Pinterest accounts; a presence in
dozens of print, cable, and digital
outlets; and exhibits at live events such

as music festivals, sports events, and
national fairs.

The Go RVing campaign has
received many prestigious advertising
awards in the past 19 years. But more
important to dealers, it has garnered
billions of impressions and helped bring
our industry to the forefront for
consumers. A recent study shows that
Go RVing is hitting its target — it has
an almost 40 percent awareness level
among core families, and three out of
four of those targeted families like the
current “Away” ads.

Dealers can take advantage of all
the momentum that Go RVing creates
by participating in the tie-in program.
The Leads-Plus option provides
continuous access to Go RVing leads,
prioritized according to customer
purchase time frame. Dealers can
specify how they want to be notified
when new leads enter the system. They
also have access to an extensive library
of advertising and promotional mate-
rials.

I hope you'll consider becoming a
Go RVing dealer this year — it’s an
investment in both your dealership and
your industry. To all of you who have
participated in the growth of this
campaign or support it annually, I
thank you!

With that, it’s off to show season
we go! Good luck to everyone, and let’s
have an awesome 2016!

-
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RVDA BOARDS

Chairman

Brian Wilkins

Wilkins RV

Bath, NY

(607) 776-3103
bwilkins@wilkinsrv.com

1st Vice Chairman
Darrel Friesen

All Seasons RV Center
Yuba City, CA

(530) 671-9070

darrel@allseasonsrvcenter.com

2nd Vice Chairman
Tim Wegge

Burlington RV Superstore
Sturtevant, WI

(262) 321-2500
twegge@burlingtonrv.com

Treasurer

Mike Regan
Crestview RV Center
Buda, TX

(512) 282-3516

mike_regan@crestviewrv.com

Secretary

Ron Shepherd
Camperland of Oklahoma,
LLC

Tulsa, OK

(918) 836-6606
ron_shepherd@

camperlandok.com

Past Chairman

John McCluskey

Florida Outdoors RV
Center

Stuart, FL,

(772) 288-2221
john@floridaoutdoorsrv.com

Director

Chris Andro
Hemlock Hill RV
Sales Inc.
Milldale, CT
(860) 621-8983
chrisa@hhrvct.com

Director

Roger Sellers
Tennessee RV Sales &
Service LLC
Knoxville, TN

(865) 933-7213

rscﬂers@tennesseemcom

Director

Sherry Shields

Pan Pacific RV Centers Inc.
French Camp, CA

(209) 234-2000
sherry@pprv.com

Director

Glenn Thomas

Bill Thomas Camper
Sales Inc.

Wentzville, MO

(636) 327-5900
g.thomas@btcamper.com

RVRA Representative
Scott Krenek

Krenek RV Center
Coloma, MI

(269) 468-7900
scott_krenek@krenekrv.com

RVAC Chairman
Jeff Hirsch
Campers Inn
Kingston, NH
(603) 642-5555

jhirsch@campersinn.com

RV Learning Center
Chairman

Jeff Pastore

Hartville RV Center
Hartille, OH

(330) 877-3500
jeff@hartvillerv.com

DELEGATES
Alabama

Rod Wagner

Madison RV Supercenter
Madison, AL

(256) 837-3881

rod@madisonrv.com

Alaska

Kevin Brown

Arctic RV & Interior
Topper

Fairbanks, AK

(907) 451-8356

arcticrv@arcticrv.com

Arizona

Devin Murphy

Freedom RV Inc.

Tucson, AZ

(520) 750-1100
dmurphy@freedomrvaz.com

Arkansas

Michael Moix

Moix RV Supercenter
Conway, AR

(501) 327-2255
mmoix@aol.com

California

Troy Padgett

All Valley RV Center
Acton, CA

(661) 269-4800
troy@allvalleyrvcenter.com

California

Joey Shields

Pan Pacific RV Centers Inc.
French Camp, CA

(209) 234-2000
joey@pprv.com

Colorado

Tim Biles

Pikes Peak Traveland
Colorado Springs, CO
(719) 596-2716
tim@pikespeakrv.com

Connecticut

Chris Andro

Hemlock Hill RV Sales
Inc.

Milldale, CT

(860) 621-8983
chrisa@hhrvct.com

Delaware

Ryan Horsey

Parkview RV Center
Smyrna, DE

(302) 653-6619
rdhorsey@parkviewrv.com

Florida

Rob Rothenhausler

Ocean Grove RV
Supercenter

St. Augustine, FL

(904) 797-5732
rob@oceangrovervsales.com

Georgia

Doc Allen

C.S.R.A. Camperland Inc.
Martinez, GA

(706) 863-6294
docallen@

csracamperland.com

Idaho

Tyler Nelson
Nelson’s RVs Inc.
Boise, ID

(208) 322-4121

tyler@nelsonsrvs.com

Hlinois

Richard Flowers

Larry’s Trailer Sales Inc.
Zeigler, IL

(618) 596-6414
richardfl@
larrystrailersales.com
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Indiana

Nathan Hart

Walnut Ridge Family
Trailer Sales

New Castle, IN

(765) 533-2288
nhart@walnutridgerv.com

lowa

Jeremy Ketelsen
Ketelsen RV Inc.
Hiawatha, A

(319) 377-8244
jketelsen@ketelsenrv.com

Kansas

Bill Hawley

Hawley Brothers Inc.
Dodge City, KS
(620) 225-5452
wildbill@pld.com

Kentucky

NeVelle Skaggs
Skaggs RV Country
Elizabethtown, KY
(270) 765-7245
nrskaggs@aol.com

Louisiana

Jim Hicks
Southern RV Super
Center Inc.

Bossier City, LA
(318) 746-2267
jim@

southernrvsupercenter.com

Maine

Linda Mailhot

Seacoast RV

Saco, ME

(207) 282-3511
seacoastrv@seacoastrv.com

Maryland

Greg Merkel

Leo’s Vacation Center Inc.
Gambrills, MD

(410) 987-4793
Admin-jacki@comcast.net

Massachusetts

Brian Sullivan

Campers Inn of Raynham
Raynham, MA

(508) 821-3366

bsullivan@campersinn.com

Michigan

Chad Neff

American RV Sales &
Service Inc.

Grand Rapids, MI
(616) 455-3250

chad@americanrv.com

Minnesota

Will Jarnot
PleasureLand RV Center
St. Cloud, MN

(320) 251-7588
w.jarnot@
pleasurelandrv.com

Missouri

Ted Evans

Mid America RV Inc.
Carthage, MO

(417) 353-4640

tevans@midamericarv.com

Montana

Russell Pierce

Pierce RV Supercenter
Billings, MT

(406) 655-8000
russellpierce@pierce.biz

Nebraska

Tony Staab

Rich & Sons Camper Sales
Grand Island, NE

(308) 384-2040

tony.staab@richsonsrv.com

New Hampshire
Scott Silva

Cold Springs RV
Corporation
‘Weare, NH

(603) 529-2222

scott@coldspringsrv.com

New Jersey

Brad Scott

Scott Motor Home
Sales Inc.
Lakewood, NJ

(732) 370-1022
bscott@
scottmotorcoach.com

New Mexico

Rick Scholl

Rocky Mountain RV World
Albuquerque, NM

(505) 292-7800

rscholl@rmrv.com

New York

Jim Colton
Colton RV

N Tonawanda, NY
(716) 694-0188

jeolton@coltonrv.com

North Carolina

Steve Plemmons

Bill Plemmons RV World
Rural Hall, NC

(336) 377-2213

steve@billplemmonsrv.com

Ohio

Dean Tennison
Specialty RV Sales
Lancaster, OH

(740) 653-2725
dean@specialtyas.com

Oklahoma

Ron Shepherd
Camperland of Oklahoma,
ILILE

Tulsa, OK

(918) 836-6606
ron_shepherd@

camperlandok.com

Oregon

Lisa Larkin

Gib’s RV Superstore
Coos Bay, OR
(541) 888-3424
lisa@gibsrv.com

Pennsylvania

Greg Starr

Starr’s Trailer Sales
Brockway, PA

(814) 265-0632
greg@starrstrailersales.com

Rhode Island
Linda Tarro

Arlington RV Super
Center Inc.

East Greenwich, RT
(401) 884-7550
linda@arlingtonrv.com

South Carolina
Gloria Morgan

The Trail Center
North Charleston, SC
(843) 552-4700
gmorgan497@aol.com

South Dakota

Lyle Schaap

Schaap’s RV Traveland
Sioux Falls, SD

(605) 332-6241
lyle@rvtraveland.com

Tennessee

Roger Sellers
Tennessee RV Sales &
Service, LLC
Knoxville, TN

(865) 933-7213

rsellers@tennesseerv.com

Texas

Mark Clay

Southern RV Supercenter
Tyler, TX

(903) 882-3225

mark@

southernrvsupercenter.com

Utah

Jared Jensen

Sierra RV Corp
Sunset, UT

(801) 728-9988
jared@sierrarvsales.com

Vermont

Scott Borden

Pete’s RV Center
South Burlington, VT
(802) 864-9350
scott@petesrv.com

Virginia

Lindsey Reines

Reines RV Center Inc.
Manassas, VA

(703) 392-1100

lindsey@reinesrv.com

West Virginia
Lynn Butler
Setzer’s World of
Camping Inc.
Huntington, WV
(304) 736-5287

setzersrv@aol.com

Wisconsin

Mick Ferkey
Greeneway Inc.
Wisconsin Rapids, WI
(715) 325-5170
mickferkey@

greenewayrv.com

Wyoming

Sonny Rone

Sonny’s RV Sales Inc.
Evansville, WY

(307) 237-5000

rentals@sonnysrvs.com

Vacant
Hawaii
Mississippi
Nevada
North Dakota
‘Washington

AT-LARGE

Chase Baerlin
Bankston Motor
Homes Inc.
Huntsville, AL

(256) 533-3100
chase@bankstonmotor-
homes.com

Bob Been

Affinity RV Service Sales
& Rentals

Prescott, AZ

(928) 445-7910
bobbeen@affinityrv.com

Randy Coy

Dean’s RV Superstore
Tulsa, OK

(918) 664-3333
rcoy@deansrv.com

David Hayes

Hayes RV Center
Longview, TX

(903) 663-3488
dhayes@hayesrv.com

Ben Hirsch

Campers Inn of Kingston
Kingston, NH

(603) 642-5555
bhirsch@campersinn.com

Ed Lerch
Lerch RV
Milroy, PA
(717) 667-1400
ed@lerchrv.com

Scott Loughheed
Crestview RV Center
Buda, TX

(512) 282-3516
scott@crestviewrv.com

Mike Noble

Noble RV Inc.
Owatonna, MN
(507) 444-0004
mnoble@noblerv.com

Mike Pearo

Hilltop Trailer Sales Inc.
Fridley, MN

(763) 571-9103
mike@hilltoptrailers.com

Mike Rone

Sonny’s RV Sales Inc.
Evansville, WY

(307) 237-5000
mrone@sonnysrvs.com

Adam Ruppel
Good Life RV
Webster City, IA
(515) 832-5715
adam@glrv.com

Earl Stoltzfus

Stoltzfus RV’s & Marine
West Chester, PA

(610) 399-0628
estoltzfus@
stoltzfus-rec.com

Glenn Thomas

Bill Thomas Camper Sales
Wentzville, MO

(636) 327-5900
g.thomas@btcamper.com

Larry Troutt IIT

Topper’s Camping Center
Waller, TX

(800) 962-4839
latroutt3@gmail.com

Bill White

United RV Center
Fort Worth, TX
(817) 834-7141
bill@unitedrv.com

Participating Past
Chairmen

Bruce Bentz

Capital R.V. Center Inc.
Bismarck, ND

(701) 255-7878

bruce@capitalrv.com

Randy Biles

Pikes Peak Traveland Inc.
Colorado Springs, CO
(719) 596-2716
rwbiles@pikespeakrv.com

Debbie Brunoforte

Little Dealer, Little Prices
Mesa, AZ

(480) 834-9581
dbrunoforte@
littledealer.com

Rex Floyd

Floyd’s Recreational
Vehicles

Norman, OK

(405) 288-0338
rxflyd@aol.com

Crosby Forrest
Dixie RV Superstore
Newport News, VA
(757) 249-1257

info@dixiervsuperstore.com

Ernie Friesen

All Seasons RV Center
Yuba City, CA

(530) 671-9070
eefriesen@msn.com

Andy Heck

Alpin Haus
Amsterdam, NY
(518) 842-5900
aheck@alpinhaus.com

Rick Horsey

Parkview RV Center
Smyrna, DE

(302) 653-6619
rhorsey@parkviewrv.com

Tim O’Brien

Circle K RVs

Lapeer, MI

(810) 664-1942
t.obrien@circlekrvs.com

Dan Pearson
PleasureLand RV
Center Inc.

St. Cloud, MN
(320) 251-7588
d.pearson@
pleasurelandrv.com

Cammy Pierson

Curtis Trailers Inc.
Portland, OR

(503) 760-1363
cammypierson@yahoo.com

Joe Range

Range Vehicle Center Inc.
Hesperia, CA

(760) 949-4090
range1937@msn.com

Dell Sanders

J. D. Sanders Inc.
Alachua, FLL
(386) 462-3039
jdsrv@att.net

Marty Shea

Madison RV Supercenter
Madison, AL

(256) 837-3881

mjshea@madisonrv.com

Tom Stinnett

Tom Stinnett Derby
City RV

Clarksville, IN
(812) 282-7718

tstinnett@stinnettrv.com

Bill Thomas

Bill Thomas Camper
Sales Inc.

Wentzville, MO

(636) 327-5900
Btes1940@sbcglobal.net

Larry Troutt

Topper’s Camping Center
Waller, TX

(800) 962-4839

larrytroutt@toppersrvs.com



QUICKTAKES What kind of year

_ _ will RV dealers
Info For The Big Picture have in 20167

Randall Jeremiah
RV Rentals Seattle, WA

I'm looking to double my rental operation in

2016. | have 20 units now, and I'll have 40. |

had to turn away more than a thousand rental

requests because | just didn't have the units.

Also, my reservation software business will have
a national call center in Seattle that will handle
rental reservations and check-out procedures.

Jeff Myers
Myers RV Center
Albuquerque, NM

This year we'll see another uptick,
particularly in upscale products like
high-end motorhomes. | feel that's an
area that's been a little soft, and now
it's going to come back.

Gloria Morgan
The Trail Center
North Charleston, SC

I'm looking forward to a good

year, but a lot will depend on what
the government does with interest
rates. | think all in all people are
happy and things seem to be going
well. Last year was better for me than

2014, and | think 2016 will be even better. Bruce Burt
There are still people [browsing] on my lot, and | Keepers RV Center
don't normally see them there at this time of year. Mankato, MN

I'm very optimistic about 2016.
I've added some light-weight ;
units and another fifth wheel :

line and taken away some other [
lines, trying to find that just-right )‘-'
niche in my market. | think smaller,

lighter products will do well. We're hoping

the mid-range will be our bread and butter. Also, we're

toying with the idea of offering some extended warranties,
in response to our competition.

Marty Shea il Whi
Madison RV Supercenter Bill White
Madison. AL - United RV Center
¢ Fort Worth, TX

i very optimistic, evern lyotgls Its an Entry-level and mid-level units are our
election year, which can have a major effect : : :

; : big movers, and they'll do well in 2016.
on the market. Anything towable, especially , ;
: . / i We carry towables and used motorized,
fifth wheels, are in really good shape. And if | ;

and our ears are to the ground — we're

\?vuer'lfearl\é lgebguhsilgﬁssnc]gpetl?:;ssto i, always online and at the auctions, trying to
9 ' keep up with this market.
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Ford Makes RV Industry News
in Louisville

By Jeff Kurowski

Two recent announcements by Ford Motor Co. will have
some direct and indirect effects on the RV industry.

licensing agreement with Thor Industries Inc. subsidiary Livin’ Lite RV
Inc. to design and build Ford-branded truck campers, travel trailers, toy
haulers and, eventually, fifth wheels and folding campers.

The development indirectly affecting the RV industry is Ford’s $1.3 billion
investment to retool its Louisville plant to build aluminum body F-250, F-
350, F-450, and F-550 pickups and chassis cabs along with the next genera-
tion of its full-size SUVs. The automaker’s F-250 through F-550 pickups
comprise a big portion of the RV tow vehicle market, and they will be up to
350 pounds lighter than current versions, while having longer cabs and greater
towing capacity.

Production of the aluminum body Super Duty pickups will begin in May.
They will be marketed as 2017 model year units and go on sale late in 2016.

Ford dealers sold a little over 695,000 F-Series pickups through November
2015. F-250 and up Super Duty pickups and chassis cabs accounted for a third
of that number.

Meanwhile, the first Ford-branded RVs
built under the terms of the Ford-Livin’ Lite
licensing agreement will be aluminum body
slide-in truck campers for 6- and 8-foot truck
beds, plus travel trailers and toy haulers in 22-
and 24-foot lengths. The interior and exterior
designs of the RVs will complement the design
of Ford’s tow vehicles.

The Ford truck campers will begin
appearing on Livin’ Lite dealers’ lots during the
first quarter of 2016, and the truck campers and
toy haulers will be shipped to dealers during the second quarter.

“Ford is an industry leader in towing technology, so it was only natural for
the company to license its name and designs in this (RV) industry,” says Mark
Bentley, Ford licensing manager. “It was an easy decision. Livin’ Lite’s use of
advanced materials and their innovation mindset makes them an excellent fit

with the Ford brand.” =

T he development with the most direct impact on the industry is Ford’s

travel trailer
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Winnebago and REV Group
Announce Expansion Plans

By Jeff Kurowski

Industries Inc. and REV Recreation Group,

formerly known as Allied Recreation Group
— unveiled expansion plans during the 2015
Louisville show.

Winnebago, based in Forest City, IA, purchased
the Country Coach factory
in Junction City, OR, to
build its larger diesel
engine Class A
motorhomes, including
the Ellipse, Journey, and
Tour, said Scott
Degnan, vice president of
sales and product
management.

And Decatur, IN-based
REV recently bought a
50,000-square-foot plant in Decatur
to build Class C motorhomes beginning in
March, said president Jim Jacobs.

REV also is revamping one of its existing plants
in Decatur to house production of its high-end
diesel American Coach and Monaco Class A
models. The 80,000-square-foot facility should be
operational by May, Jacobs said.

In addition to American Coach and Monaco,
REV builds the Holiday Rambler, Fleetwood RV,
and Trek brands. Long-time Monaco Coach Corp.
executive Mike Snell is now president of the REV
segment that builds the Monaco and Holiday
Rambler brands.

Winnebago has been limited during the past
tew years by a shortage of experienced motorhome
production workers in the Forest City area. Shifting
production to Oregon allows it to tap into a pool of
experienced production workers there.

Country Coach was one of several highline
diesel motorhome builders clustered around
Eugene, OR, that all experienced hard times during
the Great Recession of 2008-09. Operating under
the leadership of Ron Lee, brother of company
tounder Bob Lee, the Country Coach plant didn’t
build new units. Instead, workers at the factory
refurbished Country Coach units that had been sold
to retail buyers years ago.

Shifting the production of 45-foot diesel Class

A motorhomes to Oregon will allow Winnebago to

T wo major motorhome builders — Winnebago

‘WINNEBAED:

® Junction City, OR

build more gas engine Class A and Class C
motorhomes in Forest City, Degnan said.

Winnebago also signed an agreement with the
Lee Joint Trust to buy land next to the Country
Coach factory, where it will build a service center
tor Country Coach and
Winnebago units.

Winnebago is
the second largest
builder of gas and
diesel Class A

motorhomes, in
terms of U.S. retail
market share, according
to market research firm
Statistical Surveys Inc.
Thor Motor Coach is
number one, with 27
percent of the market
share compared to
Winnebago’s 17
percent. Forest River (including Coachmen) is
third at 16 percent, Tiffin is fourth at 14 percent,
and REV Group is fifth at 13 percent.

In Class C, Forest River (including Coachmen)
is first with 38 percent, Thor Motor Coach is
second at 24 percent, and Winnebago is third with
23 percent. Market shares fall sharply after the
leaders, with Jayco at 10 percent, Canadian builder
Leisure Travel Vans at 1.3 percent, and REV Group
at 1.2 percent. =

°
Decatur, IN
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Keystone Automotive's Bill Rogers on
What Consolidation Will Mean for Dealers

To he successful,
growth must
provide a benefit to
customers, such as
better delivery,
later cut-off times
and shorter lead
times, better fill
rates, more
training, better
marketing, and
lower costs.

Later this month, the top parts and accessories
distribution companies servicing the RV industry
will join in a single show, as suppliers NTP-STAG
and Coast Distribution System host The Expo,
slated for Jan. 19-20 in New Orleans.

NTP Distribution Inc., Stag-Parkway Inc., and
Coast are now integrated into Keystone
Automotive Operations Inc. As dealers and their
employees get ready to head to an expanded event
hosted by the company, RV Executive Today took
the opportunity to do a special Q&A with Bill
Rogers, vice president and general manager of

Keystone/NTP-STAG.

= You've been visiting with suppliers,
q- dealers, and others in the RV
industry over the past several months,
but for those who don’t know you yet,
please give us an overview of your
background in the industry.

A = Before joining Keystone, I worked for GE,
m Textron, and Armstrong World Industries.
For most of my career, I've been in roles where I've
been responsible for supply chain management. I
continued that focus when I joined Keystone
Automotive Operations over five years ago and
have been involved in developing our strategy to
provide warehouse distribution services to the RV
market since then.

Until this past year, I managed our Category
Management teams in both the automotive and
RV markets. I was responsible for supplier relation-
ships and product management, purchasing, inven-
tory management, pricing, and marketing.

In that role, I had the great fortune to learn a
little about what makes the RV industry tick. The
role involved working with the entire organization,
which put me in touch with both our suppliers and
customers. It was a terrific experience that taught
me that while the automotive and RV industries
shared some commonalities, there were differences
that we needed to address organizationally to
service our RV customers well.

Our goal has been to work hard to earn our
customers’ trust and confidence. The leadership
team here has spent a lot of time in the field talking
about what our customers and suppliers are looking
for in a partner to help them serve the aftermarket.
We know there are lots of options for getting goods
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to the market, and we're
trying to ensure our solution
is a good match for our
customers.

Outside my work duties, 'm also taking an
active role in RVIA as a board member. I like
learning about broader market concerns and look
torward to doing what I can to help the industry
embrace the change that’s ahead of us. In strong
markets like ours, with long histories and deep,
lasting personal relationships, change can be a
daunting thing. I'm hoping that during my board
term I can contribute to a strategy that helps us
manage change while continuing our strong
industry growth and consumer presence.

= With Keystone Automotive now

= in charge of three major distribu-
tors, what can you tell us about the
future integration of people and
processes? What can dealers expect
moving forward?

A m I can tell you that it’s evolving. When we

m purchased NTP three years ago, we learned
a lot about the market and what it takes to serve.
Adding Stag-Parkway to our portfolio a year and
half ago taught us that we still had more to learn.
Each of the two companies, while similar in many
ways, brought a unique perspective. One of our
biggest challenges was maintaining each company’s
special character in our integrated company. Over
the past year, we have tried to take the best of the
best to provide our customers with a world class
product and service.

Adding Coast Distribution last summer
presented new opportunities and challenges. It has
a larger footprint in Canada than either NTP or
Stag had. It has a suite of its own brand products
that are marketed through multiple channels and
warehouse locations that overlap Keystone’s
network. We're in the early stages of integrating
Coast, and so far I'm pleased with what I'm seeing.
While we’ll have a Coast Catalog in 2016, it’s fair
to expect we’ll move to one catalog for the
combined companies in 2017 and will combine a
lot of the redundant marketing tools to streamline
customer communication.

Because of the sales and inventory require-
ments the three companies have added to our



volume, we've invested in two new warehouses.
We'll be adding over 500,000 square feet of ware-
house space outside of Spokane and Detroit. The
new locations will relieve some pressure at a couple
of our locations while providing better service
routes for next-day delivery across our entire
network. We are constantly reviewing our ability to
serve and adding inventory, routes, cross docks,
trucks, and drivers.

From a processing perspective, I don’t think
much will change for many of our customers. They’ll
be able to order online, over the phone, or face to
tace with our outside teams just as they have always
done. We've developed cross referencing between
the NTP, STAG, Coast, and manufacturers’ part
numbers on VIA, our B2B customer service portal,
so a customer can use any part number to order the
part they’re looking for. We've trained our
customer service agents, inside call center agents,
and outside team on systems and process to better
serve our customers if questions arise.

People integration has been the most chal-
lenging and rewarding part of the roll-up process.
We now have people from all of our businesses —
NTP, STAG, Coast and Keystone — working
together in the RV market. These individuals’
talent, passion, and experience are being utilized to
serve our customers. The fact that our departments
are fully integrated is a testament to their hard
work and dedication.

= The industry is seeing consolida-

= tion in nearly all areas of the
supply chain, which is scary to some
people and a sign of a maturing
industry to others. What is your
perspective on the consolidation we're
seeing?

A m Change in this industry may seem to be

m accelerating, but compared to other indus-
tries, it’s probably similar. External factors are
driving it, like technology, fuel costs, population
change, and job mobility. Internal factors are also
driving it, like company profitability, shifting
distribution channels, dealer service needs, and
consumer preferences on how to buy and how to
gather information.

I believe it’s vital for a business to grow,
whether organically or through acquisition. That
growth, however, isn’t sustainable if customers
aren’t being served well. To be successful, growth
must provide a benefit to customers, such as better
delivery, later cut-off times and shorter lead times,
better fill rates, more training, better marketing,
and lower costs.
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Consolidation helps reduce the waste associ-
ated with redundancy in a marketplace. It improves
efficiencies, which can fuel spending in areas that
improve the customer experience. I don't see that
going away anytime soon.

We're seeing change in all industry areas —
dealers, distributors, manufacturers and consumers
— happening at once. We need to recognize this
and make the necessary changes to support our
customers. We need to earn their business with our
product and service.

One thing I've observed, reinforced in almost
every dealer call I've made, is that the demand for
trained technicians and more readily available
training is a big problem in our industry.
Consolidation can make available more resources
to address this issue. NTP, STAG, and Coast have
all been involved in training, and now that their
resources are combined and the redundancies
removed, we can do more. We intend to build our
training programs and be more engaged with the
associations in delivering training to dealers who
want it.

= RV sales and shipments have

= rebounded over the past few
years — how has the RV parts and acces-
sories business fared?

A m The aftermarket appears to be riding a

m similar wave. While the aftermarket was
affected by the recession, it was buoyed somewhat
by the service and repair business created by the
millions of vehicles in use. We didn’t see quite the
cliff that the manufacturers saw, but it was painful
nonetheless.

During and after the recession, we saw a
renewed interest in retailing parts, providing
services and focusing on repairs. Those were criti-
cally important to our businesses then and continue
to be important to profitable RV businesses today.
So the aftermarket continues to grow and provide
opportunities for suppliers and distributors.

continued on page 14
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During and after the
recession, we saw a
renewed interest in
retailing parts,
providing services
and focusing on
repairs. Those were
critically important
to our businesses
then and continue
to be important to
profitable RV
husinesses today.

JANUARY 2016 13



continued from page 13

We see more new products entering the market. We see
other distributors expanding their reach organically or
through acquisition, and new distributors entering the
market. The fact that companies are investing in R&D,
infrastructure, and mergers and acquisitions demonstrates
that people see opportunities in our market. That’s a
positive sign for all of us.

= What are some of the growth areas in

= the RV aftermarket and how can NTP-
STAG and Coast work with dealers to
maximize opportunities?

A m The dealership’s retail and service centers provide a
m huge opportunity for our customers. If you think
about the lifetime value of a customer, you can see the
importance of staying connected with him. While an RVer
may purchase a vehicle only every five years, he’ll probably
get it serviced every year and want to buy products to
personalize it. Each of those needs creates a connection
with the store that deepens over time. Treat him correctly,
and you can strengthen his loyalty and trust. These repeat
customers can mean big business and have a value far
beyond the cash register in terms of word-of-mouth
endorsements.

To help our customers realize this potential, we provide
a merchandising store set program geared to help dealers

assess their existing store footprint. We can design and
implement store sets, suggest stocking levels, and integrate
reordering points for new and existing stores. We tackle
close to 100 large projects a year, which gives us a unique
market view of what works and what doesn’t. We bring
that perspective when we help our dealers tackle retail store
projects.

Another dealer opportunity is education. Better-
informed retailers sell more product, and that’s good for
them and good for us. Five years ago, we launched the
PRO education series, an online archive of retail store
training for store personnel. We have classes on store readi-
ness, customer relationship management, e-commerce,
sales, merchandising, and more. Employees sign in to take
courses and become PRO certified after passing four
courses. Maintaining their certification qualifies them for a
scholarship to attend RV University at The Expo.

The retail environment is rich with opportunities to
grow a dealer’s business. New products are one such oppor-
tunity — retailers can update their stores with unexpected,
enticing items that slow down their customers and
encourage them to browse. Mixing things up in their store
from time to time, changing out end caps, adding new
signage and displays, and running in-store promotions are
great ways to create excitement and add to their bottom
lines. =
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Towable Builder Vanleigh's First Louisville Show

turing company, Vanleigh RV, displayed product
during its first National RV Trade Show in
Louisville.

The Burnsville, MS-based company is named for
Van Tiffin, son of Tiffin Motor Homes Inc. founder
Bob Tiffin, and Van Tiffin’s son Leigh. Vanleigh RV’s
88,000-square-foot factory is 40 miles from the Tiffin
Motor Homes assembly plant in Red Bay, AL.

Vanleigh displayed its 39-foot Vilano fifth wheel
at Louisville. It features three slide outs with 8-foot
tall slide out boxes, a kitchen island, and a king size
bed in the master bedroom. It includes amenities
typically reserved for high-end Class A motorhomes,
such as solid surface flooring, hand laid tile back-
splashes, full overlay cabinets, and shaker doors. Its
dry weight is 12,900 pounds.

Vanleigh shipped its first units in 2015 to dealer-
ships within a few hundred miles of its plant and
then expanded to other regions of the country as its
production volume grew. =

T he Tiffin family’s luxury fifth wheels manufac-

Jayco Founder Receives
Titan Award

VDA Chairman of the Board Brian Wilkins
presented Bertha Bontrager-Rhodes with the

association’s Titan Award during a reception held in

conjunction with the National RV Trade Show in

Louisville. Bontrager-

Rhodes accepted the

award on behalf of

herself and late

husband Lloyd

Bontrager; the two

were founders of

Jayco, a family dream |

that grew to become

the world’s largest

privately owned RV

manufacturer today.

The Titan award B

recognizes pioneering |

individuals whose

energy and vision

help create

outstanding RV

manufacturing firms.

Get a fast startin 2016
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Take the Peak Off Peak Season

By Bob Clements

ow is a great time to think about how to
N preserve cash flow during the slow season and

begin planning how to reduce the pressure of
the next peak season.

It doesn’t make sense to work hard all year long,
only to lose all of your profits during the next few
months. But almost as important as cash flow is the
work that you can get done in the slow months that
would likely come to you during the first two months of
the busy season. By having as much work as possible
done in advance, you flatten the peak of your service
season and free up more time to serve more potential

service customers.
The most effective way to
generate preseason
work is to contact
your existing
customers by
direct mail or
phone, with a
special offer to
service their unit
before the spring
season starts.
The offer should
end about 30
days prior to the start of
your normal spring season
to give you a chance to
finish the work and prepare
for the onslaught of your
busy season.

How do you build your preseason service work?
Decide what you're going to offer and for how long. The
most important thing about the offer is that it be simple
and easy for customers to understand and attractive
enough to move them to take action on it. For instance,
you could make an offer of 10 percent off what you'd
charge for parts and service during the regular service
season. Or you could offer a gift card for a local restau-
rant or store that’s “the place to go” in your area.

Once you've decided on the offer, compile a mailing
list of all customers who have either purchased from you
or had service done over the past five years. Now, create
a great looking four-color postcard, remember the
following five tips:

~

\\

\

Keep it friendly.

When your card arrives in their mail, you don’t want
customers to think of it as another piece of junk but
rather as a message from a friend.
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By following up
with your customers,
you can easily
double the amount
of preseason work.

£y

Drop the sales pitch.

These are your valued customers, who have given
you their business over the years. You want your mailing
to generate enough interest from them that they’ll call
you, but you don’t want them to feel like you're
hammering them for their service business.

Your mailer should briefly state the benefits of
getting their units serviced before the busy spring
season. Motivate them to get more information by
calling or going to your website. Get right to the point
so you capture their attention — if your message is quick
and to the point, it makes it harder for them to ignore.

Timing is everything when it comes to direct mail.
Send your postcards so they arrive on either a Tuesday
or Wednesday. The amount of mail delivered on those
days in both the United States and Canada is usually
light, giving your mailing less competition.

Follow up with a phone call.

This is one of the most important elements to your
preseason service campaign. By following up with your
customers, you can easily double the amount of
preseason work.

Be consistent and persistent.

If this is your first preseason service mailing, don’t just
mail it once, cross your fingers, and hope for the best.
Do it again in January. According to direct-mail
marketing studies, your persistence will ultimately pay off.

With just a little effort and some creativity, you can
give your slow season a boost that will not only improve
cash flow, but also make the 2016 peak season a little
less hectic for you and your service department.

Bob Clements is president of Bob Clements
International, a training and development company
specializing in developing high-performance dealerships.

He can be contacted at (800) 480-0737 and at
info@bobclements.com. w



Referrals - The Forgotten Gold in Your Business

By Bill Cates

hat makes referrals such powerful tools for

developing new business? Is it the fact that you

begin your relationship with a prospect at a
higher level of trust? Is it that the sales cycle is usually
shortened? Is it that price often becomes less important
with prospects you meet through referrals? Or is it that
customers who come to you through referrals return for
more business and give more referrals themselves? The
answers are yes, yes, yes, and yes!

Referrals are “borrowed trust.” We borrow the trust we
built in one great relationship to build trust in a new rela-
tionship. And you know that trust is what makes a rela-
tionship work. When you start at a higher level of trust,
your prospect is more likely to pay attention to your
recommendations. If you're not acting on your referrals,
you're leaving some pretty huge opportunities on the table.

New customers for less

How much do you currently invest in marketing,
advertising, and related costs — thousands? Tens of thou-
sands? It costs nothing to get a referral. When you make
referrals a strong part of your business development efforts,
your customer acquisition costs are considerably reduced. I
helped one organization cut more than $450,000 from its
marketing budget by building a culture of referrals
supported with the right systems.

The first step is to create a referral mindset, or a set of
beliefs and awareness of what’s possible by generating more
referrals. It’s unlikely the business development folks will
develop a referral mindset on their own. The mindset starts
with the leadership team and then must be embraced by
the business development folks in the field.

Here are some elements of a referral mindset:

*  You recognize that most customers would prefer to
learn about your company through an introduction
from someone they already trust. That way, they feel
more comfortable from the very start of the new rela-
tionship.

*  You believe that asking for referrals is a safe thing to
do rather than a risky thing. Thinking that asking for
referrals is risky is a perfect example of a limiting
belief. However, with the right strategy, it’s easy to turn
this limiting belief into an expansive belief.

*  You have a process or system for generating referrals.
Wishing and hoping is not a plan. To create a steady
flow of great referrals, you have to have a process in
place.

Is your company referral-worthy?

The second step in creating a culture of referrals is to
be the kind of company your customers actually want to
refer to their families and friends. One barometer of “refer-
ability”: Are you getting referrals without asking for them?
If not, you might be doing something wrong in one of
these three critical areas:

*  The initial prospect experience
*  The new customer experience
¢ The ongoing customer experience

Being a good company to do business with will
generate some referrals without your even asking for them.
But to maximize referrals, be proactive — plant referral
seeds. Here are three ways to do that.

+ Tell your customers, “We're never too busy to give the
royal treatment to anyone you send our way.”

*  Say to customers, “Don’t keep us a secret!” This simple
line can sometimes trigger referrals right on the spot.

*  On your outgoing telephone voice message, say some-
thing like, “Please leave a message at the tone, and if
you were referred to us, please let us know who we
need to thank.” Everyone who reaches your voice mail
will know that you get referrals and celebrate them.

This is just the start of what you can do to generate
more new business without increasing marketing costs. You
work hard to create satisfied customers — tap into that
goldmine of opportunity by using your current relation-
ships as the foundation for new relationships.

Bill Cates is president of Referral Coach International and
the author of “Get More Referrals Now” and “Beyond
Referrals.” A consultant/trainer, he helps companies increase
sales without increasing marketing costs. He can be reached at
billcates@referralcoach.com and at (301) 497-2200. =
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RV Dealers/NManufacturers Need to Be

By Jeff Kurowski

(NHTSA) has gotten more aggressive the past two

years, so dealers, manufacturers, and suppliers need
to be more aware of the agency’s rules and requirements,
according to a Washington, DC-based attorney who spoke
during a seminar at the National RV Industry Trade Show
in Louisville.

An obvious outcome of NHTSA’s aggressiveness is
more safety-related vehicle recalls, including RV recalls,
says Christopher H. Grigorian of Foley & Lardner LLP.

In the United States, manufacturers self-certify their
vehicles and component parts. If they find a safety-related
defect — or noncompliance with an applicable Federal
Motor Vehicle Safety Standard (FMVSS) — they must
notify NHTSA within five business days and notify vehicle
owners within 60 days. The notification must be made
even if the manufacturer or supplier doesn't yet have a
remedy developed or replacement parts available to fix the
defect or noncompliance, Grigorian says.

Last summer, NHTSA fined high-volume RV manu-
facturer Forest River Inc. the maximum $35 million
penalty for failing to notify the agency in a timely manner.

T he National Highway Traffic Safety Administration

“Dealers should have a process in place to
flag VINs of recalled vehicles to ensure they
are repaired prior to delivery to purchasers.”

- Christopher H. Grigorian

Grigorian says it was the agency’s way of “sending a
message” that the RV industry is under greater scrutiny.
RV dealers also have obligations under the laws that
NHTSA enforces. Grigorian says it’s illegal for a dealer to
sell or lease a new towable RV or motorhome that is
subject to a safety recall unless the defect or noncompliance
is remedied before the customer takes possession. “Dealers
should have a process in place to flag VINs [vehicle identi-
fication numbers] of recalled vehicles to ensure they are
repaired prior to delivery to purchasers,” he says.
According to several dealers, Keystone RV Co.’s online
warranty registration portal prevents dealers from regis-
tering the warranty covering a unit that’s subject to a recall
for a defect that has not been remedied. However, other
manufacturers’ dealer portals force dealers to look through
long lists of models and VINs to determine if a unit in
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Aware of “More Aggressive” NHTSA

their new-unit inventory is subject to a recall.

NHTSA opened a web portal (www.nhtsa.gov) in
August 2014 which allows dealers and consumers to
search for recalls by VIN.

It is not illegal, under federal law, for a dealer to sell a
pre-owned unit that’s subject to a recall. A dealer “makes a
business decision, not necessarily a legal decision,” when
deciding whether to accept in trade a towable or
motorhome that’s under a recall, Grigorian says. However,
selling such a unit may expose the dealer to product
liability claims. Such sales might become illegal in the
future, as proposed laws prohibiting sales of recalled — but
not remedied — vehicles have been considered in California
and Congress, he says.

“It might be best for a dealership, if it doesn’t handle a
brand that’s subject to a recall, to check with a dealership
that does handle it, to see if there’ll be a long wait for
replacement parts” before accepting the trade, Grigorian
says.

Dealers also need to be aware of the federal highway
bill signed into law this past December, Grigorian says.
The new law, known as the FAST Act, states that “fair

reimbursement” by a manufacturer to a dealer for providing
a free recall-related servicing, may be denied if the dealer
doesn’t notify customers of open recalls when their vehicles
are in for other repairs. It also makes it illegal for rental car
companies and dealers operating rental fleets of 35 or more
vehicles to rent, lease, or sell vehicles with an open recall.
Not all NHTSA recalled vehicles get repaired. The

Center for Auto Safety estimates that only 70 percent of
the cars equipped with recalled Takata air bags will ever be
fixed. =
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This is the first edition of “Ask Jeff,” a new column by Mike Molino
RV Learning Center Chairman Jeff Pastore. He'll be writing about
training and certification issues and will field dealers’ questions. Send
in yours to info@rvda.org, with “questions for Jeff” in the subject line.

Ask Jeff: Understanding RV Service Technician
and Fixed-0ps Employee Certifications

20 RV EXECUTIVE TODAY

Over the years that I've served as chairman of
the RV Learning Center, I've often been asked
by other dealers about the RV industry’s certifi-
cation programs for technicians and fixed-ops
employees. With the uptick in business, many
new people are joining the ranks at our RV
dealerships, and certification is more important
than ever. Hopefully, these new employees will
seek training, stay in the industry, and earn a
certification.

I'd like to talk about a few of the questions
I've been asked over the past couple of months
while attending the Society of Certified RV
Professionals receptions at RVDA’s
convention/expo and RVIA’s national trade show.

Q a One of my new technicians’ certification
m expired in June 2015. Can he recertify
with training like the rest of the technicians at
the dealership?

s No, it’s been too long. The technician can
m recertify with training only if the expiration

date is less than 90 days ago. Your tech’s only

option for becoming certified again is to take
and pass the certified technician test.

a What does it cost to become a certified
n technician?

a Certification is two-step process. The first

m step is to take and pass the registered tech-
nician test, which costs $150. The second step is
to decide between the comprehensive, certified
technician method, with a test fee of $325, or
the individual specialist path, with smaller tests
at $165 each. Since there are five specialist tests,
the total is $825. The least expensive option is
$475 for the two tests- - Registered Technician
and Certified Technician.

g Are there any free resources to help
m prepare for certification and to evaluate if
I’'m ready to take a test? Are there sample tests?

a YES and YES! You can download six free

m study guides from www.rvtechnician.com.
These guides include Registered Technician and
study guides for chassis, electrical systems, appli-
ances, plumbing, and body. Each guide contains
a practice test and a chart with information
about the topics you're expected to know to pass
the test. Although none of the questions in the
guides will appear in the actual tests, theyre in
the same format and cover the same topics as
the actual test questions.

These are just a few of the questions I'm
frequently asked. Now I'd like to hear from
you! Please email me at info@rvda.org with
“questions for Jeff” in the subject line. =



Gertifiably Professional

»
PROFESQIONALS

he Society of Certified RV i RECERTIFIED i NEWLY CERTIFIED
T Professionals’ recognition Timothy Anderson . .. . .. Master Technician David Birmingham . . . . . .. Master Technician
program publishes a quarterly i Kenneth Boles. ... ... ... Master Technician i RonHagen ............. Master Technician
update of individuals who have { LesK.Dodgen.......... Master Technician i Robert Marsh ........... Technician
earned certification or recertification i AlbertFranz ........... Master Technician i Roger McDonald. . .. .. ... Technician
from either the Mike Molino RV ! Johnlarson............ Master Technician § Daniel J. Moody .. ....... Technician
Learning Center or the RVDA-RVIA BradLomas............ Master Technician Mark VanWechel. .. ...... Technician
RV Service Technician Certification P HyrlLown............. Master Technician i Cathy Kramer . .......... Parts Manager
program. The fo”owing list includes Nicholas Majestic. . ... .. Master Technician Damon Bresaw . ......... Parts Specialist
only individuals whose dealerships Pedro Gonzalez. . .. ... .. Certified Technician Andre A. Gonzalez .. .. ... Parts Specialist
have chosen to participate in the Mark Guinup. .......... Certified Technician Rafael Rodriguez . .. .. ... Parts Specialist
recognition program. If you'd like to Michael S. Gully ........ Certiﬁed Techn?c?an Rc?n Rouse.............. Part§ Speci.alist .
join the program, complete and i Kurtlanckton.......... Certified Technician Mike Becan............. Serv!ce Wr!ter/Adv!sor
return the form below. i RyanHorsey ............ Service Writer/Advisor

achievement? Their names can appear in the next update. Just return

this form by email to info@rvda.org or fax to (703) 359-0152. More
information about the Society of Certified RV Professionals and the recognition
program is available at http://tinyurl.com/SocietyofRVProfessionals.

W ant to give your certified team members credit for their hard work and

C ¥ Authorization to Include

. V Cenren Employee Certification Information @
| understand that RVDA and the Mike Moling BV Leaming Center have @ news release program thal recagnizes
irdwviduals who earn or renew a certified, master certfied, or specialty certification, or service manager, service
writerfadvisor, parts manager, parts specialist, or warranty administrator certification in the previous guarter.
Fach announcement ingludes the names of the individuals and the type of cortification. Frmplayers will not be
identified.

| hereby grant permission for RVDA and the Mike Moline RV Learning Center to include the names and
certifications of individuals employed at:

ity State; Phame:

in the quarterly announcement of those earning or renewing a certification. | understand that | may revoke this
permission by emalling Info@@rvda.org.

Frinted Mamse: Authorized Signature:

Date: RETURM by email to: infoi®@rvda.org or fax to: (703} 358-0152. Rz, My 2015
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Go RVing Heads into 2016 with

Go R\/twg

Momentum, Targeted Media Plan

Edited by RVDA staff

Go RVing is heading into 2016 with a More than

diverse media plan that includes its traditional
print and TV ad buys, while placing more
emphasis on new digital media.

Go RVing campaign’s increasing shift to
digital marketing has been underway for
several years but will reach new levels this year.

“For the first time ever, digital will surpass
TV as the largest portion of our total adver-
tising spend,” says Go RVing co-chairman Bob
Wheeler. “For Go RVing, ‘going digital’ means
creating RV content that moves with
consumers across platforms.”

The Go RVing advertising spend will reach $16.5
million in 2016, compared to $15 million last year.

Digital provides an array of opportunities to target an
audience of self-reliant individuals and families with
diverse interests who pursue their passions in their free
time. There is also an emphasis on reaching Gen Xers and
Millennials, the English-dominant Hispanic market, and
Baby Boomers.

Go RVing is using an array of digital properties to
spread the RV travel message, including: Accuweather.com,
Discovery Network, LonelyPlanet.com, WomansDay.com,
Active Network, Eventful.com, NationalGeographic.com,
Burst Media, Garden & Gun Tablet,
OutdoorChannel.com, CMT.com, GSN.com,

Scholastic.com, CoastalLiving.com, and LiveNation.com.

Event marketing

Go RVing will also expand its event-marketing push.
“You can't overstate the power of the changing media land-
scape,” says Go RVing co-chairman Tom Stinnett. “But
equally important is getting the product in front of the
consumer. Go RVing has shifted those experiential

Go RVing Advertising Spend in Millions

A Taral &d 14 Tarsl S Teeal G Projecied
Spemd SE.25 Sy 513.2 Lpend €15 Spend 516.5
fsillion sillion Klilicn Milkan
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at Go RViniivents in 2015.

35,000 consumers toured RVs marketing efforts into
high gear, and these
events are drawing huge
crowds.”

More than 35,000
consumers toured RV’ at
Go RVing events last
year. For example, more
than 5,000 people toured
the Go RVing/Family
' Fun magazine RV

exhibit that was on
display in August at the Jowa State Fair. In addition to
RVs on display, there was also a photo booth where atten-
dees could take candid shots against popular travel desti-
nation backdrops and share them on social media.

These event-marketing programs dovetail into Go
RVing’s expanding social media network on Facebook,
Twitter, and Instagram.

Go RVing dealer program

The Go RVing dealer tie-in program is also back for
2016 and features:

Leads-Plus Program

24 hours a day, seven days a week, Go RVing dealers
who sign up for the tie-in program can access Go RVing
leads via the Internet, prioritized according to purchase
time-frame.

Downloadable commercials and stock footage

Target your local markets with tagable versions of the
Go RVing national commercials, or create your own using
the latest professionally shot stock footage. Both are now
available as downloads. View sample videos at the Go
RVing website. New this year: Once you sign in with your
Go RVing credentials, you can preview footage before
purchasing it.

Digital RV photos in the image bank on
Go RVing.com

Go RVing dealers signed up for the program have
access to multiple high resolution images of consumers
enjoying a variety of RV products, ready for use in print
and online advertising, on websites, for social media, and
other promotional materials.

Questions? Email Chuck Boyd at RVDA
(cboyd@rvda.org) or call him at (703) 591-7130 ext. 113.
For a sign up form see page 23. =



GETRGEOING WITH GO RVING!

The Go RVing dealer tie-in program | HERE ARE THE HIGHLIGHTS: high resolution images of consumers
is back... and better than ever! Leads — Plus Program enjoying a variety of RV products. These
The “Away” campaign returns to the 24 hours a day, 7 days a week, Go RVing images can be used in advertising,

emotion-driven family focus of past websites, and other promotional

dealers signed up for the tie-in program

campaigns, along with continued can access via the Internet Go RVing materials.
emphasis on the affordability and

accessibility of the RV lifestyle for

leads that are prioritized according to

the consumer’s purchase timeframe. To give dealers maximum flexibility, the

multigenerational families. This optional Go RVing Dealer Leads-Plus Program
program also gives dealers, state dealer Digital RV Image Library Pictures on also features a menu of other promotional
associations, and their agencies options GoRVing.com items. These items are available

to use materials connected to the Go RVing dealers signed up for the separately.

national campaign.

program have access to multiple all-new,

Get Going with Go RVing! Return this form TODAY!

Name: Please enroll dealership(s) at $250 each.

Company: Make checks payable to RVDA. U Check here for leads delivered by U.S. mail.
Address: Credit card (circle):  VISA MC DISCOVER  AMEX

City: State: Zip: Credit card #: Exp. date:

Phone: Fax: Cardholder: Security code:

Email: Signature:

Dealer website:

Fax to (703) 359-0152, or mail to RVDA, 3930 University Dr., Fairfax, VA,
22030. For more information, visit www.rvda.org or send an email to

info@rvda.org




MARVAC to Celebrate I
50" “Detroit Show"

Campgrounds (MARVAC) will celebrate the 50th

anniversary of the Detroit Camper & RV Show with a
gala reception on Feb. 9 at the Suburban Collection Showplace
in Novi, MI.

“We're trying to get people to come who were there 50 years
ago,” says MARVAC Executive Director Tim DeWitt. “We'd
love to have them cut the ribbon during the reception so
everyone can enjoy the RVs on display and just have a fun time.”

The Detroit Camper & RV Show is the third longest
running consumer RV show in the country. DeWitt says
MARVAC members are contributing all sorts of memorabilia —
including a 1935 Hayes Covered Wagon travel trailer built in
Mt. Clemens, MI — for the reception. Past MARVAC show
directors Bill Garpow, Lyn Wellhausen, and Ed Klim will also be
on hand, says Bill Sheftfer, the current MARVAC show director.

Tickets to the reception are $50, and proceeds will benefit
the HARVEST Education Foundation Scholarship, a 501(c)(3)
program. There are sponsorship opportunities available. DeWitt
encourages anyone with photos, old advertisements, or recollec-
tions from past Detroit Camper and RV
Shows to contact Gretchen Monette at
All Seasons Communications in Romeo,
MI. Email her at gmonette@allseason-
scommunications.com, call her at (586)
752-6381, or send mail to All Seasons
Communications, 5455 34 Mile Rd.,
Romeo, M1, 48065. =

T he Michigan Association of Recreation Vehicles and




Appreciating the Great Outdoors

Wyoming Governor Matt Mead (center)
was the co-recipient of the 2015

Sheldon Coleman Great Outdoors Award,
which recognizes extraordinary individual
efforts to promote outdoor recreation. The
award has been presented by the American
Recreation Coalition and The Coleman
Company annually since 1989. RVDA is a
tounding member of ARC.

Mead was also honored with a check
from the Great Outdoors Month Partnership
in recognition of Wyoming’s nationally
recognized public service announcement
promoting healthy, active outdoor fun. Mead
in turn donated the check to WY Outside, a nonprofit
affiliation working to encourage youth and families in his

state to spend more time outdoors so they develop an
appreciation for and commitment to the natural world. =

Associate Members

Members that provide advertising, marketing, promotions and trade journal services. For a
complete list of Associate Member, please visit our website at www.rvda.org.

Advertising, Horsepower 360 Marketing RH Power & Associates, Inc. Statistical Surveys, Inc.
Marketing, and 2940 Hebron Park Drive, #217 9621 Fourth Street NW 1693 Sutherland Dr

; Hebron, KY Albuquerque, NM Grand Rapids, Ml
FLEE P: (859) 309-4434 P: (505) 761-3150 P: (616) 281-9898
Dealer Rewards www.hp3sixty.com Toll Free: (800) 552-1993 www.statisticalsurveys.com

2275 Bahia Vista Street
Sarasota, FL

P: (302) 537-2194
www.dealerrewards.net

Engage121

20 Glover Avenue
Norwalk, CT

P: (888) 607-9655
www.engage121.com

Genius Monkey

80 East Rio Salado Parkway, Suite
410

Tempe, AZ

P: (801) 699-6414
www.geniusmonkey.com

Good Sam Enterprises
3431 S 257th Street
Kent, WA

P: (847) 229-6756

Toll Free: (800) 765-1912
www.goodsamclub.com

IHS Automotive

26533 Evergreen Rd Ste 900

Southfield, Ml

P: (800) 464-7655

Toll Free: (800) 464-7655
www.ihs.com

Level 5 Advertising
13825 Sunrise Valley Drive,
Suite 150

Herndon, VA

P: (703) 661-3350

Toll Free: (888) 602-4581
www.level5advertising.com

Nusani Media
Las Vegas, NV

P: (855) 687-2644
WWW.Nusani.com

REBS Marketing

560 16th Avenue South
Hopkins, MN

P:(952) 942-5457
www.REBSmarketing.com

www.rhpower.com

RV Trader

150 Granby St

Norfolk, VA

P: (877) 354-4068

Toll Free: (877) 354-4068
www.rvtrader.com

RVM Promotions

PO Box 100486

Fort Worth, TX

P: (386) 547-8013
WWW.rvmpromotions.com

RVT.com Classifieds
USA:

726 Cherry St. #160
Sumas, WA

Canada:
1102-1329 Ellis St.
Kelowna, BC

P: (778) 424-5091
Toll Free: (800) 677-4484
www.rvt.com

Wes-Tex Printing
P.0. Box 1509
Brownwood, TX

P: (800) 346-0515
WWW.wes-tex.com

Wheeler Advertising, Inc.
624 Six Flags Drive Suite 150
Arlington, TX

P:(817) 633-3183

Toll Free: (800) 678-7822
www.wheeleradvertising.com

Trade Journal/Press

Hearst Business Media
8335 Cherry Lane

Laurel, MD

P: (770) 533-5332
www.blackbookusa.com

RV PRO Magazine
2800 W Midway Blvd
Broomfield, CO

P: (303) 469-0424

Toll Free: (800) 669-0424
WWW.IV-pro.com
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2015 RV DEALERS
INTERNATIONAL CONVENTION & EXPO
Las Vegas, NV # November 2-6

Multiple Sessions on CD-ROM or Individual Sessions on Audio CDs

Purchase multiple sessions, grouped by RYDA Track. on ONE (1) CO-ROM or select individual sessions on audio CDs.
CD-ACKE play in computars only. Soms sessions may reguire multiple audio G0 dus to sesson langth and may appsar i multipks
Tracks. Cuastions? Pleazs sag AP staff on-sile or contact them post-comeantion.

To ordor, cirde AR CODEE] of seloctionds), complale farm below oF submil business card. ALL orders maled post-coavention
Payment must accompany arder. Transsction city'dale may ditfer from comeention ciby'2&te - no debit cards acceptsd. Allow 4-5 weeks
for delivery.  Post-corvention credit card orders MUST include card biling address. Pricas, list, fees, and availabiliy subject 1o change.

ALL COSROM Tracks Include AP Code Track - Title Presenter(s)
Tuesday Rental School & Friday Compliance Sesslon 14-15 Besl Praclices in Hiring and Retaining Talant in AY
(Al=o available on audio Chs) Featail | Manvellen Adams
APl Code Track(Title - Presenter{s) 17-15  Job Analysis: Key 1o Delermining the Hiring andd
) Cizveloprmant Criteria for Top Sales Parformancs .
01-15 Rental Schoal; Loarm How Renting Wil Enhance Your Tom Schoanfaldar
Sabes, Service. Parts and F&l Business., Seott Krenek. 2398 Hgs Your Deslership Budgaled For Wans and Hour
Martin Ornken & Dan Pearaos - 2 CDs LIII';'.;IEIII'.'IFI? W 1ssnT E.I':Er'l‘ﬁﬂ I Pﬂ.'!l' Plans and

Cher Scary SNl . James Hendrcks, Jr
28-15  Displaying Uynemic Lesdarship in Your Dealership:
How o0 Succesd In Business - Just Count the Ways .

46-15  Compliance Session: Complance ang Yaur
Dealership: What Youw Dan't Do GAN Hurl You .

Righard Mogre Douwg Dvorak
B0-15 DWGM Track on 1 CO-ROM — All sesslons below plus 3515 Sligring Your Team for Raesults | Chnissine Corall
Rental Schoo! & Compifance Session 41-15  Follow Me, I'm Right Behind You! How 1o Lead &

Irfiuence Cihers ..Jody Urquhart
02-15  Elminating that Damarcation Line Bebween Your

Dapartmarts . David Foen Pleasa Turn Shaet Over
13-15 mcrmn|ng Profit Bitfgs in Em::r'!'l DcpamDnt m thix for F&I.l PE.l'tE. HB“IBI. Eﬂﬂﬂq E'H'H'hﬂl
Dealership .. Ghuck Marzahn and Social Media‘eMarketing Sessions
[ ] Paid Cash Check Charge
. RN
Order Onsite and Save et o E—
CONVENTION SPECIAL - 7 CO-ROM SET - BAVE 25%
krncfudes ALL Tracks Hﬂi"pﬁﬂ Tussday RAaminl Sohoo w H not prm“ﬂ“g ﬂBI"d.. inclede hl"ll'lﬂ
ard Friday Comphance Session 3 6040 740 address below,
Audio CO-AORMS by Track AMEX m;:mml Exgiration Dula
Dealer/GM Traok - 11 Bessions 5 200 £ 2E0 Cardholdes/Signature
Sales Track - 10 Sessions 5180 53235
Erinbad Mamia
F&I Trach - 10 Saapions %180 £ 225
Rental Track - 12 Sessions $200  &278 RSINnD Adrnd:
Sarvice Track - 17 Sessions §$220  §375 Conpany.
Parts Track - 11 Sesaions $o00  §250 Addrass
SkfeMarketing Track - 11 Sessions & 200 £ 280 Cily
AUDID GO by Sesskon Slale P
Per Audio CD 20 3§ 25 Dayime Phana
Awdic CD B far B Pack 7 1 Free S 160 £ 200 Eiadl Acldess
Aldio L 16 for 14 Pack / & Free SI80 S350 wfredlt Card Billing Address [MUST include post-corvertion)
All Segsiong on 47 Chs - SAVE 38% 5 740 L]
Straat
Completa Audle CO Sat CityrStateZip

INCLUDES Storage Case

§ : AudioPrint International, Inc * 7404 Evesborough Lane
**Plus 5/P - International requests higher Trinity, FL. 34855 * Ph: T27.375.7154 * Fax: T27.375.7445
audioprint @verizan.net
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Order Multiple Sessions by Track on CD-ROM or Individual Sessions on Audio CDs

APl Code  Track - Title / Prosenter(s)

BU«15

05-15
10-15

2015

26-15

J2-18
a3-15

44-15

§2-15

07-16

12-15

16-15

22-15

28-15

34-16

40-15

42-15
F3-15

03-16
0d-15

18-15
24-15
JU-180
Ad-15
42-15

8§4-15

0&-15
07=15
11-15
15-15

21-15
27-16

F&! Track on 7 COROM - ANl sessions below plus
Renial School & Compliance Fession

Ethics tor the BY Prolossional | Bill Koshor
Tuming Ceclines inko Dollars - The Importance OF
Expanded Finance Options for Your Dealsrship ..
John Haymond

A Fast Track tor F&I . Grag Artman

Chervical Treatments/Frotectants: A Hassls of
Bringing Home the Bacon? _\Wade \Welss

Lzing Influance with Imegrity in F&I . Richard Moors
Fighting Fraud: Saleguarding Your Businass |
Duana Bunn

Sucpessiul Menu Selling | Roterd A Harkins

Parlg Track on 1 C0-ROW - AN sagsiong bedow pilig
Rental School & Compliance Seszion

Take om the Mass Merchandaers, the Intemat and
Win! ..Bob Clemsanis

Customer Cara and Usa Seminars - A Path bo Mora
Fans & Accessary Sales | Greg Dewall

Crealing g High Perlgrmmance Parls Depariment
Bob Clemeants

Digital Marseting for Parts: Mine the Sold in Your
Markst . Rich Dellancey

Developing a Povwacful BOG for Pars & Sarvica
Jani Sluker

Can They Sall at the Caunter O Are They Order
Takara? _Ceorge Dans

Are Wa Hinng Customsr Facing Employsss In Our
Fixed Oparalions Dapanments? David Foco
Managing for Gales Swecoess | Doug Dvorak

Sales Track on T CO-A0MW — AIl sesslons below plus
Rentail School & Compilance Session

Ernciple Contered Selling - Randy Sobel

The Customer of the Futwne - Will Tomormow's
Customer Be Yours? ..Christine Soralli

How fo Sell to Woman . Chnsting Coralli & Dowg
Dvarak

Just Close 1t - 11 Yow Don't Close, You Lose
George Dans

Futting Principles 1o Work in Your Deslership .
Randy Sobal

Ciidain and Surpass Your (Goals Thn Effective
Appointmeant Setting & “Self Gensrating”! Joni Stuker
KManaging for Sales Swccess . Doug Dworak

Barvice Track an T CO-ROM - Alf sessions baiow
plus Remdal School & Compliance Sessian

Twrn Y¥our Service Lane Intc a Selling Lane ..

Buckd Blackburn

Taks on tha Mass Merchandsans, the Inteniel and
Win! | Bab Clermsnls

Turn Your Sandics Depandment into a Cash Maching .
Bob Clemants

Diriving Sarvice Bewanue to lmoprove Vehic's Sales |
Pater Marlin

Manage Your Shog by the NurmBers | Ghuck Marzahn
Hablta and Practicea of the Excepticnal Seevice
Adwigor . Daon Tiptan

AP Code k- Tille f Pr r

43-15 I Love My Job, t's the People | Can't Stand! ..
Jody Urguhart

30415 Sorvice lsn't a Deparimert - s Abowd the Attilude .
Gagrge Dans

46-16  Stuclure Your Secvice Dapartmeant o be Paoditabe
Caon Tigton

8515  Soclal MediaeMarketing Track on 1 CO-ROM -
All sessions bolow plus Rental School and
Camplianee Sassian

N4-15 Horvw Prosfive Revieews Drisee Tralhe e Your
Demarship . Pater Martin

08-15  Creating a Killer Online Widea Stratsgy .Phil Sura

15-15  Drwing Service Revenue (o Improve Vehicle Sales ..
Pater Martin

1B8-15  Socis Media & Websie Content Analysis and
Slrabeqgy . Colleen Malloy

25-15  Digial Mar<etng - Wnat's Mow and What's Next .
Sarmantha Seell

31-15  Fva kyihs About Search Eng e Markating ..
Collesn Ma oy

715 Digial Markaling for Dealars . Rich Ded ancey

43-15  Appeal to the Eye, Engage for tha Buy - Lavaraging
Viswal Selling Techniguas _.Samentha Scott

Bg=15  Rental Track an 7 CO-AOM = A sessions befow
plus Rermtal School & Compliance Session

0415 Mo Postive Heviews Deive Traffie i vour
Daazbarship | Patar Martin

08-15  Creating a Killer Online Video Strateay . Phil Sura

1B8-15  Socis Media & Websie Content Analysis and
Blrategy . Collean Malloy

25-15  Digital Mar<etng - Wnat's Mow and What's Next .
Samantha Scett

28-15  Displaying Dynamic Lesdarship in Your Dealksrship:
o to Sucocesd In Business - Just Count the Ways .
Croog Creorak

41-15  Fve Myihs About Search Eng ne Markeling
Colbeen Maloy

ar-15 Ligital Marketing for Dealars . Rich Delancay

41-15 Fallow Ma, I'm Hight Bahind You! How to Lead &
Influence Others Jody Urguhart

43-15  Appeal to tha Eya, Engaga for tha Buy - Lawveraging

Wiswal Sellrg Techniques _Samarntha Scott

Missed a Session?
AudioPrint has a “Digital Library”
ol Previous RVDA Convenlion Recordings!
Please inguire for details.

AudioPrint Intermational, Inc.* 7404 Evesborough Lane * Trinity, FL 34655 27
Phang: T27.375. 7154 /Fax: 727 3757445 ¢ luﬂlnprlﬂ'tlﬂlvjﬂzm.nll
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RV Service Textbooks

SUMMARIES & ORDER FORM
Published by RVIA, Available through The RV Learning Center
These RV texthooks help rachnicians merense their knowledge and inderstanding of the various
RV components and operating systems found in today’s RV, and also prepares them tor the new
testing requirements of the BV Service Technician Career Ladder, The complete set consists of 14
volumes --written by BV service experts, and the Electnicity Demystified text.
3AVE 305 WHEN YOU ORDER A COMPLETE HARD COPY OR CD-ROM 5ET!
See next page for details!

Textbook Title Price # books Total &

Imtranduction to BY Serviee = Frivvides an intraduction b the BY indusiry, the varivus opes of BY s ana their
struciurel charactenistics and systems, ihe basic tools utlized by BY wechnicions, and safety in the BY workplace,
Surmmaries of indusiey codes and @andards and BY wechaician job classificalions ane also iveludead as well asbase
infirmutiom on wsing BY service manuals. Deveboping and demonsirating salid customer relations and recerd
kreping skills ame nlen wldressed,

31u.ms

Electricity Themystified — Writlen im a step-by=step omal, this practicl goide begims by covering direct curmend

(M, 'urll.nf,e. resistance, civouils, celle, and hatieries. The hook e on o discues I1|Ic‘:r|1|1Iil'H:_-\_"II:"I'E'|'|1 (A}, pwer
supplics, wine, and cable. Magnelizm and dectromagnetic offoots ane alse addeesed. Ditailed examples and eoieise 314.95
explamations make it sxy to urderstand the meterial.

RY Eleeteical Systems — Provides ivstruction on performing AC and T vallape systems ivspections and fests;
servierng AL and IO poswer sousces; servicing wirng/ddsuibubdon syvspews: and matnalning, repairsng sod iepect- | 4908
ing AC mnd D devices.

EY Propane Syslems = Frovidss insiructicon cn inspecting und raintnining propane contairers and fitlings; in-
specting snd maoineaining the piping systens perfomming propane system tests, parging and filling cempiners: 4905
rnsfeming propae foo container 1o container; ad buning off propane in a contaicer.

RY Cienerninrs — Covers the instnl lmion, mainterance and repair of BY gensmiors, the genersor section and
contral seaiem, This nchades inapeclivg, maintainig and mpairing geecmator comgonenis and serilving batlery F59.05
viltage, fis] sounce and pressures, engme operation, satpul vollage and frequency, wsd govemor oparation.

Y Ranpres & Cooktops — Provides insinsclion en the insiallation, repair and replacemend ol mnges and ovens,
[hila Ireludes verifyving gas presaune; veritving grale <lips ingalleiong cheeking lines and fintinga; repalsng and
replacing comporents; vemlying renge bumers are nol allecled by speration ol foree air lomace ar ather applime
o5 and performing fanction test.

33905

BV Water Iheaters — Covers the dnseallation, sepairand replacement of BY wanes hexters — Pilot, DSL (direct
spark igmition) and Fleciric, Topics addressed inclule inspecticg ignition sysiems, verifying pas pressure; troathle-
shieeting dhe sequencs of operaion, repalr ard replacement of varicus comipenens; draining ad Aushicg the 139095
warler brsaler and mapectzg litings For cabelum deposits; checking Nuliongs oo ke lanks mspecing ad replacisg
the water tank: and checking linss ured wlves fir mabor aide.

RY Plumbing Systems — Provides inssruction on performing fresh water system tests; inapesting and repairing
[resh water sbarsge lanks, distibution syslems, and Buunes aod diviees: pirlonning waste wites spsloms Wwals, and [ 439 0%
inspecting, repairicg and replacing wnste holding tanks and drainage piping sysiems.

RY Heating Applisnces — Covers mstallation, repairand replacement of RY heating sestems, including gravity,
pilat 2nd T¥ST [direct spark ignition furmaces), Topics examined inclzdeverifying pressare and elecerical volipge: 43995
inppezeting amd eleseing burmes, piled, eabaua) ube and air intake; oublshooting the sequence of operationg
repairing urml replacing warices fumace componenis: inspecling arkd comecting ducting and return air.
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Wzx> RV Service Textbooks

RV Refriperainrs = Provides instruction an the installotion, repairand replocement of absomtion refrigerators

{mamual and amomatic selection). This imcludes verifying prope: venting, AC and DC power sourees, propan g $30.95
prizssune, and keveling; dgmoditg and replacing elecinc and s sompacsmis; diagnosmg and replacmg the cooling

unit; dingrosing, repaiting and replacing the intermal ice maker compenents; and performing function tests.

RV Air Conditioning = Covers the installation, nepairend replacement of air conditioning and hoat pumip anits, $19.95

including ver fring air flow, assessing the inscpriny of the clectricsl svsiem, ard cvaluating the integrine of nefriper-
ani syslomes,

RY Pre-Delivery Inspection — Introsdiuces omid explains the many impartang steps 0 mspecting the BY beFore deliver-
ing to the cussamer, incloding checking propane systems, pre-testing all appliances and accessories, festing and in-
apocting the AC and DO electical sysiem; chocking safety fems, lghing window reol molding seds. and wiper L3095
hades; checkimg and luhing doors; visually inspedting chassis checking bug mits amd fime pressure; esting aater sap-
p'lg,' and drnin.a;_a;r svalems; and nr'hnr'uminf_a st drive,

RY Preventive Malmtenamee — Exanines what services to perform for preventative maintenance, mehiding check-
ing prispane syslems; servicing and sdjustoe appliances; lesling O.FC 15 winberizing amd de-winlerizing cach;
sheeking safely fems: checking smd mbricuting doors; ehecking exieries lights; checking window reofmalding £30.08
seals changlng olland fllberon power plants; checking wiper blades; visually insgecting fluld levels; servicing batrer- o
s irspecting bels arad boses; changing chessis oil and filter amd lubricaling chassis; changing transmission oil,
filter and gesked; vimaaly inspzcting chnssis; checking heg nuts and tire pressare; flushing and refilling cooling sye-
teaw; and perdfoeming a fest drive.

RY Brakes, Sespensison & Towing — Covers the basics of brakes and brake comirollers used fn BY wowable sya-
temis. Reteronoes BY sspension systems 25 well axwheeks and tires. Fully desoribes types of BV towing syssoms,

'I'|i1cl':-.a,_wi|ir'.[;, and secessories, Tncdudes inlormglion on lrru.|'I'-'I-q:-|-'*rq::u_'ul:||._'-r| n-pﬁimm," mplm:::rm:m nl':ﬂa’l‘.i'i.-:rl'm:l‘.s. 30035
and imechandeal banding gear facks. Texibook alay covers velucle weigns, weiglt salety, weight labels, legal regula-

tiens, crdes and standards.

RY Hydranlics = Covers the basic principles and lows of hydmulics, lvdrolic terinalogy, special wonds and

anquipment and basic pdravic cireuits, The Bocek intreducss e eehsician o ydraolic sysem componenta and

their functions. Inchodes infommation on perlorming hydmulic sysdem mainterance, sy, and roubleshooling 3095
procedures,

Save almenst B2l <~ Complete Boak Sei 435200
TOTAL COST OF TEXTEOUKS IF PURCHASED INDLY IDUALLY 574,25

AL AVATLARLE ON CI-ROM (WOTE; Elecincily Demysiafied is WOT on the CIROM, but will be included in 320
Baand cogey Fomman swith veur ondet,)

Erice induks shipping and hascling. Tofal Amount Emclosed: $

Mumme: Campumy:

Ehipwping Add ress:

City: Staie: Fipe

Plyomse: Fux:

Method of Fayment (Flease Check {ne): Mluil this form to Yike Mealinog BV Learning Center
3 Check (Made Payable to the Mike Moo BV Leaming Cenfer or fax to T3} 3500151,

2 Send an leweeze (RVOA Membera Only)y For mere informsaticon call {TO3) 591-7 134 or visic
d Credit Card: 2 Wisa O MasterCard QO Amex J Discover curwehsite o wosrvlenmimacenter.oom
Cordl Mz Expiration Date:

Mume om Carnd

Siznaluns:

Billimg sddress (15 different from aboves
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: Every technician can have access to individual self-study
" training and certification preparation for all sections on the .
career ladder. u

2R RV TECH CERT PREP COURSES [x]
- g

Just getting started? Already a Registered Technician?
Choose Your Path:
REGISTERED TECHNICIAN CERTIFIED TECHNICIAN CERTIFIED SPECIALIST
PREP COURSE PREP COURSE PREP COURSE
Course A 589 Course B 5249 Course C 569/specialty
Coampreheansive certification Prepares @ technician to be testad and
The Registered Technician course preparation course that reprasents the certified® In five areas of speclalty:
prepares AY service technicians bo leeft sich of ther BV service technician CL Appliances $69
take the Registered Technlclan test * career lzdder. This course is C2. Hody 569
preparation for testing as a Certified 3. Chassis %69
Technlclan. * Ca. Electrocal Systems 569
& Plumbing %69

ALL COLRSES USE AM INTERACTIVE MULTIMEDIA OMLINE FORMAT.
Courses combine text, graphics, and video with mentor support, All content is online.

Mo extra materials needed. Courses align with core knowledge areas of certification tests.®
*Fach fee offers access to the specipc anline preporgtion course end DOES NOT cover certification testimg

YES, | WANT TO ENROLL MY TECHNICIANS! (Copy this form to enroll more than four)

Company

Address et by and ava g
the ke Moling RV Learming Center.

City/State/Zip T bl Mling

Prone Fax m—___ c w%::::_:ﬁ i

Each technlclan MUST have a distinet emall addrecs that only they can acoegs, Dby o Per S

Indicate which COURSE a technician is choosing with A, B, or €. If choosing C, indichte chosen specialties by numbbier,

Mame Email Course 5 *
Name Ermail Course 5 *
MName Eraail Course 5 *
Name Email Course 5 *
Send progress reports and other notifications to the following supervisor: TOTAL 5 *
Mame Tithe Email

Method of Payment All registrations must be pre-paid in U.5. funds. Fees subject to change without notice,
__ Check enclosed: Payakle to the Mike Moling BV |eaming Center  Credit Card  VISA MO AMFX _ DISCOVFR

Cardhodder Narme Billing &dd ress

Arct Exp Security Code

Cardhodder Sienature

Fax to [703) 358-0152 or maill ta the Mike Molino RY Learning Center, 3930 University Dr., Fairfas, Wa 22030,
Call {703] 591-7130 to enrall by phone.
30 Rev. 5/Z015



TECHNICIAN CAREER LADDER

MASTER CERTIFIED TECHNICIAN

Master Score on Test

Cerified Techmician

arifizaledn lest

Optioral Faths

Gantifizd Specialist in All Areas

Plmbing
Appliances

Electrical Systams

Ghassis

Body

Cartitiad Speceall e

A Promising Career Climb

Give your business a leg up with the revamped
RV Technician Certification Program.

atart your workforce — and your dealership —
on the right path fo success. The new RY
Technician Certification Program is designed
to streamlinge the certification process and
acdapt ta the demands of a fast-paced busi-
ness envirenment. The program makes corti

fication more convanliant ans accessitle than
ever before,

* |mproved, restructured program, featuring
a two-path Career Ladder that allows
cancidates to pursue advanced technical
spacialties,

* Timesaving online feskting oplions.

¢ |Ipdated materials, textbaoks, ang anline
test-prep resources that reflect changing
needs and industry frends,

* RYIA Trouble Shooter Clinics that track
seamlessly with the specialty arsas of the
Caresr Ladder,

and the new BY Technician Certification Pra-
gram will boost yvour botbom fine, In & recent
survey of mare than 600 dealers...

e B0% confiem certified techricians make
them more mensy than nen-certified coun
terparnts.

* /5% report certified technicians perform
Better quality work than non-certified coun-
terparts,

* 72% belisve certified techniciars create
more satistied customers,

it's time to fake the first sfep. The cerli-

fication process is just a click away. Visit
www.riiechnician.com to learn more.

www.rvbechnician.com
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ONLINE TRAINING WITH FRVTA'S

DISTANCE LEARNING NETWORK

The DLN offers your dealership: more than 50 training sessicns, reviews, and lest

+ Onsite training preparation sections. Also énFI_Lded are mar'u“:_r:
o G *rairi"-g turer--and suppl nrr:-;_r.nc:f.lflf adwa.’t{f:rj repain
b and troubleshooting classes desigred 1o
Nr;! traval I|-_r||-_I O BRPENSes upgrade techricians’ skills. Completion
Self-determined pace of these classes qualili=s for recertifica-
One fixed price of $395 for the tion hours. Classes are available 24/7
subscription term trade. . W' throughaout the program year,
prosiding maximum flexipility

The Florida RV Trade ——

Association and RVDA's Mike (. WLEMIHIHE » Service Writers/Advisors — This
Molino RV Learning Center partner A, Ml three-hour program is valuable for both
to provide distance learning oppartun ties newe staff and experienced personnel

to RY dealers and their employees. The preparing tor the RV Leaming Center's Service
Distance Learning Metwork is $995 per year for Writer/Advisor cartification.

each dealership location. Over 30 sessions avzilable, ) ) _

24 hours a day, seven days a waek, with full access to * Greeters/Receptionists - This S0-minute session

trainirg through luly 31, 2016, 5 suitable for all employees who need customes
service skills, It includes a final exam and certificate

The DLN offers online training For: o© completion
* RV Technicians — The certificaton prep courss + Dealers/GMs - Thiz program features important

helps technicians get ready for the certification tagics for management, including lemon laws, LP
exam. Your subscription includes unlimited access to gas licensng issues, and the federal Red Flags Rulbe,

DEALERSHIP REGISTRATION

Compaty Hame:

Ardness Ly ciate: Tin:
Priane: Fau;

Kentor Mama: Fhame:

[-rail jaf dealership) Fan

**High speed Internet access required. RVIA service textbooks not included**

lacationis) as $995 each = payment due: § fmelect paymant mathod below)

PAYMENT METHOD rivie oo are sulyect 1o chenge wialhoud noboe. Complede Inver socbon and med o fax dor
Florica B Trade Association, 10510 Gibsonton Drive, Riverviews, FL 33578, (813} 741-0488, Fax: (813) 741-06E8

L1 PAY BY CHECK OR MONEY ORDER ] By BY VI5A OR MASTERCARD

Kame an Credit Card: Card Humber

Securey Ciede: Frpies: Card Billing Addross:

Card Hoider Sgnisture

For mare information, call (386) 754-4285 or go to Attps: e Igceduacademicsioccupations!-programs/m-institutel 22mMs
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RVDA Endorsed Products

Certified Green RV Program
TRA Certification Inc.
www.tragreen.com
aleazenby@trarnold.com

Phone: (800) 398-9282 Fax: (574)
264-0740

TRA, the leading third-party green
certification company, through its
“Certified Green RV Program,”
measures, evaluates, and certifies
RV manufacturers and verifies
vendors for energy efficiency and
environmental friendliness. This
program empowers dealers to
guide environmentally-conscious
consumers in making better-
informed decisions about their RV
purchases, leading to increased
customer satisfaction.

Credit Card Processing

Bank of America Merchant
Services
https://rvdealer.bankofamerica.com
jay.machamer@bankofamericamer-
chant.com

(678) 784-0567

Bank of America Merchant
Services offers RVDA members an
annual savings averaging 10-to-15
percent on each Visa and
MasterCard swipe transaction.
Advanced equipment provides fast
authorization, around-the-clock
support, and improved funds
availability for those with a depos-
itory relationship with the bank.

Disability Income Insurance/
Paycheck Protection Benefits
American Fidelity
Assurance Company
www.afadvantage.com

Ted Brehoney
ted.brehoney@af-group.com

(800) 654-8489, Ext. 6530
Dealerships can provide disability
insurance to provide security for a
portion of an employee’s paycheck
in the event they are unable to
work due to a covered accident or
illness.

Emergency Roadside and
Technical Assistance
Coach-Net

www.coach-net.com
dealersales@coach-net.com

(800) 863-6740

Coach-Net provides emergency
roadside and technical assistance
solutions to RV dealers throughout
the U.S. and Canada and for many
RV and chassis manufacturers, RV
clubs, and customer membership
groups. Coach-Net provides dedi-
cated service using over 150
employees with advanced commu-
nications technology tools
combined with an extensive
database of more than 40,000
service providers. The company

employs trained Customer Service
Agents and RVDA-RVIA/ASE
Master Certified Technical Service
Agents.

Employee Testing

Caliper Corp.
www.calipercorp.com

Ralph Mannheimer
rmannheimer@calipercorp.com
(609) 524-1214

For nearly a half-century, Caliper
has consulted with over 25,000
companies on improving every
aspect of their workforce — from
hiring and selection to employee
development and succession
management. Starting with
accurate, objective insights our
consultants gain from our time-
tested personality assessment, the
Caliper Profile, we are able to help
our clients reduce the high cost of
turnover, help first-time managers
excel and create solutions that are
tailored, practical and adaptable.
Whether you are looking to hire
top performers, develop talent,
build teams or transform your
organization, we can help.

Extended Service Agreements
XtraRide RV Service
Agreement Program
www.protectiveassetprotection.com
(800) 950-6060, Ext. 5738

The XtraRide RV Service
Agreement Program is offered
through the Asset Protection
Division of Protective Life
Insurance Company. The program
has been exclusively endorsed by
RVDA since 1992. The XtraRide
programs and F&I solutions bring
dealers increased profit opportuni-
ties while providing quality protec-
tion for their customers. Protective
is dedicated to providing the RV
industry with superior products
and services given its ability to
underwrite, administer, and
market its own programs.

Health Insurance

Mass Marketing Insurance
Consultants Inc. (MIMIC)
www.mmicinsurance.com/RVDA/
quotes@mmicinsurance.com

(800) 349-1039

MMIC contracts nationally with a
number of health insurance
companies to provide a wide
variety of benefits. MMIC creates a
customized insurance program
best suited for individual dealer-
ships. Coverage is available to indi-
vidual members and those firms
with two or more employees. With
group coverage, all active full-time
employees are eligible. Spouse and
dependent children under age 19
(23 if full-time student) are also

eligible. The cost of the coverage
for the RVDA program may be
paid in whole by the employer or
shared with the employees.
However, the employer’s contribu-
tion must be at least 50% of the
total cost.

Hiring Tools

Employment Network-

A Careerco Company
www.employmentnetwork.net

(718) 307-6258

The Employment Network is a
network of pay-for-performance
job sites. Its flagship site,
FindTheRightJob.com, reaches
more than 5 million job seekers
monthly. Employers can drastically
reduce their cost-per-hire by using
The Employment Network’s
FindtheRightJob.com portal and
other sites. Employers set the job
requirements and only pay for
candidates that meet them.

Lead Qualifier Program
Customer Service
Intelligence Inc. (CSI)
www.tellcsi.com
bthompson@tellcsi.com

(800) 835-5274

The Scene: High Inventory-Low
Sales. The Need: More Sales-New
methods to meet circumstances.
The Solution: CSI's Lead Qualifier
Program. How it Works: Your sales
leads are sent to CSI immediately
following initial contact with your
sales staff, either in the showroom
or by phone, website contact, Go
RVing leads, and anywhere else
you might acquire leads. CSI then
makes a personal phone call to
each lead, captivating their atten-
tion before your competitor does
and establishing impressive
rapport! We will uncover the
prospect’s initial impression of your
dealership and staff; fully qualify
the lead including exact needs and
time frame for purchase; and
provide you with their Deal Maker!

Pre-owned RV Appraisal
Guidance

N.A.D.A. Appraisal Guides
& NADAguides.com
www.nada.com
Isims@nadaguides.com

(800) 966-6232, Ext. 235

The N.A.D.A. RV Appraisal Guide
is an essential tool for dealers
needing to determine the average
market value for used RVs. A new
online program, RV Connect, is
also available that provides
updated RV values, creates custom
window stickers for both newer
and older RVs, and more. These
products are all available at the
RVDA “members only” rate.

N\

RVDA=

Propane and Propane Supplies
Suburban Propane
www.suburbanpropane.com
sholmes@suburbanpropane.com
(800) 643-7137

Suburban Propane offers discounts
to RVDA members on propane
along with attractive and safe
equipment for refilling most any
propane cylinder, 24-hour service,
on-site “Train the Trainer” instruc-
tion for dealership personnel,
signage, and a periodic review of
filling stations by safety experts.

RVDA/Spader 20 Groups
Spader Business
Management

www.spader.com

info@spader.com

(800) 772-3377

RVDA/Spader 20 Groups managed
by Spader Business Management
help dealers improve their
management skills, recognize
market trends, and solve problems.
The groups include non-competing
dealers who share experiences to
develop best practices.

Shipping Discounts
PartnerShip, LLC
www.PartnerShip.com/79rvda
(800) 599-2902

The RVDA Discount Shipping
Program, managed by PartnerShip,
provides RVDA members with
substantial shipping discounts.
RVDA members who enroll in the
free program will save on small
package shipments with FedEx and
less-than-truckload (LTL) freight
shipments with UPS Freight and
Con-way Freight. Visit our website
for more information and to enroll.

Software & Consulting Services
KPA

www.kpaonline.com
ccreuziger@kpaonline.com

(303) 228-2383

KPA provides consulting services
and software to more than 5,100
automotive, truck, and equipment
dealerships. Its Environmental
Health & Safety product line
provides on-site, on-call, and online
services. Its Human Resource
Management software, a total HR
solution designed in collaboration
with leading labor and employ-
ment attorneys, ensures your
business is in complete compliance
with state and federal regulations.
Users have access to on-demand
advice from attorneys with
expertise in the RV industry.

Visit www.rvcareers.org

i RV dealers can access resumes and
post job openings through a E
: partnership with Boxwood ;
Technology at www.rvcareers.org.
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The Adike Maling RV Learming Center proudiy recognizes these

CONTRIBUTORS

*=8ctve danars are thase whin hase cordributed 1o the R Learning Cenber Sudng thic past Twio sears.

Confsied Tokal Caml Tstal
1297713 L e Lot 11T LiFed e Last
Racivies From 1207 E Pidgs  poppybugpe  Received Froe PR Plesge  Comiribition

MAJOR GIFTS actiwe donors* with cumulative donation or pledge of 525,006 or mars

Camping Word and Goo: Sam FPEOCO $1,000000  0G22M5 RVAC $12,000 545000  C8SAMS
hicrariar Sorparalicn $25000 ERS0000  OIM3MS MoChr's RY Supersios $R.000  3L4000  DEMENS
Priisctiv FFAMT 25073 120FA5S  Fogdal Famiy Fund FLO00  BL3M00 COAOGM4
Cioaach- Mt $5,000  E2MOT 012515 Pan Fadfc RV Corrers, Inc. M0 315 1E0NE
FwDw af Cereda RIELCO  EATS000 12MEA2 Bl Thorwas Camper Saics, nc, F10,000 336000 COAGNSE
Tiamn Stirmat Dby City B FBOD BI0RGO0 1AM Pkes Paak Travalsrs S1LT00 SIATO0 DESAAMS
Plaasursland RY Cerdar, Inc M0 595450 01MESME  Reines RY Cemar, Inc 6,500 3N.52¢ TEIN4
Horsay Family Memanal Fund F2OCO ST1000 OGRSME Diversified Irsurance Mgk inc B6,600  SM.E00 0 UR2EM4
Bil & Kristn Fenech $14,000 Saraln 0BMANS  Paul Bverls BY Counlry, b £1.000  330,00C RT A B
Camnparg I FI00C0 553000 022515 Tiffin Molor Homes, Inc, F2,000 320500 Ca24ns
Fiori & Lisi Fanegh FIGDOOD 555000 OED4AS  Holiday World of Houstor $1.500 5270 CEM1MG
Byary B\ Cerfar SEOCO 552000 MM Bl Plemmocos BY Ward S5,000 525,000 CESWS
CHAMPIOMS active donors® with a cumulative donaticn or pledge batwean 52,500 and 524,959

Jayeo 5000 E235000 120544 AWaord of Training £3500 BGE00 D&MTHS
MBEA Insurancs, 1 £1,000 20100 EMAHE Madisn BV Superserrar 51,0 §8,000 it al B
Cixie B Superstors FEOCO 520000 OGR4 Campedand of Oklaboma, LLC FL000 F5BS0 CEZAMS
Gresnesay, Inc: (e 66 Deale] $1,550 313850 122214 ool Like Ry 2000 5900 A4S
Yilkinz R4, Inc. £3.000 519600 OVOMS  Don Guncen 55,000 5000 TaEAM4
Alpin Haus $2.000 519500 06545 Bob end Amy Maerin 5,000 F5O0C  zMeM4
Hartville BY Cariter, Inc. LFRRR ] S15,7500 (E2FNS  Broute o8 BY Meswark £1,[H0 5,000 R TR AN B
ARXCEL Ry Grnp LR 513,000 02 Best Value WY Sakes & Zerane £2 000 $4,7s0 =N IR AR
hdike and Haro Makro $355 S11.8B8 OWAS Toppers Camping Caner. £1,053 4,553 LEMAS
Litlle Dealar, Lide Faces §1,0Co0 211,050 121114 Dreshnes By Canler 3,000 4,500 ERLE N B
Allviy B Sepvice Saless & Renas {z.0co 511,000 08455 ROCD Sakes Compary, Lid. 1,348 §3,54c DEMTHS
Lirilead Sates Warranly Coip $2.000 310250 CEMSMS Myers RV Canber $500 370 DEfZENS
Micdey R Regar §1,0C0 510075 0EBMFHS Phi Ingrassis 42,500 3,500 e O
Coon Clak FILOCD 510000 0M23ME LD, Sanders, ke IR0 FAERD DEM2MS
Femiock Hil By Saes, Inc. 3361 510000 08245 United RY 200 B30 MMOMS
Fosom Lake RV Center 2,700 SAR0 121513 RV Qubket Mel E500 Fa0E0  CeZAMS
Curtiz Tralzm 750 SE7ED ER4MS Hignland Ridge RY, Inz. 20 §2 Fe0 (15
Cincla K HVs. Inc tr=o S0000 0B33M5 Hillep Traler Sales $500 j2 g DEX 5
Al vakey BY Cenler £4,520 34,750 110515 Alanoe Coach, Inc. 1,000 §2 500 DENEM S
Buringlon 5y Suserslors §1250 25,760 DENZNE Dmile Temp Housing $.000 3500 I0ENS

a BV el $1,250 55,780 OEM1M5  Skyloe BY & Pore Bakss, o, $1.000 3500 DEMAMS

LEADERS active donars® with a comulative donation or pledge betbwesn 51,000 and 52,999

Thia Trail Carilar $3=0 52450 2114 Candws Campars 2350 $1,300 DE/1214
Modie 2, Inc. §1.000 22405 DENAS Oceen Growa Supsncenter §1,250 §1,250 ENTE
Tazana BY Ceslar 500 2000 (I T Camp-Sie BV 500 §1,000 D1iaa1a
Cincsaur Becinonics ED 1.000 06015 Bl Mimelses 3500 §1,000 D R PR
Miorthem Wholesae Supoly, Inc. F1,0C0 S17E0 121274 Tom Manning & Associales 51,000 ¥, 000 114
Seinbrrg Motarcosch 500 .70 12M3Hd  Mount Comfor BY 51,000 §1,00C B30 5
Clut of Dioars Mar, Inc. 50 3,750 10M3ME WERWDA £1,000 §1.006C 112344
American Guandian Waranly §1,5C0 1500 120145 Prme Tire Manalacturing 51,000 §1.00C pEEa B
Ghs H‘.I'E.sth|= *1.5{.[' 51.5"" 120215 E.mj-;h:!."s Emrpiru anler E'ill'.l *1.:‘“‘- DEMZANS
Senaaps RY Trdand £500 51,380 1219014

BEMEFACTORS active donors” with a curnulative domation or pledge betwesn $500 and 5999

Keepers BV Centear $450 HE0 172315 Helday Hour Ine £200 §500  DEMANS
Tennesses FY Sales & Sorvce LLC £rE0 SFE0 0S8NS5 Kroubetr Lakeside Campans 280 FE00 1014
Bell Camper Saes §C0 5560 0SY014 Modern Traier Sakes, e E500 SEO0C Ce215
FTEFEET AGVETLINES MOl $500 5500 08f2515  Miels Motor Homes g0 §500 L1114
Floricks O BV Cenier $5C0 3500 DEM515

SUPPORTERS active domnors® with a cumulative genation or pledpe betweesn 5100 and 5499

Lt Bk tico 3400 2515 C.ERA Camperind 1300 $200 TE1214
Star's Trailer Sales fal0 3300 0FA5 Black Book RV Walue Guida Fioo Fioo L2414
Arlinglon Y Suparcerler, Inc. $3=0 250 oS Mordhees) BY Saes 3100 $100 DEid4
Fommet Trrsporlalian Inc, f20 3250 DEMAS RV Share F00 $100 TEE4
Soutbaroen BV Cenber fZ50 2250 DEMZTM4 Ry Valae Mat, Ing zin $I0C  CENENE
Tha Makarics LLC £250 3280 060315 Sotper's World of Campre, Ing 00 $I00 @RI

Kirll el Farrily Schelarship

SO0



Go RVin

Don't see your
events listed? Visit

www.rvtrainingcalendar.com

to upload your events
to the calendar.

RVDA Welcomes
Our Newest Members

11/1/15 - 11/30/15

Dealers
72 West Motors & RVs
Fredericktown, MO

C & R Trailer Sales
Tremonton, UT

Midway Homes & RV
Grand Rapids, MN

Open Roads Complete
RV Service & Sales
Acworth, GA

Aftermarket
K&D Custom Coach
Inc.

Goshen, IN

Rental
Southwest RV
Adventures, LLC
Prescott, AZ

<< Back

( RV Industry’s

CENTRAL TRAINING CALENDAR
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Boost Your F&I Profits &
Customer Satisfaction

14 Kh'aPrdF Ry Eenuce Euntrar;t Frugnam

Hind aut Fowy Frofective Assst Protection can hado yvour desdership protect customers’ tomarmos 5o they can
ambrace today. Call ug at 866 924 7035 or visit protectiveassetprotection.com 1o learn more,

Protect Tomorrow. Embrace Today.™ /.\
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