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Focused on your industry.
Dedicated to your success.

Wells Fargo Inventory Finance has served the needs of RV manufacturers and dealers in North America and Europe
for more than 40 years, helping them through all market and economic cycles. With our in-depth experience,
proprietary analytics, competitive programs, and dedication we're focused on your short-term and long-term
success. Our aim is to be a valued resource no matter where you are in your business life cycle, forging

a relationship that will last.

Learn more at wellsfargo.com/com/solutions/inventory-finance or contact us at 1-844-623-7878.

Wells Fargo Inventory Finance is a proud sponsor of the 2025 RVDA Convention/Expo. Visit us in Booth #401.

©2025 Wells Fargo & Company. Products and services require credit approval, Wells Fargo Distribution Finance {“DF”) is the trade name in the United States for certain inventory
financing (floor planning), working capital financing, and accounts receivable financing services of Wells Fargo & Company and its subsidiaries, including Wells Fargo Commercial
Distribution Finance, LLC, Wells Fargo Capital Finance, LLC, Wells Fargo Bank, N.A., Member FDIC, Wells Fargo Vendor Financial Services, LLC, Wells Fargo Financial Leasing, Inc., and
Wells Fargo Equipment Finance, Inc. 4354474



Single Touch
Global Reach

(H) Higginbotham"

Dealer Services

¥ RV Dealership Insurance
¥ Risk Management

¥ F&l Investment Portfolios
(Captives, Reinsurance & More)

The Higginbotham Difference

Employee owned and customer powered, we make caring for
you our business. Working hard to understand your priorities so
we can get you covered on day one, then provide you
unparalleled Higginbotham Day Two Services® year-round.
Whether it's helping you prevent and minimize loss or offering
our deep expertise so you can worry less and accomplish more.

Higginbotham Dealer Services Day Two Services® encompasses
everything you need to turn risk into reward and challenges into
opportunities.

As one of the 20 largest independent insurance brokers in the
nation, Higginbotham Dealer Services' offers you the expertise
and resources of a Single Source solution.

¥ F&I Business Development
¥ Executive & Employee Benefits
¥ Retirement Plan Services

¥ HR Support Services

800-332-4264 https://www.higginbotham.com/business-insurance/specialties/auto-dealer-insurance




BROKERAGE SERVICES

Helping Dealers Buy
& Sell Dealerships

Trusted by the
Nation's Leading RV
Dealership Groups
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JESSE STOPNITZKY

BRUCE MARCIA

.
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We have a great relationship
with Jesse. Most importantly,
he’s honest and has integrity.
He's the kind of person we want
to work with.

LOREN BAIDAS

GENERAL
([ [ [RVCENTER §
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Working with Jesse Stopnitzky
was seamless. He helped
facilitate the transaction
professionally while letting us
get to know the seller.

JEFF HIRSCH

campers
e innRV

Jesse has been an excellent

partner in helping us. We

appreciate his partnership and
commitment to help us reach
our business goals.

TROY JENKINS

WHERE MEMORIES BEGIN
RV

)]

Jesse was outstanding to work
with. He was prompt, forthright,
and an all-around pleasure to
work with. | would not hesitate
to do business with him again.

JARROD MCGHEE

FUN

TOWN

)

We have a great relationship
with Jesse. He is always upfront
and honest, which makes our
dealings with him smooth and
rewarding for everyone involved.

DENVER BECK

Opti RV
ipLimum
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Commitments were made and
kept. Integrity, high work ethic,
transparent, driven, and honest
are characteristics | would use in
describing Jesse and his team.

TED DAVIS

AIRSTREAM

JON COUWENBERG

For a confidential consultation, please contact us:

RV & Resort Division
Jesse Stopnitzky, Co-Owner

Office: 949. 309. 2851 | Cell: 949. 822. 9632

Email: jesse@performancebrokerageservices.com
Address: 7545 Irvine Center Drive, Suite 200, Irvine, CA 92818

(ERAGE SERVICES

California « Utah + Texas +« lowa + |lllinois « Ohio +« New Jersey

Alabama + Florida « MNorth Carolina

+« \Virginia « Alberta « Ontario
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10 RVDA Recognizes Top-Rated RV
Manufacturer/Brands in DSI Survey
RVDA is honoring 23 RV manufacturers/brands with Quality

Circle Awards for achieving the highest scores in the
association’s 31" annual Dealer Satisfaction Index (DSI) survey.

12 Be the Spark That Powers RV Career Growth

Your year-end tax-deductible donation fuels this mission -
helping turn passion for the RV lifestyle into rewarding,
lifelong careers.

16 Al Tsunami Group Aims to Make Al a Tool,
Not a Terror

Stephen Hudson and Greg Gutkowski recently took part in a
Q&A with RVDA to let members learn more about the
Jacksonville, FL, based company.

24 RVTI Expands RV Technician Certification
Opportunities with Spanish Testing

RVTI recently announced a significant expansion of its RV
technician certification and training program with the launch
of Spanish testing options for its Level 1 and Level 2
certification exams.

ALSO:

14 Santa Knows the Address of Every Campground in America

! Y b

20 Selling Smart: How to Maximize Wealth When Exiting Your RV
Dealership Part 1

25 ORR Announces New Board Leadership to Advance $1.2 Trillion
Outdoor Recreation Economy

26 Past RVDA Chairman Rick Horsey Receives Distinguished Citizen Award
27 Contact the RVDA Help Desk & Solutions Center
28 What's Your Air to Blanket Ratio?

32 Latest Data on RV Customer Satisfaction with Dealership Sales and
Service Performance
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6 Looking ahead 37 RVDA endorsed products
7 Chairman’s report 38 Mike Molino RV Learning
8 Officers, directors, and delegates Center contributors
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Prepare for 2026 with RV Learning
Center Fixed Operations Training
Programs Available

By Phil Ingrassia, CAE, RVDA president

s RV dealers look ahead to

202¢, it is a great time to
consider investing in the skills and
professionalism of fixed operations
staff. These team members - service
writers and managers, parts
managers and specialists, and
warranty administrators - are on
the front lines of customer service
and dealership performance.

Fortunately, the Mike Molino
RV Learning Center offers a suite

rmmiiring

RS>

Get on the Road

of flexible, 24/7 online training to Success leadership, and dealership

tools designed to meet the needs Pt seecitaparsumsgeronine  WOTKflow. It's @ great fit for
Training Courses .

of today’s workforce. — managers seeking to boost

Whether you're onboarding
new employees, cross-training
across departments, or helping
seasoned professionals sharpen
their skills, these programs are
built for real-world dealership
environments. Here's what's
available:

Online Training Courses

Service Writer/Advisor

This course covers 43 key competency areas,
including communication, trust-building, and
dealership workflow fundamentals. It's ideal for
front-line staff who interact directly with
customers.

Service Manager

Just launched this year, the interactive course
covering 68 competencies, this program
prepares service managers for the full scope of
their responsibilities.

Warranty Administrator

This program helps warranty professionals
understand manufacturer guidelines, streamline
claims processing, and improve communication
between service and parts departments. It's
ideal for those new to the role or looking to
formalize their expertise.

Parts Manager

Designed for those overseeing inventory,
ordering, and customer interactions, this course
covers key competencies in parts operations,

6 RV EXECUTIVE TODAY

performance and team
coordination.

Parts Specialist Certification
Focused on front-line parts counter
staff, this program builds skills in
customer service, inventory

accuracy, and product knowledge.

It's perfect for new hires or those transitioning
into parts roles.

Certification Prep

In addition to providing valuable professional
development, these online courses are an
excellent way to prepare for the Fixed
Operations Certification exams, available for an
additional fee. To help prospective examinees
gauge their readiness, the Fixed Operations
Today website (rvfixedoperationstoday.com)
offers a series of readiness tests that mirror the
certification content. These tests can be taken
directly through the website for a small fee, or
accessed at no cost through the Fixed Ops
Today mobile app.

As the industry continues to evolve,
investing in fixed operations training is one of
the smartest moves a dealership can make.
These resources are accessible anytime,
anywhere - making it easier than ever to build
a high-performing team readly for the
challenges and opportunities ahead.

For more information or to enroll, visit
www.rvlearningcenter.com. =
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Some Final Thoughts. ..

By Larry Troutt 111, RVDA chairman

s my term as RVDA Chairman comes to a close, |

want to extend my heartfelt thanks to every member
for the opportunity to serve this incredible association over
the past year. It's been a true privilege - and a learning
experience 'l carry with me for years to come.

Throughout this journey, I've had the honor of
working alongside some of the most dedicated,
passionate, and forward-thinking professionals in our
industry. Whether collaborating on policy initiatives,
attending events, or simply exchanging ideas, I've been
continually inspired by the commitment and camaraderie
that define RVDA.

Serving in this role has deepened my
appreciation for the work we all do and the
impact we have, not just on our businesses,
but on the lives of the customers we serve.

It's also reminded me how much personal
and professional growth comes from
stepping up and getting involved.

So if you've ever considered joining a
committee, volunteering at an event, or
running for a leadership position, | encourage
you to take that next step. You'll gain new insights,
build lasting relationships, and help shape the future of our
industry.

Most of all, thank you for allowing me to do the job - and for
letting me be myself in the process.

| know there was some apprehension when this young guy
from Texas, known for speaking his mind, stepped into the role of
chairman. And yes, if you remember me taking the gavel last
year in a pair of jeans - that was me. Total accident. My wife
and | had picked out the perfect suit before leaving home, but
on the morning of the big speech, | realized | hadn’t packed the
suit pants. | assure you, this year they're already packed and
ready to go.

One of my goals was to spark more engagement among the
membership. I'm not sure | moved the needle as much as I'd

ateam -
fighting for
dealers, building
relationships, and
enjoying the ride

together.

hoped, but | believe it's a goal worth pursuing long after
my tenure - just like the ongoing effort to improve Repair

Event Cycle Time (RECT) that began under former
chairman Brian Wilkins.

I'd love to see more members take advantage of the
services RVDA provides and get involved in shaping our collective
future. Over the past year, | think we accomplished some serious
business for dealers nationwide - and hopefully made it a little
more fun along the way. That was my vision from the start, and |
hope it never stops.

If I could offer one piece of advice to the next chairman, it
would be this: don't treat the role as a rigid structure. If something
feels too tight, it probably is. We're a team - fighting for dealers,
building relationships, and enjoying the ride together.

This experience has given me far more than | ever expected.
If you're thinking about serving in any capacity within RVDA,
jump in. It's not just worthwhile - it's a lot of fun.

Thank you again for your trust, your
support, and your shared dedication
to excellence. It's been an honor. =

i_ RV DEALERS
CORVERTION/TRFD

Take Advantage of Your RVDA Websites

The RVDA, Mike Molino RV Learning Center and convention websites are
the dealership employee’s complete online resources. These interactive websites
provide easy access to the critical resources that assist dealers and their
employees in running the dealership effectively. Download fact sheets on dealer-
ship best practices or the latest retail statistics, search training opportunities, and
purchase CD-ROMs, publications, videos, or webcasts. RVDA member dealerships
and any of their employees can have 24/7 access to most of RVDA's dealer
specific information. Make www.rvda.org, www.rvlearningcenter.com and
www.rvda.org/convention your first source for all dealership information.
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Chairman
Larry Troutt, Il
Topper's RVs
Waller, TX

1st Vice Chair
Bob Been

Blue Compass RV
Fort Lauderdale, FL

2nd Vice Chair

Brad Bacon
PleasureLand RV Center
St. Cloud, MN

Treasurer

Lane Bell

Bell Camper Sales
Bartlesville, OK

Secretary
LaDonna Meadows
Tacoma RV Center
Tacoma, WA

Past Chairman
Ryan Horsey
Parkview RV Center
Smyrna, DE

Director

Travis Creech

Rex & Sons RV Inc
Wilmington, NC

Director

Michael Moix

Moix RV Supercenter
Conway, AR

Director

Jeff Myers

Myers RV Center Inc.
Albuquerque, NM

Director

Russ Perkins
Tri-Am RV Center
Bulls Gap, TN

President

Phil Ingrassia

RV Dealers Association
Fairfax, VA

RVRA
Representative
Scott Krenek
Krenek RV Center
Coloma, Ml

RVAC Chairman
Jeff Hirsch

Campers Inn
Jacksonville, FL

Mike Molino RV
Learning Center
Chairman

Jeff Pastore

Hartville RV Center
Hartville, OH
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DELEGATES

Alabama
Dave Chavers
Bama RV
Dothan, AL

Alaska

Brian Minster

Great Alaskan Holidays
Anchorage, AK

Arizona
Devin Murphy
Freedom RV Inc.
Tucson, AZ

Arkansas

Michael Moix

Moix RV Supercenter
Conway, AR

California
Vacant

Colorado
Whitney Holtz
Windish RV Center
Lakewood, CO

Connecticut
Lexi Roberts

Long View RV
Superstores
Windsor Locks, CT

Delaware

Ryan Horsey
Parkview RV Center
Smyrna, DE

Florida
Vacant

Georgia

Phillip Price

C.S.R.A. Camperland Inc.
Martinez, GA 30907

Brad Walden
Southern RV

324 Industrial Blvd.
McDonough, GA

Hawaii
Vacant

Idaho
Vacant

lllinois

Mike Pilon
Rick's RV Center
Joliet, IL

Indiana
Vacant

lowa

Randy Bowling
Bowling Motors & RV
Sales

Ottumwa, 1A

Kansas
David Howard
River Wind RV
Andover, KS

Kentucky
NeVelle Skaggs
Skaggs RV Country
Elizabethtown, KY

Louisiana

Brian Bent

Bent's RV RendezVous
Boutte, LA

Maine
Kenneth Blow
Seacoast RV
Saco, ME

Maryland
Greg Merkel

Leo’s Vacation Center Inc.

Gambrills, MD

Massachusetts
Vacant

Michigan
Ryan Krenek
Krenek RV Center
Coloma, Ml

Minnesota

Kevin Strusz

Hilltop Camper and RV
Fridley, MN

Mississippi

Chris Brown

Aberdeen RV Center Inc.
Aberdeen, MS

Missouri

Bob Cobb

47 West Trailer Sales
Troy, MO

Montana

Russell Pierce

Pierce RV Supercenter
Billings, MT

Nebraska

Tony Staab

Rich & Sons Camper
Sales

Grand Island, NE

Nevada

Darcy Walker-Fitch
Johnnie Walker RVs
Las Vegas, NV

New Hampshire
Ray Panzino

Cold Springs RV
Weare, NH

New Jersey
Nick Lenzo
Colonial Airstream
Millstone, NJ

New Mexico
Bob Scholl

Rocky Mountain RV
World
Albuquerque, NM

New York
Denise Haggerty
Wilkins RV
Bath, NY

North Carolina
Brandon Honeyman
General RV
Salisbury, NC

North Dakota
Mike Boe

Adventure RV Center
West Fargo, ND

Ohio

Jennifer Radel
All Seasons RV
Streetsboro, OH

Oklahoma
Lane Bell

Bell Camper Sales
Bartlesville, OK

Oregon

Lisa Larkin

Gib's RV Superstore
Coos Bay, OR

Pennsylvania
Greg Starr

Starr's Trailer Sales
Brockway, PA

Rhode Island
Jim Tarro

Arlington RV Super
Center Inc.

East Greenwich, Rl

South Carolina
Vacant

South Dakota
Lyle Schaap

Schaap's RV Traveland
Sioux Falls, SD

Tennessee
Russ Perkins
Tri-Am RV Center
Bulls Gap, TN

Texas

Chris Hoover

Ron Hoover RV & Marine
Centers

Rockport, TX

Trip White
United RV Center
Fort Worth, TX

Utah

Jason Brown
Motor Sportsland
Salt Lake City, UT

Vermont

Logan Gregoire
Blue Compass RV of
Vermont

East Montpelier, VT

Virginia
Rusty Stover
A &L RV Sales
Richmond, VA

Washington
LaDonna Meadows
Tacoma RV Center
Tacoma, WA

West Virginia
Gina Starett
Mountaineer RV and
Outdoor Store

Jane Lew, WV

Wisconsin
Mike Babcock
Link RV Center
Minong, WI

Wyoming

Mike Rone

Sonny's RV Sales Inc.
Evansville, WY

AT-LARGE

Chase Baerlin
Bankston Motor Homes
Inc.

Huntsville, AL

Larry Besse
Primeaux RV
Carencro, LA

Steve Deffenbaugh
Great American RV
Superstores
Hammond, LA

Ben Hirsch
Campers Inn
Jacksonville, FL

Warren Patton
Byerly RV
Eureka, MO 63025

Chris Reeder
Lerch RV
Milroy, PA

Steve Richardson
Camping World RV Sales
Riverside, CA

Chad Shepard
Pete's RV Center
South Burlington, VT

Drew Tutton

Open Roads Complete
RV Service & Sales
White, GA

Jeff Zimmerman
Country Roads RV
Center

Lexington, NC

PARTICIPATING
PAST CHAIRMEN

Chris Andro
Hemlock Hill RV Sales Inc.
Southington, CT

Debbie Brunoforte
Little Dealer, Little Prices
Mesa, AZ

Nathan Hart

Walnut Ridge Family RV
Sales

New Castle, IN

Andy Heck
Alpin Haus
Amsterdam, NY

Rick Horsey
Parkview RV Center
Smyrna, DE

Mike Pearo
Hilltop Camper and RV
Fridley, MN

Mike Regan
Crestview RV Center
Buda, TX

Ron Shepherd
Camperland of
Oklahoma, LLC
Tulsa, OK

Tom Stinnett
Campers Inn RV
Clarksville, IN

Bill Thomas

Bill Thomas Camper
Sales Inc.
Wentzville, MO

Larry Troutt
Topper's RVs
Waller, TX

Brian Wilkins
Wilkins RV
Bath, NY



QUICKTAKES

Info for the Big Picture

Top OSHA Violations at Dealerships

frequently cited standards across

industries and the latest list for
dealers is now available. If you've ever
wondered where dealerships tend to get
tripped up during inspections, this list is a
pretty good roadmap.

E very year, OSHA publishes the most

The Top Citations for
Dealerships in 2024

Hazard Communication: Missing or
outdated Safety Data Sheets,
unlabeled containers, or employees
not trained on chemical hazards.

Electrical Safety: Exposed wiring,
improper grounding, or unsafe use of
extension cords.

Exit Routes: Blocked or poorly
marked exits, especially in parts
storage and service areas.

Personal Protective Equipment: Gaps
in providing or enforcing the use of
PPE such as gloves, goggles, or face
shields.

Respiratory Protection: Missing
written programs, lack of fit testing, or
improper respirator use in paint and
body operations.

Powered Industrial Trucks: Forklift
training and maintenance shortfalls.

First Aid & Medical Services:
Insufficient first-aid supplies or lack of
trained personnel.

Source: Comply Auto/OHSA

Fall Protection and Fall Protection
Training: This is the most
frequently cited OSHA violation
across all industries, and RV
dealers are not exempt when
working on elevated surfaces.
Violations occur when employers fail
to provide guardrails, safety nets, or
personal fall arrest systems for
employees.

What to Do

The list hasn't changed much from year to
year, which indicates two things:

0 These issues are preventable. Dealers
know about hazard communication,
PPE, forklifts, and exit routes but gaps
in training, recordkeeping, or daily
discipline continue to show up during
inspections.

@ Small fixes go a long way. Clear exits,
make sure your SDS library is up to
date, and a refresher training session
on PPE can eliminate many of these
citations before OSHA ever steps foot
in the store.

DATA SHEET
INFORMATION (g

Steps You Can Take Now

v/ Review your Hazard Communication
program: make sure SDSs are current
and employees are trained.

v/ Walk your exit routes and electrical
systems: are exits clear and cords in
safe condition?

v/ Double-check respirator and PPE
policies: is equipment available,
used, and documented?

v/ Confirm first aid readiness: stocked
kits, trained staff, and clear emer-
gency contacts.

The Bottom Line

The 2024 OSHA citation list for dealer-
ships is less a surprise than a reminder.
These are known problem areas and
they're fixable with consistent attention. A
little proactive effort now can keep your
name off OSHA's list later.

NOVEMBER 2025 9



DSI SURVEY RESULTS

RVDA Recognizes Top-Rated RV
Manufacturer/Brands in DSI Survey

By Jeff Kurowski, Director of Industry Relations

RVDA is honoring 23 RV manufacturers/brands with Quality Circle Awards for achieving the highest

scores in the association’s 31st annual Dealer Satisfaction Index (DSI) survey. These brands/
manufacturers received at least 15 dealer responses and scored 4.25 or above on a 5-point scale in
overall dealer satisfaction in the association’s survey conducted June through September.

The TOWABLE RV manufacturers/
brands receiving awards are:
(in alphabetical order)

e Alliance RV

(Avenue, Delta, Paradigm, Valor)
* Brinkley RV

(Model G, | & Z)

e Coachmen
(Brookstone, Chaparral, Cataling,
Shasta)

e East to West
(Ahara, Blackthorn, Takoda,
Tandara, Alta, Longitude, Della
Terra, Silver Lake)

e Forest River
(Cardinal, Cedar Creek, Cherokee,
Columbus, Flagstaff, Ibex, No
Boundaries, Pause, Puma, r-pod,
Riverstone, Rockwood, Rogue,
Sabre, Sandpiper, Sierra, Solaire,
Surveyor, Wildcat)

¢ Grand Design
(Imagine, Influence, Momentum,
Reflection, Solitude, Transcend)

e Gulf Stream
(Amerilite, Conquest, Innsbruck,
Kingsport)

¢ Highland Ridge
(Open Range)

¢ Jayco

* Keystone RV
(Alpine, Cougar, Hideout, Retreat)

e KZ RV
(Connect, Connect SE, Connect
Mini, Durango, Durango Gold,
Ridgeway, Sportsmen, Sportsmen
Sportster, Sportsmen Classic)

e Starcraft

e Venture RV
(SportTrek, SportTrek Touring,
Sienna, Stratus, Sonic)

10 RV EXECUTIVE TODAY

An honorable mention goes to:
Keystone RV's Bullet and Sprout towable
brands which were highly rated; but not
enough dealers rated the brand to
qualify for an award.

The MOTORIZED RV manufac-
turers receiving awards are:
(in alphabetical order)
e Coachmen

(Galleria, Beyond, Nova, Pixel)
* Dynamax
¢ Entegra

¢ Forest River
(Class Cs)

¢ Grand Design
(Lineage Class Cs)

* Gulf Stream

* Jayco

® Leisure Travel Vans/Triple E
* Newmar

* Pleasure-Way

Motorhome builders Airstream, Grech,
and Renegade also receive honorable
mentions for being highly rated; but not
enough dealers rated them to qualify
for an award.

When rating their brands/manufac-
turers, RVDA asks dealers to express,
confidentially, their level of satisfaction
on four core issues: Reliability/Quality,
Parts, Warranty, and Sales.

“The DSl results recognize top-rated
manufacturers in several important
areas of dealer and customer support,
which is more important than ever as
the industry works to reduce Repair
Event Cycle Time,” said RVDA Chairman
of the Board Larry Troutt Il of Topper's
RVs in Waller, TX. “Thanks to all the
dealers who responded to the survey
and congratulations to the manufac-
turers who earned Quality Circle
Awards this year.”

RVDA received DSl responses from
495 dealership locations in the U.S. and
Canada that included 2,324 brand
ratings, an average of 4.7 per dealer. =
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AMERICAN COMPANIES

Driven By Partnership — On The Road To 2026

RV Dealer & Agent Profit Participation

dedicated support that stand the test
Dedicated Support of time.

& ASE Certified Claims Staff

© Programs The calendar is changing, but our
Complete Training & Support approach remains the same. For over
© for F&I Teams 40 years, Phoenix American has
_ helped RV dealers accelerate growth
@ PAEXpress E-Contracting % with trusted F& solutions and
& Reporting Solutions
&)

Nationwide Group of companies.

° o » Coverage is underwritten by the
ﬂ Nationwide

See HOW We Work = sales@phoenixec.com
& 800-552-6131 Ext. 1203

& www.phoenixec.com




Be the Spark That Powers RV

Career Growth

The Mike Molino

‘ LEARNING
| CENTER 4

Developing Top Performers

Make a Year-End Contribution to the RV Learning Center to Help Transform

Passion into Professional Success

s the RV industry looks ahead to 2026, the

Mike Molino RV Learning Center (RVLC)

continues to shape the future of dealership

fixed operations by equipping professionals

with the knowledge and skills to succeed.
Your year-end tax-deductible donation fuels this mission -
helping turn passion for the RV lifestyle into rewarding,
lifelong careers.

Your Financial Support Creates Real Results
Did You Know?

* Five online courses - including the newest course for
service managers - combined with existing
courses for service writers/advisors, parts, and
warranty staff - are already available. These
affordable courses provide fixed operations
staff with online training tools to achieve
their professional goals.

* A record number of users have downloaded
the RV Fixed Operations Today mobile app
connecting them to valuable tools and resources
anytime, anywhere.

e Hundreds of individuals have taken free readiness
tests to prepare for certification.

For years, the RV Learning Center has served as the
engine of growth and professional excellence for the RV
industry. Through online education, certification programs,
and scholarships, it empowers dealership teams to deliver
better service, strengthen safety and efficiency, and reach
their full potential. By investing in the RVLC, your dealership
and staff will see a tangible reward with the issuance of

Hear what others are saying...

“You don't really start
getting old until you stop

“I come from an auto parts
background and a few things
are the same, but others have
been very different in the RV
industry. | was able to relearn
some things and learn a lot of
new things that | will be able
to use in my day to day going
forward.”

learning.”

the RV Industry.”
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- Bill Gates

“This will make a great
foundation for new and
old service members of

- Wells Gardner,
Bill Plemmons RV World.

Continuing Education Certification (CEU)
credits, access to industry best practices and
increased employee retention and improved hiring
- all while also helping to generate lifetime customer
loyalty. Every donation or pledge - large or small - helps
power the next generation of skilled professionals and
ensures the RV Learning Center remains a trusted source of
innovation, training, and opportunity for years to come. As
2025 draws to a close, you are invited to make a tax-
deductible contribution today at www.rvlearningcenter.com
or using the QR Code.
Together, your support can spark growth,
inspire excellence, and drive the RV industry
forward.

“After graduating, my goal is to own and operate
a dealership combined with a campground. |
believe this business model would elevate
customer service and provide customers with an
unmatched buying experience. My passion for
RVs and industry experience, along with help
from the RV Learning Center, affirms my belief
that | can be a leader in the RV industry.”

- Roman Kortman, RV Learning Center
Kindlund Family Scholarship Recipient,
Spring Arbor University
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With our fully integrated Rental Management System, sleepless nights, endless service calls, and
deductibles are history.

Not only does this benefit your renters, it adds a
new revenue source to your bottom line.

RVWorryFree — The Nightmare is Over - Finally, Relief.

The old way was a nightmare: overpriced insurance, multiple subscriptions, poor tools, no commission
sharing, hidden leads, no VSCs, no Ai tech. We rebuilt it from the ground up. One platform. Transparent.
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8 (NI Kknows the Adcdress of Every Cam

By Trawvis O. Pryor

M aybe your customers are looking for
that last-minute Christmas gift that
says, “Go RVing.” Maybe they're just
looking to keep the kids or grandkids
occupied for a few hours on that trip to
warmer Southern climates before school
resumes.Well, the good news is, Santa has
a special section for campgrounds on his
speed dial, so he can deliver. Here are
some gift ideas for kids and adults alike.

RV Themed

For the family likely to be on the
road for Christmas, help deck
out the kitchen with this holiday-
themed towel. From Kay Dee
Designs, the towel is 17.1/2
inches by 28 inches and made
from cotton. It features a holiday

L)
s‘a
B o

£33

‘o
design with a small travel trailer. HAPPY

For the person who loves
camping but can’t keep track of
which set of keys go to the RV,
here’s a keychain that is @
reminder all by itself. Made of
durable painted metal, the
trailer-shaped keychain is 2 1/4
by 2 inches by 1/2 inch.
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Stake out your
campsite with your
personalized weather-
resistant custom
name sign.

Decorate your tree or
your campsite with
this string of
Christmas lights.
Long 78.74-inch string
includes 10 LED fairy
lights with retro
camping decorations.

For the Rig

Home on the road has never felt so
welcoming as with this luxury RV camping
floor mat featuring a Welcome to Our
Happy Campers design with pine trees
and RV graphics.

Keep track of all those road-trip happen-
ings with a book built just for keeping
such a journal.

ADVENTURE

™S CALLING _
< <«
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'RV COOKING

Best Road Trip Recipes for [ FETRRrern

Campsde COOklng and RVLIVIHQ For older kids, this nearly 7,000-piece kit

builds a 31-inch by 12 1/2-inch by 14-inch
RV/urban assault vehicle.

It would be a dream coach for adults, but
for kids it's a Kinsmart Coach Bus, a 7-
inch white die cast model.

Lomse Davidson

If this is one of your first RV Christmas
experience, and you feel a bit over-
whelmed by the thought of having to
cook in a small kitchen with limited equip-
ment, you'll be surprised on how easy,
with this cookbook, and great ingredients,
you can prepare meals that even the
pickiest eaters will love and ask for
seconds. Some will even ask for your
“secret” recipes.

Even Santa and Mrs. Claus like to get
away in their travel trailer from time to
time. This 1.3 x 4.4 x 8-inch Snow Globe
Water Spinning LED Lighted Christmas
Trailer requires three AA

batteries. m

35cm/13.78in
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Al Tsunami Group Aims to

Make Al a Tool, Not a Terror

By Trawvis O. Pryor

Tsunami Group, a pioneering Atrtificial
AI Intelligence education and consulting firm

dedicated to helping businesses and locall
governments seamlessly integrate Al into their daily
operations, recently joined the RV Dealers Association.
The company will officially introduce itself and its
offerings to the membership as part of an on-demand
video presentation at the upcoming Convention/Expo,
but partners Stephen Hudson and Greg Gutkowski
recently took part in a Q&A with RVDA to let members
know more about how the Jacksonville, FL, based
company can help their businesses in a number of
areas from marketing to business operations. The
interview is presented below. In some cases, answers
have been modified for style and brevity.

"2 What can you tell us about the company
background/history?

SR ANRE T el N B | first got involved with the RV

industry working with Dave Kelly and the folks at Florida RV Trade
Association in 2019 working with their members’ marketing and
online operations. When Greg and | partnered in 2023 and

Don’t Settle For

Market-Driven
Performances

o QUTPERFORM YOUR SELLING CONDITIONS
o GAIN MARKET SHARE
o INCREASE PROFITS

‘ '[ 7

EVERYTECHNIQUE N8 \
& TOOL WE TEACH "
S DEVELOPED e

IN THE RV INDUSTRY

FOR THE RV INDUSTRY

SALES TRAINING STARTS

AS LOW AS $250/MONTH

253-565-2577
SobelUniversity.com
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RIDING THE Rl WAVE
IN BUSINESS
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Greg Gutkowski

started Al Tsunami Group, we continued working with FRVTA by
helping to integrate Al into businesses’ sales practices. We have
continued that by attending a number of conventions and
meetings and presenting workshops.

2. What are some Al portals that are available right now -
and what are their pros and cons?

There is a lot of competition right now. Two
years ago, OpenAl, which is ChatGPT, was the only game in
town. Since then, Google has developed a system (Gemini) that is
on par with it. Claude is also very powerful, and Microsoft was
one of the early investors with its Copilot, but it uses ChatGPT. In
reality, there are only small differences in the systems that are kind
of like the difference between a Camry and an Accord. For
business purposes, there are slight differences, and they can be
used mostly interchangeably. Those four systems comprise 90
percent of the market. Microsoft has the advantage of having a
lot of people who already use its system and are familiar with the
name. For RV dealers, Google can catch up pretty easily, and we
can function well with both platforms. The use of Al can be a
great strength for any business and can be integrated into almost
any application.

2. What are some affordable ways for dealers to integrate
Al into daily operations that can improve profitability and
efficiency?

There is a great need for education. We
recommend all dealership leaders learn what is possible with
general-purpose Al. It's very hard to adopt something when the
people at the top are not on the same page as far as knowing
what is feasible. We want to start with education, which is what
we are hoping to do with the RVDA Convention.

Continued on page 18
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EasyCare has always gone the extra mile for our dealers—now we’re expanding horizons and helping
you go even further. With the acquisition of DealerPRO Training, we're fueling your journey to fixed ops
success, bringing even more value to your dealership from the finance office to the service drive and
every stop in between.

Learn how our RV solutions can help expand your horizons.
easycare.com/horizons

Visit us at RVDA

to learn more. eCISYCC‘I re »

EasyCare booth #625
D ea I er P R O b Ooth # 71 3 © 2025 Automobile Corporation - APCO. EasyCare Is a registered trademark of APCO,



Continued from page 16

1.8 What are some areas of dealership internal data or
training materials that dealers already have that could be useful
for Al integrations?

A lot of dealers have their own internal
procedures in PDF form or Word or Google Docs. We can access
those files. So, let's say there is extensive sales training that they
have developed. Al can use this instead of language models.
Rather than getting generic content you're getting the content you
have already paid for or you have created. We can go after
standard operating procedures for training or onboarding.
Anything that is already documented in the company that sits in
any document is one of the lowest-hanging fruits. One of the
easiest things with very little cost is sales training for rookies. If you
are selling a $500,000 RV, you are selling to pretty sophisticated
people and there is so much to know. They probably want to be
treated as a $500,000 customer. They aren't buying a 10-year-old
Toyota. They need to be treated royally. With the turnover rate of
salespeople being high, it can be extremely expensive and they
need to be trained well. With good Al-driven training you can
onboard them faster and teach them about all of the products
and teach them negotiations and handling objections that make
them more productive and increase the likelihood of them not
leaving because they are making nice money. Many online tasks,
such as Google requiring a monthly post, can be automated,
which can make the marketing department more productive.

A"1.8 What are options if dealers need help with Al
implementation?

We offer full implementation cycles. We'll
do the workshops. We'll do the training. We will help them to
actually deploy Al by teaching them how to write their own
agents. The agents may be as simple as, “What RV are you
representing? Winnebago XYZ." And they will get for that year an
extremely detailed description of that and also how to sell it, how
to overcome objections all in one shot. Let's say they represent
several little brands or many trends. All you have to do is type the
name of the particular RV and get the full information. We teach
them how to do it so in the long run they need to be independent.
We'll help them with implementation and then train the trainer.

Also, RV dealers across the country need online access to
inventory for parts. Older units that are not used as much and
they are old have no parts for them that are easily available. Al
can also help them to procure very unique parts. It's a
procurement of parts that RV dealers are sensitive to. m

One Tech Support Gall for Everything

You'll always talk to someone knowledgeable from our

U.S. engineering, customer service, or sales teams.

www.aimscorp.net (775) 359-6703

LARGEST SELEGTION OF POWER INVERTERS,
BATTERIES, SOLAR PRODUCTS & MORE

One of the Most Powerful Portable
All-In-One Solar Generator!

* 3kWh & 5kWh available

e Up to 33 AC amps for multiple appliances

e Powerful lithium battery with lifetime warranty
(<3500 cycles)

* Large solar input capacity for quick recharge

Reliable Power
Inverters for RUS

NEW * Built-in heater for charging in colder climates
FEATURES » Battery wake-up for over discharge

» Lifetime warranty (<3500 cycles)

* BMS loaded with safety features

* Bluetooth APP available for battery information
¢ Splashproof

¢ RV-C Communication (135A only)

F- AIMS POWER"

Manufacturer of Premium Off Grid and Back Up Power Products
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Selling Smart: How to Maximize Wealth
When Exiting Your RV Dealership Part 7

By Brad Stanek, CFP®

fter decades of long hours and hard work,

you may be thinking about exiting your

business and starting the next chapter of your
life. Just make sure you take the time to plan correctly,
because the vast majority of your net worth and your
family’s financial future is likely tied up in the business.
Before going to market, make sure you are 100%
ready for a life without a dealership to run and all the
perks and status that go along with it. Due to lack of
knowledge and patience, studies show that only two
out of ten businesses that go to the market ultimately
sell. And if they do, three fourths of owners (76%)
regret the decision within a year according to Exit
Planning Institute (EPI) data. And without having the
right processes and deal team in place you risk
leaving millions of dollars on the table. Don't let this
happen to you. Before we get into how to stack the
odds in your favor, it's important to understand the
landscape for RV dealership owners. It's changed a
lot recently.

Current Environment and Risks
for RV Dealers

It's no secret that sale prices have come back to earth since
COVID. For starters, today’s high interest rates make it harder for
consumers to finance their units and for dealers to keep their
floor plan expenses down. Meanwhile, labor costs - typically a
dealership’s biggest expense - remain high and no one is sure
exactly how much the Trump Administration’s tariffs are going to
raise dealership costs and impact the bottom line.

So, if you're considering an exit, how can you maximize your
value in today’s uncertain economic and geopolitical landscape?
Start by preparing years in advance if possible. Patrick Calpin,
RVDA, Director of Partnerships, mentioned on a recent webinar
we did together, that too many dealers who go to market aren’t
preparing far enough in advance. | couldn’t agree more. | can't
tell you how many times a frantic dealer calls me for help
because they want to exit within three to six months. If they
somehow manage to exit in such a short timeframe the odds are
slim that they'll be happy with the outcome.

Another common misstep is when owners don't have a
formal, written exit plan in place before going to market. Exiting
the dealership that you've worked so hard to build is one of the
most important events - and transactions - of your life. Don't
leave it to chance. Make sure you have the right advisory team
in place to get you over the finish line. You may have a great
CPA, attorney and financial advisor who've worked with you for
years. Chances are they don't have dealership M&A experience.
Without that background, important details often slip through the
cracks and that can affect the ultimate value of your dealership.
For starters, make sure you understand the value drivers of your
business and how to optimize them.
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KEY TAKEAWAYS

v/ Dealership valuations have come
back to earth, but attractive multi-
ples remain for owners who take
the time to plan correctly.

' -"':_ v Your longtime CPA, attorney and
="« financial planner may not have
the requisite transaction- experi-

ence needed for a successful exit.

{ v/ When it comes to your adjusted
EBITDA multiple, make sure you
know what goes into “adjusted.”

v Two special offers exclusively for
RVDA members can give you the
edge when it comes time to exit.

Understanding Dealership Value Drivers

Jesse Stopnitzky, Co-Owner of Performance Brokerage Services
Inc., the highest volume dealership brokerage firm in North
America, told me on the aforementioned webinar that before
going to market, it's critical to understand which aspects of your
dealerships are most important to buyers in a challenging envi-
ronment like today.

Stopnitzky said the RV industry has gravitated toward a
“multiple of earnings” model which is often misunderstood by
sellers. He said buyers look at the dealership’s EBITDA (Earnings
Before Interest, Taxes, Depreciation and Amortization) and then
adjust for the discretionary expenses such as personal travel and
entertainment that are run through the business. He said buyers
will also account for your significant one-time business expenses
such as constructional remodeling costs, equipment purchases,
legal settlements and rent at fair market value rates. So, you'll
want to take the time to clean up your financials before going to
market or you could lose valuable time and negotiating leverage.

When it comes to calculating fair market value rent,
Stopnitzky said take the estimated value of the real estate, or the
appraised value of the real estate, and then apply a cap rate to
it. According to Stopnitzky, the cap rate - net operating income
of a property as a percentage of its current market value - typi-
cally fluctuates between 6% and 8% for dealerships. However,
he said he’s seen buyers apply higher cap rates lately due to
today’s elevated interest rates.

“Cap rates are determined by things like a property’s
location, marketability, risk, inflation and interest rates,” Stopnitzky
said, “and you may want to apply different cap rates or a
different rent expense for each year if your business underwent a
remodeling, an expansion or even a relocation,” he added.



Real World Example

Stopnitzky said one of his clients moved into a larger, brand-new
facility with a higher occupancy expense than the old facility. For
18 months, they were carrying construction loans and two mort-
gages while paying for the remodel. So, his team had to adjust
the occupancy expense for each year that was being analyzed
for valuation purposes. “We wanted to know what had transpired
in the business over the last five to seven years,” related
Stopnitzky. “Not just the COVID impact but any significant capital
expenses, remodeling, relocation, new brand additions and how
much weight to apply to each of those years as profitability came
back down to earth,” he added.

Once Stopnitzky’s team calculated the weighted average
adjusted EBITDA, he said they could apply a multiple based on a
“host of tangible and intangible variables” which he said can
range from a straight asset sale on the low end to four-times
earnings on the high end.

“Sometimes dealers expect an extra multiplier based on their
[prestigious] brands or interstate frontage,” cautioned Stopnitzky.
“My reply is that those variables are already factored into the
earnings and performance of the business.” He said it's impor-
tant to remember that the buyer (not the sellers) is the one who
assigns the multiple of value, and that number is largely driven
by how closely the business aligns with the buyer’s parameters
and business model.

Depending on what the buyer is looking for, Stopnitzky said
each variable can either enhance or reduce the opportunity from
the purchaser’s standpoint. He said acquirers are essentially

“buying projections” about how well they think your business
would perform under their ownership and recast their projected
earnings accordingly. Armed with those projections, they can
“back themselves into an offer” that satisfies their desired return
on investment, Stopnitzky added.

For example, let's say a buyer projects $3 million dollars in
earnings once they take over. If they're looking for a 25% return,
they may come in with a $12 million offer. “The challenge is
building a reliable forecast using historic data,” noted Stopnitzky,
since the pandemic years were such an anomaly for many
dealers. “In our 30 years in the business, we've never seen fluctu-
ations in profitability like we did during the pandemic,” said
Stopnitzky. “The crux of a valuation today is determining which
areas of the business underwent systemic and sustainable growth
and which areas were solely attributed to COVID.” Bottom line:
Stopnitzky advises sellers to be realistic about their valuations
considering the continued risks, uncertainties and headwinds in the
industry today which are causing buyers to be more conservative.

It's clear we're at an inflection point. “Front end grosses are
some of the worst we've seen over the past decade,” noted
Stopnitzky, but on the flip side, “advertising expenses and floor
plan interest expense has started to improve for many dealers,”
he added.

Finally, you and your advisory team must determine which
assets and value components should be included in the multiple
assigned to your dealership. In the small business M&A environ-
ment, it's common for buyers to offer a multiple for the entirety of a
seller’s assets to arrive at their desired level of return. But Stopnitzky

Continued on page 22
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Continued from page 21

said that's not applicable for most dealerships since dealerships
have hundreds of thousands of dollars” worth of assets, and the
value of the assets and the quality of the assets differ greatly from
dealership to dealership. “That's why we believe the multiple
should apply to the goodwill portion only,” he added. “Remember,
there are many other asset and value components of a transac
tion, from fixed assets to company vehicles, to equity a seller may
have in their new and used inventory, parts and accessories, cash
in the bank, receivables, and even the work in process will be
purchased to some extent,” he added.

Stopnitzky added, “Also make sure to review all of your
vendor contracts. Even annual contracts can have early termina-
tion penalties, and your exposure can be tens of thousands of
dollars. Quantify your exposure, understand your termination
clauses, move them to month-to-month if possible and certainly
don't sign any new long-term contracts if you're seriously consid-
ering a sale.” Stopnitzky said he once had a client who signed a
new IT and marketing contract 60 days before closing and that
cost them over $50,000.

“We always encourage our clients to look at a total deal
review to determine whether a sale of their business will actually
accomplish their financial objectives,” he added.

As our expert panel agreed, the ultimate value of your deal-
ership is found at the point where past earnings, projections
about future earnings, risk, reward, and buyers’ required ROl all
come together. Exiting your dealership can be a complex and
lengthy process. Don't try to do it without a skilled navigator by
your side.
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Center to receive timely ¢
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www.rvda.org ¢
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Phone: (703) 591-7130, ext. 113
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Conclusion

In Part 2 of this article, we'll run through our 10 best tips for maxi-
mizing value, how to assemble the right advisory team and how
to build your exit planning road map. Again, RVDA members are
eligible for two complimentary meetings to get the foundational
blocks in place for a successful exit:

0 A preliminary meeting to review your goals and the structure
of your business entity.

9 A written roadmap for your eventual exit and succession.

Those conversations are held in confidence, and they will
also include an opinion of value for your dealership. =

Brad Stanek, CFP® is a Financial Advisor and Executive Director with The
Stanek-Haack Group at Morgan Stanley in Chicago, IL, brad.stanek@ms.com,
(312)648-3381. The information contained in this article is not a solicitation to
purchase or sell investments. Any information presented is general in nature
and not intended to provide individually tailored investment advice. When
Morgan Stanley Smith Barney LLC, its affiliates and Morgan Stanley Financial
Advisors and Private Wealth Advisors (collectively, “Morgan Stanley”) provide
“investment advice” regarding a retirement or welfare benefit plan account,
an individual retirement account or a Coverdell education savings account
(“Retirement Account”), Morgan Stanley is a “fiduciary” as those terms are
defined under the Employee Retirement Income Security Act of 1974, as
amended (“ERISA”), and/or the Internal Revenue Code of 1986 (the
“Code”), as applicable. When Morgan Stanley provides investment educa-
tion, takes orders on an unsolicited basis, or otherwise does not provide
“investment advice,” Morgan Stanley will not be considered a “fiduciary”
under ERISA and/or the Code. For more information regarding Morgan
Stanley’s role with respect to a Retirement Account, please visit www.morgan-
stanley.com/disclosures/dol. Tax laws are complex and subject to change.
Morgan Stanley does not provide tax or legal advice. Individuals are encour-
aged to consult their tax and legal advisors (a) before establishing a
Retirement Account, and (b) regarding any potential tax, ERISA and related
consequences of any investments or other transactions made with respect to
a Retirement Account. Clients should consult their tax advisor for matters
involving taxation and tax planning and their attorney for matters involving
trust and estate planning and other legal matters.The strategies and/or
investments discussed in this material may not be appropriate for all inves-
tors. The appropriateness of a particular investment or strategy will depend
on an investor’s individual circumstances and objectives. Morgan Stanley
Smith Barney LLC offers insurance products in conjunction with its licensed
insurance agency dffiliates. Information contained herein has been obtained
from sources considered to be reliable, but we do not guarantee their
accuracy or completeness. Certified Financial Planner Board of Standards,
Inc. (CFP Board) owns the certification mark CFP® in the United States,
which it authorizes use of by individuals who successfully complete CFP
Board’s initial and ongoing certification requirements. The case studies
presented are provided for illustrative purposes only. Past performance is no
guarantee of future results. The information has been obtained from sources
we believe to be reliable, but we cannot guarantee its accuracy or complete-
ness. These strategies do not guarantee a profit or protect against loss and
may not be appropriate for all investors. Each customer’s specific situation,
goals, and results may differ. The referenced third-party contributor is neither
an employee nor dffiliated with Morgan Stanley Wealth Management.
Opinions expressed by the third party are solely their own and do not neces-
sarily reflect those of Morgan Stanley. If you engage in tax loss harvesting,
you must also keep in mind the “wash sale” rules. Under these rules, if you
purchase the same or substantially identical securities within 30 days before
or after the sale of the securities that generated the loss, the loss will be disal-
lowed. Tax-aware strategies seek to reduce capital gains. There is no guar-
antee that they will eliminate them. Morgan Stanley offers a wide array of
brokerage and advisory services to its clients, each of which may create a
different type of relationship with different obligations to you. Please consult
with your Financial Advisor to understand these differences or review our
Understanding Your Brokerage and Investment Advisory Relationships
brochure available at https://www.morganstanley.com/
wealth-relationshipwithms/pdfs/understandingyourrelationship.pdf

Morgan Stanley Smith Barney LLC. Member SIPC. CRC 4837834 9/25



|DEALER AWARDS |

We are pleased to announce the next round of the RVBusiness Top 50 Dealer Awards! The awards
once again will be presented at the popular Wednesday night reception during the 2025 RV Dealer
Convention/Expo in November. Our thanks to our hosts, RVDA and RVDA of Canada, and to the
sponsors who generously support and honor the winning dealers and to the manufacturers who
nominated their most professional retailers.

Please Join Us

All Convention/Expo attendees are Save the Date: 5:30-7:30 p.m.,
invited to the reception and RVBusiness Wednesday, Nov. 12, 2025,
Top 50 Dealer Awards presentation. at Paris, Las Vegas

Sponsored by

“A’RXGL Brown & Brown ((( CENTlRY GE APPLIANCES 'HETF««*D

CHEMICAL CORPORATION a Haier company
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RVTI Expands RV Technician Certification
Opportunities with Spanish Testing

Edited by RVDA staff

he RV Technical Institute has announced a signifi-
T cant expansion of its RV technician certification and

training program with the launch of Spanish testing
options for its Level T and Level 2 certification exams.

In a move aimed at broadening the talent pool and
supporting the existing Spanish-speaking workforce, the
corresponding study guides for both levels will also be
available in Spanish starting next month. This initiative
addresses the RV industry’s critical demand for more
certified technicians, offering a clear pathway for a larger
group of individuals to enter and advance within the
profession. By eliminating a language barrier, RVTl is
making the certification process more accessible, which
will lead to a more skilled and diverse technician
workforce.

The push for a Spanish language option has been a
priority for several dealers who are participating in RVTI
training and certification. “This initiative, which enables us
to certify even more of our talented Spanish-speaking
technicians...will create greater career opportunities for
them while elevating service standards for our customers and the
industry as a whole,” said Jon Ferrando, Founder, Chief Executive
Officer and President of Blue Compass RV.
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The introduction of Spanish-language materials and exams
will serve two primary purposes: recruitment and certification.

0 Enhanced Recruitment: The availability of Spanish-language
resources makes the RV technician career path more
appealing and viable for Spanish speakers, actively recruiting
a vital segment of the population into the industry.

9 Certification for Existing Techs: It provides an immediate and
long-awaited opportunity for skilled, existing Spanish-
speaking RV technicians to gain the formal certification that
validates their expertise and advances their careers.

This strategic step underscores RVTI's commitment to setting
the highest standards for RV service and repair across the United
States.

“We recognize the immense talent and potential within the
Spanish-speaking community, both for new recruits and current
RV technicians who have been seeking this certification option,”
said Sharonne Lee, Vice President of the RV Technical Institute.
“Offering our Level 1 and Level 2 tests and study guides in
Spanish is a fundamental step in ensuring that the RV technical
career path is truly inclusive and accessible to everyone. This is a
direct investment in the future quality of RV service across the
country.”

The Spanish versions of the Level 1 and Level 2 certification
exams and study guides will be available in December 2025 for
in-person and online learners as well as authorized learning
partners and location subscription holders. =
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ORR Announces New Board Leadership to o
Advance $1.2 Trillion Outdoor Recreation Economy

Edited by RVDA staff

announced new leadership for its Board of

Directors, naming Glenn Hughes, president &
CEO of the American Sportfishing Association, as
Chair. Hughes has over 35 years of experience in the
fishing and boating industry and has been a strong
advocate for clean water, outdoor access, and
increased participation.

Joining Hughes in leadership are Christy
LaCurelle, President & CEO of the Motorcycle Industry
Council, elected Vice Chair, and Fred Ferguson,
President & CEO of the American Bus Association,
newly appointed to the Board.

RVIA President Craig Kirby is now Secretary of
ORR and RVDA President Phil Ingrassia, a past
chairman of the organization, remains on the board
as an At-large member.

ORR President Jessica Turner praised the volunteer leader-
ship’s expertise and collaborative spirit, noting their roles will be
pivotal in expanding outdoor access and strengthening the recre-
ation economy - especially in rural communities.

The organization also recognized outgoing Chair Frank

The Outdoor Recreation Roundtable (ORR) has

Hugelmeyer, President & CEO of the National Marine
Manufacturers Association, for his four years of transformative
leadership, which included landmark legislation and doubling
the number of state outdoor recreation offices.

With the 2026 leadership team in place, ORR continues to
unite the industry’s voice and drive growth across the $1.2 trillion
outdoor recreation sector. m

RV Rental

Program
TRIAD

Ineurimee Manngenent & Services Ageney, lne.

An Industry Leader Offering
NATIONWIDE COVERAGE
You Can Count On
While Providing Insurance
Solutions to Protect
Your Business

610-280-9980 « TriadlnsuranceManagement.com
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Missed Point of

Past RVDA Chairman Rick Horsey Sale Program
Receives Distinguished Citizen Award W

he Del-Mar-Va Council, ’il'!
T Scouting America presented V4

Rick Horsey of Parkview RV =
Center the 2025 Kent County s@-e‘.
Distinguished Citizen Award and '!@ Y/
on October 21, during a special
event at the Duck Creek Regional
Library in Smyrna, DE. The award
recognizes a Kent County leader
with broad influence in the
business and professional
community who also serves as a
role model for young people. =

()(traRide@

ENHANGE DECISION-MAKING
WITH PROVEN PRINGIPLES.

ol

As the RV industry faces rising expenses and growing
inventory, it's time to get the insights you need to
adapt and grow your operation. From profit plans and Dec 8-12 LIMITED SEATS AVAILABLE
pricing strategies to inventory planning and Atlanta, GA LEARN MORE
management techniques, you'll leave Total
Management 1 with the proven principles and ratios
to go home and tackle your toughest challenges.

Jan 12-16
Salt Lake City, UT

Mar 2-6
If you're ready to lean on facilitators who've been Kansas City, MO

where you are, register for Total Management 1 today. To learn more,

email us
or call 1-800-772-3377.
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Contact the RVDA Help Desk & Solutions Center

By RVDA staff

VDA's “Help Desk & Solution
R Center” takes questions from

dealers seeking assistance with a
variety of issues, from records retention to
accounting challenges. Recently RVDA
helped a dealer seeking recruiting infor-
mation for fixed operations positions.

“We were able to provide information
on where to list open positions on RV
specific jobs boards as well as boilerplate
fixed operations position descriptions that
are designed to serve as a jumping off
point for dealers when writing up adver-
tisements,” said Samantha Pinto, RVDA
Dealer Member Services Manager. The
RVDA Help Desk & Solution Center is a
members-only service, and all dealer
inquiries will be handled in accordance
with RVDA's commitment to supporting its
members.

“Dealers interested in getting the
same recruiting information package
should contact the Member Help Desk &
Solution Center” Pinto said.

RVDA launched the
Help Desk & Solution
Center almost a year ago to
provide dealer members
information on RV dealer, or
RV-industry related topics
such as:

RVDA member
benefits/services

Manufacturer and supplier questions
Human resources

Compliance obligations

Insurance issues

Consumer dispute resolution
Industry/RV consumer data

Dealership operations

In more complex business-related
cases, a dealer’s inquiry may be referred to
Better Vantage Point (BVP), RVDA's
endorsed provider for dispute and risk
management. Tom Kline, founder of BVP,

HELP DESK

& SOLUTION CENTER

will contact the dealer and provide custom-
ized, expert support (up to one hour) at no
charge to help resolve the inquiry.

Email: info@rvda.org,
Text: (227) 254-8890
Or Call: (703) 591-7130, ext. 120 =

better

vantaqepmnt

1 Solutions for
and Startups.

litigatior
De ps, Tech,

ADVENTURE,
DRIVE SALES

® Add Value to Every RV Sale

e Stand Out from Competitors

e Build Customer Loyalty

Contact the team today at Dealerships@HarvestHosts.com

Learn How
Dealerships are
Partnering with
Harvest Hosts
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FOOD FOR THOUGHT

What's Your Air to Blanket Ratio?

By Tom Kline, Better Vantage Point | Tuck The Octopus

o, it's time for bed and you are contemplating
s the bedroom temperature and how many

blankets should be on the bed. It's critical that
you have the right ratio, right? It needs to be that
comfortable temperature for you to sleep optimally.
You absolutely have to have the proper air tempera-
ture to blanket ratio! Or perhaps, in a bold move,
you're considering opening your windows? (That can
wreak havoc on the consistent temperature protocol
and has to be considered carefully before commit-
ting to it. Actual temperatures may vary!)

Just like your comfort level depends on small
adjustments, the dealership’s health depends on
how each employee transacts their business
every, single day. Consistency is the key to
success.

Or maybe you're a bold individual
who doesn’t go through this calculation
each night? (If that's the case, then,
based on my informal poll, you would
be an outlier.)

Outliers can be great in business,
though, when it comes to your dealership. It's
often the exception, when | see dealerships fully engaging in
completing compliance audits, preventing losses, and managing
their risks.

You might say that their “discomfort” drives them to ensure
their employees are adhering to the federal, state, and local laws,
as well as to the protocols set by management.

In my consulting practice, | find that the executive managers
and owner/operators who engage in these activities ensure that
the money they make on selling vehicles, parts, and service
doesn’t evaporate from losses and problems. This requires
constant vigilance. Let’s examine what could happen to your
dealership and if/how you are prepared based on what's
recently been in the news:

Have
audit controls.
Audit for
certainty. Audit

all the time.

Embezzlement:

The former General Manager of Midland Mitsubishi was jailed
for embezzlement of almost $130,000 from his employer.
Investigators uncovered multiple schemes including: failure to
remit customers’ registration fees, forged checks, inflating his
salary, and buying a boat with company funds. The company’s
bank account fell to $98.67, and eventually, the dealership has
since closed and filed for bankruptcy as reported on August 25,
2025.

From a risk perspective, | wonder if the dealership had insur-
ance crime coverage? | also wonder if they knew they could
make a claim? Could this happen at your store? Are you
checking background reports before you hire? (And as a result of
that, are you sending notices in compliance with the Fair Credit
Reporting Act?)
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Other Recent Dealership Thefts Include:

In Vermont, the office manager of Burlington Subaru/Hyundai
plead guilty to wire fraud when she stole $191,000. Of note, this
defendant is the third former auto dealership employee to face
charges in Vermont alone.

A parts manager allegedly stole $575,000 by ordering parts
through Formula Nissan and then selling them on Facebook and
pocketing the money. He never entered the inventory into the
dealership’s system.

An F&I manager allegedly stole $145,000 from Fred Haas
Nissan in Texas when he was not receipting in customer’s down-
payments.

Do your employees know who to talk to if they have suspi-
cions? Could any of these happen at your store? There are plenty
of examples and I'm certain you get the idea here. Have audit
controls. Audit for certainty. Audit all the time.

I once found “an entire Corvette” which was journaled from
contracts in transit into another balance sheet account because
the responsible person couldn’t get the deal funded.

Straw Buyers:

In October, 2025, 21 people were arrested as they illegally
purchased vehicles using phony W-2s, false addresses, fake bank
accounts, fake utility receipts, and pay stubs. Overall, 100 vehicles
were fraudulently obtained ($5.5 million in value), of which 53
have been recovered.

If an employee knows of fraudulent activity at the store, do
they understand that there will be no retaliation if they report the
problem?

Joy Rides and Driving Records:

Do you really know your employee population? Have any of
them shown bad judgment in their personal driving history?



A dealership technician at H&L Chevrolet in Darien,
Connecticut, crashed a customer’s Camaro ZL1 1LE worth
$97,000 on I-95 when he struck the guardrail at 89 MPH. The
customer stated “under no circumstances” could the dealership
drive the vehicle off the lot. In an ironic twist, the vehicle was
owned by a professional race car driver, Kenny Habul.

In Florida, a 23 year-old lot attendant took a 2024 Cadillac
CT5-V Blackwing from the lot of Vera Cadillac, without permis-
sion, and slammed into another vehicle at 122 mph, killing the
driver of the other vehicle. The vehicle, which he took without
permission, had a 668 horsepower engine. The dealership now
faces reputational damage and the potential for a lawsuit
naming them as responsible for the crash. The lot attendant faces
vehicular manslaughter charges.

Do you have enough insurance to cover this type of loss of
life?

Compliance, Legal, and Other Risks:

Data breaches are happening all the time. It happens to
dealerships because they are prime targets as they are a “data
rich environment.” Dealerships have social security numbers,
proof of income etc. Think about all the “stips” you collect.
Here's a few recent ones:

¢ CDK
Modern Automotive in Massachusetts

Tuttle-Click Automotive Group

* o 0

Findlay Automotive Group

Karl Malone Auto Group
Phil Smith Automotive Group
Myers Auto Group

L IR B 2B

Ray Catena Auto Group

Globally, automotive cyberattacks resulted in expenses of
$22.5 billion in 2024.

How have you trained your employees to prevent data
breaches? Are you in compliance with the Gramm Leach Bliley
Act (GLBA)? Did you know the Federal Trade Commission just
recently published a list of FAQs for dealerships answering their
questions about the GLBA?

So, why would the FTC publish these clarifications? The odds
are the FTC is going to begin enforcement of these regulations
with auto dealer groups. | am surprised that they haven’t begun
enforcement already and the groups listed above could be their
first stop.

Take Your Own Temperature:

@ Sales: Do your advertisements clearly state all prices and
conditions?

@ Sales and service: Are your key controls sufficient to prevent
theft problems?

@ F&l: Do the managers explain every, single product clearly?
Do they obtain signatures on all forms? (Has anyone ever
audited those signatures to see if they are consistent with
other signatures from the customers?)

Continued on page 30
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For RVdealers

needing simple and easy

PEACE Q
ofrMIND

Accelerate2Compliance.com

FTC compliance

A2Ccovers A2Z.

Accelerate2Compliance is your FTC compliance expert.

A2C

Accelerate2Compliance™
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Continued from page 35

@ Service: Are safety controls encouraged and audited?
Is there annual training with important employees
acknowledgments? Does that include forklift training?
Is it all documented?

@ Parts: Are inventory purchases being properly logged?
Do you pay an outside company to do an inventory at least
once a year?

@ HR: Are background checks consistent? Do you have a
policy and who can make exceptions?

What Else Is Actionable Here?

0 In addition to outside audits, each department should self-
audit and feed the information to a compliance manager
who can take action. That person should report directly to the
owner or the Board, but outside the normal channels so as to
prevent outside pressures. (The compliance team should
conduct audits as well, outside of these channels. If your
compliance team is not self-auditing, then the dealership
doesn't really have a robust program. Auditing of policies
and procedures is the key component to keep the dealership
out of trouble.)

9 As an organization, do you celebrate or bonus employees
who bring problems to you promptly. (Remember, | advocate
“run with bad news and walk with good news,” to minimize
how much problems will cost the dealership.)

6 Carefully analyze your internal controls. How could any of
these problems happen at your dealership? What can you
do to catch them before they happen?

G If you are an employee, double check one process in your
area and ensure everyone is following the company’s
policies. Report anything which doesn't seem right.

A few minutes adjusting the thermostat here could save
many nights of restless sleep. Just like finding the perfect blanket,
compliance is about comfort through consistency. Be brave
enough to lift the blanket, see what's underneath, and take
proactive steps to move forward.

About Tom Kline: Contact Tom at (757)434-7656 or at tomk@bettervan-
tagepoint.com. Kline specializes in solving dealership problems through
risk mitigation remedies, compliance, and dispute resolution (i.e. tucking
in the tentacles). He is the Lead Consultant &Founder of Better Vantage
Point, Tuck The Octopus, and AlwaysDoBetter.com and has worked with
both publicly-held and private dealerships. Kline routinely speaks at
national conferences, workshops, 20 groups, presents webinars about
risk transferences and risk mitigation topics & techniques, and routinely
provides expert witness testimony to defend dealerships. Kline also writes
for seven publications and has multiple trade group endorsements.
Thanks for seeing things from a Better Vantage Point, where “We Get
You Out of Trouble...and Keep You Out of Trouble.” m

RV consumers demand knowledgeable
employees in all facets of the RV business. The
industry knows how vital customer satisfaction
is to sustaining industry quality and growth.
The overall goal of the DLN is to maintain its
basic core philosophy of leading and educating
the most important part of any business -
PEOPLE. RV employees will have access to
the RV Distance Learning Network, which is
designed to support current learning initiatives
and help manage “speed to competency”.

SUBSCRIBE FOR FREE!

Visit www.rvdin.org and sign up.
You'll receive a password and then have full access.
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BUILDING
KNOWLEDGEABLE
RV EMPLOYEES

Corvm Click 1. Tirmy

Areas of Learning
» RV Manufacturers

RV Aftermarket
Suppliers

» BV Wholesale and
Distribution

» RV Rep Groups

» RV Vehicle
Converters

RV Campgrounds

Specific Industry Resources
Available For:

» BV Technician/Service
Training and Industry
Certifications

» R\/ Sales

» R/ Associations and
Campgrounds

» RV Finance & Insurance
(F&l)

» Professional Skill
Development

» Direct access to Digital RV
Publications and Annual
RV Events

[Forfmorelinformation:;
(813) 741-0488 www.frvia.org




A Clear Path to
Success

Steps to RV Learning
Center Certification

View more details about 6. Recertify Every
online courses. Five Years

5. Take the
Certification Test

4. Apply for
Certification**

The Mike Molino

‘ mm 3. Take a
‘4 CENTER

Practice Test*

Developing Top Performers g

The Mike Molino RV
Learning Center

3930 University Drive (2: S::idytfor
Fairfax VA, 22030 e

rvlearningcenter.com

info@rvda.org 1. Complete RV

Learning Center
Online Course*

* recommended, but not
required for Certification

** minimum level of experience
required for Certification:

Parts Specialist: 1 year
Parts Manager: 2 years



Latest Data on RV Customer Satisfaction with Dealership

he charts in this report are made up of

aggregated dealer data from the second

quarter of 2025 and measure customer
satisfaction and Net Promoter Score. The Net
Promoter Score measures a customer’s willing-
ness to recommend a company'’s product or
service to others and is a good measurement
of word-of-mouth advertising. In the report,
which was conducted by CSI Inc., customers
were asked to rate on an 11-point scale (O to a
high score of 10) their likelihood of recom-
mending the company or brand to friends and
colleagues. Based on their ratings, customers
were then placed in three categories - detrac-
tors, passives, and promoters.

‘Detractors’ gave scores of 6 or lower.
These customers likely won't purchase again
from the company and could potentially
damage the company’s reputation through
negative word-of-mouth.

‘Passives’ and ‘Satisfieds’ gave scores of 7
or 8. These customers are generally satisfied
but could easily switch to a competitor’s
offering if given the opportunity. They probably
won't spread any negative word-of-mouth
about your business, but they also won't
promote it.

‘Promoters’ gave scores of 9 or 10. These
are the most loyal customers and repeat
buyers and will recommend your company’s

products and services to other potential buyers.

These charts clearly show that, in today’s
marketplace, dealerships must do more than
simply perform their job well. Many customers
are satisfied with your staff and the work done
by the dealership but, despite that, they still
give a Net Promoter Score rating of “passively
satisfied.” In order to get customers to refer
and promote your business, you must “wow”
them at every customer touchpoint. According
to Gartner Research, 80 percent of a
company’s future revenue comes from 20
percent of its existing customers. Customer
experience is becoming the true competitive
differentiator. Is your dealership creating an
exceptional customer experience to drive
retention rates up?

This data was supplied by CSI Inc., a
customer data and tracking company that
provides RVDA’s endorsed Customer Tracking
and Reporting program. This cloud-based
program gives dealers the ability to track,
measure, and manage customer interactions
with the dealership and its employees. For
more information, contact Becky Thompson,
president of CSI, at bthompson@tellcsi.com. m
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Sales and Service Performance

Q2 sALES csI RATING: 85.3%

Q2 sALES NET PROMOTER
SCORE: 71.15%

Detractors

Apr '25 May '25 Jun 25

Were you satisfied with the explanation
of features, warranty and maintenance?

Did things go as planned the day Promoters
you picked up your RV or boat? 79.4%

Were you pleased with the
overall condition of your unit?

Has your salesperson
contacted you since delivery?

Did your salesperson treat you
with courtesy & concern?

Q2 serVICE CSI RATING: 90.45%

QZ SERVICE NET PROMOTER
0 92.45%
LU SCORE: 58.51%
0 Detractors
85.37% 13.9%
Apr '2 May 2 Jun 2

Promoters

72.4%

Were you satisfied with the 0
treatment by the personnel? 96.77%

Was the work done
0,
to your satisfaction? 88.38%
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The Mike Molino

12™ EDITION CRY 2oy

SERVICE MANAGEMENT GUIDE
Now Available

he 12t edition of the RV Learning Center’s “Service Management

Guide” (a flat rate manual) has been completely updated with more
product and model times, plus management guidance that can help
service departments improve their daily operations.

SERVICE
MANAGEMENT
GUIDE

The guide offers more than 100 pages of average work unit times for the
functions that RV technicians perform most often, along with check sheets
that serve as references for service managers and technicians.

The SMG provides reasonable guidance on the time required for
competent technicians to complete assigned tasks. It's an important part of
the service management system but isn't intended to be the sole
determinant of prices or rates charged.

1. Select format
ltem #05MD printed Manual

ltem #05ME pdf on CD-ROM
Quantity: Manual CD-ROM

@ RVDA Members 201 / Non-Members: *402 Members save $201!

2. Purchase both the printed Manual and CD-ROM
____ Item #O5MF printed Manual and CD-ROM
Quantity: ____
RVDA Members *333 / Non-Members: $672 Members save 339!

To pay by credit card: Please call (703) 591-7130. Order online at www.rvlearningcenter.com/SMG.
Or, to mail order form and payment, please use the address listed at the bottom of this order form.
Please make checks payable to the Mike Molino RV Learning Center.

Note: prices are subject to change without notice.

3. Members only! Send invoice to: 512019

Name: E-mail:

Organization:

Address: City: State: Zip:

Mike Molino RV Learning Center « 3930 University Dr, Fairfax, VA 22030 « (703) 591-7130 « Email: info@rvda.org
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GET YOUR GO RVING PROMO MATERIALS! - SIGN UP TODAY!

Company:
Address: Dealer website:

Please enroll dealership(s) at $250 each. Checks payable to RVDA.

MAIL with payment to: RVDA, 3930 University Dr., Fairfax, VA 22030 or CALL (703) 591-7130 to pay by phone or VISIT www.rvda.org to pay online




CERTIFICATIONS FOR THE PEOPLE WHO ARE
THE PUBLIC FACE OF YOUR DEALERSHIP

|THE FIXED-OPERATIONS PROFESSIONALS’ SOURCE FOR CERTIFICATION|

The Mike Molino RV Learning Center’s nationally recognized
professional certification program supports career development
and professionalism. The program was developed with the assis-
tance of experts at The Ohio State University's Center for
Education and Training for Employment. Suppliers, distributors,
dealer-owners, and manufacturers were also instrumental in
developing the programs.

OHIO

UNIVERSITY

Do you or your team have what it takes to earn a credential?

Fixed-ops professionals currently employed in the RV industry with at least one year
of service, parts, warranty, or related industry experience are eligible for parts
specialist, service writer/advisor, and warranty administrator certification
credentials. Management-level parts and service personnel currently employed in the

RV industry with at least two years' experience in RV service,
parts, or related industry experience, and who possess the neces-
sary supervisory and budget planning knowledge, are eligible for
parts manager and service manager certification.

For the INDIVIDUAL, certification means:

¢ Having the self-confidence and credibility to be a high
performing contributor at your dealership

¢ Having a respected career path with a roadmap for
professional development and career advancement

e Evidence of competence, dedication, and
professionalism

For the DEALER, certification means:

¢ |mproved Repair Event Cycle Time through more
knowledgeable and efficient team members

¢ A standardized benchmark to distinguish top
performers and help evaluate job candidates

¢ Higher employee retention by showing your
commitment to their professional development

L 4
The Mike Molino

( LEARNING
CENTER 4

Developing Top Performers

R o Barsaret Dvedaging fye foviuesrt Devedaging T Aerfscmors Dewiaging Fine

LEARMING LEARMING LEARMING LEARMING LEARMING
CENTER 4 CENTER 4 CENTER 4 CENTER 4 CENTER 4
ety Poriserrs Deveisgusy T por serses

Fom

Ready to take the next step? View or download
the competency profile for each credential, take
a readiness test to assess your preparedness for
certification, and read more about the fixed-
operations certification program here:
www.rvlearningcenter.com
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RVDA

RVDA Endorsed Products

Customer Tracking & Reporting
Customer Service Intelligence Inc. (CSI)

www.tellcsi.com  sales@tellcsi.com
(800) 835-5274

All-new cloud-based system for customer follow-up lets
dealers track and manage customer interaction with
the dealership and provides daily reports. For the first
90 days, CSI will review the reports with dealers and
guide them on how best to use the data.

Digital Payment Solutions

New Fiserv Processing Digital Payments
www.fiserv.com

Kathryn Kealing Metze

kathryn.kealingmetze@fiserv.com  (407) 919-8595

Fiserv offers RVDA members digital payment solutions
with potential cost reductions. Advanced equipment
provides fast authorization, around-the-clock support,
and improved funds availability depending on bank
relationship.

Existing Fiserv Clients Digital Payments
www.fiserv.com
Ashley Ouk

Ashley.ouk@fiserv.com  (804) 931-5932

True Fiserv business partner with proactive communi-
cation, best practices recommendations, ensuring
ownership and accountability while driving partner-
ship growth.

Dispute Resolution/Risk Management Consultant
Better Vantage Point
www.bettervantagepoint.com

Tom Kline

tomk@bettervantagepoint.com

Safeguard Your Dealership provides risk management
and compliance assistance to dealers. The Better
Vantage Point consultant services available include
auditing trade practices, assistance in resolving
consumer and business disputes, regulatory agency
notice response, and employee human resources
practices - including the development of employee
handbooks and department operations guides.

Emergency Roadside and Technical Assistance
Coach-Net

www.coach-net.com

(800) 863-6740

Provides emergency roadside and technical assis-
tance solutions to RV dealers, RV and chassis
manufacturers, RV clubs, and customer membership
groups. Uses trained customer service agents and
master certified technical service agents.

sales@coach-net.com

Employee Incentives

TicketsatWork

www.ticketsatwork.com (800) 331-6483
TicketsatWork is your nationwide discount market-
place for all travel, entertainment, and shopping
needs, sign up online today with code “RVDA.”

Employer Benefit Solutions

American Fidelity Assurance Company
www.americanfidelity.com
Tessa.daniels@americafidelity.com
Mike.mccormick@americanfidelity.com
(800)654-8489 Ext. 7516

American Fidelity is proud to be chosen as a strategic
partner of the RVDA. Our goal is to be an extension of
your organization serving as partners in your pursuit
for a better benefits experience.

Health Collective Purchasing Arrangement

Brown & Brown Insurance

www.bbinsurance.com  aweilage@bblouisville.com
(502) 550-2399

Provides employee health benefits while saving
money. Dealers can maintain their current health
benefits or customize their offering to employees.

Information Security Compliance
Accelerate2Compliance™ (A2C)
www.accelerate2compliance.com
sales@accelerate2compliance.com
(844) 637-55M

A2C offers a cost-effective and easy-to-use information
security compliance solutions to help dealers and
vendors achieve and maintain regulatory require-
ments. The A2C roadmap assists with identifying infor-
mation security compliance risk, implementing policies
and procedures, delivering ongoing training, testing,
and assessing vendor vulnerabilities. Its support is
delivered through the A2C Portal™, a cloud-based
subscription software solution to provide dealers with
a simple assessment process, tools & reports to guard
against ever-increasing information security threats.

Inventory Tracking/Security Solution
KYCS Global Inc

www.kycs.ca

KYCS Locate, an inventory location and theft preven-
tion solution, available in the U.S. through Brown &
Brown Dealer Services (BBDS). Locate is designed for
inventory location and is ideal for trailers and motor-
homes. Locate will update the RV's location at least
once a day on the KYCS web portal and mobile
application. If the RV is stolen or goes missing, the
KYCS monitoring team can remotely program the
Locate device to actively track the RV.

Loan Origination and Warranted Loan Documents
AppOne

www.appone.net

A web-based indirect loan origination platform helps
dealers and lenders manage the origination process
of retail credit applications from lender submission to
funding. Provides a library of loan documents that are
regularly reviewed for compliance with federal and
state laws in all 51 U.S. jurisdictions.

Market Intelligence Program

RV Industry Data Program from
Statistical Surveys Ay
customerservice@statisticalsurveys.com

Provides dealers with data and

analytics, including data on where new units are
being registered and which dealers sold which units
by make, model, length, and axles.

Office Supplies
Office Depot
www.officediscounts.org/rvda.html

Office Depot and OfficeMax are now one company!
RVDA Members can save up to 80 percent on over
93,000 products. Great for your printing, cleaning,
break room, and office needs. Shop online or in any
Office Depot or OfficeMax store. Enjoy FREE next-day
delivery on online orders over $50!

Pre-owned RV Appraisal Guidance

J.D. Power RV Valuations (Specialty Division)
The J.D. Power RV Valuations are an essential set of
tools for dealers to determine the used trade-in and
retail market value for all types of RVs. RV Connect

delivers updated RV values, creates

custom window stickers for both newer & older

RVs, and more. These are all available at the RVDA
“members only” rate.

For Digital mobile app:
www.jdpowervalues.com/
marketvalues-specialty-vehicles-app.

For RV Connect products:
www.jdpowervalues.com/get-values/
rv-connect. Call (703) 364-5521 to order now!

Propane and Propane Supplies
Suburban Propane
www.suburbanpropane.com
smeyers@suburbanpropane.com

We offer discounts to RVDA members on propane
along with safe equipment for refilling most any
propane cylinder, 24-hour service, on-site training of
dealership personnel, signage, and a periodic review
of filling stations by experienced safety experts.

RVDA/NCM Associates
NCM Associates
ncmassociates.com

info@ncmassociates.com
(800) 756-2620

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

RV Service Contract Programs

Protective Asset Protection’s XtraRide Service
Contract Program
www.protectiveassetprotection.com/F-I-Solutions/RV

marketingteam@protective.com
(800) 794-5491

Protective Asset Protection provides F&I products and
solutions focused on enhancing dealer profitability
and customer satisfaction. Protective Asset Protection’s
RV service contract program, XtraRide®, has been
exclusively endorsed by RVDA since 1992.

Shipping Discounts

RVDA Discount Shipping Program
www.PartnerShip.com/79rvda
sales@PartnerShip.com

(800) 599-2902

FedEx Discounts: Members receive 45 percent off
FedEx Express and 25 percent off FedEx Ground. After
enrolling, the discounts will be added to your account
and then applied to your shipments.

Freight Savings: RVDA members save on shipments
with TForce Freight, XPO, Saia, & others. These
competitive rates are made available through
PartnerShip®. You'll reduce your freight costs, rate shop
between carriers, and get support from shipping
experts.

Software & Consulting Services
KPA
www.kpa.io (866) 356-1735

KPA provides comprehensive consulting
services, EHS, HR, and F&l compliance
software, and award-winning training to help RV
dealerships maintain a safe workplace, protect their
reputation, and reduce costs. With this unique combi-
nation of services, software, & training RV dealerships
minimize risk so they can focus on what's important -
the selling & servicing of RVs.
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The Mike Molino RV Learning Center Proudly Recognizes These g Mike Molino

CONTRIBUTORS <N

Contributed Lifetime Contributed Lifetime
10/15/23-10/15/25 Contribution 10/15/23-10/15/25 Contribution
MAJOR GIFTS $25,000 +
Kindlund Family Protective $44,694 $545471  McClain's RV Superstore 4,000 57,000
Scholarship
Brown & Brown Insurance 26,666 200,001 Wilkins RV 10,000 53,000
s37o,ooo Lifetime Pledge: 200,000 Lifetime Pledge: 58,000
—_— RVAC 25,000 152,000  Curtis Trailers Inc. 5,250 48,500
Ron & Lisa Fenech Family PleasureLand RV Center Inc. 13500 133,600  Pennsylvania RV & Camping Association 11,745 41745
o eleit [ Dteellamdis Bill Fenech, Brinkley RV 20,000 102,500  Pikes Peak Traveland Inc. 2000 36,700
Employee Emergency
Relief Progrom Wave Express 100,000 100,000  Higginbotham Dealer Services ,500 31,700
Lifetime Pledge: 100,000
$250.000 fetime Pledge Alpin Haus 1500 27,500
H Family M ial Fund 2,000 93,360
Lt d' $500,000 ofeey Tamily Memorie” Tun Hilltop Camper and RV 2000 25122
fretime Fleage »oUe Byerly RV Cent 1,000 80,500
yery emer . . United States Warranty Corporation 2,000 22,250
Reines RV Center Inc. 8,000 66,525 Lifetime Pledge: 26,250
Major Gifts Donors
N CHAMPIONS $2,500 - $24,499
DN Tacoma RV Center 10,000 19,500  Kroubetz Lakeside Campers 300 6,900
Protective Crestview RV Center 1,000 18,250  Ray Wakley’s RV Center 1,000 5,250
5545:471 Mike & Barb Molino 2,000 17,436 Carpenter’s Campers Inc. 500 5,101
Timothy & Brenda Wegge 5,000 16,000 Bill & Shannon Koste 1,500 5,000
Brown & Brown oty & & 99 ' '

Lifetime Pledge: 10,000

Insurance Bob Been of Blue Compass RV 1,000 16,000
Steinbring Mot h 1,000 4,750
$200,001 Camperland of Oklahoma LLC 2000 15350  ——oring Totoreode ’ ’
United RV Cent 500 4,700
Phil Ingrassia 2000 13600 —= e ’
RVAC X . . Tri-Am R.V Center of East Tennessee 1,000 4,500
$152.000 American Guardian Group of Companies 2,400 13,200
b The Walpole Agency 750 4,350
Colonial RV 6,000 1,750
Bowling Motors & RV Sal 3,000 4,050
TOP 10 Best Value RV Sales & Service 500 1250 @ ——nd TOOR e
Beckley’s RV 500 3,750
) Cummins Inc. 10,000 10,000 2 :
Contributors from the Lifetime Pledge: 10,000  Dinosaur Electronics 200 3,300
Past Two Years
Tom Manning & Associates 1,000 9,500 NERVDA 500 2,600
$
b WD BEEss vty RCD RV Supercenter 1500 8349  Bent's RV Boutte 500 2,500
2. Protective $44,694
Gib's RV Superstore 1,500 7,537 Krenek RV Center 250 2,500
3. Brown & Brown
Insurance $26,666
4. RVAC $25,000
5. Bill Fenech, . LEADERS $1,000 - $2,499
Brinkley RV 20,000 North Texas RV Repair 100 2100 RV Value Mart Inc. 200 1,100
6. PleasureLand o ] ] ] ] ]
RV Center Inc ~ $13,500 Priority One Financial Services Inc. 2,000 2,000  Profit System Dealer Service 1,000 1,000
7. PRVCA $11,745 Keepers RV Center Ltd. 250 2,000
8. Wilkins RV $10,000 Ronnie Hepp 500 1,625
9. Tacoma RV e i ML
Center $10,000 Icon Technologies Limited 250 1,500 Scan to donate & :Ff
. Wheeler Advertising Inc. 500 1,300 to find a complete
10. Cummins Inc ~ $10,000 9 contributor list
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Mike Molino RV Learning Center

LEGACY DONATIONS

Contributions have been made to honor the following individuals:

BoB STRAWN
JIM SUMMERS
RAYMOND VAN PELT

SHARON HORSEY
JAIME PAIS
DAN PEARSON
JIM SHIELDS

Rex FLoyDp
JERRY GREER
BARBARA HERLEMAN

To make a donation to the Mike Molino RV Learning Center,
visit www.rvlearningcenter.com

RVDA Help Desk & Solution Center:

This program, administered by RVDA staff, will offer
F help and resources to assist RV dealers for a wide
n variety of dealer concerns. In more complex business-
related cases, the dealer inquiry will be forwarded to Better
Vantage Point who will provide expert support (up to one hour), at
no charge. Dealer members can contact the Help Desk & Solution
Center via: www.rvda.org, email: info@rvda.org, text: (227) 254-8890, or
phone: (703) 591-7130, ext. 113.

4=

College Scholarship:

The Mike Molino RV Learning Center’s Scholarship program
encourages deserving college undergraduates to apply for the
annual college award of $2,500. The program provides financial
assistance to help foster the next generation of industry leaders.
Therefore, an important factor for awarding the scholarship is an appli-
cant’s background of RV industry employment or a desire to work in the RV
business after completing college.

Learning Center Online Courses:

Service writer/advisor, parts specialist, parts manager,
and warranty administrator online courses provide a
pathway to certification for fixed ops dealership
personnel and serves as a training resource for experi-
enced professionals. These courses help RV service and parts
personnel increase efficiency and reduce Repair Event Cycle Time
(RECT) within the RV industry.

SPOTLIGHT: Morgan Stanley “Second Opinion”
Financial Planning Service

The RV Assistance Corp. (RVAC) partnership with The Stanek
Group at Morgan Stanley provides access to a complimentary,
Second Opinion Service which offers efficient financial planning
strategies to minimize tax obligations, optimizing business and
personal debt, exit planning, wealth preservation, and where appro-
priate, charitable giving. For more information and schedule a no-obliga-

tion meeting, visit https://advisor.morganstanley.com/the-stanek-group or
call (800) 621-5231.
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SAVE THE DATE

for future RV Dealers
Convention/Expo

2026 - Paris Las Vegas Nov. 9-13
2027 - Caesars Forum Nov. 8-12
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Partnering with
Protective is essential
for your F&I success.

Unlock the full potential of your dealership.

Maximize your profitability, customer satisfaction, and long-term growth with Protective’s
tailored F&I solutions.

For over 60 years, we've delivered personalized service, a robust suite of products and
wealth-building programs, along with innovative training to meet the unique demands of the
RV industry.

Partner with us and experience real F&I success.

Join the leaders in F&I success—
because your dealership deserves the best.
800-245-4359 | protectiveassetprotection.com/essential/rv

Protective (2 &
rotective ry. e/

SINCE 1992

XtraRide® Service Contract Programs | GAP Coverage | Limited Warranty Programs | Tire & Wheel Program
Wealth-Building Programs | Protective DOWC RV Program | Post Sale & Renewal Programs | F&I Training & Technology

An RVDH endorsed product or service is one that has been extensively evaluated by the RVDA to assure quality, dependability and overall value. RVDA and the RVDA Education Foundation receive compensation from a
Protective company for business generated by RV dealers. The Protective logo and service mark on this advertisement are property of Protective Asset Protection, Inc. and are protected by copyright, trademark and/or
other proprietary rights and laws. The Protective logo and trademarks are owned by Protective Life Insurance Company.




