
The Florida RV Trade Association (FRVTA) will hold the 36th Annual 
State Convention at the beautiful Hawks Cay Resort on Duck Key in the 
Florida Keys. The dates for the convention are Thursday, September 8 
through Sunday, September 11. This year’s convention will feature the 
brightest and best minds in the RV Industry to bring FRVTA members 
up-to-date on the state of the industry and what to expect in the 
coming months.

This year’s convention theme is “Escape to Paradise, Discover the Keys to 
Success” because The Keys are truly paradise and the “Keys” to success lie in 
the information you’ll take home from this outstanding con-fab.

The “Tank Tops and Flip Flops” Hospitality Room will be a great place 
to unwind after a busy day of learning where you can just kick back and 
relax with fellow industry professionals from around the state and country. 
Everyone comes together at the “Island Time” Welcoming Reception on 
Thursday evening, which will feature a short boat trip to toast the sunset.

Friday morning the convention kicks off with the general session. This year’s 
session will feature presentations from RVIA and RVDA. Friday afternoon will 
be time for the “Fun in the Sun” events including a snorkeling trip, dolphin 
encounter, kayaking and paddle boarding. Additional activities will be 
available at the resort.

That evening the “Havana Nights” Dinner Party will feature everything from 
Guayabera shirts to colorful dresses and headpieces. With the creativity our 
group has shown over the years, ANYTHING IS POSSIBLE!

Saturday morning’s breakout sessions will offer detailed information to 
attendees in smaller, more intimate classroom settings. Allen Monello will 
cover Dealer Compliance Issues and Tom Walworth from Statistical Surveys 
will take a look at the industry numbers. There will be other sessions including 
Business Safety Issues and Social Media with more details regarding speakers 
and times featured in future newsletters.

All work and no play makes for a boring convention, so Saturday’s lunch will 
again feature “Super Dave” and his “Let’s Go Bongos” Game Show. Contestants 
will be vying for cash and prizes just like the old “Let’s Make a Deal” TV game. 
Island trivia and quick audience “deals” also will be a part of a very lively and 
fun luncheon.

The convention wraps up that evening with the “Sunset Breeze” Awards 
Banquet and Silent Auction. The Silent Auction benefits the FRVPC Fund and 
will feature such items as weekend getaways, I-pads, E-readers and Disney Gift 
Certificates among other items.
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PRESIDENT’S MESSAGE
Hello to June! It’s the month of beginnings 

and endings. Hurricane season begins, scholastic 
milestones are crossed, summer begins, vacations 
are started and the close of the first half of 2016. 
Fathers Day is also here.

How lucky we are to be in the Recreational 
Vehicle business! Our products can be of major 
importance to any of these events. We should 
bear in mind and inform our workforce that 
our services carry new urgencies and additional 
importance over the next few months.

Now is the time our products and services are 
the most important to our customers and here 
is where we can become a very positive part of their RV utilization experience. 
We all know firsthand how important that week (or two) vacation is and how 
devastating it can be when something happens to derail it. So let everyone in your 
operation know a little extra patience and a little more “safe speed” will go a long 
way for customers and ourselves.

While on the subject of vacations, not only our customers, but also our 
employees will usually take a week or two of their well-earned vacation during 
this summer period. This will, of course, put some additional strain on those who 
are waiting their turn.

Now may be a good time to give some consideration to a possible part-time 
position or two. Local high school or work programs in your area are excellent 
avenues to pick up some assistance due to vacation times. This type of program 
will go a long way to not only helping your staff, but contributing to a positive 
perspective from your customers.

Here in Florida, the heat and humidity are always a major health concern 
during this time. So make sure everyone working outside stays hydrated, with 
special attention paid if you add someone who is not used to our outdoor Florida 
conditions.

Our industry continues to be on the uptick, manufacturers are reporting record 
shipments and dealers are indicating brisk sales activity–all positive indicators 
for our businesses.

I would be remiss if I didn’t mention, but the 2016 hurricane forecast is 
predicted to be close to normal, which would be an increase over last year. So 
remember to be prepared, have your plan and follow it should the need arise. 
Don’t procrastinate on this one!

Don’t forget–June 19 is Fathers Day and the Tampa Bay Summer Show at the 
Florida State Fairgrounds is set for June 23 to 26. Also, mark your calendars for 
the  36th Annual FRVTA State Convention, September 8 to 11 at the wonderful 
Hawks Cay Resort on Duck Key.

Till next time…
ROB ROTHENHAUSLER
FRVTA PRESIDENT

The 36th Annual FRVTA State Convention is the 
perfect opportunity to increase your company’s 
recognition through reaching a targeted audience of 
RV Dealers, Manufacturers and Suppliers. Sponsorship 
opportunities and prize donations for both the silent 
auction and the game show luncheon are now available. 
For more information or to make a donation, contact 
the Florida RV Trade Association at (813) 741-0488.

SPONSORSHIP OPORTUNITIES AVAILABLE
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Good news for the RV market keeps coming with wholesale RV shipments climbing 11.5% through the first quarter of 
the year to 108,195 units, according to RVIA’s March survey of RV manufacturers.

Monthly RV shipments to retailers totaled 40,740 units in March, up 13.9% over the previous month and ahead of 
this same month last year by 11.5%. This was the largest single monthly total for all RVs since March 2006. Seasonally 
adjusted, the March total this year represented an annualized rate of more than 420,000 units, the highest run rate in 
more than 10 years.

Both towable and motorhome categories were reported at higher totals than 
this same three-month-period in 2015. Towable RVs reached 94,154 units on 
10.6% growth and were led by conventional travel trailers, which jumped by 
14.6% to 70,344 units.

Motorhomes rose to 14,041 units, a 17.4% increase. Type C motorhomes 
were up 24.7% to 6,965 units and type A motorhomes increased 11.2% to 6,171 
units.

On the sales side of things, motorhome registrations for March jumped 8.5% 
when compared to last year while sales for the first three months grew 11% 
according to the latest report by Statistical Surveys Inc. (SSI). Thor Industries 
Inc. lead the motorized sales category with a 28.2% market share, with Forest 
River Inc. at 25.8% and Winnebago Industries Inc. with a14.5% share.

Sales for Class A motorhomes rose slightly in March, up 0.5%, with the 
sector posting a 7.1% gain year-to-date. Thor was this segment leader with a 
25.1% market share followed by Forest River and REV Group, both at 15.7%. 
Winnebago was third, earning a 14.5% share, while Tiffin Motorhomes Inc. 
captured 13.6% of the market.

Class C registrations jumped 16.1% in March, in part due to a strong rental 
market, and showed a 15.4% gain for the three months. Forest River was the 
sales leader year-to-date with a 36% market share, followed by Thor (31.4%) 
and Winnebago (14.6%).

Unlike the Class A market, SSI reports Class B sales fell 8.5% in March, but 
still finished the quarter up 1.2% year-to-date. Winnebago Industries Inc. was 
the top-selling manufacturer for the quarter with 34.3% of the Class B market. 
Roadtrek Motorhomes Inc. was next with 31.5% market share followed by Thor 
Industries Inc. with 20.3% and Pleasure-Way Industries Ltd. at 10.1%.

SSI reports travel trailers continued their strong market performance with 
year-over-year towable retail registrations growing 14.3% in March while 
showing a 13.1% gain for the first three months.

Results by category showed:

• Sales for travel trailers increased 18.8% for March and 16.6% year-to-date.

• Fifth-wheel registrations grew 4.4% in March and 5.1% for the first three  
        months.

• Folding camping trailer sales declined 7.2% for the month and 6% year-to-      
        date.

• Park model RV sales retreated 7.5% in March but gained 22.2% for the first            
        three months.

Forest River was the towable sales leader through March with a 37.1% 
market share, leading Thor Industries Inc. with a 34.1% share and Jayco Inc. 
with a 13.6% share.

By segment, Forest River was first in travel trailers for the three months with 
a 39.2% market share, followed by Thor with 32% and Jayco at 14.6%. Thor led 

fifth-wheel sales with a 45.1% market share followed by Forest River at 28.8%, Jayco with 10.8% and Grand Design RV 
Co. at 8.9%.

In folding camping trailers, Forest River was first in market share for the first three months with a 63.6%. Jayco was 
next with 13.4% and Columbia Northwest/Aliner Inc. with 12.2%. For park models, Fleetwood Homes Inc. led the with a 
23.1% market share, followed by Skyline Corp. at 13% and Champion Home Builders with 8.7%.–RVIA, RVBusiness

RV Shipments & Sales Continue Growth in First Quarter
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As I have mentioned 
in previous articles, this 
election cycle continues 
to surprise and will be 
remembered as one of the 
landmark elections in 
Florida’s history.

To refresh, we have a 
sitting United States Senator 
retiring early from politics 

after a failed run for the presidency. At last count, Sen. 
Marco Rubio’s exit from the national stage has no less 
than 35 candidates seeking to replace him, including 10 
from the two major political parties. These candidates 
include our current Lt. Governor and good friend to the 
RV Industry, Carlos Lopez Cantera. His early departure 
from his current position means that Gov. Rick Scott will 
have the opportunity to name a historic 
third Lt. Governor to serve with him in his 
administration.

The U.S. Senate race includes four sitting 
U.S. Congressman, Ron Desantis, Alan 
Grayson, Patrick Murphy and David Jolly. 
Each of these Congressmen must vacate 
their current office to seek the U.S. Senate 
seat.

Besides the vacancies created by these members, 
another group of sitting Congressmen have decided to 
retire from their life in politics. In addition, another five 
Congressmen are leaving their seats and returning to 
private life. Of these, long-time Congressmen, like Ander 
Crenshaw and Jeff Miller who both serve as committee 
chairs, are leaving Congress thereby creating a significant 
leadership void in the Florida delegation. They join Curt 
Clawson, Richard Nugent and Gwen Graham who are also 
leaving early.

Compounding the weakening of the Florida delegation 
are the new court-drawn congressional districts, which 
are impacting a number of other Congressional races. For 
example, long time embattled Congresswoman Corrine 
Brown whose gerrymandered district snaked through the 
minority communities from Jacksonville to Orlando has 
seen her safe district redrawn significantly by the courts. 
This new district, which runs through a more compact and 
contiguous swath of north Florida, will be very difficult for 
this 12-term Congresswoman to keep.

The court-drawn districts also caused a flip in another 
North Florida district as the Democrat-leaning district 
in the Florida Panhandle held by Congresswoman Gwen 
Graham flipped to a Republican-leaning district. As a 
result, she is retiring early with rumors swirling about her 
running for Governor in 2018.

One final note of interest in the congressional 
district realignment by the courts is the return of 
former Gov. Charlie Crist who is seeking election to the 
congressional district for the Pinellas County area. He is 
the overwhelming front-runner and no doubt will have 

his eyes on higher office upon his return to the political 
scene.

Even long-standing incumbents are seeing 
difficulties in their re-election efforts. Chairwoman of 
the Democratic National Committee, Congresswoman 
Debbie Wasserman-Schultz, is facing a very well funded 
upstart candidate as she seeks to return to D.C. in a 
newly drawn district. Congressman Dan Webster who led 
conservatives in a quest to unseat former Speaker of the 
House John Boehner, is running in a newly-drawn seat 
that does not include a single voter who has ever voted for 
him despite his three decades in public office.

The result is that of the 27 Congressional districts in 
Florida, nine are now open and at least another three 
could see an incumbent defeated. This means that 
Florida’s delegation, while the third largest in Congress, 
will have its most inexperienced membership in the 
modern era. This translates to a dramatic weakening of 

the clout the Sunshine State will have in the 
goings on in the nation’s Capitol.

The inexperience of Florida’s next 
Congressional delegation, besides eroding 
Florida’s influence on the national stage, 
also impacts the affairs of the State Capitol 
in Tallahassee. Open or competitive 

congressional seats often result in experienced members 
of Florida’s legislature pursuing these rare opportunities 
to higher office.

At the writing of this article, no less than seven current 
members of the Florida Legislature are running for 
Congress. These early exits combined with term limits 
mean that the incoming class of the Florida House of 
Representatives will be the largest class serving in 2018. 
This means these newbies will have the most votes of the 
120-member body when it comes time to pass Florida’s 
$80 billion budget and decide the complex issues facing 
our state.

With formal candidate qualifying concluding in the 
third week of June, I’m sure more shoes will drop and 
the impact of the Congressional exodus will be further 
enhanced. This is all the more reason for all of us in the 
RV Industry to spread the word on the historic nature of 
this election cycle. We have to work together this cycle 
to preserve the credible voices in Washington D.C. and 
Tallahassee who are looking out for our industry.

Please take time to learn who your local representatives 
are and who the candidates are that seek some of these 
open seats to represent you. And by all means, if you find 
someone you like... Get Involved!

The PAC Fund will be stretched like it never has before, 
as is the political team that represents you. Currently 
we are midway through interviewing the more than 350 
candidates seeking legislative office. As we narrow the 
field to those candidates we want to support, I hope we 
can count on you to help us get them across the finish 
line.

The Congressional Exodus

LEGISLATIVE UPDATE•by Marc Dunbar, Legislative Consultant 
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TRAINING NEWS•by Jim Carr, Training Director

The current two-year 
cycle for qualified status as 
a Certified RV Service Center 
is over at the end of this 
year. We are about to take 
the first step in offering RV 

Dealers in Florida the opportunity to qualify as a Certified 
Service Center for our next two year cycle, 2017-18.

I know, we have just begun the New Year, but to insure 
adequate time for the entire qualifying process to take 
place it is important that we start now.

For 16 years, the Florida RV Trade Association has 
been the driving force behind the Distance Learning 

Network.  The DLN has been 
extremely successful in getting 
technicians certified and also in 
fostering a learning culture within 
RV Dealerships.  On-going training 
is now an accepted way of doing 
business within the RV Industry.

Eight years ago the FRVTA 
Education Committee and Board of Directors launched 
the Certified RV Service Center Program designed to 
increase the professional status of the RV Industry in 
Florida. Your Association continues to strive to bring 
new and varied programs to our membership and we 
personally invite you to participate in this valued and 
unique program:

THE FRVTA CERTIFIED  
RV SERVICE CENTER PROGRAM

This is a voluntary initiative designed 
to “raise the bar” of professionalism in 

our Florida RV Service Centers, to increase customer 
satisfaction and to instill continued confidence in the 
ability of our RV Service Centers to meet customer 
demands at the highest level. 

The new wave of RV customers coming into 
the industry expect and even demand the highest 
standards of quality and professionalism from their RV 
Dealers and Service Centers. This is your opportunity 
to join your fellow Florida RV Dealers and participate.

By the end of March, all Florida RV Dealers and 
Service Centers will receive the Information and 
Registration mailer. Please look it over, review the 
criteria and, if interested, return as directed and I (Jim 
Carr) will schedule a visit to your location to verify all 
criteria are met while assisting with any corrections 
required.

After the criteria inspection and validation, you 
will be awarded two “display” decals and a plaque to 
show your designation as a Certified RV Service Center 
(note logo at the top of this article). Your business 
classification as a Certified RV Service Center will also 
appear in our Association print materials.

Thank you for your participation and we look 
forward to assisting in increasing the professionalism 
of all FRVTA members.

Time for the RV-Certified Service Center  
Renewal Process

U.S. Sens. Dan Coats, R-Ind., and Joe Donnelly, D-Ind., submitted a letter to the United 
States Department of Housing and Urban Development (HUD) asking the department to 
adopt a new definition of recreation vehicles (RVs) that is clear and easy to apply.

HUD’s current definition for RVs was adopted over three decades ago and is outdated. 
Earlier this year, HUD published a proposed rule in the Federal Register that would 
revise the definition of an RV as “designed only for recreational use and not as a primary 
residence or for permanent occupancy.” This definition will ensure that RVs are not 
subject to manufactured housing regulations and instead are treated as vehicles subject to 
Department of Transportation regulations.

In their letter, Coats and Donnelly encouraged HUD to adopt this proposed rule without 
inappropriate regulation of fifth-wheel or other RVs. Coats and Donnelly were joined on 
the letter by Sens. Rob Portman, R-Ohio, and Gary Peters, D-Mich.– RVBusiness

RV REDEFINITION BY HUD SOUGHT
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When headlines about a 
dealer are good – concerning 
benevolent acts of kindness 
and support for the 
community or a particular 
cause – it’s good PR for 
other dealers. But when 
those headlines speak of 

fraud, lawsuits and whistle blower employees, the entire 
industry can take a hit in the “image” department.

It doesn’t matter whether you are an independent, 
franchise or RV Dealer, consumers, regulators and 
plaintiffs’ attorneys will view you as “just another 
unscrupulous dealer.”

As recently reported in the Tampa Bay Times (Sunday, 
May 8, 2016), an independent dealer located in Pinellas 
Park is alleged to have defrauded customers, according 
to his former comptroller and former customers. 
Although the dealership has been around for a while, was 
well established and had repeat customers, its alleged 
practices left several customers in a bad place.

A repeat customer (this was her third purchase from 
the dealership) began to receive late payment notices 
from her credit union for the car she traded in to the 
dealership during her last purchase. The credit union 
advised her that her lien was not paid off by the dealership 
and that she was responsible for the loan (over $16,000). 
When she called the dealership to find out what was 
going on, she learned the dealership had closed. So far, 35 
complaints have been filed with the DMV.

According to a former dealership comptroller, the 

dealership routinely overcharged for title and tag fees, 
and employees were instructed to delay paying off loans 
on customer trades. These delayed payments (or no 
payment made at all in some cases) resulted in loan 
defaults and hits against customers’ credit scores.

Allegations were also made that the owner directed 
employees to forge information on contracts (such as 
dates) to be able to maintain the dealership’s floor plan. 
A former customer reported he purchased a trade-in 
that was never paid off by the dealership. Before the 
comptroller left the dealership last June, she made copies 
of alleged fraudulent documents.

So how does this affect you? You may want to take this 
opportunity to ensure that your staff is following all laws 
and regulations regarding dealer licensing and consumer 
protection mandates. So here’s a quick review:

• By state law, dealers have 10 working days to pay off a 
trade.

• Trades must not be sold until the liens on them have 
been satisfied.

• Never charge more for tag and title fees than what 
Florida law requires.

• Contracts should never contain blank spaces when 
presented to customers for signature.

You already know all of this. But it never hurts to 
“inspect what you expect.”

Allen can be reached at (727) 623-9075 or by email at 
Allen@TheAICE.com.  You may visit his website at www.
TheAICE.com. 

When Dealers Make Headlines  
It’s Not Good for the Industry

How much should you tell a potential customer about 
the condition of a vehicle? Where do you draw the line 
between total honesty and doing what is best for business?

First, let’s look at the legal requirements for these 
questions. States have their own requirements for unit 
damage disclosure before certain transactions can be 
completed. Many states require disclosure for units of 
a certain age and some regardless of age. Damage also 
triggers a disclosure requirement, which varies by state. 
Local laws should be consulted for specific requirements 
on unit damage disclosures.

Many states have an Unfair and Deceptive Acts and 
Practices (UDAP) regulation. Typically, no specific 
disclosure practices are mentioned in these regulations, 
but a plaintiff’s attorney would love to learn you knew 
something bad about a unit that you failed to disclose. A 
decision to not disclose specific information could result 
in an expensive liability if it can be proven in court.

Being dishonest would normally result in the customer 

discovering the deception during the sale or at a later 
time. Afterwards, the customer is very unlikely to 
recommend your dealership and could actually speak 
out against it. If you had been honest with the customer 
about problems with the unit, the customer is more likely 
to be grateful for your honesty and either be okay with the 
faults of the unit or ask to be shown a different one. Trust 
is a very valuable asset worth more than one or two sales 
in the scope of your local reputation.

Failure to disclose defects to potential customers 
can be damaging in a number of ways. It can create 
legal disputes that should be avoided at all costs. It will 
certainly jeopardize the relationship between customers 
who feel deceived by your dealership. And, as the number 
of disappointed customers grows, it will damage the 
reputation of your business. It’s been said many times and 
is as true today as ever – honesty is the best policy.

More informative information from SYS2K can be 
found at www.sys2k.com/insights.

Unit Damage – Which Policy Is the Best Policy?
Reprinted with Permission from SYS2K Insights eMag

DEALER DETAILS•by S. ALLEN MONELLO, D.P.A. AICE
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Elkhart ‘Open House’ Set for Week of Sept. 19
The 2016 Elkhart RV Open House, one of the RV Industry’s two key national wholesale RV-buying trade venues, is 

slated for the week of Sept. 19 in and around the northern Indiana city of Elkhart.
The show immediately follows one of the year’s top retail-centric events – the 

Pennsylvania RV & Camping Association’s popular Hershey Show, Sept. 12-18 at 
the Giant Center in Hershey, PA.

The release of the dates for the Open House, originally launched in 2009 as a 
proprietary Forest River Inc. function, isn’t ordinarily publicized well ahead of 
time as manufacturers scramble to lease preferential exhibit space and reserve 
scarce accommodations at motels and hotels throughout the region for as many 
as 4,000 incoming U.S. and Canadian dealer personnel.

And that’s still the case with the Elkhart Open House, which takes place in 
Elkhart, Goshen and other area towns where fully 85% of U.S. RV production is 
generated on an annualized basis. In fact, no one in a position to do so would 

officially confirm the exact dates of what typically becomes one of the industry’s worst kept secrets.
But there were hints. “Do the math,” as one manufacturer told RVBUSINESS.com. “You know that it’s going to be 

right after the Hershey Show, which ends on the 18th. So, as painful as that might be for all of our people to scramble 
back to Elkhart right after Hershey, that’s the way it is.”–RVBusiness

Camping World Procures Citrus Bowl Naming Rights
The stadium formerly known as the Citrus Bowl will now be known as Camping World Stadium thanks to a new, long-

term exclusive agreement as the stadium’s new naming rights partner, the company recently announced.
Visitors will see the Camping World name and brand prominently displayed inside 

and outside the recently rebuilt facility. Additionally, Camping World will be a multi-year 
sponsor of the series of early season neutral-site football games debuting this Labor Day 
that will be named the “Camping World Kickoff.”

“We’re proud to partner with Florida Citrus Sports and the Central Florida community 
to help build memories for the next generation of residents and visitors,” said Marcus 
Lemonis, chairman and CEO of Camping World.

“Florida is a key market for us as we have 14 Camping World Supercenters in this state, 
more than any other,” he explained. “Having a stadium naming rights deal in place was extremely 
important for us as we look toward the future. With 60 million-plus visitors to the Orlando area 
each year, we look forward to strengthening our brand and supporting the growing RV and 
camping community that has allowed us to be successful in this market,” Lemonis added.

Camping World Stadium is not Camping World’s first foray into the world of sports sponsorship. The RV and outdoor-
accessory retailer also sponsors the NASCAR Camping World Truck Series and the Camping World Independence Bowl. 
To learn more about Camping World Stadium or the Camping World Kickoff games, visit www.FloridaCitrusSports.com. 
– news release

Independence RV in Winter Garden was recently ranked the fifth-largest Newmar dealer in the country out of about 
200 dealers nationwide based on sales and dollar volume for 2015. 

Independence was awarded a sales-volume trophy for being a Top-10 dealer in the country and 
also was recognized as a platinum dealership and service center. Additionally, the dealership scored 
the Mahlon Miller award for service excellence, which is given once a year to only four dealers in the 

country, for the sixth time in the last seven years.–news release

Named a Top Newmar Dealer

The New York Times recently reported that Camping World may be readying an initial public offering and is aiming 
to generate $350 million in proceeds. Goldman Sachs and JPMorgan Chase are helping to manage the I.P.O., which is 
expected this year pending market receptivity, confidential sources reported.

Camping World and its financing affiliate, Good Sam Enterprises, are partly owned by the private equity firm 
Crestview. The two businesses were combined in 2010, according to their website.–RVBusiness, news reports

Said to Be Readying I.P.O.
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Dot Corson, Coachmen RV Co-Founder, dies in Naples
Dorothy “Dot” Scheide Corson, 88, of Middlebury, IN, and Naples, passed away from 

congestive heart failure this past April at her home in Naples, her family announced. She 
leaves behind three children, three grandchildren and four great-grandchildren. Her daughter 
Claire Corson Skinner of Naples served on the FRVTA Board of Directors. 

Corson worked alongside her husband, Tom, and his two brothers in founding Coachmen 
Industries in 1964. She will be remembered as the “first lady” of Coachmen, having served as 
a member of its board of directors for 27 years, and a tireless company ambassador with its 
dealers, investors and the community, her obituary noted.–RV Daily Report

Giant Recreation World Growing
Two of Giant Recreation World’s three central Florida dealership locations will soon relocate to larger facilities. In 

about a month, the Ormond Beach store will move into a new site just a few miles up U.S. 1 at the Destination Daytona 
complex on the I-95 interchange. In September, the Melbourne location is expected to open for business at its new 
location in Palm Bay, also situated along I-95.

The third store for Giant Recreation World, founded in 1976 and a member of the Priority RV Network, remains in 
Winter Garden, which serves as the company’s headquarters.

Patrick White, general manager of the Melbourne location, said the move would dramatically 
improve the dealership’s visibility with frontage along I-95 at the Palm Bay Road interchange. To 
increase visibility even more, the dealership will construct an elevated platform large enough 
to display about 10 RVs. Additionally, there will be restrooms and gazebos interspersed with 
walkways and ponds throughout 22 of the property’s 27 acres that will be developed. The 

dealership will offer an indoor showroom and 18 service bays.
In Daytona, the new Giant Rec World dealership sits across the highway from a Bass Pro Shop and is near a Harley 

Davidson dealership in the “Destination Daytona” area. The new location will house a 24,000-square-foot building 
sitting on 10 acres and initially employ 25 people.–RVBusiness, news releases

Lazydays RV recently launched of a new and improved website (www.
lazydays.com) that provides expanded search functionality with high-quality 
content, and will now have the ability to explore all Lazydays RV dealerships. 
It provides a more user-friendly interface and mobile-optimization for 
smartphones, tablets and similar devices.

Lazydays’ site is a valuable resource for RV-related information, including 
over 2,500 RVs, service and renovations, accessories and parts, resort and 
rentals. The site also includes a wide range of educational materials, updated 
course schedules and event listings, videos and an all-new Lazydays blog with 
expanded RV lifestyle content. Other website upgrades include access to full RV 
inventory listings for all Lazydays RV locations.–news release

Sarasota RV Park Part of $1.7B Deal
In acquiring Carefree Communities, Southfield, Mich.-based Sun Communities has taken ownership of Sarasota’s 

Sun-N-Fun RV Park, a member of FRVTA Region 1.
Sun Communities acquired Carefree for $1.68 billion, a statement says. Carefree 

owns 103 housing and recreational vehicle communities nationwide, which are 
primarily concentrated in California and Florida. The deal is expected to close by July 
9, the statement says.

“The acquisition of Carefree Communities further solidifies our position as a best-in-class manufactured housing 
and RV community owner and operator and enables us to drive shareholder value going forward,” says Gary Shiffman, 
Sun Communities chairman and CEO, in the statement.

In the deal, Sun Communities will assume approximately $1 billion of debt, issue $225 million in share of its 
common stock and pay the balance of the purchase price in cash, the statement says.–news reports

Lazydays Launches Improved Website
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NEW MEMBERS
BETTERBILT SOLUTIONS LLC DBA 
MOUNT-N-LOCK

PO Box 32
Mint Spring, VA 24463
Phone: 540-324-9114
www.mount-n-lock.com
Supplier – Region 10

CHELTEC INC.
2215 Industrial Blvd.
Sarasota, FL 34234
Phone: 941-355-1045
dolly@cheltec.com
www.cheltec.com
Supplier – Region 1

REGION 1 • NO MEETING until October 3
REGION 2 • June 15 • Gander Mountain • 100 Gander Way • Palm Beach Gardens
REGION 3 • NO MEETING
REGION 4 • June 8 • Bone Fish Grill • 7830 West Sandlake Rd. • Orlando
REGION 5 • NO MEETING
REGION 6 •NO MEETING
REGION 7 • June 28 • Braised Onion • 754 NE  25th Ave. • Ocala
ALL MEETINGS: Cocktails 6:30 PM • Dinner 7:00 PM

JR PRODUCTS
9680 County Rd.
Clarence Center, NY 14032
Phone: 716-632-2926
Toll Free: 800-269-7622
www.jrproducts.net
Supplier – Region 10

SMART TRAILERS
536 S Combee Rd.
Lakeland, FL 33801
Phone: 574-596-2251
Toll Free: 800-644-6062
www.smarttrailers.com
Supplier – Region 3

Applications for the annual FRVTA Scholarship are due June 10. This is 
another great membership benefit from the Florida RV Trade Association.

The FRVTA Scholarship Committee encourages members to alert all 
employees so their dependents can apply for this outstanding program.

1.  Applicant must be an employee or dependent/grandchild of an employee.
2. Employer must be an FRVTA member in good standing on the date an application  

 is submitted.
3.  Applicant must have and maintain a 3.0 or better GPA.
4.  All accredited two- and four-year Florida universities are acceptable.
5.  $2000 awarded per applicant per year for a maximum of four years.
6.  For undergraduate study towards a bachelor’s degree only.
7.  Applicant can be a full-time student (nine or more hours/semester) or part-time  

 student (eight or fewer hours/semester).
8.  Applicant must submit a copy of their most recent high school or college transcript.
9.  Applicant must submit an essay of not more than 500 words entitled “My Goals  

 and Objectives for Attending College.”
10.  Scholarship effective Fall 2016 semester.
11.  Must show proof at the end of each semester of enrollment and GPA to retain the  

 Scholarship Award.
12.  Applications must be received by June 10. Awards presented by July 29, 2016.

FRVTA SCHOLARSHIP APPLICATIONS DUE IN JUNE!

2016 Hurricane Season  
Predicted to be Near-Average

But Florida has a 51 percent 
probability of being struck by a 
hurricane.

Florida’s chances of being struck 
by a hurricane are higher for the 2016 
season than was realized in 2015, 
according to hurricane experts at 
Colorado State University’s Department 
of Atmospheric Science. The 2016 
Atlantic Hurricane Season begins June 
1 and runs through Nov. 30.

The team predicts this year’s activity 
will be about 95 
percent of the 
average season 
while 2015 
registered about 
65 percent of the 
average season.

The weather 
forecasters predict 12 named storms 
for this season with five becoming 
hurricanes and two reaching major 
strength (sustained winds greater than 
111 miles/hour). Overall, they predict 
a near-average hurricane season with 
Florida having a 51 percent probability 
of a hurricane landfall.–news reports

TAMPA BAY  
SUMMER RV SHOW 

JUNE 23-26  
Florida State Fairgrounds 

Tampa

LAST SHOW  
OF SEASON!!


