
On the heels of another growth year for the North American RV Industry, 
nearly 95% of the 154 U.S. and Canadian dealers responding to the “2016 
RVB/RV Trader Dealer Survey” reported a profitable year in 2015.

In fact, fully 75.7% of the respondents posted 2015 gains of at least 5% and 
nearly 18% grew by more than 20% — with the greatest improvement generated 
across the board by new RV sales followed by used unit sales and F&I.

“It’s the kind of response we pretty much expected in the current market 
and with the RV industry providing good experiences for consumers,” said Tim 
Custer, director of strategic initiatives for RV Trader, a leading online classifieds 
site for buying and selling RVs that partnered with RVBusiness in the 2015 
survey. “Obviously, buyers are there and they’re reaping the benefits of what 
should be a fantastic 2016.”

Indeed, dealers projected consistently positive outlooks for 2016, despite 
mixed economic signals over the past few months in both the international and 
North American stock markets. Combining the dealers who foresee a “better” 
performance in 2016 with those who anticipate a “much better” year ahead, a 
total of 71.5% are giving 2016 a thumbs up at this early stage.

Asked whether they expect more growth in motorized or towable RVs 
throughout the calendar year, 68% said the towable market offers the greatest 
opportunity for expanded revenues. And they see new RV sales (67.3%), used 
sales (36.6%) and service (33.3%) yielding the best returns.

Meanwhile, 42.9% of the surveyed dealers anticipate expanding facilities 
during 2016, while 72.1% expect to add staff — 70.4% in service, 45.9% in new 
RV sales and 35.6% in parts and accessories.

“The percentage of dealers who are looking to expand or grow their 
dealerships this year, whether that’s through additional locations or 
acquisitions, is really impressive,” added Custer. “And, certainly, it’s solid 
growth, and dealers are looking to expand how they reach their customers and 
grow for the future.”

“In line with Tim’s comments,” RVBusiness Publisher Sherm Goldenberg 
added, “the level of continued confidence in the marketplace right now is 
in itself impressive in an industry that has frankly done a remarkable job of 
putting the global downturn in its rearview mirror while cultivating a solid 
following among active Baby Boomers and a whole new tier of younger buyers 
– despite the ongoing presidential election noise.”

As a matter of fact, the elections in themselves – and how they perhaps affect 
consumer confidence — were mentioned by 46.8% of the retailing respondents 
as the “top challenge” facing dealers during 2016. Second among 36.4% of the 
surveyed dealers was “product quality at all levels.” Coming in third, at 33.8%, 
were “market fluctuations.”
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PRESIDENT’S MESSAGE
May brings in the second quarter of the year, so 

I hope the first quarter was profitable for everyone. 
While we don’t have any scheduled shows this 
month, I have heard terrific show success stories. 
So, now we have a few precious weeks to prepare 
for our “second busy season”: summer!

Now is a good time to take a serious look at your 
sales lot and the existing inventory, while taking 
some time to check your units. The RV world is a 
strange place and RVs seem to develop problems 
just sitting there. There are lot gremlins or some 
mystic event that always seems to happen and 
nobody knows why! You will be surprised at how much time (and frustration!) 
you can save yourself down the road if your inventory is in the condition you 
expect it to be.

Customer expectations–I was recently at another RV Dealership (different part 
of our country) and spoke with a few customers regarding their expectations of 
the dealership. We spoke at length regarding their RV purchase, service (repair) 
issues and overall satisfaction level of their RV Dealership experience. I suspect 
one of the men was in his mid-40s and the other in his early 50s. While both were 
engaging and entertaining, after I left and reflected I realized how similar the 
men’s expectations were:
•  Both expected to be treated with respect and the feeling they were important 

 to the dealership;

•  Both expected to be dealt with by competent, experienced personnel;

•  Both did research regarding their circumstances prior to coming to the   
dealership although their methods differed (the younger used the Internet   
and social media, the older spoke with buddies and word of mouth with some 
Internet);

•  Both expected to pay a fair and reasonable price;

•  Both expressed aggravation when told “if that doesn’t work, we’ll try this”;

•  Both indicated it was a deal breaker if they were lied to or given a “story”;

•  Both wanted to see the company make a reasonable profit and succeed;

•  Both indicated that if any of these items left them with bad feelings they would 
have no problem sharing their feelings with anyone if asked in any medium 
available.

While there were no real surprises here for me, there definitely were some items 
I consider “food for thought.”

By the way, don’t forget Mom! May 8 is her day this month!!

Till next time…
ROB ROTHENHAUSLER
FRVTA PRESIDENT

LAST SHOW OF SEASON!!
TAMPA BAY SUMMER RV SHOW 
JUNE 23-26 • Florida State Fairgrounds • Tampa
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Among the other top-line survey results:
•  Close to 20% of the surveyed dealers anticipate an ownership change at their stores 

in the next five years.
•  Including all respondents, 38.6% have a succession plan in place, while 35.3% have 

developed “somewhat” of a succession strategy and 26.1% have none whatsoever.
•  Retailers are split – 50/50 — over whether they are “content with the current status 

of RV industry trade shows.”
•  Of the 49.4% who aren’t pleased with the current state of trade shows, 70.5% favor 

consolidating at least two of the industry’s existing trade events.
•  Internet sales “contribute significantly” to the annual revenues of 63% of surveyed 

dealerships.
•  About 58% view the availability of retail/wholesale financing as essentially the 

same as a year ago.
•  Asked to rate the performance of manufacturers and suppliers with regard to 

warranty and parts support – a “5” being the top score – 44.4% gave the industry a 
“3,” essentially a “C.” Only 5.2%, eight dealers, checked off a perfect “5.”

•  Although 46.4% are ambivalent over the industry’s current approach to new model 
year introductions, 41.8% still find the current format with model debuts taking place over a period of months 
“unacceptable.”

• A total of 48.7% expect low gas prices to have “quite a bit” of an effect on consumers’ buying habits this year, yet an 
equal number, 47.4%, not so much.
Survey results are being posted on RVBUSINESS.com, RVTrader.com and were covered in depth in the pages of the 

March/April issue of RVBusiness magazine.–RVBusiness

SIGN-UP TODAY FOR GO RVING TIE-IN PROGRAM
Multi-Million Dollar Media Plan Produces Leads, Materials Boost Visibility

More than 220 U.S. dealers are making the most of the Go RVing media plan for 2016, getting 
leads, professional marketing materials and enhanced visibility through the valuable Dealer Tie-
In program. 

The popular program is an affordable way to leverage the power of the Go RVing national 
campaign at the local level to boost a dealership’s sales and visibility. 

The Dealer Tie-In program costs only $250 and gives dealers geo-targeted consumer 
leads prioritized by purchase timeframe and branded promotional materials to use around 
the dealership. Dealers in the Tie-In program can also purchase stock footage from the 
national campaign to create custom commercials and customize all the currently running 
national spots with 5-second bumps featuring their dealership’s name. 

Go RVing leads produced purchase rates for new RVs that were twice as high as the 
rate among the total universe of U.S. households, according to a recent sales match 
analysis by global marketing and data solutions firm IHS. 

The Go RVing Coalition consists of RV manufacturers, component suppliers, dealers 
and campgrounds. Go RVing works to provide the public and media with pertinent 
information about the benefits of RV travel. Go RVing works to provide the public and 
media with general information about the benefits of RV travel and camping and to 
foster customer satisfaction with the RV experience. 

Representatives of the Recreation Vehicle Industry Association (RVIA), Recreation 
Vehicle Dealers Association (RVDA), National Association of RV Parks and 
Campgrounds (ARVC) and leading state RV and campground associations formed 
the Coalition to distribute information about the benefits of RV travel and ensure 
the quality of RV products and services. 

To sign up, go to the RVDA website, email Chuck Boyd at cboyd@rvda.org, or call him at 
(703) 591-7130 x113.–RVDA

CONTINUED FROM PAGE 1RVBUSINESS/RV TRADER SURVEY
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As of the writing of 
this article, nearly 400 
candidates have filed to 
run for the 160 seats in 
the Florida Legislature. 
The combination of 
newly-drawn Senate 
and Congressional maps 

combined with term limits have sparked an historic frenzy 
of campaign activity. Couple that with a very unusual U.S. 
Presidential election and we are in for a wild ride!

While formal qualifying does not occur until the third 
week of June, we have already seen a number of surprises 
that have created a cascade of political dominoes. 
Longtime north Florida Congressmen Jeff Miller 
R-Pensacola and Ander Crenshaw R-Jacksonville have 
announced their retirement.

Within three weeks of the Miller announcement, no less 
than eight candidates filed to seek this open congressional 
seat. These include incumbent Sen. Greg Evers and 
thought-to-be future Sen. Matt Gaetz who is leaving the 
Florida House early.

Over in Jacksonville, a number of legislators and 
local elected officials are eyeing the seat, but many are 
paralyzed as D.C. pundits speculate that the front-runner 
for the seat could be none other than Tim Tebow of college 

and professional football lore.  
Other Congressman leaving their seats early include 

Reps. David Jolly R-St. Petersburg, Ron DeSantis R-New 
Smyrna Beach, Rep. Alan Grayson D-Orlando and Patrick 
Murphy D-Ft. Pierce who are all seeking the open U.S. 
Senate seat being vacated by current Sen. Marco Rubio.

Further rumors abound regarding the early retirement 
of state Sen. Tom Lee R-Brandon who appears to be 
increasingly frustrated by growing dysfunction in 
Tallahassee and state Sen. John Legg R-Port Richey who 
may be squeezed out by the redistricting process.

Add to that the incumbent Senate match-ups in South 
Florida, which seem to be pitting long standing Senators 
such as Sens. Maria Sachs D-Palm Beach, Jeff Clemens 
D-Lake Worth and Joe Abruzzo D-Wellington in the same 
Senate District as well as Sens. Miguel Diaz de la Portilla 
R-Miami and Gwen Margolis D-Aventura in the same 
district. A lot of shuffling is expected in South Florida as 
these incumbents sort out in which districts they will run 
come candidate qualifying in June.

In the U.S. Senate race, another candidate has decided 
to test the waters and jump in on the Republican side. 
Self-funding, political neophyte Carlos Beruff has 
thrown his hat in the ring to make the primary now a 
nine-candidate race, albeit six are considered serious 
candidates with real money and campaign organizations.

In short, craziness abounds 

and we still have more than 

two months until the filing of 

formal candidate declarations. 

Between now and then, I hope 

you will join me in keeping 

your ear to the ground for 

candidates who have a strong 

RV background.  The PAC fund 

is still about 25 percent short 

of the 2016 goal we set for this 

election cycle. Please spread the 

word on the continued need for 

assistance so we ensure that the 

2016 election is a solid one for 

Florida’s RV Industry.

Fasten Your Seatbelts...

LEGISLATIVE UPDATE•by Marc Dunbar, Legislative Consultant 
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RV Technician Certification Issues to be
Heard at RVIA June Committee Meetings  

TRAINING NEWS•by Jim Carr, Training Director

The upcoming annual 
RVIA Committee meetings 
held in Washington D.C. 
will deal with many of the 
issues outlined in a FRVTA 
White Paper that was 

presented to the RV Service Training (RVST) Council at 
this past January’s meeting. Yes, many of the issues or 
recommendations of the Paper could not be dealt with by 
the RVST until the Certification Governing Board hears 
them and that won’t happen until June. Can you say, “kick 
the can down the road”?

Here are the issues presented in the FRVTA White 
Paper and solutions and/or recommendations 
taken from the minutes of the RVST January 
meeting:

• Current Certification Testing Costs are too 
expensive.

Resolution: The Florida RV Training 
Council agreed that the current costs are 
a “value” if Dealers were paying. This is a 
good investment in their employees’ 
growth and development. Testing is too 
expensive if the individual technicians 
are paying: Recommended that RVIA/
RVDA market this “value” to Dealers 
nationwide.

RVIA RVST Council minutes noted that marketing of 
technician testing is a RVDA Certification Governing 
Board issue and should be taken up at their next 
meeting in June.

• Certification Test Registration Process is too 
complicated. Too many different websites on which 
to find information and is generally hard to find. Also, 
a strong opinion that on-line test security through 
Proctor U was invasive, disruptive and required 
a firm scheduling commitment. Florida Council 
recommended Software Secure as a good alternative.

Recommendation in Minutes: Council agreed. Staff 
will coordinate directing all inquiries on certification 
to one website: www.rvtechnician.com. Also, staff will 
explore Software Secure and make recommendation 
at their next meeting.

• Why can’t there be testing options, such as written or 
on-line?

Recommendation in Minutes: TNT Staff has already 
proctored written tests in Texas. They will be directed 
to offer the same service in Florida and elsewhere 
when requested. 

• Why can’t “upgrade” testing from Certified to Master 
Certified offer the same 90-Day and $25 retest fee?

Recommendation in Minutes: Certification Governing 
Board already has rules against this, but will revisit at 
coming June meeting.

• Why can’t credit be given for passed sections of the 
Certification Test? e.g. propane, electricity and 
appliances.

Recommendation in Minutes: Already on table 
for next committee meeting.

• Why are product-specific questions showing 
up on Certification Test?

Recommendation in Minutes: Questions have 
been modified to eliminate product 
specific references.

• How do we deal with “impaired” 
test takers? e.g. sight, literacy, reading 
impaired, etc.

Recommendation in Minutes: Any 
disability must be documented within ADA guidelines. 
Instructions will be clarified on the website.

• Can bi-lingual testing and training materials be 
considered?

Recommendation from Minutes: No action at this 
time. When service manuals and related materials are 
available as bi-lingual this topic will be revisited.

Since both the RVIA RV 
Service Training Council (RVST) 
and the RVDA Certification 
Governing Board are scheduled 
to meet in June, a follow-up to 
this information will be sent.
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At least four to five times 
per year, I am asked about 
sales tax credit on trades. Not 
the normal type of trade that 
is known to all of you, but one 
that has a bit of a different 
twist to it.

“A customer wants to sell 
me his Class C now and later 

in the year wants to use that as a sales tax credit toward 
the purchase of a Class A. Can I give him sales tax credit 
for that trade?”

How would you answer that? First of all, that is not a 
trade. That’s a case where you, the dealer, are purchasing a 
unit from a seller. The seller may or may not, at some later 
point, purchase a unit from you. Those are considered two 
separate transactions.

Let’s tweak this scenario a bit to lead to a different 
outcome. Customer orders a motorcoach, which will 
not be delivered for four months. In the meantime, 
customer uses his Class C as a trade. You take the trade 
today and don’t deliver the coach until four months later. 
The difference here is that the trade is reflected on the 
purchase agreement for delivery of a unit at a later date. 
The fact that the unit to be purchased is not delivered 
immediately doesn’t make it a separate transaction. 
Both the trade and the purchased unit are on the same 
purchase agreement and are considered part of the same 
transaction.

The Florida Department of Revenue (DOR), in its Tax 
Information for Motor Vehicle Dealers Manual (GT400-
400 07/12) makes the following distinction (page 20):

Separate Sales Transactions
When there are separate sales transactions, by either 

the buyer or seller of the motor vehicle, the other vehicle 
is NOT a trade-in, even if the proceeds of the sale are 
immediately applied to the purchase of another vehicle. 
In this case, the tax is due on the gross sales price and 
there is no reduction in the taxable base for a trade-in.

The DOR further clarifies what establishes a trade-in 
(also on page 20 of the manual):

Trade-in Allowance
For a trade-in to reduce the taxable base (net selling 

price) of the motor vehicle, the trade must be:
• Tangible personal property (TPP)
• Intended to be resold
When the sale and trade-in are accomplished in one 

transaction, the trade-in allowance shall be deducted 
from the gross sales price to determine the taxable base 
(net selling price). Therefore, only the net sales price (full 
sales price less any trade-in) is subject to tax. Third party 
trade-ins may be accepted (emphasis added).

So when a sales person tries to creatively craft a sales 
tax credit on a trade that isn’t a trade, be sure to stop that 
from happening, so that won’t catch up to you in a future 
audit.

The good news about trades is that third-party trades 
are acceptable!

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

Applications are now available for the Mike Molino RV 
Learning Center’s Scholarship Program. Deserving college 
undergraduates majoring in business, finance, economics, 
accounting or other RV Industry-related subjects are eligible to 
apply for the $2,500 award for the 2016-2017 school year. The 
deadline to apply is June 30, 2016.

Dealers are able to offer this opportunity to their team 
specifically because of their employment in the RV Industry. 
Dealer principals, their family and dependents, are not eligible.
APPLICANTS MUST:
•  Have a 2.8 or better cumulative grade point average, and 

a 1050 minimum SAT score (1575 minimum on the 2400 
point scale). A minimum ACT composite score of 22 is also 
acceptable.

•  Be a rising sophomore, junior or senior college 
undergraduate student.

•  Complete a 500 word essay on their goals and objectives for 
attending college.

•  Submit a copy of their Free Application for Student Aid 

RV Learning Center Scholarship Application Online Now

(FAFSA) form, which is available from guidance counselors 
or for download at no charge from the U.S. Department of 
Education at http://fafsa.ed.gov.

•  Demonstrate the ability and willingness to fund a portion of 
their educational expenses on their own.

•  Attend an accredited four-year college or university as a 
condition of receiving the scholarship.
A factor for awarding the scholarship may be an applicant’s 

background of RV Industry employment or a desire to work in an 
RV business after completing postsecondary education.

The scholarship program is possible through the generosity 
of the Newt and Joanne Kindlund Family. The Kindlunds are the 
founders of Holiday RV Superstores—the first publicly-traded 
RV dealership and have fully funded the $270,000 Foundation 
scholarship endowment.

For more information on the RV Learning Center, go to www.
rvlearningcenter.com, send an e-mail to info@rvda.org, or 
fax to (703) 359-0152. The RV Learning Center is a tax-exempt 
organization.–RVDA

Trade-ins and Sales Tax Credit

DEALER DETAILS•by S. ALLEN MONELLO, D.P.A. AICE
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Darryl Searer, chairman and 
president of the RV/MH Hall 
of Fame (Hall) announced the 
updated totals for the Hall’s debt 
elimination campaign, and the 
manufactured housing industry 
pledges and contributions far 
outpace those of the RV Industry.
When the program started about 

18 months ago, the Hall’s debt stood 
at approximately $2 million. The 
plan unveiled at that time said each 
segment of the Hall’s constituency 

would try to raise $1 million each within the next five 
years. To date, the MH Industry has gotten solidly behind 
the program and has raised a total of $674,750 in pledges 
and contributions, while the RV Industry’s pledges and 
contributions is $132,500.

Overall, the campaign has reached $807,250, leaving 
a shortfall of $1,192,750 toward the $2 million campaign 
goal.

Searer said, “The MH industry got a kick start from 

an ‘angel’ named Kevin Clayton, who personally pledged 
$200,000 paid out in five years, and he challenged other 
companies and individuals in the MH industry to step up 
also — and many have. What we need is for a few more 
‘angels’ on the RV side to step up now as they did in the 
earlier campaigns of the $100,000 challenge and the ‘Burn 
the bank note.’”

The Hall has come a long way in the past four years 
since Searer volunteered to accept the challenge to lead 
the Hall out of a $5.5 million deficit when few thought the 
Hall could even survive. That debt has now been reduced 
to approximately $1.2 million, thanks in no small part to 
Searer’s business acumen and leadership.

“We are committed to making sure that the Hall will 
never again have to face the financial challenges that we 
experienced a few years ago,” Searer declared.

Contributions and pledges can be made online at 
www.rvmnhalloffame.org, or by mailing the contribution 
to: Debt Elimination Challenge, RV/MH Hall of Fame, 
21565 Executive Parkway, Elkhart IN 46514. Please call 
800.378.8694 or 574.293.2344 for more information. 
–RV/MH Hall of Fame news release

RV Industry lags MH Industry  
in Debt Elimination Challenge

Recreation Vehicle Industry Association (RVIA) has 
begun an internal reorganization designed to help the 
association efficiently and effectively reach key strategic 
goals. RVIA’s core functions remain intact, but have been 
reconfigured into a new reporting structure 
with four senior vice presidents reporting to 
RVIA President Frank Hugelmeyer.  
Changes in responsibilities are:

•  James Ashurst was named Senior Vice 
President, Communications and Marketing. Ashurst 
will continue oversight of Go RVing, public relations 
and consumer insights, and will now also lead RVIA’s 
membership efforts, including business-to-business 
content marketing and RVIA’s brand, website and 
marketing strategies.

•  Mac Bryan will be Senior Vice President, Finance 
and Operations, and will direct finance/accounting, 
business systems, IT, and human resources.

•  Craig Kirby becomes Senior Vice President, 
Government Relations and General Counsel. He 
maintains oversight of legal matters and international 
business development and all government affairs, 

standards and technical education teams will report to 
him.

•  RVIA is creating a Senior Vice President position to 
provide stronger expertise and expand member value 

in the shows and events area. Ashurst will 
continue to oversee RVIA’s event and tradeshow 
portfolio until the association’s trade show 
strategy is clear and a senior vice president 
selected.

•  Matt Wald has been named Assistant Vice President, 
Business Systems and Innovation. He will focus on 
modernizing RVIA’s operations, and will report to 
Hugelmeyer. Wald will continue to oversee Park Model 
Recreation Vehicles (PMRVs) in the short term as RVIA’s 
membership function transfers to Ashurst.

“These changes will help RVIA on its path to being a 
leading trade association,” said Hugelmeyer. “Our goals 
were to ensure areas of key strategic importance are 
highlighted and prioritized, and to nurture high-potential 
employees and create space for them to grow under 
senior leadership.”–RVIA

RVIA Reorganized to Achieve Strategic Objectives
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The 36th Annual FRVTA State Convention takes place 
this year at the tropical Hawks Cay Resort on Duck Key, 
September 8-11. Mark your calendars now and make 
plans to attend this outstanding annual event filled with 
fun-filled activities and educational opportunities!

The Recreation Vehicle Industry Association’s (RVIA) 
February survey of RV Manufacturers shows RV wholesale 
shipments to retailers accelerated to 35,929 units this year, 
a 13.9% increase over last month and a 12.1% increase over 
this same month one year ago. This is the best in 39 years.

Through the first two months of this year, shipments 
reached 67,455 units, an 11.4% gain over this same two-
month period last year. Continuing a trend established 
a number of months ago, towable RVs increased by the 
largest unit totals while motorhomes reported the greatest 
percentage gains over the previous year.

For overall motorhome sales, February registered a 5 
percent growth year-over-year while sales for the first two 
months grew 9.3 percent.

Statistical Surveys Inc. (SSI) latest report shows Thor 
Industries Inc. was the motorized sales leader in February 
with a 29.8 percent market share, 
leading Forest River Inc. with 21.2 
percent and Winnebago Industries 
Inc. at 15.1 percent share.

Class A motorhome sales rose 7.7 
percent in February, while year-to-
date sales posted an 8.1% gain. Thor 
led the segment with a 24.5 percent 
market share followed by REV 
Recreation Group at 16.4 percent, 
Forest River with 14.9 percent, 
Winnebago with 14.7 percent and 
Tiffin Motorhomes Inc. at 13.9 
percent.

Class C registrations increased 2 percent in February 
and 10.8 percent for the two months of 2016. Thor was 
again the sales leader year-to-date with a 36.2 percent 
market share followed by Forest River at 28.9 percent and 
Winnebago with 15.5 percent.

For Class B sales, Statistical Surveys Inc. reports that 
February saw a 4.4 percent  drop in sales but a 5 percent 
gain year-to-date. 

Winnebago Industries Inc. was the top-selling 
manufacturer for the two months with 33.2 percent of 
the Class B market, followed by Roadtrek Motorhomes 
Inc. with  29.9 percent, Thor Industries Inc. at 23 percent 
and Pleasure-Way Industries Ltd. garnering 11.9 percent 
market share.

Statistical Surveys Inc. also reports that towable sales 
remained strong in February, growing 8.1 percent while 
registering a 7.9 percent gain for the first two months of 
2016. 

Category results showed:
•  Sales for high-volume travel trailer segment increased 

12.1 percent for the month and 10.4 percent year-to-date.

•  Fifth-wheel registrations edged up 0.6 percent in 
February and 2.2 percent for the first two months.

•  Folding camping trailer sales declined 15.2 percent for 
the month and 9.9 percent year-to-date.

•  Park Model RV sales retreated 19.6 percent for February, 
but gained 38.8 percent for the first two months.

Forest River Inc. was the February towable sales leader 
with a 36.3 percent market share, 
just ahead of Thor Industries Inc. 
with a 34.3 percent share and Jayco 
Inc. with a 13.1 percent share.

By segment, Forest River was 
tops in travel trailers for the first 
two months with a 38.6 percent 
market share. Thor was next with 
31.7 percent market share followed 
by Jayco with 14.2 percent. Thor 
led fifth-wheel sales with a 46 
percent market share with Forest 
River at 28.7 percent, Jayco at 10.4 

percent and Grand Design RV Co. with 8.3 percent.
In folding camping trailers, Forest River again led for 

the first two months with a 62 percent market share, 
followed by Jayco with 14.7 percent and Columbia 
Northwest/Aliner Inc. at 12.2 percent. Fleetwood Homes 
Inc. led the park model segment with a 30.8 percent 
market share, followed by Skyline Corp. at 10 percent and 
Champion Home Builders with 7.9 percent.

Increased employment and greater consumer 
discretionary income were behind recent consumer 
spending increases, which led to the increase in RV 
shipments. This month’s total was the best February in 
39 years and represents an annualized rate of more than 
425,000 units. It also marks the best such annualized rate 
since late 2005.–RVIA, RVBusiness

FEBRUARY SHIPMENTS AND SALES UP

Save the Date!
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NEW MEMBERS
BOOGEY LIGHTS

7505 Sussex Dr, Ste 114
Florence, KY 41042
800-847-1359 • 888-616-1517
www.boogeylights.com
Supplier – Region 10

REGION 1 • NO MEETING until October 3
REGION 2 • To Be Announced • Gander Mountain • 100 Gander Way • Palm Beach Gardens
REGION 3 •  May 10 • Rusty Pelican • 2425 North Rocky Pointe Drive • Tampa, FL 
REGION 4 • May 11 • Bone Fish Grill • 7830 West Sandlake Rd. • Orlando
REGION 5 • NO MEETING
REGION 6 • To Be Announced • Copeland’s of New Orleans • 4310 Southside Blvd. • Jacksonville
REGION 7 • May 26 • Braised Onion • 754 NE  25th Ave. • Ocala
ALL MEETINGS: Cocktails 6:30 PM • Dinner 7:00 PM

 INDUSTRIAL FINISHES & SYSTEMS
3309 Covered Bridge Dr W
Dunedin, FL 34698-9319
574-361-8187
www.industrialfinishes.com
Supplier – Region 3  

TAG CREEKSIDE LLC
150 Sara St.
Punta Gorda, FL 33950
941-628-2073
www.creeksidervresort.net
Campground – Region 1

Another great membership benefit from the Florida RV Trade Association is the annual 
FRVTA Scholarship. A mailing with scholarship requirements and applications was 

recently sent to all members.

The FRVTA Scholarship Committee encourages you to alert all your employees so their 
dependents can apply for this outstanding program, which has been designed to allow students 
to achieve their dream of an undergraduate degree.

All you need to do is display the posters and applications that were mailed to you in an area 
where your employees will see it (time clock, break room, etc.)

So, please display the materials as soon as possible, and mention the scholarship to those 
employees you know who have children in college or are getting ready to graduate from high school.

Here are the requirements for a student to be considered:
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, 2016. Awards presented by July 29, 2016.

Thank you for your help in making our scholarship program successful!

FRVTA Scholarship Applications Now Available!


