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CERTIFIED FOR
USA AND CANADA

Certified for use in both the USA and Canada, Arcon® 30A and 50A Surge Protectors 
effectively absorb and divert high voltage spikes and surges up to 7200 Joules with four 
modes of protection to safeguard downstream appliances and electronics. The easy-to-read 
LED indicator lights clearly display operational status and alert the user to incorrect wiring 
issues at the electrical source before connections are even made. The innovated, robust 
design features a lockable transparent rain cover for weather resistance that securely 
closes over most industry-standard cords and connectors. A programmable lock, 
36” cable and steel locking ring are also included to deter theft and tampering. 
Backed by a limited lifetime warranty, Arcon® Surge Protectors not only protect 
your investments, they protect your peace of mind.

Exclusively distributed by
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Endless Hot Water.
On Demand.

NEW GE Profile™ 

Tankless Water Heaters

Heavy duty door design features sleek stainless steel 

hardware and helps prevent rainwater from entering the unit. 

A durable exhaust flue design provides superior wind and 

water management in all weather conditions.

Experience the convenience of endless hot water on the go with the new GE Profile™

tankless water heaters, offering a powerful 60k BTU/Hr.

Altitude adjustment capability up to 10,100 feet is perfect 

for high-altitude adventures, outperforming the competition.

Advanced freeze prevention prevents pipe freezing,  

offering superior protection and reliablity in harsh conditions.

Built-in mixing tank provides steady temperatures 

and helps eliminate hot- and cold-water fluctuations. 

Door & Control Switch Sold Separately
Explore the full range of 

recreational living appliances.

PR60PTLWBU

This is smarter living.™

White Door (PMTWRT)White Door (PMTWRT)

Black Door (PMTBRT)Black Door (PMTBRT)

Black Control Switch (PMBSRT)Black Control Switch (PMBSRT)
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Jennifer King

EDITOR’S LETTER

Rebecca Titt el, Elizabeth Manning, Caroline 
Fugler, Michele Moore and Jennifer King

S
ome of the RV PRO team had the pleasure of attending 
the breakfast the RV Women’s Alliance hosted during 
Open House when we traveled to Elkhart, Indiana, this 

September. As usual, the packed crowd was enthusiastic and 
eager to get to know one another, and the speaker, Dr. Rachel 
Lindvall, senior inclusion business partner at Winnebago, was 
inspiring. Encouraging us to not think of success as a pizza with a 
fi nite number of slices, she urged us instead to cheer one another 
on and not view each other as competition.

Our team was also inspired — and encouraged — by a 
spontaneous call for the attendees who were just named to 
RV PRO’s 40 Under 40, as well as past winners, to stand and be 
celebrated. We didn’t expect to see so many 40 Under 40 award 
winners at the event, nor did we expect such an enthusiastic 
round of applause for the winners. Although we host the awards 
event at the RV Dealers Association Con/Expo each year in 
November, and we see fi rsthand how excited the winners are 
and how proud their colleagues and loved ones are, we don’t 
often see the recognition celebrated to that scale outside of the 
annual event in Las Vegas. It was moving to see so many current 
and former winners in one room, knowing the hard work and 
dedication they have brought to the industry in order to receive 
the 40 Under 40 award.

We say it every year, but it’s because it’s true every year — the 
40 Under 40 issue is one of our favorites to put together because 
highlighting the talented up-and-comers in the industry is truly 
a privilege.

It’s also one of the hardest jobs we do all year because we get 
so many amazing nominations (112 this year!). When choosing 
each class of winners, we pay attention to nominees’ segment 
of the RV industry, the variety of positions they hold, the 
impact they’ve had on their business or organization and their 
community, and we try to get a sense of who the person is — their 
character, values and priorities. We are honored to get to know so 
many impressive RV professionals through these nominations, 
and we can’t wait to introduce you to them. Turn to page 29 to 
learn more about the 40 Under 40 class of 2025.

And as always, thanks for reading!
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 ometic next-gen     ir  onditioners.

Standard profi le Brisk II is now FreshJet 3 

(single motor) and FreshJet 4 (dual motor).  

Low-profi le Penguin II is now FreshJet 5.

With options for direct-dump or ducted, 

single-zone or multi-zone, electronic 

or manual, select the right model for 

you. Lightweight, less noise and more 

powerful than previous models, Dometic 

air conditioners are the perfect choice.

CONTACT YOUR D OMETIC REP TODAY OR VISIT D OMETIC.COM TO LEARN MORE.

    HJ                                

QUIET,
COOL
COMFORT

    HJ                                
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GIVING BACK

The Community Foundation 

of Elkhart County announced 
it reached a historic milestone, 
reporting $502 million in  
total assets at the close of  
its most recent fiscal year;  
this achievement places  
the foundation among  
the top 200 foundations  
in the world and the top 50 
community foundations in 
the U.S. Through the support 
of donors and community 
partners, the Community 
Foundation invests in 
education, families and  
quality of place across  
Elkhart County, Indiana.

Ecolink announced the 
launch of “Caring Chemicals” 
to support children with 
cancer in partnership with 
Care Camps Foundation, a 
national nonprofit who funds 
125 pediatric oncology camps 
across the U.S. and Canada. 
Ecolink said Caring Chemicals 
is a new initiative to transform 
everyday purchases into 
meaningful impact. With 
every order, Ecolink donates 
a portion of sales to nonprofit 
partners, including the Care 
Camps Foundation.

In September, Care Camps 

Foundation was also featured 
on Lifetime TV’s “Designing 
Spaces of Hope.” The episode 
highlights the foundation’s 
mission and impact, as well 
as showcases Happiness Is 
Camping, the first camp that 
began its legacy 41 years ago. 
The full episode is available 
online at carecamps.org/
designing-spaces.

 Will Moran 

Ember RV

Ember Recreational Vehicles announced the addition of Will 

Moran as its new eastern regional sales manager. Moran 

has spent the past eight years working in RV wholesale 

sales across both towable and motorized brands, and will 

be responsible for supporting Ember’s dealer network 

throughout the eastern United States and Canada.

 Josh Miranda

Great Alaskan Holidays

Great Alaskan Holidays, one of Alaska’s largest RV rental, 

sales and service companies, announced the promotion of 

Josh Miranda to shop foreman. As shop foreman, Miranda 

will assist in overseeing the daily operations of the company’s 

service shop, ensuring the highest standards in motorhome 

maintenance and customer readiness.

For more information on any of these news items, visit rv-pro.com/news.Want more?

NEWS

In September, Forest River announced that Lisa L. Rees, group general manager of 

its East to West division, would be leaving the company at the end of the month. 

Rees, the daughter of Forest River founder Pete Liegl, played a pivotal role in the 

creation and growth of East to West, a brand she founded and later worked closely 

alongside her father.

At the Elkhart Open House in September, Encore 

RV demonstrated the strength its wood-free, all-

aluminum construction by suspending an entire RŎG 

unit upside down from a crane, supported only by the 

rear overhead kitchen cabinet. 

RV MANUFACTURING

HIRES & PROMOTIONS

Lazydays Holdings Inc. and Campers Inn Holding Corp. announced Sept. 16 in a 

letter of intent for the acquisition by Campers Inn RV of the assets of Lazydays and 

its subsidiaries.

APCO Holdings, provider and administrator of finance and insurance (F&I) 

products and dealer solutions, has acquired DealerPRO Training. DealerPRO 

Training’s primary focus is building training programs that drive a higher level of 

customer service while maximizing fixed ops profitability in service and parts.

Traveland RV, one of the largest RV dealer groups in Canada, has acquired 

Minard’s Leisure World in Weyburn and Watrous, Saskatchewan. Minard’s Leisure 

World will be renamed Traveland’s Minard’s RV, and both the Weyburn and 

Watrous, Saskatchewan, locations will remain at their current sites.

MERGERS & ACQUISITIONS

http://rv-pro.com/news
https://carecamps.org/designing-spaces/
https://carecamps.org/designing-spaces/
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Your customers’ vacations shouldn’t

involve duct tape and zip ties. Replace

brittle fender skirts with ICON.

1-888-362-4266 icondirect.com info@icondirect.com

Your customers’ vacatiions shouldn’t

iinvolve duct tape and ziip tiies. Replace

briittle fender skiirts wiith ICON.

1-888-362-4266 icondiirect.com iinfo@iicondiirect.com

http://icondirect.com
mailto:info@icondirect.com
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Register and fi nd on-demand 
webinars from RV PRO at 

rv-pro.com/media/webinars.

Outdoor Hospitality 
Conference & Expo
Nov. 10-12
Louisville, KY
ohi.org/event/ohce

RV Dealers Convention 
& Expo
Nov. 10-14
Las Vegas
rvda.org/convention

Northern Wholesale RV 
Super Show
Dec. 10-11
Prior Lake, MN
northernwholesale.com

Florida RV SuperShow
Jan. 13-18, 2026
Tampa, FL
frvta.org/show/fl orida-rv-supershow

Quartzsite Sports, 
Vacation & RV Show
Jan. 17-25, 2026
Quartzsite, AZ
quartzsitervshow.com

NTP-STAG Expo
Jan. 20-21, 2026
Kissimmee, FL
ntpswexpo.com

22nd CARVC Conference 
& Expo
Feb. 1-3, 2026
Myrtle Beach, SC
campingcarolinas.com

RVIA Leadership 
Conference
March 10-12, 2026
Austin, TX
rvia.org/events/leadership-conference

Overland Expo SoCal
March 14-15, 2026
Costa Mesa, CA
overlandexpo.com/socal

EVENTS

AWARDS & RECOGNITIONS

RVDA of Canada announced that Chelsea May, national 

warranty manager at Fraserway RV, was named the recipient 

of the 2025 George Goodrick Emerging Leader Award. The 

award was presented at the RVDA of BC Annual General 

Meeting held in Kelowna, British Columbia. 

At IFA 2025, one of the world’s largest events for home and 

consumer tech, two of BLUETTI’s new products, Pioneer Na and RVSolar 

System, were awarded the IFA Tech for Good Social Impact Award for 

innovation and sustainability. 

GE Appliances, a Haier company, earned the National Metalworking 

Reshoring Award, recognizing the company’s commitment to revitalizing 

U.S. manufacturing and supply chains. In August, GE Appliances announced 

an investment of $3 billion over the next fi ve years to expand domestic 

production across its network of 11 U.S. plants and microfactories.

At the 2025 Jayco Dealer Homecoming 

event in Texas, Pete’s RV Center was 

recognized as the No. 2 and No. 7 volume 

retailer in the category of top 10 towables 

(single locations: South Windsor, Connecticut 

and Mountville, Pennsylvania). They also 

placed No. 2 and No. 9 in the category of 

top 10 motorized (single locations: also 

Mountville and South Windsor). 

Big Beard Battery has expanded its road crew, welcoming two new teams: 

Brad and Jaime Von Haugg of FLOW Mobile RV Services and Caleb Smith 

and Sandy Starr of Twin Beard RV Worx. The company also announced the 

debut of Li-Berty, a Luxe fi fth wheel that functions as a mobile command 

center and showroom.

ROUTE 66 RV Network announced a new partnership with Renogy. “The 

partnership with Renogy brings to the Route 66 RV Network membership 

innovative renewable energy off-grid solutions to provide top-tier service to 

the RV consumer,” said Rob Merrill, co-founder of ROUTE 66 RV Network.

Dragonfl y Energy, makers of Battle Born Batteries, secured a U.S. patent 

for its Wakespeed Charge Control technology, scaling charging power into 

the kilowatt range (48-volt and beyond) while adding critical safety features 

to protect equipment and ensure reliable operations.

Torklift announced the launch of the TailoredHitch for Airstream Basecamp 

travel trailers, one of the fi rst custom-fi t, rear bumper receiver hitches 

engineered specifi cally for Basecamp models. 

Firefl y Integrations announced its Firefl y Spark, a modern multiplex control 

system engineered for RV manufacturers that replaces legacy analog 

switch banks with a unifi ed touchscreen and mobile experience. Designed 

specifi cally for production environments, Spark streamlines wiring and 

reduces installation errors.

SUPPLIERS & AFTERMARKET

http://northernwholesale.com
http://quartzsitervshow.com
http://ntpswexpo.com
http://campingcarolinas.com
http://overlandexpo.com/socal
http://rv-pro.com/media/webinars
http://ohi.org/event/ohce
http://rvda.org/convention
https://www.frvta.org/show/florida-rv-supershow/
http://rvia.org/events/leadership-conference
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info@trimlok.com • www.trimlok.com info@trimlok.com • www.trimlok.com

®

WIPE SEAL

800-405-2966CALL US TODAY!

PATENTED SEAMLESS
CORNER INSTALLATION!

HORIZONTAL FLAP SLIDES 

UNDER VERTICAL BULB 

WITHOUT LIFTING BULB!

WEAR BAR
& FLUSH

FLOOR PAN

ALL-IN-ONE

ALL-IN-ONE

TRIM-LOK OFFERS SLIDE OUT SEAL SYSTEMS
FOR EVERY TYPE OF RV SLIDE OUT ROOM!

mailto:info@trimlok.com
http://www.trimlok.com
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Summer = Buyers’ Season

Summer is a critical season in the RV marketplace, not just for travel 

but also for buying. This data from RV Trader’s nationwide online 

marketplace of new and used RVs shows that, when it comes to 

consumer behavior, spring is for browsing while summer is for 

buying. Utilizing these patterns, dealers should shift marketing focus 

towards nurturing leads and converting shoppers in the summer to 

best capitalize on high-intent buying behavior.

FAC T S & FIGURES

RV BUYER TRENDS: 

A LOOK BACK AT SUMMER 2025

Used RVs
Intent Is Climbing

New RVs

A Surprisingly 

High-Intent 

Pocket

Improved Merchandising Is Paying Off 

About RV Trader RV Trader, a part  of the “Trader” 
family of brands and owned by Trader Interactive, 
is the leading marketplace for advert ising RVs, 
motorhomes, and campers. With an average of 
6.5 million monthly visitors, RV Trader off ers 
innovative tools to help manufacturers and 
dealers make connections with customers, 
increase sales, and maximize profits. For more 
information, visit rvtradermediakit.com.

Travel data shows that the heat of summer is a popular 

time for recreational vehicle owners to hit the road, 

but what can we learn from the buyer trends that have 

emerged during this time of year? Here, RV Trader 

takes a close look at RV shopping behavior 

between spring and summer 2025 and compares 

its performance against the spring and summer 

of 2024.

Between spring and summer 2025, vehicle detail pages 

(VDPs) on used RV listings increased 7% despite search 

result pages (SRPs) decreasing 7%. While there were 

fewer impressions on these pages, more shoppers 

were clicking on RV Trader’s for-sale listings. This gain 

in VDPs resulted in leads, which also increased 33% 

compared to spring.

The decrease in SRPs signifi es that shoppers are doing 

less virtual window shopping in the summer and are 

instead moving more intentionally toward purchase 

decisions. This means the rise in VDPs points to a clear 

behavioral shift in the summer consumer mindset; 

shoppers browsing in the summer are further down 

the funnel and ready to learn more about the exact unit 

they plan to pursue.

While this data is helpful, the 33% increase in leads tells 

the biggest story: used RV shoppers are taking action by 

submitting inquiries to dealers. This intentional action is 

the most important step that results in sales.

Similar patterns appear for new RVs. While SRPs for 

new inventory decreased 9% between spring and 

summer 2025, VDPs increased by 28%. This 28% 

increase led to a whopping 49% increase in leads.

These insights show that, even in a softer new RV 

market, buyers who are shopping are serious about 

making a purchase. These shoppers are diving into 

new inventory listings in greater numbers, with focus 

and purpose. And, in summer more than spring, 

prospective buyers are reaching out directly to dealers 

and private sellers on RV Trader’s online marketplace 

and are ready to make their purchase.

Whether the RV listing is new or used, these consumer 

insights show that summer traffi c is higher in quality, with 

shoppers demonstrating stronger purchase intent. While 

overall browsing activity is lighter than in the spring, the 

season often serves as the research phase for many 

buyers. By summer, those same consumers are further 

down the funnel, more engaged, and ready to take 

action on the exact RV they want to purchase.

It’s not just spring to summer that’s seeing gains. Year over year 

(YOY), from summer 2024 to 2025, both new and used listings saw 

an increase in key metrics. Used listings saw a steady YOY increase 

in SRPs (+17%), VDPs (+25%) and leads (+29%). New listings had 

smaller increases in VDPs (+0.1%) and leads (+14%).

The gains may be attributed to improved merchandising across 

both new and used motorized and towable units on marketplaces 

like RV Trader. 

The used inventory listing quality score increased, earning a 

92.47% in 2025 compared to 90.58% in 2024. 

New inventory saw a similar increase with 2025 inventory receiving a

91.24% listing quality score versus 87.31% in 2024.

These trends tell sellers that current merchandising efforts are 

working. Dealers should continue providing high-quality photos, 

detailed listing descriptions and accurate specs to shoppers. These 

efforts are not going unnoticed by serious buyers and are translating 

into higher conversions.

49%

33%

http://rvtradermediakit.com
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COMING EARLY 2026

SHADETECH™ 

SOLAR MODULES 

Revolutionize off-grid adventures with Go 

Power!'s groundbreaking ShadeTech™ Solar 

Modules. Designed for the open road, open 

water, or anywhere your journey takes you, 

these cutting-edge solar panels are built to 

perform like never before.

WHY SHADETECH™?

UNSTOPPABLE PERFORMANCE:  

Harness the sun’s energy even when  

clouds or shade try to ruin the day.

ADVENTURE-READY DURABILITY:  

Engineered for camping, marine   

voyages, and off-grid escapes. Its   

sleek, lightweight frame is built to  

last.

INNOVATIVE FRAME DESIGN:   

Patent-pending technology ensures  

unmatched durability and easy   

installation. Backed by a 25-year   

power-output warranty.

MAXIMUM POWER, MINIMUM  

SPACE: High-efficiency M12 18 bus  

bar monocrystalline cells deliver more  

watts per square foot.

ShadeTech™ modules are designed to keep 

your adventures powered, no matter the 

conditions. Stay tuned for their release in 

early 2026.

LEARN MORE AT 

GOPOWERSOLAR.COM

Scan the QR Code to get notified when 

they are available.

http://GOPOWERSOLAR.COM
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RV DE ALERS

H
ave you ever heard a little voice in your head that told you 

to move in a different direction?

Whether it’s gut instinct, a sign or God sending you a 

message, sometimes it pays off to take a leap of faith and listen.

“God had put us in a season of feeling very restless for a couple 

of years,” says Stephanie Iraggi, who owns Pathway RV Services 

with her husband, Jacob. “There was this inner [voice saying], ‘I’m 

ready for something new.’”

“So, in late January we made the decision to take the jump, and 

we established the business from a legal sense in February,” Jacob 

says. “I gave my notice in March, and we were full time at the end 

of March. And here we are.”

Before launching Pathway RV Services — a mobile RV repair 

service — Jacob worked for a dealership near where the family 

lives with their children, Bethany, 9, and Levi, 6, in the Research 

Triangle region of North Carolina. After 14 years of working for a 

dealership, which Jacob says played a big role in honing the skills 

he uses every day, he and Stephanie went into business together 

partly to be able to spend more time as a family.

“We don’t want to miss these years. I feel that every season of 

life is precious, but they’re getting older at a rapidly accelerating 

pace,” Jacob says, referring to his children. “We want to better our 

marriage, too.”

KEEPING THINGS MOVING

The Iraggis live in a high-traffic area where Highway 40 goes east 

and west and Interstate 95 heads north and south. It’s a prime 

location to catch RVers heading east to the beach or to sites 

like Jordan Lake State Recreation Area, which Jacob says is the 

largest state-funded campground in the Tarheel State.

“It’s a big mix of things — a lot of times it’s just people  

traveling through or also work campers,” he says.

Stephanie says he’s helped different businesses that use RVs 

as a base, like carnival workers and the Durham County Library’s 

Tech Mobile.

“I have a relationship with a number of dealerships in the area. 

If they have a higher workload than they can handle, they can hire 

me for some contract work,” Jacob says. “In my experience, the 

majority of dealerships don’t offer a mobile service. It’s just one 

more component of the things that they’re already juggling that 

they don’t have the time to manage.

Building a business 
around the kind of life 
they want to lead is a
priority for the Iraggis.

BY JENNIFER KING

P H OTO S C O U R T ES Y O F PAT H WAY R V 
S E R V I C ES

Owners of 
Pathway RV 
Services Seek 
To Create 
True Work-
Life Balance

Stephanie and Jacob Iraggi with their children, Bethany and Levi.
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“So, I’ve been hired by a number of 

dealerships [who say], ‘we have our 

customer over there — can you go to 

where they are?’”

There is also work for RV mobile 

technicians as third-party inspectors, 

Jacob says. As a master-certified 

technician who has conducted hundreds  

of pre-delivery inspections (PDIs), he  

is qualified to work with a customer to 

look over a new or used RV to make  

sure it’s in good shape before making  

a purchase.

“He has had so much experience [with 

different] brands and designs ... he knows 

all of the things to look for that may be 

different,” Stephanie says. “Someone who 

doesn’t have a mechanical background, 

that technician background, doesn’t 

necessarily know what to look for or 

flag. So they get a very accurate picture 

because of his background because he 

knows the [RVs] in and out.”

One of the roles Jacob filled at his 

previous job was as a parts manager, 

so he can source his parts through his 

account with distributors like NTP-STAG, or 

Amazon, or specific manufacturers to get 

what he needs to repair a refrigerator, air 

conditioner, awning or hot water heater — 

just a few of his typical repairs.

“If it’s like, hey, I need it today. Well, guess 

what? I’m within 45 minutes of five different 

RV dealerships that I can call, and if they’ve 

got it, I can run and go get it,” Jacob says.

PROVIDING AN EDUCATION

Much of what Jacob does is diagnostics 

work and educating the customer — 

not only will he fix the problem, but 

he also enjoys showing the customer 

what happened, and why, so they better 

understand the inner workings of their RV 

and can potentially prevent or fix future 

problems on their own.

“He’s extremely gifted and enjoys doing 

diagnostics and figuring out, ‘Instead of 

replacing this whole appliance, can we 

just fix it and save you money and time?’” 

Stephanie says. “You know, it might cost 

the customer a little more time ... but 

[Jacob] can save them a lot of money.”

And it’s the education piece that 

Stephanie says sets Jacob apart.

“He’s good with ‘I’m fixing your water 

heater, but [also] here’s how it works,’” 

Stephanie continues. “He’s known for 

taking the time to stop and explain it and 

make sure that [the customer] actually 

thoroughly understands these things so 

that they can be a more informed RV user.”

The COVID-19 pandemic brought many 

newcomers to the RV lifestyle, which has 

made Jacob’s ability to educate especially 

valuable.

“The majority of people who buy an RV 

don’t know how it works. In your regular 

home, the water heater is always on, and 

if it’s broken, you’ve got to call somebody,” 

Jacob says. “In an RV ... most water 

heaters have a propane component. And 

there’s an electrical component, so there’s 

two different switches. If you’re on the road 

and you’re stopped in a Walmart parking 

lot, you need your generator running to 

run the electric side of your water heater. 

But you need your propane turned on to 

run the propane side of your water heater. 

That’s just stuff you don’t have to think 

about in your house.”

Jacob says it’s high praise for him 

when he’s educated a customer on some 

component about their RV that they didn’t 

understand, and now they grasp how that 

part functions.

“Especially with COVID, production 

went up. A lot of manufacturers were 

just pushing stuff out the door. Lots of 

dealerships popped up,” Jacob says. 

“And with that came a shortage of RV 

technicians across the country, so many of 

the new hires don’t have a lot of education 

or experience under their belts yet. They 

aren’t able to explain to the customer how 

their RV works.

“That’s something that I love to do.”

Iraggi responds to customers where they are with his mobile repair service.

Iraggi prides himself on teaching his customers so they are more informed RV users.
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TRAINING AS A 

DIFFERENTIATOR

Jacob says he’s a big supporter of training 

offered through organizations like the 

RV Technical Institute, which is who he 

received his certification from. But there is 

a difference between what he calls “book 

knowledge and head knowledge.” He says 

he’s proud to have developed both — 

on-the-job experience, plus certification 

that he says gives him a “feather in my hat” 

that shows he’s master certified and can 

perform at a high level.

“I’ve got continuing education credentials 

I have to keep up to maintain certification, 

and I was a big advocate for [the 

technicians I’ve worked with] pursuing at 

least some level of training ... because from 

a personal perspective, it gives you pride 

in what you do. I think it makes you better 

at what you do. It also makes you more 

valuable not only to your current employer 

but to any possible future employers,” 

Jacob says.

Certification may also make a difference 

to potential clients. If he’s being compared 

to other technicians in the area, and a 

customer sees he is master certified, he 

says he hopes that shows that he invested 

in himself to be the best he can be.

BUSINESS ACUMEN

Stephanie also plays an integral role in 

making the business a success. Stephanie 

calls herself a “serial entrepreneur,” and 

now that their kids are school age, she says 

she has the “brain space to partner up with 

him to do something bigger.”

From marketing to creating the website, 

email communications, graphic design 

and more, Stephanie handles what she 

says is “the background and business 

management.”

And, just like in a marriage, there can be 

push and pull. For instance, when quoting 

a customer for work on an RV, Stephanie 

has encouraged Jacob to charge what he 

is worth.

“You have to charge for your time — to 

pay the bills,” Stephanie says with a laugh.

Working as partners also allows the 

couple to participate in homeschool and 

extracurricular activities with their children 

by maintaining a flexible schedule.

“We’re able to do more together as a 

family,” she says. “We’re getting to see him 

at breakfast and at lunch ... that’s been a 

big deal. That’s been a much happier family 

dynamic.”

While Pathway RV’s hours typically range 

from 9 a.m. to 5 p.m., there have been 

times when Jacob has responded to a call 

in the evening or on a weekend.

“RVs will break every day of the week,” 

Jacob jokes. “I’ve only been in this mobile 

game for a few months, so I’m not quite 

as backed up as some of the guys who’ve 

been established for a few years.”

That availability means he can work a 

Saturday job if he needs to make up for 

holes in the weekday schedule. Working in 

that flexible manner suits Jacob just fine, 

he says, but his wife is more structured.

“Like she said, opposites attract, and it’s 

a good balance. She reminds me ‘let’s try 

and get this thing done now so we don’t 

have to do them tonight,’” he says.

Stephanie says that the goal starting out 

was to hit a minimum to cover expenses 

and pay bills, because their primary goal is 

having more time together as a family.

“Maybe we could get to a point where 

we could double our income for the week, 

but if it means deprioritizing those things,” 

she says, “we can put it off ... which is one 

of the benefits of [being able] to make that 

decision — you can have those priorities.”

REACHING CUSTOMERS  

ON A NEW LEVEL

Pathway RV’s focuses its marketing efforts 

primarily on places like RV Facebook 

groups or hanging up flyers and leaving 

business cards at campgrounds and other 

nearby places where RVs go — such as 

shows and rallies. Word of mouth is also a 

big help, too.

“We joke that he could make friends with 

a wall,” Stephanie says about Jacob. “So 

he’s talked to everybody and made those 

connections.”

The couple also makes sure to have a 

good presence on Google, and they follow 

up with customers with a newsletter to 

drive repeat business and remind them 

when it’s time to winterize their RV or 

perform other maintenance care.

Continuing to provide this type of 

support and educating their customers is a 

priority for Pathway RV moving forward.

“We want to serve the people in this 

area,” Jacob says. “We want to be known as 

a company that provides great education 

and strong information.”

And continuing to keep their family top of 

mind will always be the couple’s focus.

“We want to live life well,” Stephanie says. 

“We want to have a life that is rich ... not 

specifically financially. We want to have 

a life that’s rich in relationships, a  

life that’s rich in family, and — we’re 

believers — in Jesus. The life of sharing 

Jesus with people, sharing the good  

things in life. 

“We want to live in a way that reflects 

that, and we want that to overflow into 

the customers we interact with too ... A 

lot of times people walk away from their 

interactions with [Jacob] feeling like they 

were truly seen. That it wasn’t just, hey, 

this guy walked in, fixed my thing and left. 

He makes a point to connect with people. 

That’s important. And that’s a rarity,” she 

says. “So, we want the people that we 

interact with to come away with that, 

even if it’s a momentary connection — 

somebody saw me, somebody connected 

with me and that mattered.” 

Running the business together allows the Iraggis more time with their children.
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A 
unique blend of advanced 

technology and modern 

manufacturing processes 

is driving the growth of AEONrv, 

a relatively new participant in the 

growing off-road RV segment. Jim 

Ritchie, CEO and co-founder of the 

Reno, Nevada-based company, has 

forged a forward-thinking, green 

approach to off-grid RVing.

“We are not a traditional RV 

company in the sense of people who 

like taking RVs to RV parks,” Ritchie 

says. “For the most part, these are 

designed for adventurers and outdoor 

people. We are working very hard to 

bring a high-tech, modern approach 

to our process. Eventually, we hope to 

have robotics.”

AEONrv’s features include an 

“electric cabin” that has advanced 

lithium ion battery technology and 

doesn’t use propane. Its green 

technology features 800 watts of 

rooftop solar power. This allows the 

vehicle to run its systems for days 

without hookups.

The demographics of AEONrv 

buyers are intriguing. Ritchie describes 

them as middle- to upper-middle-

class adventure-oriented people. 

Some are skiers. Some are bikers. 

All of them want to go off-road, and 

you probably won’t fi nd them at a 

campground. A few are downsizers, 

choosing to live in the vehicle full 

time. Some younger buyers are also 

choosing it as a place to live, rather 

than spending money on an apartment 

or condo. 

Focused on the User 
Experience
AEONrv is one of a small number of 

niche RV builders opting not to create 

a dealer network. The company plans 

to continue its practice of selling 

direct. The reasoning is that this gives 

RV M ANUFAC TURERS

An

Adventure-

Oriented
Approach
Nevada-based AEONrv focuses on 

crafting high-quality RVs for consumers 

in the off-road RV segment. 

BY JOHN MCCURRY

P H OTO S C O U R T ESY O F A EO N RV

“WE ARE 
REALLY TRYING 
TO RAISE 
THE BAR FOR 
QUALITY IN 
THE RV WORLD 
AND BUILD 
SOMETHING 
THAT LASTS 
FOR PEOPLE .”

—JIM RITCHIE,  

AEONRV CEO &  

CO-FOUNDER
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the manufacturer more control. Many 

customers travel to Reno to tour the 

factory and get an up-close look at  

the vehicle. 

“We have a vision to open our  

own sales and service centers, but  

for right now, we are enjoying 

controlling the user experience,” 

Ritchie says. “We are building a lot  

of information infrastructure to do 

that. We have mobile support, with a 

mobile support engineer who drives 

around and provides support on the 

road. We will probably be expanding 

that feature.” 

During late summer and early fall, 

AEONrv conducted a road tour with its 

new model. Stops included Overland 

Expo Mountain West in Colorado, Salt 

Lake City and Overland Expo East in 

Virginia. These shows provide a way to 

interact with customers and are well 

attended. At Overland Expo, AEONrv 

had its first organized company 

camping meetup. A dozen customers 

brought their vehicles. The event offers 

an opportunity for adjustments to their 

vehicles and a chance to upgrade to 

new solar panels.

The road trip is one example of how 

the company is customer focused. 

Customers drive updates, as do 

industry trends. During the past year, 

25 improvements were made. Some 

are larger, such as the new solar 

panel system, while others are smaller 

refinements.

An Upward Trajectory
Ritchie reports robust business 

in 2025, economic uncertainty 

notwithstanding. Sales have increased 

threefold over 2024. AEONrv is on 

target to deliver 100 vehicles this year.

Ritchie considers AEONrv, founded 

in October 2021, to still be in the 

scaling-up phase. The company has 

ramped up its manufacturing over 

the past four years, progressing from 

building one or two units per month to 

the current 10 per month. He describes 

it as a process.

“There are lots of documentations, 

process instructions, training, 

developing production lines — 

everything that goes into building 

a manufacturing facility, while 

maintaining and even increasing 

quality. That has been the focus of the 

last two years, and I feel like we have 

made very good progress. We are at 

the point where we will be capable of 

building 12 a month, then we will be 

able to double that without having to 

invent anything new.” 

With manufacturing on a successful 

trajectory, Ritchie is addressing other 

aspects of the business. He hired a 

full-time marketing person in May, 

with the goal of building up public 

awareness. AEONrv is also expanding 

its sales and support functions. 

AEONrv’s 70,000-square-foot 

manufacturing plant in Reno has 

capacity for expansion. By boosting 

efficiency and adding more production 

lines, Ritchie hopes to grow production 

to 20 to 24 units per month. Growth 

beyond that will require acquiring 

more production space in the  

Reno area. That could happen as  

early as next year. To date, the 

company has produced just one 

model, with one floorplan, with 

incremental improvements each  

year. Product expansion is on the  

table for 2026. That will come in  

the form of a towable that will be  

off-road capable.

Ritchie and co-founder Lars Severin 

are both former tech executives 

from the San Francisco Bay area. 

They decided to locate their new 

company in Reno because Severin had 

semiretired to the area. Ritchie touts 

Reno’s advantages for manufacturing, 

with Nevada having initiatives 

to support industry growth. The 

region also has an outdoor-oriented 

environment. 

Ritchie opted for the Ford Transit 

chassis due to its “intelligent” all-

wheel drive system. Service is more 

readily available than for other 
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chassis, he says, noting that nearly 
every small town in America has a 
Ford dealership that will work on a 
Transit. One of the things AEONrv does 
differently is base its model year on 
the chassis year, so models come out 
a little later in the year. The company 
does not preannounce specifi c new 

features until it releases the vehicle to 
customers. 

New fl oorplans are under 

consideration. This includes a north-
south facing bed rather than an east-
west facing bed. 

The company is also considering 
the use of more high-tech materials in 
its quest to reduce weight, while also 
adding cargo capacity. AEONrv vehicles 
are light compared to traditional RVs, 
but with the same capability. 

Noise reduction is another goal.
“We are huge believers in anti-rattle,” 

Ritchie says. “One of the things that 
most annoys me about traditional RVs 
is how they can sometimes sound like 
they are going to fall apart. Because 
[our RVs] are all glued together, we 
don’t use mechanical fasteners, for 
the most part, to install anything. We 
use modern polyurethane industrial 
high-tech adhesives, which last longer 

than fasteners. They are fl exible, yet 

incredibly strong, and make a nice 
build, in terms of no rattle.” 

A Solid Foundation

Although looking for a suitable RV 
led to founding the company, Ritchie 
doesn’t have time to enjoy RVing 
now, devoting all of his time to 
developing a fast-growing startup. 
He grew up in the Pacifi c Northwest, 

spending a lot of time backpacking, 
hiking and camping. 

“We started as tent campers, but 
sometimes my family rented RVs, back 
in the ’70s,” he recalls. “I never owned 
an RV, but eventually I had a van 
that I used for camping, and I always 
thought that when I retired, I would 
build an adventure van. That is how I 
designed this originally, back in 2000. 
My original idea was to build just one, 
for my own use. My friend Lars started 
helping me, and he is very handy and 
knew a lot about fi berglass. That is 

how the whole thing started.”
Ritchie says three factors drive 

AEONrv’s sound construction. One is 
the use of high-quality, yacht-grade 
components that won’t be found in 
most RVs. This includes stainless-steel 
fasteners and top quality copper wiring 
in the electrical systems. Another 
factor is a simple design approach. 
Gravity fl ow is used in drains instead of 

pumps. Water is on just one side of the 
vehicle, reducing the chance of leaks.

Thirdly, the manufacturing process 
stresses accountability, with each 
step documented. Workers have all 
the data on a handheld computer, 
including what steps are needed, 
what tools are needed and the time it 
should take for each task. Employment 
is growing, with 67 people working for 
the company as of early September. 
That’s up from 25 a year ago, and up 
from seven in 2023. Ritchie says he 
pays a fair wage, with good benefi ts. 

He offers a 401(k) and company stock.
“We keep them engaged by 

everyone owning a piece of the 
company,” he says. “That creates a 
culture of appreciation. We like to hire 
mountain bikers and skiers and hikers 
and hunters, [anyone who] is in the 
outdoors. Not everyone does all those 
things, but we like them to understand 
the culture and what we are trying to 
deliver with this product. It has been 
fun to hire smart people who can help 
us do that and see the company grow.

The company’s success is drawing 
accolades. Earlier this year, Nevada’s 
Center for Entrepreneurship and 
Technology named AEONrv as its 
Manufacturing Company of the Year.

“We are really trying to raise the bar 
for quality in the RV world and build 
something that lasts for people, does 
the things they want it to do and takes 
them the places they want to go,” 
Ritchie says. “We want to make sure 
they have a great product.” 
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M
anufacturing is part of the 
heart of Pennsylvania — 
and the western part of the 

state in particular. One in 10 people in 
Pennsylvania work in manufacturing, 
and the sector brings $111 billion to the 
state economy annually, according to 
the state’s Department of Community 
and Economic Development.

It’s no surprise, then, that RV 
manufacturing is part of the mix, and 
Aliner has been a part of that mix 
since 1984, building compact A-frame 
campers outside of Pittsburgh for just 
over 40 years.

“I think the advantages are [that] 
Western Pennsylvania is a good 
manufacturing hub, so we’re able to 
source a lot of things locally,” says 
Brett Randall, Aliner president and 
CEO. “I think we have some supply 
chain flexibility there ... as we all know, 

Elkhart is the RV capital of the world, 
so we’re not necessarily competing  
for the same labor and other types  
of things. I think that’s an advantage 
for us.”

The company is known for its 
A-frame lightweight travel trailers, and 
now they’ve used the design to create 

RV M ANUFAC TURERS

“I WANT 
TO WORK 
TOGETHER 
WITH 
EVERYBODY IN 
THE INDUSTRY 
TO CREATE THE 
BEST POSSIBLE 
EXPERIENCES 
THAT WE 
CAN FOR 
CONSUMERS.”

—BRETT RANDALL, 

PRESIDENT & CEO

Aliner Is 

Switching 

Things Up
The Pennsylvania 

company’s new 

Switchback truck camper 

offers a lightweight, 

affordable choice 

for RVers.

BY JENNIFER KING

P H OTO S C O U R T ESY O F A L I N E R

The Aliner Switchback pairs with midsize or full-size trucks.
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the new for 2026 Switchback — a 
truck camper that pairs with midsize 
or full-size trucks.

“We’re always looking at expanding 
the product portfolio and we wanted to 
do it in a complementary way,” Randall 
says. “So the idea of taking our pop-up, 
A-frame technology and utilizing it in 
the truck camper is complementary, 
and we want it to be lightweight and 
affordable. [It’s] definitely that we think 
can be very attractive to outdoors 
folks and hunters, fishermen.”

When the camper pops up in the 
cab of the truck, the interior height is 
just under 6 feet. The interior includes 
a 60-by-72-inch bed and dual 60-inch 
lockable drawers for storage. When 
mounted, the unit can fit in a garage 
with a 7-foot door.

The Switchback is built with 375 
pounds of aluminum, according to the 
Aliner website, and includes a 30-amp 
converter with interior 12-volt electric 
outlets. Setup takes 30 seconds; the 
MSRP is $9,950, the company says.

“At this point, we decided to make it 
small to be able to fit into almost any 
truck bed that’s out there,” Randall 
says. “We’ve got designs in the future 
to be able to expand it for larger truck 
beds so people can get a little bit more 
space.”

An A-List Lineup
Other Aliner A-frame models vary 
from the Scout Lite and Ranger 10 
with a 10-foot box and 7-foot interior, 
to the three largest offerings — the 
Expedition, Evolution 15 and Evolution 
LG, which have a 15-foot box and 
interior of 8 feet, 3 inches. Aliner also 
offers three teardrop models, including 
the new for 2026 Ascape ST, which 
weighs 1,650 pounds, has an interior 
height of 6 feet, 4 inches and offers 
a 77-by-72-inch bed and an interior 
shower.

Randall says it’s a priority at Aliner 
to be “good corporate citizens” and 
manufacture their products with 
sustainability in mind. The company 
builds two all-electric models: the 
Aliner Amp and Ascape Amp. The 
Aliner Amp is equipped with a 5kWh 
EcoFlow lithium battery and 3,600-

In its closed position, the Switchback can fit through a 7-foot garage door.



22  RV PRO  november 2025

watt inverter with two 400-watt solar 

panels. The Aliner Ascape has a 5kWh 

lithium battery, a 48-volt EcoFlow 

Plug and Play Power System, plus two 

400-watt solar panels and a 185-watt 

flexible solar panel.

“We look at recyclable materials — 

we try to optimize so that from a scrap 

standpoint, we’re not throwing a lot of 

Protect What You See – And What You Don’t
EcoRVPro® delivers powerful, environmentally safe appearance protection—inside and out.  
Our dealer-installed solutions keep your RV looking its best while guarding against stains,  

odors, and environmental damage. Backed by a 5-Year Limited Warranty, it’s peace of mind 

that lasts well beyond the showroom. EcoRVPro® – Hassle-Free Appearance Protection
ecoproproducts.com

Our products use EPA registered formulas. EPA registered products that 
make claims undergo similar scrutiny as the medical industry for use with 

products for human contact.  

Is your dealership’s new and pre-owned inventory Certified Clean?

Available exclusively through your dealer’s finance department

Visit us at Booth #827 at RVDA

Two lockable exterior drawers offer extra storage in the Switchback.

http://ecoproproducts.com
http://ecoproproducts.com
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stuff in the dumpster,” Randall says.
Their products are built with a 

fiberglass exterior and foam core with 

Azdel on the interior. Randall says they 
offer options to add a furnace or AC 
so it can be used for three seasons (or 
four, he says, depending on where an 

owner is located).

Facing Challenges Head-On
Aliner, which has its office in Mount 

Pleasant about 50 miles east of 
Pittsburgh, is no stranger to the 

struggles RV companies faced in 2007 

during a tumultuous time for the U.S. 

economy.
“The RV industry got hit pretty hard, 

and I got involved in 2013 and did 

some consulting,” Randall says. “They 

asked me to take over as CEO in 2014, 

and I ended up buying out the majority 

in 2019. So, I’m 11 years in the game.”

It was a natural fit for him, he says, 

as he grew up camping and his family 

enjoyed the lifestyle. 

Since joining the industry, Randall 

has gotten involved in the RV Industry 

Association and in September was 

elected to the board of directors for 
the RV manufacturer segment.

“I want to work together with 

everybody else in the industry to 

create the best possible experiences 

that we can for consumers,” Randall 
says. “And that means working not only 

with just as OEMs but with suppliers, 

with dealers, with campground 

owners. We can work together to 

deliver awesome experiences out 

there for families and individuals and 

couples — whoever wants to enjoy  

the lifestyle.”
Commenting on how the RV industry 

has “leveled off” since the surge 

of purchases during the COVID-19 

pandemic, Randall says there’s been 

the tariff situation that has caused 
some supply chain issues, and he is 
hopeful for the day that they “know the 
final rules because then we’ll figure out 

how to play the game.”

“We just need to know what it’s 

going to be, and there is clarity 

coming,” he says. “Obviously the 

industry as a whole does import a lot 
of components. We get things from 

Asia. So that’s been a bit of a challenge 

for Aliner and I think for others in the 
industry. We’re working through those 

challenges.”

Looking Ahead
Keeping on trend with what many 

RVers or those interested in getting 

into RVing are looking for right 

now, Randall says he thinks Aliner’s 

lightweight, affordable truck camper, 

travel trailers and teardrops fit the bill.

“The average age of new RV 

purchasers is now down into the 30s, 

whereas pre-COVID it was in the 40s,” 

Randall says. “I think you’re seeing 

younger families and they’re looking 

for not only a product they can afford, 
but they also have different types of 

tow vehicles, so they’re looking for 

something lightweight. I definitely see 

that as an industry trend.” 

https://info.appone.net/rvfi
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Alpha Composites solutions are tested and proven to 
outperform traditional materials. Lighter, stronger, and 
more resistant to water, rot, and warping, even in the 

toughest conditions.

Now, the industry’s most advanced composite solutions 
are united under one trusted name: Alpha Composites. 
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F
or most RVers, the journey 

doesn’t truly begin until  

they’re settled into their 

campsite. Yet the first task upon 

arrival — getting the rig level and  

stable — can set the tone for the  

entire trip. When jacks or levelers 

aren’t used properly, even a  

beautiful destination can become a 

frustrating experience. Dealers and 

technicians play a crucial role  

in guiding customers through this 

often-overlooked aspect of RV 

ownership. Understanding the  

various systems, their maintenance 

needs and the safety concerns  

involved can make all the difference 

in how a customer enjoys their RV.

“GETTING THE  
RIG LEVEL AND 
STABLE CAN SET 
THE TONE FOR 
THE ENTIRE TRIP.”

—BRIAN HENSON,  

NRVTA

RV AF TER M ARK E T / SUPPLIER

LEVEL GROUND:  

WHAT DEALERS & 

TECHNICIANS NEED TO 

KNOW ABOUT RV JACKS 

& LEVELERS
Proper stabilization and leveling keeps your customer’s RV safer,  
more comfortable and less prone to damage.
BY BRIAN HENSON, EDUCATION DIRECTOR, THE NATIONAL RV TRAINING ACADEMY

PHOTOS COURTESY OF NRVTA



A Foundation of Stability
Not all RVs are equipped with the 

same type of leveling or stabilizing 

equipment. Smaller towables might 

come with simple scissor jacks, 

operated by hand crank or cordless 

drill. These are affordable and reliable, 

but they are designed to stabilize 

the unit, not to truly level it. Larger 

travel trailers will often add an electric 

tongue jack to make hitching and 

front-to-back leveling easier, while 

many owners supplement with wheel 

chocks and blocks for side-to-side 

adjustments.

Move up to a fifth wheel or 

motorhome, and the systems become 

more sophisticated. Automatic 

hydraulic jacks, controlled by the 

push of a button, are now common 

on Class A and Class C motorhomes 

as well as higher-end towables. Some 

manufacturers are blending electric 

and hydraulic systems to offer more 

efficient, user-friendly options at mid-

range price points. For the customer, 

the convenience of arriving, pressing 

a button and watching the coach 

stabilize itself is hard to beat.

For the dealer or technician, the 

key is to help customers understand 

that different systems serve different 

purposes. Stabilization and leveling are 

not interchangeable, and confusing the 

two can lead to costly damage.

Why Leveling Matters
A level RV is more than just a comfort 

feature. When a coach is out of 

balance, the stress ripples across the 

entire unit. Doors may swing open 

unexpectedly. Slides can’t operate 

under uneven strain. Refrigerators that 

rely on absorption technology may fail 

prematurely. Even chassis components 

can suffer when stabilizers are misused 

as levelers, leading to bent frames or 

weld fatigue.

Dealers should emphasize these 

points during delivery walk-throughs. 

Customers need to understand that 

leveling their RV isn’t simply about 

preventing their morning coffee 

from sliding off the table — it’s about 

protecting their investment and 

ensuring safety.

Safety Concerns on the Road  
& in the Shop
Improper use of jacks and levelers is 

one of the most common mistakes 

RV owners make. A frequent error 

is attempting to raise and level the 

RV using stabilizer jacks, which were 

never engineered for that purpose. 

This can result in bent arms, damaged 

mounting points and a compromised 

frame.

Another hazard arises when owners 

deploy hydraulic jacks or electric 

stabilizers on soft surfaces like asphalt 

or damp soil. Without jack pads or 

blocks to spread out the weight, jacks 

can sink into the ground, leaving the 

RV unsteady. And while electric and 

hydraulic systems add convenience, 

they also add dependence on a healthy 

12-volt battery system. A dead battery 

can leave an owner unable to hitch, 

unhitch or level their coach.

It’s also important to stress that no 

jack system — manual or automatic — 

should ever be used in place of proper 

supports when working under the RV. 

For technicians, reinforcing this safety 

message helps prevent accidents and 

liability.

Maintenance Matters
Like every other system on an RV, jacks 

and levelers require routine attention. 

Hydraulic systems should be cycled 

monthly to keep seals lubricated and 

to prevent fluid from pooling. Checking 

fluid levels, inspecting for leaks and 

keeping an eye out for worn hoses are 

essential service steps.

Electric jacks require technicians to 

inspect wiring, motors and connections 

for corrosion, especially on rigs that 

have seen a lot of weather. Manual 

scissor jacks, though simple, benefit 

from periodic lubrication of the 

screw threads to prevent binding and 

rust. Across all systems, bolts, welds 

and mounting brackets should be 

inspected for fatigue — especially after 

long journeys on rough roads.

By educating customers on these 

points, technicians not only prevent 

unnecessary breakdowns but also 

build trust. Customers who feel their 

dealer or service provider is invested 

in their long-term safety are more likely 

to return for future work.

Helping Customers  
Choose Wisely
When assisting buyers, the question 

isn’t just “what does this RV come 

with?” but “what does this customer 

truly need?” Weekend campers 

who only set up a few times a year 

may find manual systems perfectly 

adequate, while full-timers or older 

customers with mobility issues will 

likely appreciate the ease of push-

button leveling. Larger, heavier rigs 

almost always benefit from hydraulic 

support, and for those customers, the 

convenience should be positioned as 

an investment in both time and safety.

Budget naturally plays a role, but so 
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should long-term thinking. A customer 

who tries to save a few hundred dollars 

up front may spend much more later 

repairing damage caused by improper 

leveling. Dealers and technicians  

who explain this trade-off clearly 

often find that customers are willing 

to choose quality once they 

understand the stakes.

What’s New in the Market

The aftermarket for jacks and 

levelers has grown rapidly in recent 

years, with innovations designed to 

make the process easier and safer. 

Many systems now offer Bluetooth 

connectivity, allowing users to monitor 

and control leveling from their 

smartphones. Lightweight materials, 

such as aluminum, are reducing the 

overall weight of systems without 

compromising strength. Wider 

footpads are being introduced to 

combat the problem of jacks sinking 

into soft ground, and retrofit kits 

allow owners of older RVs to add 

electric stabilizers or wireless controls 

to their rigs.

For dealers, staying informed about 

these advancements provides an 

opportunity to upsell while genuinely 

improving the customer’s experience. 

Highlighting a product’s time-saving 

or safety-enhancing features can 

turn what might feel like an optional 

upgrade into an essential purchase.

Education as a Value-Add

Ultimately, what customers need 

most is education. Demonstrating the 

difference between stabilization and 

leveling, showing them how to properly 

deploy their system and providing 

tips for routine care can transform 

frustration into confidence. A short 

demo during the delivery process — 

complete with reminders about pads, 

lubrication and system limitations — 

goes a long way.

For service departments, creating 

a standard checklist for jack and 

leveler inspection not only improves 

customer safety but also positions 

the dealership as a trusted resource. 

By treating jacks and levelers as more 

than just mechanical add-ons, dealers 

and technicians help ensure that 

customers enjoy safe, comfortable and 

trouble-free adventures.

Final Word

Jacks and leveling systems may never 

be the flashiest feature of an RV, but 

they are among the most critical. A 

coach that is stable and level is safer, 

more comfortable and less prone 

to damage. Dealers and technicians 

who understand the nuances of these 

systems — and who take the time 

to share that knowledge with their 

customers — help create a stronger, 

more professional industry. And for 

RVers, that means more time enjoying 

the view and less time worrying about 

what’s happening under their rig. 

Brian Henson is the director of education at the 
National RV Training Academy (NRVTA) in Athens, 
Texas. With years of hands-on experience in RV 
systems and a passion for teaching, Henson 
leads the development and delivery of NRVTA’s 
industry-recognized training programs. He 
oversees curriculum design and 
instructor coordination, ensuring 
every technician and inspector 
receives the practical knowledge 
and confidence needed to excel 
in the field. For more information, 
visit nrvta.com.

http://nrvta.com


Now in its sixth year, the 40 Under 40 awards recognizing young professionals in the RV industry 
has become an annual highlight. Yet again, RV PRO’s editors were blown away by the sheer 

number of impressive nominations we received, making our fi nal 40 tough to narrow down. We’re 
honored to celebrate all of the industry’s up-and-comers, and this year’s class is no different. 

We are pleased to introduce you to the 2025 class of 40 Under 40 honorees.

By Darian Armer, Javacia Harris Bowser, Rob Merwin & Ronnie Wendt

THE CLASS OF 2025

UNDER

S P O N S O R E D  B Y
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DUSTIN HUNT
ROLLICK INC.

DIRECTOR, DEALER SALES & SUPPORT
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 6 YEARS
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HANNAH CORN
LIPPERT

MARKETING MANAGER
WITH COMPANY: 4 YEARS | INDUSTRY EXPERIENCE: 4 YEARS
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DAVE RAMSAY
DM VANS

CHIEF VISIONARY OFFICER
WITH COMPANY: 7 YEARS | INDUSTRY EXPERIENCE: 10 YEARS

,+-./0*)('&%/$#"!%/'+1+23/4&''/

-+5#/+2/"/1"26/7"1#/8"5%"$/

-!"2%'"-#%/!#"')9:!';/&%#/

+2-:/!#'+"<'#6/"==#%%+<'#/

>'"%%/?/8@%/"2;/3#2#!:&%'$/

%."!#%/(!"=-+="'/<&$+23A

:92#!%.+(/3&+;"2=#/9+-./

-.#/<!:";#!/=:55&2+-$B/C+%/

(.+':%:(.$/D/ #1#!$-.+23/

$:&/2##;6/2:-.+23/$:&/

;:2�-�/D/."%/.#'(#;/%.+4-/

>'"%%/?/#�(#=-"-+:2%/-:9"!;/

+2-#2-+:2"'6/!#'+"<'#/"2;/

"==#%%+<'#/<&+';%B/

7"1#/."%/";1:="-#;/

4:!/+2='&%+1#/1"2)'+4#/

=:55&2+-+#%6/%&=./"%/':="'/

%"4#)("!�+23/#�/:!-%6/"2;/<!:";#2#;/-.#/+2;&%-!$�%/1+#9/:4/9.:/"2/8@#!/="2/

<#6/4!:5/!#5:-#/9:!�#!%/-:/"-.'#-#%/"2;/.#"'-.="!#/(!:4#%%+:2"'%B/

 C#/'#";%/"%/"/<&+';#!6/#;&="-:!/"2;/=:55&2+-$/";1:="-#6�/"/(##!/%"$%B/

 �%/=:)4:&2;#!/"2;/=.+#4/1+%+:2"!$/:�/+=#!6/.#/=."5(+:2%/"/='#"!/(!:;&=-/

(.+':%:(.$/"2;/"'+32%/;#%+326/5"2&4"=-&!+23/"2;/%#!1+=#/"!:&2;/-."-/

(!:5+%#B/C+%/=:5<+2"-+:2/:4/:(#!"-:!/;+%=+('+2#6/=:2%&5#!/#5("-.$/"2;/

=:55&2+-$/4:=&%/+%/"/5:;#'/4:!/2#�-)3#2#!"-+:2/8@/'#";#!%.+(B�/

7"1#�%/'#";#!%.+(/."%/.#'(#;/3!:9/7�/@"2%/4!:5/"/4"%-)3!:9+23/%-"!-&(/

-:/"2/#%-"<'+%.#;/<!"2;/-."-/#'#1"-#%/%-"2;"!;%/4:!/1"'&#6/-!"2%("!#2=$/"2;/

:92#!/#�(#!+#2=#/+2/-.#/>'"%%/?/%#35#2-B/

C#/"==:5('+%.#;/-."-/<$/%-##!+23/7�/@"2%/-.!:&3./%&(('$)=."+2/%9+23%/

"2;/(!+=+23/1:'"-+'+-$/<$/4:=&%+23/-.#/'+2#&(6/<!+23+23/�#$/(!:=#%%#%/+2).:&%#6/

"2;/%+5('+4$+23/:(-+:2%/-:/�##(/<&+';%/(!#;+=-"<'#/"2;/1"'&#);!+1#2B/

7!"9+23/:2/.+%/8@/!#2-"'/<"=�3!:&2;/"2;/':23)-#!5/-!"1#'/#�(#!+#2=#6/

.#/(!+:!+-+�#;/;&!"<+'+-$6/%#!1+=#"<+'+-$/"2;/:92#!/#;&="-+:2/D/!#;&=+23/

9"!!"2-$/4!+=-+:2/"2;/<::%-+23/%"-+%4"=-+:2/#1#2/"%/5"!�#-/=:2;+-+:2%/%.+4-#;B

7"1#/+%/5:%-/"-/.:5#/:2/-.#/!:";/D/-#%-+23/'"$:&-%6/%$%-#5%/"2;/;&!"<+'+-$/

+2/.+%/:92/1"2/D/!#4'#=-+23/$#"!%/:4/4&'')-+5#/"2;/#�-#2;#;/-!"1#'/+2/>'"%%/

?/8@%B/C+%/(#!%:2"'/&%#/4##;%/<"=�/+2-:/=&%-:5#!/#;&="-+:2/"2;/(!:;&=-/

;#=+%+:2%6/"2;/.#/!#3&'"!'$/#23"3#%/9+-./-.#/=:55&2+-$/"-/+2;&%-!$/#1#2-%/

"2;/:2/7�/@"2%�/#;&="-+:2"'/=."22#'%B

7"1#�%/"==:5('+%.5#2-%/"2;/=:2-!+<&-+:2%/."1#/2:-/3:2#/&22:-+=#;B/

C+%/'#";#!%.+(/."%/;!+1#2/%+32+4+="2-/-.+!;)("!-$/!#=:32+-+:2/4:!/7�/@"2%6/

+2='&;+23�/�&-%+;#/�"3"�+2#�/?#%-/?&;3#-/>"5(#!/@"2�/2"-+:2"'/5#;+"/

4#"-&!#%/+2/�.#/�=:2:5+%-6/�:�/�#9%6/���/�:;"$6/"2;/�.#/@+#9(:+2-/�!:
#=-/

9+-./7#22+%/�&"+;�/@"+'/7"+'$�/?#%-/�'"=#/-:/,:!�/"2;/?#%-/�#9/?&%+2#%%�/"2;/

>:':!";:/>:5("2+#%/-:/,"-=.�/?&%+2#%%/:4/-.#/�#"!/4+2"'+%-B

�����������
�������������
�
��	����������������������������

�������	����	��	�������	�������
��	������������������
�������������������	���

��������� ��������	����
!��������"�������	����!����
��������#�������	��������

�	������"��
�!��$���������
����
�%�������������������&��	���������������	���������"�

�
!��������%����
����������	�����������	��&��
�����	���������!����������!����	���

������	��
	"���������&�������
��������������������	����������	&�������
������

��������
�����������������������������������������

�� ���
��!����������&����	�������	�����
���������
������������������!�
����

	%����&���	�!�	&	��
�������������������
�����	�!���������!����	�����
�

�����%����&���
	�"�&��&����������
��	����	����������	��������������!����	�����	�

���������	!!	����������&	��	��������������������
�������%��
�����������	�	��

��&�������	�����������	�����"���������
�
�����	��	&�	���������������	��������!����

������������������������	�������	���	���&����
���!��������	������!�	!���

DANIEL WANGEL
STORYTELLER OVERLAND

SENIOR QUALITY & PROCESS 
ENGINEERING MANAGER
WITH COMPANY: 4 YEARS | INDUSTRY EXPERIENCE: 4 YEARS
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CELEST BLAND
PIKES PEAK RV 

GENERAL MANAGER, CO-OWNER
WITH COMPANY: 2 YEARS | INDUSTRY EXPERIENCE: 10.5 YEARS  
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AUSTIN L. MILLER
JAYCO FAMILY OF COMPANIES 

VICE PRESIDENT OF MOTORIZED MANUFACTURING
WITH COMPANY: 12 YEARS | INDUSTRY EXPERIENCE: 12 YEARS
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ALEX HODSCHAYAN
SUPERSPRINGS INTERNATIONAL

DIRECTOR OF MARKETING
WITH COMPANY: 2 YEARS | INDUSTRY EXPERIENCE: 2 YEARS
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Here’s to building the future and navigating exciting 

adventures ahead!

 T    N C   OWICZ
Systems Engineer III

Congrats!
A       C          |  F                |                    

              

  L  Y  C  OC 

Congrats!
Product Interior Designer & Marketing Coordinator

T                                           
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W                                                      W                                                      

                                                                                                                        

Here’s to building brand experiences and driving exciting 

journeys ahead!

https://www.holidayrambler.com/
https://www.fleetwoodrv.com/
https://www.americancoach.com/
https://www.renegaderv.com/
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ALEXANDRA JONES
LEISURE RV CENTER
VAN SPECIALIST
WITH COMPANY: 3.5 YEARS | INDUSTRY EXPERIENCE: 3.5 YEARS
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RICHARD VERMILLION 
GENERAL RV (SOUTH WEBER)
SERVICE MANAGER 
WITH COMPANY: 1 YEAR | INDUSTRY EXPERIENCE: 19 YEARS
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Harnessing the powerful Hydronic S3

coolant heater, the ground-breaking

Hydronic AquaSystem redefines the

RV experience. By seamlessly

delivering consistent dry heat, on-

demand domestic hot water, and the

option of adding heated floors*, the

AquaSystem is redefining road life

comfort. Available at an

Eberspaecher dealer near you.

LEARN MORE | eberspaecher-motorhomes.com

HYDRONIC
AQUASYSTEM

ALWAYS WARM, ALWAYS READY
YOUR COZY RETREAT AFTER EVERY ADVENTURE

*Radiant floor heating requires 3 party components not

included in an AquaSystem kit.included in an AquaSystem kit.
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ALEXIS 

DONATI-YEOMAN
NEXUS RV 

DIRECTOR OF PURCHASING & OPERATIONS
WITH COMPANY: 5 YEARS | INDUSTRY EXPERIENCE: 10+ YEARS  
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ANGIE DUNN
ALABAMA RV SERVICE 

DIRECTOR OF HUMAN RESOURCES
WITH COMPANY: 1 YEAR | INDUSTRY EXPERIENCE: 1 YEAR
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RACHEL STRUNK
TOM SCHAEFFER’S CAMPING 

& TRAVEL CENTER

F&I MANAGER
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 6 YEARS
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RONNETHA MORMAN
CAMPERS INN RV

MARKETING CONTENT MANAGER  
WITH COMPANY: 3 YEARS | INDUSTRY EXPERIENCE: 3 YEARS
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RYAN BURKHART
NEWMAR

ACCOUNT MANAGER
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 12 YEARS
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STEPHEN CUKROWICZ
FLEETWOOD RV

SYSTEM ENGINEER III
WITH COMPANY: 12 YEARS | INDUSTRY EXPERIENCE: 12 YEARS
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CONGRATULATIONS, 
RYAN BURKHART

Newmar Corporation 

is proud to celebrate 

the achievement of 

Ryan Burkhart on his 

recent nomination into 

the 2025 RV Pro 40 

Under 40 class. 

Ryan, congratulations from all your 

friends here at Newmar!

HONOREES 

WILL BE 

CELEBRATED 

AT RV PRO’S 

INVITE-ONLY 

40 UNDER 40 

EVENT 

on Tuesday, 
Nov. 11 at the 

Paris Las Vegas

Honorees from the 40 Under 40 

Class of 2024
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THOMAS 

RICHARDSON II
RON HOOVER RV & MARINE CENTERS 

VICE PRESIDENT OF PARTS & SERVICE 
WITH COMPANY: 9.5 YEARS | INDUSTRY EXPERIENCE: 9.5 YEARS
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TRAVIS DONEY
NTP-STAG

REGIONAL SALES MANAGER
WITH COMPANY: 8 YEARS | INDUSTRY EXPERIENCE: 8 YEARS
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TREVOR MARSHA 
GRAND DESIGN RV 

FINANCE DIRECTOR
WITH COMPANY: 4 YEARS | INDUSTRY EXPERIENCE: 7 YEARS
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4�-"$2-)::!@�"4�6-"2)=9-

%!'"-/2:2�",<>-$2-4'-"$2-#0A-

.!/-"$2-�2*,<-,)@�:$2&-

=!"!/4B2&-&434'4!�>-*$4:$-4�-

4"'-.@,,-.4/'"-<2)/-2�&2&-

5@6@'"-����-&2,432/2&-=!/2-

"$)�-����-=4,,4!�-4�-

/232�@29-

�5'-)-.4�)�:2-;/!.2''4!�),-

)�&-"/@'"2&-�@'4�2''-

;)/"�2/>-1/23!/-4'-,!!?2&-"!-

�<-$4'-:/!''�.@�:"4!�),-�@'4�2''-;)/"�2/'-"!-;/!34&2-)�),<'2'-!�-&2:4'4!�-"!-

�2-=)&2>-'!,@"4!�'-"!-�@'4�2''-:$),,2�62'-)�&-4'-)-"/@'"2&-=2=�2/-!.-"$2-

 /)�&-(2'46�-�2)&2/'$4;-12)=>�-')<'-�!=4�)"!/-�"232-�"@�2/9-

1/23!/-*)'-)-?2<-=2=�2/-!.-62""4�6-"$2-�2*,<-.!/=2&-=!"!/4B2&-&434'4!�-@;-

)�&-/@��4�6>-*4"$-/2'@,"'-"!-&)"2-�24�6-!�-!/-)$2)&-!.-�@&62"-)�&-"4=2,4�29-

�1/23!/-$)'-�22�-:/4"4:),-4�-,2)&4�6-2�-!/"'-"!-=)�)62-;/!&@:"4!�-,232,'-"!-

2�&-:!�'@=2/-&2=)�&-!32/-"$2-;)'"-���-<2)/'-)'-"$2-4�&@'"/<-:!=2'-!�--

!.-/2:!/&-$46$-,232,'9-+2-"4/2,2'',<-)�),<B2'-2�"2/�),-&)")-"!-$2,;-!;"4=4B2-

4�"2/�),-!;2/)"4!�),-&2:4'4!�'9-0/!=-"$2-#�A-)�&-#0A-!�-&!*�>-1/23!/-4'-

/2,42&-@;!�-"!-;/!34&2-)-*2,,-"$!@6$"-!@"-;2/';2:"432-)�&-4�;@"-"!-),,-:/4"4:),-

&2:4'4!�'-"$)"-)/2-=)&2-)"- /)�&-(2'46�-789�

�!=2-!.-1/23!/�'-):$4232=2�"'-4�:,@&2-:/2)"4�6-)-;,)�-"!-/2&@:2-62�2/),-

)�&-)&=4�4'"/)"432-';2�&4�6-�<-��9�-=4,,4!�-<2)/-!32/-<2)/-)�&-*!/?4�6-*4"$-

"$2-62�2/),-=)�)62/-!.-"$2-�2*,<-.!/=2&-=!"!/4B2&-&434'4!�-"!-&2,432/-=!/2-

"$)�-����-=4,,4!�-4�-'),2'-4�-"$2-.4/'"-<2)/9-1/23!/-2'")�,4'$2&-"$2-:!=;)�<�'-

0/22-1/)&2-
!�2>-*$4:$-�"232-')<'-')32'-"2�'-!.-=4,,4!�'-!.-&!,,)/'-*$2�-

4=;!/"4�6-.!/246�-=!"!/4B2&-:$)''4'9-

�+2-4'-/2,42&-@;!�-�<-!"$2/-�@'4�2''-:!,,2)6@2'-4�-!@/-'4'"2/-:!=;)�42'-

��4��2�)6!>-
2*=)/>-	)/,2"")-)�&-#$/4'�#/)."�-.!/-�2'"-;/):"4:2-'$)/4�6-)�&-

�@'4�2''-4�'46$"'>�-')<'-�"2329

1/23!/-�!"2'-$4'-*4.2�'-'@;;!/"-!.-$4'-:)/22/>-')<4�6>-��$2-$)'-.@,,<-2=�/):2&-

!@/-=!32'-./!=-!@/-$!=2-'")"2-!.-82/=!�"-"!-%4��2'!")-)�&-�!*-��&4)�)>-

),,-*$4,2-=)�)64�6-)-6/!*4�6-:)/22/-!.-$2/-!*�9�-+2-)&&'>-���=-2�"/2=2,<-

6/)"2.@,-"!-$)32-'@:$-)�-)=)B4�6-;)/"�2/-4�-"$4'-:/)B<-�!@/�2<-!.-,4.29�-

A@"'4&2-!.-*!/?>-1/23!/-2��!<'-6!,.4�6-)�&-$2,;4�6-$4'-"$/22-?4&'-;,)<-

$!:?2<9-+2-),'!-';2�&'-"4=2-$2,;4�6-$4'-!,&2'"-'!�-/):2-:)/"'-)�&-:)/'-

:!=;2"4"432,<-"$/!@6$!@"-"$2-:!@�"/<9-

������	�����������������������������������������������������
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TYLER BOURNS
DRAGONFLY ENERGY

CHIEF MARKETING OFFICER 
WITH COMPANY: 4 YEARS | INDUSTRY EXPERIENCE: 9 YEARS

1<,2/-	!@/�'-�26)�-)'-)-

:!�"/):"!/-*4"$-(/)6!�.,<-

��2/6<>-*$2/2-$4'-=2&4)-

;/!&@:"4!�-:!=;)�<-*)'-)-

?2<-;)/"�2/-./!=-����-"!-

����9-0!,,!*4�6-"$2-

):�@4'4"4!�-!.-$4'-�@'4�2''-

�<-(/)6!�.,<>-1<,2/-*)'-

;/!=!"2&-"!-'2�4!/-34:2-

;/2'4&2�"-!.-=)/?2"4�6-)�&-

'@�'2�@2�",<-"!-:$42.-

=)/?2"4�6-!�-4:2/9-

�+4'-,2)&2/'$4;-$)'-�22�-

:/@:4),-4�-6@4&4�6-"$2-

:!=;)�<-"$/!@6$-4"'-;@�,4:-

,4'"4�6-!�-
5�(5�-4�-,)"2-

����>-=)/?4�6-)-'46�4.4:)�"-

=4,2'"!�2-4�-"$2-:!=;)�<�'-6/!*"$>�-')<'-�!=4�)"!/-�)"$<-�$!,,2<9-�1<,2/-

2�2=;,4.42'-,2)&2/'$4;-"$/!@6$-$4'-4��!3)"432-);;/!):$-"!-=)/?2"4�6-)�&-

'"!/<"2,,4�6-)"-(/)6!�.,<-��2/6<9-5'-:$42.-=)/?2"4�6-!�-4:2/>-1<,2/-$)'-�22�-

4�'"/@=2�"),-4�-)&3)�:4�6-"$2-)&!;"4!�-!.-,4"$4@=-"2:$�!,!6<-*4"$4�-"$2-78-

:!==@�4"<9-+4'-,2)&2/'$4;-4'-=)/?2&-�<-$4'-:!==4"=2�"-"!-2&@:)"4�6-)�&-

4�.!/=4�6-782/'-"$/!@6$-:!=;2,,4�6-:!�"2�"9�

1<,2/-$)'-';2)/$2)&2&-"$2-;/!&@:"4!�-!.-$@�&/2&'-!.-")/62"2&-34&2!'-"$)"-

$)32-2�-2:"432,<-:!==@�4:)"2&-"$2-�2�2.4"'-!.-,4"$4@=-�)""2/42'9-+4'-2�"2�'432-

�):?6/!@�&-4�-:!�"2�"-:/2)"4!�>-4�:,@&4�6-;/!&@:4�6-)*)/&�*4��4�6-*!/?-.!/-

6,!�),-�/)�&'-)�&-&4/2:"4�6-)::,)4=2&-.4,='>-@�&2/':!/2'-$4'-)�4,4"<-"!-:/)."-

�)//)"432'-"$)"-/2'!�)"2-):/!''-&432/'2-)@&42�:2'9-

1$4'-;)'"-�@�2>-1<,2/-"/)32,2&-"!-�)'$4�6"!�>-(9#9>-"!-)&3!:)"2-.!/-"$2-.@"@/2-

!.-784�6-4�-5=2/4:)-!�-#);4"!,-+4,,-&@/4�6-78'-%!32-5=2/4:)-�22?9-

5&3)�:4�6-�!"$-"$2-:!=;)�<-)�&-"$2-4�&@'"/<-)'-)-*$!,2>-1<,2/-$)'-@'2&-

$4'-=)/?2"4�6-):@=2�-"!-;!'4"4!�-	)"",2-	!/�-	)""2/42'-)'-)-;/2=4@=-

;/!&@:"9-

�	<-,232/)64�6-$46$�;/!.4,2-4�.,@2�:2/'>-:2,2�/4"<-2�&!/'2=2�"'-)�&-

2�"2�'432-2&@:)"4!�),-/2'!@/:2'-�-'@:$-)'-"$2-,)@�:$-!.-"$2-	)"",2-	!/�-

5:)&2=<-�-1<,2/-)�&-$4'-"2)=-$)32-=)4�")4�2&-"$2-�/)�&�'-,2)&4�6-2&629-
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With a sharp eye for  etail an  a  eep commitment to

supporting OEMs an   ealers, Chris has ma e a notable impact

on the RV in ustry. His  e icate  lea ership an  forwar -

thinking approach have not only strengthene  our

organization, but also strategically positione  it for sustaine 

future growth.

We congratulate Chris for this prestigious recognition, along 

with all those young professionals throughout the RV in ustry 

 istinguishe  for this honor!

Northpoint Commercial Finance is prou  to recognize Senior

Risk Manager Chris Patterson for his selection among the

“40 Un er 40” by the e itors of RV PRO magazine!

Northpoint Congratulates Rising Star Chris Patterson
An All the Outstan ing 2025 “40 Un er 40” Winners!An All the Outstan ing 2025 “40 Un er 40” Winners!

www.northpointcf.comwww.northpointcf.com

866.781.2420866.781.2420
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WIL KNOWLES
LIQUIFIED 

CHIEF OPERATING OFFICER; VP OF WHOLESALE 
WITH COMPANY: 3 YEARS | INDUSTRY EXPERIENCE: 7 YEARS
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From solar to water — everything to keep 

you connected.

A complete range of 12V, USB-C, solar,  

water, TV, and AC power sockets,  

all featuring a uniform, low-profile design,  

IP68 & IP69K waterproof, and  

spring-loaded, click-shut lids.

Builder Samples Available

Email usasales@scanstrut.com

Call (860) 308-1416

Ventura Series
Connecting Every Adventure

Scan QR code or  

visit scanstrut.com  

for more info
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DAVE THOMAS 
HUGHES AUTOFORMERS

PRODUCT SUPPORT
WITH COMPANY: 5 YEARS | INDUSTRY EXPERIENCE: 7 YEARS
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CHRIS PATTERSON
NORTHPOINT COMMERCIAL FINANCE

SENIOR RISK MANAGER
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 6 YEARS
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EMALEE FRASE
WINNEBAGO

SENIOR MANAGER, EXPERIENTIAL MARKETING & 
BRAND PARTNERSHIPS
WITH COMPANY: 3 YEARS | INDUSTRY EXPERIENCE: 3 YEARS

%5 7$$-#� .$-/.- -�3& 7-

 8�3& ,$-93�-9$5 7$-.373-

:;$�.- '8-$!)8$.-4 ../3'-

93�-"$�-�3�<-+3�'-9�35-&3�$-

5$53�/$.-.4$',-& 54/'�-

�/,"-"$�-4 �$',.6-�$�-

4 ../3'-93�-,"$-3),833�.-

&3',/')$.- ,-*/''$+ �3-

�"$�$-."$- ��/�$8-�/,"- '-

/54�$../�$-,� &<-�$&3�8-," ,-

/'&7)8$.-�3�<- ,-� �7$1-

� �/8.3'- .-+� '8-�73+ 7-

5 �<$,/'�-5 ' �$�0-

93773�$8-+1-�37 �/.-

('8).,�/$.0-�"$�$-."$-5 8$-

/54 &,.-/'-/,.-����- '8-

.'3�53+/7$-+)./'$..$.6-

��$�-7/9$.,17$- ),"$',/&/,1-5 <$.-"$�- -.,�3'�- 8�3& ,$-�"$'-/',$� &,/'�-

�/,"-,"$-4)+7/&- ,-."3�.- '8-$�$',.0-/77)5/' ,/'�-,"$-+$.,-39-�"1-�$- 77-83-

�" ,-�$-830�- -4$$�-. 1.6

%5 7$$-&3',/')$.-,3-5 <$-.,�/8$.-/'-"$�-& �$$�- ,-*/''$+ �3-�"$�$-."$-

+$� '- .-5 ' �$�-39-5 �<$,/'�-$�$',.- '8-4 �,'$�."/4.6-('-2).,- -9$�-."3�,-

1$ �.0-."$- ..)5$8-,"$-�37$-39-.$'/3�-5 �<$,/'�-5 ' �$�0-$!4$�/$',/ 7-

5 �<$,/'�- '8-4 �,'$�."/4.6-

�"$-" .-'3,-3'71-+)/7,- -.,$77 �-$�$',.-,$ 5-39-$',$�4�/./'�-, 7$',0-+),- 7.3-

�$/5 �/'$8-4�3&$..$.- '8-43../+/7/,/$.-,3-"$74-5 !/5/�$-�$.3)�&$.- '8-

$7$� ,$-&).,35$�-$!4$�/$'&$- ,-5 '1-,3)&"43/',.-,"�3)�"3),-,"$-&354 '1�.-

5 �<$,/'�-933,4�/',6--

*/''$+ �3-3�-$�.- '- �� 1-39-:;.-," ,-$' +7$-&).,35$�.-,3-�3-3�-���/80-

 &&$../'�-�$53,$-47 &$.- '8-., 1/'�-73'�$�-3'&$-,"$1- ��/�$6-�'$-&" 77$'�$-

,"$-&354 '1-9 &$80-"3�$�$�0-� .-�$'$� ,/'�- � �$'$..-39-,"$-9)77-.&34$-39-

/,.-�)��$8-43�,937/3- '8- ,, &"/'�-*/''$+ �3-+� '8-$
)/,1-,3-4�38)&,.-.)&"-

 .-,"$-:$�$7- '8-%���6-%5 7$$-,33<-,"$-�$/'.- '8-"$74$8-7$ 8- -*/''$+ �3-

,$ 5- '8- �$'&1-4 �,'$�.-,3-8$�$734-,"$-�� &<&3)',�1-�$�/$.�-& 54 /�'6-


"/.-.$�5$',-5 �<$,/'�-$�-3�,-'3,-3'71-&$7$+� ,$.-,"$-� &<&3)',�1-9 5/71-

39-4�38)&,.-+),- 7.3-$8)& ,$.-3'-,"$- 8�$',)�3).-7/9$.,17$-,"$1-)'73&<6-(,�.-

 7.3-'3, +7$-,3-�$5 �<-," ,-,"$-& 54 /�'-" .-+$$'-�/$�$8-+1-53�$-," '-	6�-

5/77/3'-�/$�$�.-�/,"-/54�$../�$-$'� �$5$',6-

�$�-$!4 '8$8-�$.43'./+/7/,/$.-/'&7)8$-*/''$+ �3�.-4 ../3' ,$- '8-

8/�-$�$',/ ,/'�-��'$�-�355)'/,10-,"$-�5+ .. 83�-4�3�� 50- '8-,"$-:;-."3�-

&/�&)/,0-/'&7)8/'�-+3,"-/'8).,�1-."3�.0-.)&"- .-
 54 - '8-�$�."$10- .-�$77- .-

 88/,/3' 7-4�$.$'&$.-7/<$-�%��- '8-,"$-��$�7 '8-%!436


"$-$!4$�/$'&$-:;-3�'$�.- '8-9 '.-" �$-�"$'-,"$1-�/./,-*/''$+ �3�.-

"35$-&/,1- '8-,"$-&354 '1�.-�/./,3�.-&$',$�- �$- 7.3-'3�-)'8$�-%5 7$$�.-

4)��/$�0-�"$�$-."$-&3',/')$.-,3-+$- -&"$$�7$ 8$�-93�-/'8).,�1- '8-,"$-

&354 '16

�),./8$-39-�3�<0-%5 7$$-$'231.-�/./,/'�-' ,/3' 7-4 �<.- '8-73�$.- ,,$'8/'�-

5)./&-9$.,/� 7.-�/,"-9�/$'8.6-�"$-.4$'8.-"$�-�$5 /'/'�-9�$$-,/5$-+)/78/'�-"$�-

7 ,$.,-�$�3-/'�$.,5$',0-�/./,/'�-"$�-4�3)8-4 �$',.-/'-*/.&3'./'- '8-83,/'�-3'-

"$�-83�0-�$3��$0-�"3-� .-�$&$',71-"3'3�$8- .-�3�-39-,"$-�3',"- ,-"/.-73& 7-

83��1-8 1& �$-9 &/7/,16
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LUKE STUMP
GEN-Y HITCH

DIRECTOR OF WHOLESALE
WITH COMPANY: 2.5 YEARS | INDUSTRY EXPERIENCE: 8 YEARS
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WE MAKE IT BETTERWE MAKE IT BETTER
CUSTOMER EXPERIENCE

WITH EQ SMART-LEVELAKE IT BAKE IT B
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574-264-3437  |   (800) 846-9659   |   EQSYSTEMS.US
19300 Grange Street, Cassopolis, MI 49031

EQ Smart-Level offers

the option of automatic

leveling operation

via Bluetooth

WE’LL GET YOU
LEVEL IN MINUTES

#getlevel
Now offering

Custom Wire Harnesses

& Battery Cables

#getCONNECTED
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CONNER MAHAN
ALLIANCE RV

DIRECTOR OF DEALER SERVICES
WITH COMPANY: 5 YEARS | INDUSTRY EXPERIENCE: 10 YEARS
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DOUG ACKER
FOREST RIVER

PRODUCT MANAGER – FOREST RIVER IMPRESSION
WITH COMPANY: 5 YEARS  | INDUSTRY EXPERIENCE: 9 YEARS
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Tackle challenges with a robust

dealer management system

that empowers business growth

and improves productivity.

See firsthand how Motility can

transform your dealer operations.

motilitysoftware.com/rvp

Lead With Efficiency

Unify communication with a built-in CRM.

Access a full library of prebuilt reports.

View custom analytics in real time.

Leverage on-the-go functionality.

And more!

moc.erawtfosytilitom@ofni
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GRANT GILLIS
RV MOBILE POWER

OEM SALES MANAGER
WITH COMPANY: 2 YEARS | INDUSTRY EXPERIENCE: 9 YEARS
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NICOLE ROBISON 
DOMETIC

SALES ACCOUNT MANAGER, RV OEM
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 10 YEARS
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HEATHER EK
COACHMEN RV

DIRECTOR OF PURCHASING
WITH COMPANY: 8 YEARS | INDUSTRY EXPERIENCE: 12 YEARS
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PATRICIA LIERMAN
BLUE OX

PRODUCT & SALES INFORMATION SPECIALIST
WITH COMPANY: 11 YEARS | INDUSTRY EXPERIENCE: 11 YEARS
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��"�����+�)$��'����!��� � ��/����� ! ����%���'�� ��,���#"���������������$��'��

������'���'�����!� 5�"��'����!����!#� 5��-	2�������	*!�����!���&��"�/�

���� �#����5��+0

�,���� ! �� ����&�%���'��$ ��������' ����'��� �'�������'���/��5���&'����'�� ��

������'���"����5 ����$���!��� � ���'�����$/0���%��2��.�� ���� ��!������5 ��

2�����"+�,�$���'�"���"������$����5��%�� �����'���"�����������%/����.����� ! �/����"�

'�5���# �����!����!� ����%���&+0

���"�5���"�& $����"����'���&'����5���������5�����"����"/����� ! �� ����5���

�����#�%����'����'��������& �+

�,���� �����������"%�$#�����"��$����!'��� !��!'�"#��/����� ! ������'�&�

�������������%��%������� ����"���� �/0���5 ����%�/�,�����! ��� ������& �'����!�/�

!��� ��������"����#�&�5�� ���"�" !�� �������*!�����!�+0
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KELSEY SCHROCK
RENEGADE RV

PRODUCT INTERIOR DESIGNER & 
MARKETING COORDINATOR
WITH COMPANY: 3 YEARS | INDUSTRY EXPERIENCE: 10 YEARS

,+-./0*)('-&%'$/&0/-*$+&#%$/-

"%*-!"/1$'&%#-(00/*&%"'0/-

20/-3$%$#"*$-345-&' 6+-7$8+$9-

:(;/0(16+-<0=-'0-!"1$-';$-

(0!."%9-8001-#00*5-

>;$';$/-';"'-!$"%+-

1$$.&%#-).->&';-&%*)+'/9-

*$+&#%-'/$%*+-0/-

+.$"/;$"*&%#-(0!!)%&'9-

0)'/$"(;-("!."&#%+?-

@7$8+$96+-/08$-&+-

A$/9-&!.0/'"%'-'0-';$-

./0#/$++&0%-02-0)/-

./0*)('+5B-+"9+-C/0*)('-

D$A$80.!$%'- "%"#$/-

4&('0/-�)$�"*"?-@�;$-

&%'$/&0/-"$+';$'&(-&+-"-

+&#%&2&("%'-*/&A&%#-2"('0/-&%-"''/"('&%#-()+'0!$/+-'0-0)/-=/"%*?B

7$8+$95-��5-;$8.+->&';-';$-&%'$/&0/-*$+&#%+-02-"88-$&#;'-./0*)('-8&%$+-';"'-

3$%$#"*$-./0*)($+5->0/1&%#->&';-';$-./0*)('&0%-'$"!-'0-$%+)/$-*$+&#%-

2$"+&=&8&'9-"%*->&';-';$-.)/(;"+&%#�+0)/(&%#-'$"!?-:;$-"8+0-;"+-"-#/$"'-

>0/1&%#-/$8"'&0%+;&.->&';-"88-';$-+)..8&$/+-+;$-$%#"#$+->&';-';/0)#;0)'-';$-

*$A$80.!$%'-.;"+$5-4&('0/-+;"/$+?-

,8>"9+-(;"88$%#&%#-';$-+'"')+-�)05-7$8+$9-;"+-.)+;$*-20/-A"/&0)+-*$+&#%-

8&2$(9(8$-).*"'$+-"(/0++-"88-$&#;'-./0*)('-8&%$+-'0-$A08A$-3$%$#"*$-346+-

./0*)('+-'0-"-!0/$-'/"%+&'&0%"8-*$+&#%-"$+';$'&(?-�;$+$-$�-0/'+-1$$.-*$"8$/+-

$�(&'$*-'0-+$88-';$-=/"%*6+-./0*)('+-"%*-+$$->;"'6+-%$�'5-4&('0/-"**+?

@7$8+$9-;"+-.8"9$*-"-!"<0/-/08$-&%-"**/$++&%#-"%9-�)"8&'9-&++)$+-';"'->$-

!"9-$%*)/$->&';-*$+&#%�20()+$*-&'$!+5B-4&('0/-+"9+?-@:;$->0/1+->&';-0)/-

�)"8&'9-'$"!-'0-$%+)/$-';$9-;"A$-"88-';$-'008+-';$9-%$$*-'0-&*$%'&29-./0*)('-

$�.$('"'&0%+?-�;$%$A$/-';$/$-"/$-+;0/'"#$+-0/-*$8"9$*-*$8&A$/&$+-0%-;"/*-

+)/2"($+-0/-+02'-#00*-&'$!+5-+;$-*$A$80.+-"-�)&(1-"('&0%-.8"%-'0-$%+)/$-%0-

&%'$//).'&0%+-&%-0)/-./0*)('&0%-%$$*+?B

 $"%>;&8$5-7$8+$9-;"+-"8+0-+("8$*-';$-(0!."%96+-(0!!)%&'9-./$+$%($-

>&';-;$/-&%%0A"'&A$-(0!!)%&'9-0)'/$"(;-&*$"+5-*$A$80.$*-"-2&/!-20)%*"'&0%-

20/-';$-(0!."%96+-!"/1$'&%#-("!."&#%+-"%*-+.$"/;$"*$*-';$-*$A$80.!$%'-

02-';$-(0!."%96+-()//$%'->$=+&'$-.8"'20/!?-

@�;$-/$+)8'->"+-"-!0/$-&%')&'&A$->$=+&'$->&';-!&%&!"8-8"9$/+-"%*-=$''$/-

*"'"-#"';$/&%#-'008+-';"%-0)/-08*->$=+&'$-.8"'20/!5B-4&('0/-$�.8"&%+?-�$''$/-

8$"*-"%*-.$/20/!"%($-'/"(1&%#-;"+-;$8.$*-';$-'$"!-*$A$80.-!0/$-'"/#$'$*-

!"/1$'&%#-("!."&#%+?-

�;$%-+;$6+-%0'->0/1&%#5-7$8+$9-80A$+-'0-("!.-&%-;$/-2&2';->;$$8->&';-;$/-

;)+="%*-"%*-';/$$-(;&8*/$%?-:;$-"8+0-$%<09+-=&1$-/&*&%#5-(088$#$-200'="88-"%*-

(0)%'/9-!)+&(?-:;$-80A$+-"%&!"8+5-."/'&()8"/89-;0/+$+?

@:;$-&+-+$828$++-"%*-;&#;89-."++&0%"'$-"%*-*$*&("'$*-'0-;$/->0/15B-4&('0/-

+"9+-02-7$8+$9?-@:;$-80A$+-'0-#&A$-="(1-"%*-%$A$/-;$+&'"'$+-'0-;$8.-"%9-2/&$%*+-

0/-2"!&89-!$!=$/+-&%-%$$*?B
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JOHN EATON
AIRXCEL

NATIONAL OEM SALES MANAGER
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 13 YEARS

,+-%"'&0%"8-�� -+"8$+-

!"%"#$/-20/-,&/�($85-�0;%-

�"'0%5-��5-+$/A$+-"+-';$-2"($-

02-=0';-';$-:)=)/="%-"%*-

�%4&+&0%-./0*)('-2"!&8&$+-20/-

';$-(0!."%96+-�� -

()+'0!$/+5-.8"9&%#-"-(/)(&"8-

/08$-&%-/$./$+$%'&%#-';$-

,&/�($8-2"!&89-02-=/"%*+?

@�;$%-(;"88$%#$+-

"/&+$-�-+)(;-"+-8"'$-

*$8&A$/&$+5-�)"8&'9-&++)$+-

0/-(0!!)%&("'&0%-#".+-�-

�0;%-'"1$+-2)88-0>%$/+;&.-

02-';$-+&')"'&0%-/"';$/-';"%-

+;&2'&%#-/$+.0%+&=&8&'95B-+"9+-


$%$/"8- "%"#$/-�;/&+-

30=&%+0%?-@�&+-;"%*+�0%-"../0"(;-$%+)/$+-';"'-$A$/9-&++)$-&+-/$+08A$*->&';-

';$-(0!."%96+-=/"%*-/$.)'"'&0%-"%*-()+'0!$/-+"'&+2"('&0%-"+-'0.-./&0/&'&$+?B


%*$/-�0;%6+-8$"*$/+;&.5-:)=)/="%6+-%0%(001&%#-+"8$+-/$A$%)$-;"+-

"(;&$A$*-+&#%&2&("%'-#/0>';-*$+.&'$-(;"88$%#&%#-(0+'-;$"*>&%*+-�-/&+&%#-=9-

	�?��-2/0!-������-'0-������-"%*-=9-	�?��-2/0!-������-'0-������?

@�;&+-+)+'"&%$*-.$/20/!"%($-)%*$/+(0/$+-�0;%6+-+'/0%#-&!."('-0%-

0/#"%&�"'&0%"8-+)(($++5B-�;/&+-+"9+?

:&%($-<0&%&%#-';$-34-&%*)+'/9-	�-9$"/+-"#05-�0;%-;"+-"(;&$A$*-+$A$/"8-

%0'"=8$-./0!0'&0%+?-�$-"*A"%($*-2/0!-&%+&*$-+"8$+-'0-0)'+&*$-+"8$+-

/$./$+$%'"'&A$-"'-�&..$/'-&%-��	�?-,'-,&/�($85-;$-./0#/$++$*-2/0!-"((0)%'-

!"%"#$/-'0-%"'&0%"8-�� -+"8$+-!"%"#$/-&%-����?

@�0;%-�"'0%-&+->&*$89-/$(0#%&�$*-20/-;&+-$%';)+&"+'&(5-("%�*0-"''&')*$-

"%*-./0"('&A$-"../0"(;-'0-./0=8$!�+08A&%#5B-�;/&+-+"9+?-@�$-(0%+&+'$%'89-

*$!0%+'/"'$+-/$+.$('-"%*-(0%+(&$%'&0)+%$++-&%-;&+-&%'$/"('&0%+->&';-=0';-

()+'0!$/+-"%*-(088$"#)$+?-�0;%6+-8$"*$/+;&.-&+-2)/';$/-(;"/"('$/&�$*-=9-;&+-

+0)%*-<)*#!$%'5-*$.$%*"=&8&'9-"%*-(0)/"#$5-$"/%&%#-;&!-/$+.$('->&';&%-';$-

,&/�($8-2"!&89-02-=/"%*+-"%*-';/0)#;0)'-';$-34-&%*)+'/9?B

�%->$$1$%*+5-�0;%-("%-02'$%-=$-20)%*-=0"'&%#-0%-';$-/&A$/-0/-#082&%#5-

=)'-2"88-&+-;&+-2"A0/&'$-'&!$-02-9$"/-=$(")+$-200'="88-+$"+0%?-�0;%-&+-"-./0)*-

�%*&"%"-
%&A$/+&'9-"8)!%)+-"%*-"-*&$�;"/*-�00+&$/+-2"%?-:.0/'+-;"A$-"8>"9+-

.8"9$*-"%-&!.0/'"%'-/08$-&%-�0;%6+-8&2$5-"%*-;$-%0>-$%<09+-&%'/0*)(&%#-;&+-

(;&8*/$%-'0-"-A"/&$'9-02-+.0/'+-"%*-+)..0/'&%#-';$!-"'-';$&/-#"!$+?-�0;%-

A"8)$+-'/"A$8&%#-"%*-$�.80/&%#-%$>-.8"($+-"%*-�)"8&'9-'&!$->&';-;&+-2"!&89?

�0;%-+"9+-;$6+-./0)*-02-';$-'&!$-;$6+-*$*&("'$*-'0-;&+-2"!&895-+"9&%#-

@�;$';$/-&'6+-+)..0/'&%#-!9-1&*+-&%-';$&/-"('&A&'&$+5-20+'$/&%#-+'/0%#-

/$8"'&0%+;&.+-"'-;0!$5-0/-="8"%(&%#-2"!&89-8&2$->&';-!9-("/$$/5-�-=$8&$A$-';0+$-

!0!$%'+-'/)89-*$2&%$-!9-<0)/%$9?B

@�0;%-�"'0%-&+-"-;&#;89-$�-$('&A$-8$"*$/->;0-*/&A$+-';$-=)+&%$++-

20/>"/*->&';-=0';-*&+(&.8&%$-"%*-."++&0%5B-�;/&+-+"9+?-@�&+-8$"*$/+;&.-

+'98$-&%+.&/$+-';0+$-"/0)%*-;&!-"%*-(0%+&+'$%'89-(0%'/&=)'$+-'0-';$-
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KIRSTEN PAYNE
ARROWHEAD CAMPER SALES 
(MAYFIELD, KENTUCKY)
FINANCE & MARKETING
WITH COMPANY: 15 YEARS | INDUSTRY EXPERIENCE: 15 YEARS

"��!�.+� *%+.��*$.!��.���&1.��+�2�+*+'.�*+,�

(*�$.��+��*�����&��.*,��*().��3*1.!�4.�%�

!.��&-!1%�*+,��!�,.,�'*�.,��&�(*$�+��.*'��)�&,-'��

!�.�!.11!�5.���.�5.!�����'*+�5./

�3�.��!�'&+��+-*11%��+�'&+�*'���������.�

(*+-2*'�-�.���.)!��&���4.�!-��.!��&+!�&+��&���&�

(*$.���.�)�&,-'��5.��.�60��.��+&(�+*�&��7*'$�3(����

!*%!/��3�.�*��.+,!�!*1.!���*�+�+�6���.�89��� ��*+,�

)1*+��4�!��!���.+�)&!!�51./0

"��!�.+��*!��.1).,����&��.*,���&��5%�!&-�'�+��

2�+*+'�*1�&)��&+!��.!).'�*11%�2&��2-11���(.�89.�!��

*+,�)�&(&��+����.�5-!�+.!!�4�*�!&'�*1�(.,�*/
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�&��.1)��+'�.*!.�&4.�*11�!*1.!�*+,��.4.+-.�2&��&-��
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HYDRONIC AQUASYSTEM
YOUR COZY RETREAT AFTER EVERY ADVENTURE

The AquaSystem is your first step to enjoying the
benefits of true independence and comfort,
delivering reliable heat and hot water when you need
it most—even on the coldest nights of the year. 

eberspaecher-motorhomes.com

http://eberspaecher-motorhomes.com
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BROOKE DERBINI
WILKINS RV 

DIRECTOR OF FINANCE
WITH COMPANY: 8 YEARS | INDUSTRY EXPERIENCE: 8 YEARS

#"$%&$'! �'$!"�$'�������$

��"!"��$(�)�"$*(�+'$,�-�"�$

)-�$'��"�'�$.�)$�)'$�/0!�)$

�!"$����"�$!"$

(�1!"�2!)�("3'$'4���''5$

6)$7� +�"'$%&�$)-!)$

�/0!�)$-!'$!$"!/�8$
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IGOR RODRIGUES
OWASCO RV

SERVICE MANAGER
WITH COMPANY: 6 YEARS | INDUSTRY EXPERIENCE: 6 YEARS

7-�"$#1(�$%(���14�'�$
��$

,��!/�$)-�$'������$

/!"!1��$�(�$�*!'�($%&�$-�$

-!�$,�1$'-(�'$)($��  �$)!+�"1$

(���$��(/$!$�
�.�!�$

�(/0!".$��)��!"5$94)$!�)��$

!$.�!�$(�$-!"�'�("$)�!�"�"1$

!'$!''�')!")$'������$

/!"!1���$#1(�$')�00��$�")($

)-�$�( �$*�)-$�("����"��5

	��'$-!"�'�("$!00�(!�-$

!"�$*�  �"1"�''$)($�4/0$

�"$*-������$"�����$-!��$

�!�"��$-�/$)-�$��'0��)$(�$

-�'$0���'�$-�'$)�!/$!"�$(4�$

/!"4�!�)4���'��$'!.'$6/.$

&��*�.�$1�"��! $/!"!1��$

!)$�*!'�($%&5

#1(�$�'$)-�$���')$)($!�����$!"�$)-�$ !')$)($ �!��$����.$�!.�$6/.$'!.'5$6"�$

��$"������$-�$*�  $')�0$,�-�"�$)-�$'������$�(4")��$)($�(���$�(�$!"$!,'�")$

!���'(��$!"'*��$0-("�'$!)$)-�$!00(�")/�")$�((���"!)(�3'$��'+$(�$1�)$4"���$

!$)�!� ��$)($/!+�$!$��0!��$-�/'� �5

	7�)-$-�'$,!�+1�(4"�$!'$!"$!4)(/()���$�"1�"����$-�$)-����'$("$�(""��)�"1$

*�)-$)��-"���!"'�$)�(4, �'-(()�"1$�-!  �"1�'$!"�$��"��"1$'( 4)�("'��$6/.$

'!.'5$	;�!"'�)�("'$�"$ �!���'-�0$�!"$,�$�-!  �"1�"1�$,4)$#1(�$�4��+ .$,4� )$

')�("1$�� !)�("'-�0'$*�)-$����.$)��-"���!"$!"�$'������$!���'(�5$��$4"�)��$)-�$

)�!/�$,((')�"1$'-(0$��$����"�.$!"�$� ��!)�"1$�4')(/��$�!��5�

��3'$,4� ��"1$�� !)�("'-�0'$*�)-$�4')(/��'�$)((5$%��(1"�2�"1$)-!)$'(��! $

/���!$�'$)(�!.3'$	��1�)! $�!/0������$#1(�$�"1!1�'$�����) .$*�)-$� ��")'$(" �"��$

(�$���"1$-� 0$!"�$��'( ��"1$�("���"'5$��$! '($�")�(�4���$0(')�'������$

'4���.'$)($!����''$�''4�'$,��(��$)-�.$,��(/�$"�1!)���$�����*'$(�$ (*$

��#$'�(��'5

��"��$,��(/�"1$'������$/!"!1���$#1(�$-!'$)�!"'�(�/��$�*!'�($%&3'$

'������$��0!�)/�")$!"�$-!'$)-�$"4/,��'$)($0�(��$�)8$)��-"���!"$)4�"(���$

*!'$���4���$)($4"���$���$'������$!���'(�$)4�"(���$���4���$)($�4')$���$'! �'$

�( 4/�'$,((')��$,.$���$!"�$(���!  $/!"4�!�)4���$��#$'�(��$�!�'��$,.$�
$

0(�")'5$�4�)-��/(���$,.$�/0 �/�")�"1$)!�1�)��$��#'�$#1(�$-!'$�/0�(���$

)��-"���!"$0�(�4�)���).$!"�$0���(�/!"��$,.$���$!"�$�")�(�4���$!���)�("! $

��#'$)($)�!�+$'������$!���'(�$'4���''5

	��'$��$(�)'$�"$���4��"1$!00(�")/�")$ �!�$)�/�'$-!��$�"'4���$/(��$

�4')(/��'$1�)$,!�+$("$)-�$�(!�$�4��+ .$!"�$��$����") .��$6/.$!��'5

6�)��$'4���''�4  .$(",(!���"1$!"�$)�!�"�"1$'��$"�*$!00��")���'�$#1(�$"(*$

 �!�'$!$)�!/$(�$��$�/0 (.��'$!"�$�'$0 !""�"1$)($1�(*$)-�$)�!/$)($(���$
�$

*�)-�"$)-�$"��)$'��$/(")-'5



NOVEMBER 2025  RV PRO  57

)(*+,-'&(%$#+"$!' $(��(".' ($/(0+-%$!' $*+1�2-03$4,+"$52 $'-6'.(%$.+$7+'-$2$

12-8#2*.8"("9 $ ("6'*($2%6' +"0$*+8-*':3$5!("($!($ !2"( $'%(2 $.+$'1�"+6($

 ("6'*($+�("2.'+- $#"+1$2$.(*!-'*2:$�(" �(*.'6(;$<($2: +$�2".'*'�2.( $'-$2$

-2.'+-2:$=>?$@"+8�3A$*+::2/+"2.'-,$5'.!$ ("6'*($12-2,(" $#"+1$2*"+  $.!($

*+8-."0$.+$(�*!2-,($/( .$�"2*.'*( $2-%$%"'6($/8 '-(  $'1�"+6(1(-.;

4-$!' $#"(($.'1(3$!($(-7+0 $ �(-%'-,$.'1($5'.!$!' $5'#($2-%$#21':03$*21�'-,3$

"'%'-,$1+.+"*0*:( 3$52.*!'-,$�"+#(  '+-2:$"2*'-,3$."26(:'-,$2-%$!2-,'-,$+8.$

5'.!$!' $%+,3$�0�(;

=4-$!' $/"'(#$.'1($5'.!'-$.!($)�$'-%8 ."03$4,+"$!2 $%' .'-,8' !(%$!'1 (:#$

.!"+8,!$(�*(�.'+-2:$2*!'(6(1(-. $2-%$2-$8-526("'-,$*+11'.1(-.$.+$

(�*(::(-*(3A$�10$ 20 ;$=�($2"($!+-+"(%$.+$*+8-.$!'1$21+-,$+8"$.(21$2-%$

(2,(":0$2-.'*'�2.($.!($"(12"�2/:($*+-."'/8.'+- $!($5'::$*+-.'-8($.+$12�($

.!"+8,!+8.$!' $*2"((";A

�����
��������
�������	������	��������
��	���������	��
����

�����������������
������������� ��������!��"��#$�����#��%#��#�%�������#�#&"�

������#
�� ������#�%�� �'"��#
�'��%����(�������#�#&*�)!���$�#&�� ������+'����#��"�

&�%,�#&�� �%�& �����#�#&��#
��#
����!��%����%����%#"�� �!�#%��%#�!�����#&� �#�

� ����%�&�#�(���%#���������%� ��'�
��$��� ���������%��� ������#
����!*

-. ��%#�!�,�!��%�
%�&�����,%�������%��%$��, ���!%��
%*/�����$���%��

�����������	
���������������������	���������	�����

)��#&����%&#�(�
�������
�	#
����
� %#%����������!�����%�
�����#��#���
�����

 %#%�*�.%���"������&#������#%��%#�!��#
�$�
�������%�'��� ��#���������%�� ��

���'%#�������!��%��%#���������%�� ���%#��#��
�&�%,� ��#
�
������%#�%��� �����

�#
����!"�, ������''%���#&��#
��#�'���#&�%� ����, %���������
�#&�� ������������

�#�� �������
*

IAN GARRETT
THE UNITY FOLKS

OPERATIONS MANAGER — EDUCATION & 
CUSTOMER SUCCESS
WITH COMPANY: 2.5 YEARS | INDUSTRY EXPERIENCE: 2.5 YEARS
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HOLLY TOPE
EMBER RECREATIONAL VEHICLES

DIRECTOR OF OWNERSHIP EXPERIENCE
WITH COMPANY: 3 YEARS | INDUSTRY EXPERIENCE: 10+ YEARS
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BY MEL SELWAYRUNNING  THE BUSINESS

ou may have noticed that this month’s issue of 

RV PRO provides information related to jacks and 

levelers for your customers’ RVs (see page 26 for info 

from the National RV Training Academy that dealers 

need to know to help customers with their jacks 

and levelers, and page 66 for a listing of the latest 

products). My column also relates to levels — of 

your parts and accessories inventories.

WHAT Amount of Inventory?
Perhaps you might be asking: How can I determine what the 

overall dollar value of my parts and accessories inventories should 

be? To assist you with this determination, I am offering my CGA 

Circle Tool, which I developed in the previous millennium. 

The CGA letters represent the words:

• COST OF SALES (COS) for the inventory for 12 months

• GROSS TURN of the inventory over the same year

• AVERAGE COST of the inventory for the same 12months

Y
Is Your 
Inventory 
on the Level?

Tips for calculating your 
parts and accessories 
inventory levels and 
boosting gross profit.

S A LT D I U M -  S TO C K . A D O B E . C O M

http://STOCK.ADOBE.COM
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The inserted fi gure shows the CGA Tool 

with three colors representing each of the 

three terms/factors. This CGA Tool can be 

used to calculate each of the three terms/

factors if you know two of them.

To use the tool, you select the term/

factor you want to calculate and cover 

that factor with your fi nger. Since we are 

discussing the inventory level, you will cover 

the “A” — average cost of the inventory for 

the 12-month period in question. The CGA 

Circle Tool indicates that you divide the C 

(COS for 12 months) by the G (gross turn 

desired).

Assume that your total COS for those 12 

months = $636,000 and that you would like 

to achieve a gross turn of four (4). $636,000 ÷ 

4 = $159,000, which is the calculated average 

inventory level. Using this simple example as 

a guide, you can determine the average level 

of your parts and accessories inventories.

To do this, you will need the total COS 

for your inventory for a 12-month period 

and the desired gross turn that you wish 

to achieve for that inventory. If you record 

the data for your parts and accessories 

inventories separately, you can determine 

the desired average level for each of those 

inventories. 

If you have separate groupings for 

portions of your parts and accessories 

inventories, you could calculate the average 

level for each of these groupings. For 

instance, you might have placed all items 

related to water (waste and drinking) systems 

in one group and another set of items 

related to maintenance of the RV in another 

group. This would assist you in establishing 

average inventory levels for each of these 

groups.

I use the term “average” inventory level 

because your inventory will fl uctuate 

between higher and lower values throughout 

the 12 months. This is due to several events, 

such as purchasing for the start of a season, 

purchasing to achieve special discounts and 

payment terms, and for high and low levels 

of customer purchases. This is also why you 

should track your inventory performance 

based on a rolling 12-month period.

Is That All?

In the previous calculations, I used the gross 

turn goal of four (4). If you have been reading 

my columns for a few years, you will recall 

that I suggest an achievable gross turn goal 

greater than four (4) is possible. To assist 

my clients in understanding how gross turn 

impacts gross profi t, I have developed an 

Excel tool to calculate the increased gross 

profi t to be derived by increasing your gross 

turn — with all other factors remaining 

constant. Here are some numbers in an 

example to demonstrate the benefi t of 

increasing your gross turn. 

Assuming:

• Inventory Cost On-hand = $182,500       

• Current Gross Turn = 2.76                  

• Gross Profit % = 31

Yields: Gross Profi t of $226,300     

Increasing the gross turn to 5 increases 

the gross profi t to $409,963.77, which is an 

increase to the gross profi t of $183,663.77!

If this interests you, please email me and 

request the Excel tool.

And That’s Not All!

Ready for some more suggestions for 

calculating your inventory level and possibly 

increasing your gross profi t while also 

enhancing the breadth of your parts and 

accessories inventory?

How much SMI (slow moving inventory) is 

currently occupying space in your storeroom 

or in your display fi xtures and tying up capital 

that could be invested in new products that 

you noticed in an edition of RV PRO?

Using the same Excel tool, you could 

calculate the amount of dead inventory 

that could be eliminated and possibly used 

to purchase goods that are in demand. If 

we assume that 27% of the inventory in the 

previous example is SMI, then by posting 

that percentage in a cell, we determine that 

$49,275 is SMI. This money could either be 

realized as earned income by eliminating the 

SMI or it could be invested in items that your 

customers are currently demanding or might 

be purchasing if these items were on display.

This increase to the breadth of your 

parts and accessories inventories provides 

an opportunity to increase your gross sales, 

your gross profi ts, and to enhance your 

customers’ service experiences because 

they have a broader selection of goods 

to purchase without having to have them 

special ordered.

If you decide that the additional $49,275 

is not needed to purchase new or additional 

inventory, then your average inventory level 

could be $133,225. Using this new inventory 

level and keeping the other factors used in 

the previous section, we can calculate these 

values:

• Inventory Cost On-Hand = $133,225        

• Current Gross Turn = 2.76                  

• Gross Profit % = 31

Yields: Gross Profi t of $165,199  

Increasing the gross turn to 5 increases 

the gross profi t to $299,273.55, which is an 

increase to the gross profi t of $134,074.55!

Have I piqued your curiosity?

Now What?

As with many of my suggestions to improve 

your parts and accessories inventory 

performance, you will need to make some 

changes to how those inventories are 

managed. I have off ered some tools, so now 

it’s your turn to apply them — or not. 

Mel Selway is the president of 
P.A.R.T.S. Inc., a Sahuarita, 
Arizona-based firm providing 
business management analysis 
and training to retailers. He can 
be reached at 520-336-8606 or 
melselway@aol.com.

THIS 

INCREASE 

TO THE BREADTH 

OF YOUR PARTS 

AND ACCESSORIES 

INVENTORIES 

PROVIDES AN 

OPPORTUNITY TO 

INCREASE YOUR 

GROSS SALES AND 

YOUR GROSS 

PROFITS.Ó
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bjections are often an integral part of the sales 

process, which can arise from the moment the 

customer walks in until the time they leave, 

whether a sale is made or not. Typically, the 

consensus on whether objections hinder a 

successful sale often depends on how the 

salesperson handles and resolves them.  

When objections arise, they can significantly impact a customer’s 

emotions and attitude, influencing not only their perception of 

the product being considered but also their judgment of the 

salesperson’s knowledge, ability and competence. If the salesperson 

isn’t clear and concise in their product demonstration, customer 

confusion can create an objection that can disrupt an otherwise 

positive sales process. 

In some situations, customers voice an objection intentionally, 

to try to gain negotiating position, while others may not feel 

comfortable purchasing something unless they first raise an 

objection to force the salesperson to earn the right to sell something 

to them.  

Regardless of how they emerge, managing customer objections 

is a key component in any sales process, and one that requires 

salespeople to be completely prepared so they don’t get caught 

off guard. Unfortunately, many years of observing and coaching 

salespeople have shown me that too many of them go through 

a sales process hoping that no objections will surface and then 

get quite stressed when they do. However, there is a much more 

effective approach.

Advanced Preparation 
Instead of battling objections when they arise, salespeople  

should anticipate them and develop responses in advance. The  

usual objections are often similar from customer to customer,  

so salespeople can prepare responses and quickly recall them when 

needed. 

BY THOMAS MORINRUNNING  THE BUSINESS

O

AU R E M A R -  S TO C K . A D O B E . C O M

8 Steps 
To Avoid 
Customer 
Objections
Boost your sales team’s 
confidence and success 
rate by anticipating specific 
objections and preparing  
in advance.

http://STOCK.ADOBE.COM
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Once memorized, a salesperson can 

make situational adjustments to fit each 

objection as they come up. This will increase 

a salesperson’s confidence level in handling 

them and reduce the stress that accompanies 

them with previously well-thought-out 

answers.  

Of course, salespeople need to analyze 

what causes objections in the first place, 

because that can change the direction of a 

sales process on a moment’s notice. Some 

objections are created by the salespeople 

themselves without realizing it. Here are 

some situations where salespeople may 

cause objections later on.

1. Don’t relieve customer 
anxiety
In my first sales book, “Know Your 

Customer,” I reviewed why knowing your 

customers’ day can help relieve the anxiety 

some customers walk in with. Many of these 

are caused by the normal things we all deal 

with in a day. When I was a salesperson 

years ago, I had to address real-life situations 

because sometimes customers walk in the 

front door with obvious anxiety about 

something that had happened earlier. Maybe 

they: 

• Got a speeding ticket on the way to  

the dealership

• Had an argument with their spouse on 

the phone in the parking lot

• Got a phone call that a son got 

suspended from school for getting in 

a fight

• Received word that a parent received  

a cancer diagnosis

• Got a phone call that her husband lost 

his job

There are more, but those are just a  

few of life’s typical, stressful moments that 

can emotionally derail a customer’s feelings 

and make a customer too unsteady to 

proceed. 

In most cases, these things are not 

a salesperson’s business. But when the 

customer makes them part of the meet-

and-greet process, additional discussion 

needs to take place before proceeding to 

allow the customer to get it off their chest. 

Sometimes, this may include rescheduling  

or (at the very least) taking additional time  

to be a friend, with sincere, person-to-

person sympathy, to help get customers 

back into the frame of mind for a productive 

shopping process. 

It’s not appropriate to pry into a 

customer’s personal life, but customers 

are people, too, and in vulnerable times, 

sometimes they need a friend and that might 

happen to be a salesperson at a particular 

moment in time.      

2. Product doesn’t meet the 
customer’s needs
In the early stages of a meet and greet, too 

many salespeople are determined to make 

a great first impression by showing off their 

product knowledge to the customer, so the 

customer perceives them as professional 

and competent. As a result, the average 

salesperson talks way too much and misses 

valuable information in those first few 

minutes.   

Keep it simple in the meet and greet 

process. Talk less, ask questions, listen and 

take notes. Confirm what you’re hearing 

often with a nod or comment and ask for 

clarification when it’s needed. It’s not just 

what they want, but why they want it, how 

they plan to use it and what they’re willing to 

pay for it.  

The salesperson who isn’t actively listening 

runs the risk of putting their customer in 

front of the wrong product, which virtually 

ensures an objection will arise later. 

3. Didn’t nail down a budget 
range
Getting the true budget from the customer 

is harder than most think, especially when 

salespeople attempt to get that number 

before they have built comfort, rapport 

and trust. Although we need it, trying to 

get a customer’s budget before trust is 

built is often a mistake, as many customers 

intentionally give a number that’s lower than 

reality or, in some cases, have been advised 

to do so before they walk into  

the business.

Salespeople are often satisfied with 

getting just one budget number from their 

customer. It is important to get not only a 

preferred budget but also a maximum dollar 

amount they would consider for the product 

that meets every need or want they had 

when they walked in. 

4. Missed body language 
cues
Asking well-thought-out, specific questions 

will be enough to get all the information 

a salesperson needs to find the perfect 

product that fits the customer’s budget.

However, the perceptive salesperson will 

also pay close attention to the customers’ 

nonverbal clues and body language to 

ensure that it complements the words they 

are saying. If they are saying one thing but 

illustrating uncomfortable body language 

that contradicts that, the perceptive 

salesperson must ask follow-up questions 

to confirm that what the customer said is 

acceptable to them.  

5. Ensure the customer is 
comfortable
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A huge customer fear is that they are afraid 

the salesperson might try to “pull something 

on them.” This can be easily prevented by 

announcing what you plan to do next and 

asking if it’s OK with them. 

Ask something like: “Would you prefer 

that we start looking at products that are on 

the lower price of your budget fi rst, or the 

higher end?” This is a good way to start. Each 

time you want to go in another direction, 

announce it to the customer fi rst and ask if 

they’re comfortable with that. 

6. Confirm that the 
decision-maker is present
Far too many salespeople spend hours 

working with a customer, and when trying 

to close them, fi nd out that they aren’t the 

fi nal decision-maker. Some sales managers 

and coaches like to ask that question near 

the middle of the process, but this should be 

covered in the early stages. The key is when 

to ask and how to ask. 

When to ask: The salesperson must 

achieve comfort, rapport and trust fi rst. 

The customer must answer questions 

willingly before asking if they are the fi nal 

decision-maker. 

How to ask: With comfort, rapport and 

trust in place, it’s fi ne to say: “Are you the 

person who can approve a fi nal purchase, 

or will someone else help you decide to 

purchase today?” If both buyers are not 

present, the salesperson should reschedule 

or get the second buyer on the telephone. 

7. Tune into whether a 
customer feels comfort, 
rapport & trust 
No transition from meet and greet to 

product demonstration should move forward 

until comfort turns into rapport and rapport 

turns into trust. Observations of salespeople 

have proved to me that this is the point 

where more deals are lost than any other in 

a sales process, because this one step was 

rushed and overlooked. 

8. Slow down in the first 
few minutes
Customers come to a business to look 

at their product, and they are excited and 

can’t wait to go do it. They’re often anxious 

and in a hurry, but too many salespeople 

succumb to the urge to rush their customer 

in front of the product before other 

necessary things have been established. 

Salespeople need to establish a slower 

pace initially before jumping into their 

company’s selling system with each 

customer. It’s the fi rst test to establish 

that they will control the process, not the 

customer. The moment a customer dictates 

the pace of the shopping process is the exact 

moment when the salesperson gives up any 

sort of control over their selling system and 

how the customer participates in it. 

Implementing these eight steps can help 

prevent objections that derail an otherwise 

enjoyable shopping process and increase the 

odds of earning a sale. 

Thomas Morin is a sales coach and author 
in Nort h Myrt le Beach, South Carolina, who 
teaches salespeople in all industries 
how to build the rapport  and trust 
that customers must feel to be 
comfort able buying. Listen to 
Morin’s podcast “No Trust, No 
Sale” on Spotify, iTunes and 
Amazon. Contact Morin at 
bookauthorcoach@gmail.com.

teaches salespeople in all industries

rv-pro.com/subscribe

SUBSCRIBE TODAY 
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ALL THE RV 
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– and it’s FREE!

Subscribe now and get: • Coverage of 
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JACKS & LEVELERS

RV AF TER M ARK E T

SPECIAL PRODUCT FOCUS

TOP & SIDE MOUNT JACKS

Demco Products, Boyden, Iowa, presents its Top and Side Mount 

Jacks. Demco jacks serve the ultralight trailer market with GVWRs 

from 2,000 to 7,000 pounds. Made of steel with black powder-

coated outer tubes and zinc-plated inner legs for lasting protection, 

the line includes top-wind and side-wind confi gurations plus side-

mount swivel, pipe-mount, A-frame, weld-on and weld-in choices. 

Well-known in the RV industry for towing equipment, couplers and 

trailer accessories, Demco strengthened its lineup with its jack line 

introduced in 2023.

demco-products.com

ELECTRIC TRAILER TONGUE JACK

Lippert, Elkhart, Indiana, presents its Lippert Power Stance Electric Trailer 

Tongue Jack. The Power Stance electric tongue jack is an alternative to manual 

cranking. Built for A-frame trailers, it delivers 3,500 pounds of lift capacity with 

push-button operation. Featuring a 2-way-to-7-way plug powering system, it 

connects directly to your tow vehicle with the optional Power Swap Auxiliary 

Cord, protecting your RV’s battery. With built-in LED lights, chain storage, a 

protective one-piece head cover and an emergency manual crank for backup, 

the Power Stance eliminates the strain of manual jacks.

lippert.com

ELECTRIC TRAILER JACK

Meyer Distributing, Jasper, Indiana, 

offers its 3500-Pound Electric Trailer 

Jack. This 3500-pound electric 

trailer jack offers operation with 

a responsive touch panel for easy 

extend and retract. Built-in LED 

lighting ensures visibility in low 

light, while the automatic retraction 

and stop feature enhances safety. 

Battery monitoring indicator lights 

keep you aware of power levels, and 

sleep mode with a control panel 

safety lock prevents accidental 

use. Durable and convenient, it’s a 

perfect upgrade for safer, smarter 

trailer handling.

meyerdistributing.com

RV 

LEVELING 

RAMPS

Camco 
Manufacturing,
Greensboro, North 

Carolina, offers its FasTen RV Leveling Ramps. Achieve faster, more reliable 

RV or trailer leveling with Camco’s FasTen RV Leveling Ramp Kit. Designed 

for ease and effi ciency, this set of two durable tire ramps provides perfect 

leveling with minimal effort. The heavy-duty trailer ramps feature a secure 

tire curve for maximum grip and an AccuPark ridge, allowing for fast and 

accurate parking. A built-in T-handle ensures easy positioning, transport 

and storage. Compatible with FasTen Camper Leveling Blocks.

camcooutdoors.com

Manufacturing,

RV STABILIZING BLOCK 

Weigh Safe, Lindon, Utah, offers 

its Flap Jack. The Weigh Safe 

Flap Jack is a foldable, space-

saving RV stabilizing block built 

for trailers, campers and heavy 

equipment. Rated up to 6,000 

pounds, it delivers fast setup, 

stability and portability. Durable 

construction and a compact 

design make it a solution for 

saving space without sacrifi cing 

strength. From family trips to 

jobsites, the Flap Jack makes 

setup safer, easier and more 

convenient — wherever the road 

takes you.

weigh-safe.com

http://meyerdistributing.com
http://camcooutdoors.com
http://weigh-safe.com
http://demco-products.com
http://lippert.com
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SOLUTIONS

HEAT& SOUND
CONTROL

INNOVATIVE

HELP YOUR VAN PASS 
THE ADVENTURE TEST!

• CREATE QUIET COMFORTABLE INTERIORS

• DRASTICALLY CUT INSTALLATION TIMES

• LATEST IN HI-TECH LIGHT WEIGHT MATERIALS FROM 

    THE INDUSTRY LEADER IN HEAT & SOUND CONTROL

THE ADVENTURE TEST!

CUSTOM CUT 
INSULATION KITSINSULATION KITS
SPRINTER • PROMASTER • TRANSIT

ADVENTURE APPROVED 
HEAT & SOUND CONTROL PRODUCTS

DESIGNENGINEERING.COM

Clean That 

Sparkles

800.348.3505
centurychemical.com

DROP LEG STABILIZER JACKS

Husky Towing, Exeter, Pennsylvania, presents its Drop 

Leg Stabilizer Jacks. Protect your trailer from rocking 

or tipping when not attached to the tow vehicle with 

a pair of Husky Towing Foldable Drop Leg Stabilizers. 

These stabilizers are made from heavy-gauge metal 

construction for durability and strength, and easily fold fl at 

against the trailer frame or body for space-saving storage. 

No need to remove and store them separately from the 

trailer — they are always in place and ready for the next 

time they are needed. 

huskytow.com

HYDRAULIC LEVELING SYSTEM

Leveltron, White Pigeon, Michigan, offers its AKQ Hydraulic 

Leveling System. Leveling solutions for a diesel pusher, Class A 

gas, Class 8, school bus conversions and other heavy-duty chassis. 

A replacement for malfunctioning, discontinued and obsolete 

leveling systems. One-touch automatic leveling with a lifetime 

warranty on the cylinders. All components for the Bigfoot hydraulic 

systems are either manufactured in-house or sourced from 

suppliers located in the American Midwest.

thebigfootleveler.com

http://huskytow.com
http://thebigfootleveler.com
http://centurychemical.com
http://DESIGNENGINEERING.COM
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STEEL TRAILER FRAME

TechFab Steel, Vandalia, Missouri, presents its 
Steel Trailer Frame. TechFab leverages state-
of-the-art machinery and effi cient processes 
to minimize lead times while maintaining 
quality. Whether it’s ensuring precise 
cuts, accurate markings or seamless 
assembly, steel or aluminum, 
TechFab strives to exceed 
expectations.

techfabsteel.com

ELECTRIC TONGUE JACK

RecPro, Bristol, Indiana, presents its RV 
Electric Tongue Jack. The RecPro Electric 
Tongue Jack assists with RV leveling and 
stabilizing. It offers a lifting capacity of up 
to 3500 pounds with an 18-inch stroke and 
LED lights for use at nighttime or in low-
light conditions. Hardened steel gears, a 
UV-protected casing and a black powder-
coat fi nish offer durability and longevity to 
ensure long-lasting and reliable usage. This 
12-volt electric tongue jack can be operated 
with one button press or via the emergency 
crank-through handle.

recpro.com

ELECTRIC TONGUE JACKS 

Stromberg Carlson, Traverse City, Michigan, offers its Family 
of Jacks. Stromberg’s electric tongue jacks are available in 
capacities from 2500 to 5000 pounds. The JET-2500 supports 
lightweight trailers pulled by smaller vehicles. The JET-3555 
(white) and JET-3755 (black) tongue jacks support trailers using 
weight distribution hitches pulled by SUVs or lightweight trucks. 
The JET-4500 uses half the power of other jacks and features 
ball screw technology to ease setup and teardown. The JET-
4500 and JET-5000 are for large, heavy-load trailers pulled by 
tow vehicles with stiff suspensions that cause more resistance 
when setting weight distribution bars.

strombergcarlson.com

CURVED LEVELER

Valterra Products, Mission Hills, California, presents its StayPut Curved Leveler. 
Valterra Products’ new curved leveler kit simplifi es setup, offering a broad 1/2-inch 
to 4-1/2-inch lift range. The Stop Line prevents roll-offs, while ridged grips ensure 
stability. This heavy-duty curved leveler and wedge chock combination eliminates 
the guesswork, getting travelers off the pavement and into relaxation faster. 

valterra.com

ALL-IN-ONE RV LEVEL

Wheel Masters, Vancouver, Washington, presents its Level 
Master. The Level Master (PN 6700 for trailers, 6780 for 
fi fth wheels) is a large, 11-by-2-3/4-inch, all-in-one RV level 
designed for easy, accurate leveling. Visible from the driver’s 
seat, it provides both side-to-side and front-to-rear leveling 
assistance for trailers, fi fth wheels and motorhomes. Each 
mark on the scale equals 1 inch of blocking, making setup 
simple. The adjustable front-to-rear scale works with tongue 
jacks. Easy to install and backed by a 1-year limited warranty.

wheelmasters.com

http://wheelmasters.com
http://strombergcarlson.com
http://techfabsteel.com
http://recpro.com
http://valterra.com
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YOUR RV POWER SOURCES...& MORE!

VIGILANTE LOCKS::VIGILANTE LOCKS::

PROVIDES RELIABLEPROVIDES RELIABLE

LOCK SOLUTIONSLOCK SOLUTIONS

DESIGNED SPECIFICALLYDESIGNED SPECIFICALLY

TO SAFEGUARD YOURTO SAFEGUARD YOUR

RV’S MOST VALUABLERV’S MOST VALUABLE

POWER SOURCES—ANDPOWER SOURCES—AND

MORE.MORE.

CALL 855-646-6458 TO INQUIRE ABOUT OURCALL 855-646-6458 TO INQUIRE ABOUT OUR

SPECIAL DEALER PRICING & GET YOUR 50% DISCOUNT!!!SPECIAL DEALER PRICING & GET YOUR 50% DISCOUNT!!!

WWW.VIGILANTELOCKS.COMWWW.VIGILANTELOCKS.COM

BATTERY SHACKLES

ENTRY DOOR LOCKS

LP TANK LOCKS

SPARE TIRE LOCKS

...AND MORE!!!!!MORE!!!ANND

50%
OFF

GDRADMIN.COM

RV LEVELING BLOCKS

Ultra-Fab Products, Elkhart, Indiana, offers its Heavy-

Duty RV Leveling Blocks that offer reliable RV leveling. 

No shifting, no collapsing — just solid support where 

you need it. Made from ultra-tough plastic with a 

massive 30,000-pound weight capacity. Engineered 

for rugged outdoor use, they are backed by a lifetime 

warranty. Each block measures 8.3125 inches by 8.3125 

inches. Adds 1 inch of height per block. Available in a 

four pack, eight pack or 10 pack.

ultra-fab.com

HYDRAULIC LEVELING SYSTEM

EQ Systems, Cassopolis, Michigan, offers its EQ Smart-Level 

Hydraulic Leveling System. EQ Systems has a wide variety of 

leveling systems, including a clamp-on system designed for the 

Sprinter (Pat. 12,319,247) and Transit Cutaway Chassis. The system 

comes with an electric over hydraulic pump that will level your 

coach in minutes. EQ Smart-Level also allows full operation of the 

leveling system from a smart device when paired with the EQ 

Bluetooth app.

eqsystems.us

http://ultra-fab.com
http://GDRADMIN.COM
http://WWW.VIGILANTELOCKS.COM
http://eqsystems.us
https://gdradmin.com/
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Built Tough for
RV and MarineRV and Marine

WR 009WR 009

StainlessStainless

www.PinnacleCombos.comwww.PinnacleCombos.com

Sales SpecialistsSales Specialists Today!Today!

Keep your favorite beverages perfectlyKeep your favorite beverages perfectly

chilled with a precise temperaturechilled with a precise temperature

range of 41°–71.6°. Every bottle can berange of 41°–71.6°. Every bottle can be

stored at just the right temperature forstored at just the right temperature for

optimal flavor. It’s perfect for enjoyingoptimal flavor. It’s perfect for enjoying

by the fire this fall with friends andby the fire this fall with friends and

family. This compact wine refrigeratorfamily. This compact wine refrigerator

ensures your drinks are always ready,ensures your drinks are always ready,

making every gathering cozy andmaking every gathering cozy and

effortless.effortless.

Also available in

Red and Black

COMMAND
 CENTRAL

FOR THE FAMILY ADVENTURE

SERV+™

DIGITAL SWITCHING
SYSTEM DISPLAY

FOR TOUCHSCREEN CONTROL AND
MONITORING OF YOUR RV SYSTEMS

© Garmin Ltd. or its subsidiaries.
All rights reserved.All rights reserved.

Battery Shackles

Propane Tank Locks

Spare Tire Locks

Entry Door Locks

Hitch Pin Locks.

Wholesale

Pricing 

Available!

Call 855-646-6458

Your RV power sources 

and more...

www.vigilantelocks.com

50%

off

for 1 timest

customers
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AUGUST 2025 SHIPMENTS

28,212 (units) 

total RV shipments

3.1% decrease 
compared to August 2024 
(29,105 units)

To date, shipments are 

up 4.2% with 

241,550 units

Thanksgiving On the Go

Election Results: 

2026 RVIA Board of 

Directors

Official representatives from member 
companies cast their votes during the 
September balloting for four open 
seats announced in August. New and 
returning 2026 members are:

RV Manufacturers:

Ryan Elias — president 
and general manager of 
Triple E Recreational 
Vehicles/Leisure Travel 
Vans

Brett Randall — 
president, CEO and 
majority owner of 
Columbia Northwest 
Inc., d/b/a Aliner

RV Suppliers:

Brent Diver — partner 
and chief revenue officer 
for Ranger Distribution 
Inc.

Mike Hesse — CEO and 
owner of Blue Ox

Spending the holiday in your RV with limited space and oven power? 
No worries — check out these RV-friendly Thanksgiving recipes that 

are quick and delicious for the whole camp.

“The innovation of our industry is on full 
display as manufacturers and suppliers 
continue to build new products and features 
that appeal to a wide variety of lifestyles 
and budgets that make up today — and 
tomorrow’s RVers,” said RVIA President 
and CEO Craig Kirby. “RVing has always 
been about freedom and adventure, and 
it continues to be one of the best ways for 
families and friends to get out there and 
make memories that will last a lifetime.”

• Instant Pot Turkey Legs 
With Gravy
Instant Pot makes the breast 

juicy and tender. 

berrymaple.com

• Slow Cooker Brown 
Sugar Pineapple Ham
Easy to make with just fi ve 

ingredients.

myorganizedchaos.net

• Slow Cooker Mashed Potatoes
 (no boil)
Saves you from boiling, draining and 

mashing potatoes on the stove.

kristineskitchenblog.com

• Air Fryer Corn on the Cob
Fresh or frozen and cooked to 

perfection in an air fryer.

temeculablogs.com

• Slow Cooker Green Beans With 
Shallots & Almonds
Green beans are slow cooked in bath of 

butter and vegetable stock.

culinaryginger.com

• Instant Pot Cranberry Relish
Ready in 4 minutes and the perfect 

topping for your Thanksgiving meal.

cleaneatingkitchen.com

• Campfi re Apple Pie 
No-fuss apple pie foil 

packets that can be 

made on the grill or 

over a campfi re.

lovefromtheoven.com

• Slow Cooker 
Stuffi  ng With Sausage & Kale
A surefi re winner for the RV park 

potluck.

off theeatenpathblog.com

This growing travel trend is not only 
about where you travel but also about 
how you feel when you’re there. Some 
of the most in-demand getaways are 
now the quietest ones — such as laid-
back small towns with walkable main 
streets, countrysides and unhurried 
aft ernoons.

• According to Priceline’s 2025 travel 
trend report, young travelers are 67% 
more likely than average travelers to 
see a vacation as an opportunity to 
live out their small-town fantasies.

The RV industry can underscore this 

trend to their consumers by:

• Working with RV parks and 
campgrounds: Encourage RV parks 
and campgrounds that are located 
near small towns to highlight their 
proximity to local att ractions.

• Highlighting the narrative: Creating 
content, such as articles and social 
media posts, that tells the stories 
of RVers exploring various local 
att ractions.

• Creating townsize-themed travel 
guides: Develop and distribute 
themed itineraries that focus on 
specifi c towns or regions. 

• Leveraging infl uencers and user-
generated content: Partner with RV 
infl uencers and digital nomads who 
are already practicing townsizing.

Trends To Know: Townsizing

Source: Go RVing

Pit Stop

http://berrymaple.com
http://culinaryginger.com
http://cleaneatingkitchen.com
http://kristineskitchenblog.com
http://temeculablogs.com
http://myorganizedchaos.net
http://lovefromtheoven.com
http://offtheeatenpathblog.com
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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.

Partnering with 

Protective is essential 

for your F&I success.

Join the leaders in F&I success—

because your dealership deserves the best.

800-245-4359  |  protectiveassetprotection.com/essential/rv

http://protectiveassetprotection.com/essential/rv


GENESISPRODUCTSINC.COM

Coachmen partnered with Genesis to develop 

a full interior solution that is ultra lightweight, 

trend-forward and allows customers to store 

more and go farther on a single charge. 

ENGINEERED  
TO GO FARTHER
RVEX Partnership

See how  

we did it

GENESIS INTERIORS

lighter cabinetry 
vs traditional  
plywood 

270

4545%

50% lighter floors,  
walls and ceilings 
vs OSB 

mile electric  
range 

© 2025 Genesis Products inc. All rights reserved.

https://genesisproductsinc.com/

