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Park model RVs provide an appealing rental option for campgrounds all year
long, helping owners to boost the park’s bottom line. Photo courtesy of Cavco.

EDITOR’S NOTES

By Justin Leighty

2016— an Important Year for Campgrounds
This is a year of significant milestones for the RV park and campground arena. The U.S. Forest Service’s first campground turned 100
in 2016 while the National Park Service celebrated its centennial in
August — an important milestone for an agency that oversees legendary landmark parks like Yellowstone, Yosemite and Great Smoky
Mountains as well as lesser-known locations like Hot Springs
National Park in Arkansas, Haleakala National Park in Hawaii and
the Capulin Volcano National Monument in New Mexico.
They, of course, are national treasures that represent the heart
and soul of America. In a commercial sense, moreover, they also
have functioned for years as business incubators for the independent RV park and campground sector. Public parks — local, state
and national — are where millions of Americans learn to enjoy the outdoors. And that camping
lifestyle obviously spills over into the private sector in countess ways every day.
Closer to home, the National Association of RV Parks and Campgrounds (ARVC) is also
celebrating a significant milestone this year, marking 50 years since the Colorado-based trade
group was founded in 1966 as the National Campground Owners Association (see page 3).
Looking back, Marcia Galvin, ARVC’s immediate past-chairwoman, sees the shoulders of leaders
who have elevated the U.S. RV park and campground sector as ARVC supporters — including her
father, Al Daniels, one of the organization’s founders and long-time board members. He served
as board president in 1988 and, in the process, helped restructure the organization. “Growing up
watching what he did, all the things, I certainly had a great role model,” said Galvin, who helps
run her family’s Normandy Farms Family Campground in Foxboro, Mass. “He’s still so interested
to hear what’s going on. He always has that curiosity and interest of what’s going on with the
national association.
“What I really enjoyed most about growing up in the industry is all the people I’ve met, people
my age and growing up in the industry, and all the role models I’ve looked up to,” she added. “It’s
been an important part of my life. I’ve felt very fortunate.”
Galvin, however, doesn’t view ARVC’s 50th as a time to simply focus on the past. “There are so
many people that have just given themselves to this industry,” she added. “I’m looking forward
to seeing who’s going to come shoulder-to-shoulder with the great people who have come before
us. ARVC is celebrating 50 years; we still need and want these leaders to emerge and change the
industry for the better. It’s an exciting time to think about who the leaders were in the past and
who they’re going to be in the future. The industry is going so well; it’s really something that’s
going to continue for a long time. It’s going to be fun to watch new leaders emerge.” WCM
www.woodallscm.com
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Cavco’s Stegmayer Now
In RV/MH Hall of Fame

The 2016 class of inductees to the
RV/MH Hall of Fame in Elkhart, Ind.,
included one man who has a strong hand
in both industries.
Joseph H. Stegmayer of Cavco Industries Inc. was one of the 10 people honored Aug. 1 at the Northern Indiana Event
Center, part of the RV/MH Hall of Fame.
Those inducted in the class of 2016
alongside Stegmayer include:
• Gary Bunzer, Bunzer Consulting Inc.
• Ernie F. Friesen, All Seasons RV/Redding RV.
• Jay C. Hesse (deceased), Blue Ox.
• Ross Kinzler, Wisconsin Manufactured Housing Association.
• Thomas R. “Tim” McGuire, The Coast
Distribution System Inc.
• James (Jim) Miller, R-Anell Housing
Group.
• William (Bill) Overhulser, Del Rey Industries.
• Robert Edward Richardson, Richardson Homes Corp.
• Roland Sahm (deceased), Founder of
Elixir Industries. WCM

ARVC Turns 50 in 2016, and Association President Paul
Bambei Believes the Time Has Been Good to the Group

ARVC President and CEO Paul Bambei at
the organization’s Colorado headquarters.

‘Financially speaking, if you’re not a member, you’re missing
out. When you get into the more intrinsic benefits that ARVC
provides, you’re standing on the outside looking in and hurting
your business in the process,’ said President and CEO Bambei.
In 1966, a group of campground owners got
together at a camping show in Massachusetts
and decided they, and others like them, should
band together to help represent each other’s
interests.
They formed the National Campground Owners Association (NCOA), the group that has
grown over the last 50 years into today’s National
Association of RV Parks and Campgrounds
(ARVC), a Centennial, Colo.-based association of
some 3,000 private campground and RV park
operators from across North America.

“It began with some very forward-thinking
campground owners who really saw the need
for a national voice, especially when it came to
government affairs and the importance of having a lobby in Washington, D.C.,” said Paul
Bambei, the association’s president and CEO.
Among those NCOA pioneers were farsighted individuals like Dan O’Connell, Herb
Strauss and Al Daniels, gentlemen who, in
Bambei’s mind, clearly understood the importance of leverage — the fact that there’s
strength in numbers. “These guys got together

and made it happen,” said Bambei, noting that
the association’s founding members invested
their own money and solicited funds from others
to organize a trade group that initially had 65
members with its headquarters in Greenwich,
Conn.
In the late ’80s, NCOA’s board realized that
outside representation wasn’t enough and
decided to hire a dedicated staff for the association, tapping career association executive
David Gorin to become the organization’s first
executive director fully employed by NCOA, by
then headquartered in Reston, Va.
In the early 1990s the organization adopted
its current name to reflect its representation of
RV parks and campgrounds, and Gorin served
as ARVC’s president throughout that decade.
“It’s a great milestone,” Gorin said, looking
back at the association’s first five decades. “I
can certainly congratulate them on reaching it.
The association seems to be doing OK,” added
Gorin, who remains a supplier member in his
role as a campground consultant with Gorin +
Cohen Consulting. “I think Paul’s doing a
really good job. I think his staff is good. They’re
chugging along.”
By the time Gorin had taken the reins, NCOA
had already developed a strong education
focus. In 1989, there were 130 certified park
operators through what grew into the association’s Outdoor Hospitality Education Program.
That, in turn, led to the establishment in 1994
of the National School of RV Park and Campground Management in Wheeling, W.Va., a
two-week school that expanded in 2015 to a
second campus in Denver.
ARVC Turns 50 – continued on page 4

Staverosky, Ames Join Cruise Inn Team Louisiana Park Owners to Rebuild After
to Help Grow Brand in North America ‘Worst Disaster Since Hurricane Sandy’
Jerome
Staverosky

De-Ann
Ames

Cruise Inn announced the addition
of Jerome Staverosky and De-Ann
Ames as directors of business development. They will be responsible for
growing the brand throughout North
America.
“Jerome and De-Ann have proven
track records and strong relationships
within the outdoor-hospitality industry. We are confident they will help
maintain the positive momentum
we’ve enjoyed this year and continue
WOODALLSCM.com

our successful development,” said
Scott Anderson, president and CEO
of Cruise Inn.
Staverosky brings more than 30
years of experience in the hospitality
industry, including the last five years
as director of sales for RMS Hospitality Solutions, which has been at the
forefront of reservation and onlinebooking systems for RV parks and
campgrounds for nearly 30 years. It’s
also the software provider for Cruise
Inn parks. Staverosky also spent three
years with Affinity Group Inc., where
he managed the development, sales,
and support of the company’s
RVTripsetter online reservation service for the outdoor-hospitality market.
Staverosky’s other past positions
were director of property systems for
Richfield Hospitality and national
marketing manager for 1mage Software.
Ames joins Cruise Inn after serving
as a district sales manager at Champion/Athens Park Homes and, previously, as vice president of sales and
marketing and managing partner for
Platinum Cottages, which specializes
in providing luxury cottages and custom RV park homes. There, she grew
sales from initial start-up to $8 million
in less than two years. Ames also spent
eight years with the Alta Cima Corp.,
where she was general manager of the
highest-producing park model RV
dealer in the nation, and as finance
manager for Athens RV Sales. WCM

Louisiana RV park flooding. (photo courtesy of the Daily Herald)

Historical flooding in Louisiana in August
swept away homes, cars and possessions
— but not the positive attitudes of area RV
park owners.
Over a three-day period beginning Aug. 11,
the Baton Rouge area received more than two
feet of rain. As rivers rose (the Amite River
eventually crested at 58 feet, beating the former record by more than six feet), water began
flowing into streets and homes. Once the
water receded, officials estimated more than
40,000 homes were damaged or destroyed.
RV park owners are among those
affected by what the Red Cross is calling the
country’s worst national disaster since
Hurricane Sandy in 2012. Maurice LeBlanc,
co-owner of Yogi Bear’s Jellystone Park in
Robert, said the days immediately following
the flood were quite busy. “The first priority
was getting into the cabins and getting the
water out.” All 85 of his cabins and his ranger
station took on water, he told Woodall’s

Campground Management.
The submerged campsites will recover
quickly, LeBlanc said, but the cabins are a
bigger project. He’s confident he can renovate the 75 units with sheetrock walls while
10 cabins constructed with pressboard are
likely a total loss. The park, he said, doesn’t
have flood insurance and it doesn’t quality
for funds from the Federal Emergency
Management Agency (FEMA). Instead,
LeBlanc will try to obtain a U.S. Small Business Association loan to rebuild the cabins.
If he can’t get the loan, “we’ll have to sit
down and make some hard decisions,” he
said. That likely means piecing together the
money to rebuild the cabins over a number
of years.
Jackie Blount with Lakeside RV Park in
Livingston said her community was spared
from the flooding. The park is now welcoming area residents who are living in their RVs

Louisiana Parks – continued on page 25
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Two More Campgrounds
Join KOA System
A pair of campgrounds joined the
Kampgrounds of America Inc. (KOA) system, the Billings, Mont.-based franchisor
announced in August.
Crown Point Campground in Strafford,
N.H., has become the Strafford/Lake Winnipesaukee South KOA. The campground
is owned by Jay and Kim Gagnon, who
purchased it in 2002.
In addition, Colonial Campground in
Ohio has become the Coshocton KOA. The
campground is owned by Ryan and
Camille McPeek.
Jay and Kim Gagnon said they firmly
believe in offering high-quality camping for
both individuals and families and continue
to focus their efforts on having a safe
place where guests can stay and escape
from the worries of everyday life.
“We came from the city, where you
don’t even let your kids play in the front
yard,” said Jay. “Here they can run around
and enjoy themselves.”
Ryan and Camille McPeek live near
their campground, and both work there full
time. They also give a great deal of credit
— and thanks — to Ryan’s parents, John
and Shelley.
“I told my dad before I bought it that I
couldn’t do it without his help,” said
Ryan. “My dad just retired, so he’ll be
more involved. Mom works here a lot,
too, and we couldn’t get a lot of things
done without them. They’ll see something falling behind, grab ahold of it and
just make it happen.”
This fall, Ryan and Camille are looking
forward to beginning construction on a
swimming pool. They also are already
making plans for future changes.
“We like living here and adding
something to the community,” said Ryan.
“Having this as our home continues to
motivate us make this park the very best
it can be.” WCM

ARVC Turns 50 —from page 3
When Gorin stepped aside in 2000, former
ARVC board member Linda Profaizer became
the association’s second full-time administrator.
“I enjoyed my time there, I think the people are
great,” said Profaizer, now a business development director with Cruise Inn RV Parks. “There
are a lot of park owners who really care about
the national association and work really hard
to create good education programs and other
programs for the industry.”
When she attends the annual convention,
Profaizer said she sees some familiar faces,
though “there’s definitely been a lot of change.
You see a lot of younger people coming in and
running their campground as a business. It used
to be more of a family operation, people running
it part time and having other jobs. Now they’re
running them full time as a business.”
During Profaizer’s tenure, ARVC moved to
Colorado, where Bambei took over in 2010.
“Today, the association remains at about
3,000 members and is very stable,” Bambei said.
“We know there’s growth opportunity and one
of our primary goals in 2017 is to start making a
serious dent in non-member potential,” trying to
reach more of the estimated 6,000 to 7,000
private campgrounds in the U.S.
Meanwhile, there has been an important
ARVC membership change this year. In April,
the ARVC board decided to give state associations the option of whether to remain a 100%
shared member partner. It’s a change Bambei
said is a positive one. “We decided the states
needed to have the flexibility to give their
members a choice. The majority of states have
indicated they prefer to stay 100% partners with
ARVC. Specifically this means each state board
will decide if their state association will commit
to 100% shared members.”
Looking into the future, ARVC’s educational
programs are on the cusp of gaining national
accreditation, too, Bambei said.
The ARVC Foundation made its formal
application to a nationally recognized accreditation organization in August, and is currently
waiting for finalization prior to this year’s ARVC
Outdoor Hospitality Conference and Expo
(OHCE), which runs Nov. 8-11 at the Fort Worth
Convention Center.

KOA Care Camps Hits $10M in Fundraising,
Sends 35,000 Children to 129 Camps in 2016

Wade Elliott presents the 2016 check from
KOA Care Camps to Camp Goodtimes.

KOA Care Camps is on a roll.
The nonprofit charity, established 32
years ago by franchisees of Kampgrounds of
America Inc. (KOA), reached an impressive
milestone this year when it surpassed the
$10 million fundraising mark in June.
That came after the charity — a mixture
of charitable organizations KOA Care Camps
Trust in the U.S. and KOA Care Camps of
Canada — has managed to grow its donations year after year, raising more than $1.4
million last year alone to send children with
cancer and their family members to specialized oncology camps.
Those funds supported 129 camps this
year, up from 112 last year, which amounted
to sending 35,000 kids to week-long camps.
4 - September 2016

And the KOA Care
Camps board doesn’t
plan on letting up
any time soon as it
eyes ways to spread
the organization’s
charitable wings.
“We are looking
for ways to expand
our reach without
forgetting where our
roots are,” said Wade
Elliott, chairman of
the charity’s board
and president of Kingston, Wash.-based
Utility Supply Group, a long-time supplier
to the RV park and campground sector.
“We were started by KOA franchisees and
KOA corporate has allowed us to use their
name — they are one of our largest benefactors and we coordinate with them. But
how do we increase our visibility and relate
to other parts of the RV industry so we can
become the RV industry’s charity? That
means manufacturers, dealers, owners and
campgrounds that don’t have the KOA
name on them.”
Indeed, Elliott is well aware of the fact that
outside the campground realm general
awareness of the Care Camps organization
and what it does is minimal at this point,

In addition, ARVC purchased a new Learning
Management System and is ready to launch online learning programs to serve members who
will be able to learn at their own convenience.
OHCE attendees will see a totally revamped
auction — with an online preview of items up
for auction through ARVC’s new online bidding
process that is available now through the end
of September. To preview items that will be up
for bid for both the live auction and silent auction,
members
can
visit
www.biddingowl.com/arvcfoundation. This
year’s live auction will be restricted to only bigticket items, such as a Cavco Industries Inc.
park model RV, a significant discount toward
any Club Car golf cart, or a full-page, full-color
ad in listing section of the 2018 Good Sam RV
Travel & Savings Guide, to name a few.
“To keep the live auction captive and entertaining, we’ve also shortened its length to
approximately an hour long, leaving plenty of
time at the end of the night for a special party
to commemorate ARVC’s 50th Anniversary,”
Bambei explained. “I don’t want to give away
the details, but people are going to like it. We’ve
put a lot of effort into the activities.”
ARVC also introduced a novel approach to
attract youth to the association and conference
by developing a young professional scholarship.
“Our goal is to immerse these young professionals through a special agenda we’ve scheduled
just for them, which will hopefully answer a lot
of their questions and expose them to our leaders and mentors. Ultimately, we hope to
get them more involved in the industry and
association as a result of this unique exposure,”
Bambei said.
Of course, one of the most prominent benefits ARVC offers is the gatekeeping work of its
public affairs department, spearheaded by Senior Director Jeff Sims. It’s perhaps the association function that garners the most exposure
and, some would argue, justifiably so.
“Our public affairs efforts continue to be
strong,” Bambei said. “We just looked at the
number of regulatory and legislative issues
we’ve been monitoring through mid-year, and
we are ahead of last year’s pace with more than
6,000 that we’ve already reviewed. This is a very
important benefit that we provide our members.
We often catch things at the grassroots level

that are affecting our industry — new laws that
are taking shape that could be harmful if we
don’t put them in check immediately — and we
work closely with our state partners to effect a
positive result.”
So far this year, Bambei noted, there have
been 300 issues the association considered
serious enough to impact RV parks and campgrounds in a harmful way if left unchecked.
“The minute we identify an issue of consequence we begin working with the states,
which oftentimes requires us to work alongside
the individual member who is being affected
locally. Sometimes it’s a new regulation or law
that is cropping up in a county where some
authority is questioning an environmental code
or property tax code. We will work closely with
that member to help argue their case. I’d say
we win 95% of the time because most local
authorities are impressed that a national and
state association will collaborate in this fashion
to support a member.”
The final key benefit for members, added
Bambei, is ARVC’s special pricing for commodities most campgrounds use. “If you’re a park
owner and you want to save money, which I
presume every park owner does, our portfolio
of member-benefit providers is hard to ignore. I
always like to use the example of one averagesize, 150-site park up in Maine which saved
$10,000 a year through our propane discount
program alone. Add to that the potential savings
from Leslie’s Pool Supplies, Staples and others,
and the savings just improve by multiples.
“Financially speaking,” he continued, “if
you’re not a member, you’re missing out. When
you get into the more intrinsic benefits
that ARVC provides, such as education and
public affairs, you’re standing on the outside
looking in, and hurting your business in the
process. Why wouldn’t somebody want to take
advantage of all that we offer?”
With work to continually improve the association’s education offerings, with financial
incentives that are only available to members,
with specific attempts to get younger members
more involved and with constant efforts to be
the public-affairs watchdog for the industry,
Bambei said he believes the association is
poised for solid future growth as it moves into
its next decades. — Justin Leighty WCM

with most casual RV industry observers
probably assuming that these camps for kids
with cancer take place at KOA campgrounds
around North America. They don’t. Rather,
they’re held at specialized facilities with
trained staffs on hand.
But the board is looking at how best to
grow and include various other organizations. Today’s board features a variety of KOA
owners and KOA corporate personnel as well
as Elliott, Carlene Morris, vice president of
Southeast Publications, Woodall’s Campground Management publisher Sherman
Goldenberg and Ryan Boles of the
Children’s Oncology Camping Association
– International (COCA-I).
One of the key targets for the organization
is looking at a larger donor base. “We’re starting to involve more in the RV industry,” Elliott explained. “Another thing we’re looking
at is going to other friends in the children’s
oncology space, like drug manufacturers, the
American Cancer Society and St. Baldrick’s
(a foundation focused on pediatric cancer
cures). Some may not be able to give us
money, but can introduce us to donors.”
That follows on the heels of a successful
partnership with COCA-I. “We are increasing our visibility, not only in the RV and
camping space but in the children’s oncology space,” he continued, “but we want to
be careful and not forget KOA and their
franchisees are a big part of this. We have to
be sure we’re doing this in such a way we’re
acknowledging our roots but also expanding our sphere of influence.”

Though the KOA Care Camps name may
lead to a little initial confusion, it’s a charity
that’s easy to believe in for many, including
Elliott. In July he went to present the charity’s check to one of the 129 camps funded
this year, Camp Goodtimes on Vashton
Island, Wash. That camp serves 225
children from Washington and Alaska, and
spending time there was gratifying for the
board’s chairman.
Most of the camps supported by KOA
Care Camps run a week-long program for
children dealing with cancer, but it goes
beyond that. “We support some camps that,
in addition to the week-long project, have
something called ‘camp in’ for kids still in
the hospital. They go to the hospital and
have a day program for those kids,” Elliott
explained.
And the camps serve more than just the
children with cancer, he pointed out. “It’s
not only the kids but it’s also their siblings.
Sometimes it’s their siblings who are
forgotten. Imagine a 6-year-old kid with
cancer — mom and dad are spending all
the time with the kid with cancer and the
other kids are getting little attention
through no fault of their own. It’s these
siblings who become at-risk teenagers and
young adults, and so these camps serve
them and bring them together to share
their experiences, too,” Elliott said.
For more information on the charity, go
to www.koacarecamps.org or contact Karen
McAndrew, executive director of the charity,
at 800-431-0513. — Justin Leighty WCM
Woodall’s Campground Management
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Carolinas Association Growing, Adds
its First Full-Time Executive Director
The Carolinas
Association of RV
Parks and Campgrounds (CARVC)
is taking a big
step with the
hiring of its first
full-time executive director, Dee
Dee Witting
Witting.
Formerly board vice president and secretary, Witting succeeds Dana Gabriel, who
served as part-time executive director from
2012 until this summer after serving as the
board’s president from 2006-2012.
Witting aims to grow the association’s
member base. “I am really excited to grow
the organization,” she said. “Because of my
background owning a campground, I bring a
lot to the table. We are really going to move
CARVC forward.”
“Dee has formed a lot of relationships in
her time and her strength is knowing how to
grow our membership,” said CARVC board
President Sela Hobby. “She served on the
board while owning her campground and her
heart is in the Carolinas.”
Gabriel wholeheartedly agrees with the
change for the two-state organization.
“CARVC needs a full-time director who
is able to travel and visit parks, educating
owners about the benefits of an active
association. There is great room for growth
in the Carolinas. Having sold her own very
successful park, Dee will be able to dedicate
her time to meeting all of CARVC’s needs.”
For Gabriel, over the last year she realized
while caring for a father with terminal cancer
and managing her own busy park, Jellystone
Park at River Bottom Farms in Swansea, S.C.,
she could not dedicate as much attention to
CARVC as it deserves. Meanwhile Witting,
who sold her Murphy/Peace Valley KOA in
Murphy, N.C. in 2012, has stayed involved in
various positions within the Kampgrounds of
America Inc. franchise system and will now
dedicate herself full-time to CARVC.
With the National Association of RV
Parks and Campgrounds (ARVC) convention
set for November 2017 in Raleigh, N.C.,
CARVC will embrace the opportunity to
highlight the Carolinas.
Under Witting’s leadership, CARVC will
continue its presence at several large RV

shows and will roll out a new member
brochure-distribution program, allowing
member parks an affordable way to spotlight
their campgrounds at the shows. The association will also increase the number of
camping guides distributed throughout
its marketing area, including at welcome
centers in both states.
Also, Witting said the addition of Tennessee
Valley Authority (TVA) parks affords CARVC the
opportunity to extend its services to the
concessionaires that operate those parks.
With mountains and coastline making up
its scenic landscape and a climate that provides a longer camping season, the Carolinas
are a popular destination for the country’s
increasing number of RVers. Witting said
while tent camping is the fastest-growing
area of the camping sector, CARVC has seen
an increase in RV camping consistent with
regional and national statistics.
“We’re unique in that we have a mixture
of coastal mega parks working hand-in-hand
with small quaint mountain parks, bringing
strength to the association through diversity,”
she said.
Combining North and South Carolina into
one association, which happened in 2004,
brings unique challenges, too. “With two
states and all the regional and county governments, it is a challenge for CARVC to stay
on top of legislative and regulatory issues,”
Witting pointed out. “Nationally we are all
facing the issues of minimum wage and fall
start dates for schools. Because the two
states are so geographically similar, we share
a large portion of the issues that are brought
forward.”
As the camping sector evolves and
changes in RVs require changes in campground infrastructure, CARVC provides members updates on new ADA compliance
issues, national code changes and the
requirements for hosting larger rigs. Witting
said this information alone makes membership in an association like CARVC essential.
To learn more about becoming a CARVC
member park, email carvcmembership@outlook.com. Upcoming events for the association include CARVC’s regional meeting Sept.
20 at Great Outdoors RV Resort in Franklin,
N.C. and then CARVC’s state convention Jan.
29-Feb. 1 in North Myrtle Beach, S.C. —
Leanne Phillips WCM

Bear Encounters, Attacks Have Been on the Rise this Summer
Every summer there’s a reminder that nature can strongly impact campgrounds but
can’t be controlled — whether it’s floods,
droughts or wildfires.
And while each of those has returned this
year, there’s been another series of events
where man and nature collide — bear
encounters — that have been hitting the
news regularly across North America.
Some incidents have ranged from
startling to painful to deadly:
• Vermont officials reported a high number of human encounters with hungry bears
this summer, including a woman who awoke
while camping to find a bear in her lean-to.
• Campgrounds have been closed in
Wyoming, Virginia, Arizona, Idaho, Alberta,
the Yukon Territory and Colorado due to bear
activity.
• Speaking of Colorado, a 17-year-old girl
was shocked to find a bear had locked itself
inside her car near a campground July 12.
She wasn’t hurt, but her car’s interior was
severely damaged.
• The same thing happened in New York
in mid-August to a car parked at Old Forge
6 - September 2016

Camping Resort. A bear got into the car, then
got locked inside and separated from its cubs.
It caused a lot of damage to the car before
emergency workers managed to free it.
• RVs aren’t immune, either. A bear ripped
through a travel trailer — fortunately unoccupied — in Ontario in early August.
• In June, a camper in the Angeles National Forest in California was wounded
while looking at his iPad in his tent when a
bear swiped at his tent, scratching his head.
• Denali National Park in Alaska closed
parts of the park after people had encounters with bears in June and July, including a
grizzly that chased a group who decided to

Bear Encounters – continued on page 30
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Green Acres Family Campground Still
Making Memories After a Half-Century

Bob and Janice Greene

The office of Green Acres Family
Campground near Williamston, N.C., is
friendly and quaint, much like one
would expect in the fictional town of
Mayberry. The campground was born
50 years ago in June in a farm field, one
year after the show “Green Acres”
debuted on black-and-white television.
Contrary to what some people believe, the campground is not called
Green Acres for the last name of owners
Janice and Bob Greene.
It was Janice’s father, Tim Malone,
who had the dream to build the campground. In 1966, as the family was trying
to think of a name for the new endeavor,
Malone’s then 6-year-old daughter Patti
— Janice’s younger sister — was singing
the “Green Acres” theme song. And the
name stuck.
“Everyone thought he was crazy,”
said Janice. “They said, ‘Why would he
build a campground right in the middle
of Martin County? It doesn’t make
sense.’”
But it made perfect sense to Malone

who, according to
the Greenes, “believed that camping together is a
wholesome experience for every
member of the
family, thereby
making the family stronger.”
An avid Boy
Scout and Scoutmaster, Malone
wanted to make
camping more
accessible
to
everyone.
In 1966, Interstate 95 did not
exist as a completed thoroughfare in eastern North Carolina. Traffic on
U.S. 17 was much heavier with people
traveling the eastern seaboard from
New York to Florida.
“It was also the beginnings of the
popularity of pop-up campers,
Airstreams and family camping,” said
Janice.
Consequently, Green Acres was “the
place to be” for Malone and his wife,
Keathly, or “Ma Lone” as she was
lovingly referred to.
They enjoyed years of being a regular
stopover for many traveling the East
Coast.
Janice was in college when her father
started his new venture of raising tents
and RVs instead of crops on the family
farm. During spring breaks and
summers she helped her parents by
painting picnic tables, planting trees
and doing whatever else it took to help
the campground grow.
Malone’s first hire was a lifeguard
named Bob Greene, who spent his first
two summers as a college student work-

ing at Green Acres. It was in the second
summer that Bob and Janice fell in love
and soon married. Bob was drafted into
the U.S. Navy and both eventually
found jobs in the computer software
industry in Virginia.
When Tim Malone died in 1979, the
Greenes moved back to North Carolina
to help her mother run the campground. It wasn’t a difficult decision for
the Greenes, they recalled.
One year after Malone’s death, I-95
was completed and the Greenes saw
a drop in business. They began to
advertise nationally and offer weekend
entertainment.

Fishing is just one of the pleaseant amenities at Green Acres.

After being stuck in an office for
years, Bob enjoyed the work at the
campground, where “every day is a holiday,” he said. “But,” he added, “it is not
like you punch out and go home every
night. In the summertime during the
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holds most of the worship services surrounded by pine trees. Local pastors
volunteer for the 30-minute services
and Bob leads music with his guitar.
The campground has two swimming
pools, a seven-acre pond with catchand-release fishing, pedal boats, canoe
and kayak rentals, a pasture golf course
(nine holes on 10 acres), miniature golf
on a lighted course and a recreational
room with video games, Ping Pong
and pool. There is a court for tennis,
basketball, shuffleboard, dances and
live entertainment. Horseshoes and
cornhole are available as well.
In 50 years, the Greenes have had
visitors from all 50 states and all over the
world.
“We have a lot of memories,” said
Janice. As the new Green Acres T-shirt
reads, and Janice can attest to, “It has
been ‘Fifty Fabulous Years.’”
—Deborah Griffin, Reprinted with
permission from the Martin County
Enterprise & Weekly Herald. WCM
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week we work 10 hours a day. On
the weekends it is more like 12 to 15.”
Winter office hours are to be envied.
The office is open 8-9 a.m. and 4-6 p.m.,
although the Greenes are always
working on something.
Ma Lone died about two years ago.
“She was the life center of this campground 48 of those 50 years,” Janice said.
These days, business is as Tim
Malone had dreamed it would be. He
started out with 35 campsites and now
Green Acres boasts 162. The Greenes
have seen a lot of repeat business over
the years, with some families even
returning with the fourth and fifthgeneration.
During the busy season, the campground offers entertainment every Saturday night and church every Sunday
morning. An outside amphitheater

www.ParkEquipment.com
The Original Modern Yurt

1-800-376-7897
2061 Sulphur Springs Rd
Morristown, TN 37813
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SMART OPERATIONS

‘Selling’ your Park Online? These
Tips from E-Commerce Sites Help
Peter
Pelland
Regardless of whether you are selling
a product or a service online, there are
lessons to be learned from the best
practices of companies that are specializing in e-commerce. It is certainly
important for a website to be found
online because an undiscovered site is
incapable of generating sales; however,
too much emphasis is often placed
upon generating clicks rather than
developing a customer experience.
It is time to get to know CX, the
business acronym for the “customer
experience.”
According to Monetate, a company
that specializes in the development and
testing of personalized online experiences, 42% of online purchases occur
within the first hour of a shopper’s
browsing session. If your site has a
bounce rate like a freshly opened can of
tennis balls, your guests are going to be
leaving before your site has been given
sufficient opportunity to engage your
potential buyers and encourage them to
join that coveted 42%. Clearly, it is in
your interest to make your website both
the first and last stop in a customer’s
buying experience. The key to accomplishing this is CX, the experience your
customers — potential guests — have
on your site.
When it comes to buying products
online, many buyers begin their shopping experience at sites like Amazon
and eBay, where they can quickly determine the pricing threshold for any
particular product. When you combine
this fact with the 42% statistic, you can
begin to understand one of the reasons
for the success of Amazon.
For most products, the site presents
detailed product descriptions, multiple
photos, technical specifications,
suggestions for similar products and
reviews from previous purchasers — as
well as what are generally very competitive prices. While reading through that
content, the clock is ticking and potential buyers are getting continually closer
to clicking the “add to cart” button.
What is the customer experience on
your own website? If you are running a
campground, bed & breakfast, outdoor
lodge or similar business, are you providing everything that a visitor needs to
know in order to book an online reservation? Your website should present
well-organized, interestingly descriptive
text, accompanied by quality photographs (and perhaps video), and assuring testimonials from previous guests. If
you have a range of rooms or RV sites or
tent sites or other accommodations, it
is important that each type includes a
detailed description and photos. A floor
plan of a cottage, for example, might be
the equivalent of the technical specifications for a piece of electronic equipment on Amazon. Do you have different
types of cabins? Show each one off so
10 - September 2016

potential guests know what to expect.
Another recently released study, in
this case from Extole — a company that
builds referral marketing platforms —
found that 52% of customers who convert from a referral site do so within 24
hours of a share or post, with additional
conversions within the next several
days. More importantly, the study
showed that referred customers have a
conversion rate three times higher than
customers who arrived at a website
through conventional channels that do
not involve a referring site. Clearly, this
sends a message that it is vitally important for you to build and maintain a
network of links on referring sites, to
encourage shares on social media sites,
and to encourage your guests to write
reviews on sites like TripAdvisor.
The Power of Persuasion
I often hear people say that they want
to minimize the amount of text on their
websites, typically because they feel that
“nobody wants to read” anything but
headlines and bullet points. I usually
point out that, beyond the value of that
text to search engine robots that devour
every word, one way or another
customers need to satisfy their need for
information prior to finalizing a purchase. Go back to that statistic where 42%
of online purchases occur within the first
hour. If a customer needs to call or email
you with one or more questions, then
wait for your return call or email in most
instances, that customer will probably
have found one of your competitors
faster than you can even reply.
One final study, this one released in
early 2016 by CreditCards.com, found
that 77% of respondents admitted to
making an impulse purchase sometime
during the previous three months. Far
from limited to impulse purchases of a
magazine or lottery ticket in supermarket checkout lines, a majority of
respondents spent more than $100 on a
single impulse purchase.
Yes, people are more than capable of
booking an impulsive, last-minute
outdoor vacation for next weekend.
More than anything else, the key to
success in that regard for your business
is for your website to present friendly,
persuasive content that provides a clear
call to action that is unimpeded by
uncertainties or unanswered questions.
While you’re in the business of providing an in-person experience for your
guests, learning from the growing world
of e-commerce can help you position
your campground to grab online eyes
and lead people from your website to
your RV or tent sites.
Peter Pelland is the CEO of Pelland Advertising, a company that he
founded in 1980 that has been serving the family camping industry for
more than 30 years. His company
specializes in building fully responsive websites, along with producing
a full range of four-color process
print advertising, for clients from
coast to coast. Learn more about
Pelland Advertising at www.pelland.com or see their ad in this
issue. WCM
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ON CAMPGROUNDS

New Owners Give Crystal Lake Park a New Lease on Life
Reports from
the field:

Bob Ashley
Missy Trappe spent many years visiting Crystal Lake Campground and RV
Park in Lodi, Wis., with her parents who
stayed there as seasonal campers.
A year-and-a-half ago, she and her
husband, Nathan, who also spent a
number of years at Crystal Lake, decided
to buy the park.
That was just in time.
“We actually were in foreclosure,”
said Patty Bennett, general manager for
six years at the 450-site park that is licensed both as an RV campground and
mobile home park.
Formerly, Crystal Lake had belonged
to financially troubled Morgan RV
Resorts. “They took every penny we
made here and funneled it back to their
RV park in New York,” Bennett said.
The transformation at the park 20
miles south of Madison over the last two
seasons has been more than substantial,
Bennett said.
“The Trappes spent $2 million on a
new septic system,” Bennett said. “The
DNR (Wisconsin Department of Natural
Resources) was going to shut us down
because the septic lines were smashed.”
In addition, they built a new
office/campground store with walk-in
fridge and freezer and opened a new
rec room.
“Many of the roads have been paved
and neglected trees were cut down that
should have been taken down years
ago,” Bennett reported.
They also gutted and rehabbed four of
27 cabins/park models and plan to add
a small ADA-compliant cabin this fall.
“It’s been an amazing transformation,” Bennett said. “When I started we

had 100 empty seasonal sites. Now I
have one, and we have a waiting list for
next year.”
The campground sits on a 70-acre
peninsula that juts into Crystal Lake, a
700-acre public lake. Crystal Lake
Campground has about 200 feet of
sandy beachfront. About half of the
seasonal sites have their own piers and
other piers are available for transient
guests.
The park rents personal watercraft,
pontoon boats, rowboats and canoes.
“We also have a ton of new lake toys for
little kids,” said Bennett, adding that a
portion of the lake is roped off for dogs
to play in. “They love it.”
Besides lake activities, children can
be kept busy with a pool, jumping
pillow, playground and wagon and train
rides via a converted lawnmower.
Additionally, Crystal Lake has a
full-service restaurant.
Scheduled activities include bands or
DJs on the weekends and themed weekends that include Mardi Gras Weekend,
Disney-themed Movie Weekend and
Water Weekend with a sand-castlebuilding contest.
Fifty-five sites have permanent residents while another 322 are occupied by
seasonal campers, most coming from
south-central Wisconsin. Another 55
pads are reserved for transient visitors.
While the park stays partially open
during the winter, it officially opens April
15. “We really get busy after Memorial
Day and we stay completely full on the
weekends through Labor Day,” Bennett
said.
* * * * *
Many RV parks face the quandary of
how to deal with 45-foot RV with as
many as four or five slideouts.
Santa Nella RV Park in Gustine, Calif.,
that was built in the late 1950s, came up
with a solution.
“We give everybody a double site,”
said Dolly Zack, who is in her fourth
season managing the park with her

Crystal Lake’s pool, yurts and beach are at the heart of
the former Morgan RV Resorts property’s resurgence.

husband, Norm. “The majority of the
motorhomes we get are big, and the fifthwheels have to have plenty of room, too.
That also goes for travel trailers.”
Originally built with a few more than
30 sites, about 50 sites were added in
1989, she said. Currently the park has 33
double sites and 23 single sites —
all pull-through. “If friends come in
together, we see if we can put them on a
double site together. On the double sites,
there are hookups on both sides.”
Double sites all have concrete pads,
while most of the single sites are grass.
The park is about five miles from San
Luis Reservoir where many of Santa
Nella’s customers go for recreation. “A lot
of them go fishing there,” Dolly Zack said.
“There aren’t a lot of RV parks on I-5
so we get a lot of overnighters,” Zack said.
Although interior roads were paved
this summer with asphalt, Santa Nella is
a pretty laid-back park. “The only
amenity we have is a laundry room,
although we also will take pets. Dogs
have to be kept on a leash.”
Business this season, she said, “has
been very good.”
“We recommend reservations because we fill up quite a few nights,” Zack
said. “We have nine or 10 permanent
people who stay here while they are

working in the area on solar fields and
other projects.”
* * * * *
There are several buffalo herds in
Oklahoma, but you probably won’t find
very many in a campground — unless
you stop at Rockwell RV Park in
Oklahoma City.
David Miller, owner of the 170-site
park since 1982, has kept a half-dozen
buffalo for the last six years in a corral so
that people can see them up close.
“People coming to Oklahoma want to
see buffalo, but even if they are in Yellowstone, they can’t get close,” Miller said.
Miller also has a more pragmatic
reason. “I slaughter one or two every
year and sell the meat,” he said. “And
every year, I have one or two babies sired
by the bull.”
Another unusual aspect of the park is
an above-ground storm cellar where
people can take refuge if a tornado
should be in the area. “The sirens have
gone off twice and we had 50 people in
there,” he said. “I think we can hold
about 200.”
Miller said business at the park
picked up after the state built a bicycle
path between Oklahoma City, eight
miles away, and Overholser Lake, which
is four miles from the park.
Amenities include an indoor heated
pool, a 10-person hot tub, private showers, two laundry facilities and a game
room.
Rockwell RV Park serves coffee and
muffins with a free newspaper daily.
The area has grown substantially
since Miller has owned the park. “When
we first came out here, there wasn’t
anything here,” he said. “Now there’s a
super Walmart across the street, a
Home Depot nearby and all kinds
of restaurants. It’s one of the fastest
growing areas of Oklahoma City.”
WCM Editor-at-Large Bob Ashley is
a central Indiana-based freelance writer/
editor and a 25-year newspaper veteran
who has focused on the RV industry and
national recreation issues for the past
22 years. He received the 2013 “Distinguished Service in RV Journalism”
award from the Recreation Vehicle Industry Association (RVIA). WCM
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Reserve America Wants to Help Private RV
Parks and Campgrounds Get Reservations
‘From a consumer perspective, consumers don’t care who manages
a campground. They want an experience and they want to go to a
specific place,’ said Chris Maloof, the company’s vice president.

While Reserve America is well known as
a business that connects campers with federal and state campgrounds, the Dallasbased firm is certainly gaining visibility in the
private park sector after having added an
appreciable number of independent RV parks
and campgrounds in the past year to its
ReserveAmerica.com listings, which receive
tens of millions of annual visitors.
While Reserve America has done some
work in years past with the private campground arena, developing specialized listings
for Kampgrounds of America Inc. (KOA) and
for Encore Resorts, a division of Equity
LifeStyle Properties Inc., Active Network LLC,
the parent company of Reserve America,
decided to begin a push toward the private
sector in earnest last year at the National Association of RV Parks and Campgrounds
14 - September 2016

(ARVC) Outdoor Hospitality Conference and
Expo in Daytona Beach, Fla.
And while Reserve America started offering
directory listings online for private parks, this
summer the company expanded into offering
its full, customizable campground-management software system that enables online
bookings through ReserveAmerica.com.
“I wanted to learn more about private
parks before putting together a great solution
for them,” said Chris Maloof, Reserve America vice president who is leading the company’s charge into the private campground
sector. “I started by offering people the ability
to advertise on Reserve America.”
Last fall more than 400 campgrounds
signed up with Reserve and when Maloof
crunched the numbers, he said Reserve
America was driving an average of 500 unique

visitors to each park’s website. “That is
someone who’s looking to make a specific
reservation in a specific location, and it’s in
those campgrounds’ locations,” he told
Woodall’s Campground Management. “From
a consumer perspective, consumers don’t
care who manages a campground. They want
an experience and they want to go to a
specific place.”
While the listings are important, the
biggest value Reserve America provides,
Maloof said, is their campground management software’s online bookings.
“As far as reservations are concerned,
Reserve America has more traffic for people
looking to make a reservation than any other
portal,” he said. The company points to
statistics saying that 16.5 million unique
visitors came to ReserveAmerica.com in 2014,
or 31% of all campers in the U.S. that year.
In fact, according to ranking site
Alexa.com, ReserveAmerica.com ranks 1,094
in the most-visited websites in the U.S. and
5,204 in the world.
By comparison, the U.S. government’s
Recreation.gov site ranks 1,599 in the U.S. and
7,754 worldwide; KOA.com ranks 3,388 in the
U.S. and 15,327 around the globe; and ARVC’s
GoCampingAmerica.com ranks 51,934 in the
U.S. and 251,649 in the world.
Still, with a long history of working with
government-owned campgrounds, Maloof
acknowledged that Reserve America has
encountered park owners who wonder why
they’d want to be listed on a site that lists the
state parks with which they compete. “My
response to that typically is ‘Yeah, and the
government paid for a lot of this software that
you’re now able to get a great deal on.’”
David Berg, owner of Red Apple Campground in Kennebunkport, Maine, one of the
early adopters last year at the ARVC show,
said he, too, has heard that viewpoint from
fellow campground operators. “But I don’t get
that,” he maintained. “I want to be listed on
there next to my competitors from down the
road so people will see my campground.”
“Some campground owners see ReserveAmerica as their competitor,” Maloof
said, “but you’re not going to lose business by
being listed next to state campgrounds.
There’s only upside. If campers search by geography and you’re closer, you’re at the top of
the list. You also have to consider that a lot of
state parks don’t have great RV hookups. They
don’t have 50-amp service. If you’re on there
and a camper’s looking for 50-amp hookups
and you’re nearby, they’re going to go to you.”
To get online reservations through
ReserveAmerica.com, the campground needs
to use the software system Reserve America
rolled out for private campgrounds.
“We have proven software. There’s more
than 4,500 campgrounds and facilities on the
platform. It’s stable and reliable; if it ever wasn’t, it would be a newspaper event,” Maloof
quipped, pointing out it would affect state and
federal campgrounds — the same ones that
paid for the research and development of the
software since ReserveAmerica.com made
the first online camping booking in 1997.
In fact, Reserve America has been
working with roughly 3,800 state and federal
campgrounds, starting nearly a quartercentury ago. “When you have that many
facilities, everyone views their business
as unique. You need a lot of configurability,”

Maloof pointed out. “We have 50,000
business-rule combinations that will fit any
operation. It took us years to develop that.
“There’s lots of ways people manage their
campgrounds and upsales,” he continued,
“and we can handle all of that. Our feature
set, aside from being proven, is better than
what else is out there on the market.
“I want to come in and provide the best solution for the lowest price,” Maloof asserted.
“I looked at the major competitors out there
and I come in lower than them. Our monthly
pricing is $50 a month.” It doesn’t matter how
many sites a campground has, it’s only $50 a
month for the software for each individual
campground. In many situations there’s no
setup cost, but for particularly complex campgrounds, there could be up to $3,000 in setup
costs, he said, but noted, “We don’t want that
to become a barrier.”
For campgrounds that need to use Reserve
America for credit card processing, the
company offers competitive rates and online
bookings are a flat $3.50 per transaction.
“It’s not like private campgrounds have
buckets of money. If we don’t come in at a
price where these folks are winning,” Maloof
said, “that’s not going to be sustainable.”
Of course, in addition to online reservations, the software also allows campgrounds
to continue to
take reservations
by phone or in
person and it
offers a point-ofsale system and
site-view management capabilities.
The
pointChris
of-sale
system
Maloof
works
with
tablets and with barcode scanners. The system can also be configured to sell admission
passes for special events and festivals, or for
day passes or waterpark admission.
The system is easy to use and easy to
learn, Maloof said. “Training is a combination
of being trained in person and a large set
of training materials that we provide on a
self-serve basis. The ‘usability’ is great.
Moving people from site to site or extending
their stay is drag and drop.”
In addition, Reserve America is secure,
Maloof said. “We’ve never had a financial
breach. I manage 96 million transactions a
year.”
Reserve America also plans this fall to roll
out a AAA-style trip planner. That will allow
campers to plot out their trip based on distance and campground amenities, including
hookups and length of sites, so they don’t
have to hunt around while on the road.
Ultimately, Maloof said, “With Reserve
America, the goal is not to compete with other
campgrounds. It’s to compete with what else
people do with their free time. The more
options we can provide them to camp, the
more we’re going to grow the business of
camping. If it’s not easy, they’re going to do
something else. We live in the world of instant
information. If you don’t provide it to them,
someone else will.”
Interested campground operators can
visit www.reserveamerica.com/outdoors/
campground-management-software.htm,
contact Maloof at Chris.Maloof@activenetwork.com or watch for the Reserve America
booth at trade shows this fall including those
put on by ARVC, Camping in Ontario, Campground Owners of New York, the Pennsylvania Campground Owners Association, the
New Jersey Campground Owners Association, the California Association of RV Parks
and Campgrounds, the Virginia Campground
Owners Association or the Minnesota Resort
and Campground Association. —Justin
Leighty WCM
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PARK MODEL RV MAKERS ADD COMFORTS, AMENITIES
AT ALL PRICE POINTS TO CATER TO TODAY’S CAMPERS

Park model RVs can provide year-round income options for campgrounds in all climates.

‘The market has certainly been trending toward a lot more elaborate park models,
things like more drywall throughout the industry,’ said Mike Scheid of Skyline
Corp. ‘Camping and resorts are catering more toward customers who want
something closer to home as far as the amenities that they’re getting. The camping mentality has changed, and they’re not so interested in roughing it anymore.’

Park models like this Cavco
unit can provide a rustic look.

Woodland Park’s 3812-45CO kitchen
provides a modern look.

16 - September 2016

Once mainly relegated to private
retirement communities or serving as
the occasional vacation cottage, park
model RVs (PMRVs) have been gaining
in popularity and visibility for the last
decade — among retirees as well as
campground owners establishing
rental units and, most recently, among
Millennials and others involved in the
“tiny home” movement.
“The park model industry is shifting
toward a younger subset, at least we’re
seeing that with the people buying our
units,” said Cletis Miller, purchasing
manager at Woodland Park in Middlebury, Ind. “Everyone used to be 50, 60
years old or older and now we’re seeing
a lot younger buyer. That changes the
type of features and amenities that are
popular.”
In the first half of 2016, U.S. park
model wholesale shipments were down
6.7% year-over-year, according to the
Recreation Vehicle Industry Association (RVIA). Still, while PMRV sales
aren’t seeing the same burst as most
other segments of the RV market, manufacturers say that they are encouraged
by steady growth over recent years —
this year notwithstanding — especially
when combined with growing awareness, continued expansion of park
model offerings at campgrounds large
and small, and an improved national
marketing presence thanks to the recent inclusion of park model RVs and
destination camping in RVIA’s industrywide Go RVing campaign.
“I think there’s so much room for
growth in this market because I think
lack of awareness is still an issue,” said
Dick Grymonprez, an RVIA board

These Athens Park units stand
out with their custom exteriors.

member and director of park model
sales at Athens Park Model RVs, a subsidiary of Auburn Hills, Mich.-based
Champion Home Builders Inc. “There
still seem to be quite a few campground
owners who aren’t aware of the huge
return-on-investment
potential
that PMRVs offer, and just generally a
relatively low familiarity among the
general public.”
Woodall’s Campground Management spoke with a number of PMRV
manufacturers to get their viewpoints
on current market conditions as well
as an inside look at the various niche
segments and what’s new for their
companies and the industry.

Smucker purchased the company outright and changed the name as a way to
signify the changing of the guard.
“Last year was our best year ever and
this year we’re on pace to almost double
that, so business has been great,”
Smucker said. “I think it’s a combination of a few different things: the overall
economy seems to be okay, our customer base has gotten larger and every
year we’ve done more advertising and
trade shows.”
Lancaster currently operates on a
direct-sales model, and Smucker said
roughly 80% of the company’s business
is directly with campgrounds, which
purchase them primarily for rentals.
“We don’t send any kits to build sites
anymore, everything is turnkey, and I’d
say the biggest difference between us
and other manufacturers is we use all
real logs, real hardwood,” he said. “So
my biggest selling points are durability
plus that rustic appeal.”
Smucker added that after introduc-

Keystone Lancaster (here and below)
offers rustic, well-built park models.

Keystone Kabins/
Lancaster Log Cabins
800-684-5805
www.keystonekabins.com
A small, family run business with a
background in cabin kits, 2016 has
brought both strong sales and a name
change for this Lancaster, Pa.-based
company. In 2011, current owner Dan
Smucker took over operations as the
second generation to run Keystone,
which was founded in 1990. This year,
Woodall’s Campground Management

ing the Ozark Park Model cabin in 2015,
the current focus for Lancaster is to
develop more loft models, as all their
current loft models have been selling
extremely well.
Champion/Athens Park
800-782-0392
www.athensparkhomes.com
At the other end of the size spectrum, business has also been strong for
Athens, Texas-based Athens Park Model
Homes.
The Athens Park 522 (here and below) is
one of the units driving strong growth for
the company this year.

“We’re up around 50% this year over
2015 and I think we have an advantage
over some other manufacturers because we have plants in eight states,”
Grymonprez said. “When Champion
bought Athens in 2012 there was a
knowledge gain on both fronts and we
have a lot more corporate support now
in terms of marketing and pushing
exposure.”
The current ratio for park model
sales at Athens is roughly 40% sold to
campgrounds and 60% to dealers for
retail sale.
“It’s been pretty consistent that way
for years, we’ve always done well with
rental units,” Grymonprez said. “We’ve
always aggressively gone after the
campgrounds looking for the multiple
orders, and it helps that we have factories that can build four to six models a
day if we get an order for 20.”
Grymonprez said that the company’s
continued campground success comes
as no surprise given its solid track
record.
“I been doing this for more than 10
years now and I’ve never sold a campground a rental unit where they didn’t
come back and say they wish they had
twice as many as they’ve got,” he said.
“It’s a great utilization of space and
once you get into the rental business,
you’re in the rental business, so you
might as well have 20 of them. There are
also more financing sources now and
insurance is not a problem anymore.”
Serving two segments means distinguishing product lines and targeting
customer desires individually, he
added.
“The dealer wants a lot more pizazz,
like higher roofs, more storage, more
thrills and frills,” he said. “I think when
you’re in the rental market, you want it
to be a clean, open floorplan that’s built
solid and can take punishment, so it’s
set up more like a hotel room. We probably sell more lofts to campgrounds
than the retail market. Your return on
WOODALLSCM.com

investment is huge on a loft at a campground targeting families, whereas with
snowbirds it’s not as valuable.”
Cavco Industries Inc.
800-622-8260
www.parkmodels.com,
www.cavco.com
The largest manufacturer with a nationwide presence, executives at
Phoenix-based Cavco said that they
have three core areas of focus: product
innovation, customer service and
support, and developing product
awareness through marketing and
advertising.
“We don’t think there’s the awareness
that there could be both among individuals and campgrounds,” said CEO
Joe Stegmayer. “We think that everyone
in the industry should be working on
marketing and awareness. As for innovation, our goal is to lead the field in
coming out with new product designs
and features, and then we’ll help new
users of the product in terms of educating them on the installation process
and how to maintain and use it. We also
have have financing programs to help
operators get the units in place so they
can start generating revenue.”
Stegmayer said that he sees product
demand continuing to improve in
recent years.
“It’s certainly not booming, but we
see a growing interest in it,” he said.
“We’ve been in it for 25 years, so
we don’t jump in it as a lifeline to get
production. We’re patient and will just
continue spreading awareness of
the benefits for resorts or private
situations.”
When it comes to trends, Tim Gage,
vice president of park models, said he
has definitely noticed the impact of

Cavco’s Surf Skipper units (here and
above) offer a unique beach feel.

younger buyers already.
“The Millennials haven’t completely
hit the market, but there’s already a
trend toward a lot more open space,
high ceilings, lighter colors, and I think
the days of the oak cabinets are going
to be gone,” he said. “As far as products
go, we’re just going to be different.
We want to lead the industry in terms
of design. I think something the
Midwest market has suffered from is
redundancy, and of course we want to
produce something that sells and is
proven, but there’s a balance if your
goal is to lead.”
Gage said Cavco is especially looking
forward to the fall/winter RV shows to
showcase its newest 2017 products and
features.
“More than anything from a product

standpoint we’re excited about the
introduction of our Eco-Cottages that
are coming out of Florida,” Gage said.
“We’ve also revamped a lot of what
Chariot Eagle has to offer, we’re introducing a new series of Creekside Cabins
and we’ll have some exteriors and
interiors that the Midwest markets have
never seen before.”
Cavco has a nationwide reach, with
eight park model factories and capacity
at another 19 of the company’s manufactured-housing plants to build park
model RVs as needed. The company
this month will display a park model
village, including some new models, in
the RV hub of Elkhart, Ind. — near
where its Fairmont Homes division is
located — during the Elkhart County
RV Open House event.
Forest River Inc.
574-264-7163
www.forestriverinc.com/parkmodels
Unlike builders who have migrated

Forest River’s America’s Park Cabins combine a rustic exterior with modern amenities.

their manufactured-housing or cabin
products onto trailer platforms, as one
of the largest RV manufacturers in
North America Forest River comes to
the park model niche from the other direction. Offering seven lines of park
models, the Elkhart, Ind., company has
thus far established itself mainly
through dealerships, though managers
said they’re taking greater aim at the
rental market, primarily through their
America’s Park Cabins line.
“Rentals are still a relatively small

Cavco, Daniels Wood Land Expanding
Popular PMRV Tree House Partnership

When Daniels Wood Land Inc. and
Cavco Industries Inc.’s Park Models and
Cabins division teamed up to build a tree
house using a park model RV for the International Association of Amusement Parks
and Attractions (IAAPA) Expo last year, they
knew they had a product that would capture
the campground industry’s attention.
What they didn’t know, however, is that
demand for the product would exceed their
expectations.
“We sold it within the first hour of the
show,” said Andy Dauterman, custom and
theming projects manager for Paso Robles,
Calif.-based Daniels Wood Land, adding that
the display unit was purchased by the Yogi
Bear’s Jellystone Park Camp-Resort in Mill
Run, Pa., which installed it in time for
Memorial Day weekend.
Daniels Wood Land and Cavco have
since teamed up to custom build additional
tree house units for the Herkimer Kampgrounds of America (KOA) in Herkimer, N.Y.
and Jungle Jack Hanna in Montana, and
interest is continuing to grow.
Indeed, as Daniels Wood Land and
Cavco look ahead to the upcoming IAAPA
Expo, which is scheduled for Nov. 15-18
in Orlando, Fla., they plan to showcase

another unique tree house product using a
Cavco park model RV, and continue stepping up their collaboration.
“Our relationship with Cavco is becoming more solidified and we plan to collaborate more in the future,” Dauterman said.
“We also are getting more traction as more
and more park owners become familiar with
our tree house products.”
Indeed, Cavco’s national network of
campground contacts makes it easy to connect more innovative park operators with
Daniels Wood Land tree house products.
“What we’re doing is buying basic park
model RV cabins from Cavco and theming
them out with rustic tree house decor.
Cavco has also provided leads which have
generated new sales for us,” Dauterman
said.
Tim Gage, Cavco’s vice president for
park models, cabins and specialty products,
said the increased collaboration with
Daniels Wood Land also gives Cavco the
ability to serve a unique market niche.
“The partnership we’re forming makes
sense,” he said, adding that parks that
buy tree house units are quickly recouping their investments because of their
popularity. WCM
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part of what we do, around 10%,” said
Gary Duncan, general manager at
Forest River’s Park Model Division. “The
Quail Ridge line is our No. 1 product by
far, and that’s our higher-end unit that’s
sold to dealers and campgrounds that
are dealers.”
The modern comforts and amenities in
America’s Park Cabins appeal to guests.

While Forest River’s shipments to
Canada were down with the rest of
the industry there, the company’s
park model RV shipments in the U.S.
outperformed the market.
“It’s been a good year for our park
models. The industry as a whole is
down about 7% whereas we’re up 28%,”
Duncan said. “Whatever the piece of
the pie the park model industry represents, our plan is to be a part of it and
increase market share. We’ve got new
ideas in park models to bring out and
the last three or four years we’ve
been really focused on upgrading our
product.”
Duncan said that, while style and design trends vary by region and specific
application, the main overall trend they
see in the park model segment is that
customization is the new normal now.
“That has its own set of issues that
come along with it, but we’ve embraced
that here, and really made that our
mantra,” he said. “That’s been a big
change for this company but we’ll
adapt to what customers want. Our
ultimate goal is customer satisfaction
and getting the right product in a timely
manner.”

Need Help? Contact us....
(866) 514-3684
sales@envirodesignproducts.com
www.envirodesignproducts.com

NEW

PRODUCTS

The self-closing “New
Footloose” now comes in
“Threaded and Hammer On.”

Beats the
rubber donut

The “New Gator”
hose restrictor
bites the RV
sewer hose, leaving a secure
fit and minimal odor.
New Hose Restrictor,
ask for the

“GATOR”!
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Woodland Park Inc.
800-999-4958
www.woodland-park.com
For Woodland Park, Middlebury,
Ind., park models represent a singular
focus and the company’s lifeblood.
“We’ve been in business since 1983,
and park models are all we’ve ever done
since then, so we feel that we’ve gotten
pretty good at building them,” said
Miller. “We really tend to focus on the
short-term, building them one at a time
and making sure that each unit we
build meets the exact needs of the customer. We’re very customized and can
design pretty much everything a customer wants within reason. We feel like
we build the best park models in the
industry and that’s what sets us apart.”
Because the company has carved
out a niche in the high-end park model
product segment, Woodland Park tends
to only sell product to resort-oriented
outdoor-hospitality properties, Miller
said.
“We certainly focus on it being residential and buy very, very few of what
we call RV products to put in them,” he
said. “Not a whole lot of our products
go into campgrounds because we tend
to run at a higher price than the typical
park model.”
The company’s strategy for improvement lies in simplifying the order
process and doing things that “make it
easier for customers and dealers to
make decisions,” as well as in appealing

to younger style preferences.
“Our goal there is to stay on the cutting edge, whether that’s floorplans or
specific items dealers want to see,”
Miller said. “A lot of the darker woods
that were popular 10 to 20 years ago,
that younger generation coming on
board has driven it to be a lot more contemporary with lighter colors, the same
types of things you’d see on HGTV
where they’re doing their remodels. We
developed a new unit called the
Essence in 2015, and it is very much
geared toward that contemporary
aesthetic appeal.”
Miller added that dealerships are
best in touch with customer preferences, so they look to their dealer
network when addressing the creation
of new décor packages and floorplans.
“Our changes are based on their
input and it gives them ownership
in our units as well,” he said. “For

Woodland Park’s Essence (above and
below) has a decidedly modern appeal.

example, we’ve long had a rustic-type
unit and for a long time it was very
traditional but we’re now featuring an
outback rustic motif model that’s much
more ‘contemporary rustic,’ based on
that feedback.”
HL Enterprise Inc.
574-294-1112
www.hlenterpriseinc.com
The strategy of taking cues from the
residential market is not an unfamiliar
one at Elkhart, Ind.-based HL Enterprise, and the company’s leaders said
it’s been working well, as strong U.S.
sales thus far in 2016 have made up for
the sharp decline in Canada due to the
weakness of the Canadian dollar.
“We don’t have new floorplans for
2016 but we’ve come out with some
new, multicolor cabinet configurations
based on that residential feel,” said
Regional Sales Manager John Szucs.

HL’s Bridgeview offers home-like
comfort in a park model RV.

Woodall’s Campground Management
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“And in terms of trends, at one point,
people were taking travel trailers and
trying to make them park models, but
now with wider units and higher ceilings, we can produce roomier-feeling
interiors that mirror what customers
have in their homes.”

It’s the same story with technology
and appliances, he added.
“We’re building these for a valueoriented market so we can’t always
include all the technology that we’d like,
but it’s still a lot more than it used to
be,” he said. “It’s no longer that little

12-inch television in the corner; now
they’re all getting bigger flat screens.”
As a smaller company in the
segment, H L relies on its agility and
flexibility to compete.
“Our biggest asset is being flexible as
a small, privately owned company unlike big guys who do cookie-cutter
stuff,” Szucs said. “I think we fill a niche
that’s needed in a market that’s needed.
A park model is inexpensive, it gets
people out away from the grind in
a way that’s probably one of the most
affordable options out there.”
Skyline Corp.
800-755-6521
www.skylinepm.com
At Skyline, big things are in the
works, though not quite ready for debut
yet. Skyline will unveil its newest product this month during Open House in
the company’s hometown of Elkhart,
Ind., but, of course, too many specifics
would ruin the surprise.
“We do have a new product coming
out and what we can say is that
campers have never seen anything like
it,” said General Manager Mike Scheid.
“Among many other new features, it
will be a model with a new innovative,
walk-in shower bath with rainfall
shower head, double-bowl vanity and
residential design throughout.”
The mystery unit will also feature
10-foot ceilings and amenities inspired
by custom builders that are adapted to
park model living, he added.
“It’s taking us to the next level, and
we’re really excited to see the reception,” he said.
Scheid also reported that the fall
show season will cap what’s been a very
solid year for Skyline.
“We’ve grown exponentially in park
models over the last few years, and 2016
has been one of the best years for us in
park models since we’ve been building
them,” he said. “That’s nearly two
decades of our overall 65-year history.”

The all-white interior in this Skyline Shore
Park RV provides an unusually light option.

As others in the industry have
echoed, Skyline has been participating
in the trend of offering increasing
spacious feels, luxury and amenities in
park models.
“The market has certainly been
trending toward a lot more elaborate
park models, things like more drywall
throughout the industry,” he said.
“Camping and resorts are catering
more toward customers who want
something closer to home as far as the
amenities that they’re getting. The
camping mentality has changed, and
they’re not so interested in roughing it
anymore.”
Freedom Park Homes
814-226-9210
www.freedomparkhome.com
Although parent company The
Commodore Corp. of Goshen, Ind., has
been involved in the manufactured
housing business for more than 50
years, at just a year old, Freedom Park
20 - September 2016

Freedom Park’s Cypress unit (above and
below) features a hickory kitchen.

Homes is one of the newest builders of
PMRVs.
“We were excited to take our residential knowledge and ideas and put
them into a park model, and we’ve
been pleased at the reception so far,”
said Brian Albright, director of park
model sales for the Shippenville, Pa.,
company. “Our initial focus was going
to be on the Northeast because the
company has several plants in that
region, but after we’ve been in it a
while, we’ve had interest farther away
than we anticipated so we’ve been
looking at the West and even going into
the Southeast.”
Albright said that Freedom Park’s
initial focus in the market has been
solely on establishing an RV dealer
network and selling product through
that channel.
“We have yet to branch out to the
campground rental market yet, but of
course it’s in the back of our minds and
we’re looking forward to talking to
them,” he said. “We missed most of the
trade shows last year so this year we’ll
have a much bigger presence and have
made the major shows a big priority.”
When it comes to product, Freedom
Park offers two lines, the Freedom Park,
which is a more traditional PMRV line
featuring seven floorplans (five of
which rolled out this year), and the
Weekender, which is a price pointoriented line, also featuring seven
models (four of which are new in 2016).
“We really focus on versatility as
well as simplifying the order process,”
Albright said. “We know dealers aren’t
going to stock every floorplan that’s
offered so we want to have a floorplan
that offers a lot of choices in terms of
layout, so they can stock one floorplan and get a lot of variety within
that, like two bathrooms, a bath-anda-half or one bathroom. In terms of
simplifying the order process, we just
keep the options to a single page to
avoid confusion.”
Fork Creek Cabins LLC
717-260-5101
www.forkcreek.com
Fork Creek, a Lancaster, Pa.-based
sister company to Pine Grove Homes
and Pleasant Valley Homes Inc., was
founded in 2009 by the Allgyer family in
Lancaster County, building cabin and
cottage-style park model RVs in a
factory-controlled setting, offering
what the company calls well-crafted,
comfortable, convenient park models.
Fork Creek markets its park models
through out the northeast and midAtlantic region. —Ty Adams WCM
Woodall’s Campground Management

WOODALLSCM.com

September 2016 - 21

HALLOWEEN
and Fall-Themed Weekends Help
Campgrounds Beef Up the Shoulder Season

Ocean Lakes in Myrtle Beach sees some all-out site
decorations during their Halloween-themed weekends.

“It’s a boon to the shoulder season. We’re almost entirely booked for
October by July. That gets us through the winter,” said Dana Gabriel
of Jellystone Park at River Bottom Farms.
Transitioning from the busy summer
season to the slower fall season can be
tough on a park’s bottom line. One strategy
for boosting registration rates during the
shoulder season is offering Halloween and
other festive fall activities during September
and October. Woodall’s Campground
Management asked five parks to share their
strategies for attracting autumn visitors, as
well as their advice for campgrounds looking
to start new seasonal programs.
Santa Claus, Ind., may seem like a strange
place for a Halloween gathering, but thousands of people travel to Lake Rudolph
Campground & RV Resort — an awardwinning property with more than 270 RV sites
and cabin rentals — every year to celebrate
the spooky holiday.
The property offers seven consecutive
Halloween Weekends in September and
October. Festivities kick off each Friday night
with bonfire ghost stories and a Ghostly

Golf Car Glow Parade, which features
200 golf carts decked out in seasonal
decorations.
On Saturdays during the themed weekends, Lake Rudolph offers pumpkin decorating, Hallo-TEEN games, Mummy’s Bingo
Party, costume and site-decorating contests,
haunted hayrides, screenings of scary films
and a dance. Clowns from the nearby Hadi
Shriners organization do face painting and
balloon animals. Children staying at the
campground can go trick-or-treating in the
evening.
The activity schedule stays the same
throughout each weekend so the staff and
guests know what to expect. However, each
weekend ends up being unique because
there are different guests, site decorations
and costumes.
To commemorate the weekend, campers
can take home collectible event shirts featuring a dressed-up version of Rudy, the

Mozingo Lake brings out bounce houses for family fun.
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campground’s reindeer mascot. This fall
marks the 16th year Lake Rudolph has hosted
its Halloween celebration.
Yogi Bear’s Jellystone Park at River Bottom Farms in Swansea, S.C., offers a similarly
intensive Halloween experience. The campground, which offers RV and tent camping
sites as well as several cabins, organizes
activities on six weekends in the fall. Dana
Gabriel, who co-owns the park with her
mother, Susan Davis, said the first three are
“no-scare” weekends for families with
young children. The park plans trick-or-treating, site-decorating contests, glowing
hayrides, a lollipop hunt and games such as
charades and Guess the Guts (where people
stick their hands into hidden containers filled
with peeled grapes, pasta and other foods
that feel like body parts and have to guess
what they’re touching).
Gabriel said one of the park’s most popular activities is the magic pumpkin patch.

Lego family trick or treating at Lake Rudolph.

Children plant pumpkin seeds in the ground
and say some magic words. Overnight the
pumpkins “grow” and are ready for painting
the following day.
On the three scare weekends, Gabriel
and her staff organize haunted hayrides and
set up a haunted house in a barn on the
property. “We don’t do a lot of gore, but
there’s a lot of startle and a lot of scare,” she
said. People in themed costumes jump out of
the woods along the trail (in the past they’ve
done themes such as jailbreak and zombies).
The haunted house includes a claustrophobia tunnel, vortex tunnel, actors staging
frightening scenes and animatronics. The
park provides child care so parents and
older youths can visit these attractions without frightening the younger members of the
family. They also repeat some of the
non-scary activities such as the magic
pumpkin patch and trick-or-treating.
In Maryville, Mo., a haunted campground
draws shoulder-season guests. “The
Mozingo Lake Recreation Park Haunted
Campground is an annual event that is
organized by the park, local groups and
volunteer organizers,” said Brandon
Cartwright, recreation coordinator for the
campground. The free, one-day event is
open to all guests of the 139-site park as well
as residents from surrounding areas. The
celebration includes bounce castles and
other inflatables, a pumpkin-carving contest,
pumpkin bowling, a pet costume contest, a
site-decorating contest and trick-or-treating.
Barb Krumm, director of marketing and
public relations at Ocean Lakes Family
Campground in Myrtle Beach, S.C., helped
start the mega-park’s Halloweekends more
than a decade ago. She took her young son
to the campground to go trick-or-treating and
realized other families might appreciate the
chance to celebrate Halloween in such a
safe and welcoming environment, which includes 859 campsites and more than 2,500
rental units located along 310 acres of
beachfront property.
The park’s three Halloweekends kick off
with a magic show or other performance on
Friday. “Everything has to be family-friendly,”
Krumm emphasized. “We really work hard to
keep that family tone.” Saturday activities
include the Great Pumpkin Search, where
children hunt for pumpkins in the park; a
pumpkin carving and decorating contest; the
Creepy Site Crawl, a self-guided tour of
decorated campsites; trick-or-treating; and
costume contests for people and pets.
People can vote for their favorite costumes
and sites in several categories — funniest,
creepiest, etc. Prizes are handed out at the
Monster Mash Ball in the evening.
The staff at Ocean Lakes gets as excited
about Halloween as the guests do, Krumm
said. The maintenance crew goes all-out to
decorate their storage area; last year they
decked it out using ideas from “The Addams
Family.” Employees are encouraged to dress
in costume on Halloween weekends.
Ocean Lakes offers other activities

Ocean Lakes Halloweekend pet costume contest.
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Site decorations, like these
at the River Bottom Jellystone, are a popular feature.

designed to lure guests to the campground in
the fall. In September they host gospel-music
weekends. Concerts are open only to guests.
There’s also a craft fair in late September
where park residents can set up booths in the
recreation area and sell jewelry, pottery,
woodworking and other handmade items.
In a cooler climate, the Coshocton KOA in
Coshocton, Ohio, a 46-site RV park that also
has several primitive camping sites, will create McPeek’s Mighty Maze, a four-acre corn
maze on its property for the second time this
year. “It’s not just a walk around the corn
field,” said Ryan McPeek, who owns the
park with his wife Camille. “You start with a
game sheet and there are 22
game stations throughout
the maze. All the questions
are fun and educational and
based around the theme.”
Last year the theme was
dinosaurs; this year it’s
space exploration.”
McPeek’s Mighty Maze
has a small corn maze inside
the larger one that’s better
for small children. The park
also offers other family activities such as hayrides, a
straw bale maze, a giant box
of corn kernels (similar to a
sandbox) that kids can crawl around in,
pumpkins for purchase, custom T-shirts, food
and games. The maze opens at the beginning
of September and runs through October.
“Nearly 3,000 people went through the
maze last year and we think it will be more
like 5,000 this year,” McPeek said. Campers
get discounted admission to the corn maze,
which is also open to the general public.

the shoulder season, said
McPeek at Conshocton
KOA, but it’s also a great
marketing tool. “It creates
some buzz around the
campground,” he added.
“People in the community
come out to the property for
the corn maze — and then
some of them come back to
camp.” It’s also a good commercial venture, he noted;
the maze part of the
business is completely selfsustaining.
“The last two haunted campgrounds have
brought out 2,500 to 3,000 trick-or-treaters,”
said Cartwright with Mozingo Lake Recreation Park. “All 95 of our RV sites on the east
side of the lake (where the festivities are
held) sold out both years. The general feedback from the event has always been great.
It’s a staff favorite and is easily our most
anticipated event every year.”
So, given those successes, what should
parks looking to introduce or expand fall
activities do to get started?
First of all, get campground guests
involved. Long- and short-term campers may
have great ideas and plenty of time to

well. “Maryville Public Safety assists in getting the crowd parked for the event, as well
as assuring the safest pedestrian traffic during the trick-or-treating,” he said. “Local
group and volunteer organizers oversee the
competitions.” On some years, organizers
have used the park’s Halloween event as an
excuse to host a canned food drive or do

something else for to the community.
Gabriel has gotten volunteers from college
or high school drama programs involved in
the haunted hayride and barn as a way to
keep down costs. If it’s possible to get
involvement from the local volunteer fire
department, that can help park operators
Halloween – continued on page 32

Trick-or-treatrers, like these at Mozingo Lake,
are a key part of Halloween weekends.

contribute to planning. That will take some of
the burden off the staff. In addition, the more
people who decorate their sites and hand out
candy, the better a Halloween event will be.
Cartwright recommends getting people
from the surrounding community involved as

Are themed weekends really worth it?
Ocean Lakes’ Krumm acknowledged that
these Halloween weekends require a
tremendous amount of work on the part of
maintenance and other staff, while Gabriel
at River Bottom Farms pointed out that
they’re expensive to put on; the park hires
actors for their haunted house and hayride.
Still, she and other park owners believe
the investment is worth it. “It’s a boon to the
shoulder season,” she said. “We’re almost
entirely booked for October by July. That
gets us through the winter.”
The corn maze boosts park rentals during

Coshocton KOA’s corn box
is a fun seasonal feature.
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New-build RV Parks Cropping Up Across the Country as
RV Shipments, Campground Occupancy Numbers Grow
The office and pool, as well as the pond, are
the first aspects to take shape at Creekside.

“Business is booming in the RV market and business is doing very well
in the campground market,” observed consultant and developer David
Gorin. “When things are going well like that, it’s an indication that
maybe it’s time for some development to come in.”
Despite the hurdles to new development, there’s no question that a growing
number of developers are breaking
ground on new RV parks and campgrounds across North America.
Consider just some of the reports that
have emerged over the last year:
• In addition to redeveloping an older
Florida RV resort, Elite Resorts and Guy
Harvey Outpost announced earlier this
year that they are working on a $15
million, 340-site RV resort on 46 acres in
Tarpon Springs, Fla., with brick-paved
sites that offer 100-amp hookups.
• A new 34-site RV resort is slated to
open in 2018 in Maviellette, Nova Scotia,
as an addition to Cape View Motel and
Cottages.
• CreekFire Motor Ranch, a 105-acre
RV resort/campground is on track to
open next summer in Savannah, Ga.
• Meridian Bridge RV Resort in Nebraska, just across the river from Yankton, S.D., opened its first phase this
summer as the owners continue to
develop more sites.
• Longtime campground-sector personality, consultant and Woodall’s
Campground
Management
columnist
David Gorin is
working on a
450-site new RV
resort
in
Florida, the details of which
David Gorin
have not been
released.
• Punta Gorda, Fla., is getting a new
195-site RV resort, Creekside RV Resort,
with phase one set to open Jan. 1.
• Sun Communities Inc. of Southfield, Mich., is building a 327-site RV resort in Paso Robles, Calif., a project in the
works for 12 years now.
• Kampgrounds of America Inc.
(KOA) has several new-build KOAs and
potential KOAs in varying stages
between planning and construction in
Texas, Ontario and possibly Indiana.
24 - September 2016

• Bear Lake, Utah, “glamping” resort
Conestoga Ranch, which opened in
2015, continues to expand its offerings
this year with new event and reception
tents.
“People are starting to say, ‘Now’s the
time to do it,’” said Gorin. In addition to
having a park in development himself,
his Gorin + Cohen Consulting Group is
working with a
variety
of
clients who are,
or are interested in, building new RV
parks.
The general
consensus is
that it’s been a
Chris Fairlee
while
since
there’s been this much interest in building new RV parks and campgrounds.
“Building a campground from the
ground up has been practically unheard
of, and now we’ve got three of them,”
said Chris Fairlee, vice president of
system development for Billings, Mont.based KOA. He noted that there’s a group
developing a fourth that they hope to tie
into the KOA franchise system.
That stands to double the number
of new KOAs built since 2007. In fact,
Fairlee said, 2013 was the last new
construction contract that KOA signed.
This year it could be two to four.
“I think that to some degree that’s
driven by the economy improving our
business. People are seeing an opportunity in our industry and a lot of parks are
dated. You see 40-year-old parks getting
top dollar.”
Gorin observed, “Business is booming in the RV market and in the campground market. When things are going
well like that, it’s an indication that
maybe it’s time for some development
to come in. You’ve got a lot of developers
and investors who own land and have
been looking for alternative uses for that
property. Given where it’s located, in
many cases RV parks or campgrounds

are the best use.”
As it turns out, that’s exactly why Creekside RV Resort is under construction.
David Anthony is the project manager for the resort. A former manufactured housing park developer in the
Punta Gorda area, Anthony met the
head of the company that owns the 47acre property through a mutual friend.
“I told him Punta Gorda desperately
needs a new RV resort. There hasn’t been
anything built in the Punta Gorda area
for 35 years for RVs, other than a park
that caters only to Class A motorhomes
where you buy the lot. I think there is
some opportunity here,” he told WCM.
Much Florida development in the
past several years focused on luxury motorcoach properties, Anthony explained.
“There are a number of people who
have nice fifth-wheels and travel trailers,
but there are few places they can go to
really enjoy amenities. We want to create
an environment where we cater to the
middle-class camper and up.”
Anthony said you can’t successfully
be all things to all people, so he focused

on a specific target market. “I didn’t try
to cater to the high-end guy, didn’t try to
cater to the low-end guy. I’m trying to
cater to the middle-class people and the
upper-middle-class people.”
To do that he took notes as he
traveled to parks across the U.S. during
the last few years, looking for the best
way to create a very user-friendly park.
And though opening day is still a few
months away, Creekside appears to be
an unqualified success.
“I put up signs and took out an ad,”
Anthony said, “and in eight weeks I
reserved every lot for phase 1 for next
year — 122 lots. I have a waiting list of
more than 60 people, and it grows every
week. I started a newsletter campaign
when people come to the website and
sign up, and my newsletter list is already
800,” Anthony said.
He’s already thinking about the next
park he’s going to build to serve the
same market.
That market — indeed, like the entire
range of the RV market —is poised
to grow, Gorin believes. “RVs are hot.
People are coming into the market and
want to serve it.
“If you look at RV sales, the Recreation Vehicle Industry Association says
there are between 300,000 and 350,000
RVs going out into the market every
year,” he continued. “If you figure the
average buyer uses an RV 21 nights a
year — which I think is ridiculously low
— you’re looking at about 7 million new
camper nights. I personally think with
new units it’s more like 50 nights a year.”
That, Gorin extrapolated, would result in
up to 17.5 million annual site nights.
That’s a large demand, though building a new RV park can be a cumbersome
process.
As KOA’s Fairlee pointed out, there are
hurdles. “The land cost is higher than it’s
been in the last 10 to 20 years, and I
have yet to see a lender finance a new
construction project.”
One of the KOA campground projects
that’s about to break ground near Austin,
Texas, has been three years in the
making. “You talk about the challenges
of new construction, there are several,
but the big ones are financing and permitting. This gentleman has spent two
years in the permitting process — he’s
the perfect example of how hard it is.
“They had the land,” Fairlee continued, “and zoning wasn’t an issue. When
we walked the property 2 1/2 years
ago, we thought we’d be starting
construction in six months. He got his
final permit in July.”

Offices are taking shape as nicer amenities unavailable
to towable RV owners in that part of Florida.
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Future guests gather with the developers
as construction progresses at Creekside.

Another developing KOA location in
Ontario is in the same boat, Fairlee said.
“It could be one to two years in the

Louisiana Parks —from page 3
until they can get back into their homes. Several insurance adjusters have also temporarily moved into the park. The same thing
happened after Hurricane Katrina and other
natural disasters, Blount said — they bring
their RVs so they have a reliable place to stay
in between meetings with clients.

permitting process because of the
province. There’s a dry creek bed
through the site, but they have to pay to
have a study done to see how many fish
are in it.” That project has been in the
works for eight months and if things go
perfectly, it might break ground by the
end of next year, Fairlee said.
And the developers of a new planned
KOA franchise near Dallas is looking at 2
1/2 years before being able to open if all
goes well, and that franchise construction agreement was put together earlier
this year.
Still, the difficulties aren’t a show-

stopper for a lot of developers, Gorin
pointed out. “If nobody built shopping
centers, if nobody developed apartment
houses because of the capital outlay and
the time involved, the country would go
nowhere,” he observed.
Fairlee said the fact of the matter is,

“the industry is booming — all facets of
it— so much so that it’s a little scary how
well it’s booming. There’s more money
in everyone’s pockets. If the growth continues the next five to 10 years, the
sooner you’re on the roller coaster, the
better the ride.” —Justin Leighty WCM

tive attitude,” Blount continued, “even those
people who have lost everything. They know
there’s a lot of work ahead, but they’re going
to rebuild.”
Park owners interested in helping their
Louisiana counterparts should consider
making a donation to the Red Cross or a similar organization, she added. “What people
are really going to need is money. Some of

This photo provided by the state of
Louisiana shows flooding just upstream
of the Robert Jellystone Park

Despite the devastation, LeBlanc said
locals and guests are doing well. “People in
Louisiana, because we’ve had hurricanes
before, we’re more adept at dealing with
these things.” Churches and businesses
were firing up grills and cooking food
for local residents and neighbors were
checking in on each other.
“Everyone I’ve encountered has a posi-

the areas that flooded weren’t in the flood
zone, so a lot of people don’t have flood
insurance. They were really caught off-guard.
And I keep emphasizing that FEMA isn’t
insurance. It will only help you so much.”
LeBlanc said despite the damage,
Louisiana is still a great place to visit. His
park is still open, as are many others in the
region. — Sophia Bennett WCM

Resort Becomes Cruise Inn’s
First Canadian Location
Cruise Inn RV Parks announced that the
brand has entered Canada for the first time
with the addition of Manning Park Resort in
Manning Park, British Columbia.
Located in the E.C. Manning Provincial Park
in the heart of the Cascade Mountains,
Manning Park Resort is an easy drive from
Vancouver, the lower mainland and Okanagan.
“We at Manning Park Resort are excited to
join Cruise Inn to expand our network through
the United States and beyond,” said Kevin Demers, the park’s owner. “We provide a variety
of accommodations for every budget, within
the stunning backdrop of E.C. Manning Provincial Park. As the first Canadian park to join the
Cruise Inn family, we are thrilled to invite all
those travelling in Canada to be our guests.”
Scott Anderson, president and CEO of
Cruise Inn, said, “Manning Park Resort is a
top-notch facility and we look forward to taking
it to an even higher level by providing
increased resources, reservation channels
and exposure. This is also an important day for
Cruise Inn, as we add our first location
in Canada and continue our strong, continentwide development.”
The Coral Springs, Fla.-based brand,
launched in late 2013, has 40 parks open or
in development across the U.S. and now
Canada. WCM
WOODALLSCM.com
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GUEST VIEW

Campgrounds Set for a Major Boom — for Many Reasons
Brian
McGuinn
The camping industry is set to boom.
Everyone sees the regular reports from
Kampgrounds of America Inc. (KOA),
Sun Communities, Equity LifeStyle
Properties and Leisure Systems Inc.

about increases in their park attendance and/or stock value. The good
news is practically ubiquitous.
Working at Southeast Publications I
see guest guide quantity orders increase
almost daily. Some would suggest that
this is a result of lower gas prices, while
others would say it’s the results of a
more stable economy. While some of
that might be true, I believe there are
more items in play here.
Let’s start with the lower gas price
hypothesis. I can definitely see why this
could be a huge benefit to the camping
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industry, especially for RVs, but according to the 2015 North American Camping Report by KOA, in 2012, 23% of the
primary camping accommodations
were, in fact, from RVs. According to a
report produced by the AAA, the average gas price in 2012 was $3.60 a gallon
— versus $3.29 in 2014, where RVs constituted 21% of all accommodations. If
gas prices were lower in 2014, why was
the percentage of RV accommodations
lower than in 2012?
“Well Brian, people are making more
money, the market is more stable.”
Again, I think that the success camping
is having is, to some degree, a result of
that. However, some of the major camping states — like Florida and California
— have been severely impacted by the
lopsided exchange rate that their usual
Canadian visitors are facing. In 2012,
the dollar was only worth 99 cents
Canadian. Today, every U.S. dollar is
worth $1.33 Canadian. This imbalance
is causing a large percentage of the
usual camping patrons to either limit
the length of stay stateside or decide not
to travel here altogether.
On a more somber note, let’s not forget the recent strange and unusually
timed weather events: The 59 inches of
snow that poured on the Sierra Nevadas
in March; the hail and floods in Texas
that caused people to lose their lives;
the unfortunate twisters that rocked
Kansas and Oklahoma in May; the
earliest tropical storm on record, Colin,
which pummeled north Florida in early
June; and the floods in West Virginia and
Virginia that claimed 23 souls. There
have been some real weather-related issues that have affected our industry this
year — yet the numbers still are way up.
I think there is a swell happening —
and here’s why.
Once, technology was a thorn in the
side of camping. People would stay at
home to watch their favorite shows or
stay glued to a computer. Kids would
stay indoors playing online games or
games on their Xbox or PlayStation.
Technology has created a Fear of Missing Out (FOMO). What made things
even worse is that campgrounds took
the opposite approach. “Facebook?
Website, who needs one of those? My
park doesn’t need Wi-Fi and I don’t need
to collect emails.”
These two very opposing viewpoints,
in my opinion, created a major disconnect between the business and the
customer. The good news is that the gap
is closing.
Here is my case of why camping is
going to boom.
Firstly, gone are the days where desktop computers and television sets were
immobile. In fact, more people access
the Internet on their mobile devices
than on their desktop. As for television,
you can stream just about anywhere
these days. As wireless networks
continue to vie for consumer businesses, their networks have no choice
but to expand and cover more and more
of North America.
RV resorts and campgrounds have
adopted Wi-Fi technology within their
parks, making it easier for their visitors
to access the information they require
to enjoy their stay and manage their
FOMO. Further, has anyone considered

the probability that in the very near
future there will be Wi-Fi-enabled RVs?
The technology is there; it just needs to
be improved.
It appears that kids want to be
outside with their mobile devices too.
With the success of Pokémon Go,
Southeast Publications has received
several requests from their state park
customers requesting permission to use
our guest guide graphics to show guests
where “Gyms” are located within the
park. Gyms are usually found at areas of
interest and are places where kids can
play a sort of “king of the hill” battle with
other teams on Pokémon Go. With the
overwhelming response of this type of
game play, other technology companies
are now wanting to ride the wave of
location-based gaming. Is there a more
exciting place to do this than outdoors?
Now let’s go back a few paragraphs
where we talked about lower RV accommodations. Where did the rise in
business come from? If you said cabins,
bingo. Now there is a variety of cabins,
yurts, teepees, treehouses and glamping
accommodations that are appealing to
more “mainstream” travelers. Once
there, they see how beautiful some
of these RV units are, or enjoy being
outside so much that they make plans
to either purchase a unit or return to
that cabin.
Campgrounds and RV resorts are
now digitally marketing themselves
more and competing within the online
noise where they once were an absent
voice. They are more effective in their
digital strategy, engaging within social
media and websites are getting even
better and more convincing, causing
more awareness of the benefits of
camping and/or the RV lifestyle.
Also, the workforce is becoming
increasingly mobile. If you pay attention
to the Harvard Business Review, you’re
seeing the workforce is moving to more
contract positions utilized by large
multinational organizations for special
projects, enabling further remote work
opportunities. These opportunities,
coupled with the recent technology
enhancements that offer easier faster
and clearer remote connectivity, are allowing people — and in some instances,
making it more appealing for them — to
travel more frequently, if not indefinitely.
The constant barrage of technological advancements has also impacted
our culture. As the Industrial Age
created more products, job opportunities and services than any prior age, the
Digital Age will create three times more
opportunities for the businesses and
workers that actively participate and
continually improve their respective
digital noisemakers.
Change is coming easier in American
culture as a whole thanks to technology.
People want to be more mobile, visit new
places seen on their devices, experience
new things. Now that the camping
industry is out there with the consumers,
we stand on the cusp of a revitalization
— and not the ledge to a cliff.
Brian McGuinn is business development manager for Southeast Publications, a provider of guest guides
and the robust digital Mobile RVing
platforms. WCM
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We Need to Evolve To Satisfy Desires of Future Campers
attracting new legions of campers to
public and private parks.

Toby
O’Rourke
There is a recent groundswell of interest in the outdoors. Everyone from
outdoor retailers to RV manufacturers
and dealers have been riding a wave
of success — and campgrounds are
no exception. In fact, at Kampgrounds of America, Inc. (KOA), we
have enjoyed five consecutive years of
record growth — and this year is on
pace to once again be our strongest in
our 54-year history.
Naturally, this collective success
across the outdoor sector begs the
question: how long can this last —
and what comes next? I believe that
despite our present growth, it is essential to look ahead. One way to gain
insight into the future is to understand the new, emerging camper
base.
Who Is the Future Outdoors Guest?
According to the 2016 North American Camping Report that KOA commissioned this spring, of the 1.2
million households that started
camping last year, 44% were Millennials between the ages of 19 and 35. It is
very promising for our business that
this younger generation is looking to
the outdoors as a vacation option. In
fact, more so than any other generation, Millennials were the most optimistic that they would camp even
more this year than last.
Millennials now represent the
largest segment of the population and
as such are attracting quite a bit of
media attention across the board. But
we should not be quick to overlook
Gen X as we chart our future guest.
Across all campers, the highest increase in households in 2015 were
Gen X. Falling in the 36- to 50-year
age group, Gen Xers have the highest
spending power, controlling 31%
of total income dollars in the U.S.,
making them a prime target for RV
purchases.
The rise in Millennial and Gen Xer
camping is leading to a significant increase in family camping. The North
American Camping Report showed a
5% increase in camping families and
reported that 46% of all camping
households now camp with children.
There’s a renewed interest in getting
more children outdoors and this will
most likely increase in coming years.
Finally, we are also seeing a major
shift in the ethnic makeup of the
camper base. For the first time, the
demographics of new campers in
North America are more closely
aligned with overall U.S. Census figures, with 40% of new campers being
part of an ethnic minority. The rise in
diversity can be partly attributed to
an increased marketing focus by the
U. S. National Park Service in recent
years. Its efforts, combined with the
influence of groups such as Outdoor
Afro and Latino Outdoors, are
WOODALLSCM.com

Evolving Our Business
Now that we have better identified
our future guest, how must we continue to evolve? If we carefully adapt
our industry to accommodate the
needs of this emerging camper while
still fulfilling the needs of our existing
guests, we’ll see our sustainable base
of campers continue to build even
when the rapid rate double-digit increases we are now seeing begin to
slow. There are a few key areas that I
believe will help insulate our growth:
Quality: Quality in sites and RV
products will be paramount to the
future camper. One of the most interesting pieces of data in our research is
that Millennials and Gen Xers are
greatly influenced by the quality of
sites when selecting a campground.
A relentless focus on quality as we
modernize our parks and create new
RV products will help keep customer
satisfaction high and lead to increased
rates of retention.
Customer
Service:
Likewise,
customer service cannot be overlooked before, during or after the
guest experience and can become a
true differentiator. However, customer
service needs to quickly evolve to
meet the expectations of the younger
guest. Multi-channel and pro-active
service that anticipates feedback and
quickly reacts will become the norm
across hospitality, and camping
cannot fall far behind.
Accommodations: Our business is
heavily driven by RVs and catering to
that market will remain important —
particularly as more Boomers reach
retirement. However, the accommodations (cabins) market is seeing
dramatic growth and is serving as an
entrance point for more and more
new campers. Three in 10 new
campers last year stayed in a cabin
and nearly half of all campers say they
would like to try a full-service cabin in
the upcoming year. Increasing our
focus on the indoors as a way to
access the outdoors will only help
drive incremental growth.
Technology: Not surprisingly, technology will increasingly play a key role
in camping and the outdoors. Technology is being used at every phase of
the camping experience, from booking to reviews, and 54% are going
online every day while camping. Wi-Fi
is admittedly one of the most difficult
challenges for campgrounds, but the
expectation for having it available will
not be going away; of campers who
expect free Wi-Fi at a campground,
its availability plays a strong role
in their decision to stay at a particular
location. Those who cater to the
technology demands of the customer
will be best positioned.
We are all on quite a ride — and the
future has never looked brighter for
the outdoor sector.
However, we
must take care not to become complacent. At KOA, we believe a high tide
lifts all ships and it is in our collective
best interest to understand this future
guest and do what’s necessary to
modernize to meet their needs. Real-

istically, we are in a heated race
against other demands on our guests’
time and attention — from work and
school activities to other vacation
options. That pace is only going to
accelerate. We’re confident that if we
all continue get better — campgrounds, RV manufacturers and
dealers alike — then we will all win.
Toby O’Rourke is the Chief Franchise Operations Officer at Kamp-

grounds of America Inc., where she
oversees all franchise-related functions including digital marketing,
marketing strategy, brand management, social media, budgeting and
data analysis, along with day-to-day
operations. She holds a bachelor’s degree from the University of Notre
Dame, and a master of business administration degree from the Kellogg
School of Management at Northwestern University. WCM
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RVC Outdoor Destinations Transforms Catherine’s Landing
— a Former Dairy Farm — into One of Arkansas’ Top Parks
Catherine’s Landing offers a number of on-site amenities sure
to entertain any guest, including hiking trails, disc golf, fitness
center, convenience store, children’s playground, and kayak
and pontoon boat rentals.

Amenities include a new Zip Line Park with 12 lines and a mile of water frontage on
Lake Catherine, making it a popular stop for travelers and locals alike. With a host
of nearby attractions, the campground is an attractive ‘way station’ for exploring the
region’s natural and man-made wonders.
Not that long ago, Jeff Love and his
wife were sitting on the sand in Huntington Beach, Calif., when he got the call
that brought them to Hot Springs, Ark.,
and Catherine’s Landing, an RV resort
that’s part of the RVC Outdoor Destinations chain.
Love, a Navy veteran who had recently
left the hustle and bustle of the corporate
world as an executive with Best Buy, said
the phone call was a job offer to become
the general manager at Catherine’s
Landing.
“When we left Best Buy — my wife
worked there, too — we traveled the country in an RV for a year-and-a-half, and during those travels we met Ian Horgan, RVC’s
vice president of operations,” Love mentioned. “Next thing you know they’re giving

me a call and saying, ‘Hey, listen. We like
your pedigree. Would you be interested in
coming to work for us?’ And I was like,
‘Absolutely. This sounds like a great opportunity.’ My wife and I looked at each other
and said, ‘Arkansas? Well, we’ve never lived
there before so let’s give it a try.’ So here we
are — and we’re really enjoying it.”
Sitting on 400 pastoral acres with a mile
of water frontage on Lake Catherine,
Catherine’s Landing is just a 15-minute
drive to downtown Hot Springs, Hot
Springs National Park and other tourist
attractions. The resort features 142 sites —
117 RV sites, 14 cottages, seven yurts and
four tent sites — and a host of activities
and modern amenities, including a
recently opened zip line course, yet offers
travelers a tranquil setting.

The Adventureworks Hot Springs Adventure Zip Line
Park opened this year and has proven to be a popular
draw for the park’s guests as well as visitors.
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“What I enjoy about it is what our
customers enjoy about it, and that’s just
the beauty of it,” Love pointed out. “When
they come into Catherine’s Landing, it’s
landscaped and really beautiful. All of our
RV sites, cottages and yurts are there to
really accommodate any need for anyone,
from an RVer to someone looking for a
high-end hotel. “Everything’s clean,” he
continued, “the bathrooms are clean. The
RV sites are nice. We’ve got good Wi-Fi. I
mean, altogether it’s the kind of experience
you’d want to have, but you still have that
outdoors feel.”
First occupied by local Quapaw Indian
tribes because of the location’s abundance
of fish and game, in 1911 the property
became a dairy farm serving Hot Springs
and the nearby community. The dairy
farm closed in 2005, and RVC Outdoor
Destinations spent $11 million to
transform the property into Catherine’s
Landing, which opened in 2011.

Amenities Enhance the
Guest Experience
Love said besides the natural bea
uty of the resort, pet-friendly Catherine’s
Landing also offers a number of on-site
amenities sure to entertain any guest,
including hiking trails, disc golf, kayak and
pontoon boat rentals, fitness center,
convenience store, 55,000-gallon saline
swimming pool, children’s playground,
concierge services and premium coffee,
beer and wine available for purchase.
The newest amenity is called “Adventureworks Hot Springs Adventure Zip Line
Park,” which opened earlier this spring.
Created in partnership with Adventureworks, which has developed three other
aerial adventure courses in Arkansas and
Tennessee, the two-hour course includes
a sky bridge with observation deck, as well
as 12 zip lines varying in length of up to 800
feet and heights of up to six stories.
Cost for a two-hour tour is $64 for
adults and $48 for kids, and Love said it has
quickly become one of its most popular
attractions for guests and non-guests alike.
“The zip line is the cherry on the top of
everything we have here. In fact, you do
not have to be a registered guest to do the
zip line. We have people coming to use it
from all over because it’s becoming so
well-known,” Love said, explaining many
newcomers are pleasantly surprised with
the resort and the area. “What we typically
hear is, ‘Wow, I had no idea.’ The word of
mouth is really getting around among RVC
properties — and it’s getting around locally, too; our
local footprint
was very small
so an initiative
of ours was to
really go out and
expose
our
property to the
local residents
and introduce
them to ‘staycations.’ So people
Jeff Love
are coming over
who live just down the street. They were
popping in with their RV and staying two
or three days with us. They don’t have to
drive so far, yet they feel like they’re so far
away.”
Of course, one of the attractions is
nearby Hot Springs National Park, which
preserves and commemorates the soothing thermal waters that have attracted
people throughout the ages to heal and
relax. Rich and poor alike came for the
baths, which inevitably led to bathhouses,
and soon a thriving city built up around
the hot springs.
Besides the national park north of town,
the city Hot Springs offers a number of attractions such as Funtrackers Family Park,
Josephine Tussaud Wax Museum, Belle of
Hot Springs Riverboat, Arkansas Alligator
Farm and Petting Zoo, Mid America
Science Museum, Superlift ORV Park,
Magic Springs Theme Park and Crystal
Falls Water Park. There’s also Oaklawn
Racing and Gaming, a thoroughbred horse
racetrack that Love said helps to
bolster the resort’s nonpeak season from
November to April.
Woodall’s Campground Management

The goal of Catherine’s Landing is to provide resortstyle luxury in a fun environment for families.

“It’s just such a cool little eclectic town
that our customers can really truly get into
over the course of two or three or even four
days. They can really see a lot of stuff, do a
lot of things and learn a lot of history —
and there’s a ton of history in Hot Springs.
That’s really what most of the feedback is
from our customers; they go into town and
find out about the mobsters, the horse racing and the bathhouses, and then just the
beauty of the Hot Springs National Park.”
Accommodations
As mentioned, Catherine’s Landing
offers 142 sites, including 117 RV sites that
feature level concrete pads and pleasant
landscaping. Each RV site includes full
hookups, barbecue grill, picnic table, fire
ring, 30/50 amp electric, Wi-Fi and cable.
“As far as the RV portion, the orientation
of the RV and the space you have around
it is top-notch,” Love said. “You’re really
not going to find an RV park that has as
much room in your area than this particular resort, and the property is set up so that
it’s easy to navigate.”
The resort’s seven yurts — circular,
framed, tent-like structures that include
wood floors, windows, comfortable beds
with fresh linens and climate controls —
range in size and sleeping accommodations. To give guests a sense of outdoor
serenity, Catherine’s Landing has located
its yurts in a semi-private space enclosed
by trees. This “Yurt Village” includes a
picnic table, deck and fire ring for each site.
“Yurts provide a fresh overnight experience while eliminating negatives associated with camping: extreme temperatures,
rain, bugs and dirt. Better yet, a skylight at
the peak of the roof might be the yurt’s
coolest feature, allowing guests to gaze
into the night sky,” Love said, mentioning
yurts are the perfect accommodation for
glampers.
Customized by RVC Outdoor Destinations, the 14 resort cottages at Catherine’s
Landing are fully furnished with flatscreen TVs, bathrooms, fully appointed

kitchens and fresh bed linens and towels.
Like other site types, cottages also include
a barbecue grill, picnic table and fire ring.
Select units will also include a loft as well
as washer and dryer. Cottages can sleep up
to four adults and two children with the
bedroom, loft and fold-out sofa.
The four tent sites feature level grounds
and pleasant landscaping on a spacious
16-by-16-foot pad. Each tent site includes
concrete pads, grill, picnic table, fire ring
and Wi-Fi.
Love said the resort is at about 75%
occupancy during peak season, but has
been steadily gaining in reservations as of
late. In fact, he said 57 customers were on
a waiting list for Memorial Day Weekend.
“That was so crazy for us and we were
sad that we couldn’t help them. We
referred them to other parks in the area. It’s
hard to tell them ‘no,’ but we want those
customers to remember us,” Love pointed
out, adding “we are currently engineering
and pricing a Phase II expansion.”
Customer Service is Another Key
Catherine’s Landing recently added two
more people, bringing its full-time staff to
14. Of that, four work in maintenance, four
in housekeeping, and six at the front desk.
Love said that might seem a little high, but
the current and future demand warrants it.
“We were at 12, but our growth has
dictated to us that we needed to add two
more. But instead of just bringing on occasional seasonal employees, which we’ve
done in the past, we decided to focus on
bringing in more people full time who can
live the values of our particular resort.”
The key is to hire the right kind of people, Love explained. Staff members at RVC
Outdoor Destinations are known for their
over-the-top customer service, and that’s
something he looks for when looking at
job candidates. And the key to a staff providing good customer service, he added, is
to make sure the employees are happy.
“First and foremost, we really step up to
the plate and take care of our staff,” he

Among the lodging options, which also includes RV and tent
campsites as well as resort cottages, Catherine’s Landing also
provides yurts – circular, framed, tent-like structures that feature wood floors and windows.

The 55,000-gallon saline swimming pool is one of the resort amenities at the Arkansas park.

explained. “All of our employees, everybody, we really work hard to take care of
each other first. We do come first, because
if we’re happy and everybody’s happy on
the staff, our customers are happy. We will
do anything for each other, and it builds
that confidence level that exudes from
there. They’re confident to work directly
with the customers to make decisions and
they don’t have to sit and wait for the manager. They’re empowered, and that’s really
what RVC has done. They’ve empowered
their people with the right leadership
to make sure we’re giving the very best
experience possible to our customers.”
Employing people year round helps
reduce the time and expense of hiring and
training new workers, Love mentioned.
The key is to give them every reason to stay
with the resort.
“It’s very rare in this particular industry
to hold people year round. So what we do
is we pay fair wages based on the local
market. We give time off when time off is
due. We do everything we can to listen to
our employees so we have regular meetings, and we’ll give feedback to what they
have to say. We schedule consistent hours,
too,” he said, and “that makes a huge difference. They know, and can rely on, that
we’re doing well enough to maintain a
certain level of hours per employees.
“So when we’re bringing an employee
on, we’re able to keep that employee on,
and then we can move forward because
we’re making decisions based on growth,”
he explained.
“They also love the recognition they
get,” Love continued. “They get a lot of
recognition from (RVC Chief Operating
Officer) Yale Spina, (RVC CEO and General
Partner) Andy Cates and all of the senior
leadership. Everybody gets a birthday card
from Andy and Yale. They just feel like
people care about them. It all adds up and
makes a big difference.”
Love said this philosophy of the taking
care of employees has made a big difference at all of RVC’s properties, and the

Families enjoy the climate-controlled yurts.

proof is in the customer feedback given
both in person and online at various travel
sites such as TripAdvisor, which awarded
Catherine’s Landing a Certificate of Excellence in 2015. The resort was also a “Top
Rated” park by Good Sam last year, and
was featured in a USA Today article titled
“Where’s the Best Camping in Arkansas?”
“It’s just all the essentials, like waving to
all the customers when we go by them. We
might wave to the same customers 50
times a day. We say hello to each other
every time we pass each other, and that
just bleeds over to our customers. We’re
always asking others how they’re doing
and asking for constant feedback,” Love
continued.
Still being fairly new to the campground
sector, Love said he is learning as he goes.
“I’m really enjoying it. It’s a really fun
industry. I’m only 45 years old. I’m going to
be working in this for a really long time. I’ll
be able to perfect my craft and understand
it,” he said. “That’s why I’m with RVC. I just
feel like they’ve got something that’s going
right. It’s exciting, and I think we’re blessed
with smart leadership. They’re doing so
much for the industry — and there’s a lot
of other campgrounds that are, too, but I’m
just grateful I’m on board with RVC. I don’t
want to sound too corny or anything, but I
really am.” —Rick Kessler WCM

Campground Overview
Name: Catherine’s Landing, an
RVC Outdoors Destination
Address: 1700 Shady Grove Rd.,
Hot Springs, AR 71901
Number of sites: 142
Physical description: Sitting on
400 acres with a mile of water
frontage on Lake Catherine, Catherine’s Landing is just a 15-minute
drive to downtown Hot Springs,
Hot Springs National Park and
other tourist attractions. Of its 142
sites, there are 117 RV sites, 14 cottages, seven yurts and four available to tent campers. All sites are
full hook-ups (30/50 amp): water,
sewer, cable, electric, and Wi-Fi.
Season: Open year-round
Rates: Rates vary depending on
number of occupants, unit, site
and season, but costs start at $35
per night for tent sites, ($40/night
for RVs, $80/night for yurts and
$150/night for cottages).
Website: wwww.rvcoutdoors.com/
catherines-landing
Contact: 501-262-2550
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Bear Encounters —from page 6
play dead. The bear scratched and bit one
woman.
• An Alberta woman was attacked in the
wild near a campground in late July. The
son of the owner of the campground and a
trail company saw the bear attacking the
woman and scared it off.
• One day later, elsewhere in Alberta, another woman in her mid-20s was attacked
by a bear while riding mountain bikes with
a friend. The bear caused serious injuries.
• In late June, a law-enforcement officer
with the U.S. Forest Service was riding a
mountain bike near West Glacier, Mont.,
when a Grizzly bear attacked and killed him
on a trail.
In some cases the culprit bears were
captured and moved, and in some cases
they were euthanized. Not all the bears
were found, however, and sites didn’t
reopen until officials stopped seeing new
signs of bear activity.
It’s gotten so bad that wildlife officials
have resorted to calling in dogs trained to
track bears and give them a scare.
“This time of year is a difficult food time
for bears, just before the berries ripen, and
the bears are searching pretty hard for
foods right now” Forrest Hammond with
Vermont Fish & Wildlife told television
station WCAX.

Bear populations also have been on the
rise. This year Vermont officials have fielded
about 120 complaints, nearly double from
recent years. Black, brown and Grizzly
bears can be aggressive, especially sows
guarding cubs.
“Once they start getting fed there’s a progression of behavior that gets worse on and
on, with more loss of fear of people — to the
point they finally might entering a building or
even coming into a tent site like that.
Normally a bear wouldn’t do that type of
thing,” said Hammond.
The Alaska Department of Fish and Game
offers a resource site with tips on dealing
with bears. It mostly comes down to
common sense: Give them space. Don’t
approach or surprise them. Don’t feed them.
If you encounter one, don’t run; stand your
ground, wave your arms and talk to it calmly.
If it walks away, back off slowly, keeping an
eye on it.
In case of an attack, fight any bear that
breaks into a tent or building or has been
calmly focused on you and makes contact.
If the bear, on the other hand, is acting
defensively, hit the ground face down with
your hands protecting the back of your neck
and remain motionless until the bear is gone.
For campground operators in areas with
known bear activity, it never hurts to remind
guests that nature is, in fact, wild — and wild
isn’t always safe. —Justin Leighty WCM

El Nino Provided Some Help for California Campgrounds
El Nino didn’t deliver nearly as
much precipitation as forecasters
had predicted, but it provided
enough to significantly increase
business levels at campgrounds
near California’s lakes and
streams over the summer.
“Campground operators in the
Sierra and elsewhere are telling
us their business levels are up
substantially compared to last
year at this time,” said Debbie
Sipe, executive director of the
California Association of RV
Parks
and
Campgrounds
(CalARVC), which hosts CampCalifornia.com, the travel planning website.
“Business is way better than
last year. I’ve been having to turn
people away,” said Shannon
Park, owner of Fawndale Oaks RV

Park in Redding, which has 33 RV
sites, 10 tent sites and two rental
units, all of which are popular
with water-skiing enthusiasts.
“The rising water has brought
back the tourists,” Park said. “We
have lots of houseboats and Jet
Skis on the lake. It’s wonderful to
see.”
The story is similar at campgrounds across the central and
southern Sierra Nevada range.
“Our summer season has been
busier than usual for sure,” said
Kris Oneida, co-owner of Wishon
Village RV Resort, a 56-year-old
family owned and operated
campground in the Sierra Nevada
town of Shaver Lake, northwest of
Fresno. “There are a lot more
people out in the mountains than
I’ve seen in recent years.” WCM
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Campground For Sale by Owner
Woodall’s 4-Star 2015. 31-1/2 acres, 200 sites
(all with water & 30 amp, some with sewer & 50
amp), 2 bathhouses with flush toilets & showers,
2 laundromats, playground with Rainbow unit,
36' x 64' heated pool (new 2013), 7,000 sq foot
event building, 26' x 56' mobile home (3 BR, 2
full baths). $2.5 million.
Cannon Falls Campground, Cannon Falls, MN
507-263- 3145 or cell 612-709-9895
www.cannonfallscampground.com

TO PLACE YOUR
AD IN THIS
SPECIAL SECTION:
Beverly Gardner & Associates
574-266-7980 • Fax: 574-266-7984
akollat@g-gmediagroup.com
wthorne@g-gmediagroup.com

WANTED!
RV Park near
Metro Area
or Large City!
240-600-2304 or
jasonsharer@gmail.com
Stunning Vermont Campground for Sale!
Beautiful Vermont campground in a tourist
location. 20 acres with 90 total campsites,
1/3 seasonal to bring in winter income. 20,
30, 50 amp electric, water, sewer, back-in and
pull thru RV sites. Large recreation hall, bath
house, game room and laundry. Heated pool,
swimming pond, playground, camp store &
propane fill station. 2 bedroom, 2 bath home
with basement, attached garage and shed.
Great location off of the interstate for easy
access. $850k, no owner financing available.
Email campgroundforsale@aol.com for details.

CLASSIFIEDS
Classified Advertising Rates are $1 per word, minimum $15 per ad. Payment
must accompany order. Closing date is the first of the month preceding
month of publication. Published monthly. Make remittance payable to
Woodall’s Campground Management, 2901 E. Bristol St., Ste. B, Elkhart, IN 46514

FOR SALE
NEW TWO 10 HP MEYERS SUBMERGED sewer pumps $3000 each
(1/2 Price) Run less than 15 minutes.
Call: 910-524-4004.

HELP WANTED
CAMPGROUND MANAGERS
Travel Resorts of America is expanding
and is seeking both experienced and potential managers to join our professional
management team as operations managers or managers in training. For more
information about current and future

openings, please contact Robert Bouse at
rbouse@travelresorts.com. “Have Fun,
Make Money” with an industry leader!

SERVICES
YOUR NEW CAMPGROUND/RV
RESORT BROCHURE PROFESSIONALLY DESIGNED FOR FREE!
Full color, many sizes, formats. Priced
right! Free shipping! Free human consultation! Serving the industry since
1994. Contact Jim Austin, Campground
Marketing Solutions, 866-893-1490.
Ask about our new “Price-Match!”
Woodall’s Campground Management

INVESTMENT OPPORTUNITIES
Campground Brokers, we
have a 30-year proven track
record of selling parks!
We know the campground industry.
We help educate buyers to this industry.
We meet the buyer to remove contingencies.
We personally attend every closing.
We are available to help – before, during, and even years
after the sale!
• We promise to always tell you the truth…even if it hurts!

•
•
•
•
•

We would like the opportunity to help you in the same way; contact
us at 800-648-1624 or email to: info@campgroundbrokers.com

“Specializing in RV PARKS and
CAMPGROUNDS FOR SALE”
Over 30 Years Experience

www.rvparksforsale.com
Our Experience And Expertise = SOLD
612 Sidney Baker St. • Kerrville, Texas 78028
Phone: 830-896-5050 • Fax: 830-896-5052

MICHIGAN CAMPGROUNDS FOR SALE
SEVERAL CAMPGROUNDS AVAILABLE
Including in North Central
and West Michigan Regions

BRIGGS REALTY
www.briggsrealtyonline.com

616-942-1071

WANTED!
RV parks with water feature
(lake, river, ocean), or near major
attraction. Prefer 200+ sites with
high number of seasonal residents,
but will consider smaller parks
(with or without water feature), if
have high seasonal occupancy in
desirable location near attractions.
Family and/or retirement. Rural
or city location. We will decide
quickly and pay all cash or
structure sale to meet your needs.
We are experienced RV park
owners and assure confidentiality.
Brokers welcome.
Please call or email us today:
Phone: 518-725-2003
Email: usresorts@outlook.com

PARK BROKERAGE INC.
Riviera RV Resort on the
Colorado River, Blythe, CA
175 RV Sites, 9 Park Models, Pool,
Spa, Boat Launch.13.3% Cap Rate,
28 Year Extendable Ground Lease.
$2,500,000 with Assumable and
Seller Financing.

Giant Redwoods RV Park
& Campground, Humboldt
County Redwoods State Park
53 RV & 24 Tent Sites on the Eel River
on the Avenue of the Giants Highway.
Newly Renovated, Low Rates. $1,625,000,
8.9% Cap Rate, 17% Cash Flow.

For Sale By Owner
60 SITE CAMPGROUND
Rated 4 Stars by Woodalls
All Pull-Thru Sites
Bath House with Showers
Laundromat • Propane Sales
Beautifully Landscaped
31 Unit Mini Storage Rental
30 & 50 Amp Electric
Cable TV & Internet available on all sites

114 ACRE FARM
(Sold with campground or separately)

8,000 Sq Ft STEEL BUILDING
2 Miles East of I-55 • Sikeston, Missouri
Serious Inquiries Call

Alex at 573-472-1339
Pine Flat Lake RV Park,
Sierra, NV Foothills
Near Fresno, CA
200 RV Sites with All Year Round,
Permanents. Very Popular Water Skiing
& Fishing Lake. Low Rents,
Seller Financing at 5%, $3,000,000.

Oxbow Estates RV Park
$1,150,000
Payson, AZ
49 Large Spaces + 6 Apartments and
Owner/Manager Home. Beautiful Mountain
Setting in the Pines just Hour from Phoenix.
20 Degrees Cooler in the Summer!

John Grant/Park Brokerage Inc.
john.grant11510@gmail.com • 800-987-3363 • Fax 858-530-2368
www.parkbrokerage.com

PRIME
Interstate 10 Frontage
2800 ft. Total - 16 mi. E of State Capital
Monticello, Florida
Two Good Sam RV Parks
with Adjoining Residence on Acre
plus One Mobile Home Park
within City Limits

850 997-3890
Campgrounds/RV Parks
ME - NH - NY
Don Dunton – One of America’s most
experienced Campground/RV Park Brokers
………………………………………………
This month’s featured listings:

ME - NEAR OCEAN! 20 acres, 60 sites, (40 seasonals), yr-round 4 unit apt., summer apt, pool, 2
ponds, sev. ocean beaches - 2-3 miles. $675,000

Location, Location, Location...
RV Park for Sale By Owner
1/2 mile off I-90
Situated between Mt Rushmore and Yellowstone
Devils Tower Exit
56 RV sites, 25 tent sites, 2 cabins
Heated swimming pool
Store, laundry, game room, propane
New Owners apartment above store/office
New 26 x 40 shop
New John Deere compact tractor & 10 implements
Jeep Wrangler with snow plow
Appx. 7 acres
City water, City sewer, CATV
Good Sam Rating 9
30-50 amp pull thru sites
$1,100,000
Serious buyers only / no brokers

ME - 1,000’ Lakefront… $625,000 - SOLD!
Don D’s #148 Campground SOLD
ME - 2,500’ lakefront, 100++ sites, nice home,
pool, more. Popular - $1,495,000.
ME - 1Unique setting-Town W&S (Rare!)70 sites
near Maj Ocean Resort Town-Hi Net! 1,495,000

………………………………………………
I have several other large parks to $4,500,000.
(Qualified Buyers, only - please.)
Contact Don for these and other listings.

www.BuyaCampground.com
Don @BuyaCampground.com

603-755-3944

Bernie 307-282-0023
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Halloween —from page 23

CALENDAR OF EVENTS
SEPTEMBER
13-14: Northeast Campground
Association Great Escape 2016
Hickory Hill Family Camping Resort
Bath, N.Y.
Contact: 860-684-6389,
cyndy@campnca.com
14-18: America’s Largest RV Show
Giant Center, Hershey, Pa.
Contact: 888-303-2887
19-21: Virginia Campground
Association Annual Meeting
Candy Hill Campground
Winchester, Va.
Contact: 703-291-0657
27: California Association of
RV Parks and Campgrounds
Fall RV Park Day
Rancho Jurupa Park and
Crestmore Manor
Jurupa Valley, Calif.
Contact: 530-885-1624

OCTOBER
25-26: Ohio Campground Owners
Association Fall Conference and
Park Operators On Tour
Courtyard Marriott
Lima, Ohio
Contact: 614-221-7748

NOVEMBER
3-5: Campground Owners of
New York Exposition for the
Outdoor Hospitality Industry
Turning Stone Resort
Verona, N.Y.
Contact: 585-586-4360
6-10: Leisure Systems Inc. (LSI)
Symposium and Trade Show
Northern Kentucky Convention

Center and Embassy Suites
Covington, Ky.
Contact: Dean Crawford,
513-831-2100 ext. 12
dcrawford@leisure-systems.com
8-11: National Association of RV
Parks and Campgrounds Outdoor
Hospitality Conference and Expo
Fort Worth Convention Center
Fort Worth, Texas
Contact: 303-681-0401
11-13: Cruise Inn Conference
Sheraton Fort Worth
Downtown Hotel
Fort Worth, Texas
Contact: 888-222-4191,
ssilver@cruiseinns.com
14-17: Kampgrounds of America
Convention and Expo
Chattanooga Convention Center
Chattanooga, Tenn.
Contact: 406-254-7416,
shuck@koa.net

State College, Pa.
Contact: 610-767-5026

FEBRUARY 2017
20-24: National School of RV Park
and Campground Management
Eastern Campus
Oglebay Resort, Wheeling, W.V.
Contact: 303-681-0401

MARCH
1-3: Missouri Association of
RV Parks and Campgrounds
Spring Meeting
Ramada Plaza Hotel and Oasis
Convention Center
Springfield, Mo.
Contact: 573-337-0543
3-4: Ohio Campground Owners
Association Spring Conference
and Trade Show
Embassy Suites Columbus Airport
Columbus, Ohio
Contact: 614-221-7748

20-23: Camping In Ontario
Convention and CampEx
Sheraton On The Falls
Niagara Falls, Ontario
Contact: Krista Bethune,
877-672-2226
kbethune@campinginontario.ca

15-19: Wisconsin Association
of Campground Owners Spring
Conference and Trade Show
Holiday Inn Convention Center
Stevens Point, Wis.
Contact: 608-525-2327

29-Dec. 1: Recreation Vehicle
Industry Association
National RV Trade Show
Kentucky Expo Center
Louisville, Ky.
Contact: www.rviashow.org

16-18: Northeast Campground
Association Northeast Conference
on Camping and Trade Show
Radisson Hotel Nashua
Nashua, N.H.
Contact: 860-684-6389

DECEMBER

25-26: Colorado Campground
and Lodging Owners Association
Annual Conference
Courtyard by Marriott
Grand Junction, Colo.
Contact: 970-573-0320 WCM

12-14: Pennsylvania Campground
Owners Association Convention
and Trade Show
Penn Stater Hotel

avoid problems with fire codes or other regulations.
Krumm said it’s important to balance the
needs of long-term campers with those who
are only coming to the park for the weekend,
especially for the Myrtle Beach market.
“We’re very popular with snowbirds and retirees, so the whole park changes when the
kids go back to school,” she said. “Then all
of a sudden that crowd has to get used to the
park filling up every Friday and Saturday.”
Most long-term campers like seeing the
children and participating in the activities,
she said. But every year there are a few
complaints. To reduce problems, Ocean
Lakes sets a very clear tone and expectations for all guests. “We make sure the
Halloween families know that all policies still

Some guests at Ocean Lakes go all out to
decorate sites for Halloween.

apply even though it’s a holiday,” Krumm
said. The park’s staff members clearly mark
which sites are open for trick-or-treating,
and they increase security patrols over the
weekend.
Gabriel recommends that parks looking to
start Halloween or fall weekends start small.
“It took us a while to build up to what we
have now,” she said.
Look for ideas for games, decorations and
crafts on Pinterest, the operators suggested.
Coshocton KOA’s McPeek’s Mighty
Maze is in its second year.

Once you have some ideas, set aside a storage room and shop for needed items all year
long. Commercial Halloween props can be
very expensive, so Gabriel recommends
looking for things at thrift stores.
Although it’s fine to keep doing the same
types of activities every year, introducing
new themes and games will keep things
fresh and help ensure families continue to
return. But more than anything, have fun with
fall activities.
“There’s just a great spirit in the campground at Halloween,” Gabriel said. “I guess
it’s the ‘sugar high,’ but everyone seems to be
in the best mood.” —Sophia Bennett WCM

Manufacturers of Quality Recreation FUNniture

www.ParkEquipment.com

1-800-376-7897
2061 Sulphur Springs Rd
Morristown, TN 37813
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