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INTRODUCTION

Hi, this is Bill. Welcome to the recording of my interview with Mr. X. You’re in for a treat!

This interview was a rare opportunity. For the rest of my life, I’ll be able to go into any RV 
dealership and get a great price on any RV I want. If you listen carefully to these recordings, you’ll be 
able to do the same.

You’ve probably heard people talking about how to figure out the true dealer cost of an RV, so you 
can offer a price down close to that level. Well, you’re about to learn that this approach is nonsense. You 
can’t figure out the true dealer cost—often times even the salespeople can’t figure it out. Only the dealer 
himself knows what it is. And the number is constantly changing anyway, for every single RV on the lot, 
sometimes week by week.

That’s the bad news. The good news is that it doesn’t matter. In this interview, Mr. X explains a step-
by-step method to getting the RV’s price as low as possible—sometimes even below dealer cost. That 
seems impossible, but it’s not. You’ll hear Mr. X describe situations where he lost $2,000-$3,000 on the 
sale, and why he agreed to sell the RVs at that price. You’ll hear exactly how it happened, and what the 
buyers did to get those deals. You’ll learn how you can get these kinds of deals, too.

You’ll also learn how to save on RV financing, insurance, and warranties. If you listen carefully to 
this entire interview, along with the bonuses, and follow the approach carefully, you can save thousands 
and thousands of dollars the next time you buy an RV.

By the way, sometimes people wonder if they should really try to save so much. They seem to feel 
guilty about not giving the dealer all that extra money, especially when they listen to this interview and 
learn how to get the prices down so far. Well, get that idea out of your head right now. 

Guilt only applies if you do something bad to someone. For RVs, there’s an easy way to tell if the 
sale is bad for the dealer: he won’t sign it. Plain and simple. No matter how hard you push him, if he 
agrees to the deal, you know it’s good for him. Otherwise he wouldn’t sign it.

Even in the situations you’re going to hear about, where RV dealers have actually lost money on 
certain deals, there was no reason for the buyers to feel guilty. In those circumstances, it was to the 
dealers’ advantage to sell at those prices. Why? Because they were in situations where they’d lose a lot 
more money if they didn’t sell to those buyers. So even though the dealers lost money on those deals, the 
buyers were helping them. The buyers didn’t feel guilty about it, nor should they have. 

Now obviously, in most sales the dealer isn’t going to lose money. He’ll probably make a little profit 
when you buy from him. But I’m here to help you get that price down as far as possible. So low that 
you’ll be tempted to feel guilty about it, even though you shouldn’t! 

Here’s how this interview happened. I was publishing an email newsletter about RVs—giving people 
tips I had learned about the RV buying process. Then I heard about Mr. X, who was an RV dealer for 13 
years but had recently gone back into just servicing them. He has a tremendous amount of experience—
he’s been in the industry one way or another for 35 years.
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I contacted him and managed to convince him to give me an interview. I wanted to get the best 
interview possible and not leave anything out, so I sent out an email to my subscribers, asking them 
what I should ask Mr. X during our conversation. I got some great questions—some of them were things 
I was going to ask already anyway, but there were some I hadn’t thought of. So I sent Mr. X the list of 
questions before the interview, and that was the basic framework we used for our conversation. 

Some of the questions were things I knew the answers to already, but I asked them anyway to be 
thorough. Sometimes I got the answer I expected, sometimes I got surprised instead. So if you’re an 
experienced RVer, there are probably a few questions in the interview that you already know the answers 
to as well. But I think you’ll enjoy hearing his answers anyway, just like I did.

You might be tempted to skip the first part of the interview, where we started out by discussing 
how to pick an RV, and how to choose a dealer. I’m sure you’re eager to get to the “good stuff” in the 
interview, where he talked about how to get the prices so low. But be patient and listen through the 
interview—he lays some important groundwork in the beginning that he comes back to later. And I’m 
sure you’ll be learning new things throughout the interview, as I did.

One more thing before we get started. After you’ve listened to the interview, I’ve created some 
bonuses for you as well. Mr. X passed along a tremendous amount of information, but that creates a 
slight problem: when you go to buy an RV yourself, you’ll probably want to review all this information 
first. And a three and a half hour interview is a lot to review.

So as the first bonus, I’ve created a summary of the buying process. It walks you through everything, 
and even has some additional tips that I’ve learned from other RV experts besides Mr. X. At the end, 
there’s a step-by-step checklist for you to follow. You’ll get this as a recording, as well as in a transcript.

The second bonus talks about what to do when you have an RV to trade in. If you trade it in the same 
way everybody else does, you’ll lost thousands of dollars. On the other hand, if you do it correctly, all 
that money goes back into your pocket. So that’s in the second bonus.

The third bonus is called “RV Financing Secrets: How to Save Up to $20,778 When Financing an 
RV.” You’ll hear Mr. X talking about financing during the main interview, but I wanted to expand on 
what he said, and give some additional resources that he didn’t mention. By the time you’re through 
with this bonus, you’ll be equipped to save a large amount on the financing.

Lastly, there’s a bonus on RV insurance and extended warranties. Again, Mr. X talked about these 
topics, but there were some additional things I thought you needed to know about. So this bonus 
summarizes Mr. X’s tips, and gives some additional information and resources.

OK, so that’s the introduction. Let’s get started on the interview!



4

INTERVIEW BEGINS

Mr. X:  How are you doing this morning?

Bill:  Good.

Mr. X:  Okay, can you hear  me okay?

Bill:  I can now.  You just broke up a minute ago.

Mr. X: Okay, is that better?

Bill: Yes.

Mr. X: Instead of, I’m gonna do on speaker phone.

 Okay, do you want me to just go down the list and start elaborating on it?  Is that the way 
you would like or how do – you set the format.

Bill: Yeah, that would probably be a good framework for us. 

Mr. X: I think so.

Bill: It’s roughly in a – probably in a sequential order of what someone would go through 
when they bought an RV, so – 

Mr. X: Exactly.  You laid it out pretty good.  I didn’t see anything wrong, it’s just, I wrote down 
a lot of different things concerning the issues and it just took time to do it.  And so that’s 
what I – that’s where I’m at.  And then, what I – let’s do like this and I think it will help 
us both.  I’ll take a one topic like choosing a dealer and then any questions you have 
pertaining to that issue will – after I go through it, that particular subject matter, and then 
you stop me and ask any questions you want.  That way your information is all together.

Bill: Okay, sure.

Mr. X: How does that sound to you?

Bill: That sounds great.  Yeah, there may be a – something, you know, every now and then that 
comes up that might jump around a little bit, but – 

Mr. X: Oh, that’s fine.  That’s fine.  I just – I think it helps both of us keep our, you know, keep 
our mind on the subject and then as we go down, you’ll think of another subject that we 
talked about earlier.  And I understand that.  

 Okay, to choose a dealer, one of the things – your first question was where to buy and 
what to buy and all that kind of thing.  One of the things about choosing a dealer was 
the criteria that I put down for that is that you asked about the RVDA.  That’s primarily 



5

a business associational thing that it doesn’t really benefit the customer so much.  It’s 
primarily like tools that provide tools and methods and stuff like that for the dealership 
to operate and to enhance our profit and so forth and that kind of thing.  That’s primarily 
what that consists of.  It’s like a barber’s association or the medical association – that 
kind of thing.

Bill: Sure.  Well the reason I’d asked that is because there are a couple books floating around 
about buying RVs that say that if a dealer is not in the RVDA, you can question how 
legitimate they are, you know.

Mr. X: On that respect, but, you know, what it really gets down to is how do they deal with the 
product and the customer once the purchase is made.  And that’s what I look at and that’s 
where I think it’s the – I think more important than that although it is – it can be used as a 
guide as well.  Some dealers are most – especially the big dealers are.  You could have a 
small dealer that’s starting out that’s a good guy, but he just hasn’t got to that yet, because 
like everything else, he may be struggling financially to keep his head above water and he 
may not have joined it yet.  But the bigger dealers?  Oh, yeah.  They’re all dealers – part 
of the association.

Bill: Okay.

Mr. X: Dealer association.  One of the first things that I look for in a dealer is – does he have 
what I want?  Does he have Class A, or B, or fifth-wheels, or travel trailers.  And I’m 
gonna use that primarily because the pop-up sector is pretty small and that’s sort of a 
smaller market, but the point of it is, does he  have what you’re looking for?  Does he 
have the brand and does the brand have the floor plan and the features that you’re looking 
for in an RV?  That’s the first that what you’re looking for that you have to address to 
see if he has what you want.  And does the dealer sell in your price range?  Because they 
do differ considerably in price range.  For example, you can get a trailer, a travel trailer, 
a 27 foot for $15,000 or you can spend $35,000.  They do range quite a bit in price, but 
interior’s a different level of quality, not necessarily, but usually.  And the components 
are basically the same.  When I say basically the same, I mean the appliances.  There’s 
only two different types of refrigerators.  There’s three types of water – let me rephrase 
that.  There’s two different brands of refrigerators.  There’s three different brands of air 
conditioners.  There’s two different brands of ranges and two different brands of furnaces 
and three brands of water heaters.  So those are all basically same in all RV units.  And 
when I say all – in the majority of them.  Now, when you get in the upper end, you have 
different heating systems that cost thousands of dollars where they’re heated through 
the engine or some other system.  I ran into one about a year ago where it was – it ran 
off of fuel, but it done, it heated the engine coolant in the winter time, provided heat for 
the house, as well as heated hot water all in one system.  But that’s the high end of the 
product line, meaning a couple hundred thousand dollar motor homes.

 So, you know, so, but the basic structure after that varies, you know, aluminum skin or 
fiberglass laminated walls.  So that’s where your price ranges differ.

Bill: Sure.
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Mr. X: And one other way to check a dealer is the Better Business Bureau.  See if they have a lot 
of complaints against them.  

Bill: Yeah, the overall point of the question, I guess, was if I walk into a dealer’s lot for the 
first time, I want someone who’s gonna treat me fairly, negotiate in good faith, and after I 
buy the RV, if there’s warranty work that needs to be done, I want it to be taken care of, I 
want someone who will honor the warranty he sold me.  You know, good service overall.  
Is there a way I can judge any of that stuff up front, just as I’m walking on?

Mr. X: Yeah, I addressed one of the things.  Yeah.  As far as actually—see, how to answer that 
without getting into great detail—but for wanting a good price, that’s where you need 
to price shop.  What you may want to do is, if you have brand X, call a couple different 
dealers with that brand and that model to determine that.  Now, in other words, you may 
have a dealer in Dallas here and you may have another dealer in Houston and you may 
have one in Waco, so you can call those three dealers and ask what the price would be for 
that model number – for that model and with those options.  That’ll give you a good idea 
if the first dealer is ripping you or if he’s legitimate, has a legitimate price.  And the way 
you get the list of the dealers – go the manufacturer’s website and punch in a zip code 
and that’ll punch in the closest dealer to you.  That’s one way to determine price.  

 Service – there’s a number of different ways to check that.  Number one, check if you 
can look at their facility and see if they have a legitimate service facility.  Look at their 
equipment.  Determine the amount of technicians they have.  And if you can find out, the 
number of years the technicians have in experience as an RV technician and the number 
of years they’ve been with that company.  Because this industry tends to have turnover in 
the service department.  If they have a lot of turnover, be concerned.  

Bill: Now, I remember reading somewhere – don’t remember where now, but that there is 
actually a shortage of skilled RV technicians.

Mr. X: There is an acute shortage of RV technicians.

Bill: So that’s what’s driving this turnover you’re saying.

Mr. X: That’s exactly right.

Bill: I see.  

Mr. X: And there’s another problem.  The RV industry tends not to pay their service department.  
They tend – now this is a generalization – too many of the dealers view the service as 
a necessary evil and they don’t put priority on the service department as well as pay 
accordingly.  And it’s difficult to find because people don’t – you have to be so many 
different things.  You can go to school, but it’s not – they don’t pay enough that it justifies 
somebody to go to school to learn it.  

Bill: You  mean being a technician?
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Mr. X: That’s correct.  To learn the skill of being a technician.  That is – 

Bill: Oh really?

Mr. X: Oh yeah.  Now some of them are going to be – some of them do pay.  Out of those, they 
don’t have a lot of turnover, but I’m making a generalization.  And that’s why you wanna 
check out the service department for that reason.  If you know the amount of turnover 
they have and the amount of years of experience the average has out there, and how many 
years the average is that they’ve worked there, that will tell you a lot about the service 
department.

Bill: So, what will be a good number to shoot for, for both of those?  An average of five years 
experience for technicians?  Or – 

Mr. X: Yeah.  Probably.  That’s a good question.  I don’t know how to answer that.  The 
turnover is a big thing because if they don’t take trained or certified technicians, it takes 
approximately five years to be proficient in that business.  So, that’s what you need – just 
that’s what you need to be effective as a service technician.  I’ve been doing it for many, 
many years.  But when I train people it took five years that I could turn them loose and 
know that they’ve done the job, done it correctly, in an expeditious manner.

Bill: Yeah, ‘cause it’s equivalent of being a mechanic and, I mean, being able to fix anything in 
a house.

Mr. X: Exactly.  And the thing that the difficulty is, you have to know air conditioning, you 
gotta know refrigeration, you gotta know electrical, you gotta know charging systems, 
you gotta know body work, you gotta be a carpenter, you gotta be a welder, you gotta be 
many, many different things.  For example, you gotta know slide-out systems.  You gotta 
know hydraulic systems.  

Bill: That’s right.  Yeah, that’d be – 

Mr. X: It takes years to learn.

Bill: Sure.

Mr. X: And the unfortunate part of it is most dealers don’t wanna take the money that it takes to 
train somebody and invest in it, because it does take, the first year, he’s more of a liability 
than he’s an asset to you.  That’s just the way it is.  At least that’s been my experience.  
And the time – unfortunately it’s many times – the time they learn the trade, they see 
greener pastures and go on their own and that’s what a lot of people do.  

Bill: Right.  Yeah, that’d be a tough business to run.

Mr. X: It is a very difficult business, but I got out of it.  I got tired of that – of training people.  
I’d go through ten people to find one good one and that was willing to stay with it and 
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make a job out of it.  And I was one of the top paying in the industry around here.  This is 
years ago I was paying twenty bucks an hour.  Twenty-one – I had one guy that was with 
me for ten years that was – he was paying – I was paying him twenty-one bucks an hour 
and that flat shot – what we call a flat rate, meaning if the job paid one hour, he got paid 
one hour, whether it took him a half hour or an hour and a half, didn’t matter.  He got 
paid that hour.  And he could usually beat the clock, but it’s very difficult to find people 
like that.  But I had him when he was 17, he worked with me for ten years.  And I was 
running the service department.  But I turned over the service department to another guy.  
First year he was there, he lost $5,000, just the way he ran the shop – he left.  So that’s 
the kind of thing that – it’s difficult.  And that’s the thing that makes the difference after 
the sale has been done.  

Bill: Right.

Mr. X: That is so critical.  Most people don’t evaluate that and look at that.  But that’s probably 
one of the most important things.

Bill: Right.  Yeah, ‘cause the actual buying only happens once, but then you own the RV for 
how many years?

Mr. X: Exactly  And – 

Bill: And something’s gonna go wrong sooner or later.

Mr. X: That’s not a threat – that’s a promise.

Bill: Sure. 

BEGIN PART TWO

Mr. X: And why don’t you ask the questions and I think that way, maybe we even do a better job 
for what you’re looking for.

Bill: I think we’re doing fine already, but that’s okay.

Mr. X: That’s fine.  Go ahead.

Bill: Let’s see, I was gonna – I’m tempted to run down that path of getting good service after 
the sale again, but we’ll hold off on that until later.

 Okay, so we talked a little about how to choose a dealer.  Now, of course, you don’t even 
have to buy from a dealer.  Our next set of questions there was when and where to buy.  

Mr. X: Yes.

Bill: RV shows are famous for having all these show-only prices and so on and they got the 
hot dogs and the clowns and the free drinks.  And my understanding is that the show-only 
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prices can easily be obtained after the show as well.  Is that true?

Mr. X: Not necessarily.  Depends on the dealer.  There’s no iron clad rule.  Some do – what 
they’ll do is they’ll throw off a $500, they’ll throw in a gidget or a widget in the deal at 
the show.  So, that may or may not be true.  That depends on the dealer.  Is that usually 
a legitimate deal where they actually throw in an extra carrot?  Yeah, that’s true.  The 
advantage to buying at a show – if you’ve done your homework before, is because they 
know their competitors are just a couple steps away.

Bill: Oh sure.

Mr. X: And they’re concerned and they’ll fight to get that sale.  You know, they’ll do what they 
have to and they’ll slice and – dice and slice that price if they have to, to get it away from 
their competitor if they’re aggressive.  And most dealers will.  I mean, when I used to do 
shows, I remember I had one that was going back and forth on me and another dealer.  I 
mean, literally, he’d go over there and talk to him, see what the deal he’d come up with 
and come back to me, “Alright, this is what he’s gonna do.  What are you gonna do 
now?”  And people would do that.  And that’s part of the program and you build that into 
your price.  The average price markup in travel trailers or in towables – let me rephrase 
– in towables, is 15 to 20 percent markup.  That’s sort of a basic guide that you can use.  

Bill: Okay.

Mr. X: And motor homes, it’s somewhat similar because of the larger ticket, some of thme make 
so much as $50,000, depending on the one you got.  Now, the million dollar ones, they 
probably make up to $100,000.  It depends a lot on the price range on how much they’re 
gonna add to it.  

Bill: Sure.

Mr. X: And do the dealers expect to be worked on?  Sure.  And use that as a guide, it’ll help the 
consumer to get a better price and the dealers anticipate being worked over on the price.  
They budget that right in.  I know when I was selling, I’d budget it in X dollars.

Bill: Sure.  Well you have to.

Mr. X: Exactly right.  And so – and the best way to do that is check the deal – do your homework 
before you go to the show.  Do your homework.

Bill: So you’re equipped to wheel and deal while you’re there.

Mr. X:` Exactly right.  Know what you – if you go to the dealer’s lot and say, “You know, I sort 
of like this.”  Tell the missus, “I sort of – we like this here.  Now let’s wait till the show’s 
coming up next month, lets go down there and see if we can put a deal together.”  And 
check with other dealer – other dealers that are not in the area.  It’ll help you have as 
guide to go in there and negotiate.
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Bill: Okay, that was actually my next question.  What are the advantages of buying from your 
local guy right down the street versus somebody who’s a couple states away?

Mr. X: Repeat that, I’m sorry.

Bill: I said, advantages of dealing with the guy right down the street versus someone a couple 
states away?  If you buy from someone who’s further away are you going to get trouble 
trying to get service from the local guy later?

Mr. X: Yes.  That is true and especially if he remembers you.  Some of them will not work on it 
unless you buy it from them under warranty.  Now, they’re not supposed to do that.  But 
they can do that and some of them do do that.  If they know you went to your competitor, 
even let’s say you have a dealer competitor 50 miles away and you dealt with him but he 
– the guy 50 miles away gave you a better deal, he may say, “Hey, it wasn’t worth buying 
here, go to him.  He had a better deal for you remember?”  And I’ve seen that happen 
many times.

Bill: So he would do your work for you but he would charge you even if it was still under 
warranty?

Mr. X: No, he refuses to do the work because usually he’s so busy doing service work he don’t 
want your work.

Bill: Okay.

Mr. X: And see, dealers don’t make that good of money doing service work, let me explain.  
They get paid the hourly rate, but they don’t make nothing on the parts.  And then the 
manufacturers keep a tight lid on how much they pay you to change x.  They’ll tell you, 
“I’m gonna pay you five tenths of an hour to do this job.  I don’t care if you spend all day.  
That’s all we’re paying.  So that’s why dealers aren’t hip on doing warranty work.  It’s 
unlike the automotive industry, where they bang better money.  The automotive industry 
makes their money after the sale, not on the sale.  RV dealers make their money for the 
sale.

Bill: How interesting.

Mr. X: Yeah, that’s your difference.

Bill: Is non-warranty work profitable for them?

Mr. X: It is if you have a good service department.  Is it a big moneymaker?  No, but it pays the 
bills.  

Bill: Okay.

Mr. X: If you have a good service department – but it takes, you need a core to get started and it 
takes time to build a core.  My trouble was – and a lot of them are – I just know another 
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small dealership struggling right now to find a qualified service manager.  He’s dying to 
get a service manager that knows what he’s doing.  

Bill: So he’s not just bleeding money out the door.

Mr. X: Yeah.  He’s got the business, but he don’t have a manager that can run the department.  
And so, that’s the problem is finding qualified people to do the service end of the 
business.  And that’s a nationwide phenomenon.  Ask – if you’ll ask anybody in the RV 
manufacturing side – for an example, I was back home in Indiana – that’s where I’m 
originally from, Elkhart, that tells you where the industry is.  Sixty-six percent of all 
RVs in the industry, I think in the United States or in the world, are built in that area.  
And I was talking to a president’s assistant – executive secretary at one of the major 
manufacturers up there.  I don’t want to say who it is, but we’re good friends and she 
asked me, “What are you doing?”  So I told her a little bit what I was doing and I do 
some service work and, oh, she just shook her head.  She just cringed when I said service.  
Meaning that it’s such a nationwide phenomenon and a problem all the way around.  So 
that’s a – that’s the big problem.

 And also check the parts department.  Is there – do they have a committed parts 
department?  Meaning do they have a fairly wide selection of parts?  Because that 
indicates their commitment to after-the-sale service. 

 And the amount of training their people have in the service department – find out if 
they’re – how many people are certified service techs.  

Bill: What’s the certification called?

Mr. X: RV service technician certification.

Bill: RV service technician certification.

Mr. X: If they’re certified as an RV service technician.

Bill: Okay.

Mr. X: And one thing too, you know, that doesn’t necessarily mean that they know the chassis 
part of it.  That means what we call the boxing industry.  Box meaning the body and the 
components of the house – meaning or the living quarters.

Bill: Sure.

Mr. X: That does not necessarily mean that they know how to do body work, paint, fiberglass 
work, or chassis.

Bill: Just the stuff that makes it an RV.

Mr. X: Exactly.  The chassis’s sort of a separate field.  And then the body work – it’s not that 



12

it’s a separate field, but you have to know how to work, particularly fiberglass or filon.  
In this industry, that’s two different things.  Filon is extremely thin and very difficult to 
work with, meaning because of the thickness and it’s not like a fiberglass Corvette where 
the body’s thick, easy to repair.  Filon is less than a sixteenth of an inch – about a thirty-
second or sixty-fourth.  

Bill: Oh wow.

Mr. X: And super, super thin.  And all it is, is a skin.  And to repair it, I’ve got one coming up.  
It’s not a problem if you know how to do it.  But you gotta know how to do it.  They way 
I do it, I’ve never had one come back.  And I’ve done one several months ago – I try to 
stay away and it’s very time consuming, but a four foot section that I cut out and rebuilt 
it.  You couldn’t see it when I got done.  The lady couldn’t tell what I did.

Bill: Okay.

Mr. X: And I’ve never heard from her since.  So that’s – and that’s good news, meaning that’s 
– no news is good news in service because that means there’s no problems with it.

Bill: Sure.  Okay, so other than the issue of getting service, is there any other reason why you 
should pick a local dealer versus a remote dealer or the opposite for that matter?

Mr. X: A local dealer gives you a – more opportunity to check the dealer out – his business 
practice, is he legitimate, is he dishonest, and you have more selection to talk to the 
customers and find out what the local dealer really is versus the long distance dealer.  
And another way to check the dealer is go to the park and see if you can find customers 
that bought from him – the local parks.  And then talk to – on internet sites.  Trailer Life, 
Motorhome Life – those magazines give you stories of problem areas in the dealers and 
if you see that name in there often, that’s one when you want to be concerned.  And 
usually it’s because the defects have not been resolved, primarily it’s the dealer’s fault.  
Was it delivered right to the dealer?  Maybe, maybe not.  But the point of it is the dealer 
has failed to resolve the defects.  That’s the issue.  Yeah, because he’s not resolving the 
problems for whatever reason. 

Bill: Right, I mean that’s the crux of it.  It doesn’t – coming out of the factory, everything’s 
gonna have problems, but once it hits the street in the customer’s hands is when it really 
matters.

Mr. X: Right.  And most manufacturers are committed to taking it back to the plant and try to 
resolve them.  For example a manufacturer will try to take it back – I was just thinking 
of one case – the one case that I was involved with in another state – the dealer took it 
back to the factory several times and couldn’t even resolve the problems.  I was a little 
surprised with that because they’re a major manufacturer and they couldn’t resolve the 
problems.  They ended up settling the case for an undisclosed amount of money and some 
other perks that they give the owner and he decided to keep it for that.  He did call me 
and spell out the details what they wanted to do and I said, you know, in my own opinion, 
I said, “I’d take it and go on.”  And he chose to.  I said, “That’s just my opinion.  What 
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you do is your own business.  I can’t tell you what to do.  And I’m not a lawyer.”  I make 
that very clear.  

Bill: Sure.

Mr. X: But I said, “If that was me, I’d take it and run.”  And so it varies a lot.  Some 
manufacturers do and they can’t resolve it for whatever reason.  That’s what the difficulty 
is, but the dealer in the one that I was referring to about the three times, it was – to me, 
that was so obvious, I just couldn’t believe my eyes because I walked up to the vehicle 
and said, “Here’s your problem.”  Didn’t do nothing.  Just looked at.  And he couldn’t 
figure it out.  So, you know, again, most manufacturers try, but the difficulty is they may 
not have the qualified people as well.  In most cases they do, but I don’t know.  Depends 
on the problem.  Some problems are tricky.  You know, it’s just like I had a slide-out the 
other day that was leaking.  And I told the guy what was wrong.  He said, “That ain’t it.”  
I said, “Well I’m not gonna argue with it because,” I said, “I’ve done too many of these, 
but you can tell me what you want me to do.”  But, I said, “If you don’t do what I tell 
you, I ain’t gonna warrant my work either.”  Because – and then once I got it done and he 
seen it…I been, you know, I been doing a lot of repairs.  It’s like I tell him, no, I’m not 
perfect, but I have a pretty good idea what’s going on.

Bill: Well after how many years?  Thirty some odd years?

Mr. X: Thirty-five.  Yeah.

Bill: That’s worth something.

Mr. X: Well, yeah.  And the thing of it is, usually, I’m pretty close – and I’ll miss some here and 
there, but not many.  I can’t afford to miss many because I guarantee whatever I do.  And 
I gotta do it right or I’m gonna be out to pasture in a hurry.

Bill: Sure.

Mr. X: So – but that’s just some of the things.  

Bill: Okay.  Okay, so – so I guess we covered the local versus remote dealers then.

Mr. X: Right.

Bill: What about dealerships selling over eBay?  

Mr. X: There’s nothing wrong with that.  The only problem is that it’s long distance and a lot of 
dealers do use that, particularly on used merchandise, because Joe Blow may be looking 
for a 1990 Landau.  I’m just throwing a brand out.  And there’s not many of those out 
there.  But he likes this one floor plan he just can’t live without.  It’s an excellent way to 
do it for the dealer and they do sell across eBay.  Absolutely they do.  One of the things 
then you do that is make sure whatever the agreement is, it’s in writing and verified 
before you pull it off the lot.  For example, if he makes eight guarantees that everything 
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works, literally use it. Make him hook up the water, make sure that refrigerator’s cold, 
climb underneath and make sure there’s no oil leaks on a motorized. 

Bill: Well, you should do that with anything new or used, right?

Mr. X: Well, they’ll – now some dealers – now I’m giving you some of the tricks to the trade.  
For example, Joe Blow comes in and says, “Yeah, we checked the water.  Turn on the 
faucet and water comes out.”  They may not even have it hooked up to city water, well, or 
let’s rephrase that.  I’ve got it hooked up to city water and he said, “See, you got water.”  
So you disconnect the hose and say, “I’m gonna in and wash my hands.”  Turns on the 
water pump, water pump don’t work.  Well he’s gone now.  Now it’s too late. 

 Or, another thing.  Well it’s – let’s see – “I just turned on – we forgot to plug in the 
refrigerator or turn on the refrigerator last night.  I’m sorry, but it’ll take – it takes about 
12 to 24 hours on a hot day to get cold.”  Well, you’re going down the road, and you’re 
down to Timbuktu, you’re – you get home next week you want to go out camping – now 
you’re 500 miles from that dealer only to find out the fridge ain’t working.  The lights 
may come on, but that don’t say it’s cooling.  That’s two different things.  

Bill: Right.

Mr. X: It’s that kind of thing that it may or may not be intentional, but the point of it is, then 
you’re 500 miles away. 

Bill: Yeah.

Mr. X: And so, it’s those kind of things that you want to be sure when you do that.  There’s 
nothing wrong because sometimes if you’re looking for a particular model – that’s the 
only choice you got.  

Bill: Right.

Mr. X: And so – and then that kind of thing – there’s really no way that I know of, unless you 
can get into the insurance files, if that vehicle was in an accident.  But most of the dealers 
do a lot of eBay and they do get business like that.  I’ve sold several like that.

Bill: Okay.  

BEGIN PART THREE

Bill: Next item.  Best times of the year to buy, and best times of each month to buy.

Mr. X: Okay.

Bill: Maybe take the second one first.  Toward the month is better than the beginning.  Would 
that be a good statement?
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Mr. X: Usually, because if they have reached their goals – monthly goals, and if they didn’t 
they’re gonna be pushing price.  So if you can get there at the end of the month and – see 
some businesses don’t have the monthly goals, others do.  It depends how aggressive 
their sales department is and how large and well-managed they are.  Just a lot of 
those sales departments, particularly the bigger ones, they have more of an aggressive  
approach to it and set goals and so forth.  At the end of the month, yes they will push the 
price and you can twist their arms a little bit more – if they haven’t reached their goals.  

Bill: So what if they have reached their goals?

Mr. X: Well, then they’re not gonna be as flexible.  Biggest thing is when you buy is create doubt 
on the part of the salesman – that you’re gonna buy.  In other words, make – keep him 
on the edge that he doesn’t know for sure where you’re at.  He’ll make a commitment 
to it, meaning, keep him so he’s guessing, say, “Gosh, maybe I better drop it more to get 
this guy to get him drawn in.”  And keep him on the edge so he doesn’t know for sure if 
you’re gonna buy or not.  And if you have another one or at another dealer, let him know 
that you’re looking at two and you’re trying to figure out where you can get the best deal.  
That’ll really put him on the edge.  Because he knows then, he’s gotta dance to the music 
or he’s gonna lose a sale and he’s gonna do everything he can to get you to go to buy 
yours and not your competitors’.

Bill: Sure.  Okay, best times of the year to buy?  I’ve heard that the industry show and – was it 
Louisville on Thanksgiving every year?  

Mr. X: Louisville – that’s a dealer show only though.  

Bill: But that’s where the manufacturers usually announce the price increases right?

Mr. X: Usually.  Yes.  But not necessarily.  That can be any time.  One thing concerning best time 
of the year and then remind me of year end models and I’ll go back to that.  

Bill: Oh, okay.

Mr. X: On the best time of year is at the slow time where you buy.  For example, if you’re in 
Billings, Montana, the best time to buy is in the dead of the winter.  Nobody’s RVing and 
nobody’s looking at RVs – too freaking cold to go out looking at them.  And so what you 
want to do is buy in the slowest time or around Christmas.  Nobody’s buying RVs around 
Christmas and January – in the cold country.  Now, in what I call the snowbird country 
– and you know what I mean about that, right?  

Bill: Yep.

Mr. X: If you are not in snowbird country, you can at Christmas and January, they are getting 
hungry.  They are getting hungry because it’s just deader than a freaking nail.  Sales 
– those are the slowest months and you can buy in the slowest month.  You can twist their 
arms pretty good for a deal.  And – 
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Bill: So what if you’re down in Phoenix?  Is Phoenix – 

Mr. X: Then in the summertime – in the heat of the summer, ‘cause then the only body that’s 
buying is the local people.  That’s reverse then.

Bill: Sure.  Yeah ‘cause everybody else got out of town.

Mr. X: Exactly.  Everybody – and yeah.  All the people that live there that can leave town 
– they’re gone too.  That’s their slow time.  In snowbird country it’s a total reverse.  So, 
you know, that’s the thing.  

 Now, year-end models – if you can get a year-end model – they’re gonna say they’re 
gonna throw off, let’s say they’re gonna – I’m gonna throw off $1,000.  That sounds good 
right?  And it is good – that’s $1,000.  But remember, when you drove it off, that trailer 
is automatically a year old and you also lose depreciation greater than you would a new 
one.  So you really want to twist their arms on a year-end model like that where 2007’s 
started and they got a 2006.  Twist their arm.  And you may have to get them down close 
to cost.  Since you know approximate cost for that trailer – and there’s really no way 
for the consumer to find out, ‘cause they do not release the prices of their product.  For 
example, if I was to want to take on a line of manufacturer X, they won’t even send me 
the price list until they’re pretty sure I’m gonna sign up.

Bill: Oh, really?

Mr. X: Yeah.  They are really stingy on passing out their price lists.  Because the reason they do 
that – they don’t want me to know what they’re charging the dealers until I’m sure I’m 
gonna take the line.

Bill: Sure.

Mr. X: So they don’t want that to be public knowledge.  They keep that pretty tight lipped.  

Bill: So, where exactly – when does an RV change from one year – so April, there’s an RV 
sitting on a dealer’s lot.  And it’s there through October.  Which day or which month is it 
officially no longer the current year and it’s officially a year older and thus depreciated?

Mr. X: Alright.  Generally speaking, and it does vary between manufacturers, most of the 
manufacturers start their model change in June.  And they usually start production 
after July 4.  Now that’s they way Indiana is.  That’s primarily the way the Indiana RV 
industry operates.  It does vary between Indiana and California and Florida as the main 
three.  There are manufacturers in Oregon, Kansas and a couple other places in between.  
But, Indiana primarily does model change July 4.  The production shuts down and the 
engineers and so forth make their final decision in that area of exactly when they’re 
gonna start production on the next year’s model.  And that’s – but they start working on 
it actually in April to determine what they want to put in, pricing and so forth and make 
sure that fits the budget that they want to stay in.  
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Bill: So, okay that’s in Indiana though.  On a dealer’s lot in Kansas – 

Mr. X: Alright.  The dealer – the Kansas dealer – when he orders that – they will tell – the 
manufacturer will tell them – the Kansas dealer, “Look, after July 15th, anything ordered 
after July, let’s probably say June 15 – anything ordered after that will be the next year’s 
model and that’s the price – whatever that is – for that particular vehicle then.

Bill: Okay, so that’s for ordering.  So, the ones that are already sitting on the lot in Kansas 
– when do they start depre – you know, when does depreciation really kick in?

Mr. X: When the new model comes out.  That’s when the price – the value of that other – that 
other last year’s model changes, when the new ones come out.

Bill: So, as the new ones are actually arriving on the lot.

Mr. X: Yes.  That’s when the last year’s model is actually worth less because the new ones came 
out.

Bill: And that’ll be August, September?

Mr. X: Well, usually in July, they can start – they start production on the next year’s model in 
July, usually.

Bill: Oh, okay.  And that production cycle is short enough to where – 

Mr. X: Yeah, usually two to four weeks production cycle where any – hypothetically after July 1, 
you ordered it July 1, you’re gonna get next year’s model.

Bill: Okay.  I didn’t realize that their cycle was that short.  Okay.

Mr. X: Yeah and most of them are four weeks.  And especially in the peak.  Four to six weeks.  
Now some of the others – some of the major players, for example when I worked at 
Keystone, we were several months out.  But that’s a unique operation there and most of 
them don’t run that far behind.

 We were just so busy that our product was so hot that we – that’s how far behind we 
were.

Bill: Okay.

Mr. X: It just depends on how – what the level of sales they’re experiencing.  

Bill: Okay.  Okay, so, for times of the year then, it’s really two things.  The slow times where 
you are, like you said, depending on which part of the country, winter or summer.  And 
then for everybody the year-end, which would be July, August.

Mr. X: Right.
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Bill: To buy last year’s – what is – to buy what is now last year’s model. 

Mr. X: Right.

Bill: Okay.  The show in Louisville – the reason I mentioned that – I had read somewhere or 
heard from someone that when they issue the price increases at the show, that dealers 
can often order a batch at the old price with delivery spread out over the spring and that 
you can sometimes get a good deal by ordering one of those, you know, a unit from that 
batch.  Is that true?

Mr. X: That’s true.  That depends strictly on the manufacturer’s policies and if the dealer is 
willing to take them at that price and when you make a commitment, they usually want to 
hold you to it too.  In other words, say, “I’ll buy fifty units this” – from point a to point b, 
they will – you’re – they try to hold you to it.  Now they’re not gonna break your neck if 
you don’t because they – if you’re doing enough volume, it just depends totally on how 
much money you’re making them is how flexible they are with you as a dealer.

Bill: But – however many the dealer orders though – I mean he has an incentive to move these 
things of course.

Mr. X: Right because if they – hypothetically, if he orders 20, he may get $500 off per piece.  
But see, the consumer may not know that unless the dealer’s willing to share that with 
him.

Bill: Right.  That was one of my questions later was how do you find out what the incentives 
are?  Okay, so we’ll set that aside until then.

 Okay, choosing an RV type.  

Mr. X: Okay, my first thing to make an informed decision concerning the type of RV you want 
– you need to rent some RVs.  Go rent the different types.  Use them, it’ll help you 
understand how they work, you’ll understand the lifestyle, you’ll start to realize – “Well, 
this is one thing I don’t like.  This is what I do like.”  And without investing a great 
amount of money, you know, before you make your decision.  It’ll help you make a much 
better, informed decision.  You’ll understand how it works and all around it’s a better 
deal.  And plus, it’s a way to really research it as far as the usage and the lifestyle before 
you make your investment.

Bill: Sure.  Now, can you actually rent – like a high-end Class A?

Mr. X: Yes you can.  You have to be – 

Bill: Oh, I didn’t know that.

Mr. X: Yes, you have to be selective.  You’re not gonna find them just on every corner.  You can 
rent them.  They’re not – they’re not inexpensive, but at the same time, there’s a large 
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investment that you got in your hand.  

Bill: Well yeah, it’s better than spending a half a million and – 

Mr. X: Exactly right.  And so you can do that and get a good taste of what the industry’s about 
and what you like and what your likes and dislikes are.  You can rent from pop-ups to big 
Class A motor homes and most things in between.  Fifth wheels is the only thing that’s 
difficult to rent.  

Bill: Okay.  So, if I wanted to rent one, would you recommend going to one of the nationwide 
chains like Cruise America, or something else?

Mr. X: They’re okay.  I’d try to find a private guy.  Usually, let me say it like this – some of the 
major rental companies – their products have room for improvement as far as the quality 
and condition of the vehicles.  What you want to do is go look at the vehicle itself, the 
one that you’re gonna rent and their policies and read that contract carefully because 
what’s their policy if it breaks down and you’re in Timbuktu?  

Bill: Right.  

Mr. X: So you want to read that very carefully.  Look at the condition of the vehicle because 
they do vary even from the small rental company to a large and you can have bad ones on 
either side or good ones on either side.  So what you want to do is check it out, request 
that particular one.  Now, they may not like to do that, but I would do that if I was, you 
know, if I was to because I know the rental is a tough business.  Being I done that – I 
used to have a rental fleet of 20 and the consumers – the average consumer doesn’t know 
how to use it.  I personally made videos on how to use it.  They had to watch it because in 
most – a lot of companies don’t do that and they’re starting to now.  They used to not, but 
a lot of companies do that but when – if they don’t educate the consumer how to use it, 
they – not intentionally, but they damage the vehicle, don’t know how to use it, damage 
the vehicle without it, just because of not having knowledge of how to use the systems on 
the vehicle itself.

Bill: Sure. 

BEGIN PART 4

Bill: So, okay, so someone wants to rent one and, I mean, I have what factors should be 
considered in the lifestyle: the family size and so on?  I guess that’s just really kind of 
overtaken by just go rent whatever you think you might like, huh?

Mr. X: Exactly right.  Rent what you think you’d like to purchase.  That will give you a good 
idea if it’s really what you want.  Course you have to check – evaluate if it’s within your 
budget and all those kinds of things, what you want to purchase and it has the features 
that you want and is it the type of product where I have the money to buy what I need to 
use that particular vehicle?  In other words, is it towable?  Do I have the money and do 
I want to buy a large enough truck to tow it?  Or do I have – if I buy a motor home do I 
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want to tow a car behind it and is the motor home capable of towing that car?  

Bill: Right.  Okay.  What are the biggest mistakes you’ve seen people make when choosing an 
RV?

Mr. X: Not considering – just considering price and not looking at the service aspect of 
the vehicle.  I see that over and over where they go buy a widget from dealer X and 
they’re a long ways away from that particular dealer and/or the dealer is – has room for 
improvement in the service department and after the sale service.  And then they have to 
drive down there and have difficulty getting service because in most cases, when you go 
in for service, particularly in the busy time, you take the vehicle in, drop it off, “We’ll 
call you when we get it done.”  So that’s two trips if the dealer’s 100 miles away – hello.  
You’re a long ways from service.  So that’s one of the biggest things that I see.  And that 
they haven’t done their research on price as well as product knowledge as far as floor 
plan and so forth what they really want.  That’s another thing.

Bill: How can – how can someone figure ahead of time what it’s gonna cost to operate an RV?

Mr. X: That’s a difficult question to know how to answer that.  I was thinking about that last 
night.  How – that’s a hard statement.  Number one, depends on the age of the unit how 
much it’s gonna cost.  Number two, if they have an extended warranty, number three, the 
amount of usage that they’re gonna use this vehicle, and how they maintain it.  And how 
– how handy the individual is to do the minor repairs.  

Bill: Okay.

Mr. X: Those are all entered into that equation and to give you – say it costs you an average 
of $250 a year to maintain this vehicle – I really don’t know, because there’s so many 
variables that go into this, I don’t know how to answer that, meaning, if you have a 
high-end Class A motor home that costs a half million dollars, versus a mini-home, 
there’s a dramatic difference there in the maintenance costs.  And I don’t have the data to 
give you a number to comment on that to really be honest with you.

Bill: Okay, fair enough.  Okay, the way I had this broken up maybe some of these questions 
aren’t relevant anymore, but choosing a model, once you know the general type that you 
want.

Mr. X: Okay.  Alright.  The model is basically on the floor plan, usually, of how many for 
sleeping and the layout of the unit.  That’s your number one thing.  And once you 
determine the type, meaning Class A, C, or B, if you narrowed it down on the type, 
then it’s down to features and the layout of the unit.  And what fits your tow truck or car 
that you’re gonna tow with the motor home.  Then you have to evaluate those things.  
Meaning, when you choose a floor plan, you – it’s features, layout, primarily that fits 
what you’re looking for.  

Bill: Okay.  Now, quality is also a concern of course.  Are you familiar with the RV consumer 
groups rating CDs that they put out?
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Mr. X: No, I’m not.  That was a good comment.  I looked on the net last night and I couldn’t 
find anything.  And I looked up and Googled – maybe I done something wrong, but I can 
– there’s several sites on there, but like RV America – 

Bill: Yeah, this is RV.org.

Mr. X: Yeah.  Okay.  Those are fairly accurate.  Another place that you want to go is – those are 
good and those are pretty accurate.  

Bill: Okay.

Mr. X: Another place that you want to go is go to Trailer Life.  You’ll learn a lot on Trailer 
Life, and Motorhome Life.  Those are formats that are really good in giving product 
information and just general information concerning those two items, meaning towables 
and motorized.  And basically the RV industry’s broken down into two groups.

Bill: Sure.

Mr. X: Into those two groups and then of course we got different types under that umbrella 
– each umbrella.  

Bill: I’ve heard something about American National Standards Institute for some sort of safety 
compliance standards.

Mr. X: Yes, the RV industry basically goes by RVIA, which that’s put together by the safety 
institute and I don’t remember who, but that’s really, that’s what they’re governed by.  It 
isn’t a volunteer group, meaning you pay to be a member of the association.  However, 
to be a member of the association, you agree to comply, meet, or exceed the standards 
that is set forth by the association.  Meaning, electrical, plumbing, LP, and other safety 
standards that are part of the whole regimen of safety standards are required as a member.  
If you meet those, most of the RVs as far as safety, have met or exceeded for quality 
vehicle.  But it does not address quality of the assembly or the components that are used 
to assemble the RV with.

Bill: Okay, well let’s talk about safety first.  Are there manufacturers out there who are not 
members of the RVIA?

Mr. X: Very, very few because that’s – it keeps them out of court too.  That’s another reason why.  
I don’t know of any who’s not.  

Bill: Okay.

Mr. X: And if there are – I’d be very concerned.  Any legitimate RV company is a member.  I’ve 
never seen one that wasn’t.

Bill: Okay.
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Mr. X: Other than – the only ones that I’ve ever seen is what I call the gypsy trailers.  

Bill: Right.

Mr. X: And those are – you just about don’t hear from them anymore ‘cause they just can’t 
compete, nobody buys their products.  

Bill: Oh, those are gone now?

Mr. X: Most of them are gone.  I don’t know of any that are going today that are – that are what 
we call the gypsy trailers.

Bill: Well that’s good.  The traveler people who sold them, they’re gone too?

Mr. X: The dealers?

Bill: The – no the – they call themselves the traveler clans – the “gypsy people”.

Mr. X: Well, they buy name brands anymore, yeah.  They buy – 

Bill: Oh, they’re selling name brands now.

Mr. X: No they – well – I’m getting confused here.  I don’t know of any – I just don’t know 
‘cause you don’t see them around.  I haven’t seen those around in years.

Bill: Okay.  

Mr. X: But let me say this too concerning that – if it has that black A-shape sticker by the 
entrance door, that means that trailer it meets or exceed those standards.  

Bill: This is the RVIA?

Mr. X: That’s right.  And it’s an oval shaped black tag by the entrance door.  If it’s there, that 
says, “I met or exceeded any and all safety standards.”

Bill: Okay.

Mr. X: And there’s a case that I got involved with that didn’t meet the safety standards.  That was 
part of the lawsuit by the way.

Bill: Okay.  Okay, so that’s safety.  So now we’ll talk about quality.  We got – touched a little 
on this before.  But, basically, I mean, basically it’s just how you avoid buying a lemon.  

Mr. X: That’s a tough one to avoid because they’re some things that you can’t see visually.  The 
biggest safety to that is – first of all, on the new one – my recommendation is to buy the 
extended warranty for one.  You can buy a seven year extended warranty program from 
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the date of purchase.  It’s the best insurance policy there is out there because that helps 
you for seven years to pick up the majority of the defects in the event there are some 
after the factory warranty has expired.  Is it guaranteed and does it cover everything?  
Not usually, and there’s no guarantee, but it assists you in the cost in the event there is a 
problem in a lot of things, but not everything usually.  

Bill: Alright.

Mr. X: Then visually check it.  If you see the trim is hanging on with a piece of tape and there’s 
gaps between the cabinets and so forth, screws hanging out halfway in and so forth, you 
really want to think twice.  Just look at the overall construction and be nitpicky and look 
for detail.  Detail usually tells you what the unit’s about.  Not a guarantee, but in majority 
of the times, it does give you a pretty good idea what this product is – how it was built 
because is there was a lot of good, fine detail work done properly, that’s a pretty good 
indicator of what that product is.  Not absolute, but it’s a very good indicator.

 And you can have one brand for some reason that’s good, but for some reason this thing 
is just like it’s got a – it’s got a disease.  It, for some reason, just gives you all sorts of 
trouble and most of the other’s are okay.  That does happen too.  

Bill: Okay.  Did you see the article in the Wall Street Journal maybe two, three weeks ago 
about the couple who had bought a – I guess I won’t mention the brand, but it was a 
motor home.  They’re down in Florida and it’s basically been in and out of the shop for 
nine months now.

Mr. X: Yeah.  Yeah, now that’s the kind of thing that I’m talking about.  Now you see what I 
meant by service?

Bill: Right.  

Mr. X: And another thing too that I did fail to mention back there.  Well, that’s one of the things, 
if you can find out what the average length of time is that a vehicle’s in service – in for 
service, that’ll give you a good indicator of what that service department’s about.

Bill: Okay.  I’m gonna write that one down, but I got the article here.  Let’s see.  They have 
found burned out fuses, mold, misaligned doors, a broken alternator that’s broken down 
on the highway even.

Mr. X: Right.

Bill: They bought it last August, since then – they live in it, the coach.  And they spent most of 
their time since August either at the dealership or the manufacturer’s service facility.

Mr. X: Yeah.  See, now – see, to me that’s way out of line.  

Bill: That’s 400 repairs in the last nine months it says.
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Mr. X: And that’s way out of line so far as the amount of time – the amount of repairs and the 
amount of time that it’s taking for service.  Now let me rephrase that.  I didn’t need to 
see the list before I made that comment, so disregard that comment.  But that’s too many 
repairs.  You can anticipate some repairs and usually the high ends have more repairs than 
the low-end products because you have many more components and features on those 
units, particularly motorized, because now we have a truck chassis and we have a house 
on top of it and it’s got lots of bells and whistles, meaning a lot of accessories that the 
low end products don’t have.  So you can anticipate some.  Is that more than most?  Yes.  
Sure.

Bill: Just briefly, back to the comment you made about – check the average amount of time an 
RV spends in the shop.

Mr. X: Yes.

Bill: What’s a good number?  What’s a bad number?

Mr. X: Well depends on a number of repairs.  But that information’s difficult to get because 
they’re not gonna release that and you ain’t getting that from the dealer and the factory 
won’t give it either. 

Bill: Oh no, I don’t mean on a an RV model, you said for checking a dealer, find out how long 
any RV will, on average, will spend in the shop.

Mr. X: Yeah.

Bill: To get an idea of how good the dealer is.

Mr. X: Yeah, okay.  That – you’re gonna probably have to go out and talk to the service tech and 
just casually stroll the yard and if you can grab a couple of the service techs as you walk 
around the yard and pick up a unit or something.  Try to pin them down and say, you 
know, “How long does it take to get my RV out of here when it has service work done?”  
That’ll give you a good idea of how long it takes.  It will vary depending on the time of 
year that you’re getting it done.  For example – in the summertime, it may take two to 
four weeks.  That’s how far behind they run.  And it’s a very seasonal business so it’s 
tough in the summertime.  So, it’s – that’s one of the other reasons I got out of the rentals 
because if my vehicle broke down in Tampa, Florida, I was screwed and tattooed to get 
that thing fixed in a reasonable amount of time and I couldn’t find anybody to do it.

Bill: Right.

Mr. X: And so that’s the difficulty, but that will give you an idea of the amount of time you’re 
gonna be down.  And it gives you an idea about the dealer too.  If he waits two months 
to get it fixed, that tells you he’s extremely short handed and let’s assume that – first of 
all, I’m assuming that it’s a three hour job.  I’m just hypothetically speaking.  Let’s say 
it’s a three hour job and it’s gonna take me two months to get it fixed.  That gives me an 
indicator that most likely, he’s extremely short handed and doesn’t have enough qualified 
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people out in the shop to get this job done.  So, I’m certainly gonna be starting to get 
concerned about this – buying from this dealer.  

Bill: Right.  Okay, that’s good enough.  Okay, depreciation.  Obviously, every RV’s gonna 
depreciate. 

Mr. X: Correct.

Bill: But, you know, I want to buy the one that depreciates the least.  You know, when I’m still 
in the choosing process, to pick which one to buy.

Mr. X: Okay.

Bill: Which ones are gonna hold their value the longest and which ones will be the shortest?

Mr. X: Usually the upper-end will depreciate the fastest, but that doesn’t mean they’re the 
best.  So you can find something, let’s stay with motorized and let’s say new for talking 
purposes right now.

Bill: Okay.

Mr. X: The upper end will depreciate faster because there’s more to it.  If you, let’s say the 
first year you depreciate 15 percent, the next year 10 percent, and then the depreciation 
percentage starts declining from thereafter usually.  You know, it’s pretty good, but first 
two years – the first couple years is not pretty.  Depending on the unit so far as the brand 
x or brand b, there really is not that much difference, that I’m aware of, that brand x or 
brand y depreciates completely different.  In other words, that one depreciates 15 the 
first year and the other one does 10 percent the first year.  There really is not a dramatic 
difference between models.  

Bill: Okay.

Mr. X: On used, depending on the year that they are – but as time goes on, the percentage 
of depreciation diminishes with time and then of course it bottoms out to a limit.  It 
basically holds its value.  In other words, once a unit’s ten years old and it’s not ragged 
out, it’s in good condition, but it’s just ten years old, it’s basically gonna hold that value.  
In other words, after ten years, I’m just throwing a number on, but approximately ten 
years, a trailer – let’s say ten year old trailers – they sell wonderfully at ten years.  You 
can actually lose very little money at ten years.  Motor homes is different.  When they get 
older, nobody wants them.  An old trailer – they go good for deer hunter special – what 
we call a deer hunter special.  They want to pull them out in the mountains somewhere 
and park it for hunting.  They sell like hotcakes at $3,000, $4,000 towables.  And travel 
trailers, they depreciate basically the same way.  But, granted, the dollars are different, 
‘cause we didn’t spend near as much for a towable as we did the motor homes. 

Bill: Sure.
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Mr. X: So that’s – and a used one is the same way.  A couple years old – a good portion of 
the price depreciation is gone.  So if you’re willing to do that, buy a used, pre-owned 
merchandise, you can save some money.  The only problem is on used, your extended 
warranty is not as long.  You can’t buy a seven year – you have to go to a four.  Usually.  

BEGIN PART FIVE

Bill: Okay, so first year, if I buy new, I’m looking at 15 percent?

Mr. X: Approximately 15, it depends on the unit and so forth.  Yeah, ten to fifteen percent 
depreciation. 

Bill: And second year about ten?

Mr. X: Yeah and those are round numbers but that’s pretty well it.  

Bill: Care to take a guess for year three?

Mr. X: I’m sorry?

Bill: Year three?

Mr. X: I’d say probably eight to nine.

Bill: Eight, nine.

Mr. X: I would say approximately.  Those are approximate percentages and I’d stress that 
because I don’t – I’ve never – it varies and so forth.

Bill: And mileage and all’s gonna make a difference too.

Mr. X: Exactly.  These are approximate numbers.  I want to stress that.

Bill: Sure.  Let’s see.  Does it make a difference what kind of construction it is?  You already 
mentioned the brand.

Mr. X: Yeah, not really.  Fiberglass probably does better than metal because – especially  in this 
part of the country, and it varies between where you’re at depending on where you’re at 
in the country.  In this part of the country, where we have a lot of hail, fiberglass is much 
better.  We get one good hailstorm, it’ll look like the RV’s been shot if it’s metal.  I mean, 
it’s got dents all over it.  So, in this part of the country and the industry’s going to that 
because it’s more durable, less water leak trouble, and they’re more resistant to hail.

Bill: Okay.

Mr. X: Lighter weight and yet stronger and less wood rot.
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Bill: Anything else you can think of that would affect depreciation, other than usage of course?

Mr. X: Right.  

Bill: And mileage.

Mr. X: Overall maintenance is – it will affect depreciation because the condition of that vehicle 
is a big factor in it cause you bring a three-year-old unit in and it looks like it got ran 
over, I can assure you, you’ll get hit cause they’re gonna deduct from it or from the 
selling price.  If you’re selling it to private individual and if you trade it into a dealer, 
they’re gonna hit you hard for that.

Bill: Okay.

Mr. X: And in order for them to make any money, they’re gonna have to sell it at a substantially 
reduced price.  The overall condition and cleanliness is very important.

Bill: So, when I buy an RV, I mean, I want to minimize the depreciation.  So, other than taking 
care of it, is there anything else I can do?

Mr. X: No, not that I know of.  That’s just part of the territory.

Bill: Okay.  If I want to find out the value of my older RV or if I’m looking at a used one, 
nadaguides.com has an online guide for the Nada book.  How accurate is that website?

Mr. X: The dealers use that – the dealers use that very, very much and very often.  Now, when 
I was a dealer, I used that.  When I got a trailer in for trade, that’s the first thing I did.  I 
looked to see what it’s worth wholesale.  And on the net, it doesn’t give us wholesale 
value.  It only gives the high and low.  And so that’s the difference there.  And you’re 
only gonna get that information, ‘cause the wholesale and retail values is reserved for the 
dealer itself, meaning, they’re not gonna release that information to the consumer.

Bill: So, I’d actually have to subscribe to the NADA guide at $105 a year or whatever it is.

Mr. X: That’s right and maybe even have to have a dealer’s license to get that information.

Bill: Interesting. 

 [note: I looked into this later and it seems that you can buy the dealer version of the 
NADA guide, even without a dealer’s license. Since Mr. X always had a dealer’s license, 
he wasn’t sure about this, but apparently you can. ]

Mr. X: Yeah, because, that’s how they regulate some information is you have to have a dealer’s 
license.  For example, you have to have a dealer’s license to get into the Louisville show.  
Or be invited and accepted by the association to be there.  

Bill: Let’s see…Okay, Kelley Blue Book?
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Mr. X: Both of those are very reliable used in the industry – widely used in the industry.

Bill: Okay. Are either of those carried by public libraries at all?

Mr. X:  A lot of the public libraries do carry them yes.

Bill:  Even the dealer versions.

Mr. X: No.  I don’t think – I’ve never done that.  I always had my own because you don’t have 
time to run into the library.  I always had my own books.  But I – no, I don’t think – I 
think they reserve that just for the dealers.  At least I’ve never seen them in any public 
library.  I’ve only seen the high low bit.  But no – 

Bill: Well, if that’s all I can see, I mean let’s say – I don’t have a dealer’s license so if I can’t 
buy the other one – 

Mr. X: Right.

Bill: Can I look at the low retail and get an idea of what wholesale might be – 90 percent, 80 
percent?

Mr. X: I don’t know what that is ‘cause I never compared it, but that’s what I was gonna say.  If 
that vehicle looks very good to the eye, everything works and there’s no physical damage 
to the vehicle on the exterior or interior, the low value is a pretty good indicator of what 
the wholesale value is.  

Bill: Okay.

Mr. X: And most people – like I said – most people try to make 15 to 20 percent, particularly 
on new – profit on a unit.  And they try to do that on used as much as they can get out of 
them.  The dealer has more difficulty getting a high dollar out of the used one because 
people know – they can look up and see what the value is on that trailer.  You can go to a 
website and say, “Well this trailer’s worth x.”  Well, in a new one, you have no reference 
point except other dealers who are selling the very same vehicle.

Bill: Right.  Okay.  Trade-in.

Mr. X: Yes.

Bill: Am I expecting – okay, so, I pull up with an RV that I want to sell – or I want to trade in 
as part of my deal.  Am I gonna get NADA wholesale or am I gonna get less?

Mr. X: They’re gonna try to do less because what they’re doing is like this.  They’re gonna say, 
“Well this wholesale value is $8,000.  So I’m figuring I’m gonna have to put at least $500 
in it to sell this thing.”  And you budget part of that in.  In other words, you look it over 
and say, “Well,” and you’ll ask the customer, “Does everything work?”  And you’ll do a 
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preliminary check and say, “Everything looks like it’s working.”  And they may even go 
through it and visually check it out or even test it possibly, a little bit and test it out.  

 And then you’ll write it up and say, “Well, I’m still gonna budget $500.  Wholesale is 
$8,000.  I’m gonna offer the guy $7,500.”  Or, they’ll do like this.  They’ll say, “Okay, 
book says it’s worth $8,000, I’ll tell you what I’m gonna do.  I’m gonna put 85, I’m 
gonna give you $8,500.”  They’ll just add that other $500 or $1,000 to the price of the 
trailer you’ve got.  

 And they won’t – a lot of them don’t want to give you the price of what they’re asking for 
this.  First question you ask when you come in as a buyer for a trailer.  You find out what 
they have.  That’ll tell you a good indicator that say, “Hey, they probably want a trade.  
So I’ll budget that in on the price I give, whether it’s a new, used.”  

 So I’m gonna say, “Well, I’m gonna add $1,000 for the trade-in so I’ll say the price for 
the new one is $10,000.  He’s got a trade-in so the price now, went up to $11,000.  And 
then I’ll offer him eight.  That way or 8 or $8,500 it’ll sound good to him, he don’t know 
the difference.”

Bill: Sure.

Mr. X: And it’s true.  Now if there’s a used one, he’ll still do that.  If you notice, very few prices 
are posted in RVs if you go shop.  That’s why.

Bill: Right.

Mr. X: They want know – first question I ask , “What do you have now?”  That way I knew a 
price before I opened my mouth on any product he looked at.

Bill: Right.

Mr. X: That is always my first question, you know, once we got to the point that he’s looking 
for an RV.  And the consumers don’t know that.  But that’s how they do.  They determine 
what you have and so forth and they know how to price – do their pricing structure and 
that’s why they don’t post prices – for that very reason.  And it also tells your competitors 
what you’re doing.

Bill: Okay.  Now, the options on my RV when I try to trade it in are basically ignored for 
wholesale.

Mr. X: That’s right – on a wholesale level.  

Bill: Now, when he sells it to someone else, of course, he’s gonna – 

Mr. X: He’s gonna add it on to make – 

Bill: He’s gonna talk about those, but for the trade-in he’s not giving any money at all.
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Mr. X: No, usually not.  If he does, he’ll bump it up, but he’ll usually put it on the other end 
of the price of what you’re buying.  And when he goes to sell it, he may add – he may 
charge extra.  He may use it as a carrot for the potential buyer, but he may also add it to 
the value of the trailer – pricing wise.

Bill: Right.  Okay.  New versus used – pros and cons of each one.

Mr. X: Okay.  Let me find that…New ones, okay, let me find my notes on that.  The new ones, 
the advantage to that is you have a factory warranty.  You can buy an extended warranty.  
You can usually buy other after-market warranties or programs that they have available 
and usually, those programs are marked up substantially.  You have the benefit of the 
factory being – supporting the product as well, so you really have two places to go and 
that gives you a greater – usually a greater – greater power to push to get the defects 
resolved if there are any.  And plus, nobody’s used it so you know that it’s been taken 
care of.  Also the negative side – you spend more money.  And just ‘cause it’s new don’t 
think that there’s not gonna be any defects of any kind ‘cause that’s extremely rare.  It 
does happen, but not normally.  Usually, there’s a couple minor repairs.  And they usually 
are minor.  

 Greater depreciation on new one.  Easier to finance and longer.  On a used one, usually, 
you can’t finance as long.  Advantage to a new one, you can more or less, get what you 
want and how you want it, where a used merchandise, you have to get lucky to find what 
you want.  A used one, you have – it opens the door, ‘cause you can go nationwide to 
get it.  And of course you can a new one, but you can find maybe what you want, but 
it requires more effort on your part to find a Landau in Billings, Montana and I live in 
Dallas and I may have to go up there to get it.

Bill: Okay.  If I’m buying a used one from a dealer, well what should I be looking for?

Mr. X: Number one is – I’m assuming it’s what you want for a starter.  Now, we’ve narrowed 
that down, he has this Class A and it’s just what I want.  Make sure that he goes through 
it, demonstrates the product for you and that his commitment towards service, training, 
on the usage of the product and get everything in writing to make sure that it is what he 
says it is.  

 Check for wood rot in the vehicle – even though it may be aluminum frame, you can still 
have wood rot.  And that’s one of the first things you want to check out because water 
damage can be very tricky to find sometimes.  And that’s one of the biggest problems in 
the industry, is water leaks.  And it is tough to find sometimes.  I had one the other day, it 
took me the second time before I found it still.  They usually don’t but it did that time.  

 But whatever you agree upon, make sure it’s in writing, particularly on the service and 
repair issues.  Because sometimes, the dealer may be a good, honest gentleman who owns 
a dealership, but he may have a service manager or something that is less than what he 
should be.
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Bill: Oh, interesting.

Mr. X: Because just because the owner is legitimate doesn’t say his staff is.  And the service 
manager may be extremely busy and he really doesn’t want to fool with it so he’ll try 
to slide it out just to get rid of the thing ‘cause he’s overwhelmed with work.  And that 
happens sometimes too.  Or the other way around.  

Bill: A good service manager and a bad dealer?

Mr. X: Right.  I used to work for a guy who didn’t know what the truth was.  And I worked for a 
man like that and I won’t get in beyond that point, but – 

Bill: That’s a charitable way to describe it.

Mr. X: Yeah, he just had a difficulty – he just didn’t know how to deal with that.  

Bill: What if you buy an RV and the dealer – if the dealer is a long ways away, is there a way 
to get repairs by people who aren’t dealers and still get warranty coverage?

Mr. X: Is this a factory warranty or extended warranty?

Bill: Well, just in general.

Mr. X: Okay.  A new unit’s – say your dealer where you bought it is 500 miles away and you’re 
living in your local area.  Some of the manufacturers do allow a local repair shop to do 
their warranty work.  It depends on the manufacturer itself.  There’re some manufacturers 
that I’ve done work for that – let me rephrase that.  Some manufacturers that I do work – 
they call me occasionally with a customer that’s not getting along with their local dealer, 
or the customer says, “I ain’t taking it up there, I hate those people.”  Or they don’t know 
what they’re doing, whatever the case.  And so they call me and the customer and say, 
“I want Joe Blow to do this work for me.  Would you let him do that?”  And most of the 
time they say yes.  There’s only one company that refused me.  And – but they’re noted 
for that.

Bill: Okay.

Mr. X: But, now on extended warranty – the extended warranty will usually allow anyone to fix 
it.  Some of the extended warranty companies say if you bought it at that dealer x, we 
want you to go back to dealer x if you’re reasonably close.  If not, go where you want to 
– we’ll live up to the contract and the terms of the contract.

Bill: Okay.  
BEGIN PART 6

Bill: What if somebody lives out in the middle of nowhere and is a long way from any dealer 
and you have, say, a plumbing problem.  Can you go to a local plumber?
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Mr. X: If it’s – if it’s a factory warranty, that’s up to that factory to decide if they’ll authorize the 
payment for that.  And you – and when you do warranty work, if you’re not an authorized 
dealer, you have to get preauthorization to do that warranty work from that manufacturer.  
And usually on a warranty, you want to go back to the manufacturer get authorization.  

 The dealers, I find, are harder to work with on warranty.  I don’t even work with them.  I 
won’t work with them to do warranty work because they’re much harder to work with.  
As a whole – now this is as a whole.  There are exceptions.  But the manufacturers are 
very interested in solving problems in most cases.  So they’ll do whatever they can to get 
that customer’s problems resolved.  They’re willing to work with people in most cases.  
That’s been my experience.  And most dealers are, but they’re slow on pay.  The factories, 
you can just – they’re good on payment as long as you follow the – I never have trouble 
with them.  So far, I’ve never had trouble with them.  But they – a lot of them know me 
and I’ve done work with them on several instances before, you know, that one and I’ve 
got several of them going right now.  And usually, yes, they’re usually willing to work 
with it.  They’re just, again, primarily interested in getting the problems resolved so they 
don’t go into litigation.  

Bill: Sure.  Okay, back to the new versus used – you mentioned water damage and wood rot.  

Mr. X: Yes.

Bill: How do – I walk into an RV, how do I look for these things?

Mr. X: Alright, the first place you want to look at is the corners.  Ceiling – look in the ceiling 
corners.  That’s the first place you want to look.  And look at all four corners, meaning, 
vertically from top to bottom on the inside.  Push on the paneling.  If that paneling is soft 
and around windows and doors on the inside of the RV – because usually that’s where it 
leaks and it usually – if the paneling is soft, look out.  Even if it’s aluminum frame, that 
paneling will get soft.  It’s only three-sixteenths inch thick.  It doesn’t take a lot.  If it’s 
soft that means it’s been leaking for awhile.  You can have a leak that started two weeks 
ago and you can’t detect it.  So, it’s gonna take a year or two before it will show visually 
on the inside.

Bill: There’s already a lot of damage by that point though.

Mr. X: Exactly right.  That’s the whole problem.  You don’t – you can’t detect it.  For example, I 
done one where the paneling was totally rotten on the inside.  I don’t know why they got 
– waited that long.  Well, I told them, I said, “The first place that you need to start is to 
do the corners.  I can assure you the woods rotted out.”  Well, I took the molding off, the 
wood came out as powder.  

Bill: Oh boy.

Mr. X: And when I done those – I got those done I said, “Now, I’m gonna do those.  If you want 
me to do it, I’ll do those and let’s see what I find from there on.  I cant guarantee you that 
it won’t leak other places, but I guarantee it won’t leak on the work I did.  I’ll put that in 
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writing.  However, anything else is extra and I will – let’s address those issues then when 
I get that done I’ll call you and we’ll determine at that point of what else we’re gonna 
do.”  Only to find out that above those vertical pieces, that wood is horizontal – also 
needs to be repaired, taken out and redone.  And so he agreed to do it.  I said, “I will 
guarantee my work, but understand well hey, if you don’t fix that, you’re – it’ll run down 
and make my work look like it’s leaking and I won’t repair it because it’s coming from 
above that, is where it’s coming in at.”

Bill: Right.

Mr. X: So, that’s how the easiest way to tell.  And then walk around on the outside.  Look at 
the – between the window opening or the window frame and the skin of the sidewall 
and your openings and the roof’s the same way.  Sometimes you can see a leak and 
sometimes you can’t.  And when you go with a unit that is more than, say, five or six 
years old, the skylights, you have to look carefully on the skylights in the tub area.  Those 
are plastic frames and those plastic frames, as they age, get dried out, brittle, crack, and 
then leak in that order.

Bill: Okay.  So basically, you have to do your homework and clamber around a bit.

Mr. X: Exactly.  

Bill: Poke and push.

Mr. X: And that takes care of the wood rot issue, but it does not address the issue concerning 
the appliances.  And a big one on that is – let me share this with you.  The big one on 
those two things is this.  The refrigerator requires – when it’s real hot in Texas, in the 
Texas heat, I tell people – have it run 24 hours.  Have the potential seller – especially on 
an individual, tell the individual, say, “Look, I’m gonna be out there tomorrow night.  I 
need to have the water hooked up now and the refrigerator plugged in and I want to see it 
cold.”  That will tell you if he did what he said he did, or if he did what you requested, if 
the refrigerator ain’t cold, then you know you got a problem.  

 You say, so what.  Well, let’s say the cooling unit’s bad.  You’re looking at a grand on 
a two door fridge, minimum.  So that’s very important.  And let’s say you have a slow 
water leak that he didn’t even know.  Well, in 24 hours you – it should be visible – most 
likely.  And then tell him to have water in it and literally light all the appliances so 
when you turn everything on you got it and can use it while you test it to determine that 
everything’s okay.

Bill: Okay.  Yeah, the water hooked up thing, I hadn’t even thought of.  That makes a lot of 
sense.

Mr. X: Well he may not know it.  He may not be trying to do anything dishonest or – 

Bill: Sure.
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Mr. X: But he may not know it.  And he – 

Bill: Or it might have been sitting in his yard for two years too and had developed it since he 
used it last.

Mr. X: That’s exactly right.  And the longer it sits, the worse it is.  Okay?  Because as things – as 
an RV sits, things dry out, get brittle and when you got water to it, they leak.  So it’s more 
important than ever and that’s why it’s very important that I said 24 hours in advance 
because if you got a leak, there’s a good chance you’re gonna be able to find it.

Bill: Sure.  So for – 

Mr. X: And then have them – 

Bill: I’m sorry go ahead.

Mr. X: And then have him have water in the water tank, that way you can check the water pump.  
And literally go use it.  When you check for an RV or purchase an RV, check the fridge 
on gas.  Check the water heater, make sure it’ll light and you got hot water.  Make sure 
the furnace is throwing heat, leave it on for several minutes ‘cause you can have a bad 
PC board in the furnace and it’ll run for a second and shut off.  So you want to leave 
it running for a couple minutes – make sure that it stays on.  Biggest key of it is – use 
it.  When you’re testing it for the possibility for purchasing.  Test the product and the 
components.  That’s the biggest thing.  As much as you can under actual circumstances.  

Bill: Okay.  If I’m looking for a used RV, I mean, I can go to a dealership, I can go to eBay, 
there’s RV Trader.  Is there other good sources of used ones that you can think of?

Mr. X: Well, there’s other – there’s like the internet has got places too, just different web sites.  
You can run across some real good deals, there’s a lot of dealers that use that as a tool 
– a selling tool and it’s very effective too.  I know of a small dealer that looks like it’s a 
junkyard and he’s making major money doing that.  And he never has more than ten units 
at a time.  And he does – that’s where he makes his money.  Strictly by selling over the 
internet and he does a good job with it.  And he does well with it.  And he makes good 
money.  He’s knocking off anywhere from – you know, there’s units he may make $25-
50,000 per unit.  

Bill:  Wow.

Mr. X:  He’s making money.  He knows his way around.  He’s sharp.  He knows – and he’s – he 
does – what he does is used only.  He has hooked up with one of the high-end dealers 
locally and he takes off – takes his rejects or things that he doesn’t want to mess with 
– units that he don’t want to mess with or he feels he can’t sell.  This guy goes, fixes them 
up, turns around, sells them.  But you gotta know your way around to do that kind of 
thing.

Bill:  Right.  What about RV rental dealers who are selling off their rentals after a couple of 
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years.

Mr. X:  That’s a good way to get your first one – to get an idea of RVing because you 
substantially reduce the cost, usually.  But watch, particularly on motorized.  Watch the 
amount of miles that are on there.  Usually the drive train is not what’s hurt – it’s the 
rest of it and the condition of the rest of the vehicle meaning the interior of the vehicle.  
Usually – let me rephrase that.  Sometimes the carpet is ragged out, cabinets are scuffed, 
look like somebody just beat the liver out of the interior.  So those are a way to get started 
for your first one.  It’ll also give you an idea if you really like that particular type.  It just 
depends on the amount of usage the vehicle had at the time you purchased the vehicle.  
And you evaluate the same thing as you do with any other used vehicle.  

Bill: How well are they maintained by the people who are running the rental fleets?

Mr. X: Well, this one company used to be in business – they’re out of business now – they – their 
units were in horrible condition.  It just depends how – on the company.  Some of them 
are in bad shape.  Others are fairly good.  And even – you can have that company have 
the same company have units on different levels.  Some are good, some are horrible.  So 
before you rent, you want to check it out before you even leave the block.  I would clear 
it out and again, I’d make sure everything is in writing whatever you agree to because 
once you make the deal, it’s really hard to go back and have him – make them guarantee 
for 30 days or something that everything works for 30 days, that way, you’re covered 
when you drive off.  Today, it may be working, but tomorrow, it may fail.  Well that way 
you’re covered at least for 30 days and get the bugs out and so forth.

Bill: So, they’re usually not willing to give you any kind of an agreement beyond 30 days.  I 
mean, there’s no warranty if – 

Mr. X: A lot of them don’t even want to do that.  They’re gonna try to sell it – they’ll say, “Oh, 
I have everything fixed,” or sell as is.  And they need to – the buyer needs to have that 
spelled out very clearly, that any and all systems are operative and to address cosmetic 
issues because you may have a – let’s say a – okay, let’s say the cabinet’s got a stud 
broken in the cabinets.  Well, that’s not a system.  So you will say that they guarantee that 
there’s no defects.  And the dealer will tell you and say, “We’re not gonna fix oil leaks.”  
Or hypothetically speaking – or “We’ll fix – we’ll make sure that all the appliances 
work.”  But they didn’t say nothing about the closet.  

 So you want to – really want to spell it out and say that they guarantee that everything 
is in proper order and that all systems are working – any other defects that are addressed 
in that.  So they’re gonna spell it out exactly what they want if they’re a good dealer 
because if they don’t, they’re not gonna be around long ‘cause if you say that you will 
have this looking nice, well that’s an open statement.  That means I can demand that you 
paint the bottom where it’s all scuffed and chipped.

Bill: Right.

Mr. X: And so you really want to spell it out and a good dealer will do that.  I mean they’ll have 
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– they’ll spell it out so – to protect them ‘cause they have to in order to protect their profit 
margins.  And the condition varies a lot between dealers, rental dealers, because it’s a 
tough business to be in because people sometimes don’t take care of them the way it 
could be taken care of – the way the vehicle could be taken care of.  

Bill: How – if someone rents an RV and across that whole rental process, I mean, if I’m an 
RV rental facility, I’m gonna have some people taking them out for a day, I’m gonna 
have people taking them out for a month.  On average, what would a typical rental be?  A 
week?  Two weeks?

Mr. X: Most of them are a minimum of three days.  

Bill: Okay.

Mr. X: And then it’s – from there on it’s sort of an open statement how long you want it.  I think 
the longest I rented one was three months.

Bill: Well, the reason I’m asking this is for a typical RV that’s used as a rental, is it usually 
back from a customer frequently enough where all the necessary maintenance could be 
done?

Mr. X: Yes.

Bill: Okay.

Mr. X: Yes.  Usually three to – they – most of them range three to – three days to two weeks.  
That’s usually the majority of – that covers 90, 95 percent of them.  

Bill: So the amount of mileage that’s put on during each rental isn’t enough to keep it way 
beyond like an oil change. 

Mr. X: Not normally.  Not, no, I think I had it happen several times, but that’s more the exception 
than the rule.

Bill: So the drive train maintenance then, assuming the dealer is doing what he should be 
doing, drive train shouldn’t be a problem at all then.  

Mr. X: Drive train is usually not where the problem is on a rental.  It’s everything else.  Majority 
of my breakdowns – I had – and when I had motorized, I had – I don’t know how many 
years and I think I had ten or twelve of them at one time.  A majority of my breakdowns 
was not drive train related.  It was everything else.  Example – air conditioner went out, 
generator quit working, water line broke – that kind of thing.  The drive train is the least 
likely to break down.  I had several I had where the gas fuel pumps were bad on that 
particular year and they drove me totally crazy.  I had, I think, four of them down in one 
day all around the country and I couldn’t get them fixed under warranty anywhere.

Bill: Oh wow.
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Mr. X: Now remember what I said earlier about in the summertime it’s hard to get them in to 
repair?  

Bill: Oh yeah.

Mr. X: Right – that was a good example of that right there.  And I lost my shirt and got sued and 
my contracts – I had a good contract from my perspective at least, but I still ended losing 
money.  I went beyond the contract to try to help my customers out, just for good PR.  
And I lost my shirt on the deal because – and no fault of my own, but that’s just the way 
it is. 

Bill: Right.  Okay, I’m looking at the – from here we’re doing the basic buying process. 

BEGIN PART SEVEN

 [note: at this point we took a short break and tweaked the phone lines to try and get a 
better sound from Mr. X. The volume of my line went down a little, but I wanted to get his 
voice as clear as possible.]

Bill: All right.  So now we’re getting into the good stuff.  How to buy an RV.

Mr. X: All right.  How to buy an RV.  All right.  You mean the method?  Is that what you’re 
referring to?

Bill: The whole process.  How do I get a deal that makes him angry to have to sign the papers 
to sell it to me at such a low price?

Mr. X: Well, first of all once we discover—we’ve determined what we want.  And let’s go for a 
new one for right now.  Okay?  A new one, once we discover what we want, and then we 
have the features you want, now we’re down to the price.  And the price, like I said, in 
most cases it’s 15 to 20% markup.  So that’s sort of a yardstick you can use.

 It does vary.  In upper end, it may be a little more, even.  ‘Cause some of the high-end 
units, they can make on the big half a million dollars, they’re probably making 100,000 
on the deal.  And the reason it’s like that because they may sit on it.  They’re not gonna 
sell one every other day.  They may only sell half a dozen or a dozen a year.  I know that 
sounds like a lot of money, but when you pay interest on a floor plan and at 12% floor 
plan annually, you can see it doesn’t take long to eat a substantial amount of profits.  So 
that’s why the percentage is up there.

 But the way to deal with that is number one, know – find out what they’re – shopping 
around.  Shop at other dealers that have the same model.  Now granted, what you have to 
do is go to the manufacturer’s website and get a couple.  And stay close to your market 
area.  Meaning one if you’re in Texas, hypothetically speaking, go to Houston and Austin.  
Because that really gives you a barometer of what the price is for that particular model.
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 Now you can go out in west Texas and say Dealer X has one out there, but he doesn’t 
have the same overhead that the dealers in the big cities do.  So it’s gonna be less.  The 
problem is will the local dealer honor the warranty work if you buy it out of west Texas?  
So you know that going into it.  So we know the cost, approximately the cost.

 You’re not gonna find out about incentives as a consumer, will usually not find out unless 
he’s got an inside track that the dealer, if he sells three of this unit this month, he gets 
$1,000 off, hypothetical numbers here.  He’s gonna get $1,000.  He may or may not pass 
that on to you.  And he may, depending who the dealer is.  But if you want to hammer on 
the price, you just basically start negotiating with that.

 Also, dealers like to know if you’re gonna have a trade in.  You really want to try to trade 
in the true price of something.  If you tell him you’re not sure what you’re gonna do, 
not let him know what your intentions are about trading in.  Because he’s gonna cover 
himself.  Remember what I told earlier.  He’s gonna budget the $1,000 or $500 repairs, 
depending on the dealer, what he feels he has to do to fix yours to sell it.  So he’s gonna 
build that in, that expense into his pricing.

 So if you tell him don’t – I wouldn’t volunteer any information unless he forces you.  I 
wouldn’t lie about it, but I wouldn’t volunteer any information.  A lot of mistakes people 
make when they buy one saying, “I’m gonna pay cash price.”  Well, they’re gonna get 
their cash before it leaves the lot, or it’s not leaving.

Bill: I’m sorry, say that again?

Mr. X: They’re not gonna leave any trailer leave their lot unless they have money lined up either 
from you or from some lending institution of some kind.  So people go in there and say, 
“I’m gonna pay cash.”  Well, that’s not really what they want to hear.  Because when they 
carry the – do the paperwork for the financing, they make money off of that.

 So the best way to do is – volunteer as little information as you can.  And if they know 
you have to borrow money, that’ll give you a negotiation on that because they’re gonna 
make some money off the financing.

Bill: Oh, so if they wind up thinking that you’re going to finance, even though you’re going to 
pay cash, don’t correct their misunderstanding?

Mr. X: Yeah, because see they’re gonna make – a lot of dealers what we call do what we call 
back end money.  Back end money is made up of trade in or carrying the paper of the 
finance.  ‘Cause some of the dealers make up to 2% interest rate on the loan itself.  Now 
that does vary.  Some mark it up a half a cent.  Some mark it up nothing.  I had one 
company where I used to mark up nothing ‘cause it was already so high I felt sorry for 
the customer for even taking it.  It was 18%, I mean –

Bill: Oh, ouch.

Mr. X: Well, tell me about it.  And those were usually the high risk and it took an act of congress 
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to get them funded anyhow.  So I knew there wasn’t much chance of my concern at that 
point was can I even get funding to sell this product to them.  So I’m not interested in 
making money on the financing ‘cause I’m afraid I’ll lose the deal if I do.

 So they’re gonna make some money on that and that’s usually anywhere from 0 to 2% is 
where most of them fall into.  It does vary between dealers and companies.  So they’re 
gonna want the interest rate somewhere in there for their 1 or 2% or whatever percentage 
they want for themselves to do the work to carry that financing.

 So with that in mind, so if they think they can make money on the back end, they’re 
gonna say, “Well, let’s see.  If I can make money and if he buys an extended warranty,” 
and he’s selling this higher extended warranty through some of the tire company or he 
may sell other aftermarket warranty products that he may be selling.  If he says, “Well, 
I can make an extra $2,000 back here.  I can sell the motor home or the travel trailer for 
maybe $500 less.  I’ll make it on the back end.  I’ll just try to make it up there.”

 So if he knows that he thinks you’re gonna buy that information, then you can wheedle 
him more on the price of the product themselves.  So that’s important because it would be 
a mistake going in saying, “I’m gonna pay cash.”  Well, I know you’re gonna pay cash, 
‘cause you ain’t leaving unless you do.  Right?  And but they don’t know that, see.

Bill: That’s a good tip.

Mr. X: Yeah, and another thing, too, in trade in, because they’re gonna look at that.  Like I said, 
that was the first thing I asked.  And they’d asked you nonchalantly as you’re walking 
over, “What kind of trailer you got now?”  Well, what the customers don’t know is 
they’re doing their homework before we start talking any money or any RV.  And they’re 
gonna weasel you out of what you want or what you’re looking for.  And they’ll do it in a 
nonchalant way that you don’t realize it. 

 Now when you have a big dealer who has an F&I department, the salesman has nothing 
to do with that part of it, see.  So smaller companies, the salesman or the owner may 
do all of that, all of the above, for he does the paperwork and he knows everything 
that you’re gonna do.  Larger motor home companies – larger dealers have their F&I 
department and their sales department.  Because it is time consuming to do all the 
running and the paperwork and so forth while the back end, meaning the F&I department 
are financing, and insurance, and extended warranties, and all this stuff, and to follow up 
to receive the money so the vehicle can be funded.  And once it’s funded, they’ll go ahead 
and leave the RV go with the customer once it’s funded, meaning once somebody’s made 
a written commitment to finance the product.

 That’s one of the things.  And then it’s just a matter of negotiating price and the terms of 
the contract on used, particularly.  New, you have the factory warranty and that’s usually 
in writing.  And read it closely because for example, some of the manufacturers clearly 
lay it out, and it’s becoming more and more of that, that you are responsible to get the 
motor home to my service facility for warranty work at your expense.
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Bill: Oh.

Mr. X: You want to read that warranty very carefully because it’s very clearly laid out that’s 
one of the things that we look at.  What did we agree to?  And they will not – a lot of 
companies will say, “Well, it covers everything from X, Y, Z time.”  It also gives you 
things that are not covered under warranty.  A good warranty writer or a large company 
manufacturer that is very good, well, they’ll spell that out in detail of what is not covered, 
under what conditions it’s not covered, and your responsibility as the RV owner.  In 
other words, it’s your responsibility to change the oil.  That’s not a warranty item, 
hypothetically speaking.  That’s the kind of thing.

Bill: I’m writing as we’re talking here, so that was the occasional pause.

Mr. X: You just stop me and I’ll repeat –

Bill: Oh, no, no, no, no.  I prefer you to just go with the train of thought as you have it.  Let’s 
see.  Okay.  So before we get into specifics, I’d asked you if you can think back to your 
years as a dealer and think of some customers who got really great deals where you 
almost just hated to sell it to them at that price.

Mr. X: Yes.  Usually those times happen, and it can’t happen often because you can’t stay in 
business like that.  It happens usually if you’re desperate to make a sale, desperate to get 
rid of that particular unit on used merchandise, or even new.  I had a couple of new ones 
where certain models were – you had to – it just about took an act of congress to get rid 
of it.

 I got one in, for example, I can think of one particularly I sold just above my cost.  I lost 
money on the deal by the time I figured my floor plan.  My deal was in the average unit – 
let me rephrase that.  In my situation, it took four months I could have a unit.  After that, 
the profit was gone because of floor plan costs.  So the longer – that’s another thing.  The 
longer the unit has set on that dealer’s lot, particularly towables, because the factories, 
manufacturers, usually – now there’s again exceptions, but generally speaking do not pay 
or assist in floor plan money.

 What that means is Mr. Dealer usually has floor plan.  In order to buy all those products, 
he borrows money.  He’s paying interest on that.  And usually the longer the trailer sits 
there, the more desperate they are to sell it.  Because once that trailer has a birthday, what 
we mean a birthday, once it’s one year old, in most, depending on the floor plan company.  
Some may be six months, but mine was a year.  Once it reached one year, I had to start 
paying it off 10% a month.

Bill: Oh.

Mr. X: Plus interest.

Bill: Oh, plus the interest you were already paying?



41

Mr. X: No, again.  You’re still paying interest on the unpaid balance.

Bill: Oh, hang on.  Let me –

Mr. X: All right, let’s start over.

Bill: Okay.  So some companies did this after six months?

Mr. X: The finance companies.  Finance companies to the dealer.

Bill: And this is called a floor plan?  This is –

Mr. X: The floor plan companies, now floor plan companies are lending institutions that loan the 
dealer money to buy inventory to sell.

Bill: Yeah, it’s just a little confusing ‘cause floor plan for an RV means something completely 
different.

Mr. X: That’s right.  I’m sorry.  I know, for me, I know what I’m talking about.  But that don’t 
mean everybody else does.

Bill: Right.  Okay, so a floor plan company is just a financing thing to lend you the money to 
buy the thing from the –

Mr. X: For the dealers of – yeah.  For the floor plan companies, they’re usually a lending 
institution that lends money to the dealer to buy merchandise for resale.

Bill: Okay.  And so you actually – when the manufacturer ships you an RV, you’re actually 
buying it.

Mr. X: You are buying it.  You better believe it, you are.  You aren’t getting it –

Bill: But the floor plan company paid for it and you’re paying them interest on this loan.

Mr. X: That’s correct.  And the manufacturer very seldom will release a trailer unless there’s 
funding at their doorstep, they will not release the trailer.

Bill: Okay.  So for the first six months or a year, depending on the floor plan company –

Mr. X: Company, unh-huh.

Bill: You’re paying only interest so far on this loan.

Mr. X: That’s right.  Until – and the agreement is when the floor plan company, we have an 
agreement as a dealer.  The dealer and the floor plan company have the agreement.  It’s 
all laid out in whatever that agreement says.  After it’s such a period of time that you 
agree to, you will be paying the 10% interest on the unpaid balance on that unit.  And 
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after that point, you’ll also pay 10% of the unpaid balance monthly until the thing’s paid 
off or sold, whichever comes first, plus the 10% on that unit alone on the unpaid balance.  
So you want to make sure that sucker don’t have a birthday, whatever that time period is 
that you agreed to with the floor plan company.

 So you’re gonna, when you get down to that point and you’re running low on cash that 
month, you start thinking, “Well, hey.  Do I want to lose $200 or ‘cause I got to come up 
with another $3,000 at the end of the month if I don’t sell it.  Should I just take the $300 
loss and run?”

BEGIN PART EIGHT

Bill: So me as an RV buyer, I walk on the lot.  Is there a way I can find out which are the old 
– which ones have been sitting on the lot the longest?

Mr. X: Well, you can get a good idea.  What you do is look at the manufacturing on the side.  
That will give you an idea.  On the side of the nametag, on the front on the towables, 
it’s usually on the front, left side, there’s an ID tag.  On that tag says the date of 
manufacturing.  That’ll give you an idea when that thing was built.  And usually the 
dealer received it soon after that trailer was built unless it came from another dealer.  It 
does happen.  Rarely, but it does happen.

 Let’s say Dealer X went out of business, so Dealer Y said, “Hey, I’ll take that.  Give me a 
deal and I’ll take it.”  That happens ‘cause I did that several times.  Dealers went out and 
I said, “I’ll take it at a certain price.”  Manufacturer says, “All right.  I’ll do it.  I’m not 
gonna make any money on the deal, but I’ll do it just to get rid of it.  You’re close and it’s 
the cheapest way for me to get out of it.  Because you only live 300 miles away and that 
way I can have somebody get it to you and I don’t have to drag it back to the plant which 
is 1,000 miles away.”

 That’s one thing that occurs.  Or you said as a dealer, “I can sell that thing.  I wonder why 
that dealer can’t sell that model ‘cause that particular model should sell good.  I can.  I 
can get rid of a bunch of those.”  So you pick it up and usually you can get it at a decent 
price ‘cause the factory does float units from dealer to dealer in the event of great need.  
If Dealer X doesn’t sell many of that model and Dealer Y does, he’ll transfer that thing, 
with the approval of Dealer X.

Bill: Okay, so you said the ID tags on the front with the towables.  What about the motor –

Mr. X: On motorized, that varies.  And in most RVs, whether towable or motorized, there’s also 
a tag on the inside of a cabinet.  Usually the top kitchen cabinet, usually is another place 
where they keep the tags.  On motorized, if it’s not there, it’s usually on the wall behind 
the driver’s seat, an all white tag.  That’ll give you an idea how long that dealer had it.

 Motorized sometimes the dealers do get floor plan assistance from the manufacturers for 
a hypothetical three months, four months.  After that, they have to sort of get the gun out 
to get the manufacturer to go longer than that.  But you can be assured the manufacturer 
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has to build that into the price, as well.  So they’re not gonna give it away for you, too.

Bill: Right.  Okay.  So that helps me to tell if any certain one that I’m looking at has been there 
for a while.  Let’s say I’m more flexible and I haven’t picked one out specifically yet.  If I 
walk onto the lot and I ask the salesman do you have anything here that’s had a birthday –

Mr. X: He’ll croak, for one.  I mean, ‘cause he’ll say, “Wait a minute.  This guy’s dangerous.”  
Make him believe you’re a little ignorant.  That helps.  At least that’s always been my 
experience in buying anything.  I tend to play the dumb role and leave him do the talking.  
Because if he trips himself up, I can hold him to it.  It depends.  It can be reversed.  
Sometimes if you walk in and you let them know that you know what’s going on, their 
ears go up and they’re a little careful more of what they say and they’re scared that you 
walk off if you have a potential buyer and you have money or credit.  In other words, it’s 
all about the money.

 It’s like a guy told me that said, “I want to buy –” how did he say it one time?  Oh, he 
wanted to sell me something.  I said, “I’m not interested.”  And I said, “I don’t have –” 
which is not true, but he didn’t know that.  I said, “I ain’t got any money and I ain’t got 
any credit.  You still want to talk to me?”  Because then he knew it was a waste of time.  
I just wanted to look.  And that was my way of getting rid of him.  He was gone like 
lightning then ‘cause it was a waste.  But it just depends on the situation.  What you got 
to figure out the salesman that you’re working with, how he operates.

Bill: So getting back to the examples where you were desperate to make a sale, so we talked 
about when it’s been on the lot for a while.  And are there other examples you can think 
of where people got great deals from you?

Mr. X: Let’s see.  That was usually my guy then or if I knew he was dealing with somebody else 
and that I was working against somebody else that I had to dance to the music or I was 
gonna lose a sale and I didn’t have a chance otherwise.  And that’s the other thing.  If you 
can determine – fish around.  A good salesman will fish around, see what he’s thinking.  
See if he’s looking around and seeing if he’s got a captive audience or if he’s competing 
against somebody else directly, meaning as far as a product.

 I always tried to analyze what kind of customer, number one what he wanted, and I’d 
ask a lot of questions on a casual level that he didn’t have a clue what I was up to.  And I 
would ask him around if he’d looked – about other RVs, if he knew anything about them 
or had any interest and just fish around with questions that didn’t make any sense unless 
you knew what I was after.  I would do that.

 And that’s one reason – one way of determining that that – and then if I knew that he 
had, was fishing around and I was competing, then I went to work.  I had looked at my 
numbers and to figure out how I could make more money.  Through financing, I’d ask 
him if he’s gonna pay cash or if he’s gonna need financing and so forth.  And I’d look at 
that as to try to pull out the money where I can find make my money on.  If I can’t make 
it on the sale or it’s fishing around and say I’ll look at the financing, extended warranties, 
and other aftermarket products that I had to draw my money from them.  That’s how I 
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did.  That’s how I’d look and see what I had to work with.

Bill: You mentioned a couple of sales where you actually lost money ‘cause you wanted to 
move the unit or whatever it was –

Mr. X: I had to move the unit and get them out of there because they had birthdays and I was 
losing money every day they would sit there.  And then they were hard models to sell.

Bill: Do you remember how much the buyers saved off sticker?

Mr. X: Well, actually I lost several thousand dollars.  The worst one, I think, was $2,000, 2 or 
$3,000.  I needed to sell that thing.  I had to get rid of it.  And I knew the model that they 
didn’t make anymore and I knew it sold like a pot of garbage.  And I knew I had to work 
hard to get rid of it and I had a chance to sell it.  And I said oh, I might as well kiss up 
and take the loss now or keep paying interest for another six months to a year and I was 
gonna still lose that much money anyhow.  So I just did it.  And that’s one reason why 
you look at that manufacturing date.  That will give you an idea how long he’s got it.

Bill: So you actually lost over $2,000 on that deal?

Mr. X: Yeah, yeah.

Bill: Okay.  We kind of touched on this next part indirectly already.  But sometimes buyers 
are worried about feeling guilty or haggling too much.  Now let’s say hypothetically I 
go in and I haggle someone down to his cost.  I mean, of course, he’s not gonna want to 
– probably will not want to agree to that.  But let’s say a dealer makes no profit up front 
because he’s got the thing sitting on his lot for a while and whatever else.  Now a dealer’s 
still gonna benefit from selling me a unit, right?

Mr. X: Maybe.  Not necessarily.  Some dealers, if they’re real, what I call, a real donkey, they’ll 
sell it below cost so you don’t get it, meaning, a competing dealer.

Bill: Oh.

Mr. X: There’s particularly one dealer in this area, he’ll sell it below his cost just to get it away 
from you.  He don’t have the best reputation, but he’s a very big dealer.  That’s all I’ll say 
about that.  But he’s noted.  For example, I was at a show and me and him were dealing 
with a customer.  And he was playing us off, me and this dealership.  And his agent and 
his salesman came over to my display and tried to lure the customer away from me while 
we were talking.

Bill: Oh, that’s bad.

Mr. X: Now you see the kind of – it just depends on how aggressive and to what extent they go 
to suck the potential customer away from you.  And some will go to that extreme.  Most 
of them won’t.  But he was noted to be what I call a real donkey about it.  I’m just being 
real generous when I say that.  That’s all I’ll say.
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Bill: Well, will that kind of dealer treat his customers poorly for service and all?

Mr. X: Possibly.  And that dealer does have somewhat of a reputation, but people continue to 
buy because they fail to evaluate the after-the-sale service that they get.  But how he 
lures them in, he would sell very little above cost and he does the volume to make up for 
it then.  He started out on that premise where he would sell just a little bit over cost and 
make $100 on a unit and run.  And then after the sale, then it left room for improvement 
for supporting the product after it’s sold.  And he goes to the extent – and the reason I 
know this ‘cause I done a case against him, where he signed – made a customer sign an 
agreement saying that the warranty was between them and the factory, not between him 
and the customer.

Bill: Oh, really?

Mr. X: Yeah.  And when I seen that, that told me right away why he responds the way he does 
‘cause they signed off their rights.

Bill: Sure.  Well, what I was asking about with haggling was if, assuming I’m dealing with 
a decent dealer here, and I get him down to a really, really low price, I mean, he’s still 
expecting to make money on financing like we talked about.  I know that in the car 
industry, it’s common for the dealer to get 2, 3% of the price back from the factor later as 
a dealer holdback.  Does the RV industry have that kind of thing?

Mr. X: Some of them do, but you’re not going to find that out.  That is very tight lipped.  They’re 
gonna have a program, but you don’t like to get that out because that’s the money in your 
pocket that you got to have in order to come out because of the curtailments and so forth 
in the floor plan costs.  Yeah, that you’re probably not gonna find out if they have one.  
So that could be, but you don’t hear about it and you’re not gonna find out about it as a 
consumer in most cases, unless you have somebody on the inside that will tell you that 
information.

Bill: Does a dealer benefit by selling lots of units from the manufacturer?  In other words, does 
– if he moves a lot of units, does that give him a lower price on each?

Mr. X: Sometimes, yeah.  It depends on the manufacturer.  Yes, it does.  Depending on the 
manufacturer, if you sell X units, we’ll knock off $75 or $100 a unit on total.  That kind 
of thing.  Oh, yeah, it does happen.  Again, I didn’t sell that many different manufacturers 
that I can tell you that was certainty, and to what degree of companies that do it, as well 
as the amount of discount they give for those dealers.  Some states have laws against that 
kind of thing where you have to sell it at equal prices.  Some states regulate that kind of 
money – that kind of thing.

Bill: Weird.  For markups, you had mentioned 15 to 20%.  Now there are, at least for high-
end motor homes, there’s people on the Net saying the markup is as high as 40%, which 
translates to a 28% profit margin.  Too high?



46

Mr. X: I hate to give a percent on that, on motorized.  I can tell you some of the motor homes, 
they’ll make $100,000 on it, on the high-end stuff, and it starts trickling down.  As the 
price of the product comes down, so does the profit come down, as well.  Now what 
percent, I’m reluctant on giving you one on that.  But yeah, they can make $100,000 on a 
big motor home.  Oh, yeah.  On high end motor homes, particularly.  Especially the 4 and 
$500,000 motor homes.  They’ll have them up there.

Bill: Sure.  A lot of the things that’s going on in a deal, if there’s a hold back, how long it’s 
been on the lot, potentially how much he’s paying for floor plan interest, how much his 
cost was.  A lot of this is invisible to the buyer.

Mr. X: That is correct.

Bill: And a lot of the manufacturing incentives you’re not going to find out even if you ask.

Mr. X: That’s correct.

Bill: So a lot of these numbers, I mean, so is the best approach just to start playing dealers 
one off the other and see how low they’ll go?  Because ultimately, that’s all that really 
matters, right?

Mr. X: That’s exactly right.  That’s exactly right.  And by the way, those floor plan costs, 
insurance cost to have that particular RV sitting on the dealer’s lot, they don’t usually 
add that on to the price because if you start adding that on – let me give you an example.  
Let’s say I have a motor home here and I’m paying interest on a month on it.  I pay the 
insurance on a month.  So that would increase the price let’s say $1,000 for that month.  
The next one I had for six months.  Well, they’re not going to add that to the cost so far as 
the selling price, because then now we added let’s say $8,000 to the cost.

Bill: That will make it harder to move and –

Mr. X: Exactly right.  So that’s why they’re interested in selling one that’s on the lot versus 
ordering one for you.  They’ll just about cram it down your throat to take the one on the 
lot.  Because they may have three months of interest free.  Well, guess what they want to 
do?  They want to get rid of that one they’ve had for a month and a half and go get a new 
one so they don’t pay interest on it.  Now I’ve got a greater net profit.  Do you see where 
I’m coming from, right?

Bill: Yep, exactly.  I’m writing the thing here.  Okay, so, yeah.  So they don’t even want you to 
come in off the street and order.

Mr. X: No.

Bill: Yeah.  They want you to take what they got –

Mr. X: Exactly.
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Bill: – so they can move it out of the –

Mr. X: Get it out before they start paying – to reduce the interest.  And what most dealers like to 
do, of course, get it as long interest free as they can.  And that’s another way some of the 
manufacturers give incentives.

Bill: By –

Mr. X: Paying interest.

Bill: For floor plan stuff, okay.

Mr. X: Yeah.  Say we’ll pay – or we’ll say, “We’ll give you $5,000 toward floor plan interest, or 
we’ll pay three months interest,” or so forth.

BEGIN PART NINE

Bill: Okay.  So I walk in off the street and I’ve done my homework.  I know which one I want.  
What’s the first thing I say?

Mr. X: For me, it would be price.  Assuming everything else has been taken care of.  You got this 
model.  I love it.  That’s what I want.  It’s got all the options I want.  And I’m assuming 
that’s the premise we’re coming off of.  And then start working on the price, assuming 
everything else has been taken care of.

Bill: Now I know that in the car industry, if you walk in and you say, “I want to buy this.  Give 
me your best price.”  They will deliberately price higher – well, basically, they’ll price 
you as high as they can.

Mr. X: Exactly.

Bill: Not only to get more money, but also deliberately to try to shock you, to shake you out of 
whatever low price you thought you were gonna get, make you think that maybe you had 
it all wrong.  Maybe when you got the invoice price off of Edmunds or whatever, that you 
were wrong.  And they’ll use it as a psychological tactic.  So a lot of the automobile, or 
people buying autos and people coaching people how to buy cars will tell you not even to 
take that approach.

Mr. X: Oh, really?

Bill: Is it that way with RVs?

Mr. X: Well, that’s the way, to me, that’s been effective.  I just bought a truck and they give me 
a price.  And I said, “Is this a joke or is this for real?  Let’s get serious or I’m leaving.  
You got about ten minutes to get serious.  So I ain’t got time to mess with you, so start 
talking.”  And I dropped him $3,000 when I got done.  I said, “You got X amount of time.  
I ain’t gonna play games.  So let’s get serious if you want to sell it.  If not, don’t waste my 
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time.  I ain’t gonna waste yours and you ain’t wasting mine.”  And I got $3,000 when the 
dust settled.

 And that was my experience.  Because see, unless you push them and the dealers – at the 
dealer, unless they pushed me, I kept my price.  You had to push them and get the dealer 
scared that you got something else in the bush.  And have something else in the bush that 
you can say that.  And if he knows you’re playing him off, that’s when he knows.  ‘Cause 
then you know they got to deliver.

 That’s one of the things about shows that they know that that competitor is just around 
that other aisle and he’s – I’m looking at his darn trailer and I got to compete against that 
clown.  And he’s got a better priced product than I do and I know it.  So now I’m gonna 
have to slice my profit margin.

Bill: I know in the car industry I’ve heard of a scam where salesmen will give you a price and 
well, he’ll even say something like, “If I could give it to you for such and such, would 
you buy it today?”  And then the person says, “Well, thank you very much.  I’m gonna 
go see the next dealer.”  He goes down the street, that dealer can’t match the price, comes 
back.  And then the salesman says, “Well, I can’t give it to you at that price.  I was just 
trying to see if you were serious.  I only said, ‘If I gave it to you, would you buy it?’”  
And then he’ll try to jack you up to a higher one.

Mr. X: Well, to me –

Bill: I mean, that’s unethical, obviously.  Does that kind of thing go on?

Mr. X: I’ve never seen that.  Now some of the aggressive dealers are more like that and I 
personally, if they would do that to me, I’m gone anyhow.  You ain’t playing a game with 
me.  The unit is worth X dollars and you’re not playing that threatening stuff.  I don’t like 
to be pressed.  And I was never super aggressive meaning cram it down your throat or get 
out of here.  And maybe I should have been, but I just don’t go for that style.

 But if somebody did that to me, it shook me up.  I’ll tell you that.  It did shake me up.  
When you sort of set the standard.  You go in there and say who’s in charge.  Those kind 
of people were threatening to me.  Not in a physical sense, but I would say, “Man, how 
am I gonna do this without losing the potential sale?”  So I would flinch more with those.

 And it depends on the individual salesman, how he is as an individual.  And what his 
boss says.  Some companies, the sales manager dictates the final price.  Others, the 
salesman can make the decision.  It depends on how the dealership functions in the sales 
department.

Bill: So if someone comes in, should he say, “What’s your best price,” or should he make an 
offer based on 15 to 20% –

Mr. X: Well, I would start at best price because sometimes they may sell it for you for less and 
then still press on the price.  Then you got a reference point.  He made the price.  And 
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then you can tell him, “Well, I’m offering this because I’m checking around prices.  For 
this here, I’ve checked with another dealer.”

 And see, he may offer, hypothetically speaking, he may offer it less because he may be 
desperate for that same model where the same product at the other dealer maybe 100 
miles away, he maybe just got that one in.  And say, “Well, I just got in.  I got maybe 
three months with no interest.  I’ll take a chance and I’ll charge this.”  But this dealer 
may have had it six months and hasn’t sold this darn unit.  “I need to sell it.  I just have to 
sell it cheaper.”

 So the thing that – how long he’s had it and stuff like that, that’s real important because 
that gives you leverage.  Because some models will not sell at this location, but they will 
100 miles down the road.  I’ve had that happen several times where a couple of dealers, 
for some reason this one model, I sold quite a few of them.  But they couldn’t sell them.  
I don’t understand why.  And I got several of them from other dealers that couldn’t sell 
them.

Bill: Obviously for comparing prices from dealer to dealer, I want to have the same model and 
–

Mr. X: Oh, you got to have the same model and the same features.

Bill: But at the same time, if I walk into someone’s lot and I say I want this kind of RV with 
this model, this option list, he might have one of those brand new or he’s not – he doesn’t 
have the incentive to move it yet.  He might have one real close to it that’s been sitting on 
the lot for six months that he would love to get rid of.  So I should probably be flexible.  
Say what I want, but at the same time, tell him I’m flexible so that if there’s something 
close to it, I want to know about it.  Right?

Mr. X: Oh, yeah, I would.  Say, “If the money’s right and it’s close to it, I can sacrifice.”  Act like 
you’re in great pain to do it, but then – ‘cause if you give him that you’re very easy to get 
along with, he’s not gonna lower the price.  In other words, “I will consider it.  Yeah, give 
me something.  If the price is right, I’ll consider it.  I really don’t want to, but well, I’ll 
consider.”

 It depends what’s most important to you, the money or the features and the product.  In 
other words, if I have to have, oh, let’s say a set of, oh, there’s a particular stereo.  That’s 
something you can live without this stereo or live without the other stereo.  But the one 
on the one place has got the standard stereo and the other one has got the deluxe stereo.  
Well, you really wanted deluxe, but he’s got a model over there that’s the same model but 
he’s just got the standard radio.  And he’s willing to give you a real good price because of 
that.  Is it worth it to you to take the standard versus the deluxe stereo?

 Everything else is equal.  Let’s say everything else is equal.  Of course, that one over 
there’s a different color than the one.  The deluxe one is red and, hypothetically speaking, 
and you like blue.  Well, if it’s worth it, if the price is enough, it’s up to you to decide and 
tell him you’d consider it.  And especially if he had that a long time but he just got that 
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one in that you like and he’s gonna ask more for that but he’s got that one over there you 
really don’t like the color and it don’t have the deluxe stereo.

 If the price is right, I’d consider it.  Yeah.  He’s had that for a while.  He’d love to get rid 
of that.  Then you have to evaluate what’s most important.  If the difference in price, is 
that worth taking what you really like or taking what you really don’t like the color but 
the price is enough to offset it.

Bill: Right.  So in general then, should my approach be for me to try to figure out what price to 
offer –

Mr. X: Yes.

Bill: – or should I just be bouncing one deal off the other and let them move the price down 
until nobody’s gonna move anymore?  You know what I’m saying?

Mr. X: Yeah.  I would, for me, if somebody offered me – questioned me the price and then they 
started haggling – because I build in some.  See I build in $500 to $800 in haggling right 
off the top.  And they ask me the price and then after that, if they start haggling up front, 
that also tells me, too, that he’s gonna work me over real good.  If he started haggling, 
really hit me like a freight train right out front, I knew I’m gonna have a tough one.  So 
I had to build in some of that.  Say he got me down $2,000 and I could tell right off he’s 
gonna be a haggler and he’s gonna pinch me to death.  So I build in that $800, now I only 
actually dropped $1,200 instead of $2,000.

Bill: I think you just lost me there.

Mr. X: Huh?

Bill: You just lost me there.

Mr. X: Oh, yeah.  If I know I say a customer comes in and I can tell right off, he’s gonna squeeze 
me to no end.  So I’m gonna pad my price right up front because I know he’s gonna beat 
me –

Bill: Oh, you’re talking about the first price you’re even quoting?

Mr. X: Right.

Bill: Oh, I got it.

Mr. X: So to me, the best way to do is not say much.  Leave him to dictate the starting point.  
See, then he can’t pad himself.  Once he said it, he’s locked into that price.  But if you 
start beating him up the minute you walk in the door, then you’re gonna pad that price to 
cover your backside.  You’re gonna cover yourself.  And you can say, “Well I’m gonna 
add something because I know this clown is gonna beat me up.”
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Bill: So the buyer should probably walk in, be nice, pleasant, flexible, not come across as 
being too tough, and ask what the best price is?

Mr. X: Right.

Bill: And the salesman’s gonna come out with whatever figure.  Try to work him down a little 
bit from there?

Mr. X: Right.

Bill: And maybe even saying something as simple as, “Can you do better than that?”

Mr. X: Oh, absolutely.

Bill: Then he’ll come out with a different number.

Mr. X: Right.

Bill: Then we say, “Thank you for your time.”  We go to the dealer down the street, do the 
same thing?

Mr. X: Work them off against each other like – just like that.

Bill: And that start bouncing back and forth to say well, Joe Shmoe down the street said he 
could give it to me for X.

Mr. X: Right.  Now he’s gonna find out weaknesses about that trailer by his neighbor.  Because 
he knows his competitor.  He knows he’s selling brand X and brand X uses a different, 
hypothetically speaking, uses a different size tire and he’s gonna bring that out.  Let’s 
say he uses a smaller tire.  He’ll say, “Well, that smaller tire, you realize that smaller tire, 
you’re gonna wear out more tires ‘cause it has to go around oftener and hit the dirt more, 
the road.  So it’s gonna wear out faster.”  So you need to think about that.

Bill: And he’s gonna bad mouth whatever –

Mr. X: Exactly right.

Bill: – the other guy down the street.  So should you mention who you went to down the street, 
or just say that someone else gave me a price of such and such?

Mr. X: Probably it depends on how the salesman handles it, but –

Bill: And he’ll probably ask you, anyway.

Mr. X: He’ll ask you.  You can bank on that.  ‘Cause I want to know what I’m talking with.  
Because see, as a salesman, I want to know who I compete against because I can’t 
compare and make any comments unless I know what I’m talking with or working with.  
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So he’s gonna ask you what brand it is and the model number and he’s gonna tell you 
the difference.  “And this is why mine costs $700 more.”  ‘Cause that’s the way you do.  
“Mine costs $700 more because of A, B, and C, and D.  Now stop and think about it.  
These are better features.”  And they’ll tell you why they’re better features.  Blah blah, 
blah blah, and blah blah.

Bill: And of course the guy down the street’s gonna be doing the same thing.

Mr. X: Exactly right.  He’s gonna bring out differences that are in his advantage.  “Yeah, but 
look.  Mine’s $700 cheaper.  No, what he said, it’s not like that.  It’s nothing like near to 
that degree.”

Bill: So the buyer’s job is just to tell the salesman, “Forget about all that.  Just tell me how 
much you’ll bring down the price on your unit and don’t tell me about his unit.”

Mr. X: Right.  And I would say, “Bottom line is make up your mind.  How much do you want to 
sell this for?  And give me a bottom line price, because when I get – if you’re telling me 
that’s your bottom line price, I’m gonna go down – and we’re gonna go down and we’re 
gonna find out what his bottom line price and then we’re gonna make our decision.”

 And I would tell him like this, “If the price is right, even though it may be a little more, 
I will consider.”  I wouldn’t even say that then at that point, yet.  I’d get both bottom 
prices and say, “Okay.  Is this your bottom line price?  Because now I’m gonna make my 
decision.”  And he’s gonna ask you what his neighbor – what his competitor’s price is.  
And I wouldn’t tell him because he’s gonna price it accordingly, his.  He’s gonna price 
his according to what he feels his is worth more than his competitors.

Bill: So I’m confused now.  So you’re saying you shouldn’t tell him what his neighbor’s price 
is?

Mr. X: I don’t think I would.  Not on the last time around.  ‘Cause you’re gonna go back and tell 
him –

Bill: Okay.  So go back and forth a couple of times.

Mr. X: Exactly.

Bill: And then well how do you know when you’re reaching the end?  When the price drop 
gets smaller and smaller, I bet.

Mr. X: Right.  And then I would flat out ask him, “Now you’re telling me is this the bottom 
price?  Because I’m taking your word that this is the bottom price.  In other words, you’re 
not gonna sell it to me for any – a dime less than this price because I’m gonna make my 
decision on that premise.”  And then he’ll start getting nervous.  And then you go down 
to his competitor and do the same thing.  And then you want to determine in that point in 
time which one is the best value.



53

Bill: So once you get several bottom line prices, are you done, or can you still come down 
even further?

Mr. X: No, not usually.  Unless what you want to do then is get them on the backend if you’re 
gonna finance.

Bill: Okay, yeah.  That’s a separate topic I want to –

Mr. X: Yeah, that’s when you want to, as well, use that as another bargaining chip.  Now he 
may use that as a bargaining chip, too.  Say, “Look.  Okay.  I’ll tell you what I’ll do.  I’m 
gonna sell this trailer at this price, but I’ll throw in the tire guarantee product, whatever 
that is.  I’ll throw that in.”  That may be worth let’s say $75.  I’m just throwing numbers.  
That may be worth $75.  It retails for $75.  And that’s another way to get him to sweeten 
the tea.  Saying okay, I’ll tell you what you do.  Throw in an extended warranty and pay 
half the extended warranty at that price.  That kind of thing, you use that as bargaining 
chips, too, aftermarket products.

Bill: Just as a brief by the way, markup on a warranty is usually 100%, right?

Mr. X: That’s exactly right.

Bill: So if you get him to pay for half, he’s not paying anything.  He’s just giving up his profit.

Mr. X: Exactly right.

Bill: So in that case, you’re getting the wholesale price on the extended warranty.

Mr. X: Right, his cost.  You’re buying that –

Bill: So that’s a good way for you to save money even though it’s not costing him anything.

Mr. X: Exactly.  It’s still money you saved and that’s the bottom line.

Bill: Exactly.  But my point was it’s attractive to him because he’s not –

Mr. X: Yeah, he’s not spending any money.  He’s still losing because you know how it is in 
business.  It’s the money that you could have made and you didn’t.  Even though you 
didn’t theoretically lose money, you still, in actuality, you still gave away $350, or 
hypothetically whatever it was.  Let’s say whatever your profit margin was, you still gave 
that up because now you don’t get it.

 And see he may not have that option on a big dealership if they have a genuine F&I 
department.  ‘Cause the F&I manager is – that’s how he makes his commission is through 
those kinds of products.  Small dealerships, you can do that.  A large dealership, most 
likely the salesman can’t do that because the F&I is a separate department and you don’t 
mess with that.  You have no control over that, the salesman in a larger dealership.  And I 
can assure you if he does that, the F&I department will come unglued and come through 
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the window, if it’s a good, strong, large dealership.

BEGIN PART TEN

Bill: Okay.  So a general overview of the process, then, trying to summarize what we said.

Mr. X: Yes, please do.  Yes.

Bill: I walk onto the lot.  I’m acting nice.  I’m not acting as I’m a pit bull or something.  I’m 
figuring out what’s on the lot because that’s probably what I’m gonna buy rather than 
ordering ‘cause I’ll got a better deal if it’s on the lot already.  I’m gonna look around a 
little bit and see if I can identify any that have been there for a while.

 I’m then going to ask him what’s his best price.  And avoid questions about if I have a 
trade in or not.  And I’ll just set that aside for now because if I do have a trade in, he’s 
gonna pad his price.  I’m gonna allow him to think that I’m gonna finance there.  And I’m 
gonna ask for his best price.  Whatever he comes out with, I’m gonna say, “You can do 
better than that,” or “Can you do better than that?”

Mr. X: No, not can.  “You need to do better than that.”

Bill: So be a little firmer.  “You need to do better than that.”  Let him work himself down a 
step.  Then say, “Thank you for your time,” go down the street, do the same thing again.  
Come back to the first guy and say, “Well, your neighbor down the street can do X.  What 
can you do?”  Now he’s gonna step down, hopefully.  Go back to his neighbor, do the 
same thing.  How often can I go back and forth?

Mr. X: As long as you’re getting results, I’d go back and forth.

Bill: I mean, they’re gonna start getting frustrated with me sooner or later, right?

Mr. X: They are, but if they’re hungry enough to sell, most cases they’re hungry enough to sell, 
they’ll work with you.  Because they want that friggin sale from you.  They want your 
money.  And as long as they’re dropping the price, I’d for myself, I’d continue to – it 
depends on the dealership and the salesman.  He may say, “This is my final offer.”  I 
don’t know.  It varies a lot between the dealerships and salesmen.  Because this approach 
may work.  But the next dealership or the next salesman may want you to come in, act 
like a pit bull on the first day you seen it.  That salesman, maybe that’s the only way he’ll 
respond.  So it varies.

 This here is an approach that I like to use when I buy and it works.  That would threaten 
me as a salesman when a guy came – when he’d done that, but especially the second time 
around he came back.  Now I know let’s get serious.  I would try to nail him in the corner.  
And then a good customer will sort of get you in a corner and then start working you over 
once he got you in a corner.  How does he get you in a corner?  By getting a price out of 
you.
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Bill: And by making it clear that they’re not afraid to walk –

Mr. X: Exactly.

Bill: – if they don’t get what they’re happy with.

Mr. X: Exactly.  And don’t act like I can’t live without this model.  Come with the idea of saying, 
“Well, I like this model, but there’s another one I sort of like, too.  So it just depends 
on where I can get the best deal ‘cause to me, it doesn’t really matter on either brand 
or model that I’m looking at.  So it really don’t matter that much because I like both of 
them.”  And if you present it like that, now they’re not sure even if the price is down.  So 
basically, convey that the price is really important to you.  That the products are basically 
equal in your opinion, and I’m looking at price.  Whoever gives me the best deal, that’s 
probably what I’ll do.

Bill: And if you start trying to badmouth the other one you’re looking at, say, “Don’t waste 
your time.”

Mr. X: “Don’t waste your time.  ‘Cause you can badmouth all you want.  It’s all about the 
money.”

Bill: Yeah.  “Just tell me how much you will sell your RV for and don’t worry about what he’ll 
do.”

Mr. X: Exactly.  And I would state it like that.  “Don’t worry about it.  I’m the one who’s laying 
the money on the table.  And if the thing falls apart as I drive out, it’s not your concern.”

Bill: Okay.  So we’ll eventually reach a point where someone’s gonna say, “This is the lowest I 
can do.”

Mr. X: Right.  And that’s acceptable.  He has that right.

Bill: Oh, yeah.  Well, he’s gonna have to sooner or later.

Mr. X: Exactly.

Bill: And eventually, all of the people you’re shopping at are gonna say that.  At that point, 
you start working on, “Can I get the deluxe stereo?  Can I get the awning for free?  Can I 
get –”

Mr. X: Well, that usually would be in the included price.  They’re not gonna change it out.  
Now he may use that as a bargaining – you can do that when you’re negotiating price.  
Say, “Okay, I’ll give that to you, but you got to throw in –” hypothetically speaking, an 
awning.  And usually they come with it, but let’s just use that hypothetically.  “I’ll tell 
you what I’ll do.  Since you’re saying that’s your bottom dollar.  I’ll buy it if you add this 
widget.”  Okay?  That’s another way to get a bargaining chip out of him.
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 Use options as bargaining chips.  I used to have that.  Let’s say you say, “Well, I’ll tell 
you what.”  And they’re only $100 difference.  Let’s say the one you really want is $100 
more and say, “I’ll tell you what I’ll do.  If you put me in a Fantastic fan in the bathroom 
there,” and that’s worth about $100 if you hire it done, I think.  I don’t remember exactly 
what they cost new, the Fantastic fan.  “But if you do that, I’ll take it.  I know it’s more 
money, but I’ll sacrifice more money if you do that.”

 Then that way you give a little bit, but it wasn’t much, if any.  And yet, he still feels good 
because he didn’t invest quite $100.  He probably invested, hypothetically speaking, $50 
to $100.  That’s another way of using or trying to get the best possible price and value 
that you can without – for without him shooting his foot off to do it.  Probably what you 
want to do when you buy is try to make him believe he made some money and give him 
a token.  Give him the tip of the carrot so he don’t run off and get the gun to shoot you to 
get you out of there.  I mean, give him some carrot and yet, at the same time, you didn’t 
totally rob him of that $100 bill.  But you got most of it.

Bill: Okay.  So yeah, basic summary is then not to worry about what percent of markup, is 
he getting a hold back from the manufacturer, is there other incentives you don’t know 
about, is the sticker price inflated, etc.  And just bottom line is you want to pay as least as 
possible.

Mr. X: Exactly.

Bill: So instead of trying to figure out what you should offer, just let him cut himself down 
comparing with the other guy.

Mr. X: Right.  And that’s a very threatening thing for a salesman.  Because he knows he’s got to 
compete and he also knows he’s got to produce, meaning a good price or he’s sitting there 
looking at his trailer for another period of time, whatever that is.

Bill: Sure.  And then this way, they’re the ones who have to consider all the other factors that 
we don’t know about and we can’t know about.  And get him down as far as you can.  
Now what if you’re in a small community and there’s only one dealer?  Can you use an 
Internet dealer as the other guy?

Mr. X: Sure.  See, let me share something with you.  An RV dealership knows that customer X 
will drive 75 miles to buy the trailer he really wants.  And keep that in mind.  Because the 
RV customer generally will drive wherever they like that brand or model.  I don’t care if 
they have good service.  And that’s where one of the mistakes they make is that they like 
this particular gidget in this model.  “Man, I just love this.  This is what I need.  I don’t 
want nothing else.”

 Well, the dealer knows that.  So if they know that you love this trailer, guess what?  They 
ain’t gonna be as flexible.  So what you want to do is come across as, “I can probably live 
with those things.”  Just don’t act too interested, but if the price is right.

 Again, if the price doesn’t mean to you, all this that I said is really irrelevant.  But they 
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don’t need to know that.  And the dealers know that you will drive.  ‘Cause customers 
will.  They’ll drive 60, 75 miles to get what they want if they really like that one.  Even 
though it costs more money.

Bill: So you’re actually doing two things.  On the one hand, you’re not enthusiastic about it.  
You’re not excited about it –

Mr. X: Yeah, don’t be enthusiastic about it.

Bill: But on the other hand, you’re enthusiastic enough to let the guy know you’re willing to 
drive 100 miles to go buy it from someone else if he doesn’t give you the price.

Mr. X: Right.  And I would say another dealer.  He may know the dealer’s 75 miles away.  At 
least, most legitimate dealers or any good-sized dealers will know their competitors up to 
100 miles away.  Because see, most manufacturers in the state of Texas, at least, and in 
most other places, the manufacturers won’t allow their products to be represented closer 
than 40, 50 miles, depending on the market that they’re in, for example.

 At one time, why, I was the only dealer for that manufacturer.  At one time, there was 
two of us in this area.  We were 60 miles apart.  And I said the only way I’ll allow 
anybody closer than that – well, I won’t allow anybody closer than that because I used to 
be number seven or number eight for that manufacturer for years.  And I mean in sales 
volume in the United States.  And I told them, I said, “The only way you can go closer 
– you can’t go closer than that.  And if that guy ever quits having this product, you can’t 
have anybody closer than 100 miles from me.”  And I dictated the miles.

 Now the state law required, and in this state, RVI industry, RVIA is real strong.  And 
state law says 75 miles.  Now I said I want 125, 100 or 125.  In other words, I said, “You 
got to get my approval before you sign anybody up as a dealer.”  And I’d done enough 
sales volume that they were concerned.  They would get my permission even though we 
didn’t have a contract to that effect.  Because sales volume, again, they’re interested in 
one thing, sales.  So if you sell enough, they’re gonna flex and bend to your wishes and 
whims.

Bill: Okay, but let’s say I’m a buyer.  I have you locally and I have the next closest guy 100 
miles away.  Obviously, it’s a lot of work for me to be driving back and forth to bounce 
prices off.

Mr. X: Telephone.

Bill: Can I do it over the phone?

Mr. X: Yes.  Yeah.

Bill: Do I need to visit in person first to actually make face-to-face contact with someone?

Mr. X: Sometimes, sometimes not.  But when it comes to sales, the phone will talk.  They’ll talk 
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to you on the phone.  You just may not know what you have over there.  But you know 
the basic product.  If it’s a new one, you know it’s a factory warranty so it really doesn’t 
matter.

Bill: Yeah, I’m not thinking about those terms.  I’m just thinking about human psychology.  A 
salesman is more likely to really bend over backwards for me if he’s met me, versus just 
someone who called him on the phone and called back a couple more times.  “Well, I 
know you said it would be X, but can I get it for less than that?”  He’s more likely to take 
me seriously if he’s seen me and shook my hand and all, right?

Mr. X: Yeah.  If you’ve got two of them.  Let’s say Dealer A’s 100 miles away.  He sells the same 
brand.  He has the same model, same features.  Let’s assume those are equal.  And then 
the dealer locally has the same thing as Dealer A.  If you go out there at Dealer A and 
look it over and say “He’s got the same thing that local dealer does.”  And then tell him 
the deal.  Tell him, “Okay.  I’ve got both you guys.”  And you say, “Well, I would take 
this one for this price.  I’ll take the model A from you.  I like this one but I need to know 
your bottom price.”  And you tell him you’re looking and you got another dealer.  And I 
wouldn’t try to use – try to avoid telling who the dealer is.  That way it keeps him on the 
guessing game, too.

Bill: Well, if there’s only one within 100 miles, then he’s gonna know who it is, though.

Mr. X: Well, let’s say there’s another one 100 miles in the other direction.  And usually that’s 
fairly close on the major brands.  That’s pretty close.  Because they try to have them 
every 100 miles because of service issues, the factories do that.  And plus they don’t get 
the representation that they’re seeking if they go much farther than that.  And then go 
look at it and that way he knows you’re serious.  And then say, “Well, I’m thinking about 
it.”  And then start working them off against each other.

Bill: So I should drive out to it there at least once.

Mr. X: I would.  I would.  Yeah, drive out to the 100 miles away, the Dealer A.  Get him 
interested.

Bill: Meet the salesman, shake his hand, get his card.  So I can call him back later and say, 
“Hey, we met and I’m the guy who said…” whatever.  And then start dickering.

Mr. X: Then start dickering.  Let him know that you were serious.  “And I need to think about 
it, sir, Mr. Salesman.  Let me go home and think about this a little bit.”  And then start 
calling him.  Because you made your face to face with him.  And he knows now that 
you’re serious.  Now you’re just dealing on price, and seeing what the best deal is, and 
saying money talks and everything else walks.  And then he’s gonna be on the edge.

BEGIN FINANCING SECTION

Bill: Okay.  So I got someone down to a price.  I even got them to throw in some options.  
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Mr. X: [Phone rings] Hang on a second.  Let me shut this thing off.

Bill: Okay.  So I have the price.  I know who I’m going to buy it from.  Now I need to finance 
this thing.

Mr. X: Okay.  Financing.  Watch yourself on financing.  Sometimes you get a better deal at the 
bank, at your bank.  Sometimes they won’t finance them.  Sometimes the dealer has 
better financing because he sells a lot of units.  So some of the banks that used to be in 
the business – I don’t know – still are, but like Bank America says, “This dealer writes 
a lot of paper.  We can make a lot of money off of him, so we’re going to discount it to 
him and we’re going to give him a good deal.  We can’t afford to be without it because he 
sells 200 units a year.  Man, we need him.”

 Well, they’re going to give him a big deal, and he may only mark it up let’s say a cent or 
what we call a point.  He may only mark it up a point.  You know, that’s better than your 
local bank.  It may or may not be.  You have to check each individual one.

 Interest varies.  I had one company that charged 18% for their high risk consumers.  And 
then others that were very competitive, and I could beat a lot of local ones with mine.  I 
didn’t mark mine up that much.  I didn’t – I usually went to a half point, is usually what I 
tried to go.

 Well, that still netted me – on low end products, it still netted me anywhere from $300 to 
$600 per unit.  It’s not a lot of money, but it added to the bottom line.

Bill:   Sure.

Mr. X:   So then you have to do the little research.  Check with your local bank.  Credit unions, 
you can usually do better.  And it’s easier to get financed if you’re a member of a credit 
union, usually.  But some of them don’t do RVs.  

Bill:  Actually, so you should probably shop financing just like you shop an RV.

Mr. X:  Exactly right.

Bill: And before you even get the RV, then, you need to know what’s the best financing you’ve 
found so far.  

Mr. X: And read the language.  In most – very few cases that I’ve seen would penalize you if 
you pay it off early.  But there are a few of them out there.  Not many.  In other words, if 
you pay that RV off early, you get penalized for doing that.  But very, very few of those.  
Most of them are, you know, pay on unpaid balance only.  It’s what we call – you know, 
the simple interest loans.

Bill: Right.

Mr. X: And yeah.  So you really want to do a little research on the financing before you go in 
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there so you have a reference point to go in there.

Bill: So let’s say I’ve found out that my credit union has a pretty good deal.

Mr. X: Right.

Bill: Do I need to get a loan commitment before I go shopping?

Mr. X: Not really.  Have it set up with the credit company – the credit union.  Say, “Okay.  I’m 
going to shop,” and they’re going to tell you, “The maximum we’ll finance is X dollars.”

Bill: Right.

Mr. X: And then you go in there and say, “Okay.  I found this product with taxes and etcetera 
and all the options that I’m going to buy would fall into this amount.” So I just go tell 
them, “Okay.” I’ll tell my dealer, “Okay, dealer.  My credit union’s going to finance 
this.  I’ll send the paperwork to Mr.  Loan Manager at this number.  He’ll take care of the 
paperwork, and then they’ll take it from there.”

Bill: So at the dealer, I’m signing a sales contract.

Mr. X: Right.

Bill: And then turning it over to the credit union or bank or whoever it may be.

Mr. X: Yeah.  They’ll take care of the money.  Because the reason they want to do it, they want 
to make sure they get funded and it’s not a scam on your part.  And plus, it saves you 
from doing it.  Don’t worry.  They’ll chase the money, because they – they’ll want to 
chase that money and get rid of that RV, and they aren’t going to give it to you until 
they’ve got the money – a commitment from a lending institution that they’ll fund it.

Bill: So the dealer is actually going to do all the footwork?

Mr. X: Oh, yeah.

Bill: Okay.

Mr. X: Yeah.  And the way they do it, they’ll do what we call a draft.  Once the loan has been 
executed at the lending institution, they’ll draft the money from your bank on your 
account from your account to fund their RV that you’re buying.  

 The reason you want to do your financing research before is so you can check what they 
do and say, “Well, see what your best offer is and see what’s the best rate that you can 
give me.” See, they may be less than your – let’s say you don’t have a credit union.  You 
have just a regular bank.  Well, they may save you money and actually get a better deal 
than you can.  And sometimes that happens, too.
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Bill: Sure.  So you do your homework up front, but still be open to the dealer.  He may be 
providing a better deal.

Mr. X: That’s right.

Bill: Of course, you have to read all the details.

Mr. X: Yeah.  Read about that, and really pin him down.  Say, “Now this is a simple interest loan.  
I’m not—I’m going to—if I pay it off six months from now, you’re not going to penalize 
me,” and then make him say that.  And see, they’ll be interested, too, because those 
loans work like this for the dealer.  Let’s say you finance one through the dealer.  And the 
dealer – let’s say he marks it up one point or one percent of the loan.  In other words, you 
borrow $100,000 and it’s 1%.  That’s $1,000 for him.  

Bill: Right.

Mr. X: So if you don’t pay that loan off in – I think some of them were three or six months.  I 
can’t remember how that was exactly.  The loan is active for at least that time period, 
whatever the agreement is between the financial institution and the dealer agreement.  If 
it’s longer than that time period, let’s say six months, he gets his $1,000.  If you pay it 
off five months down the road and the agreement was six months, he has to refund that 
money to the lending institution.

Bill: Oh, interesting.

Mr. X: And so what you want to convey to him is that you’ll probably have the loan for a couple 
of years, and then hopefully you can pay it off.  Then they’ll be more inclined to do what 
they can to get that loan for you, too.

Bill: Okay.  That’s good to know.  So if I have financing lined up, how much documentation is 
the dealer going to want to see?

Mr. X: For?

Bill: So I went to my credit union and they offer me the money at X percent.  I walk into the 
– I look at the RV.  The dealer offers me financing which is a little bit higher, so I say I’ll 
go with my credit union.  How much documentation do I have to have from my credit 
union or my bank for the dealer to go run with it?

Mr. X: Well, yeah.  What he’ll do is they’ll have the – the credit union will have a document 
– you need to have a document showing that they’ll finance X amount of money.  And 
I’m assuming that the price – selling price or the amount that you want to borrow is that 
amount or less.

Bill: Right.

Mr. X: And then they’ll take care of it with the finance – the dealer – the F&I department of that 
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dealership will call Mr.  Loan Man and say, “Look.  We need funding for this here, and 
what do we do?” And it varies a little bit on the lending institutions.  In other words, the 
one will say, “Well, send me the documentation of what the vehicle is, and so forth, and 
the funds, and then when you register it, I’ll give you the money.  I won’t do it before.”

 Some will say, “Okay.  Send me the documentation and then we’ll – then you can draft on 
me.”

Bill: But all I basically need is a letter from my loan manager saying yes, I’ll give you 
$100,000 or whatever?

Mr. X: That’s right.  Yeah.  Or you don’t even have to have that.  You can tell the RV dealer, 
“Hey, call Mr.  Loan Man at so-and-so at this number.  He’s got all the – he’s got it 
cleared for me.  Take care of it with him.” And they’ll do it.

Bill: Yeah.  So they’ll chase it down.

Mr. X: They’ll chase it down for you.  You don’t have to do nothing.

Bill: Yeah.  I’ve always got my financing through dealers.  I’ve never done it beforehand.

Mr. X: You know, and when you buy a car, it’s the same – it’s the same principle.  You don’t 
have no contact with the lending institution.  

Bill: Well, in a case like this, where you’re not actually getting the financing right there on the 
spot, it’s going to kick in, you know, a day or two, or however long later.

Mr. X: Right.

Bill: I know there’s a scam in the car industry where they will take a deposit from you, maybe 
your down payment, or even less than that, and then they’ll call you back in a day or 
so.  “Well, the financing didn’t go through.” Or some will even just say, “We didn’t have 
enough profit in the deal, so you need to come up with more money, because we’ve 
decided it needs to be higher.”

Mr. X: Well, first of all, when you buy one, you have the numbers written down before you 
leave.  Do not leave without having a written document detailing any and all costs and the 
bottom line.  The amount of down payment paid, and to make sure that down payment is 
refundable in the event of no financing available.

Bill: Okay.  

Mr. X: And make sure that any and all costs are on that document.  Do not let them just take an 
open statement like that, because they can change it after you leave.

Bill: Right.
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Mr. X: So you make sure that you have an itemized statement of any and all costs concerning 
that potential sale that you’re embarking on.

Bill: Okay.  So in a similar question, then, what are the biggest mistakes you’ve seen people 
make in financing, or have heard of people doing at other dealers?

Mr. X: You don’t hear a lot about that, because that’s more – it has to go to legal issues, because 
really, you have to change numbers and documents, and that can get – you lose your 
dealer’s – 

Bill: I wasn’t saying only scams.  But a big mistake here would be not shopping interest rates 
before you come in.

Mr. X: Right.

Bill: And letting the guy quote you whatever he wanted and not even paying attention because 
you’re so happy you’re going to be motoring down the road next week.

Mr. X: Right.  And not paying attention to that clear documentation of the numbers.  That’s the 
biggest thing.  And I never did that, because I wanted them to have it.  So they can’t 
accuse me of I did this or did that.  No, no, no.  Here’s what we give you.  Here’s what 
you signed.  Here’s a copy of what you signed.  Don’t start that on me, because you 
agreed to these terms.

Bill: Now can you negotiate financing rates just like you negotiate a price?

Mr. X: Sure.  Sure.

Bill: So – you know, because a lot of people, they’ll haggle on the price, and then go sit down 
in the F&I office and just blindly sign whatever piece of paper’s put in front of them.

Mr. X: Right.

Bill: Because the manager says, “Well, a $100,000 RV, that’s going to cost you X dollars a 
month.” And they just say, “Well, if that’s what it is, that’s what it is.”

Mr. X: Right.  

Bill: But you can actually dicker finance rates, because like you said, he’s marking it up.

Mr. X: Right.

Bill: Maybe as much as two percent.

Mr. X: Absolutely.  You can negotiate that.  Say, “Look, I can do it for half a cent less.  Are you 
going to match it, or do I need to go there?” But you’ve got to have something to go to, 
then.  That’s why I said do your shopping before.  
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 And if you have a credit union, that’s usually the best bet, because they are usually more 
competitive, because they can just do it – they’re not – usually, they’re a membership 
type, and they’re not-for-profit.  They’re just merely for an employee credit union or 
something like that.  They do a better job.  And plus, you can – if you’re a member, well, 
you usually can get a better rate.

Bill: Right.  And they’re going to quote you a rate by APR, right?

Mr. X: Yeah.

Bill: Which the dealer’s also legally obligated to quote rates in?

Mr. X: Oh, yes.  Yes.

Bill: So you can compare apples to apples.

Mr. X: Yes.  Yes.  He has to – that’s federal there, that you have to quote it according to federal 
standards.  You can’t get around that one.

Bill: So the basic negotiation’s really easy, because you’re going to say, “Hey, I can get it for 
seven percent APR.  Can you beat that?”

Mr. X: Right.

Bill: And then it’s either yes or no.  He can or he can’t.

Mr. X: Exactly.  Exactly.

Bill: Now let’s say he can say, “Well, I can match it, but I can’t beat it.” I’m assuming – I’m 
assuming it’s preferable to go with him just to keep a good relationship and for service 
issues and everything else, right?

Mr. X: Yeah.  Then it’s just a matter of preference on your part.  Because see, a lot of the dealers 
are hooked up with like Bank America, Bank of the West, or the big players in this 
industry.  At least used to be.  Some of those guys – a lot of them went by the wayside 
because they said they weren’t making any money.  But they got out of the RV industry.  

 But those guys – and they’re big players.  They just have – I had an agreement with – I 
think I had four companies that I used when I was selling.  And because – the reason 
you have a number, they try to check, and some of them specialize in high risk.  Some of 
them specialize in credit scores of 800 or more.  Some went as low as 700.  Some went to 
500.  Well, then the interest rate was according.  Usually, they specialize.  And some were 
just a little more lenient than others and would say, “Well, this guy had the hiccoughs five 
years ago.  But since then, he’s been clean.  We’ll still give him a good deal.”

 So it depends on the company as far as the rate and what they accept.
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Bill: Okay.  Are you familiar with the financing program offered through Good Sam Club?  

Mr. X: I am not really, but I would definitely use them, because they’re very competitive.

Bill: Okay.

Mr. X: I would definitely look at that as a possibility.  Absolutely.  Because that’s a good 
company, and I’ve never heard anything bad about them, in all honestly.

Bill: Okay.  Are you aware of other good sources people should check?

Mr. X: Well, usually they’re through the dealers.

Bill: There’s their bank, the dealer, Good Sam Club.  Anybody else?

Mr. X: Not that I can think of.  No.  It’s through dealer financing, Good Sam, and their own 
personal lending institutions that they prefer.

Bill: Now there are a couple of finance companies who are offering loans over the internet.  
Are you familiar with them at all?

Mr. X: I have never dealt with them.  And when I was selling, I never – they weren’t really 
around at that point.  And so I’m not real familiar with that.  It’s definitely worthwhile.  
I’m always a little skittish about that kind of thing yet, because I’ve got to lay out my 
personal IDs and stuff.  So I’m a little concerned about that.  I still like the local stuff for 
that.  That’s a personal preference, by the way.

Bill: Okay.  Fair enough.

BEGIN INSURANCE SECTION

Bill: Okay.  Now while you’re sitting there in the finance and insurance office, they’re going to 
ask you about finance, and, of course, insurance.

Mr. X: That’s right.

Bill: Now he’s going to offer you life, accident, and health, and disability insurance.  Are these 
ever a good deal for the buyer?

Mr. X: The insurance, the physical insurance, the life and stuff, compare that to other ones – to 
other private agents, because it does vary.  And question whether you need to buy it.  
Usually, you can get a better deal if you take an overall life insurance and that kind of 
thing than buying a specialty concerning that particular product line only.

Bill: Because if I buy a life plan, then I’m insured if I die, versus this plan is only going to pay 
off my RV and nothing else if I die.
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Mr. X: Right.  Now you do have to have physical insurance if you have a lien on the vehicle.  
That’s not an option, because you’re not leaving the premises without it.  They will not 
– if I had a customer, they would have to provide me proof of insurance.  And the reason 
that you did that is because you wanted to make sure your investment was covered, at 
least until you got your money from the lending institution.  After that, you didn’t care, 
because then it was between him and the lending institution.

 And the lending institution wouldn’t fund it until you provided proof of insurance.  
So you have to have physical damage insurance for the vehicle that you purchase.  
Otherwise, they wouldn’t fund it.

Bill: Sure.  

Mr. X: And so you made sure he had that.  The rest of it was not – was merely optional on the 
part of the buyer.  

Bill: I’m sorry.  You just said physical damage insurance.  You’re talking about damage to the 
RV right now?

Mr. X: Right.

Bill: Yeah.  I was talking about more the life and accident and health and disability insurance 
on the buyer.

Mr. X: That, I never had any experience with that.  Myself, I think that’s really something that 
most of the people don’t buy through the RV dealers.  I’m talking strictly through the RV 
dealers.  That’s more of an insurance issue with their local insurance agent.

Bill: Right.  But it’s a better deal through their insurance agent anyway, than getting something 
that’s only going to pay off the RV?

Mr. X: Right.   And usually, the –

Bill: It’s a bigger sum, and applied to everything instead of – plus, it’s also a – depreciate 
– well, whatever the insurance terminology is.  But it’s a depreciating amount, because 
as you pay off the RV, then the amount you get paid by the insurance, should something 
happen to you, goes down.

Mr. X: Yeah.  Right.  Now along with that, which brings up another point, if you buy an RV 
– hypothetically, let’s say you only paid – let’s say it’s a motor home.  Let’s use that.  A 
motor home.  Let’s say you put $5,000 down and you have good credit.  And you only 
put $5,000 down.  And you and Mama go out and three months down the road, why, you 
have an accident.  And the hubby dies.  

 Well, now the motor home’s only worth let’s say $100,000, but the loan is $125,000.  
Well, they’ll only pay for what that motor home is worth unless the policy reads they’ll 
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pay off the loan amount.

Bill: Oh, interesting.

Mr. X: And so you need to be careful.  And then the spouse, surviving spouse, has to make a 
decision on what to do, because they have to pay off the rest or, you know, ruin their 
credit.  And some of the older people, they just say, “Well, I don’t care.  I’m going to die 
anyhow.  Who cares?” But that’s a negative scenario, but it does happen.  

Bill: Sure.

Mr. X: And it depends on how the insurance policy is written.  Does it pay off the loan, or does it 
pay off the value of the vehicle at the point of time the damage occurs?

Bill: Yeah.  That’s an excellent point.

Mr. X: So you want to look at that, too.  

Bill: Insuring an RV in general.  I’ve heard – you know, auto policies will cover at least some 
of a towable, right?

Mr. X: Yes.

Bill: You can get a rider, perhaps, but you can do that through your existing auto policy, right?

Mr. X: And also through the – if you buy a policy through the dealership insurance, it usually has 
a specified amount.  And which brings up another point I’ve got to say is – think about it.  
On motorized insurance, it – you’re running down the road and you run over Joe Blow’s 
car.  Well, your liability insurance pays for that, and it also, if you have collision, pays for 
the damage to the motor home.   Okay?

 Now on towables, you’re pulling with your truck.  You lose control and run over Joe 
Blow’s car.  And you don’t have insurance on the trailer.  Your truck insurance will pay 
– let me back up.  You lose control and the trailer runs over Joe Blow’s car.  The truck 
– it didn’t touch your truck.  Well, your liability on the truck pays for the damage to Joe 
Blow’s car.  But your truck insurance will not pay for the damage to the trailer.  And 
that’s very important.

 Now if you have insurance for the trailer, it pays for the damage to the trailer, and 
usually the trailer only.  It may cover liability.  It depends on the policy.  But that’s a very 
important distinction that you need to know when you buy insurance.

Bill: Okay.  So an RV buyer walks up to you and says, “I just bought a towable.  Tell me what 
to do for insurance.  What do I need to do, step by step?”

Mr. X: Okay.  First, I can give you a quote for insurance concerning the vehicle.  Or you can go 
to your local insurance agent and obtain insurance and bring me a copy, if you decide 
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to go there.  I’m going to try to sell you insurance, because I’m going to make a couple 
hundred bucks off the deal if I can get you to buy my insurance.  It may or may not be 
cheaper than what you get.  Sometimes it will.

Bill: But there’s also a problem, too, where his auto company may not insure RVs, right?

Mr. X: That’s exactly right.  Not everybody does.  So it depends on who is agent is and if they’re 
willing to do it.

Bill: And he also needs that policy before he can drive off your lot with the RV.

Mr. X: Yeah.  He’s not leaving unless you give me a copy of your insurance, because nobody’ll 
let you do it.

Bill: Yeah.

Mr. X: And see, they – the dealership registers the vehicle.  The good dealerships will register 
the vehicle for you.  So all the taxes get paid, and so he’s not liable.  Let’s say you take 
the trailer and you don’t register it.  Well, it could be a problem down the road.  You 
get in an accident and run over Joe Blow’s car.  Well, now you’re involved because the 
thing’s still in your name.  Now you’ve got a fight.  If you put it in his name, you’re off 
the hook.

Bill: Right.

Mr. X: Plus all the taxes are paid.  You can’t run away from the money.  And the lending 
company may not fund the trailer or the RV if you don’t register it.  And that’s the way 
it usually was.  I had to submit a registration for that vehicle to the finance company in 
order to be funded.  That means all the taxes were paid and it’s out of my name.

Bill: Sure.  So insurance is something – another thing that needs to be cleared up before the 
buyer leaves.  And if he’s going to get the policy through someone else, he needs to get 
that lined up before he goes to buy – 

Mr. X: And bring me – bring me proof of insurance, so I can get funded after he leaves.

Bill: Okay.  Well, what about issues with a motor home?

Mr. X: Okay.

Bill: The dealer’s probably going to offer a policy for that, too.

Mr. X: Absolutely, because you’re going to try to get that sale for insurance if you can, so you 
make an extra couple hundred of bucks off the deal.  And usually, it’s a very legitimate 
insurance company.  Because I don’t remember who I wrote through, but there’s an 
insurance agent locally that basically sells insurance to virtually all the RV industry 
nationwide.  He’s huge.  And he’s very well noted for that because he travels all over 
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the country selling insurance.  And he’s at the Louisville show drumming up floor plan 
insurance as well as retail insurance sales.

Bill: So for either kind of RV, is it – could the buyer save a huge amount of money by doing 
a lot of legwork up front?  Or is it one of those items where it’s going to be fairly 
inconvenient, and you may spend a couple of hundred bucks extra?

Mr. X: Usually, it’s pretty – that’s pretty competitive, because you see, the insurance company is 
not paying other than when he sells that insurance policy.  In other words, you don’t have 
any agents.  The insurance company doesn’t have agents out there.  The only time he has 
an expense when he receives the policy is when he sells it.  He has no other expense like 
an agent, to fund an agent’s office as well as pay him to sell the insurance.  So they’re 
usually fairly competitive with your local agent, price-wise, on the policy.

Bill: You’re saying the dealers are competitive?

Mr. X: Yeah.  The dealers are competitive with your local insurance agent.

Bill: So a dealer markup on the physical damage insurance policies isn’t all that big?

Mr. X: No.  No.  And you make a hundred or two on most.  Maybe three.  And maybe even four.  
But usually, they’re very – they’re pretty competitive with your local insurance agent.  
Usually.

Bill: How do I know how much insurance I need for an RV?  Just – well, you mentioned loan 
costs already.

Mr. X: Either the loan –

Bill: I mean loan amount.

Mr. X: Right.  Or the replacement cost.  Now your policy can dictate on which one it is, or you 
can request which one you want, and the price will be based according.

Bill: Okay.  

Mr. X: Now that depends on, of course, the insurance company.  If they offer, or how they – how 
their policies operate concerning those two issues.

Bill: Okay.  

Mr. X: And there is a substantial difference.  Let’s say two years down the road, you go total the 
thing out.  And you give $125,000, and two years later, it’s worth $75,000.  You see the 
– you can see it’s substantial.  It’s rare that happens, but things do happen.

BEGIN WARRANTIES SECTION
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Bill: Okay.  While I’m in the financing office, we’re going to talk about warranties, too.

Mr. X: Yes.  Extended warranties.  Yes.

Bill: Now we may or may not have negotiated for the dealer to pay part of that during the 
negotiation process, like we talked about.

Mr. X: Yes.  

Bill: I was going to ask you if extended warranties are a good deal, but I remember you saying 
that you recommend them for pretty much everybody.  Right?

Mr. X: I do.  Let me – particularly new.  Even used.  Let me share something with you.  On 
that, extended warranties go in great detail of saying exactly what they cover.  And I 
would strongly recommend that the potential buyer read them so he understands and 
doesn’t get misinformed.  That happened more than once where customers say, “It covers 
everything.” Well, some of them do, but most of the time, they don’t.

 And so he finds out, well, he’s got his deductible.  And usually they’re $50, $100, and 
$200 deductible.  I recommend they get the lowest deductible possible, because it takes 
only usually one or two claims to pay the difference that he paid for it, to make the 
difference.  In other words, he may only pay $50 more for having the $50 deductible 
versus the $200.  I mean, it’s not that much difference.  And you only need probably 
about – in most cases, twice, two claims, in order to pay the difference in cost.

 A lot of times, you may do three or four times – in seven years, you may have three or 
four claims.  Well, it doesn’t take long to pay the difference.

Bill: Sure.

Mr. X: I recommend, number one, to get it.  And usually there’s a 100% markup.  And number 
two, my recommendation, I think dollar-wise, the consumer’s ahead if he gets the lowest 
deductible.  Clearly read what they pay and what they don’t pay.  And if they say they’ll 
pay the furnace gas valve, and let’s say a clip came off or a wire connecter came off the 
furnace valve, and the furnace didn’t work, they’re not going to pay for that clip.  They’ll 
pay for the gas valve if it’s bad.  They’re very precise on what they’ll pay in that contract.

 But in most of the time, it’s very well worth the money.

Bill:  Okay.  But I’m sitting in the office reading this contract, and I’m not an RV service 
technician.

Mr. X: Right.

Bill: So there’s a long list of parts there.  I don’t know – you know, some are covered, and it 
says some aren’t.  I don’t know what’s what.  What should I be looking for?
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Mr. X: Most of them cover the major components.  But there’s a lot of loopholes.  You really 
have to know the RV in pretty great detail to know what they cover and what they don’t 
cover.

Bill: Is the dealer going to offer me more than one company –

Mr. X: Standard warranty?

Bill: – warranty, so I can compare coverages?

Mr. X: Not usually.  Now some of the bigger ones may, but not usually.  Usually, you hook up 
with one and run with that.  And there’s usually not a dramatic difference between the 
various extended warranty companies, but there are differences.

Bill: So maybe I’m better off not buying it at the dealership and just doing it after?

Mr. X: Well, you can.  But if you buy a new one, you have to do it within one year in order to 
buy a seven-year warranty.  Once that’s out of factory warranty, you cannot buy a seven-
year warranty.  It goes back down to two.  And even if you buy – let’s say you have a 
two-year warranty on your RV and you buy – one year – a year and a half after you buy 
the motor home, you buy the extended warranty.  That extended warranty, in order to 
obtain seven years, started on the day you purchased.

Bill: Sure.  So you’re only buying five and a half years.

Mr. X: That’s right.  So you might as well buy it on the day you buy the motor home.  And if 
there’s a factory warranty – and the extended warranty people know that.  If there is a 
factory warranty on that particular component, they’ll make you go back to that factory 
warranty, whatever that is, and they won’t honor it.

Bill: Right.  So what are the – what are the gotchas that might be in a contract?  Like is there 
some particular expensive repairs that some warranties would cover and some wouldn’t 
that I should be looking for?

Mr. X: Oh, boy.  Oh, boy.  Most of them cover the –

Bill: Was that a big question?

Mr. X: Yeah.  Most of them cover the same thing.  You know, there’s nothing that stands out 
to me, and I do use – honor extended warranties in the service business.  And they’re 
basically the same.  There’s very – there’s maybe one where it may not cover this 
particular valve.  But they’re basically the same in that respect.  They may differ on the 
deductibles, meaning – and I don’t even remember any of these, where a deductible is per 
incident or per item.  That’s a very important thing.  

 In other words, I come in and I have four items that are defective.  Well, does the 
deductible – is that applicable to my service trip in for all four, or is that applicable only 
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to each defect?

Bill: Right.

Mr. X: Most of them are for that service trip.  In other words, if I had four items, it doesn’t 
matter.  You have X deductible.  And they usually don’t pay freight in order to get a part 
in.  They won’t pay for that.  And they have a pretty well set amount.  They’ll only pay 
– in other words, if the catalog says this gidget retails for $69.50, that’s all they’re going 
to pay.  So if Mr. Dealer’s charging $79.50, that’s your problem.

 And it should take – it should take one hour to install, and you want to collect five, well, 
they’re going to balk, and they’ll probably pay you one.  You can maybe fudge them and 
get two out of it if you have a legitimate reason, but they watch it fairly close.  And you 
have to have a part number on some of them, so they can check it out.  They will check 
you out.

Bill: So I’m – in this case, I’m basically at the mercy of the dealer.  Right?  Is that what I’m 
gathering?

Mr. X: To some degree, yeah.

Bill: Which is why it’s important to pick the good one up front.

Mr. X: Right.  And to read it, understand it.  And again, the sales –

Bill: I mean, to pick a good dealer up front.  One who’s not going to take you for a ride.

Mr. X: Exactly.  

Bill: Like charging you five hours of labor for a burnt fuse or something.

Mr. X: Right.  That’s why the criteria that I used to pick a dealer is so important.  To me, that’s 
one of the most important things.  And make sure that he’s legitimate, so there’s no 
surprise, or a lot of surprises, after I’ve laid the money on the table and walked away with 
the RV.  Now I’ve got a nightmare to deal with on the service issue, because you’re going 
to have a lot less contact with him during the sale than you will after the sale, if you’re an 
average – when I say much more in contact, I’m assuming that you’re going to keep it for 
a length of time.  Let’s say five or seven years.

Bill: Sure.

Mr. X: You’re going to have a lot more contact with him on the service end than you will on the 
sales end.

Bill: Sure.  Now is there a problem in the – you said a lot of the warranties are basically the 
same, so maybe this – maybe we’ve answered this question already.  But I know in the 
car industry, there are – a lot of the warranty companies are just fly by nights.  They pop 
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up.  They sell warranties for a year or two.  Then they’re gone.  And some of the ones that 
stick around, you wouldn’t want to buy from anyway because they look for any excuse 
possible to deny coverage.

Mr. X: Right.

Bill: Are there bad companies like this in the RV industry, too?

Mr. X: To be honest, I have never had one that – they always lived up to whatever the contract 
said.  I’ve never had a bad one yet.  I’ve never been stiffed for the money.  And I’ve never 
had one that didn’t live up to their agreement, because I can read the agreement, and I 
understand the RV industry, that they – you know, it’s hard for them to get around as long 
as I have what it says, the contract agrees to.  In other words, if they say they’re going 
to replace the furnace gas valve, hey, here’s the furnace gas valve.  It’s defective.  It’s 
getting power to it, but it isn’t opening up.  They usually don’t argue with you.  At least 
I’ve never had any trouble with them.

Bill: Okay.

Mr. X: And I’ve never had any bad company.  Most of the extended warranty companies have 
been around in this industry fairly long.

Bill: Okay.  So as a buyer sitting in the office looking at a warranty contract, I don’t have to 
worry about the company so much.  It sounds like I’m not going to have much choice 
about what’s on the contract, really, because I’m only going to be offered one.

Mr. X: No.  No.  You won’t.  No.  

Bill: So my decision is either a yes or a no?

Mr. X: Yeah.  That’s basically it.

Bill: And you recommend basically you should always say yes?

Mr. X: I would recommend it, because let me just give you a scenario.  If my cooling unit goes 
off, my refrigerator, and let’s say I have a trailer.  Okay?  Or a towable, I should say.  If 
I have a towable, and let’s say my refrigerator cooling unit goes off, and that’s not super 
uncommon, you’re looking at a grand to fix it.  Well, usually an extended warranty you 
can purchase for that.  Now that’s assuming I’ve bought a new one.  You bought a seven-
year warranty.  Well, right there, that paid for it.  

 Now let’s say you get a water leak down the road.  The cooling unit – the condenser 
in my air conditioner leaks five years down the road.  And I’ve got one of those later 
on in the week where I’m pretty sure that’s what it is.  Dollar-wise, you might as well 
buy a new one.  But now what you do in a case like that, then you figure out how much 
– determine how much it’s going to cost to repair it, and then I’d recommend to the 
customers, put a new one on it.  Throw this one away.  And then you’ve got to pay the 



74

difference.  But then you get another two, three-year warranty from the manufacturer, and 
then you’re money ahead.

Bill: How much of a dealer markup goes into these warranties?

Mr. X: One hundred percent.

Bill: Oh, yeah.  We talked about that already.

Mr. X: That’s fine.

Bill: It’s been a long phone call.  

Mr. X: We talked a lot about a lot of stuff today.  

Bill: So am I going to save a significant amount of money by not buying it at the dealer and 
buying it elsewhere?

Mr. X: No.  They’re going to charge you the same –

Bill: Because it’s a matter of hundreds, right?

Mr. X: Right.  And not a lot.  Contractually, they’re not supposed to sell it – they’re supposed 
to sell it with the sale of the new unit.  That’s really the contractual agreement.  You’re 
really supposed to sell them when you sell the vehicle.

Bill: There are companies selling them on the after-market too, aren’t there?

Mr. X: Not that I’m aware of.  I didn’t say there aren’t.  I’m just not aware of them.

 [note: there are several companies who’ll sell extended warranties after you buy an RV.]

Bill: Oh, okay.  I also had as a question to ask.  What are the biggest mistakes you’ve seen 
people make?  Probably just not buying one, it sounds like.

Mr. X: No.  Well, that’s a personal preference.  But I think the biggest thing – you’re talking 
about overall?  Or extended warranty agreement?

Bill: The warranties in general.

Mr. X: Yeah.  I agree with that.  I think that’s our big one – not buying one, assuming that 
the price is reasonable.  And there again, I would shop around.  Tell them – call your 
competitor and say – act like you’re interested in a trailer in about the same price range, 
because it does vary between the price ranges.  It also dictates the price of the extended 
warranty.  And it’s a new one.  And then find out what they charge.  

 That’ll give you sort of a barometer of making sure the first dealer’s not really putting it 
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to you, because some of them really do make more than 100%.  So you have to watch a 
little bit, you know, on that there.  Again, biggest thing about the RV industry, do some 
comparison shopping.  Anything.  So you – an uneducated consumer easily gets it put to 
him if he runs into the right person.  Now most cases, he won’t.  But if he does run into a 
less than honorable person, he’s going to – he’s going to take advantage of him.

Bill: Right.  We mentioned earlier that if an F&I office was separate, that the salesman 
probably could not agree to pay for half of the warranty.

Mr. X: That’s correct.

Bill: If that’s the case, then, if I’m sitting in the F&I office, I can negotiate that price down, 
then, right?

Mr. X: That’s exactly right.  Now you’re dealing with another – it’s like a two-fold approach.  
Now you’ve got two people you’ve got to try to negotiate with.  But yes.  They’ll 
negotiate.  You can squeeze them.  They won’t like it, but you can squeeze them.  You 
know, it’s just like – it’s real simple.  He’s getting into your billfold.  

Bill: Sure.

Mr. X: And nobody likes that.  It don’t matter who it is.  Nobody likes when somebody’s trying 
to get in your billfold.

Bill: Right.  Okay.  I think we’re done with warranties, then.

BEGIN DEALER ADD-ONS AND OTHER ISSUES

Bill: Last item while we’re sitting in the F&I office is add-ons, like undercoating, paint sealant, 
fabric protection.  That sort of stuff.

Mr. X: Right.  That’s a good money maker for them, and they use it for that.  That – you know, 
I never sold that, but I can tell you, I’d be willing to bet you most add-ons, they put it 
– they try to have a good sized margin on that, because that there is usually something 
that doesn’t require a lot.  On the undercoating, my question is, concerning undercoating, 
do you drive it in situations where it really is beneficial for you to spend the – make 
that expenditure?  In other words, do you drive it in lot of snow and ice and salty 
environments?  If you don’t, what’s the point?  You know, that’s the issue to me, that I 
would – first thing I need to address if I’m going to spend that money, is do I really need 
it?

Bill: Sure.

Mr. X: Now the fabric thing, that’s a personal thing.  And that’s really something the consumer 
can do, if he wants to save some money.

Bill: Yeah.  You can just get a can of Scotchgard, right?
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Mr. X: Exactly.  

Bill: And paint sealant?  I mean, a can of Turtle Wax?

Mr. X: Yeah.

Bill: It’s not much different, right?

Mr. X: No.  And I myself, I question the – is it worth that kind of money?  Well, that’s something 
the individual has to address.

Bill: Sure.  Okay.  That’s basically what I thought, too.  I just wanted to make sure.

Mr. X: Right.  No.  That’s fine.

Bill: Sales taxes.  Have you heard of people setting up LLCs in Montana?  Or maybe even 
other places, but I’ve heard of Montana.

Mr. X: Yes.  Well, you don’t even have to do that in some states.  Now it used to be Montana, 
where’d you have to have an address or a mailbox.  And you could get out of state sales 
tax.  And you can do that.  As long as it’s legal, there’s nothing wrong with that.  You 
know, as long as they get it – address it.  

 Now I don’t know how it goes, because I never had that happen.  I had several out of 
state, but they registered it and – backpedal a little bit.  The reason you want to make sure 
it’s registered in your state is so you don’t lose your dealer’s license.  That was another 
thing.

 And by the way, to go a little farther with that, dealer’s license.  If you feel the dealer 
has been less than honorable, and you can prove that he was less than honorable, the 
easiest way to shake him up – or if he fails to do his – live up to his warranty obligations, 
threaten the dealer – to go after his dealer’s license.  Trust me.

Bill: How do you do that?

Mr. X: Well, just tell him.  Say, “Look.  If I don’t get a response, I’m going after – and I’m 
going to find out and file a complaint, and I’m going after your dealer’s license.  I’m not 
threatening.  I’m just telling you what I’m going to do.” 

 And I have used that tactic with several professions.  And trust me.  It gets their 
undivided attention, because that puts them out of business, essentially.  I’m not going 
to say what the groups that I’ve done that with, but I’ve done people who you wouldn’t 
believe I’ve done that with, because I felt they were ripping me.  And I said, “I ain’t 
putting up with you.  So I’m going to – this is what I’m going to do.  I don’t make threats.  
I make promises.” And every one of them backed off and went home.  Every one of them.
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Bill: Sure.  I could see why.

Mr. X: Because when you threaten their license – and that’s what you can do here.  Now back to 
the original question.  What were we talking about?

Bill: We were talking about sales tax.

Mr. X: Sales tax.  Yes.  As long as it’s legal, you can do that.  And the dealer’s willing to do it, so 
long as it meets the legal criteria for legitimate dealers.  They have no problem with that, 
because they really don’t care.  That’s between you and the state.  They would just want 
to make sure that they do their part if it’s registered in the state that they’re – that you 
reside in, or the state that they’re responsible for.  If it’s registered in – hypothetically, in 
Oklahoma, you hand over the paper and say, “Go file the taxes.  I don’t care if you pay 
them or not, because that’s between you and the state.”

Bill: Sure.  Okay.  

BEGIN TOWING SECTION

Bill: Towing issues.

Mr. X: Yes.

Bill: I had one question about – someone had asked me which car is best to use as a dingy.

Mr. X: Right.  That part, it changes from year to year.  I am not a seasoned one on that.  The first 
thing that you really need to find out is determine what you’re going to tow, and make 
sure that fits the weight criteria of the motor home – on motorized.  You really need to 
check the weight out.  You want to determine if that vehicle can be towed behind a motor 
home.  As far as weight-wise.

 Next is the transmission issue.  Can that car be towed behind the motor home without 
putting it on a car caddy, if you want to put it on the ground?  If it can’t, then you have 
to put a car caddy to put it on.  That’s your options.  And can your car caddy carry the 
vehicle that you’ve got?  Because some of them are too wide.  They won’t go on a car 
caddy.

Bill: Would the car’s owner’s manual say if it can be towed or not?

Mr. X: It should.  I would – it should, but before I’d hook it on and be towed – to have it towed, I 
would make sure I’d get one or two opinions, because you may get misinformation from 
the dealer.  

 I just bought a new truck.  The first dealer, I asked him a question.  He said, “No, we 
didn’t do that.” I said, “I know you’re wrong.” I said, “Now, I know you’re wrong.” And 
he said, “No, we didn’t.” I said, “Well, then, you’re wasting my time.” I hung up and 
went to the next one.  He said, “You’re right.”
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 But I wanted to check something.  And that was through the Chevy dealerships.  So you 
want to check – I would check two to make sure that you get the correct information.

Bill: Okay.  

Mr. X: It’s not that the first guy – he just wasn’t aware of it.

Bill: Sure.

Mr. X: And he just didn’t know.  And I said, “Well, I know you’re wrong, so let’s not waste each 
other’s time.”

Bill: Sure.  

Mr. X: And I was right.  I mean – because I just knew that’s the way it was.  But I just didn’t 
know how to verify it.  And that was my problem.

Bill: Any tips in general for towing a dingy?

Mr. X: Make sure that you use all the necessary equipment that is needed to ensure safety.  The 
easiest way to hook up is the kind that the hitch slides into the motor home receiver.  And 
that they’re flexible.  And be sure to use the safety chains.  That’s one of our projects 
today, is put a – hook up a motor home, a dingy to the motor home.

Bill: Now obviously, the dingy’s going to slow down the motor home, because it’s an 
additional weight dragging.

Mr. X: Right.

Bill: Any other safety issues to be aware of?

Mr. X: Yes.  And most – let me rephrase that.  In some states and in Canada, if you don’t have a 
brake system in the dingy from the motor home, they will not let you tow it.  And also if 
the weight is not right now.  They’re starting to arrest people now.  

Bill: Hang on.  Wait.  Brake system.  You’re talking about the dingy part of it?  Not the car on 
the dingy?

Mr. X: Of the car.  The car.  

Bill: So the car’s braking system has to be operable from within the RV?

Mr. X: Yes.  What they do now – they have – and I’ve installed one.  It’s electrically done.  The 
way it works is like this.  You put on the brakes of the motor home, and you have to put 
this system in your car.  It activates the car brakes somehow.  And I don’t – I’m not good 
at this, because I’ve only done one, and it’s been a long time ago.  And it’s just – it’s just 
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getting out in the field.  It’s been out a couple of years, but people are just now starting to 
put those systems in.

Bill: Okay.  I’ve never heard of this.  So this is intriguing.

Mr. X: Yeah.  And where – some places now, they won’t let you tow unless you have a braking 
system that is operated and activated when you put on the motor home brakes.  Now I’m 
assuming that the car is on the ground and being towed.  Car caddies do not have brakes 
usually on the car caddy itself.  But now with the new law, I don’t know if they changed 
that as well.  I don’t know.

Bill: Okay.  So Canada requires this, and some states?

Mr. X: Yeah.  Canada and some states are requiring this.  I think California is one of them.  And 
you need to check on the state that you intend on traveling in to make sure there’s not any 
laws concerning this issue, because if they do stop you, they’ll prevent you from towing 
it.  And weight-wise as well.  If that – if that vehicle is only rated to pull 5,000, and 
you’re vehicle is 6,000, they can – they can arrest you or prevent you from hooking up, 
and then you have to drive it.

Bill: Are you required to stop at weighing stations along the highway?

Mr. X: Not normally.  No.  Because it’s not a commercial use.  It’s private use only.  And usually, 
unless you’re a commercial vehicle, they don’t have to register.  That’s why they stay 
under eight feet.  Anything over eight feet requires, theoretically, a special permit to tow 
it or drive it on the road.  And that’s why they theoretically keep the vehicles under eight 
feet.  And a lot of them are over, but it seems the states don’t do nothing about it.

Bill: Okay.  Is there a – well, maybe it’s a bad question.  But if someone is totally new to this 
process, a book or video you’ve seen that would be good to recommend?

Mr. X: Would you repeat that question?  Speak louder, please.

Bill: The whole towing and dingy process.  If somebody is totally unfamiliar with it, you 
know, the dealer’s going to walk them through a little bit.  But how much the time the 
dealer is going to spend with them, you know, isn’t necessarily adequate.

Mr. X: That’s correct.

Bill: So how would someone learn?

Mr. X: Basically, one of the things is that you can talk to the towing companies or a service 
center or where you’re buying it.  Make them demonstrate the product to you.  Make 
them demonstrate the product.  Because that is very important.  

 Because if you – for an example, I had a customer tell me he was towing his vehicle 
behind a truck and he got home and it was missing.  Literally.  So he said, “Well, I hope 
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it’s still around.” So he headed down the road.  And I don’t know how far he drove, but 
he found it.  It was out in the middle of a field.  It came unhooked.  Fortunately, it didn’t 
wreck it.  He found it out sitting in the middle of a field.  It didn’t roll over or nothing.

Bill: That’s – 

Mr. X: So it’s real important that you put that – to check it and have the necessary safety things 
on there.  And that braking system I think has an emergency brake, too.  Now don’t hold 
me to that.  I just think so.  In other words, if it comes unhooked, it would automatically 
activate the brakes.  

 And I don’t know if you want to discuss towing a towable trailer.  In other words, a truck 
and a travel trailer or fifth wheel – 

Bill: Yes, I do.

Mr. X: Okay.  Any other questions concerning motor homes?  Then we’ll address that, if that’s 
okay.

Bill: Well, is there anything I need to ask?

Mr. X: Let’s see.  I’m just thinking.  Hang on a second.  No.  Just – other than make sure that the 
equipment is installed correctly according to component instructions.  That’s the biggest 
thing.  And go by that.  Because usually, they’re adequate.  And legitimate dealers use 
that kind of equipment as well as go by those instructions, because of liability reasons.  
And usually, it’s adequate to performing necessary work that’s needed to be performed by 
the components.  So you know, usually it’s okay.  I’ve never seen one that it wasn’t to be 
real honest, unless it’d snap, and that’s extremely rare.

Bill: Okay.  

Mr. X: And on towing fifth wheels or travel trailers, the biggest thing there is getting – having 
a vehicle that’s large enough to tow what it’s asked to tow.  Because that involves the 
suspension system as well as the handling and the – to give it proper stability in pulling 
that particular vehicle.  Naturally, the longer the wheel base, the more stability it gives the 
driver.  

Bill: The longer the wheel base of –

Mr. X: The towing vehicle or truck that’s pulling the towable trailer or fifth wheel.  The longer 
the wheel base of that truck, and any size RV, trailer, or fifth wheel will require a 3/4 
ton truck to a ton.  And the real big fifth wheels need a larger truck than that, and also, 
in some states, they’re watching that now.  So if you go down the road and you have a 
17,000 pound 3/4 ton, you may get a ticket for that, or they may have you unhook that, 
and you ain’t pulling it with that truck.

 And you know, if the state police catches it and feels strong about that, he may take you 
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down to a weigh station, and they may be sitting there until you bring another truck to 
haul it off.

Bill: So that’s how they would do it?  They just escort you to a weigh station?

Mr. X: I don’t really know how, because I’ve never heard anybody do it, but I know they’re 
starting to watch that and starting to weigh things on some of the bigger motor homes.  I 
was told.  I’ve never seen it.  That’s just what I was told by customers, that in some states 
– I think California and Canada were the big ones, is what I was told.  I do not know how 
accurate that information is, but that’s what I was told.

Bill: Now I’ve heard horror stories of people being sold RVs that they were told – they’ll be 
quoted the curb weight, and what the salesman didn’t mention was that’s with the tanks 
empty.  That’s with no cargo.  That’s with nothing.  And when you actually fill the things 
up, then you’re actually over the vehicle’s capacity.  

Mr. X: Yeah.  Most of the time, that weight – I was told by – most of them allow for 2,000 
pounds for personal – what we call personal effects.  Unfortunately, I think they make 
it too narrow of a space there.  In other words, the amount of space – weight that the 
consumer can add is somewhat inadequate.  

 My recommendation is pad yourself on that, because some of the products don’t allow 
enough.  Figure eight pounds a gallon, depending on the size water.  Let’s say you’ve got 
100 gallon water heater – I mean fresh water tank, and you’ve got 100 gallons.  That’s 
eight pounds a gallon.  That’s 800 pounds.  The LP bottles, they are – if you have 30 
pounds bottles empty, they weight 60 full.  They’re always double the money.  In other 
words, whatever the bottle weighs empty, LP bottle, it’ll weigh double that when it’s full.  
That’s your rule of thumb you can use there.

 And then depending on how much stuff you put in, it doesn’t take long to add 2,000 
pounds.

Bill: Right.

Mr. X: So you want to pad yourself on that.  My recommendation always is to exceed whatever 
you’re using, because if you exceed its capability, the product will last longer.  In other 
words, if you take a truck and it has to run 80%, 90% of capacity, that engine is going to 
wear out a lot faster than if that engine has to work 60% to 70% of its capacity when it’s 
in its working mode.

Bill: Right.

Mr. X: So I would – my recommendation is to do that.  And suspension the same way.  
Transmission?  If you get a heavier truck, the transmission is built for that kind of a 
load.  If you don’t, it’s going to – you’re going to have trouble with – transmission-wise, 
especially when you’re going through the mountains.
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Bill: Sure.

Mr. X: Trailers pull a little more, or tend to sway a little more when you’re going down the 
highway than a fifth wheel.  Reason is the fifth wheel has the weight right above the axle.  
On a travel trailer, the weight is sticking out as a tail, and the more to the tail, the greater 
the sway.

Bill: Right.  

Mr. X: So my recommendation is, if you pull a trailer, I don’t recommend bigger than a 30 foot, 
because of the weight factor.  It creates sway.  And so I would recommend that you don’t 
do more than that, because some parks don’t want more than 30 feet.  Some state parks, I 
should clarify.  

 And also, it’s – you’re stretching out.  If you’ve got more than 30 foot to tow, you’re 
really stretched out, and you’re covering 50 to 60 feet.  And then you need some space to 
turn around.

 A fifth wheel, you can take the same length trailer.  Five feet of that is sticking above 
the truck.  Plus, you don’t have any sway.  Plus, you can get greater features and bigger 
features.  I mean, more features and options.  And plus, it’s a little more lavish than the 
travel trailer, generally speaking.

Bill: And if I remember earlier what you said, they would tend to hold resale better – value 
better, at least over the long term.

Mr. X: Yeah.  They tend to do a little bit better.  Fifth wheels – because fifth wheels are 
becoming – they used to be more – a little different.  But now they’re becoming – the 
fifth wheels more for the retirees.  And they’re dressed up a little more, because they’re 
easier to pull.  And they’re usually a little more upper-end product line than the travel 
trailers.  Now there are both of them made on both sides.  But generally, speaking, I think 
that – I think we’re seeing that change.

Bill: So if someone walks in the door and wants to buy a fifth wheel and has never pulled – or 
a travel trailer.  Has never pulled anything before.

Mr. X: Right.

Bill: What would you recommend the process he goes through to learn everything he needs to 
know?

Mr. X: First of all, talk to people who use them.  And I’d recommend before you even buy one, 
go rent a travel trailer.  Of course, we talked about it earlier.  

 And you need – the first time you drive it, go down a country road.  Drive slow.  Give 
yourself plenty of space and be by yourself.  And when you turn those, I don’t care.  Just 
about any length of trailer and your truck require two lanes.  That’s one of the biggest 
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mistakes people make.  They tend to turn too quick at intersections, and either leave 
something behind or bring something along they didn’t intend to.

Bill: Okay.

Mr. X: And go out and get acquainted.  And do not wait to go on your trip that you’re looking 
forward to for five years.  You and Mama have been looking forward to it, and you’re on 
Cloud Number Nine, ready to rock and roll, and you only realize you didn’t have some 
equipment.  

 Take the products out and use them for a weekend trip.  Get acquainted with the product.  
And get familiar with the product.  And use it, so you know what to do and what not to 
do.  And when you buy it, demand thorough training of the product.  

 Some of the dealers will say, “Well, good luck.  This works like this.  Turn on this here 
and it comes on.” And say, “Well, good luck, and I’ll see you next time.” Well, that’s 
about as adequate as – my word.  You need to have some education.  A good dealership 
will have a video and demonstrate the product very clearly to you, and make sure you 
understand it.

Bill: And some dealers will actually allow you to stay onsite or at a campground for a day or 
two.

Mr. X: Exactly.  Which brings up another good point.  The reason you want to do that is because 
some bugs will not show up until you use it for 12 hours.

Bill: Right.

Mr. X: It’s not that the dealer didn’t do his job.  It just didn’t show up until you used it for 12 
hours, hypothetically speaking.

Bill: Sure.

Mr. X: So that happened to me several times.  It worked when we delivered it, because we had 
it on 24 hours before.  And I liked it – when I was selling, I’d like to have my stuff on.  I 
wanted the water on.  I wanted the electrical on.  I wanted everything on for 24 hours.  
That way, it told me if I’d get the bugs out before I deliver it.

 But occasionally – it didn’t happen always, but occasionally, I had something that they 
took it home and the next morning, they’d call and say, “Hey, this ain’t working.” Well, 
it done two things.  It told the customer – let me rephrase that.  It showed the customer it 
was working when it was there.

Bill: Right.

Mr. X: And that way – at least I done my part best I could.  
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Bill: Anything else we need to know about towing or towables?

Mr. X: Yes.  On towables, on the trailers, never – a minimum of one sway control and load 
levelers.  And don’t hook up to a bumper hitch.  I’d recommend highly that you get 
a frame hitch and the right kind of hitch so you can use the sway and load leveler to 
maintain stability when you’re towing that vehicle.  If you don’t, you’re going to have 
sway, and it’s the only way usually that you can use a load leveler – I mean the leveling 
bar.  

 Leveling bars, for a travel trailer, are made so you can distribute the hitch weight to 
all four wheels, meaning that you put the bars in, and it picks the back end up so you 
theoretically have equal weight – hitch weight, on all four wheels of the truck that you’re 
using to pull the travel trailer with.

Bill: Okay.  

Mr. X: And that’s very important that you know how to do that.  There’s an easy way to do that.  
There’s a hard way.  You can do the lifting yourself, but if you know how to do it, all you 
do is crank it, and there’s a little trick to that.  You crank it and make the trailer do the 
lifting, and then you just snap it in place.  It can be back-breaking, or it can be as easy as 
picking up a sandwich.

Bill: And to learn this, they should ask the salesman to demonstrate, also?

Mr. X: They should ask the salesman.  And if they don’t know the trick on how to do it, what I 
usually do is first of all, I make – when I install the hitch, make sure that when I install 
it, that the back end is just a little – the truck back end is just a bit lower than level.  And 
so when I hook up my load leveler bars, and assuming that I have a 30 foot or sufficient 
amount, or a large enough trailer that it will make my truck back end sink a little bit.  

 So when I hook up my bars, that it lifts up so my trailer and truck are basically level 
when I sit on the level ground.  And if you go beyond level, what it makes it do is it 
makes it easier for the trailer to jackknife and lose control of that truck.  So you want to 
– just a little bit level or just a little bit below level, so you distributed the weight of the 
trailer hitch on the truck equally, on all four tires.  But at the same time, so it’s not over-
centered, to create a situation where you could lose control of the vehicle in the event you 
had to stop quick.  

 Also, if you do lose control of the trailer – for example, I was going down the road one 
day, and I was going 75 miles an hour, and the trailer came unhitched.  That was a fun 
experience.  But what I did is real simple.  I didn’t lose control.  I about crushed my brake 
controller that I had mounted in the truck, for that is designed to activate the trailer brakes 
when I push the vehicle brake or my truck brakes automatically.  

 Well, what happened was it came undone.  I looked back, and it was waving at me, and 
I about died.  So I about crushed my brake controller, turning the trailer brakes on only.  
Well, that made the trailer brakes come in – come – it straightened out the trailer so it 
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followed me.  And then I put on my truck brakes just slightly so the bulk of the work was 
being done by the trailer.  But it also – by activating my truck brake slightly, it slowed my 
– got me to stop faster than just relying on my trailer brakes.  But yet at the same time, 
the trailer was doing the bulk of the work in trying to stop.  If you do it the other way, 
you lose control.  For example, a friend of mine who had one of those, that’s exactly what 
happened.  He put on his trailer brakes and he totaled both his Suburban and the trailer.

Bill: He put on his trailer brakes?

Mr. X: He put – I’m sorry.  Truck brakes.

Bill: Oh, okay.

Mr. X: He put on his truck brakes.

Bill: Because the trailer’s still going, so it’s going to try to go around you.

Mr. X: Exactly right.  And see, when it starts swaying, it jerks the back end of your truck around.  
So what you want to do is put on the trailer brakes, so what it does, it makes the trailer 
come in straight.  And then you can have – maintain control again.

Bill: Right.

Mr. X: Well, he put on his truck pedal brakes, and he lost it.  Totaled both of them.  Fortunately, 
he wasn’t hurt.

Bill: Got a few gray hairs, I bet, too.

Mr. X: Yeah.  Or no hair.  I don’t know which.  

Bill: Okay.  And again, it boils down to making sure you have thorough safety training before 
you even leave the dealer.

Mr. X: Exactly.  And any purchase, the same way.  That you have a thorough understanding of 
the vehicle and the components of the vehicle and the proper usage, and that the training 
is sufficient by the dealer.  Because I get quite a few stories where they were not informed 
correctly, or not given any training of any kind other than saying, “Yeah, here’s the 
switch, and there’s the switch, and good luck, and get out of here.  I’ve got your money.”

Bill: Right.  

Mr. X: Which is unfortunate, because it’s dangerous like that.  You really need to be informed.  
That’s one reason why I recommend the rental to start with.  It’ll give you a good 
understanding.

Bill: Let’s say someone goes to a dealer that doesn’t give this kind of training.  Is there 
somewhere else they can go?
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Mr. X: Not unless you want to pay somebody to do it.  I don’t know where else to go.  I do do 
that occasionally.  I’ve educated customers where they paid me to go show them how to 
use the vehicle.

Bill: I was wondering if there was a book or a video you were familiar with that you’d 
recommend to people.

Mr. X: Not that I know of.  See, the reason that I haven’t done that is because it varies too much 
on the different models.

Bill: Oh.

Mr. X: For example, let’s use just one instance that I can think about.  Some vehicles have where 
you plug in the motor home – let’s use a motor home.  That’s a good example.  Where 
the motor home has an automatic transfer switch from plugging the motor home into the 
park receptacle or the generator.  Well, a travel trailer doesn’t have that transfer switch, 
usually.  For one, it don’t have a generator.

 Well, let’s say it has a generator on the low end motor homes.  Let’s use that.  That low 
end motor home may not have a transfer switch.  Well, you may have to physically plus 
the shore line of the motor home into the generator receptacle or plug it into the park 
receptacle.  Well, that’s two different systems.  So to make a video, now you have to 
show both systems.  Well, which one do you have on your vehicle?  Well, I don’t know.

Bill: Right.

Mr. X: And that’s just one.  There’s a lot of different – and like say if you have a shut off switch 
for the 12-volt system in the house and chassis.  Some do.  Some don’t.  And where are 
the switches located at?

Bill: Okay.  Okay.  Well, is there anything else that you think we should have covered that we 
didn’t?

Mr. X: I think we covered quite a bit.

Bill: Okay.  I think so, too.  

Mr. X: Did it help you a lot in what I –

Bill: Oh, tremendously.  Yeah.  This has been a – this has been a great call.  Thank you very 
much.

Mr. X: That’s all I got.

Bill: Okay.  Well, thank you for your time.
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Mr. X: No problem.  And if you have anything else in the future, I hope you give me a call.

Bill: Yeah.  Yeah.  This has been great.  You’re a real – you’re a real resource here for this 
stuff.

Mr. X: Yeah.

Bill: What’s that?  Thirty – thirty-five years, you said, right?

Mr. X: Yeah.  Yeah.  I’ve been – 21.  I’ve been doing this since I’ve been 21.  I’m 57.

Bill: Wow.  

Mr. X: Longer than I want to think about.   But that’s the way it goes.  You know how that is.

[End of Audio]


