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A Message from the Ch, _Illn'n: n,
7[‘[5'Buck Teeter‘ - L

Highlights:

To Our (
Employees

The Compan ;s’22nd '
Business Year (Fiscal Year
1993) ended on May 31,

© 1993. We thoughtyou

Total Reve ues

,year L r

Pre-Tax Eammgs "

Up 86% over last
"year o

Up 32% over last locations. While many
- up et ' of these were added late honored by Redman during I d 4
.V ear in the year and made ‘the year with formal recog- Insi e v

New Unit Deliveries ;‘

Up 71 % over last
year

Total Umt Delzverzes{ :

~ might be interested in the
following information about

the results of the year _]llSt

ended and a prevrew of

Up 72‘7 over last .

what's ahead

'Th‘e’ Y:e'ariin

Review

 Fiscal year '93 was ayear -

of significant growth in
both size and diversity.
We more than doubled

', - the size of our total reta1l
 network, adding 21

ARGI (mdependent

associated dealer) loca-

tions and 8 "company

little or no positive.
contribution to our FY
93 results, they were

fully operational at year-

~end. In addition, 2 more

~ "company" locations are
being added. These will -
be opened during the

first quarter of FY '94.

(4-pla

venture whichbegan
_ operations at its first plant
~in December '92. The o

_second plant started

production in May

~ Homestar was in "start- up" ’
: ,throughout its first (partxal) ;
~ year and should make major
 positive contributions to our
FY '94 results, beginning in
_the second quarter. Even
~ with our own manufactunng o
operatxons we continued to

represent several quality

P oduct lmes produced by

,' fhke Redman and Pamot‘
o "TThCSC lines, and others; will

remain an important part of
o L specxal financing (contm

on the next page)

our retail product oﬁ'enngs

. in the future. We were also

nition of having purchased
over $110 million in Red-

~ man products since our
~ inception in 1971, making
us their all-time largest 4
: smgle customer L

New Endeavors

Lanyin itk
- formed a transportation

" WHO'S HOT

'(ARGI) also expenenced i
 significant growth inFY 93,

endmg the year w1th 56

HC products, our

| .independent dealer members :‘
benefit by paruc1patmg in

our formal training program U

‘Brian Owens

Financing Tips

~ Grapevine

EditorQ& A




COMPANY
BIRTHDAYS
AUGUST, 1993

Tim Branscum
August 2nd
Marvin Vallance
August 4th.
Dewayne Click
August 7th

Bobby Kennedy e

August 9th
John D.. Flfe
August 10th

Boyd Overturf v

August 11th

Mitchell Smith

August 14th

August 15th
Betty Haney
August 17th

Francisco Caro

August 18th
Allen Boyd
August 20th
Linda Steward

. August 21st =
Errol Mendez

August 23rd -
Jack Maxey

August 24th

Carrie Sheppard &
On thé Horizon;.. :

August 28th
Connie YeII

Buck Teeter, Cont'd

arrangements and through our
volume purchasing power. We
plan for ARGI to build on it's
established base as the found-
ation for a formal franchise
program which should be
completed and available this
year.

In more general terms, we
forged and solidified several
important relationships with
our manfactunng, lending and

_ insurance "partners." Among

the most significant of these
was a major new insurance
relationship with American
Modern Home Group and
several new or expanded
lending programs through
Ford, Bombardrer ITT and

' CIT We, of course, contmue :

to place substantlal busrness
Richard Ladiski : '

through our older, more
established relatlonshlps w1th

_Greentree, Security Pacific and o

Crespomt/T ransamenca, as

Cowell.
In summary, FY 93 produced a

posmve comblnatlon of

: 1ncreased busmess actrvrty
better results and new

dimensions in the company s

~ operations as well as iniit's
relationships with. supphers

lenders and msurers

From the e\panded base of
\ operatlons establrshed in FY

'93, we view '94 as a year of

= ,srgmﬁcant potentral We

expect contmued 1ncr eases. m

~ sales actlvrty, margins, and
-~ profi tabrhty as we benefit from ik

growmg economles of scale

“and from vemcal 1ntegratron
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We plan to further diversify
and to posture the company for
access to the public equity

~ captial markets.
- We have already made

substantial progress towards
our goal of being the leading

~ manufactured housing company

in this region and we will
continue to focus our attentions
in that direction. Emphasis
will remain on the quality of
our products, sales activities,
business relationships, and
results rather than on the size

* of the company or the quantity

of business it generates. We
continue to believe that
supenor quality is a key

 determinant to our long-term'

success.
In closing, 1 we want to thank

- you for your continued hard
- work in making the Company :

everythmg it can be!

Sinéerely,

Buck Teeter,

Chairman, CEO

- Brian Owens

Homestar Update

. Amerrcan ‘Homestar of

- Lancaster would like to take
~ this opportunity to update you
_on our new and exciting
product enhancements, the

status of our productron and

' - mtroduce you all to our new
_ personnel, ~

We are proud to mtroduce
three new members to the

~ AHL staff: Larry O'Neal,

Steve N ewell and John
‘ erkenson Lan'y has come to
us from Skyline's Plant in
Elkhart Indiana and will be

_our new Plant Manager With
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34 years of expenence we
know Larry is the man for the
job. John is our new District
Sales Manager and will handle
Homestar's Western territory.
John's extensive industry
experience will be a

‘tremendous asset to our

organization. Steve Newell has
been named Service Manager
for the plant and promises to
carry out our commitment of
providing the very best possible
service. We are proud to have
these fine professionals on our
team.

Business is Booming!

The summer months are upon
us and our backlog is getting
larger. We are currently
producmg 3 floors per day and
are taking steps to increase.
production so that you can
receive your homes on a timely
basis. We appreciate your
patience and loyalty durmg this

, growth perrod

Product AdvanCemenrs

- Our Lancaster staff is con-

stantly striving to give you the
most value-packed home for
the money. We have recently
added several new standard
features exciting options and

‘unique floor plans to our

product line:
NEW STD FEATURES

~ Deluxe Kitchen Dividers

Center Shelves in Overhead
~and Base Cabinets
~ Plumb & Wire for
- Washer and Dryer

30 Gal. Electric Hot Wir Htr

Wmdow in Front & Rear
- Exterior Doors:
(continued on next page)



Presndent‘s ciubMonthly

QUOTES OF THE k

MONTH

"When two menina
busmess always o

~ agree, one of them is

‘ unnecessary

Chuck Carney, Jr.

Nationwrde Presment '

k f"You ve got that L
’ rlght Bl :

The Edltor _j

. "You wrll become as

- small as your con-

o ,trollmg desrre as
great as your dom- :

v |nant /asprra’tlon ,

James Allen
(did alot of hard trme)

~ "Genius is the ablhty

. to reduce the

compllcated to the
' S|mple

C W Ceran

: lthmk he lnvented Ceran

' Wrap o

, ;'Things may corne to

_those who wait, but

o only the thlngs left by

‘ those who hustle "

Abraham Llncoln
formerlllylnots Lawyer

 SOURCE:

MotivationQuotes :

'BRIAN'OWENS'

CONTINUED

Upgraded Metal Treatment'
. w/ Wamscot L

NEW OPTIONS

AVAILABLE

~ Wood Grid Mirrors w/ Chalyr‘ii‘ :

Rail & Wainscot

(Feature Wall)
Deluxe Metal Extenor- o
nghts L

Columns/ Carnage

Flreplaces-Wood or Stone

(for Doublewides
Blown Ceiling

only)
e

Upgraded Door Casmgs

- (singles & doubles) -

‘ The new Model 684 i

k1tchen 16x80 1s in en gmeer- ,

>land

- ing ¢ and wrll soon be avail-

able We will be sendmg out ’, ~

'mformauon as soon as 1t 1s '

“available. o
,All of us at Amencan

‘star would hke to thank you ,
 for your support. We look -
~ forward to the future..

Home- e
- Behavior" to "Follow-ups,

;Referrals and Service after the

If any

of us can be of any assrs-

tance, please call.

Lauriﬂe L‘ewefry ot

~AMH T ramzng

Not

Just about Insurance

'~ For those of you ‘who

atten-

~ ded the recent American
‘Modern Home sponsored
ftrammg session, "Convert—

0 ing a Prospect to a. Con-

tract," it was probably a
surprise that the subject

matter dealt very little w1th

insurance. The session

evolved into a forum durmg

PRESIDENT'S CLUB MONTHLY JULY 1993

o ,whlch everyone got 1nvolved i
 discussing how they have gotten

_deals bought The sub_lect

~ matter was drscussed in great

detail and much input was

~elicited from those who -

attended In the future our'

. : scompany plans to utilize the

talent and experience of the
- American Modern Home

Trammg Team as much as
~ possible. To this end, Floyd
- 7Carr has been asked to be a

iplans and coordmates the i

training at the College of

U‘pgraded Cove Moldrng ~ Family Housing.

In addition to F loyd's presence

 Designer Package = we hope toadda penodrc VlSlt

from Dennis Gassaway,”

Master Bedroom Walnscot - American Modern Home's V P.

of Marketing. Dennis has
 developed all of the Amerlcan

Modern Home: trammg courses.

and materials, some of whrch :

you have already been e'xp'osed o
_ to. The courses range in subject
~matter from "Ethics and Legal

Consnderatrons" to "Consumer

Sale." With over 30 topics to
 choose from and the added

sources of information and

1nsp1rat10n you can bet these
classes are opportunmes too
- good to pass up.

These seminars are the perfect ’

~ compliment to our existing.

training. While Fred Townsend'

specializes in broad training
subjects that can be applred to
any part of your life, and
‘Schwep focuses strictly on the
sale of the customer, these
~sessions: go into great depth
discussing the other, equally

- important drmensrons of your
- job. Remember, you work for
* the only Mobile Home company

 that offers this much training
(on average, 1 out of every 10
days) SO take advantage of it!
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~ Housing Systems, Inc.

 showis "Ren & Stimpy," ?

Dear Editor,
[ Iwould like to start out 0
| saying a few nice things al out 0

~ your newsletter. Unfortunately,ﬂ .

- Just the same, could you please o

 despite the recent decreases m |

. iDear Loyal Reader e
| Firstly, I would like to pomt out:" .

‘that Oak. Creek has decreased |
their surcharoes and have

 further when the situation ”
| warrants. However, the other |
o kmanufacturers havenot
 followed suit. Why? I suppose .
 there are two reasons. Firstly,

‘materials many weeks in o
- advance in anticipation of their |

| decreases in supply costs do notf ‘
_effect pricing for some time. = |

| ~with an economic term called

I suppose | this is best. explained |

~ fat over time and doesn't buy

',’;person loses weight, though, the |

,Dwayne M Teeter

_ is the Editor of the
President's Club Monthly
" and is Special Projects |
Manager | for Nationwide

His favorite Televnsron

-he enjoys eating food
rich in fiber and nutnents o
and refemng to himself o
in the third person when o
wrltlng

right now I can't think of any.

tell me why wood product
surcharges have not fallen,

wood prices. -
Sl,,ned Surly in South Texas <

promised to lower them even

manufacturers buy their
productlon needs. Thus,

The second reason has to do

price melasttcuy, ‘which means.
essentrally that prices goupa
lot easier than they come down.

by analogy: when someone gets

new underwear, it stretches
with his waistline. When the

underwear has a tendency to
stay in the enlarged, bloated
state. Moblle home prices. are.
the same way.
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WHO'S HOT

“THE NUMBER
' ONE LOCATION.

FOR FISCAL
YEAR 1993:
'NATIONWIDE

OF MESQUITE
~ President Larry

Speck handed over

the reigns to Mr.

Dave Davis in Jan-

_uary, and between
the two of them, they

 mastermindeda
~ business year to be
- remembered. The

final tally: 149

~ homes sold (121 of
- them new!) , $600K.

in Payable Gross, 3
' salespeople who

finished in the top 20 .

~ "This year couldn't

~ have happened this

~way without the

~ commitment of our
staff, and without the -

help of our Offlce
Manager Kim
~ Stafford,” said

Dave "She's the best:'

inthe busmess v
Expect contmued

greatness from th’IS

teaml

B.J. Hunter -

Longview

B.J. started the year off right
by exploding for 4 new
homes in June. His
production was good for
80% of Longviews total sales
actlv1ty

Clayton Conrad -

- Tyler

- 4 New Doubles in June and

- || 34.0 President's Club Points!
~ Holy Cow! Clayton has

- good positioning for the

First Quarter Sales Contest.
Sandy Arkelin -
Tyler

|| Did you ever doubt that her
_name would be here? Sandy,
_the ultimate sales superstar,

~ knocked down 5 units in

 June and word has it that her
carry over looks great for
July. By leavmg the country

from August 1 through 8,

‘Sandy is just trying to give
everybody elsea chance to
~ catch up. .

The Dynamtc
- Huntsville Duo of

Joann Hoover and

~~Dtane Mlller

- Watch out, Tyler! Your
nerghbors to the South are
 starting to put together some
";pretty 1mpresswe numbers of k
 their own. Joann and Drane ‘
1 combmed in June for over

* 31K in payable gross and
|| had an average profit of over
1| $5,500 per home. Keep it
~ going, ladies! -

‘Brett Austin ,,,_ . :

 Oklahoma Cuy
‘Brett nalled down $16 767 in

PRESIDENT'S CLUB MONTHLY JULY 1993

payable gross and $3,016 in
- physical damage insurance.

This is the beginning of
great things for Brett!
Ted Feigle -
Lancaster ,
InDon Simonson'sf words,
"Ted's is just here to selt
homes, the man means
business..." Well, let the

~ numbers speak for them-

selves..:5 homes in June, 4 of
them new! Fantastic!

~ Fred Setzer - -

Tulsa

E ~When Fred Setzer sells a :

home, he makes sure he gets
pald what he is worth. What

‘doImean? Fred nailed -
“down 3 new home sales with

an average payable gross of

- $5,856 in June. Folks, this

guy is a home run hitter so
watch out!

 Brandon Newman -
, Mesquzte 1

‘Mesquite's re51dent sales
, stal]zon showed what heis
made of in June by taking

down 4 homes. Brandon's

got the talent and focusto

stay on top. Keep your eye
on this guy because he's
going places.

Byron Cook i

Midland

Hey, watch out for the new

- guy, Dewayne Chck' Hes .
- going to go after your title of
- "West Texas's Top
~ Salesman." Byron made a
- quick impression by
- 4 new home deals i in June
- That was good for an
- impressive 27.5 Presxdent S
- Club Pomts Holy Cow

what a month“
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J. "Summers" Debose

Channelvlew
J. maximized his way to the

- YTD number one spot in sales.

What was his secret? Good
payables, high P.D. sales and
Credit Life thrown in on his
sales for good measure. 'In‘"'fact,
J. became the very first

* salesman to be awarded a

"Home Run" on the new, 1994
MVP program. Congra-

~tu1anons J., on your new role

as "the man to beat'"

‘Al Duran -

Albuquerque
Nationwide .
No stranger to sales success,
Big Al exploded for 5 dealsin
June. That was good for almost

- 20K in payable gross and a

superb 34.6 President's Club . '
Points. Al is number 2
company wide as of this

_moment and is poised to ﬁnish o
- well in the quarterly contest.
' 'Keep it going, Al! .

The Entire Staff of

- Key Homes, Athens

"The Kings of
Consistent Profit"

,’ rMonth after month, Jim

Rudolph and his staff of sales
pros bring home the bacon ina

- big way. Excellent cost control

hlgh mark-ups and satisfied

~ customers are the "keys"to their
_success. Juneprovedtobea
~ typrcal month for this group 9
~ new home deals for an .
e a‘stoundmg: $54,667 in payable |
gross and excellent insurance
- penetration. Fred Guillen and
~ Mike Smith both contributed
~ superb months and are in the
- running for the contest. Keep

doing what you do, folks!
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 STATS ON OUR

BUYERS:
AVERAGE AGE
‘lsesthan30 yrs 0%
30to39years ”,25%‘ ‘
401049 years 18%
 50toS59years = 13% .
60t069years 7%
- 70 years and older
) OCCUPATION
. Retied. 26%
! Operator Laborer 15%
Technrcal/SaIeslAdmm -
Support - 10%
Repaw/Craftsman - 13% -
: Managenal/Profes 12%
‘Service 8%
Student/Armed ch 13%

Farmlng/Forestry 2%
Palnters, Prelsts

MOBILE HOME
,LOCATION '

Park— Don't own Iand 37%
‘Park/Subdv.-ownland 6%
Condo. lCoop park 1%

Private Property(own) 39%

‘Private Prop. (rent). . 17%

Bank of Miss. Rvr.  0.0%

‘Market Facts” from
_Foremost lnsurance

larger future goal of " gomg

01%

As most of you | know last ,
'year s,key wordkwhen itcame
~ to insurance was "Penetration”

(so much so, that we are all a

 little tired of hearing it). o
(Unfortunately, I could not ﬁndy’ ‘

~ a synonym to replace it. 1did; ‘) L
~ however, find a word that will
~ be more apt for use this !
year..
- In measuring our success m '
- selhng phys1cal damage

"Mamrmzatlon

insurance, it has been decided

%  that this year we will expand

~~ our horizons to not only ’

- achieve one year but, when
. possrble three years of PD.
~ insurance. We will also begin
_ to concentrate on selling more

. oredit life. To achieve this
 goal would mean optimum

- ,proﬁtablhty and to be one step i

closer to a performance level
necessary to meet the much

public."
The "new" and ' mamnuzed'f
penetration numbers will be

out in the coming weck. They - _ financed. Then they should

are a little shocking and
definitely need some attention.

- However, from what I have T
' seen so far there are a few

locattons that are truly maxi-
‘nuzmg thelr opporturutles

B And the ;leade’r is;..

T Headlng t_he'pack'ki'n '94, the "

Numbers courtesy of "The

_ #1 location for insurance
: mammlzatlon is Natlonw1de of

~ Albuquerque. Congratulations

to President, Mike Wallace,
and Business Manager,

~ Richard Fenley. You drd a

great _|ob'
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‘ ,»Laurle Lowery ' Dlane Mlller
- Measuring ]nsurance ~ Tips from a pro on }tow.
- Sales inl 994 - to gez‘ a deal bought

Dlane Mlller isa salesperson for

Nattonwu:le in beautiful Huntsville, o

Texas. Her expenence inthe
‘mobile home bu,slness which
~dates back to 1979, includes
. rales as Sales Manager andF &1
~ Manager. In 1992, she brlefly left

the mobile home mdustry to work ‘

‘as an outstde account rep-~
resentatlve for CSC-C Bl-Equax,
the companles that mamtam

credlt bureaus for our buyers

the Presrdent's Club Monthly

LM“}ng, Dlg Dlg/

most basic piece of advice I
- have for ¢ any of you who are

trying to get a deal bought j sto -
. DIG, DIG, DIG! ‘

‘When takmg a credit apph- .

- cation, a salesperson should
 start with the most recent car

loan, and then ask the

- customer about each auto that
‘they have purchased beforeit. k L
, Bob Legg has been named

Be sure to list approximate
date and approximate amount"j

ask if the customer has had
- any bank loans, credit union
loans or finance company
‘loans. Once again, opening
dates, closing dates and the
‘number of loans with each

- company is important. When

discussing credit, always use

the word "approximately,” s

that they won't mind dxggmg
“back in their mind if they feel

the 1nformatxon doesn't have to

be totally correct Somethmg

' »else to keep in mind is that

customers do not generally
understand that paid out loans
are the kind of credit that you

: rPageLS

~ think that you are trying to
 find out who they owe rlght
- now, so be sure to be clear.

~ All of this information is

o 1tems not on the bureau

~ ofthe P.C.M., during whi
S owill reference a number of

The mbStvah'Jableband &g he

':are lookmg for They usually

important, because more
~often than not, the bur" 1s do
-not reﬂeet all of the: o
customer's credit history. If o
 are to'

be mcluded on the o
j ,appllcatton be sure to dlreet .
check thern and 1nclude -

i creditor's 1 ame address and -
- phone number onthe
_ She draws upon this experience appllcatlon Little thmgs‘ ‘kei,',j

in writing the following article for

this can make the deference

'on deals getting bought
Diane Miller's article wrll
_ continue in the August edltlon

documents that she usesona
regular baS|s Coples of these

k' ; wrll be sent w/ next nwsltr -ed . ’

Company Keeps
Growmg

,Key Homes Expands -
to Bryan ‘
President of Nat10nw1de of

‘Bryan and will operate under
the name of Key Homes at the

~new dealership. Bob isa long-’yu,

‘f‘tlme industry veteran and
brings much talent and
experience to his new position.

- He has worked as a wholesale
 rep.fora number of leadmg

~ manufacturers in the past and

~ is also no stranger to the retail
~end of the busmess Esumates,
are that Bob will have

everything up and running .
within the next thirty to forty-
fivedays. Mr. Leggisa

- valued addition to the team!

Welcome aboard!
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PRESIDENT'S
CLUB

New Program
Announced for

Business Managers

~ Due to their unique k
responsibilities, Business
Managers now have therr
own President's Club.
Program. Albuquerque's

Richard Fenley, the Super-" Ly

Center's Randy Wilson,

Denton's' Denms Brmkhus .

Mesqurte s Russ Madden,

Lancaster's Cathy Jackson,
and Tulsa's Carol Rose will

be on the system. A

program for Sales Managers -

is still bemg worked on at
the time of this wrmng It is
unknown how hlgh the top
people wrll score by year s

end, so as of right now, there
are no quotas (bronze,
silver, gold) that have been
announced. The program
rewards points as follows:
Monthly Points are
Awarded for sales
production... : k

.5 Point for each deal the o
sales manager personally
closes.

.25 point for each point in

- personal sales P. C _points.

1 Point for each new home

deal (for the lot) after the

first 10 new home deals.

~ (example: 15 new homes in
- 1 month= 5Pomts)

1 Point for each multi year '
physical damage insurance
policy or credit life policy -

__that the lot sells.

Ouarterlv Pomts are

 Awarded for Insurance

Penetration. ..

Laurie Lowery will be
. responsible for tracking

insurance penetration and
will award points based on

the following grids...
CREDIT LIFE
Penetration % Points.
70% w1 10
60% : T8
50% 7
40% g ST
 below40% 0
' PHYSICAL
s DAMAGE i
. Penetration % : Pomts )
o 100% 10
9% 8
80% T
0% S s
Cbelow70% 0

- Because we at the home

office do not know who -
closes what deals, a small

form will be needed to be

ﬁlled out each month
detailing who closed each
customer. It must then be
signed by the lot President,
Vice President or General -

- Manager and faxed to the

attention of Dwayne Teeter .
at the home office number.
There has been some i
question as to the .25 points
awarded for personal sales. -

- This was done to award

those business managers
who also sell with some

kind of recognition for their
“time and additional

productron For exaniple, if o

‘a business manager sold 3 ,
homes in a month for24.0

P.C. Points, he would be
award 6 Bus. Mgr. points.

GRAPEVINE

Big Changes in
Lancaster
Natronwrde of Mesqulte
Vice Presrdent Don
Simonson has been put in
charge of his second
location, the American

Homestar Factory Outlet in

Mesqurte ‘Also promoted
was Scott Votaw, who wrll ’
be sales manager of the
before-mentroned,lot, and

Tom Wilson, who will now
be Sales Manager of N/Win
, Don will office
~outofthe factory location so o

Lancaster.

"Tom will be helping to run

the show down the street.
- Moving to the factory with
- Scott and Don are Sales pros

Ted Felgle (see "Who's
Hot") and Garland Boles

'We are sure thrs group of o

e people will be ’very sricCessful o

and wish them the best. -

Cancun Announced -
B makmgadrﬂ'erence

as 2nd Trip Site

From September 12th through

~ the 16th, some of Natron- - '

~ wide's top performers will be
- sunning themselves on the
~ gorgeous beaches of Cancun,
- Mexico. Horseback rrdlng, ,
'snorkehng, scuba drvmg and

_ public 1ntox1cauon are afew o

~ of the local pastimes.

~F0rd Contlnues to

!Buy Business
- Ford Consumer Fmance

_continues to grow into one of
- our most commonly used
71enders Their May busmess
wrth Nationwide represented a
,;100% increase over the
~ number of deals they funded
- throughus in April. Most of
~ the locations haye‘.'received'tlte ,
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: kFor'd/ARGI pointéof-sale s
- posters and banners as of this

writing and it seems to be :

Homestar Burleson
Last month's newsletter

- incorrectly reported that the
. first American Homestar
~reta11 order out of the
Burleson plant came from
"'somewhere other than the
- new factory outlet Well the =

first 2 orders were tqken by

none other than Jana
~ Yauger and will roll off hne
~ this month. In related news,

~ Fort Worth President Ray

' ‘McKmney recently named
_Bob Sivyer as Sales M'mager r
~ of this new location. Good
Luck, Bob, you've got the
‘product on your side!

Carver's Daughter

; ;‘Contznues to Excel zn
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Gymnastics World
- As some of you know, Sara
~ Carver, daughter of ARGI's
‘Rick Carver, is considered : one
of the top young Gymnasts in

the nation and has recently
been named to the Texas
National Team, a honor

_earned by only four seniors

~ per year. She'll be repre-

~ senting Texas at the National
Meet on May 27 in Marquette
‘Michigan. Sara has been the
;sub_]ect of several newspaper

artlcles ‘has been elected to
"Who's Who in High School

~ Sports," and has earned a full
‘ scholarshrp at the University

of Alaska, one of the country's.

~ top schools for her sport. She

~ will also be Rick's guest on the
“annual cruise in August, so be
. sure to wrsh her luck.



Pmldent's Club Monthly

;PRESIDENT S CLUB FYh 1994 s iawaraea

: Vth‘tf the President
_Bonus Pomts for each New Home Sold S Cle;clklc:“ethrc;rrr:gme,e dre;l‘ e::ag,e

cach extended warranty sold ,
o for each cash insurance policy sold .
, SPEC/AL PROG AMS: e e
Fast Start Program Ifa completed deal (all papers L
51gned home invoice printed) is sent to the home office
' by the 20th of the month the salesman gets. 2 bonus President' Sy
‘ Club Pomts It 1t arrives by the 23th 1 bonus pomt 1s ,

| Dwayiie‘M 'Teeter
‘PURSUIT UPDATE

theres a lot of extra dollars thrown onto the
There S HUD codes assocnatxon fees

software will olve mto somethmg that w111 save us all a lot of .
time and, in domg so, will makeusa - L
lot of money. To be honest, when I
started on the project 8 months ago, I
was not sure of this fact. There were
S0 many reasons why Pursuit did not
fit the way that we do business, so
many exceptions to our rules, I did them together w1th ther costs of sale
~ not think that we could overcome all = . (such as invoice, frelght ‘and
of the obstacles. Thanks to the S— : delivery). This way, the customer
_commitment of program designer — [[==lll  never knows anything about them
-Ron  Messick,  and Foxpro' ; and we avoid chargmg them | for
programmer John Bent over the last somethmg that the Competltlon
eight months, we're closer than ever. would never mentlon I know this
Without going into a lot boring - ga S5 may sound like a minor change to
techmcal mumbO-JumbO let ¢ me = N ~ - manyof you but for a 30'megabyte
explain a few of the recent W e n e relational database, it was
approvements we've made to the program iy ‘ o L ' overhaul. e
Prev1ously, Pursuit could not dxstmgulsh an optlon from a fee. Another change mvolves the embeddmg Of certam mformauon

, Pursult e\pected us o lump these
kdollars together into one "forced-

. ~recently redesxgned the way Pursmt
treats these fees so that now it lumps

PRESIDENT"S cLus MONTHLYIV JULY 1993
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e ]
Pursuit, Cont'd.

into custorner follow-up letters.
Now, any kind of information

that you deem important to a

customer can be automatically

nested into the text of any letter

you write. Let me give you an
example: Let's say you've been

on pursuit for 6 months and

have 1300 customers in the
database. '
taken on a new line of home

and would like to notify all of
You
a hrghly h

your customers about it.
can now write
personalized letter to all 1300

customers and they'll thmk you
personally wrote each one. For

instance, a letter could read
Dear <customer name>,

We've recently taken on a new

line of homes butlt buy erhe s

You recently have

Mobile homes. They're super.
In fact they have a floor plan
very much like the <model

name this customer liked>
that you were interested in.
By the way how's the weather
in <C1ty they live in>. Blah
blah.....you get
You write the letter, Pursuit
1,300  highly

the pornt

prints ~ out
personalized versions!

Another recent improvement
involves the issuing of coach
The SuperCenter on
Hwy. 288 now lets Pursuit
generate all of its P.O's, a
copy of which is automatrcallyg ‘

P.Os.

printed when the home is

received on the lot. The home i
office has approved the form‘
accepts ity

and now

~ to our needs. Or
the changes that have taken

~be done.

exclusively. =~ During this
same process, the program
even reminds you to order a
Model Value Guide (if you

_haven't already).
~As printed in last month's

letter, all home speck-outs
weekly traﬁ'lc _reports,

~ homes- on-order reports and

inventory reports are now

,bemg generated by 288's
version of Pursuit.

‘These
have been highly specialized
Only a few of

place are listed here and,

frankly, a lot more need to -
It is my goal to -

have Pursuit automatically

‘generate all reports that you
are now sending to Chuck

Carney, Jr. on a regular
basis. John Bent currently
has six major alterations
that are pending and these
could take a number of
weeks to finalize.

" A number of locatlons have :
‘requested to be the next

"Pursuing" location,
however I think it is
essential- - for all' of the

“changes, and all of the bugs

to be worked out before

‘moving onto another site.

Hopefully, in a few months :
well be ready to move

forward with it.

If your lot does want to be a
part of the program, keep in
mind, it will take a lot of -

time, training, patience and
~ dedication to make it work.

| ROADMASTER'S
NEWS '

T he Latest on the
Greatest i

Roadmast‘e’r's,’ the trucking

division of our company, has

been enlisted to help move
disaster-relief housing from
Miami, Florida to the flood-
stricken banks of the Miss-
issippi Rrver As many of you

: remember they were also
instrumental in getting
‘emergency housmg to victims of

‘Howard Hull, who finished

~ with $16,000. Keep up he
great work, guys, and

- congratulatlons to all; /

- for bemg an integral part of - :

‘ ~2) AID ran- Albuquerque :
- 34.6 Points ~

The number'l terminal for

June was LaRae Austin's in
Fort Worth, accounting for
$123K in gross sales. Alvin
Stewart's terminal i in Austin

 finished in second place with
,$119 000 in gross sales ‘
'Frank Holcomb was the #1
 driver company ‘wide wrth '

- $16,200 in gross sales. He i

was closelykfollowed by

thls oreat month'

Hurncane Andrew last year and _

- in many cases, may be moving
~ some of the same houses.
 Top Drivers for June

Announced ‘
Accordmg to Roadmaster s

President, Larry Moran, June
was their biggest month ever! -

Gross sales for the month added

up to an incredible $637,000
and line haul revenue was an
astoundlng $465, OOO

st Quarter Contest' .

k ‘~‘-39 2 P ints

Same song, di Jj‘erent
36 ’dancers :

~ Fortfthose who don't,know;,
~ about it, the 5 top salespeople
1 . for any given quarter (in

. term's of Pre51dent s Club

Points) are awarded large

~ amounts of money. Let's get

; PRESIDENT'S CLUB MON;THLY JULY 1993
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specific: 1st Place wins two

grand, 2nd place $1,500, 3rd

place wins $1,000, 4th place
wins $750, and 5th place
wins $500. Asalways, our
sixth place winger is eligible

~fora free meal at Denny's on

his or her birthday. |

- There's a fresh newlrst of
- competitors for this quarter's

money. What happened to -

: »yFrscal Year 1993's super-

stars? An vay, heresthe

3) Clayton Conrad Tyler

~ 340Points
4) B.J. Huntel

Lon gvrew ’
32.8 Pomts

) Mlke Smrth Key-Athens
315 Points ,
. 6) Fred Guillen Key Ath S

31.1 Points

7 Joann Hoover Hntsvl.v
30.4 Points t

8) Ted Felgle Lancaster

30.2 Pomts

- 9) Brett Austin OK Clty

28.8 Pomts ,

10) Fred Setzer Tulsa
27.5 Points = i
ll) Byron Cook Mrdland ,
27.5 Points ,

12) Jim Rudolph Key Ath :
26. 1 Pomts

13) John Rame Lancaster' :
126.0 Pornts

14) Gay Clary Jackson

246 Pornts
: lJ)Harry James—Key Grn ,

se ChannelVrewf 23.5 Points

16) Vlncent Clpollone '

SuperCenter 22.8 Pomts ‘
o 17) Diane Mrller Hntsvl
,,',,22 8 Points o

- 18) Roaer Jacl\son-F W

g0 'Pornts

19) Earl Ortega-Albu

- 21.6 Points

20)L0u1s Murray-lns Gulf

~20.9 Points
‘ ‘NOTE The people who

‘ placed the highest this

- month drd 50 because they

took advantage of all

available special programs.



