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Company Expenences a Record Thlrd
‘Quarter, Cippillone Places Firstin Big

Contest W|th an Amazmg Februaly'

The Goaﬁn‘her of
Mobzle Homes

' B ‘money by fmlshmg w1th an
; ‘1mpress1ve 126 points for the
- quarter. Key-Athen s David -

ﬂ‘ Denton, N/W Lancaster Tyler
. ~Jacksonv111e South and Athens

stepped up to the plate and put :

Lo il U thn ] _; j e , ~McM1chael who just doesn t “up numbers thatlooked like
| p———— g;;:stcalrpé);ﬁxe the - take a skinny deal, finished i in  previous year’s fourth quarter k)
I YO IRI K | swperCenter took downan fourth place with 124.7 points. results (typlcally our best g

- DUVUDLL amazing seven dealsin Randy Tappen, the Stp erstar ‘quarter)

ol e B February and held offstro'rig'k from New Mexico, madeit . e -

f INS U QA NCE - competition for first Plaé:e in hap pen i the e quarter by ‘Wlth the forecasts for March
NNV =f theBig Contest. His152.6 ‘nailing down 105 Pr es1dent S looking very promising, it 1°°ks
ol ~ points for the quarter was 17 o Points. - like the stage is being properly

i PO NTS'  points ahead of the second : ~set for all of the great things- that
2l place finisher, home run h1tter The entire comp any put ¢ honexley months bave n. o

,Yes youread 1’[r1ghtI b |
From now until the

8 end of the ﬁscal year,
B everyone W111
-DOUBLE President’ s :

Club Points for every
dollar of insurance

§ they sell! That counts

for  all . physical
~ damage, credit life

R and  extended

kwarrantles ‘With the

' race tightening up for

the year end trip to the
 West Indles every

extra pomt counts!
~In‘case you forgot, you are’
awarded 1 point for every =
-.1,000 of insurance
. .premium you sell and 1
- point for each extended -
- service policy. Until May
31, double these figures!

get,"

- percentage of sales dollars
~that goes to the bottom
 line, the better the job is

~ Louis Murray. Another
- Houston sales pro, Dave “the
-~ Davemeister” Schwartz,

When it is all said and

. done, ‘what matters most in

“terms of performance is

. who brings the most

~ money to the bottom line.

. -Because some 1ots vary in -
~ location size, market po- -

 tential and consequently -
volume, the company mea-
 sures this performance as a

percentage of sales. In
other words, the higher the

done and the hlgher the

 bonus. Well, a few of our
managers and partners set

the world on fire in this

regard last month by reach-

,-Chances are; you could mea-
“sure a locatlon s performance
: by Just -about any criteria and

“together record numbers for
- the quarter. When it counted ‘
most, locations suchas

staked his c1a1m to the pnze Mesq““e Instant-Gulf

The 10+ Club Who s Who |n Profltablllty_;f

Smg percentages m excess of
10%.
‘ 'Lancaster S Don SllllOllSOll the

SuperCenter s Jim Taylor, In-.

- stant Gulf’s Butch New- ,
- man,Tyler’s Jim Clark, Jack- .
“sonville’s Dawn Clark, and -

- Oklahoma City’s Jeff -

: ,Goodnch (keep watchmg the

new guy roll!) all exceeded -

their goal of 7.5% pre-tax mar-

gin by over 33%! “Everybody’s

- timing for doing this could not
~ have been better,” said Chuck
, Carnev, Jr. “I’m very proud of -
»t.hese people :

MARCH 1 994

~ LAURIELOWERY
- ETC, ETC, ETC.

WHO'S |
JUHOT 7

store Hey folks, Sprmg isinthe
air, we'reina great market and
we’re on the best team... let s

:~have some fun!

i Jlm Rudolph’s Key Homes
in Athens would be there at
the. top. The big man had an
’mcredlble __4_7%gz_e;tg§
margin in March and is at

'10.9% vear to date. How
does he do it? “Idon’t give

away my homes and I talk to

: every customer, # said Jim.

| inside |

PROFILES- JIM
"MORTON -

Al N
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Manager One of his top oper-
 ators, selling | mBeaumont
~ Texas, was 26 year old Buck -
; Teeter Both gentlemen left
M.H.L soon thereafter and- pur-
5 suecl their own business 1 ven- ‘
i tures in Houston

~ Profiles i in Excellence Fi

- Jim Morton ‘One on One
oo razner for Natlonwzde

Jim Morton knows the moblle :

home mdustry He should
he’s been in it almost 25 years

. He’s seen market cond.mons g0
~ from good to bad and back so

many times, he has developed

~ akeen understanding of indus-
E ny cycles and what it takes for
-a company to survive these dif-
ficult turns and in turn maxi-
~mize the opportum’ues of the
o good t1mes :

S After servmg as General Man-

ager for the 16th largest Ford
dealershlp in the United States,

- Jim decided to explore the mo- ;
~ bile home business. He did -
 this by opening six of his own -
- locations in South Louisiana.
- He then took a posmon as
-~ Western Division Manager of
~Mobile Home Industries, the -
. S largest retail chain of the day
 Nicholas DeBlasic His responsibility was to over-
. seethe operations of many lo-
~ cations in his region, ‘eachof

which were run by a General

capacities at various times over

 the last twenty years. He cur-
. \renﬂy is the One-on-One -
e Tramer for the retail d1v151on
~ His time is mainly spent v151t-
3 'mg different locations and con-
e ductmg traJmng sessions with
iy 'md1v1dual housmg consultants :
: " instance, when the original

- home d1v1s1on of our company

'« Buck Teeter called you “the

o You ve been working with

salespeople on a one-on-one

o basis for : a number of months
In your opmlon, ‘what most -

' The main focus of Jm’s posi--
tion is to improve closmg ratios,

achieve higher profit margins,

~~ increase sales volume and insur-
ance penetratlon through theuse -
of company- prov1ded sales

tools

'He livesin H'ous,ton,,TeXas with

his wife, 18 year home office
, ‘cornerstone - (Mother) Mary

Morton. They have three grown

children, Joe, Jimmy and Beth

~ who have left their roosts and
now have successful careers and

. are leading productive lives. -

Jim and Mary have three grand~ ;

b cmldren o

The Pres1dent s Club Monthly
' recently sat down with Jim Mor-

ton to talk about the opportum
ties that exist for the mobile -

best closer he’s ever met.” - :

k What is your approach to
‘ properly setting up the close 355
E and ultlmately oomg for the

ale"

- ‘Like any other professzonal lzke ;
- aDoctor or Lawyer, I take the
" lead and control of the prospect,
_right from the beginning. Think
~of it! No one would rebuke the - 5
instructions ﬁom their Doctor -
- or Lawyer, because they respect
t professzonals Hey people, we
o arethe professzonals in our
7 '".~feld/ o
- Jlm Morton has been mvolved o
~ ‘with our company in various

needs to be done to move our

 sales productlon to the next :
level?

Management and/or T O in- “
volvement in each and every.

s P‘aﬁge’ 270

" ;salesperson,is unableto obtaina
Jirm commitment from the shop-
LT ST v

' Unfortunately, many salespeo— Tyl
" ple do not maximize their deals
" by a) selling at the model value
~ guide price and b) including
- multi-year policies of phys1cal %
, damage and credit life insur-

ance. What do you think needs
to be done to increase mark-

~ups and insurance penetration?
- Sales Iess than model value .

guide price, should have some
commission reductlon and con- ..

: versely, sales above model value R
» guzde price should pay a small‘ :

bonus. Insurance sales with
terms over three years should

- pay.a commission that is large

enough to attract the deszred re-

o Csults.

~ Nationwide spends more =
. money on training than any

other multi-location retailer in
the Southwest. In your 0pi‘n—" :
ion, are the locatlons makmg

* the most of this valuable re-

_source? What could be doneto

‘improve the way ‘that we pre-

- pare and educate the sales

force? ; s

- I have a two part answer to e
that .one, the measurable results

of the training will be directly

related to the amount of time,
supervzszon and discipline to the -
training methods exercised by
 the management at the sales cen-
 ter level. Secondly, every new
 sales hire should be probation-
1 ary for the Sirst six months with
automatlc revtew by manage- Rath o
5 , ‘ment at the end of the first 90
 and 180 days. The management

review should include manage- - '

5 - ment at all levels

' What quahtles should aman- 7
ot ager look for when he is hiring
. anew salesperson? When is
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John Smlth
Aprll 21

s Chrlstl Lancasterﬂ -
; "Apnl 23 '

Louis Murray
: Apnl 24

Kathy Angmano :
Apnl 24 - :

i Threadgill '
\Apnl 25 :

i Francrsco Rodrlguez
Apnl 27 : '

Tom Merrltt -
April 28 &

. 'Hey Business Man-
agers, Check out
- this Close!

On:arecent trip to‘Cinan B

nati, | (the editor) was

able to spend some hme o

with American Mod's

© greatV.P. of Markefing,
‘B Dennis Gassaway. He =~ B
‘'shared with me the best - -

“insurance close I've ever

: - heard. Leissuyyouhave : S T
Laurie Lowery

- Who's Who in

B Insurance Sales

a customer who is balk-
- ing at mulfiple years of
-insurance being included
-in their contract. Inso
many words; make the
: followmg point... ‘what if,
when you were buymg a
new car, the dealer was
- ableto include 5107

years of car insurancein. - f|

B with your note. Think

* ‘about if,no matter how
many tickets you had or
claims you made in that’
period, you couldnt be
canceled and your rates:
could not increase. That

- is the same opportunity

‘that we are giving you

here.” Folks, if you putit -

that way, it will be hard
] not fo seII ’rhe pollcyl

PRESIDENT'S CLUB MONTHLY MARCH 1994

_ Jim Morton

~ Continued

= Guf

~ previous industry experience
~ ablessing and whenisita
~ liability? Sl ey

~ Previous industry experience is
- satzsfacto;y only 1f the previous =
4 experzence was managed under

a “structured” type sales pro- -
gram otherwzse it would prob-

: ably be a liability. -

It is difficult to get rzd of bad

workhabzts o

5 You'havef seen a number of
* mobile home companies come
- - and go, yet ours has survived
- and prospered. What makes
“the Amencan Homestar Cor-
~ poration unique? o
 Tenacity and innovation car-
ried the: company through the -
" very bad years. Now is the
~ time to benefit and prosper. 1
_ feel that as long as we maintain

the present high ratio of dou-

blewide sales while also taking

advantage of the growing sin-

glewzde market, we will be in-
B suring agamst posszble eco-

-nomic downturns.
The Pres;dent s Club Monthly thanks

Jim Morton for h:s time. aml e.\jpemse/

: T,op FiVé Physical Damage i

Salespeople YTD:

. 1 Vmcent Clpollone South

1$42,123

2. Dave Schwartz Instant-
- Gulf -
3. Randy Tappen Albu-

$34,159

querque $33,797 o
4. Louis Murray Instant-
$27 488

- D‘S'.John‘ Raine

g "‘4 John Rame

- pany products.

Lancaster
$25, 697 ;

) Top F1ve Credlt Llfe Salegpeovle
1 Vmcent Clpollone SouTh k

$11,039

“ ,2 Randy TappenAlbuquerque

' $8785

3 Bruce Reynolds Granbury '

$5,920
Lancasler
$5, 746

S Dave Schwartz Instant-Glﬂf

$3671

 INSURE YOUR LEAD IN THE
PRESIDENTS CLUB CON-
“TEST o o

The four Pre31dents Club pomt

~ leaders, Vmcent Clpollone ,
Dave Schwartz, Louls Murray A
~and Randy Tappen have more
- than one thing in common.. they
are also four of the five top in-

surance salesmen n the com- .

- pany. Coincedence? Not hkely. -
~ The fact is our Presidents Club
- program is designed to reward
 those salespeople that sell com-
Presidents Club
points are allotted for insurance -
 sales according to the followmg '
o 'gmdehnes 1 pt. per $1,000 phys-
- ical ‘damage | premmm l pt per
- $1,000 credit life premium , 1 pt. -
- per cash policy (can be paid in
.~ full or on pavment plan, P.D. or
~ Ext. Service), and Ipt. per ex-
- tended service policy . As the
 fiscal year winds down and the
“contest gets heated a well exe-
cuted insurance sale can make all

the difference! Ifyou have
questlons about your . -

" “insurance” Presidents Club '
~ points, please call Laurie Low-
? kerv @ \3060 :

s o GREEN TREE IS LOOSENING'
- up! :
‘As of ‘March 1st, Green Tree

will allow us to finance three - -

- years of Green Tree Ag’eney\

- Page3

‘physmal damage insurance on
 their deals. As you know,

Green Tree does not currenﬂy ‘

. allow us to finance our insur-
. ance which decreases Na’uon-
. wide’s revenues on msurance
 sales by cutting out renewal
- commissions.
- ‘we sell more msurance for

So, why shoqld

Green Tree? Because Nation- -

- wide will make triple the com- - "

mission on the initial pohcy, not
to mention the fact that sales-

‘ peop]e are ehgible for commis-

sions on 2+ years of insurance!

' ‘Please take advantage of this

new opportunity. Unless you

are able to sell a cash policy
; ~through Coastal its the best sce-
- nario for everyonel .

“ Make no mistake, a Greentree

; deal is stil not as proﬁtable as
: some of our other lenders. But,

in the instance that there ismo

- other alternative, it is best to
 take advantaage of this new. op-

-portunity! -

: -of Nation- -

: Meequn:e
| fame,; re-
| cently gave

| birth to a:

| about that which | know‘ |

Billy X. Alt,

wide of

9lb+son, e
William Cole X. Alt. His'
lovely wife, Dawn, was right

- by his ‘'side during the birth
and both are doing great!
Look for Cole's name in the | -
“Who's Hot™ section of this. -
neweletter in‘a oouple of
‘decades!”

' The annual Natlonwmle of :

' East Texas vo. Redman- .
Athens grudge match/.

- softball game will be held.on |
April Oth in Tyler. The Na- |
‘tionwide gang still remem-

_ber's last year's humbling
loss and revenge is on thetr t
“minds.
“Hey. folks, | -only v wrn:e

you know of something that |-
should be included in this
| article, call ext. 5203, -




Holy Toledo! Four new

homes in February for 33. 1A e

President’s Club Points.. -

‘Susan is becoming one of

~ North Texas’s most consistent -
producers. Keep makmg it

bl ,happen, Susan! -

;Btlly Rolando
7 Natzonwzde in
~ Corpus

~ Forthesecond monthina

row, the team in Corpus
Christi has’ contnbuted abig
 month towards the company’s.

proﬁtabllrty Billy is the lady

who has helped : make this

- happen. lnFebruary, she took‘

down 4 deals (three of them
V neW') for an impressive 36. 2

* President’s Club Points: Way :

. togo, Blllyl

e Jerry Natl

Key ‘Homes i in Bryan
Jerry helped propel Keyto
their second strong month ina -
- 10w by selling four new homes
- for 36.3 President’s Club

- Pomts' Way to go Jeny'

* “"N'ckGarcm Seron

Nationwide in
: ;Albuquerque \
~~Nick exploded onto the scene

. in February by selling four

homes. Nick took downan
. mcred1b1e 54 6P. C. pomts by -
; keepmg his margms up (6,800

average) and his mix nght (all
o four homes new')

'MONTHLY MARCH 1994

~ Randy Taylor

_ Nationwide in Tyler
k Randy tocked in February' 5 '

1 Cratg Plckett ,
 Nationwide in Tyler

- Ishe the next coming of Jim

- PRESIDENTS ctus e

President's Club Monthly
WHO'S HOT = Vincent Cipillone
T The SuperCenter
SR RO . Whatafinishtoan 7
- Susan Lewis ~ unbelievable quarter! The
: N d Godfather of the Mobile
ationwide in ‘Home business shook up the
Denton “world in February by selling

-an awesome 7 homes. A
strict diet ofpasta vino. and ,
- big cash deposrts helped keep -

this superstar rollmg in the e
- pizza dough! Make it

~_happen again in the fourth
o ‘quarter big bad Vinny! Take
* your rightful place among the
: top sales prosl

deals for 31.8 President’s -

~ Club Points! The dean of the

Tyler sales staff Randy is

do it in his typically high

- profile style!  Keep making i‘t’
: :happen 'Ra‘ndyl i

Clark or srmply a superstar m

. his own nght? FEither way,
 this guy is destined for

greamess A former condo

Prckettl

; The Oklahoma Cn;y
=~,Team' e

‘ 'Mlke szth

: Key Athens :

' It usually takes more than three'
‘new homes in a month to getin
“this newsletter But when you '

s cons1stently sell three homes a

- month with payable grosses
that are out of this world, well,

Jeff Goodrxch has 1a1d down

- the groundwork for what could -
“be one of the future’s blggest
 contributors to the company’s
_ ‘bottom line. ‘His team took :
~down $56,329 in payable gross

on 10 new home deals in -
February and March is looking

 just as sweet. “Jeff has donea
~-great job putting together a

winner in OKC,” says Larry

Speck, “and I fully expect them

to be one of the top lots in the

~company in months to come.”

- Keep doing your thmg, Jeff and
~ man is an jmportant part ofit!

company'

: Byron Cook
'Natzonwzde of
Midland

 “This manisa pure salesman, “

said Greg Burnett, “he’s got -

keeps proving Greg nght o

~ month after month. - :
In February, he shined bnghtestf
- inMidland by sellmg ﬁve umts

" for 344 President’s Club
~ Points. Way to go Byron|

s ‘fDavzd McMzchael

~ Key—Athens o
David is the Regg1e Jackson of
: the mobile home world! In’

* February he knocked four new :
time share salesman in ultra- o

~competitive Lake Tahoe,
~ Craig knows ﬂiexlmpo'rtance
- of taking down the deal

~ today. In February, he sold
~ four new homesforan -
& f1mpress1ve 33.2 Presrdent § iy
Club Points! He’s a guy w1th~ ;
, kblg ideas and even blgger
A numb ers to back them
up... watch out for Cralg

homes out of the. park more

- specifically, he averaged
~ $8,396 payable grossper
" home! AsHarry Carrey would :
- say, HOLY COW' s :

- l>age'4 )

then we make an exception.

Mike Smith. (256.8 President’s
Club Points YTD) does that -
every month and, as a result, he

- is one of the company’s top
. salesmen. In February, he did

the usual... 3 new homes,
average p.g. of almost $7,500. -

- Louis Murray

I nstant-Gulf
G. M. extraordmalre Butch

Newman has one of the

company’s best staffs and this ’

Louis is a- family man who racks A

i up big numbers month after

month and has put more

' Houstonians under a roof than
. the Astrodome. Louis hadan
~ incredible February 6new ,

“homes, 7k average p.g. and 69. 5 -

o talent 10 SpaIe'” Well Byron t;” 'Pl'eSldeIlt Club POlntS

showmg the new guys ‘how to ;
Dave Schwartz

g Instant-Gulf

You don’t think we’d forget the

* Davemeister, would you? This -

~ isman who is aboutto openup
- his own 1000 space mobile home

- park, called DaveAcres, whrch
will only hold homes he sells.

The Grand Poopah of our

- industry took down an mcredible ’

~ seven deals in February (6of

- them new!) for 75.3 President’s
_ Club Points and a share of the

Quarterly Contest Wmmngs'
Roll Dave Rolll . '

; Tom W’lson
: ;Natzonwzde in

Lancaster .
- Tommy took down 5 big deals in

February, all wh11e helping Don ': :

. Slmonson run their successful
~ location:' A company man it
_has made a real commitmentto
" his job, Tom keeps making . . .
things happen in Lancaster! .~



 Presidents CubMonthly

o done how we should make
tmoney ‘

I cOuld write an article about

' orgamzatlon to the. place I

~ have found that no true :
»professronal can sncceed to hlS

- these different approaches
‘(and someday I will), but I -
feel it is some of the more

~ PRESIDENT'S CLUB MONTHLY MARCH 1994

confident atutude about them

. Most of their offices were
clean and ready for busmess Sl

and there wasa sense of

“ - mnice tles slacks or dresses and
~ do they portray a profess1onal S

image or do they ] look like
they are going to work at the

- car wash? If they don’t look
the pan folks, there i isno way
; that they’ll eam the respect

Pages o

S S am Bree n been ﬁnallzed we do know i T Q M and contmue presentmg  needs: 1) Trainingin
. that Dave Davis will present a toprcs from the T Q M work- - how to do problem solv-
T Q M T oday ! sessron on. _]ob mtervrewmg L book ; : ing 2) A coachto lead
: ~and that 'TOTAL “and help them. 3)
: Ournext general meetmg on Diane o QUAL-  Clear expectations of :
T.QM.islessthanamonth _Mtller | ITY  theirrole and time com-
~away. Our session will be Randy | MAN-  mitment. Clearly define .
 conducted at the American  WAlsOR ~ | AGE- the mission of the team.
‘homestar plant in Lancaster oandBrian | | MENT 4 mformation about the -
fom1:00pm to5:00pm  Shearwil | B | TIPS needs of the internal and
~on April 19 and 9:00 am. to present an - e external customers of
- 5:00 p.m. on April 20. On evaluatlon . N S Teams - theteam. 5) Amethod 5
~ April 19th, from8:00t0  Ofamew U P . TE  @ea.  toassesstheirperfor-
12:00, Iwillbe givinga - process for T ~central - mance. Criteriafor
TQM onentatlon class for i3 mtervrewmg that they have he ;component of T Q M 1mple- measunng the team’s :
8 anyone Who has not yet at- * each implemented on their ( mentation. Often in our haste - success shou]d be estab-
~ tended one of my courses. - sales centers. I will lead a to deal with a problem we for- B hshed as part of the mi- o
© While the entire agenda fork panel d1scussmn on the . : get to set the team up to suc- r ’t1al session deﬁmng ex-
N ' the general ‘meeting has not “'_progress that the sales centers - ceed. Followmg areatevv re- ‘pecta’uons g s
s MR e B -,iare makmg munplementmg ~ minders about what a team
- Dwayne Teeter i
Gul l ib l ¢’ 's Trc ay els aesthettc dlfferences that seem fullest potentral ina G that a professmnal
- most important. 1noticed - dlsorgamzed envn'omnent  desereves (asJim
- Inthe past month I ve been - something in common with o - Morton talked aboutin
. from the industrial city of  every lngh-performance L Take a look at your locatron S “Proﬁles in Excellence”)
.- Houston to the far-reachmg  location that I visited... the = and ask yourself a few o
- plains of Midland, from the ~successful lots and people Chogn questrons When I walk lIltO At Na’aonw1de Wetryto el
__piney: woods of Jacksonvﬂle " looked the ' v . omy Ofﬁce is . make more money on our
to the wintery mountain ‘part! More . - thefirst © ~ homes than the guy down -
 beauty of Albuquerque, not - specrﬁcally, , g ,thing:l'see i'S'.' ‘the street. Wedosoby
to mention all pointsin . whenIwent . avacuum . sellmg themabetterbmlt :
 between. Ihavevisited = tovisitatop - cleaner and " home from a better &
- some of the company’s most location, their .~ ‘adity  company. Butthe
~ successful locations, some -~ lotwasclean, L k1tchenette - residnal benefit of this
- of the least successfuland a. -~ theirhomes ~ =~ - (hey,I've approach isthatwe end
few who lumber in between. ~ werewell . seenitlyor . up selling to abetter
I’ve tapped the minds of - merchandised - dsitclean customer, one that
~ some of this company’s best " and, most _ cand g respects us as we have X
- managers, many of whom ~importantly, »welcommg? respected them... one that[ o
have vastly different =~~~ theirstaffhad Aremy - we can havea good
opinions and philosophies of * a professmna’l : salespeople . relationship with in the
how things should be “look and - dressedin - - coming year. If we don

improve our. unage at-

- some of our locations, Weﬁ

w111 not succeed in
attracting the kind of -

* . customer we desire for

line of hrgh value .

7 products
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The Tracker Page ,
New Mom‘hly T echmcal Artzcles

,trackmg software that )
they’ve waited so patiently
for, the ball is in each-

: oomputer (v1a modem)
“within the next few weeks.
- Beécause of the valuable -

The Tracker. Page is a group of articles
that:are deSIgned to enhance the use of
this new |mportant sales tool and also
d computer users

 SALESPERSON'S |

- with the ‘e':)“'"‘:i:‘;?v anduseof  Jocation’s court and the - ' feedback we’ve received
TRACKER TIP OF g L IR : program’s success can only during these ﬁrst .
“THE'MONTH: Eirie g Attention:, : All Trackerheads! »be s;allauons,‘ ;
. Inthepast four weeks, = oon ac carer

vision for
 PhaseII'’s
~ paperwork
‘program has

‘red by

o Did you know that,_- ‘
' ' results.

~ you can
‘»coordmate B
' focused ‘mass

sixteen locations have come on-
~ line with the Nationwide Tracker
~ Software and, so far, the results ,
~ have been very encouraging. - 2 The )

: tmall-outs to just With regard to the prospect 5y Ft-)icg’d?"d?ll;ed'
Lo your own ~© database, vutuallyalllocauons ':~Tfa~°kef i : RIS, 10 WAl
~ ;customers" A Paperwork - have support not

¢ have been happy with its features -
e Tracker has the ‘andperformalziseandhave
R capac1ty to prlnt S embraced it hearuly In fact,
‘mailing labels for | .o - oeire two programmiers
every customer expected such a hassle-free first:
o you havek int h? ~ version. “When you haveanew . _
: ;dat‘a{bas’e,’wlthm’ ~ program that is, for the most part, - ‘of its relative lack\,
any contactdate -, 04> said John Smith, “you - ‘of automation,
..-range that you .- “have to expect the needforalot many first-time
~specify. In other offint tuning, So far with the »Wmdows word

only for new
smglew1des and -
~ doublewides, it will
also be useful for ,
closmgs onallused and
repossessed homes. o
~Also, additional fields of
& data will be requested
during data entry which

- program has
calsohada .
. successful
mtroducnon
' ,However because

. words, let's Say o prospect database, though, 99% ~ DIOCessor users are 0 f should allow for less ﬁne g
you'veput  of our tech support calls have having a hard time  tuning after the s
~ together a form adjusting to its features ~ documentation merge. A 5%

- related to data-entry error.”
When the programers were
 attached to a form - approached with the common
~plan and you want ‘ 'questlons dunng mstallatlon !
- to Se(‘d,'? outto “can it do this” or “canitdo -
o allof your . . that?” it seems that, if the 1dea‘
_customers. No ¢ reasonable, the answer =

problem, just go
tothe reports always seemed to be yes. Now

_ closing package is bemg
~considered but not yet -
jdecrded upon. The new
home office form, now
© referred to as the Sales

S Journal wﬂl beincludedin
the program along withafew
-~ other documents requested by‘ :

Also, a ‘number of ’

1mprovements and developer F
~ errors have been broughtto
~ our attention and, as aresult,

letter that you've o

~ anew update (ver. 1.1)is
- currently being developed
and should be completed and

N : ~ loaded on everyone’s -
menu, click on the ‘.mat ?V,erypnélh@ ﬁy}é,S’alefS, ! s e _the sales centers.
~ “Mailing Labels ﬁ — .
by Date” button o C L et : G e R T T ST
2 an d answer the e omputer mgo & permanent recordmg or . . are asked:a;question. If youalmow
~ program’s 7 he Baszcs ~ computer data. A ftypical hard  the answer, you spit it out from
; questlons |t’ d?:irztholdg &etsaigg ai{nount . gnemOry mnneadlateb{’ Iil"(gfolu i .
’that easyl ' ; -0l data as 0 OPPY on’t, you go to your books, look
' _}Tthfimonth ’we I,l talk ; ,‘dlSkS L ~ up the answer and then answer.
= N;;n‘:tz:e ‘The device (which =~ - The computerlsthe same way. If
= ; 'RAM stands for Random e 1 fi
lookslikeasmall TV)on ( Bieanswer o oI question fs .

~ Access Memory) The ‘* RAM, it spits it right out. If not, -

which i 1mages generated by the

5 computer are dlsplayed

Hard Drlve The plece of

equlpment_ that allows for thej
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‘immeadiately retrievable
©memory that. can be accessed
- by the computer Let’s try to

explain it by analogy Let’s
say you rein a hbrary and you

‘ »Page;fs*

it goes to the hard drive. The 4
. more RAM you have, the lessit
* goes to the hard drive (which

slows thmgs down con51derab1y)

B *Some definitions courtesy of .-
. Microsoft’s Computer Drctxonary .



L tw0'years~

: houses

The Manufactured

o p Home Market in the i

i Southwest

FACTS, HERESAY

" AND OUTRIGHT -
: MARKET
: 0% of Moblle
: ,Home Buyers
f' inance their
Purchase ;

e 'Natlonally,

5 "-shlpments in the’~ '
aMob|Ie Home ' .

dust e '
industry areup e Total new umt smpmentsm

1993 for the three state area of‘ o
 Texas, Oklahoma and New
- Mexico are up 73% over 1992 St
_* In the past two years,
5 slupments have increasedan
- amazing 237%. A majority of
- this increase has taken place . e
- inthe smgleW1de products In
- fact, theincreasein :

49% over the last -

- 'lOur competltor s

use mostly
E recycled alummum

- cans and drlftwood

~as the prlmary
; matenals in thelr :

: Smce the Clmton s
- moved to the White
~ House, Big Mac

. consumption in

£ ‘ Little Rock, Ark is
down 28% '

: "Men wrth pot
_bellres and halry

. backs are less

- likely to marry.

and our place in lt -1

- 'I'n the neXt two years
- American Homestar ,
o ‘Corporation will pursue an -
: iy essive te | [
: ,LlES ABOUT OUR . ;ﬁﬁ the reg;):vntg m gy at
. manufacturing levels. To best
- explain how we plan to reach
~ our goals, we first look at the
* current posture of the market
- inthe Southwestem Umted Y
T States :

Sthments Way Up

1 A Broader Product
; Oﬁermg

E 'H1stoncally, our company has
- been more dominant inthe
_doublewide market. Why?
s Because it has proven tobea
~ more stable product when
" times were lean, and most .=
, unportantly, because two out o
- of our three manufacturing

o _ plants specialize in making -~
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AMERICAN HOMESTAR CORPORATION

; ﬁ QUARTERLY RETAIL SALES $ IN MlLLIONS il

" 4TH 94QTR .ESTIMATE

: FISCAL YEAR

1 m EXISTING SALES LOCATIONS- NEW SALES LOCATIONS B

" This graph shows how rmportant expansnon has been to |mprov1ng § O
overall sales révenue. As’ explalned in- thrs article, a broader product

offenng wull help mcrease volume on exrstrng locatrons

- avarlable tous. In other e
~ ‘words, we have been mlssmg SR
~ the most raprdly-growmg
o vsegment of our market L
~ That’ s all about to change G
‘ . Southwestern market by
- opening or acquiring several .
- different locations. By the end !
~ of Fiscal Year 1996, for
example we plan to have as
- many as 40 retarl locatlons ‘We

singlewide shipments has been, i The P lan

 almost twice that of multl- ‘ : :
- section homeS Our goal i fo Bave 8t

- complete mventory— one

~ which meets every customer

- price point- on every location.

~ Anupcoming expansionat -

 the Lancaster facility will

enable us to broaden the

s Gala,\y product line to.

. include homes with pricing
~ andfloor plans that arenot
 currently being offered. Thls' g

-expansion will also greatly ‘
| increase production, thus
- improving our manufactunng :

 “efficiencies, resultmvm s
high-end multi-section homes e o

G Consequently, we have not :
. targeted the rapidly-expanding -
'smglew1de market and have
ot experienced the dramatic
s mcreases in sales Wh1ch are - :

e lower home costs
5 There i isa two-tlered plan for ol

. growth for our retail d1v1510n :
The first tler as we’ ve.

 Page7

i explamed mvolves mcreasmg
: ‘volume on our existing lots
. through broademng our product

offering. The second mvolves i
increasing our presence inthe

will be in every major market in "

~ our 3-state region. We can only :
.. grow this fast through the

~ internal development of our
i fpeople 3

L ,Sezze the moment...f

- There isa great opportumty
; presently at hand. Those who
~ have proven to be the best at’

‘maximizing performance

~ through the use of company

tools will be the first tobe .

- called upon in this excrtmg
i penod ofgrowth i
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‘Prepare for Shear -
Excellence
Brzan Moves East

bring his unique selling style to
“the new location. “Brian is a
‘winner who has a proven

'Natlonw1de of Mesquite’s Larry' - 1‘;‘?‘_110‘1’”» Says Larry ‘Speclg. “H X
Speck has bought out Phoenix OWS OUr program, Supports it -
Housing’s mterest in the Ke v and will demand that his people

~ Greenville location. Itsnew ‘gil:;;;lggums will result in ;
General ill'b «

o ;: " tha11\14 ﬁ:ﬁi‘; d Oc;g’one Also coming from Mesqmte will
Brian Shear. Formerly an Asst. be sales pro Dusty Kollmans-
General Mana ger in Mesq uite’ berger ‘The locauon will now

o and longtime Sales Manager for : Ig-Io under ﬂ’}e (I:l“mdel Alflglcan R
Magnahome Bnan w111 no doubt ,, omestar 900 uck, DRl -

new HOmeétars.

‘The Faces
Behind the
;Proﬁts...the
,.‘Athens Team’ S =

~P1ctured from
left to right on
Front Row-
Margo Beard,
J anet Haws '
Back Row-

' ‘Mchchael
‘ Jlm Rudolph

P 's1dent’s Club YTD

; / we ‘The Superstars/
’done set—ups and Iandscapes fo
,,homes that we’ve sold. If any of 2
§ you know of some homes that Iook} 13 ,
| particularly picturesque, please call | ,,‘Af_‘,iv.ncent Cipollone - 288 Su' (
| Ronnle Rlchards‘ at the Amerlcan | 5. Mike Smith - Key Homes in Athens - 256. 8 Pomts
| Homestar pian at (21412303005, | Je. Davie Mettichan - Key Homes n Athens 257,571
We may. 'nCIUde pl tures Of thlsf 8. ~J:ck Williams - Adva?\tage in Jacksonwlle- 210 2 Pts
thme n uture S promOt'onal‘ ‘89.Jim Tnerney Advantage in Jacksonvnlle 202. 8Pomts
matenals The owner of”the home § 10. Diane Miller - Nationwide in Huntswlle 202 8 Points

'W||| be compensated with an 8x10‘ 11. John Raine - Nationwide in Lancaster -194. 1 Points
”glossy and maybe a fru1tcake Saap 12 Brandon Newman Natuonwude in Mesqunte - 175. 2 Ptg
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