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Security Mortgage Group began as a commercial mortgage broker in 1989

with the
DiMarco Brothers

with Girard DiMarco, Sr. at the helm assisting with financing of apart-
ments, shopping centers, ete. Sons Gerry and Anthony, both holding
finance degrees, joined the business
in 1992 and 1996 respectively. 1997
brought about a new line of business
for Security Mortgage Group—manu-
factured housing. It wasn’t long after
that business growth that the brothers

recognized the similarities in the RV

park/resort industry.

HOW DID YOU EVOLVE THE RV PARK/RESORT
SIDE OF YOUR BUSINESS?

Helping RV parks and resorts across the
nation grow and realize their dreams was a
natural offshoot from the manufactured home
industry. The ownership and operational
models are similar. With that experience we
understood the need to educate lenders on
the nuances of RV park/resort operations.
Upon further investigation, we discovered
that local banks were unfamiliar with this
tyvpe of business thus rates and terms were
not as favorable as they could be in that
lending situation. By offering this service to
the RV park/resort industry we feel we add
substantial value.

HOW SPECIFICALLY?

We zee ourselves as consultants first, We
field plenty of calls from interested parties
looking for answers but feeling misunder-
stood by local institutions. By talking with
the park owners we can together understand
how and if a mortgage component may help
them achieve their long-term goals. Those
may be paving down higher rate debts, posi-
tioning the business for inheritance, estate

planning, ete.
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Once we've examined the motivations we
can build a well-crafted presentation to pro-
vide to lenders. When they see a package
from Security Mortgage Group they know
we've already qualified the borrower via an
initial review of their income/expense state-
ments, ete. The lenders have grown very

comfortable with us.

WHAT'S WRONG WITH USING A

LOCAL BANKER?

The average banker is great for financial
transactions such as business hanking,
checking, ete.—in fact we use a two branch
bank for those services—but in our experni-
ence we've noticed that they know very little
about the quality and stability of the RV busi-
ness therefore if that’s the direction owners go
they are very likely to receive lousy terms.

WHAT DO THE LARGER LENDERS THAT YOU
WORK WITH OFFER THAT THE SMALLER
ONES DON'T?

One of the higgies is that the property owners
are nol the guarantors of the loans—the
property guarantees it. The lenders we work
with have a method for dealing with the

“dead zone™—no cash flow in the off-season.
That often times scares off local lenders. Ow
borrowers can choose to push amortization
out up to 30 years rather than the standard 3
vear 9% fixed rate loan on a 10 year payment
plan. This is important. For example, a 51
million loan at 6.5% with a 15 year amortiza-
tion and a 10 year payment schedule will
require a monthly payment of $8,700. The
same 51 million loaned at 6.5%. again with a
10 year payment schedule and a 30 year
amortization has a repayment amount of
56.300/ month. That can make a substantial
difference to the borrower’ cash flow.

CAN YOU ELABORATE ON THE REASON PARK
OWNERS MAY SEEK YOUR SERVICE?

Sure. We see needs for infrastructure
improvements such as road paving, utilities
upgrades, collection systems, and site
expansion. The money can be used to pur-
chase additional property or have available
for an upcoming opportunity. Another wide-
spread use we've found is for investment
diversification—rather than having all of an
owners money tied up in the property they
can gel a loan guaranteed solely on the
property and use the cash to invest in other
financial vehicles.

HOW ARE YOU PAID?
We receive no more than 1% at the transac-
tion closing. The lenders do not charge a fee.

HOW DO YOU VIEW THE GROWING
INDUSTRY CONSOLIDATION TREND?

It certainly adds an air of credibility to the
business. There will alwayvs be a place for
both small and large operations. With an
abundance of competition the consumer has
options and this keeps up the quality.
amenities and service levels. Because of
larger organization’s interest in this segment
of the outdoor hospitality industry the small
guy can get the same types of loans and

terms as the big guy.

WHAT OTHER EMERGING TRENDS

ARE YOU WATCHING?

Condo conversions seem to be an upcoming
trend. When the industry is doing well there’s
an influx of funds to buy and finance. The
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“The lenders we work with have a method for dealing with the
“dead zone”— no cash flow in the off-season.”
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Community Parnership
Completes Splashpad Project

Commercial Recreation Specialists (CRS),
Voriex Aquatic Structures and the VWautoma
Retary Club recenfly complefed installafion of
a 3,54 1-squarefoot, .Iow-m.rough Splashpad
at Bird Creek Park in Wautoma, Wisconsin.
CRS provided design and technical consult-
ing services, water features manufactured by
Voriex Aquatic Siructures, and assisted with
installation. The Wautoma Rotary Club fund-
ed the $200,000 p 0|c=rt managed con-
struction and, upon ”Om?.-@ﬂ(}ﬂ
facil lity to the city of Wautoma.

Tim Freudenthal, Wautoma Rotary Club
member and project chairman no;erx’, " After
reviewing o variety of !0\90 ideas, we
decided o Splashpad would best serve the
ocal children and meet the community’s
needs.” According o CRS's founder Ron
Romens, “A Splashpad is ideal for a park
setfing because it has zero standing
which means no lifeguards are required and
minimal maintenance costs.”

“The partners of this project truly worked
as o team fo create this amazing addition for
our community and provided an opportunily
fo boost the local economy through
increased fourist traffic,” said Wautoma
Mayor Jim Blaszezyk. The Splashpad at Bird
Creek Park has a capacily of over 100 and
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water,

includes three Splash Bays, appealing to a
multi-generational audienc
appropriate desig

> through age-
elements. Areas of play
e D\%Povefy BO\/ for small children with
a soft Water Jelly Spray; Adveniure Bay for
older children including the colorful
WaterQuest feature; and Action Bay for com-
petitive play and an interactive Soak Station.
Supplier member Commercial Recreation
Specialisis is headquartered in Yerong,
Wisconsin. Founded by Ron Romens in
1992, CRS is dedicated fo providing the
best possible customer service while deliver-
ing value for each customer. With over 40
years of industry experience, CRS is not only
an equipment supplier for select vendors but
ff E(J’Wiﬁg, consfruction ana

inclu

also offers design,
')po rafions services. CRS offers unparalleled
industry knowledge and proven success in
the commercial recreafion market with clients
i’i'“?u(fliﬂc 'm'niﬁipoiii'ies Po’npdrounds,
resorts and summer camp.

Tengolnternet Website Directory
Exceeds Traffic Projections

Tengolntemet, an ARVC Supplier Member,
recently announced i”npro%sivp results from a
new fracking program of ifs online customer
directory. In the third quarter, Tengolntemet
15,000 clickthrus to their
websites from www.tengointernet.com.

Tengolnternet actively manages a search
engine oplimizotion program on www.ten-
gointermnet.com to ensure viewers can quickly
find the relevant information they need about
WiFi service and available locations.

As active fravelers continue to use the
Internet to plan trips, the importance of main
laining a visible oqfi%‘ presence has never
been higher. According fo a 2005 survey
fited American Cc,mp-e-r: Profiles and
Perspectives conducted by YPBR, "More than
6 in 10 active campers and RV owners have
booked online directly through the camp-
ground/RY park.”

“Today's travele r expects fo stay connec fed
wherever they stay,” said E:lc SZLmuezg, CEO
d cofounder, Tengolnternet. “We provide
ihis service because so many people trip-plan
using the Internet, so many pecple want WiFi

any Tengo subscribers like to continue
fo use our service when they travel. Through
ihese referals, Tengolnternet is direcily helping
our customers grow their businesses.”
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Please Welcome our Newest
Supplier Members:

Camco Manufacturing, Inc.

21 landmark Drive
Greensboro, NC 27409
336-068-7761 & 336-668-2049 fax
800-334-2004

wendyl@camco.net ® www.camco.net

USA manufacturer of RV affermarket acces-
sories. Import items over 3000 preducts avait
able throughout cur wholesale disiributer net-
work. Also offer campstore package programs

Parcs Software

4190 Qakridge Crescent

Victoria, BC V8Z4X7

Canada

250-483-5812 » 250-483-5817 fox
888-458-9700

ron@parcs.us ® www.parcs.us
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Take control of your business with a proven,
cost effective Reservation and Operation
Management Software Selution from PARCS
Software. No other sofiware offers the
speed, features and ease of PARCS
Corfwwo af such a compeiifive price

Tengolnternet

106 East 6th Street, Suite 00
Austin, TX 78701

512-322-3959 « 512-233-1783 fox
SD(GSC:GﬂQO\ﬂ!@?ﬂ(—}'.CO(TI

www fengointernet.com

Tengolnternef is the oldest and .‘crg@& wire-
less Infernet network provider fo the outdoor
hospitality indusiry, delivers turnkey VWi
solutions for hundreds of campgrounds, hotels
and marinas in North America.

Highland Products Group

3350 Norihwest Boca Raton Boulevard, B2
Boca Raton, FL 33431

561-620-7878 ¢ 561-620-8668 fax
Jmsmo@mgn andpreducisgroup.com
www. highlandproductsgroup.com

Highland Products Group sells topquality
commercial site fumishings: public seating,
ashrtrashrecycling receptacles, bike racks,

/ lards. fenci ~ialty Foori
planters, bollards, fencing, specially flooring,
matting, and more
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industry is on an upward swing and the future
looks bright. Surprisingly, gas prices have not
had a major effect on the demand for properties.

ANYTHING ELSE TO SHARE WITH

OUR READERS?

We are in this business for the long-haul. It's
our future and what we love to do. We
encourage park owners that may be thinking
of refinancing their properties to review our
wehsite or simply call us. All size parks are
welcome and once we discuss your business
we will give you an upfront, honest overview
of your options. We care about vou and yvour
business and look to create friendships and
life long relationships, =

Strategy Session interviews are conducted and
written by Evanne Schmarder, editor of the
ARVC Report. She can be reached at
evanne@roadabode.com or 702-460-9863.
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