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“We went from being relatively nothing in
the 1980s — maybe making 40 to 50 vehi-
cles a year — to becoming number one in
North America by 1990,” says Hanemaayer.
“And we've held that position ever since.”

Staying Ahead of the
Traffic

Today, Home & Park Motorhomes oper-
ates from a 120,000 square foot facility in
Kitchener, ON. It has a North American
network of about 100 dealers, with the
U.S. accounting for approximately 80 per
cent of total sales. Latest numbers show
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A: Swiveling captains’ seats, the cab is also a liv-
ing area for eating, entertaining or just relaxing.

B: Spacious galley kitchen area, privacy
doors, toilet and sitting area. Lots of room.
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that for the first seven months of 2003,
Home & Park Motorhomes captured 52
per cent of the Canadian market and 45
per cent of the U.S.

“Our goal used to be to capture 50 per
cent of the market,” laughs Hanemaayer,
admitting that he might now have to raise
that milestone.

According to Hanemaayer, the reason
that the Roadtrek has proven to be so pop-
ular among Canadians and Americans
alike can be attributed directly to three key
factors: design, quality and service.

T.V. from lounge, bed or captains seats.

In the area of design, the Roadtrek is
miles ahead of the competition — offering
customers a more aerodynamic design and
better fuel efficiency, as well as the conve-
nience of three separate “areas” within the
floor plan: forward-facing seating; central
bathroom privacy area; and separate eat-
ing/sleeping sections.

Home & Park Motorhomes currently
offers five distinct Roadtrek models, all of
which are based on the Chevrolet van
chassis. The company used to offer the
Dodge van chassis but Dodge has since
discontinued the product. Current models
include the 190 and 200, available in
either the Versatile or Popular version,
which amounts to different interior lay-
outs... as well as the 170, which is avail-
able in the Popular version only.

As far as quality and service are con-
cerned, these are a direct reflection of the
200 people who work for Home & Park
Motorhomes,

Accent on People

“One of the reasons | began working
with the company was because Jeff and I
shared a lot of the same business philoso-
phies,” explains Pete Mateja, president and
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C: Watch your optional premuim brand 15" flat screen

CEO of Home & Park Motorhomes, a
three and a half-year veteran with the com-
pany. “For one thing, there is a heavy
emphasis on people. Twenty-five per cent
of our pre-tax profits above a minimum
threshold is shared with the employees.
2002 saw a record profit sharing payout of
16.1 per cent of gross wages or an average
of $7300 per employee. Everyone has a
vested interest in finding ways to improve
things — it’s better that way.”

People and their respective health and
safety are key drivers at Home & Park
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beds or king.

Motorhomes and this commitment is evi-
dent in the current 350+ days without any
lost time. In fact theres been only one lost
time accident in almost 2 years. There are
also many employee initiatives, more often
than not partially funded by the company,

D: Flexability of models includes twin

such as: a subsidized computer purchasing
program; the Fat Cat Club, where people
are encouraged to lose weight; and the
Kick Ash Club, where 29 out of 40 people
who participated managed to kick the
smoking habit.
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Roaditrek has lots of options to enhance your RV experience.
Our Florida Room provides a bug free private room for your
outdoor enjoyment.

“The nicest surprise about working here has been the passion that
people have for their jobs,” says Mateja. “They take tremendous
pride in what they build.”

Moving the Industry Forward

This drive to succeed is also evident in the company’s ISO 9001-
2000 certification — an industry first, as well as in Hanemaayer’s
desire to better the RV industry by collectively improving quality.
Research has shown that the average motorhome, in general, has 12
defects within the first 90 days of ownership, with class B
motorhomes having about 6. According to Hanemaayer, that num-
ber is way too high.

“Cars only average 1.5 defects,” he says. “Compared to the
automotive industry, we have terrible quality. Granted, we're not
the same as a car in that we are a vehicle and house built togeth-
er. Maybe we can’t get as
sophisticated as the auto
industry but we can certainly
improve that figure.”

Driving Forward
With a vision to better quali-
ty, improve efficiencies and
provide greater value to the
dealer and customer alike,
Hanemaayer is well positioned
to continue leading Home &
Park Motorhomes on the path
of success. Today, the company

manufacturers approximately
1,500 vehicles per year. It has  Jeff Hanemaayer. Owner, Home &
also just recently introduced a  Park Motorhomes.
brand new 30th anniversary
special edition Roadtrek (available in the 190 and 170 models), that
sports a special metallic silver paint with black accents. By all
accounts, the road ahead looks smooth.

“We just want to continue to do better at what we do." concludes
Hanemaayer. “We've always been a class B manufacturer. I'd rather
continue to do one thing and to do that one thing well.” L g
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