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segnient lrends skyweird.
By Bob Zagami

rom pop-up clmpers to type A motorhomes, Coaschmen—

casily identificd by its famous dog, Pete, who can be seen

on every RV Coachmen manufactures—Iirst hit America's
highways in 1964,

The company is not content with riding on its brand and mascot
recognition. The company is striving to bring new ideas wo the
fore to embrace the atention and buying power of BY enthusiasts
who might not know its products. To that aim, Coachmen in 2015
entered the tvpe B market.

Based on sales growth numbers the move is paying off for its
two initial type B units—the Galleria and the Crossft, General
Manager Nick Recchio says the units are positioned w provide
luxury accommodations and craftsmanship at the upper end of
the category,

“We did not want to go market with a “me oo’ type of
motorhome. It had to be something special and | believe our
team delivered that,” Recchio says, “as evidenced by our 134.9
percent growth in January, 2018 and the 31.4 percent current
yesr growth over 2001727
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Coachmen

Making its

Mark in the
pe B Market

Its two offerings in the segment—Galleria and Crossfit—are
seeing amazing yearoveryear sales growth as the type B

Photos by Jeff Stillson

Thoughtful About Design, Amenities

“At this time, we are only building on two platforms to ensure
the highest level of guality, consistency and customer satis-
faction as our units hit dealer’s lots. We find that dealers who
lave not jumped mto this market segment, are now taking a
serious ook at Coachmen products and secing motorhomes
that are different, well-built, and supported by a small team
of outstanding professionals dedicated to bringing the best
Class Bs to their customers,” Recchio savs, “As Class B sales
continue to skyvrocket (nationally), dealers can no longer sit
on the sidelines and lose business to competitors. Coachmen
provides a familiar nameplate, backed by what T believe is out-
standing customer service, We have a group small enough to
react to dealers every concern.”

From 2013 to 2017, consumer type B vehicle registrations in
North America grew by 134.63 percent, according to Scott
Stropka at Statistical Survevs Inc. For comparison, overall RY
registrations grew by 53,45 percent during that same time {rame,
according to Stropkai.
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In Coaclhimen’s cise, the growth wajectory really caught fire at
kst vear's Elkhart Extravaganza open house event.

Coachmen introduced its new Crossfit 22C Hoorplan at the
2017 Ekhart Extravaganza. The unit is built on a Ford Transit
chassis. The loorplan—with a powered rear sofa— marks the
first time such a floorplan has been offered on the Ford chassis,
Recchio savs

At the same event, the Galleria 24FL, along with units with an
optional Xantrex Freedom e-Gen-Li3 Lithium Lon Power System
debuted o dealers,

The Xantrex lithium battery aims to accommodate customers’
necds for power, frecing them from the necd to stay only in RY
parks to accessa power pedestal, Understanding that many tvpe
B owners might never camp in a campground, Recchio believes
in the importance of incorporating intelligent power systems
to provide customers the ability to be sell-sufficient for longer
periods of time.

Steve Carlson, OEM sales manager for Xantrex, in announcing the
partnership with Coachmen, savs, “Our system offers the longest
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ruitime, fstest battery recharge tme, salest battery chemistry,
smartest battery management and the most advanced inverter/
charger system, 1 am confident Coachmen’s Class B customers
will see the benefits of this svstem in the very first trip.”

The first true retail introduction of the Galleria equipped
with the Xantrex Freedom e-Gen Lis option happened at the
California RV Show in Pomona, Recchio says, adding it was
“game-changer.”

“The new system offers our customers a smart, safe and afford-
able lithium ion power system that isn't found in the Class B
segment today,” Recchio savs.

The Galleria retails in the $140 000 range, and in the $ 160,000
range when equipped with the Li3 system. (The Li3system is
not available on the Crossfit, which retails for about $109,000.)

What Customers Want

Recchio took the helm of the Coachmen type B division in
Janwary, 2017, Starting at the kickoff of consumer show season
afforded him the opportunity to be at shows, hearing from
dealers and consumers from nearly the moment he started,
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“When I came in, the current product had been out in the field
for about a year, and it needed a lictle makeover. We wanted to
address a couple of our shorteomings,” he says, “We redesigned
the interiors and we ok a really hard focus on power and the
power wie necded to offer the class B customer—batteries,
inverters, our lithium system.

“Twas able to work a lot of shows right when [ started. That was
in January, it was the heart of show season—January, February,
March, April— where I got a lot of one-on-one tme with pro-
spective customers, current customers, future customers, and
we listened, and we listened, and we listened. After show
season, we had a good idea of what we were doing really well,
and what we were not doing well. And that’s when we really
= started focusing on increasing our Galleria’s power supply, as
b st ; . : - well as really talking about lithium and bringing Xantrex into
Electrician James Yoder installs a coach's wiring harness for the the picture.”
power system of a new unit.

_ Recchio and his team, in working on the revamp unveiled at
I Open House in 2017, made it a point to stay “true o some
of the things the division had been doing well, particularly
our cabinetry. 1t's amazing cabinetry, We kept some of our
core features and built upon that.” The Galleria, built on the
MercedesBenz diesel chassis, and the Crossfit are outfitted with
exclusive custom hardwood cabinetry with radius doors and
high-gloss finishes.

Unigue to Coachmen type Bunits is the PVC marine-grade vinyl
used [or interior walls, The material never rots, rejects mold,
holds up longer than tradidonal RY materials and is a great
insulator and sound deadener.

Other features Recchio believes set Coachmen type B units apart
include multiplex wiring, a 180-degree Liy-flat sofa and higher
quality insulation.

Unlike other RV manufacturers that might have numerous
divisions that make similar products, Coachmen stands alone as
Forest River's only tvpe B division, which Recchio savs, “means
there was really nothing 1o reference” when it came to amenities
in the Galleria and Crossti.

“We didn't want to be like everybody else, we wanted o stick
1o some of our core features, like the Heritage cabinetry, and
we wanted to be a little bit different,” he says. “We wanted to
focus on residential features not commonly found in the class B

In the Galleria, for instance, instead ol the typical type B sink,
Coachmen chose to use a more residential sink and hisrise faneet.
‘Nobody else in the Bs are using it.” Recchio says, “We want
to give those features for that female customer, When she's at

All Coachmen type B units have custom hand-crafted eabinetry. home, she has those features. We want to make sure she has
Guillerma Velasco is one of the aaftsmen tasked with instzlling the those features while she's on the road.”
cabinets.
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Lori Stutzman peels away the backing while installing the Coachmen nameplate at the end of the manufacturing line.

Interest Spans Demographics

The renewed interest in type B motorhomes has come [rom a
diverse selection of buyers. What's surprising to Recchio, who
spent two decades working in the towable segment, is how
miny first-time buvers are drawn to tvpe Bs,

Reochio savs former diesel motorhome owners whose coaches
are now too big are finding Coachmen type Bs appealing. Those
consumers are unwilling to give up the BV lifestyle, he savs.
Others who are drawn to Coachmen tvpe Bs inchude grand par
ents who take what Recchio calls “Hilton o Hilton™ trips with
their grandkids; millennials working out of the units; and a lot
of engineers, who Recchio says are drawn to type Bs because
they are “very techy products.”

“Coachmen units feature a lot of components not tpically found
out there. We're one of the only Forest River divisions using
lithivam batteries right now,” he savs, “If you had asked me two
years ago if I'd be putting lithium batteries in a class B, I would
have said vou were crazy. 1 would have never thought it Xantrex
didn’t give up on us, though, and after about seven or eight
months of testing, we decided to pull the trigger on the lithium
system and it°s just been a huge boost to us,”

Dedicated, Growing Team

Recchio, 45, has been working around and in the industry since
he was a teenager. Prior to taking the helm for the new type
B coaches, he was sales manager of the Coachmen Chapparal
fifth-wheel division.

“Twas in towables for 20 o 25 vears, and this is an entirely
new experience for me—jumping into this new division and
launching two new products that have been very well received
by BV enthusiasts, has been very rewarding,” Recchio savs,
“There is a ton of pride in this division, one of the smallest at
Coachmen right now, but we are changing that quickly. Under
the direction of plant manager, John Frey, we have 28 “super-
stars” on that production line. Some have been with us sinee
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day one. [ honestly believe we have some of the best plumbers,
carpenters and craftsmen in our indusiry today.”

When Recclio started the type B division, he knew he might
face uncertainty from a team he didn't know and who didn't
know him, Tt didn’t take long for that to prove unfounded,

“Instantly T realized T was around some of the best people in the
business as far as production,” he savs. “It's not yvour typical RV
facility _ . . the plant’s quict, the plant’s clean, it's just different
than any other plant that T've ever been around, The pace is a
little slower, there's a lot more care taken. It's not your typical
RV production line. And the guys that make up my production
team are so guality locused. We had a shared vision of how we
wint to build the best quality chiss B in the business.”

Recchio wore multiple hats when he started in the type B
division, serving as general manager, sales manager and warranty
advisor. The focus in the beginning was squarely on prodoct
quality and setting up new dealers to sell the units. This year,
the focus turns w increasing product awareness through email,
direct mail and social media campaigns, gathering customer tes
timomnials and training dealer personnel.

Coachmen, Recchio says, has been adding dealers slowly to
ensure “they are fully embricing the class B segment of the
market. Prior success with traved trailers, or even motorhomes,
does not guarantee success with class B products. We want
dealers that understand the buyers and what motivates them
to move into a smaller motorhome and what they expect to
get out of it”

Those dealers are not necessarily current Coachmen dealers.
Adding the tvpe B units could serve as an introduction to the
Coachmen name and legacy quality.

“I think it will be a lot like the industry was six or seven yoars
ago, when some manufaciurers started building 1 8-{oot trailers,
and nobody wanted to stock them or they would put one or
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Final finish team leader Jacob Gerling installs the mechanism to
ensure cabinet doors stay closed while the RV is driving down
the road.

Group leader Matt Getz works on one of Coachmen's new high-end
type B units.
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two on the lot,” Recchio savs. “Today, the dealers” lots are [ull
of them. Sometimes market segments are slow to catch on, and
that has been the case for class B units for decades.”

At Open House in 2017, when revamped designs were unvieiled,
the company picked up West Coast business it had never
had before.

Recchio says he looks forward to growing the dealer network,
ot only because of what new dealers can do for Coachimen's
sales, but what he believes Coachmen type Bs can do for dealers’
sales numbers, oo,

“With 20 1o 25 percent growth in each of the last four years,
class B motorhomes have quickly gone from niche products to
mainstream, and yet many dealers do not have them on their lots
yer,” he says. “We think our products give them an excellent
apportunity to enter this segment with an experienced company
producing a high-end quality product consumers are going to
appreciate and buy.”

Connecting with Owners

I his 20 years in the towable segment, Recchio savs he only had
a personal relationship with one consumer. In just over a year at
the helm of type Bs, he talks to customers at least once a week.
Word is spreading quickly about the quality of the units,
bolstered by “the exceptional customer Service our owners are
receiving when they contact our company,” Recchio savs, "We
embody the corporate theme of customer satisfaction being our
Mo, 1 goal, and it translites into our sales success.

“Our customers are pulling for us out in the field. Our attention
to service and customer satisfaction in the feld” drives that
support, he says. “T'm talking to owners and a lot of these
owners are engineers and U'm on the phone with them. It's a
group effort. Tt's really neat secing the passion they have for us
and the product we sold them.”

Coachmen, Recchio savs, does not have an owners' group
on Facebook, but both the Crossfit and Galleria have owners'

groups on the social media platform. The Crossfit group has
about 250 members so far The Galleria group has about 300,

“We let that grow organically,” Recchio savs, ‘My team has
Facebook on their phones and we monitor it constantly. If a
customer is having an issue, we reach right out to them, We
don't wait for the call. We're very proactive in our service.”

The anention to detail, the drive 1o be different and the focus on
being responsive to customers is all adding up to big things and
a bright future for Coachmen type Bs, he says, 1]
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Why aren’t you selling the fastest growing
Class Bs manufactured?

oo bt Engish
dove-tail drawer construction
* Mercedes Benz-inspired luxury seating

* #1 in customer satisfaction in the
fype B segment

* Large, protected sales territories

* Respected, legacy brand well-known
by consumers

* Galleria now features the optional
LI3 lithium-battery system — No Generator
needed. System features a 2nd under-hood
alternator & 600-Amp-hour lithium battery
by Xantrex.

* Crossfit 22C features industry-first rear, power
sofa, and is built on the Ford Transit chassis

* Truma Combi furnace/water heater



