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Quality Wholesale Homes & Furnishings LLC

A NEW VISION

Quality Wholesale Homes has boosted sales and growth by selling
manufactured homes directly to customers at wholesale prices.

by Kirsten Srinivasan

rom a young age, DeVon S.
Howard was interested in
land development and hous-
ing. At age 15, when many
people are preoccupied with
prep football and proms,
Howard opened his first man-
ufactured home sales center.
Juggling homework and launching a busi-
ness was 'a little challenging," Howard
admits, "but I had secretaries that helped
me [with the business]."

He started in 1982 with a team of about
10 employees. A few years later the com-
pany expanded with a wholesale division
targeting dealers and developers. In 1997,

Howard consolidated the retail and
wholesale divisions, basically eliminating
the retail segment, he explains. "We made
the decision to offer manufactured
homes wholesale directly to the public,”
Howard says. "We were the first to estab-
lish our particular business model. Some
have attempted to duplicate our model,
but as far as I'm aware, no one else has
successfully."

Richard Wedig, executive vice presi-
dent of consulting services, says most
dealers struggle with the low profit mar-
gins of wholesale pricing because they
don't have the necessary volume to sup-
port the business model. p
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Products Manufactured homes
DeVon S. Howard “By offer-
ing wholesale prices direct to
the public, we have created a
win-win situation.”

Quality Wholesale Homes &
Furnishings is a leader in the

o
Q
—
o
o
D
—_




1800}90

Quality Wholesale Homes & Furnishings LLC

p This isn't an issue with Quality
Wholesale Homes & Furnishings LLC,
Howard explains. "We do more sales vol-
ume in a month than most retail sales
centers do in a year," he notes.

To support the tremendous volume,
Quality Wholesale Homes currently
works with seven factories in the western
United States, Wedig adds.

"By offering wholesale pricing direct to
the public, we have created a win-win sit-
uation," Howard asserts. "The customer
gets the absolute best value they can get
in a home, which we guarantee in writ-
ing. At the same time, our company is
profitable even at the lower margins
because of the increased volume.

“Our success allows us to offer more
services and resources to our customers
than the typical retail sales center,” he
says. Compared to the traditional sales
center with one sales representative han-
dling all aspects of the transaction,
Quality Wholesale Homes has special-
ized departments that offer "much high-

er quality of service," Howard says.

The typical retail sales center staffs
three to six sales representatives, he says.
"In contrast, Quality Wholesale Homes
employs in excess of 50 sales representa-
tives per sales center to support our sales
volume," Howard states.

Jon Benson, executive vice president
of sales and marketing, says another
major benefit to its customers is that
each home is custom built. Customers
choose their own floor plans, cabinets,



colors, fixtures and other features.
"Typically, in our industry the customer
goes to a dealer and purchases one of
the existing inventory homes on the
dealers' lot," Howard says. "One of the
disadvantages to that typical purchase
is the cost factor. That dealer paid to
have that home delivered from the fac-
tory to the sales center and set up.
Then, they have to tear that home
down and deliver it to the customer
and set it up again."

This alone adds thousands of dollars to
the cost, he says. With Quality Wholesale
Homes, customers can avoid these costs
and customize their home. "The typical
savings for our customers is $5,000 to
$50,000, depending on the model and
size," Howard says.

"Our customers are impressed with
the quality of our homes," he adds.
"People need to understand the efficien-
cy they get with having a home built in a
factory vs. having a home built on-site.
Having a controlled environment inside
the factory provides numerous benefits
such as: cost controls; not having to deal
with the weather; consistent quality and
building inspections as the homes are
being built; and economy of scale when
purchasing labor and materials. Each of
these adds to the quality and cost savings
of our homes."

CONTINUING GROWTH

The company has emerged as a leader in
the manufactured housing industry and
is in the process of expanding nation-
wide, Howard says.

"The key to our success is our people,”
he emphasizes. "We are very careful
about the quality of personnel we select
as we open new offices. It's the combi-
nation of the people involved in our
organization together with the quality
and value of our product that have made
us so successful.

"Another key to our success is an
investment in our people," he adds. "I
don't know of another company in our
industry that has the training we have.
We have a Fortune 500 trainer full-time
in our organization to develop ongoing
training programs."

Quality Wholesale Homes has in-
house courses on ethics, professionalism,
service training and other topics.

"We actively solicit customer feedback
for all our activities," Wedig adds. "The com-
pany is heavily focused on customer serv-
ice. We have a consumer indicator/index
that tells us how well we are providing serv-
ices to our customers."

The company uses both internal and
external auditing services to track it.

Howard says he is grateful for the con-
fidence that customers and employees
have shown in the company over the
years. "It is rewarding to be a part of an
organization where we realize our
dreams as well as the dreams of our cus-
tomers," he states. wabs
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