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Letter froID the President

It is for you that we've prepared this booklet. For you, our friends, associates,
colleagues and clients. Through its pages we hope to introduce you to our fi rm,
Captran, Inc. its people, projects, purpose and production capabilities.
You'll notice that the binding of the booklet allows for the immediate addition or
removal of pages, for this booklet concerns a dynamic firm engaged in perhaps
the most dynamic industry of the decade. The people, divisions, subsidiaries
and associates are in a constant state of flux .. . of flux and growth in this vital in
fant industry of interval ownership .
And make no mistake about it, interval ownership and time-sharinq are in their
infancy in this country today. People and concerns engaged in the industry
measure their experience by the month rather than by the year or century. And
as with an infant child, the learning experience of organizations engaged in
interval ownership development and marketing is at its highest level now with
opportunities and sensations presenting themselves to all of us on a daily basis.
From this booklet I hope you will know us, our firm, our people and our capabill
ties as they apply to your situation more completely and more comfortably.
Also from this booklet I hope you will see more clearly how Captran, Inc. and
its assets will be of projectible utility to you and your organization.

President, Captran, Inc.
The Interval Ownership Company

Industry Position on Interval Ownershi

If anyone fact has become crystal clear in the past several months, it is
that Interval Ownership constitutes the most significant departure from
from the traditional use of real estate in this century.

What that means, from a broad market standpoint, is that anyone who
can handle the cost of a new car and who will be vacationing regularly
anyway, can enjoy the benefits of Interval Ownership.

That's a strong claim, but the success of various Interval Ownership
projects in the United States and abroad supports the statement.

For between $2,000 and $6,000, right now, the average working man
can livefor a week in a luxurious, delightfullyfurnished and profession
ally managed resort condominium . .. just as though he had a million
dollars.

Interval Ownership is now being predicted to be a $75 billion to $100
billion industry in the next few years .. and, for good reason.
0

Vacation home ownership is rapidly becoming prohibitive for all but
about two per cent of all Americans. Costs of both buying and main
taining an individual resort condominium, a lake front, ocean front or
mountainside cottage, are skyrocketing.
Veryfew can afford to obligate ourselves to a $50,000 to $100,000 vaca
tion home, let alone feed and ca re for it ad infinitum.
By dividing a vacation condominium into unit weeks of Interval Owner
ship we can split the cost as many as 51 times. Not only the co st of pur
chase, but all of those other expenses as well.

That has to be one of the most exciting revelations in the history of the
Real Estate industry.
What magic accomplishment caused this to happen?
Well, we feel that history, inflation, increasing available leisure time and
timing , did it.
And we borrow a pag e from the book of Dr.Albert Einstein to offer up a
proper graphic analogy to depict it. Einste in said, "the next significant
dime nsion in our world will be 'TIME' ''.
We look upon Interval Ownership as the "Fourth Tier" in the use of real

.
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The original real estate ownership was measured through the system of metes
and bounds - providing only two dimensions for real estate.

TIER 2

The next step in real estate ownership included personal property in addition
to land - the addition provided the dimension of height

•

Now...Tier4
The condominium concept is further refined by adding the element of time.
The clock and the calendar now make real estate ownership a function of time.
Interval Ownership.
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The "Fourth Tier" ... Interval Ownership.
But what's that other phrase we also hear today?
"Time Sharing"!
Please, let's not confuse the two. We don't deal in time sharing . . .the difference
.. .we deal in real estate and convey fee simple ownership to our buyers in the
form of a conventional Warranty Deed. Time Sharing operations simply grant
their users the right to rent the premises for their allotted time on a weekly or
multi-weekly basis via a long-term, pre-paid lease.
Time Sharing is an accepted and popular mode in this industry, but we prefer
the additional protection for the owner that comes with a legal conveyance of
real estate.
We like to be able to tell him that he can do anything with his vacation home that
he can do with his permanent residence.
He can use it, lend it, rent it,sell itor pass iton to his survivors as part of his estate.

Captran, Inc.

• • . Developers of Interval Ownership Resorts
Just a few months ago the words "Interval Ownership" conjured up
some vague and mystical apparitions in the field of recreational real
estate.
Interval Ownership. What is it? Who knows of it? Where is it? Why is it?
KeithW.Trowbridge, was one of a handful offarsighted entrepeneurs in
the resort and recreation business who several years ago was asking
those very same questions.
Trowbridge, with three successful "whole" ownership condominium
projects under his belt on Sanibel Island, Florida, was facing the declin
ing economy of 1973-74-75. The forecast was dismal, but he was de
termined to bridge the economic chasm and continue developing on
Sanibel.
Thus, today, Keith Trowbridge is acknowledged as the foremost au
thority in the United States on the subject of Interval Ownership, and he
has the luxurious and sold-out Sanibel Beach Club Resort to back up
that reputation. That plus two more projects now on stream and one
more coming out of the lawyers' typewriters.

His company is CAPTRAN, INC., a Florida Corporation, privatelyheld
and expanding at high but controlled speed. In Captran is assembled a
broad base of talented and experienced individuals from the fields of
real estate, finance, marketing, sales, administration, property manage
ment and all of the attendent areas of expertise needed to perform.
In this attempt to define Captran for our friends and associates we will
introduce you personally to our management team and our very im
portant administrative and sales people ... the folks on the firing line
who handle the point of purchase.
Our projects are depicted herein as well and we trust you, as we do, will
admire their quality, size, beauty and the adherence to every detail that
CAPTRAN attempts to hone fine so its owners will get just a wee bit
more than they were even promised.
We suppose that to be our basic premise. And it's a refreshing one for
the real estate business.
"Promise them every good thing . .. and give them a little more."

Our People

Talent, experience and expertise combine to make up the assets of a market
ing and development firm like Captran, Inc. Our people are our assets . .. the
talent and experience assembled on Sanibel Island under the banner of Cap
tran, Inc. is a formidable, viable operating entity of over 80 souls devoted to
administration, advertising, marketing, accounting, sales, construction, financ
ing, acquisition, maintenance, budgeting and planning and production.
The leadership of such an assemblage of talent and energy is vested in fivemen
whose duties and responsibilities connect closely with their immediate history
and skills. There follow brief biographies of the officers and leaders of Cap
tran, Inc.
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KEITH W. TROWBRIDGE, President
Mr. Trowbridge has proven that the right
combination of personal attributes. can
mean success in building and development
even when others are failing. As president of
Spectrum Development Corporation he
organized, built and completely sold out
three condominium projects on Sanibel
Island, Florida during 1973 and 1974. In
1975 he reorganized Casuarina Corporation,
a failing condominium development, and
through the unique concept of Interval Own
ership, made it highly successful. Then his
talent and energy were applied to salvaging

Casa Ybel Resort. In addition to his many
directorships Mr. Trowbridge has also been
responsible for planning, budgeting and
physical plant development for such major
institutions as Florida International Univer
sity, The University of Michigan and Bowling
Green State University. He holds a Ph.D
from Michigan. At Captran, Inc., Mr. Trow
bridge's never ending energy and keen in
sight assure constant forward motion of
properties toward the planned profitable
goal.

••• • •
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JOHN (I. HILL, Vice President- Marketing
Mr. Hill's unique mind is singularly capable
of translating the weaknesses as well as the
strengths of resort and residential properties
into successful selling phraseology and
complete sales programs. He can see the
entire breadth and magnitude of a slow sales
situation and change it from a problem to a
profit. And why not? His seeming magic has
benefitted such endeavors as General Devel
opment Corporation, Holiday Inns, Lehigh
Acres, Jamaica Hotel and Tourist Associa
tion, National Airlines and others including

condominium and resort projects. John was
a consultant and contributor to Institute of
Environmental Design, Professional Builder
Magazine, Bahamas Ministry of Tourism,
Caribbean Travel Association, Republic of
Panama.
Now, Mr. Hill has moved from direct control
of the highly productive advertising and mer
chandising endeavors he headed in Miami
to devote his unusual talent to profit produc
tion for Captran, Inc. and its clients.

••

RICHARD P. DENNIS, Vice President· Finance and Acquisition
Mr. Dennis brings a wealth of banking ex
perience mixed with aviation,joumalismand
real estate syndication experience to Cap
tran, Inc.'s daily operating activity. He spent
14 years as Senior Vice President of a major
bank in North Central Ohio, specializing in
commercial lending, and during this activity
taught specialized finance plans for the Ohio
Bankers Association at Kent State University.

When he left the banking business and en
tered the field of journalism, Mr. Dennis did
so in a big way,earning six PulitzerPrizenom
inations, a Commendation from the Florida
Legislature and First Place Award from the
Florida Society of Newspaper Editors for
Public Service in 1976.

Mr. Dennis' acumen and ability in financial
planning, financing, and investor packaging
brings an invaluable resource to Captran,
Inc.'s clients - present and future .

•
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KENN R. KEIM, Vice President- Sales
Mr. Keirn is one of those rare phenomenons
.. . a man who has most successfully made
the nigh impossible transition from top sales
man to superb sales manager. As a sales
man with a major Indiana Ufe Insurance firm
which he helped found, Mr. Keirn produced
three and one half million dollars in personal
business in his first year. He then made that
difficult transition to Vice President of the
same firm and directed the successful sales
activity of over 100 salesmen in three states.

In 1972 Mr. Keirn departed the Insurance
business to venture into real estate. He be
came President of a Real Estate holding
company that developed several large RV
Parks in Indiana and Ohio. Mr. Keirn during
his tenure founded a number of ancillary
subsidiaries to the developement business,
including a finance firm, a construction firm
and a separate marketing firm. He came to
Florida in 1976 to manage the sell out of
Sanibel Beach Club and stayed to become
Vice President· Sales with Captran, Inc., with
responsibility for all sales and sales staff for
the firm.

CHAS J. LEONARD, Director of Operations
Mr. Leonard enjoys an extensive history of
direct management in the many facets of
American business. From production to
sales he has served large and small corpora
tions alike in the diverse fields of construc
tion, automobile manufacturing, major
appliances, shipbuilding, advertising and
merchandising. During the years of their
rapid expansion the Kaiser Companies found
Mr. Leonard's talents a part of their winning
ways. Subsequently, he founded his own
company to build institutional, educational

and residential structures in areas extending
from the midwest to New England to the
Caribbean. Recent years have seen his suc
cess in the fields of land development, multi
family housing and finance. Whether of
masonry, wood or steel the intricate details
of construction are no strangers to this man.
Nor are the finances behind them.
At Captran Mr. Leonard's presence assures
efficient handling of clients' profits, proper
ties and funds.

Sanibel Island, Florida

An Interval Ownership Condominium.

Size:
Units:
Buildings:
Amenities:

6.3 Acres
31, two bedroom, two bath
8 Quadruplexes
Two tennis courts, Private Gulf Beach, heated pool,
saunas, Whirlpool bath, extensive tropical gardens, bar
beques, shuffleboard, volleyball court, sailboats, row
boats, canoes, bicycles.

Sanibel Beach Club is unique in that it combines comfortable luxury
with a rusticity that is particularly pleasing to the upper class devotee
of a resort area like Sanibel Island. The listing of outside amenities is
unequal to the task of description. Suffice it to say that Sanibel Beach
Club is without question the most beautifullyappealing resort on this
island of beauty and appeal.
Each vacation home is completely equipped and professionally deco
rated with additional "little" touches like externsive use of island art
and crafts. Additional little touches include the Top 10 Bestsellers, sub
scriptions to topical magazines, and a daily newspaper delivered to the
door of each home. Fresh cut flowers grace each home regularly, and
all owners are treated to "get acquainted" cocktail parties on a weekly
basis. These little touches have made the Interval Owners at Sanibel
Beach Club a tremendously enthusiastic source of additional business
and referrals.

Average price per unit/week: $3,317.
Average unit/week purchase: 2.3
Percent of Cash Sales: 87%
Percent of Finance Sales: 13%
Start Sales Date: February 27, 1976
Sellout: November, 1977
Originallydeveloped and constructed from cash as an Interval Owner
ship Condominium Resort, Sanibel Beach Club has in 20 short months
become the benchmark for all such resorts in the country - perhaps
the world.
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The resale and rental listing markets at Sanibel Beach Club are limited
yet extremely viable today and are expected to grow steadily,ifslowly, in
the years ahead.
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Sanibel Island, Florida

An Interval Ownership Condominium.

Size:
Units:
Buildings:
Amenities:

6.3 Acres
31, two bedroom, two bath
8 Quadruplexes
Two tennis courts, Private Gulf Beach, heated pool,
saunas, Whirlpool bath, extensive tropical gardens, bar
beques, shuffleboard, volleyball court, sailboats, row
boats, canoes, bicycles.

Sanibel Beach Club is unique in that it combines comfortable luxury
with a rusticity that is particularly pleasing to the upper class devotee
of a resort area like Sanibel Island. The listing of outside amenities is
unequal to the task of description. Suffice it to say that Sanibel Beach
Club is without question the most beautifullyappealing resort on this
island of beauty and appeal.

Average price per unit/week: $3,317,
Average unit/week purchase: 2.3
Percent of Cash Sales: 87%
Percent of Finance Sales: 13%
Start Sales Date: February 27, 1976
Sellout: November, 1977
Originallydeveloped and constructed from cash as an IntervalOwner
ship Condominium Resort, Sanibel Beach Club has in 20 short months
become the benchmark for all such resorts in the country - perhaps
the world.
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Each vacation home is completely equipped and professionally deco
rated with additional "little" touches like externsive use of island art
and crafts. Additional little touches include the Top 10 Bestsellers, sub
scriptions to topical magazines, and a daily newspaper delivered to the
door of each home. Fresh cut flowers grace each home regularly, and
all owners are treated to "get acquainted" cocktail parties on a weekly
basis. These little touches have made the Interval Owners at Sanibel
Beach Club a tremendously enthusiastic source of additional business
and referrals.
The resale and rental listing markets at Sanibel Beach Club are limited
yet extremely viable today and are expected to grow steadily,ifslowly, in
the years ahead.
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Sanibel Island, florida

Size:
Units:

4.9 Acres
32 Two bedroom/den, two bath and three bedroom, two
bath
Buildings: 2 - three story buildings with elevator and stair service.
Amenities: Two tennis courts, private bay beach, 125 yards to Gulf
Beach, heated pool, barbeque areas, sailboats, bicycles,
extensive landscaped grounds.
Average price per unit/week: $3,778
Average unit/week purchase: 2.7
Percent of Cash Values: 97%
Percent of Finance Sales: 3%
Start Sales Date: November, 1977

Originallydesigned and constructed as part of a 112 unit luxurycondo
minium complex on the eastern tip of Sanibel Island, Ughthouse
Resort & Club was for a year successfully operated as a rental resort
with seasonally adjusted overnight rates for a couple ranging from $76
to $125. Comparable condominiums sell at whole ownership for
$119,000 - $145,000.

Captran, Inc. assumed ownership of Ughthouse Resort & Club in early
October of 1977 and brought the product on the market in late Novem
ber. Early sales activityis reflected in the tables shown above and own
ers have been enjoying occupancy since the first of the year.
Captran, Inc. was able to secure excellent end-loan financing for pur
chasers through an area commercial bank. This financing requires a
25% downpayment and provides terms through 5 years. Whilelittle of
the commitment has been used to date it is projected that as much as
30% of the purchases at Ughthouse Resort & Club will be financed.
The apartments at Ughtho use Resort & Club are large - 1566 to
1866 square feet. These are considered overly large for an interval
ownership complex, however these minor adjustments are to be ex·
pected in a whole ownership to interval ownership condominium con
version of this sort.
The same professionalism in decor has been employed at Ughthouse
as is to be found at Sanibel Beach Club ... personal libraries,magazine
and daily paper subscriptions, telephone service and cable color tele
vision.
Because apartments are brought onto the market in phases, a brisk
rental business in the unsold units is being conducted, which also pro
vides shakedown experience for the management organization.

Estero Island, Florida

Sire:
Units:
Buildings:
Amenities:

1.8 Acres
27 efficiency suites.
One five story CBS building withelevator and stair service.
Private Gulf-frontbeach, heated swimming pool, barbeque
area, bicycles, sailboats, recreation room.

Average price per unit week: $2,324
Average unit/week purchase: 1.8
Percent of Cash Sales: 40%
Percent of Finance Sales: 60%
Start Sales Date: December 1, 1977
Before it became Kahlua Beach Club this property was successfully
operated as an apartment motel under the name of Kahlua Moteland
Inn. An occupancy level well above its competitors for five years pro
vided the impetus for the owners to contact Captran, Inc. to develop
their property as an Interval Ownership Condominium Resort. Under a
marketing agreement Captran started the development phase and
legal work for the conversion in late October of 1977, entered a short

presales period in November and opened the model for traffic on the
first of December.
The unusual (for Captran) ratio of finance to cash sales is a reflection
primarilyof the pre-sales activity. End loans are provided by the owners
who accept Agreements for Deed with both 25% and 10% downpay
ments.
Vacation suites at Kahlua Beach Club are approximately 800 square
feet in size, each with a large balcony overlooking the beach, pool and
Gulf of Mexico. No expense has been spared to make each of these
relatively small suites perfect in every detail. Whilethey will accornrno
date up to four vacationers, the designers have made spacious, airy
suites out of each unit, complete with compact, thoroughly equipped
kitchenettes. The usual Captran amenities exist, including, color tele
vision, telephones, mini libraries, magazine subscriptions, et al
Kahlua Beach Club is the first interval ownership project on Ft. Myers
Beach, and while half of the former lobby area is devoted to sales, the
other half is devoted to continuing business as an apartment hotel,
with business brisk as usual.

A Wholly Owned Subs idiary of
Captran. Inc.

<,

While it was formed primarilyto aetas a vehi
cle for the sale of Interval Ownership unit/
weeks, Interval Realty has expanded its ac
tivity into the areas of General Real Estate,
Interval Ownership resales, Management
and Rentals and Commercial Real Estate.
Interval Realty, Inc.is a registered RealEstate
Brokerage in the State of Florida with its
main office in the Captran, Inc.Headquarters
building on Sanibel Island. The firm also
maintains branch offices at Sanibel Beach
Club, Ughthouse Resort & Club and on Ft.
Myers Beach, Florida. The Real Estate Brok
er of Record is Mr. Floyd R. Benny' a ten year
resident of Sanibel Island.
Mr. Benny spent most of his career days in
Washington, D.C. as an attorney for the
Federal Government's Interstate Commerce
Commission before embarking on his sec

.-l

ond successful career as a Real Estate Ex
pert in the Sunshine State. Mr. Benny is a
graduate of Georgia Tech and earned his
law degree from Georgetown University in
Washington, D.C.
The General Real Estate division of Interval
Realty, Inc. is managed by Mrs. Barbara
Erickson, one of those extraordinary ladies
who manage to combine the hectic schedule
of managing a home (with fivechildren) and
an extremely hectic general real estate busi
ness . . . successfully. No stranger to the
world of pressure business, Mrs. Erickson
has owned and operated her own food and
beverage business and jewelry businesses
before she moved to Florida from New
Jersey. Through her efforts, Interval Realty,
Inc. has ammased an impressive inventory
of extremely attractive resort property listings
on the Gulf barrier islands.

Aoyd R. Benny,
Registered Real Estate Broker

Barbara Erickson, Manager
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A Wholly Owned Subsidiary or

Captra n. Inc.

Of all the caveats uttered by the press and
governmental agencies concerning interval
ownership and time sharing it is one con
ceming the continuing management and
maintenance of the resort. And of all the
questions asked by the more thoughtful
prospective purchasers, more are asked of
the management and maintenance of their
prospective vacation home. To provide the
most viable answers to those caveats and
questions, Captran, Inc. has formed a man
agement company with the unique capabili
ties of resort management and condomin
ium management, combined.

Interval Management, Inc. serves at the plea
sure of the various condominium associa
tions that govern the activities and budgets
at our various resorts. Leadership for this
firm is provided by its President, George
Robertson Christie, recently of Elyria, Ohio.
Mr. Christie left a lucrative commercial Real
Estate firm in Elyria for the challenge of this

infant business in South Florida and came
to us with impressive credentials, indeed.
Mr. Christie completed his undergraduate
work (with honors) at Ohio University where
he also served as President of the Ohio Uni·
versity Student Government among other
extracurricular activities. He received his
MBA from the School of Business Adminis
tration from the University of Michigan, Ann
Arbor. His post-graduate activities prior to
coming to Florida have revolved about the
Real Estate business.
Under his guidance Interval Management,
Inc. has designed and implemented a series
of systems that provide optimum mainte
nance, care and feeding of both the physical
plants of the projects and the intervalowners
of those projects, as well . . . Mr. Christie
guides a costly program, however, the man
agement of Captran, Inc. has found that
thoroughly satisfied, consistently pleased
interval owners are perhaps the finest source
of new business availableinthe marketplace.

~

George Robertson Christie, President

This subsidiary of Captran, Inc. was first
staffed and later incorporated to take full ad
vantage of the considerable skill and talents
of its Director, Kappy King Cole. Ms. Cole's
capability as a complete interior decorator
is only matched by her businesslike ap
proach to cost control, budgeting and plan
ning . The purchasing power of Interval De
signs, Inc. has proven to be an enormous
asset and has more than once spelled the
difference between an excellent interior
product and an awesome one.

Ms. Cole and Interval Designs, Inc. offer pro
fessional services to the business commun
ity and private community as well as Captran,
Inc. projects and has found a ready market
for the skills of the graduate of the New York
School of Interior Design.

~~f

Kappy K. Cole, Director
A.S.I.D.

Our Divisions
Within the corporate structure of Captran, Inc. there are several divi
sions producing services that are uniquely separate from the primary
thrust of the Interval Ownership industry and therefore readily available
on a separate basis to our clients.

Division of Design and Visual Arts
This particular Division of Captran, Inc. is a one man band , and when
that one man is Dick Hartmann, that is a gracious plenty. The Division
is involved with every facet of design of physical structure produced
and or marketed by Captran, Inc. In addition, ancillary tasks such as the
design of displays, show booths, offices, etc. come under the aegis of
this division.

Mr. Hartmann is a nationally known artist , perhaps best known for
marine watercolors. He is represented by galleries in Coral Gables
and Sanibel Island, and four of his works were selected by a major art
publisher in New York for national Distribution. Until he joined our firm
in mid 1977, Mr. Hartmann devoted his full-time energies to his paint
ing. Prior to that he painted on a part time basis and operated a totally
successful architectural and technical design studio with such clients
as Holiday Inns and several major marine firms.

Richard W. Hartmann,
Director

------..------- - ' -
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Public Relations, Publicity and Conununity Relations

The activities, duties and responsibilities of this division are explained
in its title, however, additional data concerning its director, Ms. Anne
Marsh should serve to clarify and identify the totally professio nal cap
abilities in the field. Ms. Marsh has an impressive backg round in journal
ism which has served her well in her capacities at Captran, Inc. In the
three years preceding her addition to our staff, Ms. Marsh received no
fewer than seven Florida Press Association writing Awards as a staffer
on one of Sanibel Island's excellent newspapers, and during this gruel
ing stint served in a number of community endeavors including the
Co-Chairmanship of the Sanibel Island Bicentennial Committee.
Hailing from New Jersey, Ms. Marsh was also active in community
affairs in her town of North Plainfield and was particularly involved in
historical societies of that community. She has married these hectic
activities with employment at ABC Televisions, Allied Stores Corpora
tion, New York and as Advertising and Sales Promotion Manager with
the Newark News' Radio Station - WNJR.

Anne Marsh, Division Director

--

Marketing Services

This division is responsible for the implementation, production, and
purchasing and printing of all of the sales aids, sales tools, office sup
plies of the corporation and its affiliates, divisions and subsidiaries.
Further, it produces all of the legal documents used on and off site,
oversees the direct mail operations, operates the lead generation pro
grams and generally completes all those tasks that are absolutely
essential to the continued success of Captran, Inc.

r
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Dallas L. Kinney, Director

Its able leadership is a Pulitzer Prize winning photographer and ex
journalist named Dallas Kinney, who brought with him an amazing
array of skillsand managerial talents from such prestigious newspapers
as Washington Evening Journal, The Miami Herald, Dubuque Tele
graph, Palm Beach Post and the Philadelphia Inquirer. Mr. Kinney was
involved with each of the newspapers in a managerial capacity and in
such capacity won his Pulitzer Prize along with awards such as lowas,
Florida and National Press Photographer of the Year and the Robert F.
Kennedy Journalism Award.
With such credentials itis no wonder that Captran, Inc.has an awesome
capability in the field of Audio/Visual aids, photojournalism to comple
ment the Publicity Division, and commercial photography to supple
ment the advertising and marketing efforts.

Ray Keirn

William Fero

Mr. Kinney supervises the largest non-sales staff withinthe organization
and is ably assisted by Mr. William Fero who is in charge of Mail Room
activities, purchasing and printing -and Mr. Ray Keirn who is in charge
of Media Distribution and lead generation.

Our Affiliates
In its meteoric rise in the field of leisure-time housing and more specifi
cally Interval Ownership, Captran, Inc. has established relationships
with many firms in widelydivergent fields. Our relationships with some
of these firms have developed into lasting ones with mutually desirable
goals. These relationships are in the areas of legal counsel, accounting,
promotion, computer services, publishing to name but a few.
With some of these firms we've developed a continuing, inter-related
business activitywhich we mutually feel will be of general service to the
industry at large. In these areas the services of our affiliates and asso
ciates may be acquired by our clients through our offices.

Larry Tracey

Interval College

Interval College occurred quite by accident, and as often happens,
accidents can be very exciting indeed. Quite recently, Captran, Inc.
secured the services of one of the country's foremost sales and motiva
tional training organizations for the benefit of our enlarging sales organ
ization. The continuing education program which ranged in fields from
motivation through prospecting, presentation and closing techniques
was so effective that our sales staff of approximately fifty actually dou
bled their sales efficiency within 24 hours after the final session.
The sales seminar - now restructured and renamed Interval College
offers high intensity training, primarily for sales staffs for interval owner
ship and time -sharing organizations. Currently in the works are curricu
la designed for the administrative, support and ancillary staff of the
same type of organizations.
Prime mover in this motivational and sales training seminar is Professor
Larry Tracy', a member of the International Platform Association and
former manager of Dale Carnegie Institute. Tracy received his Master's
Degree from the Universityof Wisconsin and has been busy since pub
lishing two books, conducting motivaitonal and management semi
nars and teaching real estate investment, law and sales courses. He

owns his own business consulting firm in Wisconsin and travels ex
tensively from that base.
Tracy's associate, Larry Popp is the owner of four companies in Wis
consin, including an estate planning consultant firm. He is also a Direc
tor of a World Service Organization that designed and conducted
motivation courses and seminars for some of the leading organizations
in the world.

Mr. Popp and Professor Tracy have combined their extraordinary
talents with those of former college Professor, Keith Trowbridge, Ph.D.
University of Michigan, President of Captran, Inc. and together provide
the most stimulating results-oriented sales training programs in the
entire real estate industry today.
Interval College Seminars are conducted regularlyatCaptran,lnchead
quarters on Sanibel Island. Interested parties wishing to attend should
contact Captran, Inc. for details on registration fees and accommoda
tions. Interval College has also developed a program that will bring the
full curriculum of the seminars to your site. Full details are available
from Captran, Inc.

AJnerican Resort Properties, Inc.
The Founder and Director of this mortgage and real estate brokerage
firm is Mr. E. H. McMullen who brings a vast and vastly successful
history of insurance, real estate and oil and gas investment plus bank
ing and computer services experience to bear on the opportunities
presented through off-site corporate and group sales of interval owner
ship resorts. Mr. McMullen is also Chairman and Director of Timber
Development Incorporated; Director of Demand Data, Inc. and Data
Leasing Enterprises and Director of American Bank of Lakeland, Lake
land, Florida. The President and Director of this firm is Mr. James T.
Dixon, Registered Real Estate and Mortgage Broker. Corporate Coun
sel is provided by Mr. W. Clinton Wallace who also serves as Executive
Vice President.
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James T,
Dixon
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E. H.
. .,.... , . , M.cM.ullen
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AJnerican Resorts Corporation
This firm is exclusively engaged in equity investments in the interval
ownership resort industry. Of prime interest are purchases and/or joint
venture development of existing resort properties and the development
of new interval ownership resort properties throughout the United
States. Chairman and Founder of this firm is Mr. E. H.McMullen. Mr. W.
Clinton Wallace is Director and General Counsel, and Mr. James T.
Dixon serves as a Director.

Clinton

Wallace

,

CAPTRAN. INC., , is quite willing to share its wealth of information and ex
perience about the Interval Ownership industry with serious and capable
developers interested in expanding into this exciting new field.
PERSONAL CONSULTATION: Keith W. Trowbridge

On Sanibel Island
OffSanibeIlsland

$100 per hour or portion therof.
$150 per hour or portion thereof, plus all ex
penses. All arrangements and accommoda
tions for the staff will be First Class.

TELEPHONE CONSULTATION:

One half hour minimum, fee is $85 per hour. Calls should be scheduled in ad
vance through Mary Fero, Secretary at area code (813) 472-4620.
LECTURES AND SEMINARS:

$750 per appearance, plus all expenses.
STAFF PARTICIPATION:

In the areas of Finance, Sales, Marketing and Design. Each staff officer will
receive $75 on Island, $100 off Island per hour or any portion thereof, plus all
expenses.
FULL STAFF EVALUATION ON-SITE:

The entire management staff may be contracted for one full ten hour working
day for a fee of $1,500 plus all expenses.
MATERIALS, SUPPLIES. GRAPHICS, ETC:

The following systems, programs and items are availablesinglyor in a package
form from CAPTRAN, INC., with fees and prices negotiable:
A. Inventory Control
B. Accounting
C. Management
D . Condominium Fees
E. Documents
F . Publicity Programs
G. Brochures
H. Logotypes
I . Television

J .
K.
L.
M.
N.
O.
P.

Radio
Newspaper/Magazine
Sales Promotion Programs
Lead Promotion Programs
Direct Mail
Studio/Visual Aids
Signage
Q. Customer Relations Programs
R. Buyers' Remorse Programs

Schedule of Fees
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An Interval Ownership Condominium.

An Interval Ownership Condominium.
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