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MEMO FROM FRANK & DAVE

' Summer is finally here, and it's time to make preparations for
its arrival. In most mobile home parks, summer brings only
bad things: the cost and trouble of mowing, a spike in water
{ | usage, and root intrusion Into old clay-tile sewer lines, You |
m  need to have a plan on these items already in place. If you've
already sub-metered your tenant’s water usage, then that's a
big part of the battle, If not, then you might want to get that
done. If you don't have sub-metering, then you'll want to
remain proactive in making sure that the tenants do not leave
the outdoor hose running all day and night. You should also | 8
have the Rotor-Rooter company’s number at hand at all [}
) \ times. And you need to already have a mower lined up and ‘l
“been movdng for already a month now. But summer also
brings one big positive to a mobile home park: its prime time
for home sales. Just as the biggest time for single-family
homes to sell is when school’s out over summer, the same is
true with mobile homes. So if you have some vacant park-
owned homes in your park, it's time to get in high gear to get
those sold. Get them cleaned out and smelling good, and get
that ad placed in the paper. You never have as good a shot at
selling mobile homes as you do in the summer.

The Mobile Home Park Investment Study Course

includes 24 hours’ worth of material that will teach you
how to BUY, SELL, OPERATE, AND TURNAROUND
any Mobile Home Park.

Current REIT Stock

Prices s 0f 05/31/12
Equity Lifestyle Properties (ELS)
65.86 up 0.34
PE Ratio - 199.58
UMH Properties Inc. (UMH)
10.13 down -0.18
PE Ratio - 59.59
Sun Communities Inc. (SUI)

41.21up 0.71
PE Ratio - 824.20
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THOUGHT FOR THE MONTH

of fierce work is better than two hours of half-hearted pandering.



http://www.mobilehomeparkstore.com/
http://www.mhbay.com/
http://www.mobilehomeuniversity.com/
mailto:mhpsfeedback@gmail.com

June 2012
TIP ON H
HOMES THIS SUMMER

When you are trying to sell or rent
mobile homes, the key place to advertise
is in the largest newspaper in that metro
area. Identify the park’s location in the |

classifieds in the nearest large city. If you
skip this step, your call volume will be a :
fraction of what it could be. Also, don’t i
forget about Craigslist. It’s free and has a
large volume of traffic, too. Summer is
peak selling season for mobile homes —
don’t miss out on the sales rush!
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T MobileHomeParkStore.com

Thank you for continuing to make MHPS the top site on the
Internet for Buying, Selling, and Researching Mabile Home
Parks for Sale.,

We have made changes to our site to optimize the buying
experience, which translated into nearly 8,200 leads
delivered over 864 properties for sale in April

We have also introduced Featured Listings. For
§19.95/month, you can receive 2-3x more listing views and
leads!

BOOT CAMP ALERT!

THE NEXT MOBILE HOME PARK BoOT
CAMP IS GOING TO BE IN DENVER, CO
ON JuLy 13-15, 2012. FOR MORE
INFORMATION, CONTACT SHARON AT
(800) 950-1364 OR EMAIL HER AT
SHARON@MHPS.COM OR VISIT

MOBILEHOMEPARKSTORE

THIS IS AN OPPORTUNITY YOU DON'T
WANT TO MISS!



mailto:sharon@mhps.com
http://www.mobilehomeparkstore.com/landing/mobile-home-park-boot-camp.htm
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@MHBay.com

THE INTERNET'S LEADING MOBILE HOME MARKETPLACE

MHBay.com added another 600 listings to our database in
April, in part from @ new partnership with Hometown
America, bringing our total listings to 14,817,

We have also released new account types for mobile home
sellers: Featured and Premium  accounts. Featured
Accounts allow 5 listings to be featured in the search
engines, and Premium Accounts allow sellers to receive
featured listings AND buyer leads,

Learn more about our new account types here:
http:/fwww.mhbay.com/mobile-home-broker-account

Rate shopping..is that your lowest rate??

I've often said that if | had a dollar for each time | am asked during the year...

‘So..what's your lowest rate? A mortgage professional can tell that a client is shopping rate only.
Since we work with clients all over the country and can't see you on the phone, we can tell by the
questions you ask and the answers you provide.

Isita purchase or refinance?

How much did you invest?

How long have you owned the property?

How long do you plan to keep it?...and so on provide invaluable pieces of the puzzle to help us help the
client to obtain the best financing possible. Albeit the rate is important, if you get into the wrong
program the rate can become secondary.

Let's start with a refinance..Just today | received a call where the client would like to refinance a
property he purchased just 4 months ago. Suddenly, the property is worth twice as much as he bought
it for and he is looking to get $800,000.00 cash out when he just invested $160,000.00 initially. Sound
fishy?? Well, itis and that is the way an underwriter looks at it too. Most lenders require a minimum of
a year's seasoning on a loan or purchase, even if you paid cash, before they will allow a refinance on a
given property. It makes sense when you think about it...they want to see how well the property will
perform with the new owner to insure they are a capable (translated ‘profitable’) operator that they can
entrust to make the payments. So even with the lowest rate, this scenario could not effectively service
the debt or meet lending guidelines.

Debt service is another issue with all loans. | know we're in for a challenge when | ask..

“Whatis the NOI (net operating income) on the property” and the borrower launches into an illustrious
speech about how great the property’s gross income is and how wonderful the property performs.
About the third time | try to interject only to hear the sound of crickets or more of his wonderful,
overinflated, accolades..| know we are headed down a bumpy road. The property must debt service the
loan and if it can't debt service, then even the lowest rate in the world can't help.

Another one is the client who is looking to ‘flip’ (buy and sell in less than a year) property. | may have a
program with the lowest available rate of anyone in the country but if it carries a ‘step down’
prepayment penalty, he may end up owing much more than the ‘low rate’ could ever save him when he
goes to sell that property during the prepay period.

Oftentimes we get the client who has been paying for several years onan ‘owner financed’ property and
is looking to get permanent financing through a conventional product. | had one last year that the
lowest rate definitely applied to. The client was in his 70's and had owned the property for many years.
The ‘owner financing’ was designed to keep the former owner ‘fat and happy’ with a 10 year
prepayment penalty and 10% interest rate with a 15 year amortization. Needless to say, he saw this

elderly gentleman coming and really took advantage of the situation. This client needed and more than
deserved the very best terms possible, particularly because of the less than favorable ‘owner terms’. |
wish | could have been at the closing (it was out of state) when the client signed the papers for the new
loan we provided with a 25 year amortization and 5% rate. It nearly doubled his cash flow and got him
the cash out necessary for the property improvements he had wanted to do for many years.

Cash flow is the most important thing to the majority of our clients. | often tell new investors that it is
much easier to have a 25-30 year amortized payment than a 15 year amortized payment. If there is no
prepayment penalty, you can always apply some additional revenue to the principal without spending
the ‘rainy day fund when the market changes, as it did in 2008. Our goal is to put the client into the
best product for their needs, which doesn't always carry the lowest rate.

If you are an experienced investor, with excellent reserves and strong resume, lenders will compete all
day long to get you the lowest rates. Take that same investor who is just coming out of the recession
with a property that was built in 2008, failed to ramp up for a couple of years due to the economy and
you'll find yourself waiting in line for an underwriter's attention and a premier rate. That's where a
mortgage professional can save you time and money in the marketplace. Armed with product
knowledge and the programs that will help you survive a tough economy, we can place your loan into
the right product to insure you success and keep you cash flowing.

Now there are exceptions to every rule..When you have a high quality property, a low LTV (loan-to-
value) and a stellar resume with the PFS (personal financial statement) with a net worth well beyond the
value of the subject property, then yes, let's find the lowest rate possible! This client is looking to ‘buy
and hold', is not concerned with a prepayment penalty since he is keeping the property to will to his
grandchildren in 30 years and is genuinely worthy of the lender’s lowest possible rate and best terms
available.

Asalways...askyourself, “
“Would youlend money to you?”

Anita Huedepohl

Liberty Funding

615.417.4710
anita@libertynationwide.com
www.libertynationwide.com
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Mobile Home Parks for Sale

New York, NY
$4,100,000

For more information, contact
Don Dunton of Dunton
Commercial Properties at
603-755-3944

Elwell, Ml
32 Lots
$450,000

For more information, contact
Leslee Smith of Michigan
Lifestyle Properties at
269-420-4487

Sarasota, FL
Sizeis 16 acre(s}
Cap Rate is 8.0%
$9,300,000

For more information, contact
Jonathon Mcclellan of Marcus
& Millichap at 216-264-2023

MobileHomeParkStore.com

Somewherein
Vermont
$795,000

For more information, contact
Don Dunton of Dunton
Commercial Properties at
603-755-3944

Winter Haven, FL |
23 Lots
CapRateis 20.0% E

$399,000

For more information, contact
Joe Lafleur of Marcus &
Millichap at 407-557-3863

Granby, CO
29 Lots
$1,500,000

For more information, contact
Crystal Eidson of REMAX
ALLIANCE at
303-378-8533



http://www.rvparkstore.com/rv-parks/69664-rv-park-for-sale-in-new-york-ny
http://www.mobilehomeparkstore.com/mobile-home-parks/169461-32-space-mobile-home-park-for-sale-in-elwell-mi
http://www.mobilehomeparkstore.com/mobile-home-parks/124608-sarasota-fl-mhc-235-sites-for-sale-in-sarasota-fl
http://www.rvparkstore.com/rv-parks/72431-rv-park-for-sale-in-vermont
http://www.mobilehomeparkstore.com/mobile-home-parks/12535-best-vu-motel-and-mobile-home-park-for-sale-in-granby-co

