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DISCLAIMER 
 

Please have your Attorney or Tax Accountant Review these documents 
and advise you based upon your own personal situation.   
 
Your personal situation may be special and there could be special 
circumstances that may effect your financial and legal obligations. 
 

TAX DISCLAIMER 
 
Buying and Re-Selling Mobile Homes will result in Capital Gains Taxes.  
Please discuss this matter with your Accountant before buying & re-
selling any mobile home investments. 
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How to Sell Your Mobile Home 

Fast & for Top Dollar 

 

    At this point, you have purchased your mobile home and have a clear title.  Your job is 

now to sell your mobile home investment for top dollar.  How do you know what to sell 

your mobile home for?  Well you hopefully learned the market value of mobile homes by 

walking through them during the buying process.   

 

    But one critical part of this investing process is that when you sell something there are 

a few points to consider.  They are: 

 

1) Actual Selling Price 

2) Terms of Sale 

3) Financial Strength of Buyer 

 

     Please understand that the selling price of your mobile home will be higher than most 

mobile homes that have sold, or are currently for sale.  The reason why is because you 

are going to offer very creative terms on the sale.  Typically when you sell something, if 

you receive cash for your selling price, the buyer will want a lower purchase price.  

Remember when you purchased the mobile home how you were able to command a 
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lower price by having the money available for the seller quickly.  You were a cash buyer 

and could command a lower price.  However, if a buyer doesn’t have cash and needs 

financing, they cannot command a lower asking price.   

 

     Most buyers realize that there is a price to pay for favorable payment terms.  What I 

am trying to say is that the buyer doesn’t have the ability to negotiate on the asking price 

if they are getting owner financing.  Sometimes buyers will ask me if I am negotiable on 

the price.   

My response is usually, “I would love to be able to lower the price, but I can’t afford to 

because I am taking monthly payments instead of getting cash.”  They usually respond, 

“Oh - Ok.”  By the way, I am not kidding, they usually do respond this way.  To be 

honest though, a very small percentage of buyers even ask about the price or if I would 

take less.  They are more focused on the monthly payment than the total price.   

 

     Another factor to consider is the financial strength of the buyer.  If the buyer isn’t very 

strong financially, you are accepting a bigger risk by selling to them.  This doesn’t 

necessarily mean that you shouldn’t sell to them; it simply means that you should receive 

more money for accepting this risk.  You should consider charging more money upfront 

for a down payment, or a higher interest rate on the promissory note.   

 

     This is the same philosophy as any credit card company or Mortgage Company uses.  

If the buyer has poor credit scores, they increase the interest rate to help cover their risk 
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of loss.  You should to!  If you have an interested buyer that completes an application to 

buy your mobile home when you show it to them, you should check their credit.  If their 

credit is bad, but they have a larger down payment, you can call them and tell them that 

you would like to sell the home to them, but you our concerned about receiving payment 

because of their lower credit score.   

 

 

You then tell them that you will have to charge a slightly higher interest rate to make up 

for it.  This obviously would increase their monthly payment.  Tell them what their 

payment would be.  If they are still interested, sell them the home!!! 

 

 

 

 

Once you are ready to sell your mobile home, the two steps you need to follow are: 

 

1. Advertise 

2. Show the Mobile Home 
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The Best Way to Market Your Mobile Home  

Is to Advertise These Two Magic Words 

“Owner Financing” 

 

I learned a Big Lesson on Advertising! 

 

     A few key points on advertising before we get into the nuts and bolts.  As a Real 

Estate Broker, I have spent thousands of dollars advertising properties.  In the beginning 

of my real estate sales career, I didn’t honestly know what I was doing.  I ran 

advertisements that I thought would make me look good.  I finally went out and invested 

some money to learn about advertising.  I hired one of the best real estate agents in the 

world to coach me.  The agent I hired was Craig Proctor.  Craig’s team sold over 450 

homes last year alone.   

 

     You probably don’t care much about any of this; however, I learned many incredible 

lessons from Craig.  One of the first lessons that he taught me was regarding advertising.  

He asked me one day, what is the purpose of advertising?  My ignorant response was to 

promote something I was trying to sell.  Craig’s answer to this question literally blew me 

away.  Craig made it very clear that the purpose of advertising was to: 
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MAKE THE PHONE RING!!!! 

 

     The only reason to run any form of advertisement is to make your phone ring.  When 

you write an advertisement, you should try to put yourself in your buyer’s shoes.  If you 

wanted to buy a mobile home today, but didn’t have cash to pay for it, what 

advertisement would make you want to pick up the phone and make a call?  In other 

words, what benefit does someone get by calling your advertisement vs. any other 

advertisement in the paper? 

 

     Understand that you will not be the only person advertising mobile homes in the 

paper.  You are in essence competing with every other mobile home seller for the buyers 

phone call.  The Seller with the most calls wins.  The Seller with the most calls gets the 

most qualified buyers!  The Seller with the most calls will be able to get their home sold 

much faster than a Seller with only a few calls.  To  put it in the simplest of terms. 

 

THE SELLER WITH THE MOST CALLS MAKES THE MOST MONEY!! 

 

     In all of my years of marketing investment properties to tenants and selling mobile 

homes, I have learned a simple three-step formula.  Incorporate the three following points 

in any advertisement that you prepare. 
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1. USP or Unique Selling Proposition 

2. Hit Their Emotional Hot Buttons 

3. Non-Threatening Way to Get More Information 

 

UNIQUE SELLING PROPOSITION: 

 

     When I say Unique Selling Proposition or USP, I simply mean, “Why should someone 

call you above anyone else?”  When you determine this for your mobile home, it should 

be in the headline.  The headline of your advertisement will make or break you.  Put your 

USP in your headline. 

 

HIT THEIR EMOTIONAL HOT BUTTONS 

 

    An advertisement should reach out and grab someone emotionally, not logically.  You 

should try to paint a beautiful picture of the mobile home in the advertisement to make 

someone want to live there. 

 

NON-THREATENING WAY TO GET MORE INFORMATION! 

 

    Many buyers might be interested in your advertisement, but don’t want to play phone 

tag, or be hard sold anything.  If you can get them to pick up the phone and call you, you 

should have an automatic sales person answer the phone and offer compelling benefits of 
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your mobile home to get them more excited.  Many sellers make it difficult for someone 

to get more information on their mobile home. DON’T MAKE THIS SAME MISTAKE!  

You should have all interested parties call a pre-recorded message to get information 24 

hours a day/7 days a week. 

 

Here is just one jackpot advertisement that hits all three points of this formula: 

 

 

 

 

 

 

 

The Formula Applied: 

 

USP:  Owner Financing!!   With this headline you are automatically telling the 

prospective buyer that they can own your home.  You are giving them a shot at owning a 

mobile home and not needing the entire price upfront. 

 

Emotional Hot Buttons:  Bright Family Sized Eat-In Kitchen. Open Living Room.  

Inviting Deck.  Extra Storage. Lovely Home in Quiet Tree Lined Park.  After reading this 

portion of the advertisement, how did you feel?  You should promote emotional items 

OWNER FINANCING 
Bright Family Eat-In Kitchen. Open 
Living Room. Inviting Deck. Extra 
Storage.  Lovely home in quiet tree 
lined park.  Payments Only $325/Mth 
Credit problems OK. 24 Hr Rec Msg 
888-845-1234 ID 999. 
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rather than logical items.  Don’t say Two Bedrooms and One Bath.  You’re painting a 

picture with your advertisement.  Your picture should be one that the majority of people 

would be interested in. 

 

Non-Threatening Way to Get Information:  Free recorded message with details.  Any 

time we run any form of advertisement, we always include “Free Rec. Msg.”  The 

purpose is to get more people to pick up the phone to call in just to listen.  By offering a 

non-threatening way to get information, you are baby stepping them into coming to your 

mobile home.   
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Signs 

 

 

The best investment you can make if you decide to offer your mobile home for 

sale with financing is a nice sign.  Here is the sign that I use which I highly recommend: 

 

 

 

 

 

Some parks may not allow you to put up signs in their park.  They may have regulations 

that do not allow you to place a sign of any kind.  Make sure you ask at the office what 

their rules are about signage.  The first park I worked in did not allow signs either on the 

road, or in the window of the home.  Ironically, the homes that were offered for sale by 

the park had signs in the windows!  However, this was their rule and I had to stick by it.  

I sold the home with newspaper ads only.  The point is that you need to make sure you 

know the rules before breaking them!  Placing a sign when it is against the rules will not 

only irritate the management, you may also lose your sign! 

 

Owner Financing! 
Credit problems OK. 

Free-Recorded Message with 
details. Call 123-1234 
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SIX MONEY SAVING ADVERTISING TIPS 

 

1. Invest in a nice quality sign.  Make your sign be generic so that you can use it at 

any of your homes, not just one address or location.  My sign is a white 

background with very bright large red letters.  I have found that a nice sign will 

draw a significant number of calls.  If I have a mobile home that will be available, 

I get my sign out there as fast as possible.  My goal is to have the home sold 

before I have to invest any money into a classified newspaper advertisement.  The 

best part about a yard sign is that you pay for it only once, but can use it over and 

over again with future mobile home investments! 

 

2. If your mobile home is located on a street without much traffic, consider getting 

an arrow sign that says, “Owner Financing Available”.  Place this arrow sign in an 

area where there is more drive by traffic to attract more phone calls from your 

sign.  Point the arrow towards your mobile home to get more drive-by traffic. 

 

3. When placing a newspaper advertisement, have your Owner Financing 

advertisement placed in the “Mobile Homes for Sale Section” of the newspaper.  

You can also test the call response by placing your advertisement in the Homes 
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For Rent Section of the Newspaper.  Most Renters would rather own something 

then rent something.  Remember the whole goal of an advertisement is to create 

more demand and more phone calls. 

 

4. The above advertisement was made to generate a high volume of calls.  I would 

prefer to have 100 calls as compared to 10 calls.  I stand a better chance of 

matching a qualified person with the home, when I can choose from 100 

prospective buyers rather than just 10. This helps with your screening and ensures 

a smooth sale. 

 

5. Test your ads on the weekend edition.  In some areas, you will not receive many 

calls during the week, and then get slammed on the weekend.  If this is the case, 

then only run ads in the weekend editions of the local paper.  You will receive 

more calls for the advertising dollar invested.  In some areas, I don’t get many 

calls at all during the weekend and a ton of calls during the week.  Don’t waste 

your money advertising your home when no one is going to call.  In an area where 

there is industry and manufacturing, Sunday pulls the best by far.  I have found 

that in area where retail and restaurant jobs prevail, I get the most calls during the 

week.  Test your ads on the weekend as well as during the week, to get a better 

handle on when the most calls are coming in. 
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6. Don’t set individual appointments for every caller.  Set a mini open house and 

leverage your time.  I usually have all buyers come at the same time.  By having 

many people at the mobile home at one time, I create an auction like environment 

and force demand for the home.  However, don’t tell the prospective buyer that 

you’re having an open house!  I have found that they believe an open house is 

optional and your attendance will be low.  Make sure that they understand that 

you are going to meet them specifically to see the home.   

 

 

 

 

 

 

 

 

 

 

 

 

 

Quick Tip:  Another great way to reduce the number of prospective buyers that “no show” is 
to ask for their commitment.  When someone makes a commitment, they usually to their best 
to live up to their commitment.  One simple way to ask for and get commitment is with the 
following question:  “Would you do me a favor?”  They will always say “yes.”  Then say, 
“Will you give me a call if you can’t make it because I have a pretty busy schedule.”  Don’t 
overlook this tip.  It will drastically reduce the length of time that it takes to sell your mobile 
home.  The reason is that more buyers will show up when they say they will. 
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 VOICEMAIL SYSTEM: 

AN ABSOLUTE MUST! 

 

When I started investing in rental properties, I always used my personal home 

number.  When I had a home available for rent, the calls came to my personal number.  I 

had calls from 6 in the morning to midnight.  Every time we sat down for dinner, we had 

more calls.  If we rented a movie for a quiet night, we had more calls.  I began to hate my 

rental properties because they controlled me. You must do everything you can to prevent 

investment burnout.  If you get burned out, you will not want to continue investing and 

you will chop down the money tree that is adding extra income streams into your life. 

 

You must control your mobile homes and your time.  It is important for you to 

treat your investments as a business and separate yourself as much as possible.  The best 

way to accomplish this is to set up a separate voicemail system.  Most systems can page 

you if necessary.  This should be the only number that you ever give your tenants.  You 

should also un-list your personal home number from the phone book and make your 

home number private so that it doesn’t show up on your tenant’s caller ID.  This is so 

important, that I can’t emphasize it enough.  Here is just one story on the value of 

separating yourself personally from your investment properties:   
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A few years ago when I was providing my personal number to tenants, I had a very ugly 

experience with a tenant.  We inherited this particular deadbeat tenant when we 

purchased the property.  Not only did this tenant not pay the rent that was due, but also 

they made harassing phone calls to my wife while I was at work.  We would have calls at 

3 in the morning.  The list goes on.  When I was at work, I was worried for the welfare of 

my family.  Have you ever received an obscene phone call at 3 in the morning and not be 

able to go back to sleep for the remainder of the night?  

 

In addition to a separate voicemail, you should get a separate PO Box for your 

monthly note payments.  You really don’t want your buyers knowing where you live.  

Prevent any potential ugliness by setting the basics up in the beginning.  The voicemail 

and PO Box can be paid from the positive cash flow of your mobile homes and both are 

tax-deductible investing expenses. 

 

When you have homes available for sale consider these points: 

 

Ø Offer a pre-recorded message with details of home and your Owner Financing 

Terms.  This gives people 24/7 access to information.  By providing a pre-

recorded message (see attached script), you allow them to screen themselves on 

the monthly payment or location.  This saves you time returning phone calls. I 

actually prefer that the callers drive by the home before I waste any time talking 

with them.  I specifically give the address twice in the call script.  However, 
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giving the address can backfire if the home does not have a particularly nice curb 

appeal.  If you bought the ugliest home in the park, then do something to make it 

look nice from the street, or don’t give out the address in the voicemail.   

 

Ø The pre-recorded message is like a sales robot that you have that works perfectly 

each and every time.  If you are having a bad day, you won’t lose a great buyer by 

handling the call wrong.  Your pre-recorded script works automatically each and 

every time.  This significantly leverages your time. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Quick Tip:  The voice mail system that I use is a toll-free hotline system that offers 5 different 
mailboxes.  In addition, a tenant/buyer can request and receive a fax automatically from the 
system.  You could have a feature sheet explaining the program faxed directly to them to 
potentially pre-screen the tenant further.  All this could happen while you are sleeping! Another 
nice feature with the system is that it can automatically email you with all messages. The fees 
for the system are $9.95 per month and you can find more information on this system at  
http://www.fvsystems.com/09165 
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Sample Mobile Home Sales Script 

 

Thank you for calling about our mobile home available at (give specific address and 

location).  We have designed a special Owner Financing Program for this mobile home 

that will help you get into this home today!  Our program will even help you by 

providing the financing for the purchase without any banks or hassles.  With our Owner 

Financing Program, we sell the mobile home to you and sign the title over into your name 

now.  You simply have a loan to us, which you repay over (three/four/five)-years  At the 

end of the (third/fourth/fifth) year; your mobile home will be paid for in full.  The best 

part of our program is that you don’t even need to have perfect credit to buy this mobile 

home.   

 

The mobile home that is currently available for this special Owner Financing Program is 

located at _____________________________.  Please feel free to drive by this home and 

determine if this is a home that meets your needs.  This lovely home offers (give 

emotional benefits of the home) i.e.  a family size eat-in kitchen with newer ceramic tile 

flooring. Newer Berber carpeting, inviting walk out patio for summer cook outs….    

Included with this home are the following appliances, stove, refrigerator, and washer, 

dryer.  This home is located in a quiet tree lined park.  Note if you mobile home doesn’t 

have the best curb appeal from the outside, or is not in a nice park, you shouldn’t include 

the address and location.  You should omit this from the script.  When you return the 
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calls, set appointments to meet the buyer at the home.  You don’t want buyers to drive by 

and lose interest without walking through the home. 

 

This home is available on ___________________________ .  The monthly loan payment 

for this beautiful home is $___________.  With this program, at the end of the 

(third/fourth/fifth) year, you will have paid for the mobile home in full.   To schedule a 

time to walk through and view this lovely home, please leave your name and phone 

number at the tone.  In addition, please leave in your message the amount of money that 

you have available to put down on this home.  Please understand that the larger down 

payment you have available, the more likely it is that we will select you for this home.  

Thank you for calling and we look forward to helping you buy this mobile home with our 

special Owner Financing Program. 

 

VOICEMAIL SCRIPT NOTES 

 

 

 

 

 

 

 

NOTE (1):  I have not included the selling price in the script.  Obviously you will be setting 
your selling price at the highest possible MARKET VALUE.  You don’t want to turn a buyer 
off on the selling price before they have even had a chance to see the home.  Typically, 
buyers change their outlook on a property once they have chance to walk through and start 
mentally picturing themselves living in the home. 
 
NOTE (2): Some of my clients have had success by leaving an open house date and time in 
the voicemail script.  They found that they have saved time by not having to call the buyers 
back.  I haven’t tested this approach myself.  This could save you the time from returning the 
buyers call and having to set each appointment on an individual basis.  The only downfall is 
that you have no idea if anyone will be showing up for your open house.   Also, you don’t 
have any idea how much money they can afford to give you as a down payment! 
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How to Show Your Mobile Home  

To Prospective Buyers 

 

Step One:  Just Set the Appointment and Don’t Do Anything Else 

When setting your showing appointments with your prospective buyers, don’t give them 

any information over the phone.  I have learned that you can’t sell the home over the 

phone.  I have also learned that the prospective buyers will have trouble trying to 

understand your program over the phone.  If they ask you questions, just say, “I can 

answer all of your questions when we see each other at the home.”  Don’t spend too 

much time on the phone with each caller.  Just set the appointment and move on! 

 

Step Two:  Prepare Your Home for the Showing 

Your goal in preparing your home for showings is to make it feel bigger and brighter.  

Make sure that you open all of the drapes and get as much sunlight as possible into the 

home.  If your home is vacant, take a few lights with you.  Some of my properties don’t 

have ceiling lights, so I have to take standing lamps to illuminate the rooms.  Turn all of 

the lights on in the home to make it even brighter.  If there are any ceiling fans, turn them 

on so that your prospective buyers notice them.  If its hot outside, turn on the air 

conditioning and make the home feel cool.  Have some plug in air fresheners!  Set the 

stage for your home!  
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Step Three:  Create an Auction Like Environment 

Remember that I suggested that you schedule all of your showings at the same time?  The 

reason for this is two-fold.  One reason is that a group showing saves you a tremendous 

amount of time in showing the home to each caller individually.  Another reason is that it 

creates immediate demand for your home.  When a prospective buyer gets to your home 

and sees 15 other people looking at it, human nature kicks in.  They automatically don’t 

want to lose the home.  You literally will have them competing with each other. 

 

Step Four:  Have Them Sign In 

Have them sign in on a sign in sheet.  This will be helpful for you to track who attended 

the showing vs. those that didn’t show.  If you didn’t get a strong buyer, you can than go 

back and call the people who didn’t show first before you have to spend additional funds 

on another advertisement.  There will always be people who aren’t available during your 

scheduled times. You might find it necessary to have another open house.   

 

Step Five:  Don’t Show the Home 

When they come to the door, introduce yourself and ask them to sign in.  Tell them that 

they can feel free and walk through the home.  Let them know that you can answer any 

questions that they might have when they are finished with their tour.  Understand that 

some people will walk through and just leave.  This is fine with me.  I would rather not 

invest time into talking with them if they don’t like the home.  If they are interested they 
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will come back to you.  Answer their questions and explain your program.  Give them a 

credit application to complete. 

 

Step Six:  The Credit Application 

Tell them that if they are interested, they need to complete the credit application now.  

Don’t give them a chance to fax it, mail it, or drop it off.  If you give them an opportunity 

to take it with them, they will. Trust me from experience; if they take the application, you 

will never see them again.  Explain to them that you have a lot of people who are 

interested and that you will be making a decision within the next day or so.  With the 

group showings, they will already know this!  If they aren’t able to complete the 

application now, they won’t be considered for the home.  Let them fill out the 

application.  I charge a $20.00 application fee.  I have found that this screens out poor 

quality buyers.  If they are in rough financial shape, they won’t want to give $20 because 

they can guess that they won’t be selected.  (Some of the parks also charge an 

application fee.  When this is the case, I don’t charge one, because if you hit them with 

too many fees upfront, they may just walk away.  Find out if the park charges a fee, and 

then proceed accordingly.) 

 

Step Seven:  The Quick Check and THEIR UPFRONT DOWNPAYMENT 

When they hand you their application, review their driver’s license with the information 

that they have presented on the application.  Tell them that your goal in selecting buyers 

is to select the applicant that you feel would take the best care of the home during the 
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loan period and also the buyer that had the largest down payment.  Explain to them that 

your experience has taught you that the buyer who is able to put the most amount of 

money down upfront usually turns out to be the best buyer.  After you have explained this 

to the applicant, ask them again how much money they have to put down on the home.  

Make it clear to them that there are many other applicants for the home and the amount of 

money that they have available to put down is a big factor in your selection process. 

 

 

 

 

 

 

 

 

Step Eight:  Screen the Applications and Check Their Credit 

Follow the Steps within this manual to check and screen the applications.  Pick the best 

candidate and have fun with step nine. DO THIS STEP AS FAST AS POSSILBE.  

Check the applications and decide on the best candidate very quickly.  Buyers do not wait 

around.  If you are real busy, call them back and tell them you have ranked them the 

highest at this point and let them know that you will be getting back to them soon.  By 

using this trick, you stop them from looking at other homes.  I have lost countless buyers 

Quick Tip:  Many times a prospective buyer will ask you how much they need for a down 
payment?  In the past, I used to say “$500 dollars plus the first months payment.”  By responding 
this way, I lost a lot of money.  The correct response is “How much do you have available?”  
When you set the amount, it may be well below what they were willing to pay.  Try to let them 
set the amount.  Once they set the amount, ask for more money down.  See Step Nine for how to 
do this. 
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by being to slow on checking the applications and getting back to them. TIMING IS 

CRUCIAL!  

 

Step Nine:  Play the I Have Someone Else Game 

Always make your applicants feel like you have a ton of applications to review.  If they 

feel that they are the only one, they will control the process.  If they feel like they could 

lose the home to someone else, you will control the process.  Here is what I mean:  Lets 

say that you narrow it down to the best-qualified buyer.  You can call them and say “Its 

between you and another family.  I really think that you’re the best fit for the home; 

however, the other family is putting more money down.  Is there any chance that you 

could increase the amount down?”  If they don’t think you have anyone else, you will 

never be able to get them to increase their down payment on the home.  One of the 

biggest mistakes I see new investors make is becoming eager to sell their home to an 

interested buyer.  If you are ever eager to sell to a buyer, don’t show it!  Always make it 

seem like you have someone else ready to sign the paperwork. 

 

 

 

 

 

 

 

Quick Tip:  Always ask for more money down.  If they told you that they had $1,000, say is 
there anyway you could come up with $1,500?  Once you ask the question, stop talking!  Let 
them respond.  If they are at their absolute maximum available, try this approach.  “I would 
really like for you to have the home, but the other family is offering more money down.  Is 
there any chance that you might be able to pay a little extra for the first few months towards the 
down payment?”  Once again, stop talking after you ask the question.  In most cases the buyer 
would be able to make installment payments to you over time.  Work out a mutually agreeable 
amount and schedule time to meet them!  Taking extra money in installments is a technique that 
could easily put an extra $1,000 in your pocket from each home.  Try it - it works! 
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Step Ten:  Have Them Apply at the Park 

Once you have negotiated to have them give a higher down payment, congratulate the 

buyer and tell them that it’s their home.  Schedule a time as soon as possible to meet with 

them at the park manager’s office to apply to be accepted by the park.  Don’t delay in 

meeting with them. 

 

Step Eleven:  Set Appointment to Sign Their Papers 

Once the park has approved them, congratulate the buyer and tell them that it’s their 

home.  Schedule a time as soon as possible to meet with them to do the paperwork.  

Don’t delay in meeting with them. 

 

 

 

 

 

 

 

Quick Tip:  I have had the best buyers stop at the mobile home park to apply before I 
investigate them.  If the park approves them, that is a good sign that I could invest sometime to 
check them out further.  I use the park management as a screening tool. 
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TOP 10 RULES FOR MOBILE 

HOME INVESTING & 

MANAGEMENT 

 

1. Purchase the Right Mobile Home!   

Don’t trade time for money.  Smaller size mobile homes require a significant amount of 

additional time.  Buying the proper size mobile home is the single best step you can take! 

Put your investment on “Auto-Pilot”.  Invest in larger mobile homes in nice areas.  These 

homes will provide the best return on your investment and operate on autopilot. 

 

2. Never Sell to Family or Friends!   

Your mobile home investing is a business, which means that you should really treat it as 

such!  I assure you that if you sell to family or friends, you will be sorry!  You will feel 

obligated to be more lenient on payment collection and be more generous in repairs and 

updates.  It will cost you money and inflict tension on your relationships.  Don’t mix 

business and pleasure! 

 

3. Never Feel Sorry for Your Prospective Buyers! 

When you are showing your mobile home to prospective buyers, they will be telling you 

about their lives.  Every single time that I have felt sorry for a buyer, it has cost me a lot 
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of money.  If you feel sorry and you sell to them, you will be sorry!  Do not let them play 

on your emotions?  Select the best buyer for your home regardless of their story. 

 

4. Always have your Prospective Buyers Complete a Credit Application!  

For the families that you are considering, verify every bit of information provided.  Put 

more emphasis on the previous landlord, not the current landlord.  If they are troubled 

buyers, the current landlord will not be honest with you because he wants them out of his 

property.  The previous landlord will not have any reason to lie to you.  Also, consider 

making an unexpected visit to the prospective buyer’s current residence.  What their 

current residence looks like at that specific moment will be what your home will look like 

after they move in. Remember, you have a vested interest in this home until they pay for 

it in full. 

 

5. Always Ask for a Large Down payment!   

In order to make sure that the tenant has something to lose, get as much money upfront 

for a down payment from them as possible.  The more money they put down, the less 

likely they will be to default on their loan.  

 

6. Consider an Early Buy-Out Offer! 

One technique we had some success with was offering the buyer an attractive buyout 

option.  This particular buyer had a three-year note agreement with us.  We simply 

offered this buyer a lower buyout price if they were to buy the home during the first or 

second year of loan.  The buyer understood the value of the reduced buyout price and did 
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purchase this home early saving himself a few thousand dollars in price.  We got a nice 

chunk of money faster which we could reinvest for further profits. 

 

7. Never Provide the Keys to Your New Buyer until their Check Clears the Bank! 

I recommend obtaining the down payment and first months note payment before you give 

the keys to your new buyer.  You must ensure that the personal check clears the bank 

before providing the keys.  Consider requiring them to pay by certified/bank check.  If 

you give the new buyer the keys and their personal check bounces, you now have to evict 

them!  You have no money from them at all to cover your costs!   

 

8. Consider Requiring Your Buyer to Insure the Mobile Home! 

If something were to happen to the home, you still want to be paid on your outstanding 

lien.  So require your buyer to get the home insured with you as a note holder.  This will 

protect you from loss if a storm or fire were to damage the home.  

 

9. Consider a Prepaid Legal Insurance Plan! 

Coverage costs $25 per month and provides overwhelming benefits.  The plan allows for 

unlimited phone consultation, document review, letters and phone calls made by the 

attorney on your behalf.  See the enclosed brochure.  This is worth its weight in gold.  If 

you have problems, bring in the professionals.  This will save you a lot of time & money. 

For additional information on a pre-paid legal plan, send me an email at 

rob@myhomesellingteam.com 
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10. Once You Have A Good Buyer, Treat Them Very Well!   

At holidays, give them a turkey or a gift certificate.  They will take better care of your 

home during the loan repayment period.  Also, they will be more inclined to make 

payments to you on time!  Trust me; it makes your life much better when you have a 

happy buyer!  Little things mean a lot! 
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HOW TO SELECT THE 

ABSOLUTE BEST BUYERS 

 

By offering an Owner Financing Program, you are already screening many undesirable 

tenants from your property.  If someone knows that they don’t have a chance at qualifying for a 

bank loan sometime in the near future, they probably wouldn’t even be looking for an Owner 

Financed home.  When you have a home that is vacant, the most crucial thing for you to learn is 

that you should never rush to get it sold.  When I first started to invest, I would be so anxious to 

get the income that I would take one of the first few people that looked at the home.  Experience 

has taught me the discipline to wait for the right buyer.  The right buyer will make you more 

money and save you hours of time and frustration.  I have often advised my clients that a vacant 

home is better than having a home with a bad non-paying buyer in it.  The most important factor 

in the smooth operation of mobile home investing is getting good buyers.  No matter what 

procedure you follow for selecting buyers, so long as it’s non-discriminatory and it’s working for 

you, keep at it.  No one can argue with success. But if you doubt your selection procedure, 

consider following these ten steps, which are arranged here more or less chronologically. 
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THE TEN STEPS 

 

1. Advertise Using the Three Point Formula to Make Your Phone Ring Off the Hook 

2. Tell the Callers that they need to have a down payment in the voicemail message that 

they hear. 

3. Show the dwelling. 

4. Accept and scrutinize applications. 

5. Check references and qualify the applicants. 

6. Visit applicants’ current home. 

7. The Largest Down payment Usually Wins. 

8. Fill out and sign the MOBILE HOME SALES CONTRACT and PROMISSORY NOTE. 

9. Set the Proper Tone with Your Buyers Upfront 

10. Have Tenant Sign Lease with the Mobile Home Park. 

 

You may skip all of these steps except the seventh one if you’re remiss about your business, 

and you may actually get good buyers.  Once you get bad buyers, you’re stuck with them for 

some time to come, and when you finally do succeed in getting rid of them, they’ll likely 

leave a few remembrances just so you won’t forget them.  

 

Dig out the lemons from among your applicants. Follow the ten steps that follow religiously 

and you’ll never rent to them. Leave the lemon buyers for those unscrupulous landlords you 

hear and read about.  They deserve each other.  
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A WORD ON DISCRIMINATION 

 

Be as discriminating as you possibly can be in your selection, but by all means, do not be 

discriminating about race, color, religion, sex, familial status, national origin, age or physical 

handicap. Such discrimination is illegal throughout the U.S. That’s federal law. To find answers 

to your questions about federal discrimination laws, call the U.S. Department and Housing and 

Urban Development (HUD) “Housing Discrimination Hotline” at 1-800-669-9777.  

 

In addition to federal discrimination criteria, some regions have specific laws prohibiting 

discrimination regarding marital status, sexual orientation, source of income (occupation), 

personal appearance, political affiliation, place of residence, place of business, matriculation 

(student status), and family responsibilities. To find answers to your questions about your 

state’s discrimination laws, call the office of consumer protection or the department of fair 

employment and housing. 

 

 

SETTING STANDARDS 

 

You will want to set your own set of standards that are well within the law. You should 

always be able to find a valid legal reason not to sell to those who are objectionable.  Once 

you have set your own standards, and then begin to look for good buyers that you can work 

with.  Your standards for a particular sale might look like this:  UNDERSTAND THAT 

YOU MUST APPLY YOUR STANDARDS CONSISTENTLY FROM APPLICANT TO 
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APPLICANT.  IF YOU ARE INCONSISENT IN YOUR APPLICATION OF YOUR 

STANDARDS, YOU MIGHT BE LIABLE FOR ILLEGAL DISCRIMINATION. 

 

Ø Gross Income – four times monthly promissory note payment 

Ø Income stability – at least six months with the same source of income. 

Ø Assets – five times monthly payment (bank and automobile equity) 

Ø Credit - established, nothing too negative 

Ø Credit Cards – one major card 

Ø Checking Account – established 

Ø Rent punctuality – prompt 

Ø Pets – none (Depends on Rules of the Park) 

Ø Waterbed-one queen size-OK 

Ø Vehicles – two autos, no motorcycles louder than an auto 

Ø Former landlords recommendations – good 

Ø Personal recommendations – one available (preferably local) 

Ø Number of occupants – depends on size of home and number of rooms 

Ø Bankruptcy, Felony & Eviction – I will work with Bankruptcy but not a Felony or 

eviction 

Ø Smoking – Your Choice 

Ø Drinking – moderation (maximum of two drinks daily) 

Ø Illegal Drug Usage – no 

Ø Permanence – at least six months in each of last two residences 

Ø Cleanliness – average 

Ø Interest in the dwelling – average to high (willing to pay more down than asked) 
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Whatever your standards are put them in writing so that you can prove to anybody that you do not 

discriminate. Regarding the acceptable number of occupants, the rule of thumb is one fewer than 

the number of rooms. In other words, if your home has four bedrooms and eight total rooms, it 

should accommodate seven occupants 

 

 

 

 

 

THE TEN STEPS EXPLAINED 

 

1) Advertise to Make Your Phone Ring Off The Hook 

Remember that the seller with the most calls wins!  Use the Three Point formula 

above to make your voicemail system ring off of the hook.  If for some reason the 

yard sign and classified advertisements don’t work, consider making a flyer and 

having it hand delivered to apartment complexes near your investment mobile 

home.  Note that I have never had to do this because the sign and the 

advertisement draw plenty of phone calls.  However, one technique that I have 

used is to ask other mobile home buyers that I have sold to if they know of 

Quick Tip:  I have formed a habit of making notes on the back of each application received 
as to how I have applied my standards to the prospective buyer.  If I don’t select a buyer, I 
document why on the back of the application and keep this in a file.  My goal is to be 
prepared to prove why I selected or didn’t select a certain buyer.  This would be a good 
habit for you to start to protect yourself from frivolous discrimination claims. 
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anyone that might be interested in a mobile home with financing.  Many times 

they do and you get a good applicant! 

 

2) Tell the Prospective Buyers that They Need to Have a Down 

payment 

The best part about having a voicemail system handle all of your prospective tenant’s 

calls is that you can program them from the very first time they hear any information 

about the home that a down payment is required to qualify for the home.  By telling them 

this before they even see the home, you are screening buyers at the very beginning.  If 

someone doesn’t have any money for a down payment, they won’t bother in leaving a 

message for you.  This will save you time and effort on unqualified buyers.  If you don’t 

tell them in the message that you expect a down payment, everyone will leave you a 

message.  Everyone including the unqualified buyers, which means you have to spend 

time calling them back, giving them directions and showing them the home.  Let the 

down payment screen unqualified buyers for you. 

 

3) Show the Home to Prospective Tenants 

See the instructions within this book. 

 

4) Accept and Scrutinize Applications 

First of all, anyone over the age of 18 that will be living in the home should complete a 

separate credit application.  I would encourage you to include each and every person over 
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18 on the promissory note and sales agreement as well.  I like to do this to protect me if 

problems arise during the term of the note.  If the promissory note isn’t paid, I can go 

after each buyer separately for the balance due.  You should do the same with your 

properties.  Another reason is that I have had husband and wives leave each other.  In 

most cases, the husband moves out leaving just the wife in the home paying the monthly 

payment.  I never release the husband from the promissory note.  Keeping the husband on 

the promissory note gives me leverage. 

 

You should also collect a non-refundable application fee to process and review the 

applications.  This fee is due for all applications submitted.  In most cases, it will cost you 

a fee to check the prospective buyer’s credit.  The credit application that we use includes 

a $20.00 fee.  This application has been included for your use.  The main reason I charge 

an application fee is as another screening tool.  If someone isn’t willing to invest $20.00 

to qualify for the home, the more than likely won’t qualify anyhow.   This saves me time 

and effort of having to review their applications.  You don’t want to bother with anybody 

except those who are serious about buying from you, and there’s only one way to tell the 

difference.  Require them to pay to apply.  The key with this is to be consistent with 

everyone.  Don’t charge some people and not charge others.  You will get yourself in 

serious trouble! 

 

After they complete the application, I recommend that you review it with them.  If there 

were any sections left blank, I would ask them why they haven’t completed those 

sections. Asking them questions verbally gives you the opportunity to ask open-ended 

questions.  Listen carefully to their answers because they will typically reveal something 
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about themselves. Also take note on how neat and thorough the application is completed.  

Make sure that the applications are signed too. An applicant’s signature authorizes you to 

conduct a credit check. Without it, you’re invading their right to privacy if you begin 

snooping into their affairs. 

 

Tell the applicants next that you’re going to be checking them out thoroughly. You’re 

going to be calling their landlords and their employers, and you’re going to be running a 

credit check. Ask them whether there’s anything negative that might show up when 

you’re checking them out because now would be the time for them to give you their side 

of the story. You’d be surprised how many negative things some people will volunteer to 

tell you about themselves which you never would have uncovered in you snooping. Make 

careful note of this information on the back of their application, and take it into 

consideration when you make your decisions.  You may find from what they tell you 

about themselves that you don’t need to check them out any further because they have 

eliminated themselves from consideration. 

 

Then ask to see their driver’s licenses and credit cards for identification. Ask non-driving 

applicants for some other form of “official” identification with their picture on it, such as 

a passport, military ID, or other government agency ID card. Compare the pictures on the 

ID cards with the faces that you see before you. Compare the numbers on the 

identification and credit cards with those given on the applications to verify the 

information as given. Then compare the addresses on the identification or license with the 

address on the application. And do likewise with the signatures. If these things don’t 

match up, ask why they don’t. You have no way of knowing otherwise whether the 
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person whose name and references are listed is the same person that wishes to buy from 

you. 

 

Remember that whenever you sell a dwelling, you are entrusting a valuable piece of 

property to a stranger.  You must know whether that stranger is a proper stranger. You 

must know what the stranger’s true identity is. Automobile rental agencies ask for 

identification before they will rent you a car. Merchants even ask for identification before 

they will cash a five-dollar check. Yet your mobile home is many times more valuable 

than a check for a paltry sum.  Shouldn’t you at least check your applicant’s I.D.? You 

stand to lose plenty if you sell to an unscrupulous buyer, not to mention all the grief and 

aggravation you could suffer.  Be cautious. Check the applicant’s identification for 

certain. 

 

If, for one reason or another, you fail to check an applicant’s identification while you are 

looking over the application initially, don’t despair. You can still check it when you visit 

the applicant’s home. I prefer to check it at the first opportunity, however, so I don’t 

waste any more time than I have to if an applicant proves to be impersonating someone 

else, such as a friend or relative who has impeccable references. 

 

Unless you already know more about the applicants than what is on their applications, 

look at each application as if you were trying to collect an eviction judgment. If 

applicants have no job, no automobile, and no bank accounts to attach, then how will you 

be able to get any money out of them if they stop paying their note and you have to take 

them to court?  Some applications may be rejected at this step without further checking. 
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You can “evict” now at the lowest possible cost. (On the backs of the applications that 

you reject, write the reasons for your decisions and then file away each application for at 

least three years as proof of your fairness in buyer selection.) 

 

Not only is the information on applications essential to the selection process, but also 

because you have more information to base your selection on than just the obvious things 

such as sex, race, or color, the chances of you being considered culpable of illegal 

discrimination on the basis of these criteria are substantially reduced. Face it. You are 

less vulnerable to charges of illegal discrimination if you solicit applications than if you 

do not. Without applications, you have little information to base your decision on, and the 

deciding factors may be more easily construed as illegally discriminating.  Once you have 

scrutinized the applications to check for internal inconsistencies and obvious 

disqualifying factors as measured by your tenant standards, you should act promptly. 

Other landlords are looking for good tenants too, and your prospects may be filling out 

applications for more than one dwelling. 

 

5) Check References & Qualify Applicants 

Some applicants know that because many landlords/sellers fail to check the information 

given on a credit application, they can probably get away with a lie here or there.  Be 

suspicious about the information given on every application submitted to you.  Buyers 

who have had problems with their landlords in the past are not going to disclose those 

problems on their credit application.  You have to dig for the truth. You have too much to 

lose by just selling to anyone.  
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Start your checking with tenancy references.  Call the current landlord to learn whatever 

you can, but be very careful about two things-whether you are speaking to the real 

landlord or an impersonator and whether the landlord is telling you the truth or telling 

you what you want to hear in order to get rid of bad tenants. Once you are confident that 

you are speaking to the real landlord, try to have them answer the following questions: 

 

Ø How many people are there in the household? 

Ø Do they have any pets? 

Ø Do they bother the neighbors? 

Ø Are they clean? 

Ø Are they demanding? 

Ø How much rent are they paying? 

Ø How many times have they been late with their rent? 

Ø Why are they moving? 

Ø Have you had any particular problems with them? 

Ø If you had the opportunity, would you rent to them again? 

 

Once you have checked the tenancy references and found nothing negative, you will want 

to know something about their employment. You will want to know how much each 

applicant earns, how long he has been employed, whether the employee is part time or 

full time and whether they are permanent or temporary. You will need to be sure that you 

have contacted the real employer. Check the number in the phone book rather than just 
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relying on the number provided on the application. The number on the application might 

be the correct employer but it may be a direct line to the applicants’ friend and co-

worker. Be wary if the employer answers with a “hello” rather than a business name.  

Should the applicant derive income from sources other than ordinary employment, say, 

from Social Security, pension funds, welfare alimony, inheritance, investments, 

unemployment, disability, scholarships, school loans, or relatives, you will want to verify 

the source, the amount, and the continuity of the source as best you can. Ask to see 

whatever records the applicant has to support the amounts shown on the application. 

You should also check their credit to see their history of bill payment.  A person’s credit 

report will tell you a great deal about their integrity.  My concern when reviewing a credit 

report is to see if they have ever been evicted, do they have any judgments against them; 

are they paying their bills on time recently? 

 

Many times I encounter a buyer that has rough credit because of medical bills.  I usually 

don’t let past due medical bills stand in the way.   My whole focus is trying to determine 

if this buyer will make their payments to me on time during the term of the promissory 

note.  If their credit scores are on the border, I might even ask for a co-signer on the 

promissory note. 
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Personal information (from application, conversation, and personal observation) 

An incomplete application 

A sloppy application 

No telephone 

No driver’s license or “official” identification 

Poor hygiene or grooming 

Expectations of a big lawsuit payoff 

Excessive anxiety about moving quickly 

Careless handling of a cigarette. 

 

Tenancy information 

Living with relatives or in a motel 

Little or no information about previous landlords 

Repeated moves 

History of late payments 

 

Employment/Income Information 

New job 

Frequent job changes 

Insufficient income 

No income documentation 
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Asset Information 

No checking account 

No savings account 

Full deposit or rent unavailable 

No car 

Car dented, broken down, or abused 

 

Eviction Information 

Eviction filed 

Eviction completed 

 

Credit Information 

No credit history 

No credit cards 

Bill collections 

Numerous retail accounts 

Numerous inquiries into their credit history 

History of late payments 

Recent bankruptcy or foreclosure 

Car loan in arrears 
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Car repossessed 

 

6) Visit Applicants Current Home or Apartment 

One of the best things you can do to check out your prospective buyers is to make an 

unannounced stop at their current residence.  The reason you would want to do this step is 

quite simple really.  How their present residence looks when you stop by is how your home 

will look once they move in.   Do they have broken down cars in the driveway?  Is the inside 

clean and tidy?  We really don’t need to go into much detail here, but your gut feeling will 

tell you if you should sell to them or not.  You actually might be positively surprised during 

your visit.  One prospective buyer, asked me to take my shoes off before entering!!!  I signed 

her up ASAP!  When you stop, just say that you forgot to ask them a question, or you need to 

review their driver’s license again.  Use some simple excuse to stop over, but do stop over! 

 

7) The Largest Down payment on the Home Wins 

I have learned that the larger the down payment that they are able to put down on the home 

upfront, the better the buyer will be during the term of the promissory note.  I tend to focus on 

the buyers that have the most money available upfront.  The more they invest upfront, the 

more they have at risk to lose.  Remember the amount that they have available is negotiable.  

Use some negotiating tactics to increase the amount upfront from the best-qualified buyer.   
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8) Fill Out & Sign the Mobile Home Sale Agreement &Promissory 

Note 

You should invest sometime into explaining the agreements to your buyers when you meet 

with them.  I would meet them at a local coffee shop where you can sit down and talk with 

them.  If you have access to an office, meet them there.  Don’t meet with them at your home.  

Highlight both agreements, explain how all of the numbers work and answer all of their 

questions. The more time you invest in the beginning explaining how things are going to 

work, the less time you have to invest down the road.  An ounce of prevention is worth a 

pound of gold.  ALSO REMEMBER:  DO NOT GIVE YOUR BUYERS THE KEYS UNTIL 

THEIR UPFRONT CHECK CLEARS THE BANK!!!!  I usually tell them before we meet to 

sign the paperwork that if they want to get the keys at the meeting, they should bring a bank 

or cashier’s check. 

(Example:  I had a woman view one of our homes and she fell in love with it.  Everything 

checked out on her application and I was excited because she was excited.  She couldn’t get 

over how great this home and opportunity was for her.  I told her she would need to stop at 

the office and fill out their applications for the park.  I explained that any new resident in the 

park had to be “accepted” by the park, much in the same way I had just accepted her.  She 

said no problem, and seeing as it was a Friday evening, she asked if she could bring her check 

and meet with the park on Monday morning.  I told her that would be fine, and we set up a 

time for Monday.  On Monday morning she showed up with her husband driving a U Haul 

which was filled to the top with all of her stuff!  Standing right in front of me, she told the 

manager that I had told her she could move in on Monday.  The manager and I both explained 

to her again that she would need to be approved by the owner of the park, before she could 

move in.  Plus, she gave me a check.  I explained to her that the check would have to clear 
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before I would give her the keys.  This girl and her husband lost their minds, they called me 

every name in the book and demanded I pay for their moving truck!  Needless to say, I did 

not pay for anything and I tore up their check.  I wanted no part of this couple.  I can almost 

guarantee one of two things was going to happen.  

  A: That check was going to bounce and they knew it.  By rushing the move in 

and showing up with all of their stuff, they assumed I was going to let them in the home 

without waiting for it to clear.  There are people out there who know the system and know 

how to play it.  Had they moved in and their check bounced I would have had to evict them, 

which could have taken up to 2 months, and I never received a dime from them.  Meanwhile, 

they would have had a free place to live for awhile. 

 

  B:  We were going to have problems down the road.  Anyone getting that 

belligerent over what could be construed as a misunderstanding is going to be in trouble in 

the future.  Also, what was the rush?  My guess is that they had to vacate the home they were 

in and they were desperate.  Remember how excited she was about the home?  The mobile 

home wasn’t all that great, but she was pumped.  There’s a reason.  

 

9) Set the Tone Properly at the Beginning 

During your meeting to sign the mobile home sales agreement & promissory note, you should 

definitely set the proper tone with your new buyers.  I usually tell them that I am a very 

serious investor.  I explain that I will be very good to them if they are good to me.  However, 

I do tell them that if they don’t do as they say with me, I will come after them at full throttle.    

The big rule I lay out on the table is that I expect open communication.  If they have a 

problem paying the monthly payment, I expect to hear about it ASAP.  If they aren’t able to 
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pay the payment on time, they should be calling me to explain why.  Be tough with them and 

let them know upfront that you will not be taken advantage of.  If you play Mr. Nice Guy or 

Gal, they will not respect you during your note term.  Once the tone has been properly set, 

keep it set.  If they don’t pay the payment on the 1st, call them at 8am on the 2nd.  Make it 

uncomfortable for them not to perform.  Once they understand how you operate, you should 

have smooth sailing during your relationship. 

 

     10) Have the Tenant Sign the Lease with the Mobile Home Park 

Have your new buyers sign the lease at the mobile home park.  When they sign the lease at 

the park, you are removed from responsibility for the monthly lot rent payments.  Follow up 

with the park to make sure that they have signed the lease. 

 

(Some of the Steps Above have been adapted from “LANDLORDING” A Handy 

manual for Scrupulous Landlords and Landladies Who Do It Themselves by 

Leigh Robinson) 
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Handling the Paperwork For the Sale. 

The first thing you should do upon choosing the person, who will be moving into 

your home, is get some money out of them.  Make them show they are serious by making 

them “Show you the Money!”  I don’t care if its fifty dollars when they show up at the 

showing to see the home, I try to get money out of them right from the rip.  Putting 

money down shows that they are committing to this home.  This keeps them from going 

out searching for another home.  You need your buyer to have something invested in the 

home because psychologically they start picturing themselves moving in and living there.  

This makes it a lot easier to play them against other buyers as well. 

  

Try to get money from everyone before you decide who gets the home.  I usually 

tell them that they are in the running but they need to show that they are serious and I ask 

if they could possibly put down a hundred or two hundred dollars.  When they say “yes”, 

I meet with them as soon as possible and have them sign a Deposit to Hold form. I give 

them a copy as a receipt, and I take a copy with me.  The Deposit to Hold form I use is 

being presented here below. ( At the risk of sounding like a broken record, I’d like to 

repeat that these are the forms I use here in Ohio.  You should have all of these forms 

reviewed by a lawyer to make sure they will work in your state.) 
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DEPOSIT TO HOLD PROPERTY 
 
 
 

A.                     (Prospective Buyer) is agreeing to a deposit of $ 
   paid to hold Prospective Buyer’s position to purchase the property located at:   
            
     . 
 
This deposit shall be paid as follows: 
 

B.                          
            
           . 
 

C.           ALL of Prospective Buyer’s deposit will apply towards the purchase of said property (it will be considered 
as part of Prospective Buyer’s Down Payment) provided Prospective Buyer lives up to all other terms of 
his/her/their agreements with Seller.  This deposit is nonrefundable if buyer is approved by the mobile 
home park, and Prospective Buyer must pay additional $    down payment by  
    and his/her/their first months payment of $   before moving into the 
property on    .  If either of these payments is not received by Seller on time then 
Seller may at Seller’s sole discretion can cancel the agreement with Prospective Buyer and all money paid 
to Seller by Prospective Buyer shall be kept as liquidated damages to cover application review, marketing 
costs to fill property, and lost opportunities.  This agreement is subject to Seller’s final approval of 
Prospective Buyer’s application.  In the event that Seller does not approve for any reason, Seller may 
refund all of Prospective Tenant’s deposit and cancel this agreement.  All down payments and first month’s 
note payment must be in the form of either certified funds or money order except at noted below. 
 

D.              Prospective Buyer understands that Prospective Buyer does NOT have a valid lease or option to 
purchase said property UNTIL Prospective Buyer makes both other payments described above on 
time and signs all further paperwork with Seller, including Sales Agreement and Promissory Note, 
etc.  In no case may the Prospective Buyer enter or otherwise occupy said property until ALL 
conditions and terms in this agreement have been fulfilled.  TIME IS OF THE ESSENCE! 
 
 
          / /  
Prospective Buyer 
 
 
          / /  
Seller and/or Agent for Seller 
 
 

E.             If initial deposit is to be paid by check, initial next to this paragraph to show both parties 
understand and agree to the following:  Buyer understands that he/she/they are making a nonrefundable 
deposit on this date to hold the property.  Furthermore, Buyer hereby states that there are sufficient funds 
available to cover this check and that Buyer understands Seller is relying upon the fact that this check will 
in fact clear.  In the event this check does not clear for any reason, Buyer understands that Buyer shall be 
liable for prosecution and collection to the fullest extent of the law.  Furthermore, Buyer understands that 
all remaining down payment money and first months’ note payment must be in the form of either certified 
funds or money order. 
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A. Write the Buyer’s full name, the amount they are paying and the address of 

the home. 

B. Write on these lines how the money is being paid.  If it’s cash write cash, if 

it’s a check, write the check number, as well as check the persons driver’s 

license and write any pertinent information here.  A money order or cashiers 

check usually has a serial number as well. 

C. In a nutshell, this section basically says that they agree to pay you a certain 

amount of money up front; they are offering to give you the rest of the money, 

as well as, the first month’s payment before they move in.  It also says that if 

they get accepted by the park, and you have accepted them for the home, and 

they back out of it, then the Deposit to Hold is non refundable.  This is not 

written so that you can run around and take everyone’s money and not have to 

give it back.  The point is this:  If someone puts money down and three weeks 

later, you are still waiting for them to give you the rest of the down payment, 

and they decide they want a different home, then essentially you have wasted 

three weeks of time.  This is when you should keep their money.  If at 2:30 

they give me a hundred dollars and an hour later realize they made a mistake, 

I will give their money back.  Don’t screw people, or it will come back to 

haunt you.  You don’t want to get the wrong reputation. 

D. This clause is self explanatory.  This says that in no way are they allowed to 

enter the premises, or move in until you get the rest of the money, and the 

proper paperwork is signed. 
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E. This clause covers you if their check bounces, and clearly states that you 

intend to cash the check.  Also, it tells them that if their check bounces they 

will be required to pay the rest of the monies in the form of a money order or a 

certified check. 

 

 

Once the buyer has come up with the rest of their down payment and first month’s 

payment have them sign the sales agreement and Promissory note.  The sales agreement 

is a sheet that lays out the entire agreement that has been made including the total amount 

being financed, the interest rate, the total they are paying in interest over the life of the 

loan, etc.  The promissory note is the actual loan.  Here is the copy of the sales agreement 

I use. 
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MOBILE HOME SALES AGREEMENT 
 

A.            Date:     __________________________________________ 
 

B.            Buyer(s):             
 

C.            Address of Mobile Home: _________________________      
 

D.            Make:       Year:   ID#:    
 

E.            Total Purchase Price:  ________      Deposit: $     
 

F.            Additional Payment due: $       Due Date:      
 

G.           Appliances and contents included in sales price:        
 

H.            Date of Possession by Buyer(s):       
 
Sales Tax: 0    
Title Fee: 0    

I.              Insurance: 0    
Processing Fee: 0    
TOTAL:  0    
 

J               ANNUAL PERCENTAGE RATE   ________   
The cost of your credit as a yearly rate. 
 

K.            AMOUNT FINANCED   ________    
The amount of credit provided to you. 
 

L.             FINANCE CHARGE   _________________________  
The dollar amount the credit will cost you. 
 

M.            TOTAL OF PAYMENTS   ________    
The amount you will have paid when you have made all schedule payments. 
 

N.             Payable in   monthly installments of $   each, beginning    and on the    day of 
each month thereafter.  A $ 25.00  late charge is assessed for any payment not received within FIVE (5) days of 
due date, plus $ 5.00   each day thereafter until received 
 

O.            Buyer(s) acknowledge they have read, understand and agree to the terms of this contract and have received a copy of 
this agreement. 
 
 
             
Seller       Seller Representative 
 
___________________________  _______                  ________________    
Print Name      Print Name 
 
             
Buyer       Buyer 
 
             
Print Name      Print Name 
 
 
 

 

Mobile Home & Contents Sold In “AS 
IS” Condition 
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A. Date when you have the buyer sign the sales agreement, not 

when they are moving in, unless they are the same day. 

B. The name of the person who is buying the home, and who 

is signing the bottom of this form as the buyer. 

C. The physical address of the mobile home where it will be 

when the buyer is paying for it.  If the home is being 

moved, put down the address where the home will be when 

the person will be making the payments. 

D. All of this info can be pulled from the Title. 

E. First line is the total price, not what is being financed, but 

the entire amount for the home.  The second line is the 

amount of the buyer’s down payment. 

F. First line is the amount being financed (Total purchase 

price – down payment)  Second line is the date at which the 

entire note is due.  (End date of the loan) 

G. Anything and everything that you don’t want the buyer to 

take with them should they decide to leave early or 

abandon the home.  If this occurs, you can go after the cost 

of this stuff in court, and proving that it was part of the deal 

is easier if you have it listed here.  Include the fridge, stove, 

dishwasher, washer, dryer, air conditioner(s), shed, any 

furniture, etc. 
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H. The date you will hand over the keys. 

I. I leave a zero in all of these lines, because in Ohio, taxes 

are paid as property tax.  The buyer gets billed twice a year.  

Therefore there is no sales tax due upfront.  Insurance is the 

buyers responsibility, and the other fees are built into the 

price of the home.  Taxes and insurance may be handled 

differently in your state.  Make sure you find out how to 

treat them and change this form as needed. 

J. Annual percentage rate 

K. Amount of loan, or the principal amount being financed.  

This is the total purchase price minus the down payment. 

L. I use www.bankrate.com to figure out the amortization 

table.  This table will break down all of the payments by 

principal and interest.  Figure out what the entire amount of 

interest paid throughout the life of the loan and put it on 

this line. 

M. The total amount being financed plus the total amount of 

interest will give you the total amount for the entire loan.  

This is the line that scares people.  I usually tell them that 

this number could be smaller if they pay extra each month 

or pay down the principal with a large chunk of money, 

such as a tax refund, etc. 
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N. This breaks down the entire loan into monthly payments, 

and this is where you write in what those payment amounts 

will be, and when they are due.  This line also explains how 

you will handle late payments. 

O. This line merely states that the person buying the home 

understands everything on this form by signing below. 

 

Along with the sales agreement, we also have the actual note on the home.  This is the 

actual loan.  This is not a lease, this is a loan.  This is what the buyer is paying you for the 

home.  You will need this should you ever have to go to court, and you will eed it when 

you go to put a lien on the home.  This is probably the most important form in this 

manual.  Here is a copy of mine: 
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PROMISSORY NOTE 
ORIGINAL 

 
P.                Date:        $       

 
Q.     FOR VALUE RECEIVED, the undersigned, jointly and severally, promise to pay to the order of 

_____________________________ at                                                                       , or at such other place as the 
holder of this note may designate in writing, in lawful money of the United States of America, the principal sum of $ 
_____, with interest at the rate of    . 
 

R.               The principal and interest on this note shall be paid in    consecutive payments of $   , each 
beginning     and on the same date each month thereafter until fully paid.  If not sooner paid, 
all principal and accrued interest shall be due and payable on ____________. 
 

S.               Payments shall be applied first to any late charges or penalties owed, then to interest and the remainder to principal.  
Any payment not received within Five (5) days of due date shall be assessed a late charge of $25.00  plus Five ($5.00) 
Dollars per day thereafter.  Any check returned by Bank for non-payment, regardless of reason, shall be assess a charge 
of Twenty-Five ($25.00) Dollars. 
 

T.                This Note is secured by a first lien on a          Mobile Home, ID #                located 
at ______________________________________.Title to remain in Note Holders possession until satisfactory payment 
of this Note is made, at which time, title will be delivered to Note Maker(s) free of liens.  Note Maker(s) to pay all 
costs of transferring title. 
 

U.                  This Note shall, at the option of the Note Holder(s), be declared in default if any of the following occur: 
• Failure to receive any payment within Ten (10) days of due date. 
• Failure to carry sufficient fire and extended coverage insurance on mobile home at all time, in amounts to 

cover the outstanding liens, and furnish Not Holder’s with a copy of policy naming Note Holder(s) in a first 
lien position. 

• Failures to pay lot rent and abide by Park rules. 
• Moving mobile home for present location without written consent of Note Holder(s). 
• Failure to pay required taxes, insurance premiums and water bills when due. 

 
V.              Should default occur on this Note, the Note Holder(s) reserve the right to call all remaining principal and accrued 

interest due in full immediately, without further notice to Note Maker(s).  If legal action is necessary to collect on this 
Note, Note Maker(s) agree to pay all such costs, including reasonable attorney fees. 
 

W.             If the premises are left unoccupied for Ten (10) days or more while payment is due and unpaid, property will be 
considered abandoned property. Note Holder(s) will take abandoned property as liquidated damages, disposing of 
mobile home and owners personal property as they wish, without recourse. 
 

X.                This Note may be paid off at any time without penalty, but cannot be assumed by another party without written consent 
of Note Holder(s).  Note Maker(s) acknowledge a copy of the Note. 
 
_________________________________________________________________     
Note Maker    SS#    DOB 
 
      ________________     
Note Maker    SS#    DOB 
 
 
PROMISSORY NOTE-MOBILE 
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P. Place the date in the first line and the amount being 

financed on the second line. 

Q. First line is the person, company, etc. that the checks are 

being made out to.  Second line is the address where you 

want the payments mailed.  (I would suggest running to 

your local post office and buying a PO box.  They are not 

expensive and you don’t want your buyers to know where 

you live.  God Forbid they would ever show up at your 

house, but you never know.)  Third line is the principal 

amount of the loan, and the fourth line is the interest rate. 

R.  First line is the amount of months that the buyer will be 

paying, second line is the amount of the monthly payment.  

Third line is when the payment is due each month, and the 

fourth line is the date when the entire note will be paid off. 

S. This clause lays out how late payments are handled, and 

how we charge for returned checks. 

T. First line is the make of the mobile home, second line is the 

ID# pulled of the title.  Third line is the address of the 

home.  This clause goes on to explain that you or your 

investor will be keeping the original title until the lien is 

paid in full. 
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U. Here I’ve listed those actions that will cause this note payer 

to be in default.  Make sure you explain these to your 

buyer up front.  They are self explanatory.  I make all of 

the buyers get insurance on their homes.  They are also 

responsible for all of the taxes, utilities, etc.   

V. This clause notifies the note maker (your buyer) what 

happens if they are in default.  This basically gives me the 

right to repossess the home if any of the above actions 

occur.  It also tells them that they will be on the hook for 

any court costs or reasonable attorney’s fees. 

W. This clause states what is considered abandonment, and 

what you are to do with the stuff the people leave behind.  

It basically states that you will be repossessing the home if 

they abandon, and you will be tossing out all of their stuff. 

(or selling it on Ebay!) 

X. This clause says that there are no pre payment penalties and 

that the note maker can pay it off at any time.  It also states 

that the note is not assumable without your permission. 

 

That pretty much wraps up all of the paperwork I use for selling a home.  I make sure that 

the buyer gets a copy of both the sales agreement and the promissory note.  I also print 

out an amortization schedule from Bankrate, and give them a copy.  Once the title has 
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been transferred and the lien has been placed, the buyer receives a memorandum title and 

I get the original back.  Make sure you make great copies of everything and keep every 

shred of paper used for each home.  This was one of the mistakes I made in the beginning 

and now I am meticulous about saving everything.  Make copies of checks, money 

orders, etc.  Keep everything in a file, neat and organized.  Especially the note.  That note 

has value now, a lot of value.  That piece of paper can actually be sold.  So be organized, 

keep all of your paperwork, and treat the file on the home as if you have to go to court 

next week.  The more of these you do, the better chance that you will have to go to court 

at some point and it’s good to be ready! 
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Automation 

 Part 2 

The Selling System 

 

 

I personally like the old analog radios better than the new digital ones.  The 

reason for this is that you have those big knobs on the old radio that requires some finesse 

in order to get a clear sound.  Those radios put the control in your hands.  If a radio 

station came in the least bit fuzzy, you could move the knob back and forth, just a hair, 

until you got the clearest sound.  Digital radios go right to the station, and if the sound 

quality isn’t there, there’s really nothing you can do about it.   

 

You need to set up your systems like that old radio.  Get the system in place and 

you can slowly fine tune the results you are getting as you move forward.  Many business 

owners set their business up like the digital one.  It either works or it doesn’t.  When you 

first start a business, you don’t know what is going to happen.  If you did, then everyone 

would be a business owner.  You need to have the ability to self correct as you move 
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forward.  The most important thing is getting that old radio in place.  Get your systems in 

place and fine tune them from there. 

 

Selling your mobile home takes a lot of your effort and time as well.  Automating 

the selling of your home will save you the greatest amount of time and energy, and it is 

rather simple to do.  As we did with our buying system, we first want to create a funnel 

for filtering leads.  Stuff as many leads into the top of the funnel, and you will have more 

qualified buyers spit out the bottom.  The more qualified buyers you have, the faster you 

sell homes.  The faster you sell homes, the happier the investors.  The happier the 

investors, the more homes they will buy.  The more homes they buy, the more successful 

you become.  Do I need to go on?  I think you get the point, so let’s jump right in. 

 

 

Using Newspapers 

 

When you are first starting out, I would recommend being as generic with your 

ads as you possibly can.  You can fine tune any ad as you get more experienced, but in 

the beginning you want as many people to call you as possible, so that you can begin to 

build a buyer’s list.  Here’s an example of an ad that we have had success with, and is 

generic enough to bring in as many calls as possible. 
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. 

 

 

 

 

 

 

This ad is generic.  The bold headline draws them in, and tells them what 

separates us from the rest of the people in the paper.  We will finance their mobile home 

for them.  They do not need to come up with a lot of cash to buy it.   

 

Next, we hit their emotional hot buttons.  We never mentioned how many 

bedrooms, or how many baths.  We described an idyllic place to live.  Reading this, 

couldn’t you almost see Mary Poppins at the window with a bird on her finger singing as 

the sun lit up the room?  You want people to be in love with the place just before they get 

to the point where they are going to need only $500.00 to get in the door. 

 

OWNER FINANCING 
 

Bright Family Eat In Kitchen.  Open Living Room.  
Inviting Deck.  Extra Storage.  Lovely Home in quiet 
Tree Lined Community.  All appliances stay!  Credit 

problems okay! $500.00 down, Easy monthly 
payments!  24HR Rec. Message 1(440)123-4567 
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We told them they don’t have to worry about getting appliances, and the monthly 

payments are going to be easy.  Even if they have credit problems they can do this.  If 

they are suspicious, like maybe this is too good to be true, they can call a recorded 

message for information.  They don’t need to be worried about being swindled by some 

smooth talking salesman on the phone. 

 

I would use a local phone number in this ad.  You want them to be comfortable 

calling, and some people are leery about 1-800 numbers.  The phone number will get 

them to a voicemail message like the one below. 

 

 

 

 

 

 

 

 

 

 

Again, we are using a generic voicemail, because we are only lightly screening 

people right now.  We want as many people on our buyers list as we can get, and those 

that leave messages now know that they need at least $500.00 plus the first month’s 

Hello, and thank you so much for calling.  This lovely home has been completely 
remodeled from the floor to the ceiling and is in move in condition.  The lot rent is 

285.00 per month. We have a special financing program that we can customize to fit 
your needs, and you do not need perfect credit to qualify.  No banks are needed.  With 
a low down payment and easy monthly payments you can move into this home today.  
We will not accept anyone with a down payment less than $500.00 and those with the 

highest down payments will be considered first.  Down payment, first payment and 
first months lot rent are needed for you to move in.   Please leave your name, number 

and the best time to get a hold of you, and Brian will call you back to set up a time 
when you can view this lovely home.  Thanks again for calling!  
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payment, and the parks lot rent before they can move in.  If they do not leave a message, 

you can assume that they had only 500.00 or less to move in and there is no reason to 

waste your time with them.  Even a crappy apartment would require someone to have at 

least 2 months rent to get in the door, so anyone who is trying to get into a place for 

anything less will just be wasting your time. 

 

Here is the reason we are leaving a generic gateway to the general public.  We are 

going to run this ad without first having a home to sell.  In fact, put down this manual and 

go run this ad in the local newspapers right now.  Start building your buyers list 

immediately.  Call the people back and explain that unfortunately you sold that home but 

you have a few more coming up.  Ask them what they are looking for.  How many 

bedrooms, baths, nice place or fixer- upper, any particular park or area?  Get a feel for 

what most people want and it will help you while you are searching for a home.   

 

Understand that you are trying to get an idea of what type of home would sell to 

the most people.  If most of the people who called are looking for a 3 bedroom home that 

they don’t have to fix up, and they want to know if you have anything available in Bobs 

Mobile Home Park because they heard it was a nice place, then you should be looking in 

Bob’s place.  I am not saying you should limit yourself to Bob’s place, in fact, you should 

definitely not limit yourself to any place, but at least you know now that Bob’s has a 

good reputation.  Keep a running buyers list and put everyone that calls on this list.  My 

list looks like this: 
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Name Down 

payment? 

Bedrooms Monthly 

payment? 

Misc. Phone 

Number 

Anthony Smith 500 2 or 3 300 Has dog 555-6293 

Barbara Davis 1000 3 275 Single mother of 2 555-2347 

Mike Chapel 500 N/A 200 Wants handyman 

special 

555-8282 

David Key 2000 2 250 Bob’s Park preferred 555-3212 

 

 

Once you purchase a home, you can jump to your list and call people back to see 

if they are interested.  Any home you buy is probably going to need some type of work, 

so immediately upon placing an offer on a home call those people who are looking for 

something to fix up.  Let’s say you found a 2 bed/ 2 bath home in Bob’s Park and it needs 

all new carpet, there are a few holes in the walls, and there is a roof leak somewhere 

because there is some water damage on the ceiling.  You got the home for $2000.00 and 

you estimate it will need about $1500.00 worth of work.  Once it’s fixed up, you know 

you can sell it and probably get 300.00/month for it.  With 3500 invested, if someone 

gives you a down payment of $500.00, you would get all of your money back within the 

first year with a payment of $250.00/month. 
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Before you even touch the place, refer to your list and call Mike Chapel.  He’s 

looking for something to work on.  If he checks it out and likes it, then you have only 

2000.00 invested.  With 500.00 down you would get all of your money back in a year 

with a payment of only $125.00/month.  You’ll notice that Mike is looking at spending 

$200.00/month.  That means you would have all of your money back and then some, in 

just seven months.  If he doesn’t like it, it didn’t cost you anything to have him check it 

out  

 

Can you begin to see why having the list is a very powerful tool?   You could get 

someone in the home without running another ad.  This will save you time and money.  

Continue to build that buyers list and updating it.  Buyers for your mobile homes are 

fragile, and therefore you need to constantly be updating your list.  You will get phone 

calls from people who need to move in the next week or so, and if they don’t want what 

you have right now, they will move somewhere else.  Your buyer’s list will only be good 

for about a month.  After that, most of the people on it will have moved, and their 

numbers will have changed.  That being said, you should still revert back to those people 

on your list and call them until they ask you to stop, or they move and are no longer in 

the market.  

 

 

 



THE ENTIRE MANUFACTURED HOME INVESTING SYSTEM 
WARNING! COPYRIGHT © 2007.  CAPSTONE PUBLISHING INC. 

 
ALL RIGHTS RESERVED 

71 

Automate the Showing 

 

 

We are going to assume now that you have bought a mobile home and you are 

calling the people on your buyers list before you put another ad in the paper.  In the 

beginning we told you how to set up your home with an auction-like environment by 

showing the home to multiple people at once.  Running this as a business though is going 

to need a few adjustments.  We are now going for speed and we need to get as many 

people into that home as possible.  The more people who walk through, the better chance 

you will have a faster sale.  We also need to spend our time on finding other homes, and 

calling people back.  We need a way to show the home without physically being there. 

 

One of the most frustrating things in this whole business is when you schedule a 

time to meet a person or multiple people at a home and they do not show up for whatever 

reason.  Especially if the home is not right up the street, but forty minutes away in the 

country.  Showing the home to people who are uninterested, or who don’t even bother to 

show up is a big time killer and will burn you out fast. 

 

I place my mobile home for sale sign on the home after I purchase it, and I put a 

lock box on the door with a key inside of it. Lock boxes can be purchased at any of the 
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big box hardware stores like Home Depot, Lowes, or even Wal- Mart for around thirty 

dollars.  Next, I place a sign on the door. 

 

 

 

 

Put your cell phone number on the sign and that’s it.  When people call you, make 

sure their phone number comes up on your caller ID.  If it comes up blocked, ask them 

for their number and tell them you will call them right back.  Call them back and give 

them the lock box combination.  Ask them if they can do you a favor and call you when 

they are finished just so that you are sure they locked up the home again.  This gives you 

a chance to talk to them after they have seen the home.  You can answer their questions 

and concerns.  If they tell you that they are not interested, ask them what they are looking 

TO VIEW THIS MOBILE HOME NOW 
 

CALL 
 

(555)123-4567 
 

WE WILL GIVE YOU THE LOCK BOX 
COMBINATION AND YOU CAN WALK 

THROUGH ON YOUR OWN! 
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for, and send them to another home if you have one.  If you don’t have another one, keep 

their phone number on your buyer’s list until you do have one. 

 

Along with the sign on the door, I also keep a stack of applications on the kitchen 

counter and some pens.  If they are interested they can fill out an application and either 

leave it there for you to pick up, mail it in, or fax it to you.  Once they have done this, I 

tell them to go to the office of the park and speak with the manager about filling out the 

park applications. 

 

Next to the applications I leave some frequently asked questions and information 

on our program.  If they are not interested in this home, they can take the sheets with 

them and call you later to see what other homes you have available.  Here are some 

copies of the sheets I use, as well as a copy of my application. 
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OWNER FINANCING PROGRAM 

Frequent ly  Asked Ques t ions  

 
How Does Your Financing Work? 
We offer you owner financing where we can sell you the mobile home without you having to qualify at 
a bank for a loan. 
 
How Much Down Payment Do I Need? 
We are very flexible with down payment.  We can offer you many options and we will always do our 
best to work with whatever funds you have available. 
 
Do You Offer Down Payment Assistance Programs? 
Yes we do.  A lot of times if you are a bit short on down payment we can set up a monthly payment 
plan spread out over 4 to 6 months. 
 
What Other Methods of Down Payment Are Accepted? 
Unlike most lending institutions, we accept borrowed funds for your down payment.  If you have a 
close friend or relative willing to lend you money for your down payment you can use that in our 
program.  You may also be eligible to withdraw or borrow from your 401k to purchase a mobile home 
without penalties.   
 
When Do I Become the Owner? 
You become the owner the same day you get keys to your new mobile home.  We sign the title over 
into your name.  We do put a lien on the title until the mobile home is paid for in full.  Once the mobile 
home is paid for in full, we remove the lien from the title.  However, you are the owner from day one 
in our special owner-financing program.  This means that you are not throwing away your money in 
rent! 
 
How Long Is The Mobile Home Loan? 
We can make the loan as long or as short as you would like.  We can design a loan program around 
what you can afford for a monthly payment.  If you can afford $250 a month, the loan may be a five-
year loan.  If you can afford $400 a month, the loan may be only a three-year loan.  We design a loan 
program just perfect for what would like to pay each month. 
 
What is The Interest Rate on The Mobile Home Loan? 
We are flexible with our terms to meet your needs.  Typical interest rates range from 7.5% to 15% 
depending on your down payment and application.  Most credit scores are accepted and fast approval 
forms are necessary to verify income and employment.   
 
If I Am Interested, What is the Next Step? 
All we need is your FAST Approval Form.  You can even fax it in for 24 Approval!  We will contact 
you within 24 hours once we verify income and employment.  Please keep in mind that our homes sell 
very quickly with this special owner-financing program.  You must act fast and send in your Fast 
Approval Form quickly or this home will sell to another buyer. 
 

If you have additional questions please call us today at 
 

(440) 673-1888 or Fax to (440) 918-0347 
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STILL HAVE QUESTIONS? 
 
 

IF YOU HAVE ANY ADDITIONAL QUESTIONS 
ABOUT THIS HOME AND WOULD LIKE TO 

SPEAK TO US NOW, CALL:  
 
 
Voice:  (440) 667-3695 
 
 

 
IF YOU WOULD LIKE TO TAKE ADVANTAGE OF OUR SPECIAL 
OWNER FINANCING PROGRAM FOR THIS HOME, PLEASE FILL 

OUT MOBILE HOME FAST APPROVAL FORM FOR EACH 
ADULT.  THERE IS NO COST TO YOU AND IT’S ONLY A FAX 

NUMBER AWAY! 
 
 

IT ONLY TAKES US 24 HOURS TO REVIEW YOUR APPROVAL 
FORM.   

 
FAX YOUR COMPLETED FORM TO: 

 440-918-0347 
 

OR MAIL/DROP OFF TO: 
BRIAN BECK 

31811 VINE ST. 
WILLOWICK, OHIO 44095 

 
 
 

THANK YOU…WE HOPE TO WORK WITH YOU SOON! 
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MOBILE HOME FAST APPROVAL FORM 

  
Voice: 440-549-5957 Fax: 440-918-0347 

 
 

EACH APPLICANT MUST COMPLETE A SEPARATE APPLICATION 
 

PLEASE PRINT - ALL information must be completed.   
 
Area that you would like to live: _____________________________________________________ 
 
Date of desired occupancy: _________________________________________________ 
 

Would you like to take advantage of our owner financing? ___________________ 
 

How much of a down payment can you raise? ____________________________ 
 

What monthly budget are you trying to work within for your house payment? ___________________________ 
(Please note that most of our homes are located in Mobile Home Parks, and they charge a monthly lot rent, so add an average of 
275.00 to your monthly house payment.  This is the average, your lot rent could be higher or lower depending on where you go) 

Is your credit, good, fair, or ugly? ____________________ 
 

YOUR PERSONAL INFORMATION 
 

Full Name ________________________________________ 
E-Mail address:_____________________________________________ 
Phone (_______)______________       Work Phone ( _______)_________________    Cell Phone (______) _________________ 
Social Security Number ________-_____-_________ Driver's License #__________________________   State: ______________   
Present Address ______________________________________________________________________________________    
City __________________________________________________    State: ____________  Zip: _________________________________ 
How Long? _____  If renting, Apartment name/location _____________________________Current Payment: $ _____________ 
Landlord/mgr's name ________________________________________________________  Phone:  (_____)__________________ 
 
Employer #1: _____________________________________________________ Position: __________________________ How 
Long? _________ 
Address _________________________________________________________________________________ Phone: 
(_____)__________________ 
Gross Monthly Income before deductions: $______________  
 
 
 I declare that the application is complete, true and correct and I herewith give my  permission for anyone contacted to release 
the credit or personal information of the undersigned applicant to Management or their authorized agents, at any time, for the 
purposes of entering into and continuing to offer or collect on any agreement and/or credit extended.  I further authorize 
Management or their Authorized Agents to verify the application information including but not limited to obtaining criminal 
records,  contacting creditors, present or former landlords, employers and personal references, whether listed or not, at the 
time of the application and at any time in the future, with regard to any agreement entered into with Management.  Any false 
information will constitute grounds for rejection of this application, or Management may at any time immediately terminate 
any agreement entered into in reliance upon misinformation given on the application. 
 
____________________________________________   ______________ 
Applicant         Date   
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Direct Mail 

 

Managers are an excellent source of leads because of their relationships with the 

homeowners in the park, but setting up direct contact with the residents is not a bad idea 

either.  Many park owners and managers are not going to let you hang signs, or pass out 

flyers within their park.  This is soliciting and above and beyond the fact that it’s 

annoying, the owners of the park will see it as you trying to compete with them. One way 

to get around this is to direct mail the residents of a community.  By using the US postal 

service, you can sidestep any rules against soliciting in a community, but you still need to 

be careful. 

 

The first direct mailing piece I sent out was an advertisement urging people to 

“trade” their mobile homes as a down payment for a “rent-to-own” single family house.  I 

made sure that I was careful about not sending the piece to the families in the park that 

were in my homes.  I also made sure that I did not send one to anyone employed by the 

park, i.e. manager, maintenance people, etc.  The idea blew up in my face. 

 

About thirty seconds after the first residents got the piece, the manager knew 

about it.  She was annoyed because in the piece, while promoting home ownership, I 

pumped up the image of living on your own land, and not by “someone else’s rules.”  I 
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made sure that I did not criticize the park at all, or the management.  I was merely 

pointing out that by moving into your own home, on your own land, you would not be 

subject to the types of rules and regulations that govern a mobile home community.  The 

manager took it wrong. 

 

She was also annoyed that she did not get one.  She was also a resident and 

wondered allowed why she had not received one.  She took it as if we did not want her 

house.  As if her house was not good enough for our program.  She took it as if we did 

not want her or her family in one of our single family homes.  She took it a lot of 

different ways, and all of them wrong.  It never occurred to her that I was trying to get the 

word out without letting the owners of the park know what it was I was doing. 

 

The manager also thought that I was trying to steal people from the park.  Suffice 

it to say, we had a long conversation, in which I continuously apologized, and explained 

that my first priority was to help underprivileged families with credit problems find 

affordable housing.  In order to do that, I needed to have homes available. I could also 

help those people in the park wanting to find their own house, but who were scared of 

trying to sell their mobile home, or their current credit situation.  By helping people trade 

their homes, I could gather available homes for those in need of housing, thereby helping 

people on both sides.  I explained that the fact that she had not gotten one was just a 

mistake in the mass mailing.  She seemed satisfied, and the owners never found out. 
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For my next mailing, I stuck to postcards promoting different programs, such as 

the referral fees I pay to people who send me qualified buyers.  This does not in any way 

compete with anything the park does and they have no problem with it.  Also, it’s legal.  

It’s paid for and sent through the mail, so the park can not charge me with soliciting. 

 

Creating a postcard to direct mail is simple.  Anyone can throw one together in 

minutes.  Let’s look at one of my most popular ones.   

 

.  

 

 

  

 

 

 We currently have a few homes for sale within your park, and are 
paying $250.00 cash for referrals!!!!  This allows you to choose 
your neighbors, and get paid while doing it!!  Do you know 
someone who is currently looking for a mobile home or is tired of 
paying rent!! Can they pay 200-400/month.  Have them call us!!  If 
they purchase a home, you get paid  
$250.00 cash!!! 

Make $250 in 2 
Minutes!!!! 

Capstone Investment Properties LLC 

EVERYONE 
QUALIFIES!! 
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Mailing address line 
Mailing address line 
Mailing address line 

31811 Vine St.  
Willowick OH 44095 

Choose your 
neighbors. 
Get paid $250 for 
each referral! 

PLEASE  
PLACE  
STAMP  
HERE 

C a p s t o n e  
 
 

Make $250 Cash! 
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Managers 

 

 One of the most important things you can do to help automate your business is to 

build a strong relationship with the park manager or park owner.  Both of these people 

need to be on your team.  They will be the ones deciding if your buyers are accepted into 

their parks.  They will okay the purchase of a home.  They can drive people to you. 

 

Some of my best deals have come from this relationship.  I have one manager on 

my team who calls me every single day.  He asks how I’m doing and tells me of the latest 

gossip in the park.  Who’s behind in their lot rent, who’s thinking of selling, so and so 

ordered new windows for her trailer because she is going to sell her place in the fall.   

 

In this particular park, we have over fifteen homes currently filled and paying.  By 

far, it has been the most profitable park we’ve worked in.   The manager goes to court 

just about every month to evict tenants.  I know weeks in advance who is going to get 

evicted.  The manager usually tells the person to give me a call, if they want to avoid the 

whole legal mess.  If I check out the home and the person wants a reasonable amount for 

the home, I will pay for the home and help that person out.  If they want too much for the 

home or refuse to call me, I can just wait until the park evicts them.   
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When the park evicts someone for not paying their lot rent, they are essentially 

evicting the home from that lot.  However, in most cases they will not allow the home to 

leave the lot if there is back lot rent owed.  It’s a catch -22.  Most people can not afford to 

move their home, or catch up on lot rent and the usual outcome is that the homeowner 

signs the title over to the park and leaves.  The few times this has happened; the park 

owner has called me and offered me the title for the back lot rent.  It saves him/her time 

because they know I am going to fill the home.  They get the lot rent they had lost, plus 

I’m going to pay the current lot rent going forward.  It’s a win-win situation.  I’m happy 

because purchasing the home took none of my time or energy.  In most situations, the 

owner of the park has not allowed the person get behind in their lot rent over two or three 

months, so the home is inexpensive.  I might have to do some rehab work to the home, 

but chances are it is livable because the people just moved out.   

One of the more recent purchases we’ve made in this park was a situation where 

the park owner paid to give us a home for free!  That’s confusing, but follow along with 

me.  There was a particularly ugly 2 bedroom, 2 bath home in his park that had been 

abandoned a few months earlier.  The homeowners had fallen behind in their lot rent and 

rather than go to court, move the home, or give up the title; they opted to just slip out in 

the middle of the night and leave the home there.  This is a frustrating situation for the 

park owner, because it takes a long time to get an abandonment title and usually costs the 

park owner a couple hundred dollars.  It’s especially frustrating when the park owner is 

doing all of this just to destroy the home, or move it out of his park. 
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 When I say this home was ugly, I mean the outside of the home was pretty much 

rotting away.  You could push your hand through the rotted wood in a few areas.  The 

entire place had never been sided, or painted for that matter.  The owner of the park asked 

me to go take a look at the home and see if I wanted it for free. 

 

 I was on the phone with him when I drove up to the place.  He asked me what I 

thought.  I suggested tossing a Molotov cocktail through the window.  Upon entering the 

home, however, I found the inside to be pretty nice.  It needed some work, but not too 

much on the interior.  The major cost of rehabbing the place was going to be the exterior.  

I called one of my crew to come over and look at the place.  Estimates for the outside of 

the home came in around 2500.00 for new wood in bad areas and vinyl siding for the 

entire home.  Carpeting was needed on the inside along with some floor repairs, paint, 

and some appliances.  The total estimate came to about 4500.00.  To turn this to an 

investor would make the total 7500.00 which meant I had to get at least 15,000.00. I 

wasn’t too thrilled with that because it was only a 2 bedroom home, but if I kept it within 

Capstone, our total investment was only 4500.00 which meant I had to sell it for at least 

9,000.00.  It looked like a good deal. 

 

 I called the county treasurer to find out about taxes and found that there were 

2,000.00 in back taxes.  The treasurer will not approve the sale if there are taxes 

outstanding.  This would put the home cost at 6500.00 and this was assuming that 

nothing else came up.  All of a sudden, I didn’t want this home.  I called the park owner 
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and told him to forget it.  A week later he called and asked me if I would take it if he paid 

the back taxes.  He was willing to pay 2,000.00 in back taxes so that he could give me the 

home for free! 

 

 The reason for this is because to destroy the home would cost him around 1500.00 

and then he would be left with an empty lot.  While it was empty he would not receive 

any lot rent on the lot.  He would then have to actively go out and find a home to 

purchase and then move to this lot.  Then he would have to sell it and all of this would 

take a lot more time, energy and money.  It made more sense for him to pay the back 

taxes and turn the title over to us.  He knew we would fix it up pretty nice and vinyl side 

the home which would make the home and park look better.  We would get someone in 

there a lot faster than he would and that spot would start to make money again.  Again, it 

was a win-win situation all around. 

 

 Do whatever you need to do to get the manager of a park and or the owner on 

your team.  You must realize and make them realize that you guys are working together.  

You can make some great deals and they can fill up their parks.  Everybody wins.  There 

are two parks where I am not to fond of the manager, because I see them as being lazy or 

ineffective.  In most cases I end up doing most of their work for them.  This is definitely 

irritating, but in both of these cases, the parks are sought after.  Many of the people that 

call me ask if I have anything available in either one of these parks, so it makes a lot of 

sense to do business in these two parks.  I have never had a home sit longer than a few 
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weeks in either one of the parks.  I have to eat my pride in order to deal with these two, 

but I ultimately give in.  Do not get me wrong, I do not let them walk all over me, but I 

let them get away with things I would not allow in the other parks I work in.   In the end, 

more families get homes and I ultimately profit more for swallowing my pride.  You take 

the good with the bad. 

 

How much you automate the system is up to you.  This system is flexible enough to allow 

you to choose how much of it you want to automate and how much of it you want to 

control.  The idea is fundamentally the same as the buying system: you want a huge 

number of leads pushed into the top of your funnel, so you can squeeze out the best 

quality leads. 

 

At this point, you have your sign driving traffic to you, the ads in the papers, some direct 

mail out there, some online ads, and managers calling you with people who are interested 

in your home.  All of these leads are being driven to a voicemail message giving them 

more information about the home.  Here is where you can choose how automated you 

want to get. 

 

In the voicemail, you could leave the address of the home, and a short explanation on 

how you would like an interested party to proceed.  For example, the script could be 

something along these lines. 

 



THE ENTIRE MANUFACTURED HOME INVESTING SYSTEM 
WARNING! COPYRIGHT © 2007.  CAPSTONE PUBLISHING INC. 

 
ALL RIGHTS RESERVED 

86 

Hello, and thanks for calling.  You are calling about a gorgeous three bedroom two full 

bath manufactured home located in the Sahara Mobile Home Park in Madison, OH.  This 

home comes complete with all appliances, new carpeting, a beautiful deck for 

entertaining guests or just sitting back and relaxing, a very large and bright family room 

and an eat in kitchen.  To view this lovely home, (leave short directions to the park) and 

proceed to lot# 179.  The home has a lock box on the door, and my phone number listed 

on the door as well.  Simply go to the home, call the number on the door and you will 

receive the lock box combination, at which point you may walk through this home on 

your own.  If interested there will be applications on the kitchen counter.... 

 

I’ve done this before, and I was successful at selling a few homes this way.  However, for 

me, it was nerve wracking.  I had to keep a cell phone with me at all times and I had to be 

sure I answered it every time it rang, and it rang often.  It rang every hour of the day and 

night at first.  To combat this I tweaked the voice mail message to explain that they 

needed to call between the hours of 7:00 am and 8:00 pm.  Also, the voice mail box had 

no information on it.  Everyone took down the info and hung up.  I had no way of going 

back and calling these people the next time I had a home, unless I got info from them 

when they called for the lock box combination. 

 

I, personally, have a need to be in control and control each step of the process, so 

eventually I got away from doing this because it left everything up to the prospective 

buyer, and I had no influence on them whatsoever.  I have found that people will dismiss 
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a home they see for some of the dumbest reasons you can think of, and I wanted to be 

able to pick their brains a little.  I’ve had people tell me that they loved a home, but didn’t 

want it because none of the lights worked.  (Electricity was shut off at the main!)  Had I 

not talked to this woman, she would have just walked away without knowing there was a 

magic switch that turned on all of the electricity! 

 

Now I have them leave me a message with their name and phone number, and I call them 

back.  When I call them back, I tell them about the lock box and tell them how to get to 

the home.  At least this way, I can hang on to their information for the next home I buy. 

 

So the voicemail drives them to you or the home itself and you or the message gets them 

to the home, and all of this is set up to keep you from getting off your chair.  Once you 

find one of them is interested, you have them fill out an application and fax it or mail it to 

you, and then have them apply at the park. 

 

If everything goes well, you just have to drive out to the home to give them the keys and 

pick up your sign, lock box, and their check or money order, and you move on to the next 

home. 

 

So to recap, you have sellers driven to you by your ads and contacts, calling in on one 

phone line offering you their homes.  You have buyers calling you on one of your lines 
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asking about which homes you have and where they can go to see them.  You now 

answer phones and match people up.  All without leaving your home or office! 

 

The systems help in another crucial way as well.  If something is not going well, you can 

quickly pinpoint the problem and fix it.  Say an ad usually pulls thirty calls, you usually 

get fifteen of those people to visit your manufactured home and of those fifteen usually 6 

or 7 fill out applications.  

 

If you run an ad and all of a sudden, you only get three calls, then something is wrong 

with your ad.  Fix it. 

 

If you get thirty calls, but only five go to see the home, then you are telling them too 

much on the phone or you are scaring them somehow.  Shut up or fix it. 

 

If you get thirty calls and fifteen go to the home and only one fills out an application, 

then something is wrong in the home.  Figure out what it is and fix it. 

 

You see where you can quickly see based on your average results what is going wrong?  

Having clear and defined steps in your systems allows you to spot and fix a problem 

quickly.  Also, a word to the wise.  I have always sold homes quicker when I have met 

the prospective buyers at the homes and talked them through it.  It usually takes a little 

longer to sell a home by automating everything.  So if you get into a situation where a 
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home is sitting for a long time, you need to get out to the home, get back to the basics and 

sell it.  Automating systems makes everything a lot easier and saves you a ton of time and 

energy, but you have to be ready to jump back in when it isn’t going as planned. 

 

So now you have your systems in place and you are up and running like a well oiled 

machine, let’s go find some investors and money so we can do a lot more! 

 

 

 

 

  

 


