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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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Before setting up your “Fee for Service” business, you should go through the other 

manuals and buy one or two homes as your own personal investments. There are a few 

reasons for this. 

 

• They are excellent investments! - I’ve already explained extensively          

throughout the other manuals why manufactured homes are great investments, 

so I shouldn’t need to explain it again. 

• Buying a few homes will give you a monthly residual income to help your 

business when you are starting up. – Let’s say you pick up 2 homes for 

yourself and have 2 payments of 250.00/month coming in;  the 500.00 residual 

income will go along way toward paying for classified advertisements, electric 

bills, paint, minor fix-ups.  Anything you need to get your homes sold as 

quickly as possible.  There are some expenses you usually don’t factor in when 

looking for these homes such as gas, cleaning supplies, cell phone bill, etc. 
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These small expenses can add up quickly and the extra monthly income sure 

comes in handy.   

• You gain the experience needed to run your business. – You now have 

experience looking for, negotiating, and buying homes.  You have some 

experience advertising, showing and selling homes.  You know where to look, 

you know what people are looking for.   

• You get in with the management of the parks where you have homes - 

When looking for homes for investors, this will save you time, energy, and 

money.  I’ve said it a million times, and I’ll say it again “Money Follows 

Speed!” 

• You have results and numbers you can show to prospective investors to 

prove how valuable these investments can be. – It is difficult to explain to a 

new prospective investor that you are going to do this business, and not have 

any numbers, proof, or experience to back you up.  When you have 2 or 3 notes 

going already, you can lay them out and let the notes explain for you! 

• You can use the “residual results” from your investments to speed up the 

buying and selling of your client’s homes.  By the time your homes are sold 

you should have a list of other homes for sale.  You should have a list of 

prospective buyers as well.  These are “residual results.”  You ran an ad for your 

home and ten people called you.  One of them bought your home.  You have 

nine other people interested in buying a home for you.  Keeping this list will 

help you quickly fill the home of an investor.  An investor wants a home as 
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quickly as possible.  You have a list of people who called you that were looking 

to sell their homes.  There is no need to waste time driving around looking for 

homes for sale for your investor when you have that list sitting right in front of 

you.  You can find your investor a home quickly and you already know some 

information on that home.  Again, you are saving all kinds of time here. 

 

 

If you set your automated systems up correctly, you really could do this business without 

leaving your home!  I’m not recommending that, but it would be possible. 

 

Think about it.  You pick up your list of motivated sellers and look at it.  You see a list of 

2 and 3 bedroom homes for sale by people who came looking for you to buy their homes 

from them.  You pick up your list of prospective buyers who called you looking for a 

home for them or for their families.  Call the person on your motivated seller list and ask 

them for the lowest price they could sell you their home.  Call the person on your buyer 

list that is looking for a home of that description, and ask them what they can afford to 

put down and how much they can afford each month.  Work the numbers in your favor.  

Send the buyer to the seller’s home and have them check it out.  Call the investor on your 

list that has enough money to buy the home for cash, and you practically did it all with a 

total of 4 or 5 phone calls! 
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Okay, okay there is a lot more to it.  The idea is to constantly be working toward making 

it that simple.  Maybe you will reach the point where it is that simple, but even if you 

don’t, keep striving to make it easier.  Keeping it simple will cause a lot less stress in 

your life, trust me.  Like I said in the buying and selling guides; make your business 

“system dependant.”  That should be your goal.  Your “job” should be the constant 

tweaking of the systems to make them work faster. 

 

In this manual we will go over some of the basics of setting up your “Fee for service” 

business.  Try setting it up as simply as you can, but let me warn you before you get 

started.  I know the laws and rules that apply here in Ohio.  I do NOT  know the rules in 

your state.  It would be a very good idea for you to speak to an attorney, and accountant 

before setting up your business.  Make sure that you set it up correctly in the beginning, 

no matter what the cost, because once you get down the road, it will be a lot more 

expensive to go back and fix what you screwed up.  I will tell you what it is that I did to 

set up my company, but as I said, I am following the rules in Ohio.  Please find out what 

the rules are where you live. 
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Entity Structure 

 

The size of this business and the way you use these manuals is of course, up to you.  You 

can buy and sell mobile homes full time, and replace your full time job; or you could do 

this business part time on the weekends and still make an awful lot of money.  The good 

news is that you don’t have to make this decision before you get rolling.  I’m going to 

steal Nike’s saying here and say,” Just Do It.” 

 

When we started Capstone Investment Properties LLC, we decided to make this a full 

time service for investors and I quit my job.  We had an advantage when starting, in the 

fact that we already had access to a large pool of investors, and these investors were 

contacting us for these deals almost right out of the gate.   
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I am the type of guy who just acts, and then cleans up the mess later.  I did not do a whole 

lot of research when we started Capstone, I just basically called the lawyer and asked,” 

How do we do this?”  He told me to use an LLC and so we did. 

 

Now as I put this together, I can go back and find out why we wanted to use the LLC 

when we were forming our business in the beginning.  When you are first starting out, 

you do not necessarily have to set up any type of corporate entity for the first few homes 

you do.  You can do a couple and research at the same time.  As I stated in the beginning 

there might be different rules in your state, so the LLC might not be the best choice for 

you.  These are the reasons they were right for us. 

• Asset Protection–   Something comes up and we find we are in a situation 

where Capstone Investment Properties LLC has been sued.  The person suing is 

suing the LLC, not me personally.  If Capstone were to lose, the plaintiff could 

go after anything the LLC owns, but nothing I or my partner personally own.  

This is a good thing, because it protects everything you work so hard to have.  

• Personal Liability -  The LLC also protects you from personal liability in other 

situations other than litigation.  

o If the LLC signs a lease- I’m not personally liable for the rent. 

o If the LLC borrows money – I’m not personally liable for the repayment. 

o If the LLC buys goods or services on credit – I’m not personally liable 

for payment. 

• Business Tax Deductions –  
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o Take what would otherwise be non-deductible personal expenses 

and turn them into legitimate deductible business expenses  

o Use of motor vehicle by Corporation  

o Use of part of your residence by the Corporation with the 

utilization of a lease not considered a "home office"  

o Annual meeting of shareholders and directors in far away or 

"resort city" and deduct for taxes  

o The goal is to convert as many non-deductible personal expenses 

into legitimate deductible business expenses, in this area, there is 

no limit to what the mind can conceive  

o IRS Form 1040, Schedule C (Profit or Loss from a Business) 

which is used by sole proprietors to report the businesses income 

and expenses is the target of many IRS audits, however, compare 

this to the audit rates of similar businesses that have incorporated 

or established multi-member LLC and the audit rate is almost NIL  

o  

• Privacy - The LLC can be established in such a way so that 

shareholder/owners remain anonymous, many times the same anonymity 

can be accomplished for officers and directors. 

• Use of a Marketing Framework –  

o Hold the business out to all as an LLC  
o Give the business the appearance of being much bigger than it is 
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o Attract investors more easily – Think about it, who is going to be 

able to raise more money and attract investors quickly,  Capstone 

Investment Properties LLC or Brian? Also,  because of the ease 

of transfer of ownership and the "separate entity" concept of the C 

LLC, it is much easier to attract investors than otherwise. 

• Easy transfer of Ownership - Put real estate in  LLC and transfer through 

private agreement, i.e. stock transfer rather than formal real estate 

transfer and closing. 

o Re-title asset to a Corporation or LLC yet continue to maintain 

control. 

 

As I stated in the beginning, I am not an accountant, tax advisor, or lawyer, so I 

am sure that there are many other reasons why you would want to use an LLC or 

any type of entity that fits your needs in your state.  I believe the key purpose of 

an entity is to protect yourself and your loved ones.   

 

So How do I do it? 

There are a couple of different ways.  I have a partner in Capstone Investment 

Properties LLC so to save time and make sure everything was done correctly; we 

had our lawyer do it for us.  The first thing he did was draw up an operating 

agreement between my partner and me.  An operating agreement is basically a 

contract drawn up among the members of an LLC, governing the membership, 
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management, operation and distribution of income of the company.  It also 

defines the member’s rights and responsibilities, as well as what happens if a 

member leaves or dies. 

You might not have a partner, so you may not need an operating agreement.  

Some states require you to have an operating agreement, some do not.  At least 

in Ohio, an LLC can have only one member, so even if you do not have a 

partner, you can still have an LLC.   

You then have to come up with a name and file with the Secretary of State. 

All of this can be done online in a matter of minutes.  The state charges filing fees.  

Our filing fees in Ohio are $125.00. 

That’s it.   You are now a company.  You next need to go online and obtain a tax 

identification number or Employer Identification number.  This is basically a social 

security number for the business.  With this EIN number you can now go to the bank 

and open a bank account for your business. 

 

Banking and Bookkeeping 

 

Opening a bank account for your business is the first thing you should do if you 

are going to run this as a business.  The first thing it does is it separates you from 

your business.  Remember one of the reasons we formed a company was asset 

protection?  In order to make the veil of protection stick, you need to separate 

yourself personally from your business.  This means you can not co-mingle your 
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money with your business’s money.  Your business has to run as a business, and pay 

you the money before you use it.  You can do this by pulling a salary from your 

business or by paying yourself dividends from your business.  The money has to be 

separated. 

 

If you ever find yourself  in court, being sued, the opposing attorney is going to 

do everything he can to pierce the protection.  This means his goal is to prove that 

this company does not actually exist.  He wants to show the court that you are to 

blame for whatever it is they are suing you for, not your company.  If he is able to 

find that you have been taking money from clients and customers and depositing 

them into your personal bank account, he can show that the only reason the 

company was formed was to protect you personally, and if he succeeds in doing that, 

then they will be able to get to you personally.   

 

Obviously, you never want to get sued and you never want to do anything that 

will get you sued, but you should be prepared at all times.  It does not hurt to be 

ready.  Therefore, you should always prepare for court.  Save absolutely every scrap 

of paper you can get your hands on, and always act as if you are going to court or 

being audited next week. 

 

Bookkeeping is another area where you need to be diligent.  If you are like me 

and not that good at it, hire a good bookkeeper and pay them well.  There are many 



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

 
ALL RIGHTS RESERVED 

17 

reasons why this is a good idea.  One of these reasons is that by keeping good books, 

you will be able to prove to prospective investors that this idea of owning a 

manufactured home is an excellent investment.  Show the returns you are getting for 

other investors and getting new ones will be a snap.  My partner has always told me 

to conduct myself as if I am going to have to go into court and prove a case to the 

investor.  Throw as much evidence as you can at them and get them to understand 

what it is that you are trying to sell.  Keeping good books is an excellent way of 

keeping that evidence. 

Also, what happens if you do have to go to court?  What happens if you do get 

audited?  You will be able to sleep at night if your books are in order, and you have 

nothing to hide.  There is a lot to be said for the value of no stress. 

There are bound to be tiny expenses that crop up and start to nickel and dime you 

and you should try to keep a handle on these expenses as well.  I keep a stack of 

expense sheets in my car, and every time I spend a nickel it goes down on the 

expense sheet.  I have included a copy of my expense sheet that I use. It is nothing 

fancy.  You do not have to use mine.  A friend of mine uses a pocket calendar.  It is 

in the visor of his car along with a pen.  He uses it just the way I use the expense 

sheet. 

 Every time I get in the car; the first thing I do is write down where my mileage is 

currently set.  This helps me keep track of  the mileage on my car and differentiates 

which miles are for work and which ones are from personal use.  If I write off 

10,000 miles on my taxes as work travel, and I get audited, I can whip out my 
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expense sheets and show how many miles I drove each and every day.  I am not 

saying that this is concrete evidence, but look at it from the auditor’s eyes.   He’s 

thinking “Geeze, this guy knows what he is doing.”  That is what you want him 

thinking.  How hard is he going to look at everything if he gets the impression that 

you know exactly what it is that you are doing?  There is a lot less chance that you 

have made any mistakes if you have painstakingly documented everything.  You 

know it and he knows it.  This is why it is important to be diligent about your 

business.  Here is the expense sheet I use. 

Date Mileage Time Destination 
Money 
Spent Purpose 
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Every time I spend a penny or more on anything that has anything to do with my 

business it goes on my expense report.  This way I can go back and write these things off.  

I can prove to investors where I spent their money.  I can show the IRS where every 

penny went.  For whatever reason you can probably think of I have proof that on this day, 

at this time, I spent this much on this thing.   

 

I am ready for court, and now I can sleep. 

 

This also helps me see where the money is going.  Small expenditures will eat you up if 

you don’t have a handle on where the money is going.  By using this simple sheet above, 

I can tell where the money is going and more importantly, who I can bill to get the money 

back. 
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In Cleveland, Ohio we experience every type of weather in a year that you can possibly 

imagine.  We have had days where we had to use the air conditioning and furnace within 

the same 24 hour period.  I know, heading into winter that we are going to have to 

winterize empty manufactured homes.  It is my responsibility to make sure that these 

homes are safe and secure for my investors.  They are my investor’s homes, but I take 

care of them.   

 

Heading into winter I need to make sure that these homes are properly winterized or have 

the heat and electricity up and running.  This, of course, costs money.  I got into a 

situation last winter where I called up our guy and told him to start winterizing homes.  

He would call me and tell me that this home had a leak and it would be forty dollars to 

fix, and this home over here was going to be a little extra because there were two full 

baths and he needed more antifreeze for the home.  Each time he winterized a home he 

would send me a bill, I would write a check and be done with it.  At the end of November 

I realized we were getting mighty short in the bank account, and I had to figure out where 

all the money was going.  I went back over the expense sheets and realized that we had 

spent nearly 3,000.00 on minor repairs, winterizations, and heating bills!    I would 

usually wait until a home sold before I settled up anything with the investor.  This was 

fine when I had three homes, but we have grown a lot in the last year and we had a lot 

more homes.  By saving receipts and keeping careful documentation, including my 

expense sheets, I could see that I needed to bill the investors sooner rather than wait for 
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their homes to fill.  I sat down, filled out invoices and sent them out.  Recouped all the 

money I spent and we were right back on track. 

 

The lesson to pick up here is that you should be constantly keeping good notes and good 

books, and there is no shame in hiring a good bookkeeper to either help you or do it for 

you.  You need that proof, you need that evidence, so go get it. 

 

 

 

 

Licensing 

I’ve spoken to quite a few people across the country that are buying and selling 

manufactured homes for their own personal investments.  I haven’t run across any who 

are doing it as a fee for service business like we are, but that doesn’t mean they are not 

out there.  Those that I’ve talked to, and asked about licensing have told me not to worry 

about it.  The consensus seems to be that the government is ignoring people who are 

doing this because they really haven’t figured out a way to govern those of us who are 

doing it.  I really do not feel comfortable believing that.  I know that the minute I start to 

believe that the government is just going to let me run my business and never check on 

me is the minute they will knock on my front door. 
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 Let me try to explain this to you by explaining how it works here in Ohio.  In 

Ohio, manufactured homes are titled as and considered motor vehicles.  By Ohio state 

law, a person can buy and sell 5 motor vehicles per year.  These are considered casual 

sales.  Once you do more than five, you are now considered a business and need to be 

licensed.  To buy a motor vehicle and title it into your name, and then sell it to another 

individual for profit, and to do more than five of these deals a year, you need a dealer’s 

license.  They do have a clause about used manufactured homes, and that clause states 

that if you broker the sale between two individuals, yet never title the home into your 

name, you can get a manufactured home broker’s license.  Both licenses are fifty bucks, 

but the difference lies in the titling of the homes.  Also if you have a dealer’s license, you 

can also broker sales, but not the other way around.  If you have a broker’s license, you 

can not be a dealer.  The problems with these laws are numerous, but the big one is in the 

physical requirements you must meet in order to obtain either license. 

 

I have a manufactured home broker’s license.  This means that I can broker the deal 

between two individuals, which is what I do anyway.  I use investor’s money, title the 

home to the investor, and then sell the home on financing to a buyer; in essence I broker 

the deal between the investor and the buyer. 

 

To get a broker’s license, I had to have a place of business, outside of my residence, with 

signage stating the name of the company.  This place of business had to have electricity, , 

heat, a working operating telephone and be open during normal business hours.  It also 
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had to be staffed by at least one person to answer phones and deal with customers.  I also 

needed a surety bond for at least $25,000.00, to which claims may be made to: 

 

(A) Recover any loss a purchaser or prospective purchaser may experience concerning 

the down payment toward the purchase of a manufactured home; 

(B) Recover any loss a purchaser or prospective purchaser may experience as a result of 

the misuse by the broker of a non interest-bearing special or trust account of deposits or 

of any funds that are legally required to be deposited therein; 

(C) Satisfy any person who suffers a loss because taxes were not collected or paid by the 

manufactured home broker on the purchase of a manufactured home; 

(D) Recover any loss incurred by the purchaser or prospective purchaser, as a result of 

any fraudulent act committed by the applicant, licensee, representative, or salesperson. 

 

The rules for a dealer’s license in the state of Ohio are different.  Here they are, straight 

from the BMV’s website: 

•  The proposed location must be easily accessible from the public roadway and 

identified as a motor vehicle dealership.  

• A display lot of at least 3,500 square feet, not including driveways, with adequate 

ground cover of a hard surface (gravel, concrete, etc.) to prevent the collection of 

dust, mud, water, or other unsightly conditions.  

• The display lot must be separated from any other business or residence with a 

permanent physical barrier that is sufficient to deter normal vehicular and 

pedestrian traffic.  
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• The barrier must not be able to be removed.  (In case you weren’t sure what 

permanent meant in that last statement) 

• A permanent office of at least 180 square feet of usable office area, which shall be 

kept in a neat and orderly fashion. The office must include a desk, three chairs, a 

filing cabinet, a telephone in service at all times, listed and answered in the 

dealership's name, and electric lighting and heating sufficient for an office.  

• A sign showing the exact name of the business, including any registered trade 

names, prominently displayed, permanent in nature, and properly maintained. 

Letters on the sign must be at least six inches high.  

• Business hours must be prominently displayed. The business must be open and 

attended during the posted business hours, by the owner, a partner, president of 

the corporation, member of a limited liability company, trustee of a business 

trust, or a licensed salesperson.  

• The dealership must be used exclusively for the purpose of offering for sale, 

displaying for sale, or dealing in motor vehicles.  

 

It did not make sense for me to buy a car dealership to obtain a dealers license.  

I called the state and tried to make my case with them, and they told me that 

manufactured homes are considered and titled as motor vehicles and therefore, I 

had to obtain a motor vehicle dealer’s license.   I explained to them that the 

homes I was dealing with were already in parks, and that if I bought a dealership 

it would just sit empty.  It didn’t matter.  The only loophole is for people who own 

mobile home parks, because their park counts as a dealership.  So until the time 
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that I purchase a mobile home park, I have to be content with being a broker 

only.  Once I purchase my first park, I can get my dealer’s license. 

 

You should really check with a lawyer on this one before you start buying and 

selling homes, or at the very least, do the research and find out what the 

requirements are in your state.  Do it right in the beginning and it will make your 

path to success that much easier in the long run.  Also, you may want to check 

on how manufactured homes are classified in your state.  If you have your real 

estate license you may be able to broker deals on these homes without first 

getting a broker’s license.  It all depends on how your state classifies 

manufactured homes and what rules apply.  Do your homework!  

 

 

 

 

The Fee 

You can set your fee at any price point you want.  When we started Capstone 

Investment Properties LLC, we made our fee 3,000.00 upfront.  We did not 

research anything, we just sort of pulled the number out of the air, and we went 

with it.  I do not recommend you do that.  You should absolutely figure out what 

you are going to charge and to do that, you are going to have do some research. 
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First, find out an average of what your advertising is going to cost you.  You 

should have a general feel for what your ads, signs, voicemails are going to cost 

you by paying attention when you do the first few for yourself.  Look at your 

expense sheets and figure out what it cost you to do one deal.  You also have to 

factor in what you are going to make in this whole deal.  Are you doing this as 

side business or as a full time job?  Do you need to pull a salary?  Add up the 

cost of everything and factor in what you think you should make for doing the 

deal.  Use the same fee for everyone.  Here is an example: 

 

Signs: 100.00 

Ads:   300.00   (75.00/week) 

Voicemails: 20.00/month 

Gas: 250.00 (62.00/week) 

Copies: 10.00 

Keys and locks: 50.00 

Credit and background checks: 100.00 

Cleaning: 100.00 

Lock Box: 30.00 

Misc.:  100.00 

Your cut: 2000.00 

Total:  3060.00 
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Go ahead and exaggerate.  It is better to start high and lower it if you have to, 

than it is to go the other direction.  If the home needs major repairs or appliances, 

add this to the price of the home. 

 

As you do more and more of these homes, you will need less and less of the 

money you budget for, which means your slice, gets bigger.  That’s why in the 

beginning it is good to exaggerate.  Once you sell the first home, you can reuse 

the signs at the next home; the same with the voicemails and the lock box.  

Maybe you don’t need to change the locks or the previous owner gives you three 

sets of keys to the place and you don’t need to make copies.  Maybe the home is 

left spotless and you don’t need to clean the place.  As you automate your 

systems, you won’t need to drive as much and you’ll save on gas.  Maybe the 

prospective buyers show up with a copy of their credit and background checks.  

Any of these things happen, and you are set.  Charge a high fee, and then work 

on cutting down your expenses.   

 

You must make sure that your fee, added to the price of the home will still make 

the numbers work.  My rule of thumb is that I want to at least double the 

investor’s money.  If the home costs 3,000.00 and I charge a 3,000.00 fee, I want 

the investor to at least make $12,000.00.  That means the home I’m buying must 

be able to create that kind of return. 
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I will start showing the home priced at 12,000.00 with a lower interest rate.  Most 

of the time, people don’t even ask me what the price is, they are just concerned 

with the monthly payment.  If the home doesn’t sell for a while, I lower the price 

and raise the interest rate.  I don’t care how I get to that $12,000.00 point, I just 

want to get there. 

 

Now, if it is a home that costs 5,000.00 and my fee is 3,000.00 and I feel the best 

I can get for the home is 12,000.00, I pass on the home, or lower my bid.  Make 

sure you make the numbers work with the fee added. 

 

Depending on how fast you want this business to move, you may want to factor 

other things into your fee.  What I mean is, that if you get this business up and 

running full steam, as I have, automating systems and buying multiple homes, 

you will reach the point where you will need to hire other sales persons.  You 

may want to factor a commission for them right from the beginning. 

 

As I said, when we first started Capstone, we just pulled a number out of the air 

and went for it.  Over the first year we did over 65 homes.  We grew 

exponentially, and i needed to hire a person to help me buy and sell homes.  I 

ultimately had to raise my fee.  This is hard to do, because the investors I had 

were already used to paying $3,000.00 for each deal, and I raised it to $4,000.00.  

As you can imagine, many of them were not happy when I did that.  They had 



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

 
ALL RIGHTS RESERVED 

29 

gotten spoiled.  They were used to the fee I had set and began to expect the type 

of returns they were getting on the first homes.  Raising the fee lowered their 

return slightly and it turned some of them off completely.  You do not want to go 

back and change in the middle, so try to adjust your fee in the beginning.  
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Investors 

The database is your best friend.  There is simple database software that came 

with your computer.  There are more complex databases out there that you can 

purchase for your computer, and there are whole systems, such as Infusion, that 

you can join and use.  No matter what you choose, learn how to use and create a 

database.  It simplifies everything you have to do. 

 

When we first formed Capstone Investment Properties LLC, I used a simple 

application for investors to fill out.  I made copies of these applications and kept 

them in a file.  When I came across a manufactured home for sale, I would first 

negotiate a price, then identify all of the investors who could afford the home 

along with my fee.  I would create a list, which amounted to a sheet of paper with 

names and phone numbers and I would sit down and start calling them one by 

one to see who would purchase this home.  In the very beginning this made 

sense and was easy to do.  Most of the investors I had on my list were hungry 

and wanted so badly to get one of these investments that they jumped as soon 

as I called.  Things changed over time as they normally do and these investors 

became spoiled. 

 

I would call an investor and leave a message that I had a home available for 

them to purchase.  They would call me back a day or two later and tell me that 

they would like to go see the home.  I would then set up a time, usually on the 
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weekend, and we would go see the home together.  Then they would tell me they 

would let me know, and I would go home and wait.  A day or two would pass, and 

they would call me and say they weren’t comfortable with that particular home.  

Did I have anything else? 

 

So I would call the next investor and we would go through the whole thing again.  

It was starting to take me a week or two to find an investor who would buy a 

home.  I needed to figure out a way to speed things up.  I started calling investors 

two and three at a time, and then waiting.  That didn’t solve the problem, it made 

it more complex.  One investor would call back, we would go see a home, and 

then while they were filling out a purchase agreement, the other investors would 

call.  Then they would be irritated because I had called them and then given the 

home to someone else.  I was starting to go nuts. 

 

Like I said earlier, investors began to get spoiled by the returns as well.  Most of 

my investors were making returns somewhere around 25-35% annually.  When I 

raised my fee, it had them making around 15-25% annually.  That is still a 

phenomenal return on investment!  However, I had some investors tell me that 

they would wait until I found another home that would give them the same type of 

return as their first home.  Can you imagine walking away from an investment 

that pays an annual return of 15%?  Like I said, the investors got spoiled and 

were beginning to waste my time and energy.  Do everything you can to not spoil 
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your investors right from the beginning, and make them chase you to get the 

deals, not the other way around.  

 

To actually solve the problem, I began using a database system called Infusion.  

This allowed me to put everyone and their information into my computer.  Then 

when I had a home available for purchase, I would write an email and fire it off to 

the whole group at once.  I explained that I was selling it on a first come, first 

serve basis.  Those interested would email me back or call me immediately and 

the investors who were wishy washy, and wanted to pick and choose got left 

behind.  This saved me countless amounts of time and aggravation and I still use 

this system today.   This turned the whole situation around because it allowed me 

to get the investors to chase me, rather than me chasing after them. 
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Remove the Investor 

 

I do not go into property management so much in these manuals, because these 

are more of a beginner’s guide to starting this business.  You may want to 

consider doing this in the future, however, depending on how fast you move and 

how quickly you build your business.   

 

A majority of the problems I was having in that first year stemmed from the fact 

that the investor had too much control over their investment and absolutely no 

education on what to do with that investment.  I saw this in the beginning as a 

way to profit in the future.  The more homes you do the more inevitable it will be 

that the day will come when the investor will need to evict a buyer, or the buyer 

will simply up and leave the home.  I thought that when that did happen, they will 

have to rehire me again to refill their homes, therefore providing me with future 

work and profits.  However, I learned that this scenario frightens investors 

because they do not know what to do in the situation of someone vacating their 

home.  I decided to remove the investor.   

 

 I removed the investor from the equation by offering to do property management 

for them.  In fact, I made it so they had no choice.  I now only offer manufactured 

home investments fully managed by my team.  If you do this correctly and follow 

the manuals to the T, there is little or no management involved.  Mostly, it 
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involves collecting payments.  The more deals you do, the more inevitable it is 

that you are going to have to remove someone from their home.  Investors know 

this, and this is the part that scares them. 

 

I have shown my investors time and time again, that even if the buyer leaves the 

home, voluntarily or not, that it is not a bad thing.  For the investor this simply 

means that they get to start over and usually their rates of return are going to 

skyrocket because of it.  It doesn’t matter.  Real estate investors get nervous 

about vacancies. It is in their blood.  Vacancies make them lie awake at night, 

and who can blame them?  By offering to manage the entire investment for them, 

they can all sleep knowing that I am watching their home and making sure that 

everything is going good.   

 

The other thing that worries them is chasing after the money.  Chasing the 

payment is the dirty work.  Every time someone is late with a payment, you have 

to chase after them for the payment and people do not want to do that.  Inevitably 

the person not paying is going to have a story or excuse why they couldn’t pay, 

and it gets hard to demand payment from them. 

 

It even gets hard for me.  I have grown some thick skin over late payments and 

evictions, but it still gets hard for me.  I recently had a family in a rental house 

that I have and they called me and told me that they could not pay rent in 
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December, but that in January they would start to pay again, and be back on 

track.  That was the message they left me.  

 

 I called them time and time again and finally got hold of them.  They gave me a 

story about their two year old son having surgery, and they had no money.  I 

explained that they could not just skip a month.  I drove to their home to discuss 

it with them.  Both mom and dad were crying and explaining.  I kept telling myself 

that this is just a sob story and not to let them get away without paying.  As I was 

telling them that there was nothing I could do, their son walked into the room.  

This cute little guy walked in and smiled at me.  He was wearing a tank top and 

there was a burning scar right down the middle of his chest, still all stitched up.  

This was a week and a half before Christmas.  No one wants to be in this 

scenario, and for good reason, it sucks!  I thought I was doing the right thing and 

I let them slide.  January came and their payment was late.   February’s payment 

came later than January’s.  By March they wanted to skip a month again.  

Ultimately I got them to leave in March, but I could have saved a lot of grief had I 

stuck to my guns back in December.  Taking the stress of this scenario away 

from an investor, along with the stress of a vacancy, makes them pull the trigger 

on an investment a lot faster.  Removing the investor from the equation will go a 

long way towards making your work easier and faster. 
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There is a bonus to doing property management services for the investor, and 

that is that you can charge them for it.  We now charge a 49.95 monthly fee for 

handling everything.  I figured out the other day that if I had done this from the 

beginning, I would have over 3,000.00 a month in continuity income rolling in 

every single month right now. 

 

By removing the investor from the equation, and easing their fears, you do a 

number of things at once.  No one wanted to set up appointments with me to go 

look over a home before they bought anymore.  What did they care?  I was the 

one running everything, so why would I buy a bad home, if I was the one that had 

to manage everything for them.  Removing them also gave them nothing to worry 

about except collecting checks, and this made them less gun shy about doing the 

investment.  Removing the investor instantly gave me back tons of time.   

 

 

 

 

 

 

 



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

 
ALL RIGHTS RESERVED 

37 

 

Tying it all Together 

 

So by now you have had a ton of information thrown at you.  Putting this 

information to use is a whole different story.  I am going to outline the steps you 

need to take to get your business up and running.  There are many different 

ways to do this.  The beautiful thing about this is that you can move at whatever 

pace that makes you feel comfortable.   

 

In the great race to amass wealth, there is one underlying principle that at least 

makes the most sense to me, if not to others.  The idea is that getting wealthy is 

most easily accomplished by creating separate and multiple streams of income.  

Everything I have laid out for you here can be just that.  These manuals can be 

used for the purpose of setting up a stream of income.  You can use the buying 

and selling manuals to go out and purchase a manufactured home for yourself as 

an investment.  You could follow the steps and sell the home and create a small 

income stream of 200-300 dollars per month, sit back and collect for a few years 

and never do anything else with these manuals.  If that is what you are 

comfortable with doing, then by all means, go for it, and you will have made back 

the money you invested in this system with one payment. 
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There are those of you who will take the information, get a couple of 

manufactured home investments under your belt, recruit a couple of investors, do 

some deals for them and slowly build a portfolio of homes and deals part time 

and make a lot of money doing it. 

 

However, there are those of you who will want more and will find that doing this 

business can and will be rewarding, exciting and fruitful.  It is a business that can 

be easily adjusted to fit the speed and energy that you put into it, and you are 

going to jump head first in, gun the engine and take off!  You’ll build your 

business, double it, hire employees, join our network and go on to huge profits 

and success! 

 

Unfortunately, there are also those of you who will read these manuals, and do 

absolutely nothing.  It’s a numbers game, and the numbers tell me that it is a fact 

that there will be a group of you who will never do anything with this information.  

Personally, I do not want there to be such a group, because I sit here and stare 

at the potential for you in these manuals and think that it would be a waste for 

you not to give it a shot.  However, I will not lose a wink of sleep over it.  That 

may sound cruel, but I just don’t have the time to wallow with you. 
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I want these manuals to serve everyone so I will lay out a plan for you to use 

starting slowly, and I will leave it up to you, to step on the gas.  I wish all of the 

luck in the world to all of you, no matter what you choose to do! 
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First Things First 

 

The first things you are going to do is set up your voicemail number and then 

immediately go and put an ad in your local newspaper for a manufactured home.  You 

can find the ad on page 13 of the Complete Step by Step Guide to Selling Mobile Homes.   

 

Yes, I know.  You haven’t even located a park or any homes near you.  You haven’t done 

anything yet.  That’s why the title of this section is First things First.  Go online and get a 

voicemail box.  You can use a site like www.copycall.com.  Copycall has local numbers 

with voicemail boxes for certain areas.  If they do not cover your area code, do a search 

online and find a company that offers a local number with a voicemail box. 

 

The next thing you are going to do is place the ad.  This ad isn’t going to cost you much.  

Maybe 20-50 dollars, certainly under one hundred.  Go place the ad right now, or wait for 

the newspaper office to open, if you are reading this on say, a Sunday afternoon.   

 

Now that your ad is scheduled to run, you need to set up your voicemail message.  Here 

is voicemail script for you to use.  Obviously, you can write your own, or use this one.  

Tweak it to fit your needs.  You don’t actually have a mobile home to sell, so just make 

sure that the message fits what you said in the ad. 
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Voicemail Script 

 

Hello and thanks a lot for calling!  You have called about our lovely 3 bedroom 2 

bath manufactured home.  This home has a huge and Bright Family eat-in kitchen, 

an open and inviting living room and tons of room for storage.  This home is in 

move in condition and is ready for you or your family TODAY!  Through our special 

owner financing program, you can move in today without the hassle of dealing with 

any banks and you don’t even need perfect credit.  

 

 This home is being offered on a first come, first serve basis.  Please leave your 

name, phone number and the best time to get a hold of you, and I will call you back 

to set up an appointment for you to view this gorgeous home!  Thanks again for 

calling! 

 

As you can see, we have shortened the voicemail script from the original one we 

used in the Complete Step by Step Guide to Selling Mobile Homes.  We took out the 

address and location of the home because we don’t have a home yet, and we did not 

put many filters in the voicemail script or in the ad.  We are testing the area and 

seeing what kind of response we can get from the local newspaper.  If there is a park 

that you know of nearby, and you would like to test this particular park, you can try 

mentioning the park name within the voicemail script.  Most of the filters have been 

removed because we want the largest amount of people calling in that we can get. 
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Buyers List 

On page 69 of the Complete Step by Step Guide to Selling Mobile Homes you will 

find an example of my Buyer’s List.  As people begin to call into your voicemail 

from the ad, you need to start keeping track of them.  In the beginning you will get 

names and phone numbers and not much else.  Start calling the people back.  Ask 

questions and find out exactly what they are looking for, because this will help you 

narrow down what you should be trying to find. 

 

When calling the prospects back, tell them that unfortunately, the home you had 

advertised has been sold.  I let them know that I am searching for other homes to 

purchase.  I tell them that these homes move fast, (as they will undoubtedly realize 

because the one they called on is already gone!)  You are essentially planting a seed 

of take-away selling here.  You want them to leave this phone call knowing that you 

can find them a home, and that when you do you need them to move lightning fast. 

 

This ad and voicemail should bring in about 20-40 calls.  Keep these people on your 

Buyer’s List.  I can tell you from experience that this list is very fragile.  These 

people are looking for a place to live, so they might sound excited to you on the 

phone and promise the world to you.  Do not buy any home for specifically one 

person you spoke to on the phone.  You are trying to find a home that will appeal to 

the most people on your list.  Upon finding a home and purchasing it, you may call 

some of them back and not be able to reach them because they have already moved.  
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You want to be able to call as many of them back with this deal as you can.  It is 

more likely you will be able to sell the home, if you have more people coming to 

check the home out.   Remember, you are looking for motivated sellers with larger 

and nicer homes.  

  

• The more motivated the seller = the less you will pay for the home. 

• The less you pay for the home = the higher your return. 

• The larger and nicer the home = the higher the amount of people who will 

want to buy it from you.   

• The higher the number of people who want to buy it from you = the more 

money you can charge for it.   

• The more money you can charge for the home = the higher your return. 

• The higher your return = the faster you become wealthy! 

 

The goal is to get higher and higher returns on your investment, because ultimately it will 

make you wealthier, faster!   

 

If you did not get many calls, or any calls for that matter, try running the ad in a different 

newspaper.  Try running the ad in a different section of the same paper.  I have had 

success running this ad in the section of the newspaper for “Homes For Rent”, “Homes 

For Sale”, Condos for Rent”, “Condos for Sale”, as well as the “Mobile/Manufactured 

Homes for Sale” section. 
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Go Find a Home 

Start following the manuals.  Start driving through the parks.  People will be calling 

now and you need to find a home.  Remember, you are looking for Motivated 

Sellers.  Vacant homes are good signs of motivated sellers. 

 

Let’s say you find a home that you want to purchase but you are unsure about it.  

Negotiate a deal with the owner of the home and then you can try asking if you can 

show the home to some of your buyers.  Tell him/her that you work for a company 

who helps people with credit problems finance used mobile homes.  (Do this after 

you have negotiated a price!)  You have a few clients that need a home and you 

wonder if you could possibly bring them by on say, Saturday, and see if this home 

would fit their needs.  If they say “No” then no harm done.  If they say “Yes,” 

however, then you may be able to get this home sold without ever purchasing it first.  

I have done this a number of times, but usually not until I am known within the park 

as the investor.  You will find that after you do a number of homes within a park, 

you will become known in the park, as “the investor who buys homes.”  This is not a 

bad thing.  The reputation certainly gives you some leverage.  You will find that you 

can begin to control every step of the selling process once you are known throughout 

the park. 
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Sell the home 

 

Depending on how much time you spend looking for a mobile home throughout the 

week, you should have been able to find one pretty quickly.  As soon as you have 

the purchase agreement signed, begin working towards selling this home.  If the 

home is vacant, start calling everyone on your Buyers List and getting them over to 

the home as soon as you can.  If it will be vacant soon, you can still call the people 

back and tell them you have found a home that fits their needs, it should be available 

on ___________ ( whatever date it will be vacant.)  If the home looks nice from the 

outside, you can even give them the address and have them drive by the home to 

check it out.  Curb appeal is huge.  If the home looks really nice, you have people 

drive by and someone calls you back excited about it, ask that person to go fill out 

an application at the park.  This gets your prospective buyer involved with the 

purchase right from the rip, and it certainly keeps them from looking at other homes 

available.  Tell them that by getting accepted into the park, they will be one step 

closer to purchasing the home than all of the other people calling for homes.  

(Always let them know that you have a ton of people kicking down your door for the 

chance to move into one of your homes.)  

 

If the home is vacant, get in there and stage the home for sale.  Clean it, from top to 

bottom.  Do not spend an awful long time cleaning it, just make it “not disgusting.”  

I have learned from experience that no matter how clean you get a home, whoever 
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moves in is going to clean it themselves and complain about whoever cleaned it last.  

Every single time without fail, and before you start thinking that I do not know how 

to clean, I have had multiple different professional cleaners do the job, and everyone 

that moves into a home always says, “I don’t know who you had clean the place, but 

I spent the whole day scrubbing everything.”  

 

Get some lights going in there, make it bright and cheery.  Use air fresheners or 

scented candles.  Turn on ceiling fans, kick on the air if it has air conditioning and 

it’s hot out, turn on the furnace if it is the opposite.  Try to make the home look as 

appealing to you as you can for when the people come marching through. 

 

Make sure you get your sign out in front of the place as soon as you can.  While you 

are calling prospective buyers back from your list, your sign can start bringing in 

other phone calls. 

The point is to declare all out war on your home.  Do everything you can to sell that 

home as quickly as you can.  The faster you turn the home, the more people on your 

buyers list will still be looking.  Try to hurry and find them a home.  You want to 

leverage that list as far as you can.  The fewer ads you run, the more money you 

save. 
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Follow the Complete Guide to Selling Mobile Homes regarding paperwork on the sale of 

the home and remember to move as quickly as possible.  Money follows speed.  You got 

one under your belt; let’s go find the second one! 

 

Getting Started with Investors 

 

After your second deal, it is time to start getting some investors on board.  I am going to 

use some examples here to show you the different ways to do this, and I’ll use nice round 

numbers for ease of math. 

 

EXAMPLE:  

Your first home cost you $5,000.00.  You sold it for $10,900.00 at 12% interest.  The 

buyer put down $500.00, and is paying you $250.19/month for 54 months.   

Your remaining investment in the home is: $4500.00 

The promissory note is worth:     250.19 x 54 = 12,510.26 

Your total return is: 178% 

Your annual return is: 39.54%   

 

Nice job, pat yourself on the back. 

 

We will assume the exact same numbers for your second deal.  So at this point you have 

two promissory notes both worth 12510.26 each.  At this point you should have already 
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been telling everyone you possibly can about exactly what it is that you are doing.  If you 

are a real estate agent, or appraiser, or in the business at all, you should have a database 

of clients and I bet you can pick out a few who are investors or who would be interested 

in investing.  If you do not have a direct pipeline to anyone who is an investor, look 

around for someone in your family, or friends who have money to invest.  Offer to do 

exactly what you have done for yourself, for them.  Let’s add the fee and see if the 

numbers would work. 

 

Cost: $5,000.00 

Fee: $3,000.00 

Total: $8,000.00 

Sold for: $500.00 down,  $10,400.00 @ 12% = 250.19/month for 54 months = 12510.26 

Return: 66.8% 

Annual return: 14.84% 

 

An annual return on investment of 14.84% is very attractive to an investor for an 

investment that he/she did not have to do anything to get.  Think about it, a very good 

mutual fund might get them a return of 10-12%, and not consistently.  Also with this 

investment, they need to understand that if the person moving into the home has to be 

removed or leaves voluntarily, the investor can start over.  Show them that this risk, or 

this scenario will actually raise their rates of return.  Here is an example: 
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Buyer stays in the home for only 12 months.  The buyer makes 12 payments of $250.19 

totaling $3,002.28 plus their $500.00 down payment.  This means that the investor has a 

total of $4497.72 still invested in the home.  They sell it again for the same exact price as 

the first time.  Again, they collect $500.00 down, and now their return is 212.93% or 

47.3% annually.  They should get excited about that, but the one thing they will tell you 

is “Yeah but, I don’t know how to sell one of these things or what to do with it.” 

 

Explain to them that they can hire you to refill it for them.  I charge half of my original 

fee to refill the home.  So if you charge $3,000.00, charge them $1,500.00 to refill it.  

Let’s see what their numbers are with your “refill fee” added: 

4497.72 + 1500.00 = 5997.72 – 500.00 (down payment from new buyer) 

5497.72 = ROI of 127.55% or 28.34% annually. 

 

Basically, if the worst thing happens and the buyer leaves, the investor can hire you to 

refill it for them, and they will only double their returns! 

 

Remember, these numbers are just examples.  Your buyer may put down more money, so 

the initial returns may be higher.  You may sell the home for more, or less.  The buyer 

may have to be evicted, which would add to the cost, lowering the returns.  There are a 

million different scenarios that would change these numbers.  This is why you need to do 

a couple first, to gain the experience and the numbers for yourself. 
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If this is too complex for you to explain to an investor, you may just try selling one of 

your notes to him/her.  Take your second note which is worth $12,510.26.  You have 

$4,500.00 invested in this note.  Can you sell it to an investor with the fee added?  Sure, 

and this might be more attractive because it has already been done for them.  Here is an 

example: 

 

$4500.00 + 3000.00 (fee) = $7500.00 

Note will collect $12,510.26 

Return: 66.8% 

Annual return: 14.84% 

 

One of your notes is now gone but you got $7500.00 in your pocket.  You spent 

10,000.00 on your first two deals, received two down payments of 500.00 each and sold 

one of your notes for $7500.00.  This means you have one note paying 250.19/month for 

the next 4.5 years, and you have $8500.00 of your money back!   

 

Here’s a tip!   GO DO IT AGAIN, AND AGAIN, AND AGAIN! 
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Testimonials 

One thing you have to remember to do is to start saving everything you get.  When a 

buyer pays you, save a copy of his/her check.  You need to start gathering proof for your 

system.  I keep one folder of checks, contracts, documents, receipts, etc. from buyers.  I 

also keep another folder of all the same stuff from investors.  These folders/binders are 

my proof books.  I am able to show prospective clients and customers the work I’ve done, 

and prove that my system is working. 

 

Once you have done a deal for an investor, ask him/her to write you a testimonial.  It does 

not have to be anything elaborate.  A couple of sentences will do the trick.  Save these 

testimonials, and show them to other people who are interested in becoming investors 

themselves. 

 

Testimonials go a long way toward showing prospective clients that you have been where 

you say you have been and you know what you are doing.  You have to remember that 

these investors will be paying you large amounts of money to invest for them.  In the 

world of real estate investing these amounts are not really all that high, but they need to 

trust you in order to hand over a few thousand dollars to you, and especially if three or 

four thousand of it is a fee for service. 
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Asking a client or investor for a testimonial can be awkward.  I always feel strange 

asking someone to put down on paper how great a job I did for them.  Approach them the 

correct way and this doesn’t have to be awkward.   

 

Also, you may want to consider offering to write it for them.  When I am trying to get a 

testimonial, I usually tell the investor that I am working on some marketing and was 

wondering if they could be so kind as to write a testimonial for me.  I tell them that it 

would really help to have something from someone of your stature.  I also tell them that I 

know they are busy, and if they do not have the time to put one together, I was wondering 

if I could write the testimonial and send it to them for approval. 

 

Writing a testimonial can be awkward for the investor.  Writing anything can be stressful 

for some people.  Some people just can not put down in words what they are feeling in 

their minds.  When you offer to write the testimonial for them, you are taking that 

awkwardness away from them.  Many of them will like the idea of you writing it for 

them. 

 

Once you have it written, just let them read it and approve it.  It is truly that simple.  As 

you move forward you will be putting together different marketing pieces for your 

business and it is very helpful, to sprinkle these testimonials throughout your sales letters, 

or take pieces of the testimonials and use them in different parts of your marketing to 
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emphasize the point you are trying to make.  These testimonials lend credibility to you 

and your business. 

 

Asking the families moving into the homes for testimonials is also awkward, but it is nice 

to get them and from time to time you will get them.  An easy way to get them to write 

something is to put together a survey about customer service.  Have four or five questions 

asking them to rank their experience from 1 to 5 or something along those lines.  Then at 

the bottom have a few blank lines asking them to write a quick summary of how the 

overall experience was for them.   

 

People have grown accustomed to surveys like these, they seem to be everywhere.  I’ve 

seen them on the tables at restaurants, in hotel rooms, everywhere, so they sort of expect 

it.  You can use the old trick of telling them that by filling out the survey, it helps you get 

a bonus at the end of the year.  Usually the few lines they have written at the bottom are 

gold in a marketing piece. 
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Newsletters 

 

You may want to consider writing a quarterly newsletter, or a monthly newsletter.  You 

could write one to stay in touch with your customers or investors and have a forum with 

which to reach them. 

 

Newsletters should be written with a purpose in mind and should be structured as a sales 

letter.  When I first started investing in Real Estate I rented a single family home in a 

suburb of Cleveland, OH.   My next five purchases were single family homes set up on 

lease options.  The market I was targeting for tenant buyers on my lease option properties 

were renters who wanted to move up and purchase a home.   

 

When I started the Manufactured home business, I saw the potential of staying in touch 

with Manufactured Home buyers and helping them move up to a Rent to Own home in 

the future.  Hopefully, one of my Rent to Own homes.  The newsletter gave me a way to 

touch each of these people every month, stay in contact with them and get them to start 

thinking about improving their finances, and credit scores so that they could be in the 

position to move out of their manufactured home and into a Rent to Own home.  After 

all, they already trusted me and had worked with me for years. 
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As a bonus, anyone moving from a manufactured home into one of my Rent to Own 

homes, could sell the manufactured home back to me.  It keeps a supply of homes 

available to me, and a supply of prospective tenant buyers.   

 

It is also very rewarding to help people who never had the financial education needed to 

flourish.  Obviously, the first reason one goes into business is to profit, but if you can 

profit by offering a needed service, it is that much better.  People truly find the help they 

need, and you profit.  Win-Win situations are by far the best situations to be in.   

 

One lesson I’ve learned from this experience is that you can tell people all day long that 

they are now home owners and no longer renters, but for a time, they will still act as 

renters.  I don’t know how many times I’ve explained to buyers moving into the 

manufactured homes that I am not a landlord, and that they are responsible for all 

maintenance on the home, only to have them call me the following month complaining of 

a backed up toilet, or drafty window.  Within the newsletter I address this often and offer 

tips to buyers on maintaining their own homes. 

 

Many of my buyers are low income, blue collar workers who work in the trades.  We 

have done enough homes now that I can call any one of them and offer them work on 

another home that we are dealing with.  We have carpenters, plumbers, electricians, 

HVAC guys, cleaning personnel, tree cutters, landscapers, etc.  The list goes on and on.  

My newsletter carries a “Rolodex” of sorts of all of those people who have the know how 
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to fix or maintain a manufactured home.  I strongly urge those people that live in our 

homes to contact the people in the “Rolodex,” for any problems they might run into.  This 

has a few different benefits.  First, it keeps them from calling me.  Second, it keeps 

everybody working and earning money on the side, which in turn, increases the amount 

of monthly payments which are made on time. Again, this creates a situation where 

everybody wins. 

 

Studies have shown that the average American or American family moves every 5 to 7 

years.  When your buyers get antsy and want to move, you want them to think of you 

first.  The newsletter is a way to stay in their face and keep your name and your 

business’s name out in front of them.  As I said before, financing gets addicting, and 

when my buyers are interested in financing anything, I want them calling me first.  

Whether it is a home, car, boat, television, computer, whatever; I have the opportunity, if 

it is a person who consistently pays and pays on time, to purchase the item for the person 

or family and finance it to them.  All of this is made by possible by the newsletter I send 

each and every month. 

 

You might also consider writing a newsletter to each of your investors.  This might have 

guides to investing money, tips on reaching maximum potential with their investments, 

credit tips, etc.  You could have announcements of who bought manufactured home 

investments from you in the previous month and the numbers on that investor’s deal.  

Maybe profile one of your hungrier investors each month, keeping your investors hungry 
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and looking for more deals.  Again, it is a way to touch these people often without 

cramming junk mail and advertisements down their throats.   

 

Eventually, if you get enough readership, you could potentially sell advertising space 

within your newsletter to cover costs or to profit.  Depending on your audience, you 

could specifically go for advertisers who appeal to your membership.  Giving a direct 

pipeline to manufactured home owners to a manufactured home repair service would be 

extremely valuable to that company.  You could definitely charge a nice fee for that kind 

of exposure. 

 

However you choose to use the newsletter, I believe it is a very handy tool to have.  

Along with every reason I’ve already mentioned, I also have a blast writing it.  For me, it 

is a lot of fun.  So even though I talk of helping people, I also do the newsletter for a few 

greedy purposes!   
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