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The “Ideal Lifestyle 
Business” System 

Part Two 
 
Before we get into the details of this week’s system, I wanted to highlight something 
you might find helpful. Our goal is to create a lifestyle business. This obviously 
means we should focus on things that improve our lifestyle. 
 
One of the biggest improvements to our lifestyle is to eliminate our monthly 
mortgage payment. This is a significant improvement because it eliminates a great 
deal of stress making life a lot better. Imagine what life would be like if you didn’t 
have to pay your mortgage payment each month? 
 
I have several mortgage-free single-family rental properties, but carry a mortgage on 
our home. I’ve had this mortgage for years and my monthly mortgage payment 
including taxes and insurance is around $1,600.  
 
My original mortgage when I bought my home was around $200,000. To payoff this 
mortgage and eliminate my monthly mortgage payment, I would need to have a 
significant chunk of cash.  
 
I accomplished the exact same goal with just 8 mobile homes.  
 
With an average monthly income of $200 each, these 8 mobile homes completely 
cover my monthly mortgage payment. My average purchase price for these mobile 
homes is in the $7,000 to $8,000 range. This means I’ve accomplished the same goal 
of eliminating my monthly mortgage payment with a $60,000 investment instead of 
the $200,000 outstanding mortgage balance. 
 
The reason I share this is two-fold: 
 
1. To illustrate how powerful these investments can really be. You don’t need 100 
mobile homes to dramatically change your life. Five to ten homes might make your 
life significantly better.  
 
2. To hopefully reignite your motivation to buy these magic-compounding 
machines!  
 
What is your monthly mortgage payment? 
 
How many mobile homes would you need to completely offset this payment? 
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You can obviously use this same thinking with any other monthly payment you have 
including car loans, insurance, credit card debt, and more. How many homes would 
you need to offset the specific monthly payment? I recently bought a Jeep Wrangler. 
I financed the purchase and the monthly payment is around $350 a month. Instead of 
paying this out of my pocket, I purchased a mobile home and will use the monthly 
income to cover the loan payment.  
 
The mobile home was a doublewide home cost $10,000. The income from this home 
will pay for the Jeep. On a high level, I bought the Jeep, which had a price of 
$25,000 for $10,000, and this is because I’ve offset the monthly payment with a 
$10,000 investment.  
 
Okay, let’s dig into this week’s system.... 
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How to Test The Market When Selling Your Mobile Home 
 
In our first week, we focused on the high-level overview of building a mobile home 
portfolio. We also worked through the best ways to find mobile homes. This week 
we’ll move forward with the actual sale of your mobile home to your buyer. This 
will include how to get your home ready to sell and my autopilot system for showing 
homes. 
 
We’re going to assume you have purchased one of the mobile homes you identified 
during the first week and we’ll start with how to get your home ready to show to 
prospective buyers. This will include how to fix up and renovate homes you buy 
directly from mobile home parks. 
 
The easiest homes to sell are homes you purchase directly from homeowners and 
this is because these homes typically don’t need a lot of work. Most of these homes 
can be resold without any improvement whatsoever. Some may need minor 
improvements.  
 
One way to find out if any improvements are needed would be to simply start 
marketing and showing the home. Let the prospective buyers tell you if anything 
is needed. I guarantee you’ll be surprised at how quickly homes sell and how little 
work you’ll need to do.  
 
There have been homes were I planned to invest money for flooring or painting, but 
the homes sold without any improvement whatsoever using this little strategy. 
 
The goal is to have 8 to 10 buyer showings and see what happens. When you start 
showing your home, you’ll have one of three things happen: 
 
1. Buyers walk away without any interest in the home. 
 
2. Buyers will want to apply for the home in its “As Is” 
condition. 
 
3. Buyers will ask you if ___________ will be 
repaired/improved. 
 
The first scenario is what we’ll be watching for when we start showing the home. 
Are buyers simply not interested? If this is the case, you’ll definitely need to make 
the contemplated improvements. You’ll know this happens when buyers never 
contact you after they walk through the home. You can obviously follow up with 
these buyers and ask for their feedback. You can use this feedback to guide your 
improvements. If this happens, stop showing the home until the improvements are 
made. Keep the marketing active so you’ll accumulate a buyer’s list for when the 
home is ready to show. Get the work finished quickly and start calling the buyers on 
your list! 
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The second scenario is what we’re hoping for and this is because the buyer wants to 
buy the home without any improvement. This will probably happen in 60% of your 
mobile home sales. 
 
The third scenario is also helpful because you can simply say, “No, ____________ 
won’t be updated at this price. If you want this work done, I’ll have to increase the 
price!” Or you can say… 
 
Yes, I’ll take care of ________!” Whatever their concern or improvement request 
might be. Obviously, you would want to get their application and a deposit before 
handling any specific repairs. However, their concerns will probably be similar to 
the concerns of other prospective buyers and you should consider having the 
improvements made regardless if this buyer moves forward or not.  
 
When I advertise these homes for the initial “test” showings, I’ll include something 
like the following: 
 
“The reason why this home is priced so low is because it needs some work. The 
living room needs to be painted and the carpeting in the bedrooms needs to be 
cleaned or replaced.” 
 
The prospective buyer is told what is needed upfront and these words are extremely 
valuable to you. This little strategy probably saves me $20,000 annually. This is 
because I don’t rush out and invest a lot of money into each home. I wait and let the 
market tell me what to do.  
 
To make this strategy work, you should strive for a fair number of showings 
before making a decision on what you should do. One or two showings aren’t 
enough and you won’t have enough feedback to make a decision on 
improvements.  
 
Before using these test showings, I would automatically spruce all of my homes up 
like I would when renting a single-family home. Thankfully, this isn’t necessary in 
the majority of the cases as the homes sell quickly without any additional 
investment! 
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How to Prepare Your Home for Buyer Showings 
 
As noted in the first system of this business, a great way to find awesome deals is to 
buy fixer upper homes directly from mobile home parks. When I buy these homes, 
I’ll typically do the following: 
 
1. Outside painted if it looks ugly. Some of these homes are older and the 
aluminum siding is faded or dull. I’ll have these homes power washed and spray-
painted. The color I paint them is white – semi-gloss. This includes the skirting, too.  
 
Over the years, I’ve tried different colors (grey, blue, beige/tan, etc) and they never 
seemed to look right. White seems to work the best so this it what I stick with now. 
If you want to add some color, do it on the shutters and trim. Don’t get too fancy. 
The basic colors will work best. (Navy blue, Hunter green, Maroon, Gray, etc.) 
 
In my area, I can typically have the exterior of a home painted for around $500 
including the power washing. These paint jobs aren’t perfect and they don’t need to 
be. The home looks 100% better and this is the goal. It usually takes my handyman a 
few days and this investment is well worth it.  
 
Painting the exterior of a mobile home has a dramatic impact. Here’s a before and 
after picture of a recent home I purchased: 
 
  

  
 
 
 
 
 
Yes, this really is the same home. Painting the exterior of a mobile home completely 
changes the appearance. This is one of the best investments you can make to an older 
home. This paint easily adds at least $5,000 to the value of the home. 
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2. If there are holes in the floors, I’ll have these holes repaired. The flooring in 
most mobile homes is like particleboard. When they get wet, they get soft. These 
soft spots turn into actual holes. Holes in floors seem to scare most prospective 
buyers. I’ve tried selling homes with holes in the floors and haven’t had much 
success. The crazy part is it isn’t too hard to repair these holes. So I’ll typically have 
the holes repairs and I’ll have new laminate flooring installed.  
 
3. If the flooring is ugly, I’ll typically have laminate flooring installed 
throughout the home. Laminate flooring will cost more than carpeting, but I’ve 
found it to be a better investment. It will save you a lot of time and money if the 
home comes back to you because you’ll be able to leave the laminate flooring.  
 
In the past, I used to have new carpeting installed. If the home became vacant, I 
would always have to have this carpeting ripped out and would have to put new 
carpeting in again. This problem is eliminated with laminate flooring. Also, laminate 
flooring is obviously a better water repellent than carpeting and this prevents future 
soft floors from developing. 
 
I used to buy all my laminate flooring from a store called Ollies Bargain Outlet: 
 

 
 
To install laminate flooring in a 1,000 square foot mobile home, the material is going 
to cost around $1,100. The labor to have this installed typically runs $800 to $900. 
So for around $2,000, can have laminate flooring installed throughout the home. 
Here’s a picture of one of my homes just as the contractor was finishing the flooring 
installation:   
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You can see how this lighter color laminate flooring makes the home feel brighter 
and larger. Don’t waste any time or money installing carpeting. You’ll just have to 
throw it away if the home goes vacant and you’ll lose every penny invested.  
 
4. Paint kitchen cabinets and install new countertops (if necessary). Over the 
years, I’ve learned to do everything possible to keep the existing cabinets. I’ll 
usually have the cabinets painted (white) and will try to make the existing countertop 
work. If it is too ugly or damaged, I’ll have the countertop replaced. This will make 
the kitchen look a lot better without having to spend a lot of money on cabinets.  
 
5. If the landscaping is overgrown, I’ll have it shaped and trimmed. The 
landscaping should add to the curb appeal, not distract from it. This is a simple low-
cost fix and it can be done quickly. I have a landscaper clean up the outside. I don’t 
install landscaping beds, or plant any flowers. I simply clean up any overgrown 
landscaping. 
 
6. Repair roof and plumbing leaks. If there is a roof leak or plumbing leak, I’ll 
have these leaks repaired. I try to avoid putting new roofs on homes. I also try to 
avoid replacing all of the plumbing, if possible.  
 
The biggest lesson you can learn in advance is you do not need to make these homes 
extremely nice to sell them quickly. In most cases, the following will be true: 
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1. Paint and repair kitchen cabinets instead of replacing them. 
 
2.  You’ll buy many homes with holes, or weak spots, in the floors. These areas can 
be replaced inexpensively. 
 
3. Install lower-priced laminate flooring instead of carpeting. 
 
4.  Power wash and paint the exterior of the homes instead of installing new vinyl 
siding.  
 
5. Repair older furnaces and hot water tanks instead of replacing them. 
 
6. Repair broken glass panels instead of replacing the entire windows.  
 
7. You’ll probably have plumbing leaks and problems in vacant homes purchased 
from parks. Be prepared to repair these leaks before your buyer moves into the 
home.  
 
In a nutshell, it is better to repair, clean and paint than it is to replace.  
 
Obviously, there will be times when you’ll be forced to replace broken or damaged 
items. Don’t go crazy buying high-grade materials. Buy something that will be good 
for the long-term and looks decent.  
 
NOTE: I don’t do any of this work. I outsource everything to contractors. I 
don’t enjoy the work and would rather focus my time on buying more mobile 
homes instead.  
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How to Find Contractors for Your Mobile Homes 
 
As I write this, I have five different contractors that I typically use on a consistent 
basis. These contractors are: 
 
1. Plumber for all plumbing and hot water tank problems. 
2. Person to Clean Out & Paint Homes (includes interior & exterior) 
3. Person to repair walls, install counter-tops, install laminate flooring, etc 
4. Electrician 
5. Heating contractor 
 
Three of these contractors actually live in the parks where I own mobile homes. This 
makes life a lot easier! I found these contractors by asking residents in the parks if 
they knew anyone who could handle repair work. I also ask the park managers 
whom they would recommend for various jobs and actually found my plumber from 
a park manager referral.  
 
One of the challenges I’ve had is some contractors don’t want to work on mobile 
homes. I’m not sure why, but they just don’t want to be bothered. If you find the 
same problem, you’ll probably have more luck getting referrals from people living in 
the parks, or from the park managers.  
 
I also have had some luck running “Help Wanted” posts on Craigslist. Something 
like this: 
 

 
Notice this advertisement specifically indicates “Mobile Homes.” If someone 
isn’t interested in working on mobile homes, I don’t want to waste anytime 
talking to them. Also note I ask them to fax me qualifications, which is a 
screening tool! 
 
In most cases, I probably pay $15 to $20 an hour for work. I typically have the 
contractor give me a price for a specific job. If the price is reasonable, I’ll hire them 
for the job. I don’t usually don’t try and talk their price down and this is because I 
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value their help. I want them to want to work with me. I also want to have another 
good contractor in my Rolodex. 
 
Another strategy to find good contractors might be through Angie’s list. I’m a 
member of Angie’s list and get constant email specials from them. These specials 
always include different offers from different contractors.  
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
The major benefit to these special offers is that you get to test the contractor on small 
jobs before moving forward with other work. Also, contractors do care about their 
Angie’s list ratings and will probably try to do a better job with your work. 
 
The downside to Angie’s list is the pricing. Some of the higher rated companies in 
Angie’s list are more expensive. What you’re looking for is a smaller company, or 
individual contractor who doesn’t have dozens of reviews.  
 
I always start by testing contractors with a small job first to see how things go. Don’t 
hire someone for a larger job until they’ve proven themselves to you. As example, 
instead of hiring them to install laminate flooring throughout the entire home, hire 
them do to just one room first.  
 
See if they get the work done in a timely manner. See if the job looks good when 
they’re finished. If so, give them more work! If not, move on to the next contractor. 
Don’t be shy in telling them that you’ll have a lot more work for them if things work 
out. 
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Remember, we’re not looking for the best craftsman for this work. We’re 
looking for reasonably priced contractors who do a decent job. You’re not 
renovating a $150,000 home. You’re renovating a $10,000 mobile home. Good is 
definitely good enough. 
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How to Get Free Gas When Renovating a Mobile Home (or 
Any Other Property) 

 

 

 

 

  
I rarely have to pay for gas for our cars using what I’m about to share with you.  
 
The above picture, which is hard to see, shows a gas pump after pumping 30 gallons of 
free gasoline. Now, you may not be able to get free gasoline in your area, but you should 
be able to use this strategy to your benefit in some fashion. 
 
In our area, we have Giant Eagle grocery stores. Giant Eagle offers “fuel perks” for 
buying gift cards at Giant Eagle. The cool part is we can buy gift cards for just about any 
business at Giant Eagle including Disney, Amazon, Home Depot, Southwest Airlines, 
Apple, and many more.  
 
For every $50 in gift cards you buy, you earn 10 cents off of one gallon of gasoline for a 
total of 30 gallons of gas. This creates an opportunity to funnel most of your purchases 
through gift cards purchased at Giant Eagle.  
 
Whenever my handyman needs to buy materials for one of my properties, I’ll typically 
buy Home Depot gift cards for these materials. These materials will include... 
 
Interior and exterior paint. 
New vinyl and laminate flooring. 
New cabinets (kitchen & bathrooms) 
New toilets 
Countertops 
 
Throughout the year, Giant Eagle will actually offer bonus fuel perks for certain gift 
cards. The bonus provides an extra 10 cents off each gallon of gasoline brining the total 
to 20 cents off a gallon. 
 
When they run these specials, I’ll buy several thousand dollars in gift cards. I’ll hold 
these gift cards until they’re needed.  
 
$2,000 gift cards purchased / $50 threshold = 40 
40 * 20 cents off per gallon = $8 off per gallon 
$8.00 times 30 gallons of gasoline = $240 in free gasoline 
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I know the math is hard to follow, but this strategy with $2,000 of Home Depot gift cards 
provides $240 of free gasoline. 
 
We use this approach for most of our purchases. We’ll buy thousands of dollars in Disney 
gift cards for our Disney vacations. We’ll buy Apple gift cards if were going to buy a 
computer or phone. We’ll buy Amazon gift cards before the holidays for presents to be 
ordered. 
 
Throughout the year, we probably save $3,000 to $4,000 in gasoline simply by buying 
gift cards instead of paying directly. By following this approach for years, this savings 
adds up.  
 
5 years at $4,000 = $20,000 in free gas 

You may not have Giant Eagle, but you probably have something similar in your area. If 
so, you should consider maximizing any opportunities available because they compound 
over time.  
 
If you don’t have anything in your area, you might consider buying discounted gift cards 
online. I’ve used CardPool.com several times to buy numerous gift cards at 5 to 25% off. 
Right now, they’re offering Home Depot gift cards at 6.5% off and Lowes gift cards at 
8% off. This savings will compound over time as you accumulate more homes. 

Another benefit to using gift cards for the cost of materials is that it will save you a lot of 
time. Most of the contractors I use for these renovations are not able to pay for the 
materials out of their pockets. 
 
They either need me to buy the materials for the job or to pay them upfront for the cost 
materials. This process actually became a major pain in the ass because I would meet 
them at the store in order to pay for the materials. Now, I simply give them a gift card 
upfront for the cost of the materials and eliminate the trip to the store. 
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How to Sell Mobile Homes Without Having to Show Them to 
Interested Buyers (The Auto-Pilot Showing System) 
 
The system I created for this process will save you an enormous amount of time and will 
actually allow you to accumulate more homes at a faster pace.  
 
The main idea behind this system is to have interested buyers’ walkthrough your homes 
on their own. They will show themselves your home while you’re doing other things. On 
any given day, I have multiple showings in different homes in different areas while I’m at 
home with my family. It’s amazing. 
 
Before we go further, let me warn you that you’re probably going to be a little nervous 
about this system. I was too. However, over the last few years, I’ve easily sold over 50 
homes using this process without any serious problems. I have had a few small issues, but 
the time savings far outweigh any problem you might incur. 
 
Here’s a high-level overview of the auto-pilot system: 
 
Each home is advertised directing interested buyers to call a Google Voice number. 
These calls go to voicemail and the prospective buyer leaves a message with their contact 
info. I let these calls accumulate and then return calls once a day to set showing 
appointments. My return call time is typically in the early afternoon. 
 
When I return their calls, I prequalify them over the phone. If they’re qualified, I give 
them the lockbox code and allow them to see the home on their own. I ask them to 
obviously lock the door and put the key back in the lockbox when they’re finished. If they 
like the home, I ask them to grab an application from the kitchen counter so they can 
send it to me for approval.   
 
If the person isn’t qualified during the call, I explain that I don’t think they would be 
approved for the home and suggest they look for something else. I end the call and don’t 
give them the lockbox code 
 
That’s it.  
 
This is how I sell homes without any showing appointments!  
 
Okay, let’s walk through this step-by-step. On your first trip to the home, you’ll do the 
following: 
  
1. Install a key and a lockbox on the main door of the home. Make sure you put an 
extra key in the lockbox and not your main key. There is a chance the key will get lost. It 
has happened to me a few times. I use the same combination on all of my lockboxes and 
this makes life a lot easier. I never have to try and remember what the code is for a 
specific lockbox. 
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2. Leave 15 to 20 applications and instruction sheets for how to apply to the 
property on the kitchen counter. I use the free rental application and tenant release 
found at: ScreeningServices.com. You can download them for free. I’ve included my 
exact instruction sheet on how to apply on the next page. If the buyer is interested in the 
home, they complete the applications and send them to me along with their proof of 
income, and a copy of their driver’s license. 
 
3. Get the home in showing condition. This would include opening up the blinds so 
there is more natural light flowing into the home. Having the home cleaned and grass cut. 
Basically make the home look as inviting as possible.  
 
4. Take as many pictures of the interior and exterior as possible. Try to have the 
lights on and blinds open to make the home feel larger.  
 
5. Leave the property and head back to your home office. You’re done. 
 
You probably won’t have to go back to the home until it’s sold. You’ll grab your lockbox 
the next time you’re in the park.  
 
On the next page, you’ll find the applications I use and my instruction sheet for the buyer 
to use to send me their completed applications. 
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How to Apply For This Home 
 

If you would like to be considered for this 
home, each person over the age of 18 must 
complete the three-page application. In 
addition, we will need the following: 
 
1. Proof of income for two pay periods for 
each person over 18. 
 
2. Copy of driver’s license or ID for each 
person over 18. 
 
3. All three pages of the application 
completed and signed. 
 
Please send these three items via fax or 
email to: 

 
FAX 440-299-6211 

 
Or Email To: 

 
Rob31811@gmail.com  
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(Note: I use the applications and tenant background checks available at 
ScreeningServices.com. You can use whatever service or application you want.) 
 
Once these steps are completed, you’ll be ready to start advertising and showing your 
home. For the most part, I only advertise my homes on Craigslist.org and Zillow.com 
(used to be Postlets.com).  
 
Zillow.com allows you to setup a free account where you can advertise your homes for 
sale, for rent and rent to own. These postings get syndicated through Hotpads, Trulia, 
MSN Real Estate, and more.  
 
Here’s a screenshot of a mobile home I currently have on Postlets: 
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I bought this older home directly from the seller for $2,500. When they moved out, I 
followed the steps listed above and then posted this advertisement. 
 
Notice the line: “The home is priced at $195 a month because it needs some painting 
inside and a little flooring work.” (I was testing the first showings to see if I needed to 
make any improvements.)  
 



Copyright 2016. © CSHFLW, LLC. All rights reserved.     

I will post the home on Craigslist.org in both the homes for rent and homes for sale 
sections. These are two separate posts. I usually copy one simply paste it into the second 
post.  

Here’s a screen shot of a home I recently posted on Craigslist: 
 

 

For the monthly payment amount in the advertisement, I use the payment they make to 
me for the home. I do not include the total monthly payment including the park lot rent. 
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The park lot rent is always detailed within the advertisement. You should notice this on 
both advertisements. 
 
The Craigslist advertisement was posted in the “Homes for Rent” section and the “Homes 
for Sale” sections of Craigslist. These three advertisements typically generate dozens of 
phone calls, texts, and emails. I tend to get more calls from Craigslist.org; however, the 
leads generated through Zillow.com are higher quality in terms of income and credit 
scores.  
 
Please the qualifying language in both advertisements: 
  
“To qualify for this home, you’ll need to have a minimum of $1,500 in verifiable 
monthly income. Unfortunately we’re unable to accept applicants with evictions and 
felonies” 
 
I’ve also included comments in both advertisements about the homes needing work. This 
follows the test showing strategy detailed previously. 
 
The minimum income I’m looking for is gross income per month of at least 3 times the 
total payment for the home. The total payment for this home is $510 per month ($195 for 
the home and $315 for the park).  
 
Including this qualifying language in the advertisement is to reduce the phone calls and 
emails from people who don’t meet this qualification. This will save you a lot of time and 
will be extremely helpful for you. You’re not going to want to spend hours returning calls 
to people who cannot afford your homes. 
 
The phone number used in my advertisements a Google Voice number. I do not have this 
Google Voice number forwarded to any other phones and never answer it live. It is 
basically a free voicemail account, which allows me to text prospects if necessary. 
 
Never include your cell phone number in your advertisements. You’ll be miserable, 
as calls will come 24/7. Trust me. Setup a Google Voice number and block time to handle 
calls each day versus handing them live. 
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Here’s a screen shot of how my Google Voice account from my desktop: 
 

 

Once you log into your Google Voice account, you’ll be able to see all of the messages 
you’ve received.  I’ll let the incoming calls; texts and emails accumulate throughout the 
day. Typically in the afternoons around 1pm, I’ll sit down and go through the emails and 
messages. I’ll list each person on a sheet a paper along with his or her phone number. If 
someone emails me from Craigslist or Zillow and doesn’t include their phone number, 
I’ll reply asking for their phone number so I can call them to setup a showing. I do this 
because I want to talk to them directly in order to setup the showing. I’ll simply reply to 
their email with the following: 
 
“I can call you to setup a showing for this home. Unfortunately, you didn’t include your 
phone number. What number can I reach you at?” 
 
If they don’t reply to the email, I don’t care. I simply delete the email after sending this 
reply. If the do reply, I add their name and number to my incoming message sheet. I need 
to be able to talk to them live by calling a phone number. This way I can track back to 
any prospect if there is any damage to my homes. (This has never happened.) 
 
My incoming message sheets are “ugly” and nothing fancy. Here’s an actual sheet for the 
$2,500 home advertised above: 
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Pretty fancy, huh? 
 
Nobody sees this sheet except for me and this is my little system. I list the home at the 
top and the monthly payment. As calls come in, I log them down this page. As I return 
the calls, I will make notes on this page. 
 
1. If I’ve left them a message. This note is “l/m.”  
 
2. If I talk to them and setup a showing, I’ll list the 
showing date “see 12/30.”  
 
3. If I call and cannot leave a message, I’ll leave the 
block blank or put “c/b” to note I need to call them back.  
 
4. If I talk with them and they’re not interested or aren’t 
qualified, I’ll cross them off the list. 
 
5. If they are interested in the home after the showing, 
I’ll mark “applying” and watch for their application.  
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I use this ugly system with every home. Right now, I have three of these ugly sheets on 
my desk for three different homes. Once the home is sold, I’ll typically send a text to 
each person through Google Voice to let them know the home sold and I’ll also tell them 
about a different home I have available. In many cases, I’ll be able to sell leads from one 
home a different home.  
 
(I write one text in the Google Voice on my desktop computer and simply copy and send 
to everyone. All of my communication to prospects and current buyers is through Google 
Voice.)  
 
Once all the messages have been written out on my ugly sheet, I’ll start returning the 
calls. If I get a voicemail, I’ll leave this message: 
 
“Hi this is Rob and I’m returning you call about the mobile home I have for sale in CITY 
NAME. Since I missed you, I’ll make a note to try and call you again. Hopefully I can 
catch you so I can setup a showing for you.” 
 
I leave this message because I don’t want them calling me back. I’ll leave a note next to 
their name L/M, which means I’ve left them a message. I will call them again the next 
day when I make my showing calls. (Remember, I won’t set a showing unless I have 
actual conversation with them on the phone from an outbound call.) 
 
For the people who answer, I will say the following: 
 
“Hi this is Rob and I’m returning your call about the mobile home for sale in CITY 
NAME. Did you have questions I can answer for you or would you like to see it.” 
 
If they have questions, I’ll answer them. They’ll typically say, “I want to see it!” and then 
I’ll go through the following qualifying questions... 
 
“Great I can setup a showing for you. Can I ask you a few questions to make sure you’ll 
be approved first?” The questions I’ll ask are as follows: 
 
1. When are you thinking of moving?  
If they aren’t moving for a few months, I tell them the home will be sold before then. I 
don’t setup a showing and suggest they call me back when they’re closer to their move.  
 
2. Who would be living with you? What are their ages? 
I want to know who will be living in the home. Is it a single person? Will there be a 
family? Will it be a bunch of friends living together? Not gonna happen in my home! My 
preference is to have two people with income. This offers a little protection in the event 
one person loses their job.  
 
3. Are you employed? If so, where? I prefer buyers with actual W-2 income. If I can’t 
verify the income, I won’t sell to them.  
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4. How long have you been at your job?  
 
5. What is your monthly income? Needs to be a minimum of 3 times the total payment. 
 
6. Have you ever been evicted? 
 
7. Do you or anyone living with you have any felonies? 
 
8. If you like the home, do you have the funds available to move in now including the 
down payment and first month’s payment?”  
 
These questions will give me a quick idea if I would approve them for the home. Based 
on their answers, I’ll be able to determine if they should go see the home or not. I actually 
have these questions taped to my computer monitor so I can see them easily for each and 
every call. 

  
 

 

 

 

 

 

If I don’t think the person is qualified for the home based on what they tell me during 
these questions, I’ll typically say: 
 
“Unfortunately from what you’ve shared with me, I don’t think the park will accept you. 
The park is unable to accept applicants with recent evictions, felonies, or unverifiable 
income.” 
 
I’ll politely end the call without setting up a showing. However, if they sound like they 
may be approved, I’ll set the showing up.  
 
What I’m looking for with these questions is: 
 
1. How much income do they have and is it enough to cover 
the house payment and the park lot rent with breathing room 
for other expenses. This is why they need to have a minimum 
monthly income of 3 times the total house payment. 
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2. Is the income stable? Someone who has only had a job for 
30 days doesn’t have stable income. I prefer applicants 
with longer employment histories. 
 
3. Is the income verifiable through actual W-2 paystubs? I 
prefer buyers to have jobs where their wages can be 
garnished. I know this sounds horrible, but it helps keep 
them accountable to the agreement. If someone is self-
employed or receives a 1099 at the end of the year, I’m not 
very excited and will ask them for larger down payments.  
 
4. Have they been evicted within the last 5 years? This 
includes any adult moving into the home. If anyone has been 
evicted, I won’t setup the showing. 
 
5. If any of the adults moving into the homes have 
felonies, the mobile home parks will not approve of their 
application so a showing simply wastes their time.   
 
If their answers sound good based on this high-level criteria, I’ll set the showing as 
follows: 
 
“I will have a lockbox on the door of the home for the next two days. If you’re able to see 
it in the next two days, I can give you the address and lockbox combination.” 
  
They’ll typically be really happy with this and it also forces them to go see home in two 
days creating urgency. I’ll give them the address to the park and the details on how to get 
to the home. Then I’ll say... 
 
“The lockbox is on the door handle. The combination is XXXX. You can get the key out 
and go through the home. When you’re finished please lock the door and put the key back 
in the lockbox. Spin the dials on the lockbox so the combination gets scrambled. If you 
like the home, please take an application and instruction sheet on how to get it to me 
from the kitchen counter.” 
 
I’ll typically ask them when they’re going to see the home. I’ll list the date next to their 
name on my handwritten sheet so I can follow up with them. I’ll also say the following: 
 
“Can you do me a favor and call me or text me when you’ve locked up the home? This 
way I’ll know the home is secure.” 
 
I do this for two reasons: 
 
1. I want them to know I’m tracking their showing. If 
something happens at the home, I will be able to tell if it 
happened during their showing. 
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2. It allows me to follow up with them about the showing. 
When they call or text after they’ve locked up the home, 
their call goes into my Google Voice account. I can then 
text them back asking if they like the home. If they reply 
that they liked the home, I ask them via text when they’ll 
be sending me the completed application. If they reply that 
they don’t like the home, I’ll offer them another home if I 
have one available.  
 
Once the showing is set, I typically move the communication to text through the Google 
Voice. I don’t want to waste time trading phone calls. Once I have the application, I’ll 
call them to go over it and ask them to apply with the park if I believe they’re good for 
home.  
 
I can also follow up via text with those who don’t contact me after the showing. I’ll 
typically text: 
 
“This is Rob and I’m following up on your showing of ADDRESS yesterday. Did you like 
the home?”  
 
NOTE 1: All of my calls, texts and emails are typically grouped into the afternoon hours. 
I’ve tried the morning hours and haven’t had a lot of luck. I also don’t want to work in 
the evenings, so afternoons are what I’ve gravitated to over the years.  
 
NOTE 2: Selling/renting homes is typically a numbers game and you’ll should expect to 
have 10 to 20 showings before you have a qualified application. Try not to listen to the 
negative feedback from individual showings. It is better to gauge how things are going by 
the number of showings. 
 
As an example, you might have a showing on one of your homes and the person tells you 
the home needs too much work. You might listen to this feedback and go invest more 
money into the home. This isn’t the best course of action from one showing. 
 
The reason why is because the next buyer walking through might love it just as it is and 
for the price you’re asking. 
 
If you’ve had 8 to 10 showings and haven’t received any applications, then this is a sign 
you need to either change your price or improve your home.  
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Showing Strategy When You Have Multiple Homes Available 
 
In the beginning stages of building your mobile home portfolio, you’ll probably only 
have one home available at any given time. This makes things relatively easy, as you’re 
not trying to sell several homes at the same time. 
 
However, this will change as you accumulate more homes. A time will come when you’ll 
have more than one home available at the same time. If these homes are in the same area, 
I will use a specific strategy when marketing them. 
 
In most cases, I will NOT advertise both homes at the same time. Instead I’ll only 
advertise the home that will be harder to sell first. This home may only be 2 bedrooms, be 
smaller, or may need more work. This home will also typically be less expensive. 
 
I’ll only advertise this “harder to sell” home. When calls come in for this home, I’ll 
follow the normal showing system previously outlined. I will not tell the prospective 
buyers about the 2nd home.  
 
If after their showing they indicate they aren’t interested in the “harder to sell” home, I’ll 
then mention the second home. I’ll text something like this... 
 
“I’m not sure if you would be interested but I just got another home in the same 
park/area. It’s a little nicer than the one you looked at. Would you want to see this 
home?”  
 
Nine out of ten times, they’ll say, “Yes.” I’ll then give them the address and lockbox 
code for the second home. This second home will show better than the first home and I’ll 
increase the likelihood of them being interested in it.  
 
This approach allows me to sell two homes at the same time. All qualified prospects see 
the “harder to sell” home first. Only after they’ve told me they didn’t like it, will I offer 
the second home.  
 
After a certain number of showings, I’ll have someone who likes the “harder to sell” 
home and I’ll go through the application process with them.  
 
If you were to advertise both homes at the same time, everyone will want to see the nicer 
home instead of the “harder to sell” home. You won’t have any showings on the “harder 
to sell” home and will have to wait until the nicer home is sold before you’ll get any 
applications on the “harder to sell” home.  
 
Our advertisements are typically free, so we’re not trying to save money advertising the 
home. We’re actually trying to fill two homes at the same time. By filling both homes 
quickly, you’ll put more money in your bank account and you’ll save the hassle of having 
to try to advertise the nicer home.  
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Or consider what I refer to as “Split Advertising.” 
 
Another strategy I’ve used when I have several homes available in the same area is to 
advertise them in different sites. As an example, I might post one home on Craigslist and 
a different home in Zillow.  
 
This way I’m generating leads on two homes at the same time from two different 
advertising sources. Based on my experience, people don’t shop for homes on both 
Craigslist and Zillow at the same time. They’ll go to one site or the other, but not both. 
This creates a marketing opportunity for us. 
 
As prospective buyers walk through the homes they initially contacted me about, I’ll use 
the same approach mentioned earlier. I’ll wait to see if they’re interested in the home. If 
they’re interested, I won’t mention the other home. If they’re not interested in the home, 
I’ll tell them about the second home.  
 
The basic idea is not to advertise both homes on the same websites at the same time. 
Instead, split them up and advertise them separately. Don’t compete with yourself! 
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How to Get Prospect to Apply without Having Applications at 
the Home 
 
As noted, I try my best to get applications and showing instruction sheets to the home 
before I start showing it. However, this isn’t absolutely necessary. I’ve sold dozens of 
homes without having any paperwork at the home. 
 
The reason I’m sharing this is because you don’t need to make any special trips to your 
mobile homes for applications! We ain’t got no time for that! 
 
If I don’t have applications at the home, I’ll simply tell the prospective buyer that I can 
email them an application if they like the home. I ask them to text me (Google Voice 
number) with their email address.  
 
I have the following “canned response” saved in Gmail: 
 

 
 
 
If they text me their email address, I’ll pull up this saved email template and I’ll attach a 
PDF of the Screening Services application. They’ll have to print out the application and 
follow the instructions in the email.  
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NOTE: The I’ve found the easiest way for them to return everything to me is for them to 
take pictures of their completed applications, driver’s license, and proof of income with 
their phones. They can email or test these pictures to me. When they text, they’re texting 
my Google Voice phone number. Google Voice forwards these pictures to my email 
address.  
 
This little system works very well and you shouldn’t worry too much if you don’t have 
applications at a home. You can still get them to apply without leaving your home office! 

I use FaxItFast.com for incoming and outgoing faxes. It’s an online fax for $5 a month. I 
don’t have an actual fax machine in my home office. The incoming faxed applications get 
converted to PDFs and are these documents are automatically emailed to me. This is a big 
help if I’m traveling as I can still approve buyers for my homes.  
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How to Screen Applicants and Select Buyers for Your Homes 
 
We actually started screening prospective buyers during our showing system. We do this 
through the qualifying questions we ask before setting up the autopilot showings. This 
screening will eliminate many unqualified buyers. 
 
Now, we’ll dig into the nuts and bolts of screening applicants, I want to try and share 
how critically important this part of the process is for your overall success. 
 
SCREENING APPLICANTS FOR YOUR HOMES IS THE MOST IMPORTANT 
PART OF THIS BUSINESS! 
 
So please follow the advice in this section, because it will save you tens of thousands of 
dollars and many headaches. I could write a book alone on stories and problems I’ve had 
from accepting tenants and buyers I shouldn’t have accepted. 
 
Here are three extremely important lessons I’ve learned the hard way: 
 
Do not rely on mobile home parks to screen your buyers. For many years, I would 
simply refer interested buyers to the park manager assuming their application process 
would weed out unqualified buyers. This was a BIG mistake and has cost me tens of 
thousands of dollars. 
 
From my experience, mobile home parks do a horrible job of screening tenants. I 
honestly believe this happens because the park manager rarely has skin in the game. If 
they accept someone who ends up getting evicted, it doesn’t cost them a penny. Instead, it 
costs the owner of the mobile home park.  
 
When you let someone else, who has no skin in the game, screen your buyers, you’re in 
for trouble.  

I finally got frustrated with my high eviction rate on mobile homes in one of the parks I 
own several homes. I had an interested buyer for one of my homes get approved by the 
park, but decided to have them complete one of my applications before moving forward 
with the sale to them. I was shocked that the park approved this person. Her income was 
only $1,000 a month and she had four kids and two dogs. After paying the park lot rent 
and my payment, she would only have around $350 left for food, transportation, and 
utilities. Had I accepted her like I previously would have, I would have had to evict her 
within the first two months.  
 
I now screen all interested buyers first. If they pass my screen, then I’ll have them apply 
with the park. This way, I can make sure I’m only working with buyers I would approve. 
If a buyer goes directly to the park for one of my homes, the park will typically ask them 
if they’ve been approved with me. If not, the park will tell them they’ve got to be 
approved by me first. This saves them a lot of time and hassle, too. 
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The second major lesson I’ve learned over the years is NOT TO ACCEPT 
SOMEONE BECAUSE I FEEL SORRY THEM. Every time I’ve accepted someone I 
felt sorry for, I’ve been burned. Every time. By burned, I mean I’ve ended up evicting 
them. In the process they’ve trashed the home.  
 
Feeling sorry for someone costs me an average of $2,000 including eviction costs and the 
investment to get the home back in showing condition.  
 
Please understand feeling sorry for someone will happen with just about every home you 
advertise. I felt bad for the lady with four kids and two dogs who only made $1,000 a 
month. She is in a tough spot and I would love to help her, but she isn’t moving into any 
of my homes.  
 
You will hear stories that will pull at your heartstrings. Ignore them and only accept 
buyers who meet your screening standards.  
 
I realize this sounds harsh, but this is a business not a charity. If you want to help people, 
do so outside of your mobile home investment business. You’re signing over a home you 
worked hard to acquire to someone and you need to make sure your buyers are qualified.  
 
The third major lesson is to ask yourself if you would loan this applicant $10,000 to 
$20,000, because this is what you’re actually doing. You’re loaning them the sales price 
of the home. It IS the same thing as writing them a check for $10,000 to $20,000. 
Thinking this way has a tendency to clarify your thinking.  
 
Okay, I’m stepping down from my soapbox... 
 
At this point in the process, you have a vacant home that you’re showing using the 
automatic showing process I’ve outlined. At some point in the near future, you’re going 
to receive an application from an interested buyer. For me, all buyer applications come to 
me through email. Faxed applications get converted to email by FaxItFast.com. 
  
As I was writing this, an email came in with an application for a home I have available. It 
really is pretty cool! The buyer showed himself the home, completed my application, and 
sent it to me while I was busy with other activities! 
 
Here’s what I’ll do when I receive an application: 
 
1. I’ll review the actual application reviewing everything they include. Is there anything 
that would provide any concern for checking the application further? Have they been 
evicted? How long have them been at their job? Etc. 
 
2. Verify that their ID matches the application names.  
 
3. Verify income to make sure they have the minimum income for the home. For me, I 
want to see monthly income equal to three times the total house payment. If they didn’t 
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provide proof of income, I’ll ask them for it and will wait until received. Verify how 
many hours/weeks the paycheck is for and recalculate the total monthly income. Look to 
see if there is any garnishment, or other issues in their proof of income.  
 
4. Compare the names listed on the rental application to the names listed in the proof of 
income. You want to make sure you’ve got the right names so you can check the county 
court websites. 
 
5. How long have them been at their current job(s)? Over one year is best. Less than six 
months of employment is risky and I’ll typically ask for more money down. If they won’t 
put more money down, I’ll deny their application. 
 
6. Based on their application and proof of income, would you loan this person $10,000 to 
$20,000? Trust your gut reaction to this question. 
 
7. Search the names on the county court websites. I’ll actually check the three 
surrounding counties for every applicant. If they’re relocating from another area, I’ll 
check the county courthouse websites from the city they’re relocating from, too. The 
court record searches are extremely important because you’ll be able to see how honest 
the person has been on their application. Some people will indicate they have no 
evictions, but then you’ll find one in the court search. If they lie on the application, deny 
them. They can’t be trusted and won’t pay you as agreed. 
 
Here’s a snapshot from a recent court records search: 
 

 

I keep my court website search as broad as possible. I want to find everything associated 
with each applicant. This means I’ll typically select “all cases” and “all statuses.”  
 
Here is a snapshot of the results from a recent applicant for one of my homes: 
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I clicked through and reviewed these three court cases. The judgment lien is for unpaid 
personal taxes in the amount of $163. The foreclosure was 8 years ago. This doesn’t 
concern me and neither does the accident from 2001.  
 
At this point in the screening process, I verified this person’s income and they have 
income in excess of three times the total house payment. I’ve completed a court records 
search and didn’t find anything serious. Now, if you want to be extra cautious, you could 
send your applicant to a screening company for a background and credit check.  
 
I will use ScreeningServices.com on occasion for this additional step. The problem is this 
additional background and credit checks cost $60 and can become expensive. This is why 
I do preliminary screening on every applicant before forwarding the tenant release form 
to Screening Services.  I use the free rental application and tenant release form on 
Screeningservices.com website. The tenant release form is what is sent in for the 
background and credit check. 

Once I approve the person I’ll have them apply for the home with the mobile home park. 
I know the park will approve their application and this is because I’ve prescreened them. 
The mobile home parks here do charge an application fee and do perform background 
checks. I rely on their background check for these applicants. 
 
As soon as the park approves them, I’ll setup an appointment to meet them to do the 
paperwork and collect the down payment and first month’s payment. 
 
Had I found anything in the screening process that caused minor concern, I might 
consider asking the applicant for a larger down payment/security deposit. Minor concerns 
might be new at their job, income close to the required amount, and civil issues in their 
court search.  
 
In probably 20% of the applicants, I’ll ask them for a larger deposit. If they don’t 
have the ability to pay the extra deposit upfront, I may offer to split it up over several 
months as in an extra $100 a month for three months. 
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More than likely, you’ll deny more applicants than you accept. This is part of the 
business. When I deny an application, I do it quickly and I try and give the reason for the 
denial. 
 
For example, I recently had an applicant who met all of the qualifications except they had 
only been at their current job for 7 weeks. I explained my concern over the new job and 
said the only way I could make this work is if they could put more money down on the 
home. They got upset and started calling me names telling me I had no right to ask for a 
larger deposit. Oddly enough, I would have accepted them if they would have put more 
money down. Their reaction saved me a future problem, because I simply declined them 
outright. 
 
Understand denied applicants will probably lash out at you. They’ll tell you they know 
their rights and will be contacting their attorney. Or they’ll be reporting you to the 
authorities for some crazy reason? When they do this, I’m always extremely thankful that 
I denied the person. Their reaction proves they’re not right for your home and that they 
won’t take responsibility for anything. They’ll blame any and all problems on someone 
else...mainly you. 

Let them become someone else’s problem. 

NOTE: From time-to-time, an interested buyer will ask me to meet them personally 
so they can give me their application. I have learned to never do this and always 
require them to email or fax the application to me. If they’re not willing to email or 
fax the application, I don’t consider them for the home. The two times I did agree to 
meet the person for the application, I ended up denying them for the home and 
ended up wasting my time.  

Another benefit of forcing them to send you their completed applications is they have to 
jump through a few more hoops. If they’re not willing to make the effort to get their 
application to you, you don’t want them anyhow. 
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How To Sell Your Homes to Approved Buyers 
 
Once I’ve approved someone for one of my homes, I ask them to apply with the mobile 
home park. In the majority of cases, the park will approve these buyers and this is 
because I’ve already pre-screened them. I’ll simply text or email the following to the 
buyer: 
 
“You’re approved for the home! Congrats! The next steps are: 
 
1. Apply with the mobile home park. Please call NAME & NUMBER. The park charges a 
$60 application fee. I’m fairly certain you’ll be approved by the park! It usually takes the 
park a few days for their approval so apply soon! 
 
2. Deposit to hold the home. I have other buyers looking at the home and I want to hold 
for you. Are you able to pay the deposit now? 

If the mobile home park is slow to approve applications, I’ll try to get a deposit from the 
buyer to hold the home. The reason why is because you’ll lose buyers. They simply 
disappear. I’ve lost countless buyers over the years due to park approval delays.  
 
As I write this, I’m going on 10 days with a buyer in a park and we still don’t have 
approval. The buyers get frustrated and give up. 
 
If the buyer won’t pay a deposit to hold the home, I’ll keep showing it and will 
collect backup applications. Never stop showing a home until you’ve got $$$ in your 
hand. 

I use the simple one-page deposit to hold form on the next page. The form specifies how 
the deposit will be handed: 
 
1. If I decide not to move forward with them for any reason, I’ll refund their deposit in 
full. I will also refund their deposit in full if the park doesn’t approve of their application. 
 
2. If they decide not to move forward with the purchase, the deposit is not refunded.  
 
I obviously explain this to them when we meet. I also require that they pay their deposit 
in cash. I don’t want to mess around with any personal checks. Everyone signs two 
copies of this deposit to hold form. I get one copy and they get the other copy. 
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Note: There is nothing fancy about this form and it was actually originally used for 
regular rental properties. The goal is to simply specific how their deposit will be handled.  

Once the park approves the buyer, I’ll set an appointment with them to do the paperwork 
for their purchase. This appointment is ALWAYS at my office, which is a McDonalds 
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about 10-minutes from my home. I NEVER meet the buyer at the mobile home and this 
is because I don’t want to open the door for them to ask for any repairs.  
 
Funny story.... 
 
I recently set an appointment at my office (McDonalds) with a buyer. When I got there, I 
was shocked to see it had been leveled. Really. They knocked it down to build a new one! 
They knocked down my office without even telling me! We ended up moving our 
meeting to a BP gas station across the street!  
 
You can meet wherever you want. I choose fast food restaurants because they have tables 
inside. Make it convenient for you and don’t worry about the buyer complaining if they 
have to drive far to meet with you. You’re selling them a home with owner financing and 
they can jump through a few hoops to get it.  
 
Simply say, “I’m sorry but I’m not able to meet you at the home because of my 
schedule.”  
 
At the actual meeting to do the paperwork with the buyer, I typically start by reviewing 
they’re signing an X year rent to own agreement for the home. This includes a lease and a 
purchase agreement. I’ll ask if they have the move in funds. This typically includes the 
first month’s payment, the pet fee, and the security deposit if I haven’t collected this 
previously. 
 
1. I highlight the purchase agreement showing them the 
purchase price, down payment, interest rate, term, and 
total amount paid. I want to make sure they’re okay with 
everything on the purchase agreement before wasting too 
much time.  
 
2. Next I’ll highlight each clause in the lease. As I do, I 
have them initial the sections requiring their initials. 
(Repairs/Maintenance/Smoke Detectors/Insurance, Taxes, etc) 
 
3. I’ll have the sign the lease agreement. 
 
4. I’ll go back to the purchase agreement and have them 
sign the purchase agreement. 
 
5. I’ll show them the amortization schedule and explain how 
it works. I’ll mark a check next to the first month’s 
payment and I’ll say, you just made this payment. 
 
6. I give them a copy of the agreement and ask them to get 
the key out of the lockbox. I tell them I’ll grab the 
lockbox in the next time I’m in the park. 
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The Agreements I Use to Sell Mobile Homes 
 
In Lonnie Scrugg’s book Deals on Wheels, he suggested using a simple sales agreement 
and promissory note for each sale. After the agreements were signed, he would then sign 
the title over into the buyer’s name and he would put a lien on the title. When the buyer 
paid the home off, you would simply cancel the lien and they would own the home free 
and clear. 
 
This process works very well and this is what I initially did when I started investing in 
mobile homes. However, I ended up changing this due to issues I had here in Ohio.  
 
When someone stopped making his or her payment, I would initiate an eviction to get 
possession of the home. The challenge occurred at court because the eviction would be 
denied and this is because I didn’t have a lease agreement with the buyer.  
 
The correct action to take in Ohio is closer to a foreclosure and this is because the home 
was sold to the buyer. This court action takes longer to process and is typically more 
expensive.  
 
So I decided to have my buyers sign a lease agreement and a sales agreement. The sales 
agreement is an installment sale with the same payment stated in the lease. I no longer 
sign the title of the home into the buyers name until they pay the home off. 
 
If the buyer doesn’t make his or her payment, I file the eviction using the lease 
agreement. I do not include the sales agreement when the eviction is filed. This 
strategy has completely sidestepped the challenge I was having allowing me to get non-
paying buyers out quickly. 
 
This new strategy also eliminates the hassle of transferring the title over into the buyers 
name until they’ve paid off the home.  
 
Please discuss this approach with an attorney experienced in your area to make sure 
it’s appropriate for you! 

The first thing I do before preparing the agreement is to figure out all the numbers for the 
home. I do this using the online amortization schedule at: 

http://www.amortization-calc.com/ 

The reason I use this amortization calculator is because it will generate a monthly 
amortization schedule that can be printed out. I always print out this schedule and include 
it with the sales agreement so the buyer knows how ever payment is applied towards the 
outstanding principal balance.  
 
Here’s a screen shot of a recent sale I did using this calculator: 
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The buyer’s total price is $11,000. He paid $300 down and has a loan of $10,700. The 
loan term is 6 years and the interest rate is 10% fixed. His monthly payment is $198 for 
this particular home. These numbers are all used in the sales agreement, which you’ll find 
on the next page. 
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I do this first because all of the numbers flow through the lease agreement, which is 
included here: 

 

Details listed on the 
actual title to the 
home. 
 
All of the terms of 
the sale are 
specified including 
the annual 
percentage rate, 
amount financed, 
finance charge and 
total of all 
payments. 
 
The due date for 
each payment and 
the late fee is also 
specified. 
 
You’ll also see a 
few additional 
important clauses 
for the sale.  
 
1 Buyer must sign 
lease with the 
mobile home park. 
 
2. Home cannot be 
moved until paid 
off. 
 
3. Buyer is 
responsible for the 
taxes. 
 
4. The sale is “As 
Is.”  
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This lease follows 
the terms of the 
sales agreement. 
 
It’s a 6 year lease 
and the monthly 
payment is $198. 
The security 
deposit is $300.  
 
In the payments 
section, I handwrite 
that I received $300 
for the security 
deposit and $198 
for the first 
month’s rent. This 
is a receipt for the 
buyer’s payment. 
 
I charge a $250 
non-refundable pet 
fee. I list this pet fee 
here.  
 
The late fee is $50 if 
their payment isn’t 
received by the 5th 
day of the month.  
 
The tenant is 
responsible for all 
utilities and must 
sign the park lot 
lease.  
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This page specifies 
that the tenant is 
responsible for... 
 
1. All repairs & 
maintenance. 
 
2. Frozen water 
lines (it is cold in 
Ohio and water 
lines can freeze) 
  
3. Landscaping. 
 
You’ll also notice 
that I specify that 
they don’t have any 
insurance 
protection for their 
personal items. 
They need renters 
insurance to 
protect themselves. 
 
I have the buyers 
initial each of these 
clauses to make 
sure they 
understand their 
responsibilities.  
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On this page, you’ll 
see the typical 
language found on 
a lease.  
 
I’ve added two 
specific clauses: 
 
1. Tenant is 
responsible for 
purchasing, 
installing and 
maintaining smoke 
detectors. 
 
2. Tenant is 
responsible for 
paying the mobile 
home taxes.  
 
I require them to 
initial both of these 
clauses to make 
sure they 
understand them.  
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On a high-level, this lease has been designed around the sales agreement. It details the 
exact same terms as the tenant has the same responsibilities as they do for a purchase.  
 
I do not use a promissory note in my agreements and this is because the lease covers all 
of the same terms. The lease is a better agreement for me to use in Ohio, because it 
allows me to evict them. 
 
I’ll also include the full print of out the amortization schedule noted earlier. I explain the 
amortization schedule with the buyer and tell them they can payoff the home early 
without penalty. I’ve only had two buyers do this! 
 
I follow the same process and have the buyer meet me at McDonalds close to my home. I 
bring two copies of the sales agreement, lease, and amortization schedule.  Everyone 
signs both agreements. The buyers also initial all of the important clauses.  
 
One of the copies is given to the buyers for their files. I keep the other for my files.  
 
The buyer cannot have the keys until they’ve paid the security deposit, pet fee and first 
month’s payment. This payment must be in cash. If they pay with a personal check, we 
have to wait until the check clears. 
 
After the agreement is signed, I’ll have them use the lockbox code to get the key and I’ll 
stop by next time I’m in the area to grab my lockbox.  

On my way home from my office, I’m am typically very happy and this is because I’ve 
just increased my monthly income for the next 5 to 10 years simply by making a few 
phone calls from the comfort of my home.  
 
I didn’t show the home one time.  
I didn’t do any work inside the home myself. 
I took a few pictures. 
I installed a lockbox. 
I posted 3 advertisements. 
I made outbound phone calls. 
I screened a few applications. 
 
And now I have $200 a month coming in! 

 

 


