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When A Seller Says “I Don’t Need the Money” 
 

A common refrain I hear from sellers is, “I don’t need the money”. 

This usually pop out after a review of comparable park sales. At 

first this sounds like the park owner isn’t interested in selling the 

park currently or any time in the near future. More often than not 

the park owners that say they don’t need the money are saying 

something else because many of them do in fact end up selling. 

What is the meaning underneath the words, “I don’t need the 

money”? 

 Because selling a park is a big decision and because park 

owners may have their emotional identity in being a park owner it 

can be complicated to sort through what an owner really wants. 

Here are some examples of mobile home park owners that went 

from “not needing the money” to selling their park for a great deal 

of money. 

Mr. T had been in the park business for over 40 years. In 

addition to parks, he invested in land. Over time as the homes 

aged and started looking a little run down to pretty bad. He did 

nothing. Homes moved out and some tenants abandoned their 

homes. There were more & more late payers and non-payers. 

Mr. T has a high net worth. There is no debt on the park. A small 

net cash flow is produced every month. And by delaying street 

improvements, the cash flow will continue he reasons. Plus, the 

land value would eventually be worth more than the park, with 

new subdivisions popping up nearby. Or, he could sell the park, 

to say, Home Depot or another big box retailer. The business 

reports about declining retail store openings didn’t worry Mr. T. 
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It didn’t worry him that closing a park would be daunting. No 

developer or corporation wants to take on the challenge of closing a 

park and the inherent bad publicity of closing a park. Mr. T assumed 

that he would sell the park ‘as is’ and let the next owner close it 

down. 

No, Mr. T didn’t need the money. What he needed was an 

exit strategy that would take advantage of any tax angles available to 

him. He also needed financial advice. Conferring with a money 

manager wasn’t his style.  And besides, he didn’t know of any in his 

city; but then he hadn’t ever looked for one. Asking advice from his peers for recommendations was 

not something he felt comfortable doing. 

What did Mr. T end up doing? It took over a year, but Mr. T did sell and for a very good price. 

With the money he bought land in a vacation spot that he had frequented for years. He felt comfortable 

with his knowledge of the market. He decided to be strategic in holding most of the land long-term, 

selling a little each year, paying the tax, and living off the after-tax sale proceeds. 

Mr. L didn’t need the money either. He also was a high net worth individual. He’d retired from 

his profession 10 years ago. His park was 90% occupied, took none of his time, and was in a high 

growth part of the city. Life was good. 

The problem was lax onsite and offsite management. His CPA firm did the rent roll and the rent 

roll left off the non-payers. The water bill was through the roof because water was included in the rent. 

Rent was well below market. The City was initiating Condemnation of three tenant owned mobile 

homes for being out of compliance with the City Code. All of this was not on Mr. L’s radar as he 

enjoyed life and had others operating the park for him. Mr. L sold for a 

tremendous price. The price was so good he didn’t hesitate for a second 

about selling even though he “didn’t need the money”. 

When park owners say they “don’t need the money”, it probably means: 

• The kid(s) aren’t that “into” the business, which can be a disappointment 

• There isn’t an exit or succession plan. 

• A financial plan for paying capital gains tax, re-investing the money, best 

ideas for safe investments post-sale, needs to be done. 

The mobile home park brokers-in-
training say, “Happy Halloween”. 
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  The Gap 
 

Not the store. The gap between wages and rising home prices. 

According to Lawrence Yun, Chief Economist for the National 

Association of Realtors, since 2011 average wages have risen 2% (not 

per year…total) and home prices have risen 21% over the same time 

frame. You can see the problem. When coupled with student debt 

payments and childcare expenses, is it any wonder that we are a renter 

nation?  

Another factor is single-family rental portfolio owners. Since the 

Great Recession, millions of single-family homes have been purchased by investors as rental units, 

constricting the supply of homes for sale even more. The law of supply and demand is the definition of 

a causational relationship, a statistical seesaw, where one side directly affects the other. 

This limited supply of single-family house spells O-P-P-O-R-T-U-N-I-T-Y for the MHP and MH 

business. It smacks of the 1970’s, when park new development and home sales boomed because of 

the high oil prices, the oil embargo, the wage freeze, and the 

overall economic malaise that hit during that time period. In the 

1990’s, mobile home sales boomed as well; that was a different 

combination of reasons, though. Primarily, MH consumer 

financing was ample (30-year amortization, 5% down or less) 

and residential real estate interest rates were high (9-10%). 

First time home buyers were a huge segment of the mobile 

home business. They didn’t like apartment living and were 

priced out of residential real estate. 

All economic cycles are different because the causation 

factors are different. This economy has several characteristics 

that make this an excellent time for MHP owners to fill sites and 

sell (or rent) homes. Key among them are high single-family 

home prices, the estimated 2.5-million-unit shortage of housing across the US, increase in consumer 

financing, and the gap between wage growth and inflation. So how are we going to make the most of 

this opportunity? 

Will, mobile home park broker-in-
training loses his 1st tooth 

Ms. Elizabeth,  
“I want to be a fabulous MHP 

broker when I grow up!” 
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Return Service Requested: 
100 1st Ave. NE, Ste. 116,  
Cedar Rapids, IA  52401 

 

WHAT IS YOUR PARK WORTH? 

I am always happy to do a FREE, NO OBLIGATION, Real Estate Review for your park(s).  You ought to know 
today’s market value of your real estate investments. 

If this is something you would like, simply give me a call at 319-378-6786, email me at 
joannestevens@iowarealty.com, or visit http://joannemstevens.com/ 

Joanne Stevens is a specialist in listing and selling mobile home parks and manufactured housing communities 
throughout the U.S. With her 20 plus years of experience in developing, zoning, owning, retailing, managing, turning 

around and brokering parks, she can maximize your sale price. 

SAVE THE DATE:  Links on Our Website 
 

 
SECO19             10/8 – 10/10/2019 
Hilton Atlanta Airport, Atlanta, GA 
 
2019 NCC Fall Leadership Forum          11/13-11/15/2019 
Westin Michigan Ave, Chicago, IL 
 
2020 Winter Meeting- MHI          2/16 – 2/18/2020 
Hilton Nashville Downtown, Nashville, TN 
 

Fall is Annual Meeting Season! 
Lots of states have their annual meeting in the fall. Support your state association and attend. 

 

Keep current on mobile home industry events.  
Go to my website; you will find information on upcoming events. 

www.JoanneMStevens.com Phone: 319.378.6786  Fax: 319.365.9833  Email:  joannestevens@iowarealty.com 

Past Newsletters are on my website.  
 

JoanneMStevens.com 
 

 Click newsletters on the left-hand column. 


