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-+ The Model Behind Why Mobile Home Parks Keep Quietly

Outperforming
Low competition. High margins. Here’s why it works.

For years, mobile home parks were ignored.
Too niche. Too messy. Too misunderstood.

But while most investors were chasing flips, multifamily, or short-term rentals... a quiet group of
operators were stacking serious cash flow, long-term tenants, and some of the highest margins in
all of real estate.



Mobile home parks aren’t trendy — but they are incredibly efficient.

In this bonus, you'll learn why MHPs continue to outperform in both strong and shaky markets —
and why big players (including billion-dollar REITSs) are quietly gobbling up as many as they can find.

You'll discover:

What makes mobile home parks fundamentally different from other rental models
How lot rent works (and why it's the secret weapon of cash flow investors)

What demand trends are making MHPs more valuable every year

How to avoid the pitfalls that burn first-time investors

Zoning, utilities, seller financing, and expansion strategies that change the game

Whether you're just curious or seriously considering buying a park, this guide will show you why the
model works — and how to think like the pros who are quietly scaling it.

Let's start with the foundation.

& What Makes MHPs Different From Other Rentals

Mobile home parks — or MHPs — aren’t just “a bunch of trailers on land.”

They’re one of the most misunderstood but powerful models in all of real estate.
And they work differently than anything else in the rental world.

To the untrained eye, MHPs look messy, risky, or low-end. But when you look under the hood, you'll
find:

e Strong, reliable tenant demand

e Extremely low turnover

e Minimal maintenance

e High cash-on-cash returns

e And a business model where you rent land — not the homes themselves

That last point is the game-changer.

Let’'s walk through what makes MHPs so different — and why that difference often leads to better
returns and lower headaches.

2 You're Renting the Dirt — Not the Home
This is the #1 distinction.

In most parks, tenants own their homes, but pay you lot rent to keep them on your land.



That means:

e You're not responsible for interior maintenance
e There are no toilets, appliances, or HVAC to fix
e You're managing land leases — not housing units

You're a landlord of infrastructure, not buildings.
~ Low Turnover = Stable Income
Mobile homes aren’t mobile in the way most people think.

It can cost $5,000-$10,000 to move one — and many parks won’t accept incoming homes due to
size or condition restrictions.

As a result:

e Tenants stay for years (often decades)
e Moving out is rare
e Lot rent gets paid, because the alternative is expensive

Stable tenant base = consistent cash flow.
£2 Higher Margins, Lower Maintenance
Because you're not maintaining the homes, your ongoing costs are:

Grounds maintenance
Roads and signage
Utility systems

Trash and common areas

This makes your operating expense ratio significantly lower than multifamily — often 30-40% vs.
50—-60%-+ in apartments.

#£ Value Comes from Operations and Expansion
In traditional rentals, you add value by:

e Renovating kitchens
e Upgrading finishes
e Increasing rents

In MHPs, value comes from:

Filling vacant pads
Improving collections
Submetering utilities
Reducing expenses



e Converting park-owned homes to tenant-owned
Operational improvements = direct NOI lift = higher valuation.
%’ They're Still Under the Radar
Because MHPs aren’t sexy, they’ve flown under the radar for decades.

Fewer investors understand them

Less competition from retail buyers

Many parks are still owned by mom-and-pops
Seller financing is common

Institutional buyers are just starting to scale in

This creates a window of opportunity for smaller investors — but it won’t last forever.

Key Takeaways

Mobile home parks operate very differently from traditional rentals

You're renting land, not homes — which cuts costs and simplifies management

Tenants rarely move, making parks surprisingly stable

The value is in occupancy, utilities, and operational efficiency

MHPs offer higher margins, lower maintenance, and long-term cash flow — all under the radar

Lot Rent vs. Home Ownership — The Hidden Advantage

Most real estate investors are trained to think:
Own the property, control the income.

So it might seem counterintuitive that in mobile home parks, the best-case scenario is when you
don’t own the homes at all.

Instead, you just own the dirt underneath them.

This is the secret behind the high margins, low maintenance, and scalability of MHPs — and it all
comes down to one thing:

Lot rent.

Let’'s unpack why renting land (instead of homes) gives you an edge that other asset classes can’t
touch.

& The Two Types of MHP Models

1. Tenant-Owned Homes (TOH)



Tenant owns the mobile home

You own the land

Tenant pays lot rent only

Tenant maintains their home, utilities, and landscaping

2. Park-Owned Homes (POH)

You own both the land and the homes

You collect lot rent plus home rent

You're responsible for home maintenance, tenant turnover, and repairs
More like running a scattered-site rental portfolio

Most pros aim for parks with high TOH ratios — because that’'s where the real leverage is.
Why TOH + Lot Rent Is So Powerful
Here’s what you get when tenants own their homes:

No repairs inside the homes (no water heaters, no roof leaks, no AC calls)
Less turnover (moving a mobile home is costly and rare)

More pride of ownership — tenants care for their home and lot

Stable rent collection — people don’'t want to lose the place they own
Higher margins — because your expenses are tied to land, not housing
Scalability — managing 100 TOHs is often simpler than 10 POHs

“\ Why Park-Owned Homes Can Drag You Down
It's tempting to think: “I'll just collect double the rent!”
But here’s what you're also collecting:

All the maintenance calls

All the tenant drama

All the liability

All the headaches of property management
All the wear and tear on the asset

Park-owned homes turn your low-maintenance MHP into a high-friction rental business — and
often dilute your NOI in the process.

Every POH you own increases your CapEx, not just your income.
%% Convert POHs to TOHs (When You Can)

If you buy a park with a mix of homes, your goal should be to sell off the homes over time and
convert tenants to TOHSs.

Here’s how it works:



Offer seller financing on the home itself (separate from lot rent)
Shift repair and maintenance responsibility to the tenant
Keep the land lease in place, clean and consistent

Over time, increase the value of your asset by reducing your expenses
Banks and buyers love TOH-heavy parks — they’re easier to underwrite and more predictable.
Key Takeaways

The most profitable MHP investors rent land — not homes

Lot rent = clean, consistent income with minimal overhead

Tenant-owned homes reduce maintenance, turnover, and risk

Park-owned homes increase complexity and cost — unless managed carefully
The “hidden advantage” of mobile home parks is in the dirt — not the doors

Demand Trends Driving Mobile Home Growth
For years, mobile home parks flew under the radar.
But that’s changing fast — and it’s not just because investors are waking up to the cash flow.

It's because the demand for affordable housing is exploding, and MHPs are one of the last
places it still exists.

Let’s look at the major trends driving sustained demand for mobile home parks — and why this asset
class is positioned to outperform for years to come.

$ 1. The Affordable Housing Gap Keeps Growing
The U.S. is in a full-blown affordability crisis:

e Home prices are up dramatically over the last decade

e Interest rates have made monthly mortgage payments even higher
e Rents have risen faster than wages in most cities

e Builders can't profitably build low-income housing at scale

This means millions of Americans are getting priced out of:

e Home ownership
e Class A and B apartments
e New developments

Mobile homes are often the only “owned housing” option under $100K — and lot rent is still
cheaper than most 1-bedroom apartments.



22 2. MHPs Serve a Stable, Underserved Tenant Base
Mobile home parks typically attract:

Working-class families

Retirees on fixed income

Veterans and seniors

People seeking long-term stability without long-term debt

These tenants aren’t looking for luxury — they’re looking for:

e Predictable housing costs
e A place to stay long-term
e A sense of ownership, even if it's just the home

And when they find it, they stay for years.

iy 3. Cities Don’t Want New Parks — Which Limits Supply
While demand is rising, supply is mostly frozen.

Why?

e Many local governments still carry outdated stigma around “trailer parks”
e Zoning for new MHPs is rare — and often blocked by NIMBY pushback
e Existing parks are often under grandfathered status and can’t be easily replaced

That means every park that already exists becomes more valuable over time — especially in high-
growth areas.

Low supply + rising demand = stronger pricing power and long-term stability.
«= 4. Mobile Homes Aren’t Going Anywhere (Literally)
Most mobile homes are only moved once — ever.

Once installed, they effectively become permanent housing — especially in parks with proper
skirting, porches, and landscaping.

This makes tenants:

e Less transient
e More invested in their space
e More likely to treat the home and lot with care

Less mobility = more retention. Great for landlords, even better for cash flow.
¢ 5. Institutional Interest = Growing Market Credibility

Big players are paying attention — and buying up parks like never before.



You've got:

e REITs (Equity LifeStyle, Sun Communities, UMH)
e Private equity groups
e Large syndications

...all quietly acquiring portfolios of MHPs across the country.
They'’re seeing the same things you are:

e Underserved demand
e Predictable income
e Scalability without sky-high costs

This trend is lifting values — and also creating future exit opportunities for today’s small investors.
Key Takeaways

The U.S. has a massive, growing need for affordable housing — and MHPs help fill the gap
Tenants value stability, ownership, and predictability — not granite countertops

Supply is limited (and often frozen) due to restrictive zoning

MHPs are one of the last places to find low-cost, long-term housing

Demand isn’'t going away — it’s rising, quietly and consistently

Common Pitfalls in MHP Investing
Mobile home parks are simple — but they’re not always easy.

The model is different. The management is unique. And there are plenty of ways to mess up a
good deal if you're not prepared.

The good news? Most of the big mistakes are avoidable — if you know what to look for.

Let's walk through the most common pitfalls that trip up first-time park investors... and how to dodge
each one with confidence.

1. Underestimating Park-Owned Home (POH) Headaches
It might feel like a win to collect both lot rent and home rent.
But park-owned homes bring:

Maintenance costs
Turnover headaches
CapEx surprises

e Tenantissues



They can turn your clean, land-based MHP into a full-blown property management company — fast.

Avoid it by:
Prioritizing parks with high TOH (tenant-owned home) ratios
Selling off POHs over time using rent-to-own or financing models
Only keeping POHs if you're ready to manage like a landlord

"\ 2. Buying on Pro Forma Numbers (Not Actuals)
Sellers love to show “potential” income.
But if:

Units are vacant
Rents are below market
Expenses are unrealistically low

Collections are spotty

...you’re not buying the pro forma — you’re buying what'’s actually happening right now.

Avoid it by:
Requesting and analyzing T-12 financials
Verifying occupancy, rent rolls, and expenses yourself
Running your own conservative underwriting model

Hope is not a strategy — cash flow is.
®© 3. Ignoring Infrastructure Issues
The homes may not be yours — but the infrastructure definitely is.
That includes:

Water lines

Sewer systems (especially private or septic)
Electrical boxes and pedestals

Roads and driveways

Drainage and grading
Infrastructure repairs can be expensive — and hidden underground.

Avoid it by:
Getting full inspections, not just financial due diligence
Budgeting for long-term repairs (not just CapEx on homes)
Understanding the utility systems before you buy

2 4. Overestimating Your Management Skill (or Capacity)



MHPs are less hands-on than apartments — but they’re not “set it and forget it,” especially if you
have:

Park-owned homes
Problem tenants
Loose lease enforcement

Poor collections systems
Many investors underestimate the time and systems required.

Avoid it by:
Hiring a park manager (or paying a tenant to assist)
Setting clear rules, leases, and expectations
Using property management software that works for MHPs
Automating collections and communications as early as possible

¢ 5. Missing Zoning or Legal Red Flags
Some parks are:

e Non-conforming (grandfathered in but not replaceable)
e lllegally expanded (extra homes without permits)
e Subject to local moratoriums or political pressure

These can make it hard to:

o Refill lots
e Add new homes
e Sell at top dollar later

Avoid it by:
Pulling zoning and land use records
Verifying the legal number of lots and units
Talking to the city before you go under contract

Key Takeaways

POHSs bring repairs and headaches — aim for TOH-heavy parks

Never buy based on potential — buy based on actual performance
Infrastructure matters — and repairs can be expensive

Management takes real systems — don't try to “wing it”

Zoning, lot legality, and compliance should be checked before you close

Management Tips for Mobile Home Parks



Mobile home parks can run incredibly lean — but only if the systems are tight.
The mistake many new owners make? Thinking “it’s just a few trailers, how hard can it be?”

The reality: MHPs are a uniqgue management challenge. You're not just collecting rent — you're
managing infrastructure, lease compliance, and a tight-knit community that expects consistency and
respect.

The good news? With the right approach, you can run a clean, profitable park with minimal staff
and high retention.

Let’'s break down the best practices for managing MHPs — even if you're out of state, brand new, or
scaling fast.

I 1. Hire (or Cultivate) an Onsite Manager
You don’t need a full-time employee — but you do need eyes on the ground.
A good onsite manager can:

Handle basic maintenance

Monitor the park for rule violations
Collect rent (if needed)

Show vacant lots or homes

Be your liaison for tenant communication

Pro tip: Often, your best manager is already living in the park.
Offer free or discounted lot rent in exchange for 10—15 hours/week of help.

The right manager is worth more than a dozen visits of your own.
= 2. Enforce Rules Consistently — and Early
Mobile home parks can deteriorate quickly if standards slip.
Things like:

Cars on blocks

Trash in yards

Unauthorized pets or tenants
Home additions without approval

...can spiral into full-blown chaos — and hurt your property value fast.

Solution:
Set clear rules in the lease
Enforce them evenly (no playing favorites)
Post notices quickly and follow up
Make cleanliness and order part of the park culture



Tenants want stability. You provide that by setting a standard — and holding the line.
= 3. Go Digital With Rent Collection
Checks and cash? That’s a fast path to lost revenue and messy books.
Even in lower-income parks, more tenants than you think can:

e Pay via online portal
e Set up ACH or card payments
e Receive auto-reminders or late fee notices

Use property management software like:

Rent Manager
AppFolio
Buildium

Easy Storage Solutions (yes, even some MHPs use it)
Fewer trips to the mailbox = fewer missed payments.
. 4. Keep Common Areas Clean and Simple
You don’t need luxury amenities — but you do need:

Clean signage

Well-maintained roads

Mowed grass and trimmed edges
Clear lot boundaries

A tidy entrance and first impression
This affects:

e Tenant satisfaction
e Rent raises
e Buyer valuation (if you plan to sell later)

Clean doesn’t cost much — but it pays big in respect and retention.
2 5. Communicate — But Keep It Professional
MHPs often feel like small towns. Everyone knows everyone.
That’'s good for retention, but dangerous if you blur lines.

Do this:
Set up a dedicated number or email for tenant issues
Use templated letters for rules, notices, and late fees



Don't text like a friend — message like a manager
Be kind, but consistent

You're running a business — not joining the neighborhood potluck.
Key Takeaways

A great onsite manager is the cornerstone of low-hassle MHP operations
Clear rules — and consistent enforcement — protect your asset

Digital rent collection boosts reliability and transparency

Clean, simple grounds create community and keep values high

Professional communication maintains boundaries and trust

Zoning, Utilities, and Infrastructure Explained

When you buy a mobile home park, you’re not just buying lots and leases —
You're buying the infrastructure underneath everything.

And if you don’t understand what you’re getting — or what the city will allow — you could end up
with:

Costly repairs

Expansion restrictions

Compliance issues

Or a park that looks great on paper but can’t grow or sustain itself

Let's break down the three foundational pieces every MHP investor needs to understand before
closing the deal.

¥4 1. Zoning: Can You Rebuild or Expand?

Many mobile home parks are non-conforming or “legal nonconforming” — meaning they were built
before current zoning laws, but are allowed to operate under grandfathered status.

This matters if:

e You want to add more pads or homes
e Ahome is removed and you want to replace it
e You want to convert a vacant lot into another use

Some cities won't let you replace old homes. Others won’t allow new ones at all.

What to verify before you buy:



Zoning designation (residential, commercial, special use)
Allowed number of spaces/lots

Expansion potential (and permitting process)

Whether your park is conforming or grandfathered

What happens if a home is removed or burned down

Buyers often assume they can grow a park — but the city might say “no.”

2. Utilities: Who Owns What — and Who Pays?
Utilities are the lifeblood of your park — and they affect both value and operations.
The big four:
1. Water

e City water: Reliable and easier to finance
e Well water: Cheaper, but comes with testing, treatment, and lender scrutiny

2. Sewer

e City sewer: Preferred (low maintenance)
e Septic: Works well, but capacity and permitting matter
e Lagoon systems: Least desirable — avoid unless you're experienced

3. Electric & Gas

e Is it individually metered (ideal)?
e Are you billing tenants directly or eating the cost?

4, Trash

e Isitincluded in rent, or billed separately?
e Curbside pickup or dumpsters?

Submetering = better NOI. Know the setup and whether you can upgrade it.
«” 3. Infrastructure: Roads, Pads, Drainage & More
Even if you don’t own the homes, you're responsible for:

Roads: Are they gravel, paved, or falling apart?
Driveways and curbs

Concrete pads or runners for homes

Stormwater drainage

Skirting and tie-down compliance (in some states)
Mailboxes and sighage

Ask yourself:



Are the roads crumbling?

Is the drainage causing erosion or flooding?
Are there active code violations?

Will lenders flag anything during appraisal?

Tip: Get a contractor’s walkthrough or property condition report. What's under the hood often
matters more than how full the park looks.

Key Takeaways

Zoning affects your ability to replace, rebuild, or expand — never assume

City utilities are preferred, but many parks run just fine on private systems — if maintained
Submetered utilities and well-kept infrastructure improve cash flow and value

You're buying land with systems — not just rent rolls and trailers

Verify everything before closing: pads, lines, roads, sewer, water, and local restrictions

Cap Rates and Cash Flow Math
Mobile home parks aren’t just cash-flow machines — they’re valuation multipliers.

Because small increases in income — or decreases in expenses — can drastically raise the value
of your park.

That's thanks to how MHPs are appraised: not by comps or emotional buyers, but by cold, hard
math.

In this section, we’ll break down:

e How to calculate value using cap rates

e What makes a park more (or less) valuable

The formulas every MHP investor should know

Why a $20 rent increase can add tens of thousands in equity

Let’'s go step by step.
“\ What's a Cap Rate?
A capitalization rate (cap rate) is a common way to value income-producing real estate.

Formula:
Cap Rate = Net Operating Income (NOI) + Purchase Price

Or flipped:
Value = NOI + Cap Rate



The lower the cap rate, the higher the value per dollar of income — and vice versa.

In today’s market, most MHPs trade between 6% and 8% cap rates, depending on size, location,
and quality.

EZ What's NOI in a Mobile Home Park?
NOI = Gross Income - Operating Expenses
That means:

e Include: Lot rent, POH rent (if any), late fees, utility bill-backs, admin fees
e Subtract: Property taxes, insurance, utilities, maintenance, manager pay, software, trash, etc.
e Don’tinclude: Loan payments, capital improvements, depreciation

Your goal? Increase NOI. Because every $1 you add drops directly into value.
~ Small Tweaks = Big Upside
Let’s say you raise rent by $25 per lot across 40 occupied lots:

e $25 x 40 lots = $1,000/month
e $1,000 x 12 = $12,000 annual income increase
e Ata 7% cap rate: $12,000 + 0.07 = $171,428 increase in park value

That's a $25 rent bump — worth over $170K in equity.
Now imagine if you reduce water expenses by $300/month through submetering:

e $300 x 12 = $3,600 saved
e $3,600 + 0.07 = $51,428 value added

This is the beauty of MHPs: little changes have leveraged impact.
ul Evaluating a Park’s Cash Flow Potential
When you underwrite a deal, ask:

What's the current lot rent?

What's market rent? (Check other parks nearby.)

How many vacant lots can be filled?

Are utilities being passed through to tenants?

What are the actual operating expenses?

Are there POHSs that can be sold to reduce overhead?

Your job isn’t just to buy the current NOI — it's to see the future NOI and capture it.

=1 Common Metrics MHP Investors Track



Metric Why It Matters

Occupancy % How full is the park (and what’s possible)
Expense Ratio MHPs usually run lean — 30-40% is healthy
Cash-on-Cash Return How much are you earning on your cash in
Cap Rate (going-in) Tells you if you're paying too much upfront
Cap Rate (stabilized) Tells you what the park could be worth

Key Takeaways

MHPs are valued based on NOI and cap rate — not comps or potential

Every rent raise or expense cut directly increases value

Small changes = big equity when cap rates compress value

Mastering the math lets you buy smarter and grow faster

You don’t need a huge park to create six-figure upside — just operational improvement

When to Add Units vs. Improve Ops
Mobile home parks offer two main paths to growth:

1. Add more units (infill, expand, or develop)
2. Improve operations on what you already own

The best investors know when to expand — and when to squeeze more juice from the orange
they’ve already got.

This section will help you weigh both strategies, avoid costly overbuilds, and maximize returns with
or without adding a single new home.

Start with This Question:
“Is the park already operating at its full potential?”
If the answer is “no” — you may not need more lots.
Often, value and cash flow can be dramatically improved just by:

e Raising below-market rents



Reducing utility expenses
Improving collections
Converting POHs to TOHs
Tightening up management

Expansion takes time and capital. Optimization takes discipline and systems.
& When It Makes Sense to Add Units
Adding more homes, lots, or infill can create big upside — but only if:

You have excess land or vacant pads

Zoning allows you to add homes (and you’ve verified it)

Utilities have capacity (water, sewer, electric)

There’s proven demand in the area (rent comps + absorption data)
Your existing operations are already solid

Common ways to add units:

Bringing in new or used homes for infill
Expanding onto unused land (with city approval)
Turning RV pads or storage lots into MHP lots
Subdividing larger parcels into additional sites

Zi! Expansion Example:
You have 10 vacant pads. Market lot rent is $450/mo.
Once filled:

e 10 lots x $450 = $4,500/month
e $4,500 x 12 = $54,000/year
e Ata 7% cap: $54,000 + 0.07 = $771,429 in added value

That’s assuming your total cost to infill and lease is less than that — otherwise the math needs to be
revisited.

Expansion is about spread — the gap between cost and future value.
#% What Can Go Wrong?

Infrastructure can’t support more homes (or needs upgrades)
Zoning or city pushback stalls the project

Infill costs are higher than expected (especially with new homes)
Lease-up takes longer than projected

Management gets overwhelmed by complexity

Pro tip: Build out slowly. Start with a test batch of 2-3 homes and track absorption.



2 When to Focus on Ops Instead
If you already have:

High vacancy

Below-market rents

Poor collections

Operational inefficiencies

Park-owned homes draining resources

...you'll likely get a higher ROI by fixing what’s broken before adding more to your plate.
Improving occupancy by 10% can be more valuable (and faster) than adding 10 new homes.
Key Takeaways

Don’t add units just because you can — do it because the numbers make sense
Expansion creates long-term upside, but requires capital, time, and zoning clarity

In many parks, the fastest gains come from better systems — not bigger footprints
Always compare: What does it cost to expand... vs. what can you improve right now?

The Role of Seller Financing in MHP Deals

If you've ever wished you could skip the bank, skip the red tape, and get creative with a property
purchase — mobile home parks might be your dream come true.

Why? Because seller financing is surprisingly common in this niche.

Whether it's a mom-and-pop seller, a deal with poor books, or a property a bank won’t touch yet,
seller financing can unlock:

Lower down payments

Flexible terms

Easier closings

And deals that would otherwise be out of reach

Let's walk through how and why seller financing works in MHPs — and how to structure it for long-
term success.

~ Why MHP Sellers Are Often Open to Financing
Many mobile home parks are owned by older, legacy landlords who:

e Operated without modern systems
e Don't have clean P&Ls
e Are tired of managing the park



e Want steady income without management
e Prefer not to take a big capital gains hit all at once

Seller financing offers them:

Monthly income

Tax deferral

A simple transaction without bank involvement

The satisfaction of helping someone take over what they built

You're not just buying real estate — you’re offering a retirement plan.
$ How Seller Financing Works (Simple Terms)
Let’s say a seller wants $1,000,000 for their park.
You agree to:

$100,000 down (10%)
$900,000 financed by the seller
5% interest

20-year amortization

5-year balloon

You pay them monthly like a bank — and they keep the lien on the property as collateral.

No bank involved. No loan committee. No DSCR hurdles.

Bonus: You can often close faster and cheaper (fewer appraisals, reports, and fees).
What to Include in a Seller Finance Deal

Promissory Note: Terms of the loan

Deed of Trust | Mortgage: Secures the loan to the property
Amortization Schedule: How payments break down over time
Due-on-sale Clause: What happens if you sell or refinance
Default Terms: What triggers legal action

Always work with a real estate attorney who understands creative deals — for both sides.
P When Seller Financing Really Helps

Property doesn’t qualify for bank financing (e.g. private utilities, poor financials)
You need time to stabilize before refinancing
The seller is motivated but tax-conscious

You want better terms than a commercial lender would offer

2 Creative Options Within Seller Financing



Interest-only period in year 1 (helps during lease-up)
Step-up payments (start small, grow with NOI)
Partial seller carry (use with SBA or bank loan)
Cross-collateral with another property

Seller finance is flexible — the terms can match the deal, not the other way around.
Key Takeaways

Seller financing is common and powerful in the MHP world

Many sellers prefer it — especially older owners with legacy parks

It helps buyers bypass traditional lending hurdles

Terms are negotiable, flexible, and often win-win

Always use a lawyer — but don’t be afraid to ask for creative terms that help you grow

Why the Big Players Are Quietly Buying Them All
Mobile home parks aren’t sexy.

They don’'t make HGTV.
They don’t show up in TikTok real estate tours.
They don’t scream “luxury portfolio.”

But that's exactly why the smartest, biggest players are quietly buying them up — and not telling
anyone.

From billion-dollar REITs to private equity groups to big-name syndicators, institutional capital is
flowing steadily into MHPs... and it's not by accident.

Let's break down why the pros are loading up on this asset class — and what that means for smaller
investors who want to get in before the game changes.

& 1. Predictable Cash Flow, Even in Chaos
Mobile home parks deliver:

e High occupancy

e Long-term tenants

e Low turnover

e Recession-resistant income

And since most parks are TOH (tenant-owned home) based, landlords aren’t exposed to the repair
costs or churn typical of traditional rentals.



To Wall Street, predictability = gold.
“\ 2. Low Default, Low Risk — Compared to Apartments
Most MHP residents don’t want to move — and can’t afford to.

They stay. They pay. And even in downturns, they prioritize lot rent because the alternative (moving
their home) is so expensive or impractical.

REITs and institutional investors love that kind of tenant stickiness.
¢ 3. Forced Appreciation Is Real — and Scalable
Big buyers know that many parks are:

e Undermanaged
e Undermarketed

e Under-rented

e In need of operational overhaul

By applying systems, software, and rent increases of just $20-$50/month, large operators can:

e Boost NOI
e Force huge value increases
e Refinance and repeat

The bigger the scale, the bigger the payoff on even small efficiencies.
# 4. Limited Supply = Long-Term Scarcity

Local governments aren’t approving new parks.
Communities push back.
Zoning is tight.

That means:

e Supply is capped
e Demand keeps rising
e And every existing park is more valuable tomorrow than it is today

This is exactly the kind of market big money likes to dominate — because it's defensible.
5. Roll-Up Potential and Portfolio Exit Plays
Institutions are playing long-term games:

e Acquire 10-50 parks in regional clusters
e Apply uniform management
e Improve NOI and branding



e Package them into portfolios
e Sell to REITs or go public

That roll-up strategy is already happening across the U.S. — and early-stage owners who build
small portfolios today may find themselves with multiple exit options later.

% 6. It's Still Under the Radar (for Now)
While multifamily and short-term rentals get all the attention, MHPs still sit in a strange sweet spot:

e Too operationally “messy” for retail investors
e Too small (individually) for giant funds
e Too misunderstood by traditional agents and lenders

But that window is closing.
Today’s underpriced, underloved park could be tomorrow’s institutional gem.
Key Takeaways

Big players love MHPs for their stability, margins, and long-term growth
They’re buying aggressively — and building portfolios with big exit plans
Scarcity, low turnover, and consistent income make parks incredibly attractive
Smaller investors can still get in — but that window is tightening

Own the land now... or rent the opportunity from someone who did later
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