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Convention spaces 
about full  

PERMIT APPLICATIONS 

   All hauling permit applications are now 

submitted through either 

www.gotpermits.com or https://

wv.gotpermits.com.  

   These are both self-issue websites 

owned and operated by Bentley Systems. 

Applicants may enter their load infor-

mation, select their routes, click a button 

to analyze the trip and – if it passes the 

analysis – issue their own permit (print it 

out and go). Permit fees may be paid with 

a major credit card or by setting up an 

escrow account with Bentley Systems. 

The state charge accounts that used to be 

available were discontinued on May 15, 

2013 (when the old application system 

was discontinued).  

   There is a convenience fee to use 

www.gotpermits.com, in addition to the 

regular state permit fees. There is no con-

venience fee charged at https://

wv.gotpermits. 

   Applicants may still come to our office 

in the Capitol Complex to get permits and 

we will help with getting their application 

into https://wv.gotpermits.com. We can 

take checks or credit cards for payment 

here, but not cash. 

   Applicants may still go through a com-

mercial permit service for our permits. 

The service will use one of the two avail-

able websites. 

   BLANKET HAULING PERMITS 

(Continued on p. 4) 

   Freddie Mac announced on April 30 it would imme-
diately begin to purchase and securitize manufac-
tured home community (MHC) loans in an effort to 
provide more capital for affordable rural housing. 
These will be commercial loans made to the commu-
nity owners who own the land on which the homes 
reside.    
   "Manufactured housing communities are an afford-

able housing option for many low‐income individuals, 
especially in rural communities where affordable 
apartments are less prevalent," said David Brickman, 
executive vice president of Freddie Mac Multifamily: 
"Our financing can help to increase debt capital to 
rural areas and help provide housing options for un-
derserved populations. Nearly half of nation's manu-
factured homes are located in rural, non-metropolitan 
areas," Brickman said. 
   Freddie Mac initially will work with a few estab-
lished MHC-experienced lenders in its Program 
Plus® Seller/Servicers network and add additional 
lenders later this year. 
   Eligible properties will be stabilized, high quality, 
professionally-managed communities owned by ex-
perienced operators. 
   The collateral securing MHC loans will primarily 
consist of the community's land, infrastructure, 
amenities and any community-owned rentals. 
   The primary income securing the mortgage is from 
pad site rent paid by individuals and homeowners in 
the communities. The loans will be securitized 
through Multifamily K-Deals along with conventional 
loans. 

   Rooms are just about gone 

for the 10th statewide meet-

ing of the West Virginia 

Housing Institute Inc.’s con-

vention June 23-25 at Stone-

wall Resort. 

   Top speakers 

this year include 

MHI Chairman 

Nathan Smith, a 

Kentucky com-

munity owner and partner in 

SSK Communi-

ties, with proper-

ties in Kentucky, 

Ohio and Indiana. 

   Nationally 

know humorist 

Leanne Morgan will 

regale the crowd for the banquet 

dinner on June 24. 

   “We’re expecting the best event 

ever,” promise WVHI Co-

President Kevin Wilfong of Fair-

mont. 

 The legal panel and a boat ride 

are on for June 23. 

   The statewide meeting, a num-

ber of speakers, the golf tourna-

ment and winetasting for the non-

golfers, banquet and fundraising 

auction are all scheduled for June 

24. 

   “We’re looking for a major 

turnout for this year, which is the 

10th anniversary of our first meet-

ing, which was also at Stonewall,” 

said Co-President George Gunnell 

of Winfield. 

  

2014 Changes to oversize hauling  

policies in West Virginia 

Smith 

Morgan 

Freddie Mac to Purchase 
and Securitize Manufac-

tured Housing Community 
Loans 

Stonewall’s number: 

(304) 269-7400 or (1-888) 

278-8150. 

Industry-sought legislation moving 

in the House and Senate. See p. 4 

http://www.gotpermits.com
https://wv.gotpermits.com
https://wv.gotpermits.com
http://www.gotpermits.com
https://wv.gotpermits
https://wv.gotpermits
https://wv.gotpermits.com


The Podium Pat yourselves on the 

back for a job well done 

 

   Want to keep up on the latest with 

the factory-built housing industry in 

West Virginia? Want to be listed on 

our website or linked to it? 

   The West Virginia Housing Insti-

tute Inc. is at www.wvhi.org. Take a 

look at what we have on the site. 

Tell us what you want added or im-

proved. 

   The inside scoop is in the mem-

bers-only section. And you only 

have to call Andy Gallagher at (304) 

346-8985 to join. 

By Kevin Wilfong 

Co-President 

   I remain thankful to you all for how well you respond to the frequent re-

quests made by my friend and Co-President George T. Gunnell, the 14-member board 

of directors of the West Virginia Housing Institute Inc., and me, for your time and 

resources to assist our industry. 

   When we call upon you, you respond. And we all thank you for that. Believe me, I know it is hard to pull 

yourself from your own work to write an email, make a call or pen a letter on behalf of what seem to be fara-

way industry issues in Washington, or even legislative matters at home that can seem out of our realm way 

down in Charleston.  

   You know people in our own industry who will not join our association, will not help us when we seek their 

assistance although it helps them too, and are willing to reap the benefits of all the hard work we do. But those 

people are not you. No they are not. 

   Take a look at your actions on p. 4 of this publication. You did that. Your hard work got Reps. Nick Rahall 

and David McKinley, two-thirds of the West Virginia congressional delegation, to co-sponsor H.R. 1779, the 

reform bill we need to keep our industry healthy and growing. Your efforts also got Sen. Joe Manchin to spon-

sor the Senate version of the same important bill. These things do not happen without hard working and a push 

from the folks back home and that was exclusively you. 

   If 1779 passes this year, it will be because of the effort you put into it, not anything else. 

   It is because we represent such an excellent group of businesspeople that has caused us to serve as your 

board of directors, a job that causes us all sacrifices, but one which we gladly do because we are all in this in-

dustry together and want the best not only for us but for those great consumers we serve. 

   So, let us not falter. Let us continue to carry the torch on H.R. 1779 to the finish line so we can get back to 

doing what we do best: which is selling homes that Americans can afford and be proud to own. 

   I can’t foretell how this struggle will end in Washington. We have powerful opponents; but we also have 

powerful allies. Whatever the outcome, I am proud to have been in the trenches with each of you who made 

the effort. Thanks. 

Kevin Wilfong 

www.wvhi.org 
Put on your listening ears, adviser urges 

   Sales staff and retailers are going to have to change the way they deal with customers if they 

intent to remain effective, according to adviser Joe Adams to the Manufactured Housing Insti-

tute. 

   He recently urged staff to develop what he termed “effective listening” to help sales. 

   “No one likes sales people,” said Adams, of The Housing Marketplace Inc., in discussing how 

sales centers are going to have to deal with baby boomers and other younger groups if they want 

to make sales. 

   He said there is a vast difference between hearing and listening. Hearing is when a person 

acknowledges he or she is being spoken to, but the listener is already formulating a response or 

argument to what is being heard; listening, on the other hand, is picking up and pondering what 

the speaker is saying. Much more can be learned from a potential buyer when he or she is doing 

the talking and the sales staff is actively listening. 

   Adults, in particular, tend to hear things only that support their own beliefs. People prefer 

talking instead of listening, and often will cut off another speaker in mid-sentence, finish the 

person’s sentence, or completely ignore what is being said. 

   Paying close attention to what the customer is concerned about is crucial. “Express a genuine 

interest in other people and not yourself,” he urged. 

   Whether a woman is wearing expensive perfume, how she is dressed are other things that a 

salesperson needs to observe. He also said: “Women are good sales people because they are not 

afraid to ask ‘how does that make you feel?’”  

http://www.wvhi.org/


   Manufactured housing sales will improve over the next few years, 

but growth will not be as much as others had hoped, industry leaders 

were told in at their annual convention in Las Vegas in April. Diver-

sity will play a greater role in all aspects of the industry in the future 

and members need to be aware of it. Simpler is better was a common 

theme when manufactured housing representatives met at the 24th 

MHI Congress and Expo. Financing and regulatory concerns remain 

a concern. 

   Featured speaker Chris Fisher, a managing principal with the 53-

year-old Ducker Worldwide consulting agency, predicted growth for 

the manufactured housing industry, but warned it would be slower 

than some anticipate. 
   “We are five years into the current recovery, but how many people 

feel like we are into it,” Fisher said. Traditionally, the nation can expect 

another major economic downturn in four or five more years. But he 

does not expect it to be nearly as severe as the most recent recession. 

   In the next four years, shipments of manufactured homes will increase 

nationally to between 90,000 and 100,000, if there is no new recession, 

he predicted. “From all the data we have looked at it, it is not going to 

be a steep level of growth. It is likely to be the lower level of growth, 

but it is growth,” Fisher said. 

   A total of 60,210 homes were shipped by the industry in the United 

States in 2013. Tim Williams, CEO and president of 21st Mortgage, 

predicted that would increase to 75,000 in 2014. 

Sales of manufactured homes will increase, but 

only gradually 

      He said several strong economic factors are at play to help the industry 

recover. The nation’s population is increasing both by native births and 

continued immigration, which promotes the creation of new households. 

New households will be developed at a rate of 2.6 million this year and 

that trend will continue. 

   The majority of those people are prime targets for manufactured housing 

purchases: 1 million will be in the 18-24 age level and 500,000 will be in 

the 65 and older group, both groups potentially interested in choosing 

manufactured housing for their homes. “This tells us that the pent-up de-

mand for housing is in the extreme,” Fisher said. But he said the instability 

in developing finance for the buyers remains a problem for the industry. 

   On the other hand, stick-built housing has its own problems since it has 

concentrated on developing high-cost property in expensive locations. In 

addition, many apartments are too costly and unaffordable now for those 

who will need housing, which is another factor 

that should help manufactured housing sales. 

   Fisher encouraged the industry representa-

tives to embrace an entirely new profile of 

potential purchasers.  

   Future manufactured housing buyers are 

likely to be part-time workers, employed at 

more than one job. They are going to be the 

heads of single-parent families. They are going to be ethnically diversified 

and many of them will be industrial worker, particularly in the developing 

natural gas industry. A fast-growing sector will be people who are intense-

ly in having pets and making those pets central to their lives. 

   Fisher said the industry needs four things to continue to grow: more 

internal and external investment; improved training in both programs and 

personnel; the industry must expand the areas where manufactured housing 

is offered; and it must develop a solid target-marketing program to attract 

the new buyers and one that appeals to their individualized interests. 

Message to in-

dustry: embrace 

a whole new 

type of customer 



Home on the Road is a publica-

tion of the West Virginia Housing In-
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All blanket permits (oversize, oversize/overweight, manu-

factured home, and seagoing containerized cargo) are now 

truck, or power unit specific, as of April 15, 2014 and they 

are all available for self-issue at either of the two websites. 

Blanket permits are no longer printed on security paper and lami-

nated, nor are they shipped from our office. 

If a blanket permit gets lost or destroyed, the owner is now free to 

print another copy from either of the two websites, so long as 

the permit is not expired. 

WEEKEND TRAVEL 

We will grant weekend travel, if requested, for all loads that are 

14’ wide or less except on the West Virginia Turnpike. 

To qualify for weekend travel on the Turnpike, loads can be no 

more than 14’ 6” high, 14’ wide, 95’ long, have no more than 

15’ total overhang, and weigh no more than 110,000 lbs. 

GVW. 

LEGAL LENGTH LIMIT ON COUNTY ROUTES 

On April 1, 2014, the commissioner of highways raised the legal length lim-

it on all county routes to 70’ (just like it is on WV routes and US 

routes). Before April 1, the legal length limit on county routes was 

55’ and there were a number of haulers (particularly companies 

working in the oil and gas industry) that had to get hauling permits 

to cover their length (they were legal in other respects) – those 

haulers no longer need hauling permits. The legal GVW on most 

county routes is still 65,000 lbs. 

Permits from p. 1 

   WASHINGTON – Key legislation sought by the manu-

factured housing industry for more than two years has 

cleared a major hurdle in the House of Representatives at 

the same time another industry-sought bill is moving in 

the Senate. 

   On a bipartisan vote, the U.S. House Financial Services 

Committee has recommended to the House the Preserv-

ing Access to Manufactured Housing Act (H.R. 1779) to 

protect the ability of manufactured home customers to 

buy, sell and refinance manufactured homes. 

   The bill makes two changes in dealing with the Dodd-

Frank Wall Street Reform and Consumer Protection Act 

(Dodd-Frank).  

   One change would recognize that interest rates on 

some manufactured housing loans may have to be higher 

without being placed into the category of “predatory” 

loans. The second change would allow sales staff to more 

freely discuss financing options with consumer. Staff 

now are extremely limited in what they can say to con-

sumers about the availability of loans. 

   The House bill is co-sponsored by Reps. Nick Rahall, D-W.Va., and 

David McKinley, R-W.Va.  

The Senate version of the bill (S. 1828) is sponsored by Sen. Joe 

Manchin, D-W.Va. 

   Central to the Dodd-Frank Act was the creation of the Consumer 

Financial Protection Bureau (CFPB). In the industry’s eyes, the bureau 

incorrectly classified manufactured housing loans in a way they would 

be considered predatory and, therefore, practically impossible to make. 

   Because of the restrictions, industry lenders have stopped originating loans of less 

than $20,000. According to the American Housing Survey, roughly half of the nation's 

8.5 million manufactured homes have a purchase price of less than $30,000. 

   Eliminating this important source of financing would unfairly penal-

ize low- and moderate-income homebuyers who do not qualify for tra-

ditional mortgage financing needed for single family home ownership; 

do not have access to limited government-insured and GSE secondary 

market programs; or live in rural areas where affordable rental housing 

is scarce or non-existent. Additionally, millions of families could see 

the equity they have diligently built up in their manufactured homes 

wiped out because lenders would be unwilling to provide the financing 

needed for resale. 

   The bill also would clarify that manufactured home sales staff can discuss lending 

availability without having to be licensed as mortgage bankers. 

   Meanwhile, the Senate Banking Committee, of which Manchin is a 

member, on May 15 approved legislation on a 13-9 vote that would 

eliminate Fannie Mae, Freddie Mac and overhaul the nation's secondary 

housing finance market.  

   Commonly referred to as “GSE Reform,” the bill now goes to the 

Senate. 

   However, industry observers fear a vote this year appears unlikely after several key 

Democrats on the panel voted against the plan out of concern that it goes too far in 

eliminating the current system and does not do enough to preserve affordable housing 

finance options. 

   Included in the bill are provisions requested by MHI that would allow manufactured 

home loans, including those secured by personal property, full access to the newly envi-

sioned secondary market system. 

Industry legislation H.R. 1779 moving in the House;  

Senate acts on other reforms 

Rahall 

McKinley 

Manchin 



Manufactured home shipments down  

slightly in  West Virginia in 2014 
    2014      2013 

   Homes  floors shipped          Homes   floors shipped 

 January   68   117    69     116 

 February  56   100    59       96 

 March  67   110    74     113 

   Manufactured home shipments in West Virginia are behind after three months of the year, compared to the same time period last 

year. They have failed to keep up with previous records for four months in a row now. 

   A total of 67 homes were shipped to the state in March, compared to 74 in March 2013. West Virginia shipments are behind 5.4 per-

cent for the year. 

   February saw 56 homes shipped into the Mountain State compared to 59 for the same month in 2013. 
   A total of 68 home were shipped to the state in January, compared to 69 for January 2013. 

   While national shipments are up 6 percent for the year, West Virginia’s shipments were down 5.4 percent, ranking the state 20th 

nationally in the number of homes shipped. West Virginia ranked 17th in January. 

   For the last three months, then, shipments have been short of those tabulated for the previous year. The last time they were up was 

last November. 

   U.S. shipments of manufactured homes climbed by 9.7 percent in 2013 over 2012 shipments. 

   But they fell 0.4 percent in West Virginia when 2013 shipments were compared to those of 2012. 

   For the month of December, shipments fell 7.3 percent in West Virginia, while they increased 14 percent in the U.S. for December 

2013. 

   West Virginia received a total of 1,033 manufactured homes in 2013, compared to 1,037 shipped in 2012. Across the U.S., 60,210 

homes were shipped in 2013, compared to 54,891 in 2012. 

   West Virginia shipments were down 1 percent for 2012. 

 

    

Thanks to the 2014 generous convention sponsors 

Clayton Home Inc., CMH Manufacturing Inc. 

Duffield, Lovejoy, Stemple & Boggs 

Oak Tree Sales Center – Ken and Sue Martin 

Style Crest, Inc. 

Blevins Inc. 

Commodore Group, Commodore Homes, Colony Factory 

Crafted Homes, Pennwest Homes, Manorwood Homes 

Middletown Home Sales, Inc. 

Flaherty Sensabaugh Bonasso PLLC 

Triad Financial Services, Inc. 

21st Mortgage Corp. 

Skyline Corp. 

Elsea, Inc. 

American Homes 

CU Factory Built Lending 

Roy's Home Sales 

Alliance Credit, LLC 

Holmes Building Systems LLC 

Atlantic Homes by Champion 

Pullin, Fowler, Flanagan, Brown & Poe, LLC 

Cascade Loans 

U.S. Bank Manufactured Housing Finance 

John Teare Jr. 

http://www.duffieldandlovejoy.com/
http://www.stylecrestinc.com/
http://www.middletownhomesales.com/
https://www.21stmortgage.com/web/21stSite.nsf/index?OpenForm
http://www.skylinecorp.com/
http://www.elsea.com/
http://www.seeamericanhomes.com/
http://www.cufactorybuiltlending.com/contact-us
http://www.royshomeselkins.com/
http://alliancecreditllc.com/
http://www.pffwv.com/
http://www.cascadeloans.com/
https://www.usbank.com/index.html


  Closing on a mortgage can be a frustrating, overwhelming and sometimes baffling process for consumers. That’s 
why the federal Consumer Financial Protection Bureau (CFPB) has decided to launch a pilot project to evaluate 
whether electronic closings can help consumers navigate the process better. 
   The bureau has released guidelines for the project along with a report detailing borrower challenges during the 
mortgage closing process. The top three “pain points” noted in the report were: not having enough time to review 
closing documents; an overwhelming stack of paperwork; and documents that were full of terms they could not un-
derstand or contained errors. 
   A new rule that will go into effect in August 2015 requiring the use of new, simplified mortgage disclosure forms 
will address at least one of these concerns: Consumers will receive a Closing Disclosure form at least three busi-
ness days before their closing date. 
   Those who would like to participate in the pilot project must submit proposals as a partnership between a tech-
nology vendor providing an e-closing platform and a lender that has contracted to close loans with that platform. 
The project will launch later this year. 
   Some of the features the agency would like to test are those that could enable consumer understanding, such as 
educational materials that could be reviewed before the closing table; technologies that would let consumers see 
an entire package of closing documents at least three business days before closing; and tools that would help both 
industry pros and consumers detect errors and discrepancies in closing documents. 

——- 

 CFPB on April 30 proposed adjustments to its mortgage rules to ensure access to credit. The proposal includes two 
changes that would help nonprofits continue to provide mortgage credit and servicing to underserved populations. 
The proposal also lays out limited circumstances where lenders that exceed the points and fees cap can refund the 
excess amount to consumers and still have the loan be considered a qualified mortgage.  
   The proposed rule is available at: http://files.consumerfinance.gov/f/201404_cfpb_tila_proposed-
amendments.pdf 
   The agency’s Ability-to-Repay rule protects consumers from irresponsible mortgage lending by requiring that 
lenders generally make a reasonable, good-faith determination that prospective borrowers have the ability to repay 
their loans.  
   The proposed amendments respond to concerns about origination and servicing issues, particularly for nonprofit 
housing providers. Among the provisions in the proposed rule: 
   Defining nonprofit small servicers: Certain small servicers are exempt from some of the Bureau’s new mort-
gage servicing rules, so long as they service 5,000 or fewer mortgage loans and meet other requirements. But the 
Bureau has learned that some nonprofit organizations may service loans, for a fee, from other associated nonprofit 
lenders. Because of their unique structure, these organizations may not be able to consolidate their servicing activi-
ties and still meet the current requirements for the small servicer exemption. Accordingly, today’s proposal offers 
an alternative definition of a small servicer that would apply to certain 501(c)(3) nonprofit organizations so that 
they can continue to consolidate their servicing activities while maintaining their exemption from some of the ser-
vicing rules. 
   Nonprofit Ability-to-Repay exemption amendment: Certain nonprofit organizations that lend to low- and 
moderate-income consumers are already exempt from the Ability-to-Repay rule if the organization makes no more 
than 200 mortgages a year, among other limitations. Today’s proposal would carefully tailor an amendment to this 
provision so that certain 501(c)(3) nonprofit groups, such as Habitat for Humanity, can continue to extend certain 
interest-free, forgivable loans, also known as “soft seconds,” without regard to the 200-mortgage loan limit. 
   Refunding excess points and fees: Under the Ability-to-Repay rule, certain loans called Qualified Mortgages 
are subject to special consumer protections. The points and fees charged to a consumer on a Qualified Mortgage 
generally cannot exceed 3 percent of the loan principal. If a lender believes it has offered a Qualified Mortgage but 
afterwards discovers that it has exceeded the 3 percent cap, the proposal lays out limited circumstances where the 
excess can be refunded to still have the loan meet the legal requirements of a Qualified Mortgage. The refund must 
occur within 120 days after the loan is made. The creditor must also maintain and follow policies and procedures 
for reviewing the loans and providing refunds to consumers. Today’s proposal is designed to encourage lenders to 
provide access to credit to consumers seeking loans that are at or near the points and fees limit. 

Consumer Finance Protection Bureau news: 

—Agency launches e-closing pilot project for home mortgages 

—Issues rules modifications for better credit 

http://www.consumerfinance.gov/f/201404_cfpb_tila_proposed-amendments.pdf
http://www.consumerfinance.gov/f/201404_cfpb_tila_proposed-amendments.pdf


   Many manufacturing housing community owners have programs to pro-

vide financial assistance to renters who have fallen on tough economic 

times, members of a panel discussion told community owners gathered 

from across the United States. But the panelists also said the aid programs 

have to be strictly controlled and monitored. 

   The panel at the 24th annual MHI Congress and Expo was discussing 

ways community owners can help homeowners or renters to prevent de-

fault on their payments or loss of their homes. 

   “We started a rent assistance program in 2008,” said Dee Pizer, repre-

senting Zeman Homes, one of the largest community homeowning compa-

nies in the nation. “We allow certain people to submit for this program and 

reduce the rent $100 a month.” She said it generally costs her company 

$600 to begin the legal work to evict someone. If the company can save 

part of that cost and keep the resident in the home, the company believes 

the program is wise. “We allow them to maintain their house and get them 

back on their feet. I also think it is good public relations for your firm,” she 

said.   

   To qualify, the applicant has to have been a long time resident of the 

park, whose hardships are known to officials. 

Eric Zimmerman’s company, Equity LifeStyle Properties, has 19,000 

park slots it manages in Florida, and 140,000 sites in 340 communities 

nationwide. Equity has a similar assistance program, but found in its imple-

mentation that once a person gets a break, that person sometimes finds it 

difficult to wean him or herself from the assistance.. 

“We tell people that the program is limited to two years, which should 

give them time to make other housing arrangements, sell the home, get a 

roommate or whatever else they need to do,” Zimmerman said. “It is 

geared toward being a temporary, rather than a permanent, program. We 

have a screening criteria process that we do when people first move in. It is 

important to be rigorous with this program initially.” 

All said the most important thing is have a park manager who walks 

the park, talks to the residents, and finds developing problems. 

Julio Jaramillo formed Evergreen Communities 15 years ago. “You 

have to have your managers go listen to the people,” he said. The managers 

are able to build a history of the residents and keep that on their computers, 

which helps with continuity and assists the park management in dealing 

with problems or changing situations. “We are involved and listen. We try 

to keep the managers involved and not just shut the door on residents when 

they are late with a payment.” 

His parks maintain a bulletin board to tell residents where they can 

seek assistance if their finances have changed. The board also serves as a 

clearinghouse for the posting of job availabilities that become known to 

residents. They are also willing to take some changes. Jaramillo’s company 

sold a home cheaply to group that wanted to assist a homeless veteran in 

New Hampshire. Although some were leery about a homeless person mov-

ing into their park, the group has maintained the payments and the home-

less veteran has been a model resident. Now the company has helped two 

more homeless veterans. 
His company is willing to lower its rents to keep competitive and discourage 

residents from moving. He cited a $950-a-month rental payment in Florida that was 

competing with an $875 payment and which his company was willing to match. He 
also said in some cases where the life of a loan is close and a person might lose their 

home, the company has refinanced the final payments so the resident can keep his or 

her place. 
Pizer said her company occasionally assists with large-ticket items, such as 

financing a furnace for a resident who might otherwise have to move. Her company 

also pays its residents when they refer other clients to the company when those peo-
ple are considering moving into a park. 

Zimmerman’s group also is willing to move a resident who has lost some in-

come into a cheaper home, say moving the person from a $900-a-month home to one 
where the person might have to pay only $700. 

Sometimes in cases when a long-term resident becomes financially distressed, 

his company is willing to refund their security deposit, depending on how long the 
resident has lived in the park. “It is a one-time fix, but it helps some who could be on 

the very edge of losing their home.” 

Zimmerman and the others stressed, however, that the residents must meet 
certain requirements to qualify for assistance. “It is the long-term residents we help.” 

Community owners provide financial assistance to 

some renters in tough times 

Another panel tackled the issue of what to do when a default is inevitable. 

The panel was made up of some of the nation’s leading lenders. 

Moderator Dick Ernst of Finmark, which is a financial marketing associates 

group that deals with manufactured and modular housing financing, said when the 

inevitable appears to be close, most community companies consult with their 

lawyer to determine the best course of action They want to decide if they are 

facing a short-term fixable problem with the renter or buyer, or a long-term prob-

lem that cannot be remedied to everyone’s satisfaction. 

21st Mortgage Corp. has a repurchase agreement that allows the company to 

buy back a home that is about to go into default. “We can start talking about the 

delinquency before it gets too bad,” said the company’s Bart Mize. 

Scott MacFarlane, vice president of national operations with U.S. Bank 

Manufactured Housing Finance, said the key essential for his company is commu-

nications and an early warning from the community owner when the owner knows 

a loan is headed for default. “It’s early prevention,” he said. “Ultimately, we both 

want that consumer to stay there and we both lose when that loan defaults.” 

“The last thing we want to do is foreclose on a loan,” agreed Barry 

Noffsinger of CU Factory Built Lending.  

His company is developing plans that will help more homeowners stay in 

their homes when they run into financial problems. Ernst said to protect the integ-

rity of a home where a default occurs, some lenders offer the resident up to $300 

in what he termed “walking money” to ensure they clean up the home and leave it 

without damaging the property. If the cleanliness of the home can be secured 

without it being damaged “that would save much of the hassle and helps get your 

home back in a workable situation,” Ernst said. 

MacFarlane said time is of the essence for a finance company in a default 

because they want to quickly secure the asset by changing the locks and then 

move to remarket it. They would prefer to resell the home in place, but the compa-

nies expect assistance from the park owners to do so. They would like to be as-

sured that the park owner will assist in the remarketing costs. They also critically 

are interested in knowing that the park owner will give them “some relief” on the 

rent they will be expecting for that space. When a finance company can expect to 

obtain only 50 to 52 cents on the $1 value of a repossessed home, a break in the 

rent is essential and shows that the community owner wants to work with the 

finance company. “We don’t want to relocate a home.” MacFarlane said. “It is 

best to keep it in the community. How we can make it resell the fastest is in your 

community.” 



 

 

 

 

C O M E  J O I N  N O W ! ! !   C U T  A N D  M A I L  —   M E M B E R S H I P  D A T A  

Firm Name: ____________________________________________________________________ 

Street Address: ______________________________________________________________ 

Mailing Address: ______________________________________________________________ 

Telephone (____) ____________________   Fax (____) ____________________ 

Home Phone (____) __________________  Email _________________________________ 

D U E S  S T R U C T U R E :  

MANUFACTURER:  Dues shall be One Hundred Dollars ($100.00) per  floor  for  each home shipped within the West Virgin-

ia to dealers, contractors, retailers or sales locations in West Virginia.  These dues shall be remitted to the West Virginia Housing 

Institute Inc. on a monthly basis. 

_________ We will send $100.00 per floor shipped to West Virginia on a monthly basis. 

RENTAL COMMUNITY AND CONTRACTORS:- Per Annum 

________ $100.00 

ALL OTHER CATEGORIES: - Per Annum 

________ $250.00 

_________________________________Title   _____________________________ Signature

        

Please Remit To: 

WVHI 
PO Box 2182 

Charleston, WV 25328-2182 

W E S T  V I R G I N I A  

H O U S I N G  I N S T I T U T E  I N C .  

PO Box 2182 

Charleston, WV 25328-2182 

Phone (304) 346-8985 

Email: andy@wvhi.org 

www.wvhi.org 
 

 

 
P R O V I D I N G  T H E  

A M E R I C A N  

D R E A M  


