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HOMEOWNER ASSISTANCE FUND PORTAL OPENED JANUARY 3, 2022

Governor Hochul announced that New York
State is the first state in the nation to receive U.S.
Department of the Treasury's approval to launch its
Homeowner Assistance Fund, a program that will
provide up to $539 million to help eligible
homeowners avert mortgage delinquency, default,
foreclosure, and displacement. HCR will administer
the program and applications opened on Monday,
January 3, 2022.

Under NYS HAF, homeowners are defined as
New York State residents who own a home and
occupy that home as their primary residence
(meaning it is where you live for the majority of
every calendar year).

Types of eligible homeowners include:

eMortgaged homeowners who are in a
forbearance plan or were offered a forbearance
plan that has expired; this may be a first and/or a
second mortgage.

eMortgaged homeowners who were not offered
a forbearance plan, or missed the option to apply
for one, and are considered delinquent on their first
or second mortgage.

eHomeowners who are behind on payments for
property taxes, water bills, or sewage bills.

eCoop or condo homeowners who are behind
on monthly carrying charges such as maintenance
fees or homeowner association payments.

eHomeowners who live in manufactured homes
and who are behind on home loans, retail
installment contracts used to purchase their homes
or monthly lot rent payments.

For more information, please visit: https://
hcr.ny.gov/news/governor-hochul-announces-first-
nation-539-million-homeowner-assistance-fund-
assist-eligible or call the New York State
Homeowners Assistance Fund call center at 1-844-
77-NYHAF

Please note: One of our members has received
training on how to apply for these funds has kindly
offered to assist any other NYHA members who
would like some help. If you would like assistance,
please reach out to Bob or Kathy for his contact
information.

REMOTE AREA MEMBERSHIP MEETINGS COMING SOON!

We hope you will consider joining us for a
remote Area Membership Meeting. Dates available
include: January 20", February 10", March 3", and
May 5™ All meetings will begin at 9:00 am, are FREE
of charge for NYHA members and will last for
approximately 3 hours.

Topics to be discussed include: Legislative
Update from Mark Glaser, Esq., including Evictions
& late fees; Department of Taxation & Finance -

overview of changes to the STAR Program; and NYS
DOS DBSC updates from William Sherman.

Is there another topic you would like to have
discussed? Contact the Association office with
suggestions by phone (800-721-HOME) or email
(info@nyhousing.org).

Register NOW - seats are filling up quickly!

Housing Now serves as a medium of exchange of ideas and information on the factory-built housing industry to our members. No responsibility is assumed by
the publisher for its accuracy or completeness. The views expressed and the data presented by contributors and advertisers are not to be construed as having
the endorsement of the New York Housing Association, unless so specifically stated.
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* Smooth, Quick Closing
* Free Property Evaluation

Brokers Protected
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FROM THE NYHA PRESIDENT

HAPPY NEW YEAR!

On behalf of the NYHA Board of Director’s, | would like to wish all of our mem-
bers a Happy New Year. As 2022 begins, | want to encourage everyone once again to
get involved as much as you can with your Association. Our success is contingent on
positive communication with one another and never forgetting that the overall
strength of our industry requires each of us to continue to grow and take great care
of our customers who place their trust in doing business with us.

SR | hope by now you have already established your goals both personally and pro-
JOE BUSHEY fessionally for what you hope to achieve in 2022. Remember, the higher you set the
bar, the more you will accomplish and it is certainly better to fall a little short of a

sl

lofty goal than it is to accomplish one that does not require you to stretch or get out of your comfort zone. It
was great to see 2021 was a stronger year than 2020 and with the long backlog it certainly looks like 2022 will
continue that upward trend.

We already have a lot planned for this year. Remote Area Meetings are already on the schedule for this
winter and spring. Check out our calendar of events at: www.nyhousing.org/events | strongly encourage you
to attend at least one of them. | also want to remind everyone that we are planning our first Lobby Day in
quite a few years. | cannot stress enough how important this event is for us as an Association and the value
and impact that it can have on your business. As we all know there is strength in numbers and we cannot
have too many participate and be a part of this important effort. Stay tuned for more information.

Once again, best wishes to all for a safe and prosperous 2022. | hope you are already off to a great start
and look forward to seeing all of you in the coming months.

NYHA: MANY MEMBERS, ONE STRONG VOICE!

STATISTICAL SURVEYS, INC.

You have seen our figures quoted by manufacturers. Now you can have a report on your sales territory.
Monthly cost is $19.00 per report. To order, complete the form below:

Company

Address:
P City

: Counties Desired: 1

4

: On a monthly basis you will receive:

: o« Top 30 manufacturers statewide

: « Top 30 cities statewide

: « Afive-county report that lists sales by county, by brand and by type

Send to: Cheri Curtis, Statistical Surveys, Inc.
PO Box 88004, Grand Rapids, MI 49518-0004 Phone: 616-281-9898 Fax: 616-281-1876




WEBSITES - WHO'S LOOKING AT THEM?

We all know that every retail business needs a
website. Think of all the retail stores with whom
you do business...do any of them NOT have a
website? I'm guessing they all have one, and | bet
you do too. But how valuable is that website? Does
it affect sales, or is it just something you need
because everyone else has one?

Here's a statistic that may help you see the
value of a website: According to a recent survey,
76% of consumers look at online presence before
visiting a business in person. This means that for 3
out of 4 consumers, your website is the first
impression they get of your business. Is your site
painting an accurate picture of your business? Does
it show your brands values and your superior
customer experience?

As they say, you only get one chance to make a
first impression, so your website needs to look
great to attract those home buyers to come see you
in person. Read on for a few quick tips to help your
site get more customers walking through your
doors.

And one more thing real quick...want to hear
some good news? Google users are searching
manufactured/mobile related topics more than
ever in history. Check out the graph below. This is
the frequency of searches for anything MH related.
As we close out 2021, you can see that interest in
our industry has never been higher. This is more
reason to get your website working for you.

1 over tme

"\
n

Website Purpose

With any tool, we need to first define its
purpose. For most manufactured home retailers,
the purpose of the website is to get the customer
to either message, call, or visit the sales center in
person. At this point in the evolution of the
industry, it is a marketing tool, NOT a sales tool. For
now, actual people are still involved with the sale
of a home.

Amazon, on the other hand, uses their website
as a sales tool. It's built in a way that describes the
product attractively and accurately, gives a price,
and shows a clear, simple path to make the
purchase. A MH retailer's site needs to direct the
customer to contact the sales center, NOT direct the
customer to purchase the home. The sales person
sells the home, and the website markets the home.
This is an important distinction. When you review
your own site, look at it through that sense. Do the
images, home descriptions, contact forms, videos,
etc. market the home, or do they try to sell the
home?

Content

A website's content is all the stuff on it. Content
includes photos, videos, and text. It is very
important that you optimize your website's content
to help you market your homes. | could write a
novel about content optimization, but for brevity's
sake, let's look at how you can make your images
look great to your customers. Nothing describes a
house better than a good photo, so let's look at a
couple examples of ways to engage customers with
better photos.

Take a look at the two images above. They are
photos of the same home - the first is a complete,
set up, customer home, and the second is a
computer generated image from the manufacturer.
Which image looks better to you? I'm guessing it's
the first. Neither image is bad, but going from 'good
to great' can really help you get more engagement
and leads on your website.

Online users feel the same way. The first image
gets MUCH better engagement and clicks on retailer
websites. Users look at it longer, click on it more,
and send in a contact form with 4-5x higher
frequency than when they see the first image. It
feels real to them and evokes an emotional
response.

Websites, cont. on Page 5
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Websites, cont. from Page 4

Like the exterior home photos, interior photos
need to engage website users. The two photos
above are the same room in the same home. Notice
how the furniture and angle of the shot make the
same room feel different. The photo on the left
feels comfortable, light, and inviting. The right,
while certainly not a bad photo, lacks the pop and
comfort of the photo on the left. And as I'm sure
you've guessed, the photo on the left performs the
best.

If you're struggling to get good photos of
homes for your website, | recommend hiring a
photographer to get some for you. It's not very
expensive, and it can easily help you sell a few more
homes.

Contact Forms

These forms might be one of the most
important components of your website. It's how
future buyers contact your business, and it's one of
the best ways to gauge how well your website is
working. If you get a lot of contact (lead) forms
submitted, you have a lot of potential buyers to
work with.

I've copied two industry forms below. At first
glance, the top form may seem like the better
option. It gets more info, qualifies the lead, and
gives the sales person information to help the lead
find their new home. Sounds great, right? In the
case of manufactured home retailer leads, it's
actually not great.

Remember what | said above about the website
being a marketing tool, NOT a sales tool? This is a
perfect example of that. On your website, you want
the form to be as simple as possible while still being
able to get contact information from the lead. The
simpler a form is, the more likely a lead is to
complete the form. The qualifying questions are a

Page 5

part of the sales process and happen AFTER the
lead has submitted their info. The first form has too
many opportunities for the lead to say, "l don't
know what that means. I'll just fill this out later"
And as we all know, later usually means never.

Request Info

Phoraton wrd prcey;

Fiskds marked with * ars mandstory

First Mame *
Emat *
B City *

Whars do you plan on placing the home?

PSP TI——

D you have firancing?

o

Comements

Send us a Message!

SEO Tricks

Are you familiar with the term " SEQ"? If you're
not, it stands for the Search Engine Optimization. In
layman's terms, it's anything that's done to help
search engines find your website, and rank it at the
top of the search pages. For example, an Orland, FL
retailer with excellent SEO would show up in the
first spot when a Google user searches for
"Manufactured Home Retailers in Orlando." Much

Websites, cont. on Page 7




YOUR LIFESTYLE
BUILT BETTER.

TITAN
HOMES

CONTACT:
Ron Major, Sales Manager

951 Route 12 South
Sangerfield, NY 13455

T: 800.937.3911 ext.1611

www.titanhomesny.com




Websites, cont. from Page 5 . .
Links on Social Posts

SEO work is technical and is best left to web Make sure you're putting links on your social
developers and marketing agencies. However, there posts. You don't need to do it every time, but if
are some things that retailers can do to improve the you're looking for more traffic to your site, you
SEO and rise up in the search rankings. need to post links on some of your posts. The
simplest way is to post a link to a home listing
Backlinks whenever you put up a post about that home. I'll
Backlinks, as the name implies, are links back to cover social media posts in a future email.
your site from other sites. These links tell Google
that your site's content is valuable, which is why Complete Google My Business Profile
these other sites link to it. The more traffic the sites Google My Business (GMB) is the google listing
gets, the more valuable a backlink from it are. for your business. Make sure that you're actively
Manufacturers, lenders, and insurance companies monitoring and updating it, and Google will
get a lot of traffic, so getting a link from them is reward you with improved SEO. To read one of
especially valuable. Local directories, chambers of our posts about GMB for manufactured home
commerce, suppliers, and other local businesses are retailers visit our website at bildmedia.io
also good opportunities for backlinks. Reach out to
companies you work with to see if you can get a link Is it working?
on their site. Finally, after you do all the work above (and
more), you surely want to know if your website is
working like it should. There's one metric that we
use to judge a website efficacy more than any
other, and that's the conversion rate for web lead
forms. It is @ measurement of the ratio of website
ﬁ visits to leads received. For example, if your
website gets 1000 visits per month and you get 10
Fi rStC red it web leads, that would be a 1% conversion rate.
From what we've seen on our customer sites,

CORPORATION OF NEW YORK, INC

a good conversion rate is between 2 and 3
percent. Keep in mind this is actual leads, not
spam responses. You'll need to take those bots
out of your calculations when you're looking at
your website performance.

MH Lending
You Can Trust

Since 1985

Manufactured Home
Lending in Land Lease
Communities
M E D
518-725-5000

Info@firstcreditcorp.com David Finney

www firstcreditcorp.com

https://bildmedia.io

First Credit Corporation of New York, Inc. NMLS Entity ID 3228




ROCHESTER

COMMERCIAL REAL ESTATE CO.

| NEED PARKS!

Huge demand, low supply - obtaining MAXIMUM prices!

Considering Selling? The time is NOW!
Selling all sizes, conditions, and prices.
With over 49 years of selling, we have sold over 150 Mobile Home
and RV Parks nationwide.
Experience Matters and we want to help YOU!
Contact Gerard (Jerry) Curre at 585-224-0100 x 202
Cell: 585-703-4600 or by fax at 585-224-0136

Assessment Issues?

Lucien (Skip) Curre has 5 decades of experience and is a former
consultant to the Association of Towns and was the Chairman of the
MHP Valuation workgroup for Assessors. FREE review of your park until
the end of May - you still have time - call today!

Experience Matters and we want to help YOU!
Contact Lucien (Skip) Curre at 585-224-0100 x 203
or by fax at 585-224-0136

www.rochcomrealestate.com




ZVIHI NEWS & NOTES

Manufactured Housing Institufe

OSHA TO BEGIN ENFORCING REQUIREMENTS OF COVID-19 VACCINE MANDATE

Starting January 10, 2022, OSHA will begin enforcing certain requirements of the Emergency Temporary
Standard (ETS), which requires businesses with 100 or more employees to ensure that workers are vaccinat-
ed against the coronavirus or undergo weekly COVID-19 testing. Among the provisions that will be enforced
are requiring companies to determine who among their workers are vaccinated and who are not, and to en-
force a mask mandate for unvaccinated workers.

On Friday, the U.S. Supreme Court held a special session to hear oral arguments in cases concerning whether
the COVID-19 vaccine mandate for businesses should be stayed. While there is no indication as to when the
Supreme Court may issue their decision, it is anticipated the ruling will likely come before February 9 which is
when OSHA has said it will begin enforcing the testing and vaccine requirements of the ETS. In addition, a
group of 47 Senators and 136 House Members led by Senator Mike Braun (R-IN) and Representative Rick Al-
len (R-GA) filed an amicus brief to the Supreme Court challenging the ETS.

MHI continues to work with a diverse group of associations and businesses calling on OSHA to make immedi-
ate changes to the ETS. MHI and the coalition are concerned about the challenges that businesses would
have in implementing such a mandate.

FHFA TELLS FANNIE MAE AND FREDDIE MAC
TO REVISE THEIR 2022-2024 DUTY TO SERVE PLANS

The Federal Housing Finance Agency (FHFA) has reviewed Fannie Mae’s and Freddie Mac’s (the Enterprises)
Duty to Serve (DTS) proposed underserved market plans (Plans) for 2022-2024 and determined that neither
Plan meets the DTS Non-Objection standard for any of the three underserved markets which includes manu-
factured housing. FHFA has directed both Fannie Mae and Freddie Mac to submit additional revisions to im-
prove their Plans’. In the meantime, however, the Enterprises may continue to implement the rejected Plans.

In its official comments to FHFA, and through ongoing meetings and outreach, MHI has argued that the 2022-
2024 DTS Plans proposed by Fannie Mae and Freddie Mac do not adequately address their statutory require-
ment to serve manufactured housing and called on FHFA to hold the Enterprises accountable. MHI requested
that FHFA ensure Fannie Mae and Freddie Mac’s Plans are improved, including ensuring increased volumes of
land-home financing targets and the development of a flow program for the purchase and securitization of
personal property (chattel) loans. MHI also called for the Enterprises to continue to develop innovative pro-
grams, such as loans for CrossMod homes.

NOMINATION HEARING SCHEDULED FOR
FANNIE MAE AND FREDDIE MAC REGULATOR

On Thursday, January 13, the Senate Banking Committee will conduct a hearing on the nomination of Sandra
Thompson to be the director of the Federal Housing Finance Agency (FHFA), which oversees Fannie Mae and
Freddie Mac. In preparation for this hearing, MHI is working with Committee members about the importance
of support for manufactured housing in the government’s mortgage financing programs to ensure that
Thompson holds Fannie Mae and Freddie Mac accountable for supporting manufactured housing as a part of
their statutory requirements under Duty to Serve.




MHD Empire Service Corp.

= YOUR 1“ CHoICE IN MANUFACTURED HOME LOANS
ultimate e

kitchen

v |

~ Low rate financing

~ Best service available

# Quick credit decisions

»~ Purchases and refinances

~ In communities or on private land
» New and pre-owned

» Secure online application Call us tOdﬂy at
866-870-2612

www.mhdempire.com
Company NMLS #51371

Do YOU receive emails
from NYHA?

Do your employees?

Visit our website at
www.nyhousing.org
/\TL/\NT' C@ to sign them up as a

HOMES “staff member” of
your company so
they don’t miss
important & timely

www.atlantichomespa.com - S
information!




RISK TRANSFER:

PLOWING AND SNOW REMOVAL
Tom Normoyle
Haylor, Freyer & Coon

Property owners who contract snow removal
with an outside vendor need to protect themselves.
When hiring an outside company to remove snow
and ice, a clear transfer of risk needs to be created.

A contract should be made between your com-
pany and contractor. This should include Hold
Harmless and Indemnification language, and should
be reviewed by your legal counsel. This document
should also include clearly represented expectations
for both parties regarding the shoveling, plowing,
salting/sanding, etc. of the premises. The contractor
should be responsible for property damage or per-
sonal injury due to their negligence at your premis-
es. Any subcontractors hired by the contracted
snow removal company should understand that
they need to follow the terms of the contract as
promulgated.

Property or business owners who choose to do
their own plowing or snow removal should maintain
a schedule and log of who is shoveling or plowing.
This may take some training to ensure that your
property is properly taken care of, and to help pre-
vent incidents that may occur due to negligence. A
sample snow plow log has been provided to The
New York Housing Association. Please contact the
NYHA office to get a copy of this sample document.

Prevention of injury, property damage and legal
action starts with you, the business/property own-
er. To complete the risk transfer, it requires the
contract and the contractor to name your business
as an Additional Insured on their liability, umbrella
and commercial automobile insurance policies. You
will need to require the contractor to provide you
with a Certificate of Insurance. This two-step pro-
cess can help protect your assets, minimize business
risks and help control your future insurance costs.

HE&C

HAYLOR, FREYER & COON®=

MANUFACTURED HOUSING
POLITICAL ACTION COMMITTEE

Watch your mail for the 2022 MHPAC donation
request. This year our top legislative priorities are:

Title Surrender/Reform
Transportation Reform
Regulatory Reasonableness

We will continue to work with, and maintain
positive relationships with: the Dept. of State
Division of Building Standards & Codes; the NYS
Division of Housing & Community Renewal; and the
NYS Department of Taxation & Finance.

We encourage you to get to know your Legislators
and help educate them on the importance of
affordable housing and the roll that Manufactured
Housing plays in NY.

We plan to have a Lobby Day in April 2022.
Stay tuned for more info!

ATTORNEY RECOMMENDATIONS

The NYHA office gets many requests from
members throughout New York looking for
names of Attorney’s with knowledge and
experience with Manufactured Housing
issues. Sometimes our Attorney members
are too far away or are too busy to take on
new clients.

If you have an Attorney to recommend,
suggest they contact the Association office
via phone (800-721-HOME) or email
(info@nyhousing.org) to be added to our
list.

The current list can be found at:

https://www.nyhousing.org/news/attorney-
recommendations




CONSUMER GUIDI

i o) ety The Consumer Guide to Factory-Built Housing is a fantastic resource
FACTORY-BUILT HOUSING

to share with prospective tenants. Buying a home is a big step, but
the facts and information included in the Buying Guide help make
the process more understandable. Help your tenants make smart
and well-informed buying decisions by offering them a copy of this
Guide. NYHA Members can purchase the Guide from the Association
office for the cost of S1 each. You must make a minimum purchase
of 25 Guides. For more information, please contact
Kathy@nyhousing.org or call 800-721-HOME

NEW NYHA MEMBERS
IN 2021

OIL TANK CLEANUP & REPLACEMENT PLAN Eco Realty, LLC

GandJ Homes

Innovative Cost Solutions

Marco Mobile Park
dba R & R Mobile Park

Northern NY Manufactured
Homes, LLC

ProGuard offers manufactured housing oil heat customers
protection for aboveground oil storage tanks and lines.
Should an accidental oil release occur, you can feel
completely ensured that any problems will be handled quickly o
and professionally. Solomon Organization

Penfield Trailer Court

Benefits Include: W‘ /
v Up to $50,000 per loss for cleanup costs resulting from m-

an accidental oil release

v Up to $50,000 annual park blanket limit for third party
cleanup costs (off-site & groundwater)!

v Up to $1,500 to repair or replace the tank!

v Pro-Active Tank Replacement

v Annual inspection of each oil tank in the community! vd

Contact us to enroll your community TODAY! N EW YO RK

888-354-0677 HOUS'NG

www.PowderhornAgency.com ASSOCIATION. INC.

Page 12




Real Homes.
Really Affordable.

UMH Properties, Inc.

is a real estate investment trust that owns and operates 7
manufactured home communities in the state of New
York. It is our mission to provide the best quality
affordable housing esidents of all ages.

' Find a Community Near You!
Brookview Village Kinnebrook Estates

Greenfield Center, NY Monticello, NY
518-893-2989 845-794-6066

Collingwood Waterfalls Village
Horseheads, NY Hamburg, NY
607-739-4623 716-648-3789

D&R Village Woodland Manor
Clifton Park, NY West Monroe, NY
518-383-9977 315-676-2016

Youngstown Estates

Youngstown, NY
716-648-3789

UMH

PROPERTIES, INC

UMH Properties, Inc.
Established in 1968
3499 Route 9 North | Freehold NJ 07728
www. umh.com 800.504.0670
NYSE:UMH




Pleasant Valley Homes, Inc.

Modular | Manufactured | Park Models

PLEASANT VALLEY

Dm st

)”‘4

oo+, PINE GROVE
Seog: — HOMES —

A\ o</
\’J‘

SINCE 1982
‘I‘

www.pinegrovehomes.com

570.345.6500

Building Better
Communities through
Best Practices

- Appraisals
- Community Visits
- Review standards and principles

Let our experience guide you. v A 5 py K F VY Y = A =
For rore information visit M ) - A
consultwithmhec.com or call 585-794-7545

NYHA WOULD LIKE TO FEATURE YOUR BUSINESS IN AN UPCOMING NEWSLETTER!
Tell us what’s happening with your business:

Have you made any major infrastructure changes?
Do you collect items for donation?
Has your community grown?
Has your retail business seen great growth?
Does your company offer any new and interesting products?
Do you have a good story of neighbor helping neighbor?

Tell us something positive that may help a fellow member!

Photos and text can be sent to the Association office via email: kathy@nyhousing.org

Page 14




2022 CALENDAR OF EVENTS

(Tentative — dates & times subject to change)
Area Meeting REMOTE 9am - 12pm
Continuing Education REMOTE 1pm—4pm
Board Meeting REMOTE 9am —-12pm
21B & Mechanics REMOTE 9am —4pm
Area Meeting REMOTE 9am —12pm
Area Meeting REMOTE 9am —12pm
Continuing Education REMOTE 1lpm—4pm

21B & Mechanics REMOTE 9am—4pm

To register for any event, and for more details, please visit:

www.nyhousing.org/events

| EAGLE RIVER FIOMES

Quuality. Dwrability & Flexibility in
Design

21 5. Groffdale Road, PO Box 336
reola, PA 17540
P: (717)656-2381 F: (717)656-0316
Check out our website: www.eagleriverfiomes.net

We are also on Facebook and Instagram!!




BUSINESS FOR SALE

Profitable Manufactured and
Modular Home Dealer

FFORD
P A (o ¥TOR0, 5
Standard § 153, %
Flome Sales. 8 g
)

*an

Established and well-known family business for over 100 years in Erie PA!
Business sells both modular and mobile homes. Exclusitivity in the area
with Champion Modular, Atlantic Homes PA, Commodore and Ritz Craft.
Easy transition to new owner as inventory is easily financed. Website,
social media, and mobile presence well established with 5 Star Google
reviews. Most sales generated by its well-known brand and by customer
referrals. This business is the only one of it's kind in Erie County and also
surrounding counties in OHIO and NEW YORK. The market is HUGE!
Annual revenue has potential to be much larger with the proper sales
team to work it! Presently being worked by owner only!

Asking Price Annual Revenue Additional Details
$2,000,000+ xLand is for lease or for
Price reduced to Revenues, profit and sale or new owner can
$400,000 units sold have grown relocate
Owner Financing steady each year. _ *Ownerwilling to
Available Huge potential for more traln,f_as‘mst the n_ew owner
. ) *This is not a distressed
revenue with a hired business or bankruptcy
sales team. situation

xReason for selling:
retirement

Ask for Shellye for more information: 814-572-2433




(reen ACQUIRING LAND-LEASE
.. COMMUNITIES NATIONWIDE

Acquisitions
Recapitalizations

Joint Ventures
Tax-Efficient Structures

COMMUNITY TYPES:
All-Age - Age-Restricted
Stabilized - Lease-up - Development

18 communities with over 7,300 homes sites and growing!
T

oy

| —:"‘A
N\

Jordan Kerger Managing Director
jordankerger @ greencourtepariners.com (312) 966-3828

www.GreenCourtePartners.com




I:IF&C COAST TO COAST.....YOUR INDUSTRY
HAYLOR, FREYER & ( le LEADERS

The Manufactured Housing Insurance Leader The Manufactured Housing Financing Leader

Professional Advice * Serving the Manufactured Housing
Prompt Claim Handling finance industry since 1983

Inventory, Cargo & Installation Coverage Low rate financing for purchases &

General Liability, Automobile, Toter Coverage refinancing

Property Home only

Umbrella Land/home financing

Employee Theft New & Pre-owned homes

Non-Owned Debris Removal In Communlty or Private PFODerty

Sean Dalton Tim Nolan
800-289-1501 MH 866-870-2612
sdalton@haylor.com tnolan@haylor.com

Empire Service Corp.

Rental Homes

(nsum?Af% Yow Value




