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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 specifically stated. 

Monthly Meet-Up: Beginning in January, we 
will be hosƟng a remote Monthly Meet-Up fr 
members. Topics will vary each month, and we will 
send out more informaƟon as each date 
approaches. The meet-ups will be held on the 2nd 
Tuesday of each month and will last for 
approximately one hour.  

On January 9, Bob Capenos presented “Winter 
ConsideraƟons.” It was very informaƟve and he 
shared useful informaƟon for everyone in the 
industry here in NY. Remember the importance of 
maintaining your property in the winter months, 
especially during bad weather. If anyone would like 
a sample snow plow log, please contact the 
AssociaƟon office.  

The next meet-up date is February 13. Steve 
Hoffman, NYHA Board Secretary, will present on “In 
Search of Excellence.” He has made some 
innovaƟve displays in many of his communiƟes – 
making them a desƟnaƟon to be proud to live in. 
Steve will share what he has done - maybe you will 
be inspired to make some changes to your property. 

Future dates for the Monthly Meet-Up include: 
Mar 12, Apr 9, May 14, Jul 9, Aug 13, Sep 10, Nov 12 
and Dec 10. We hope you will consider joining us 
each month! If you have any topic suggesƟons, 
please contact the AssociaƟon office.  

Training Courses: There will be some changes 
to the cerƟficaƟon and recerƟficaƟon training 
process in 2024. Right now, we have remote 
courses scheduled for April 23 & 24. Remember 
that you are required to take one 3-hour 
recerƟficaƟon training course every two years, and 
the course can be taken at any Ɵme during that 
period, so plan ahead.  

Area MeeƟngs: We will be hosƟng two in-
person Area MeeƟngs this year. The first will be on 
June 12 in New Windsor and the second will be on 
June 26 in PiƩsford. In-person training courses will 
also be held in those locaƟons. Stay tuned for more 
details! Again, if you have topic suggesƟons, please 
contact the AssociaƟon office.  

32nd Annual Summer OuƟng: Our annual golf 
ouƟng will be held on August 7, 2024 at Drumlin’s 
Country Club in Syracuse. We had a tremendous 
turn-out last year and hope to do even beƩer this 
year. We hope you all will consider joining us for 
our tradiƟonal day of fun in the sun! 

74th Annual ConvenƟon & Trade Show: will be 
held at Turning Stone Resort on October 16 & 17, 
2024. Our 2023 ConvenƟon was well aƩended, and 
we hope to increase our numbers even further in 
2024. If you ever have ideas for topics and/or 
suggesƟons for speakers, please be sure to let us 
know. Remember that this is YOUR AssociaƟon. 

Board MeeƟngs: NYHA Board meeƟngs are 
currently scheduled to be held on Jan 24, Apr 24, 
Aug 6 and Oct 16. NYHA Members are always 
welcome to aƩend and parƟcipate. Please contact 
the AssociaƟon office if you would like more 
informaƟon.  

Members Only: We have been hard at work 
creaƟng a new “Members Only” secƟon to be 
included on our website and will be releasing the 
informaƟon shortly. There is a lot of very useful 
informaƟon included for all members, no maƩer 
what type of business you are involved in in NY. 
Stay tuned! 

The New York Housing AssociaƟon wishes you a 
successful 2024!  

WHAT’S HAPPENING IN 2024? 
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Want to see another manufactured housing 
graph? 

Yes? Great, because I've got one right here. This 
is a graph of manufactured home shipments 
naƟonwide since 2010.  

Does anything stand out to you? What I noƟce 
first is the long term upward trend in MH shipments 
naƟonwide. That's good. 

On the flip side, I also see that we've had a 
larger drop in the past 6 months than we did during 
the peak Covid craziness. That's not so good. We 
need to be selling more homes. Fortunately, we can 
- the US is in an affordable housing crisis, and we 
sell affordable housing. Like I said earlier, it's like 
we're selling water in the desert, and everyone's 
thirsty. Our industry is the soluƟon to the 
affordable housing problem. We just need to a 
beƩer job telling people about that soluƟon. 

I know I promised more about demand 
generaƟon in my last email (and that's coming, 
don't worry), but I recently did some secret 
shopping on several retailer/community operator 
websites, and I need to share the results. Based on 
what I found, the sales systems in our industry have 
room to improve. Demand doesn't maƩer if a sales 
system isn't working like it should. 

For my secret shopping experiment, I picked a 
region in a top 10 manufactured housing state and 
submiƩed lead forms (example below) to all the 
retailers in that region - both corporate stores and 
independents. There were 5 corporate stores, and 
15 independents. 

To get some relevant data outside the industry, I 
also submiƩed lead forms to some realtors and car 
dealerships in that same region.  

The response from the automoƟve and real 
estate industry was immediate. I received mulƟple 
calls, emails, and texts from each. They were 
hungry. In fact, I nearly bought a 4Runner from 
1000 miles away because the woman from the 
Toyota lot seemed to know EXACTLY what I needed. 
She was good. 

On the manufactured housing side, I received 4 
emails, 2 phone calls, and a text message...in total. 
That's 20 web lead forms submiƩed to sales 
centers, and 7 aƩempts to reach me. More than 
half of the lots that I contacted didn't even reach 
out at all.  

This industry cannot grow if it doesn't engage 
with prospecƟve home buyers. And to engage with 
prospecƟve home buyers, we have to follow up 
with leads. And follow up again. And follow up 
some more. And when we're really Ɵred of 
following up, we follow up again. Then one more 
Ɵme just to be sure. Then one last Ɵme because 
'what do you have to lose anyway'?  

SELLING MANUFACTURED HOMES IN 2024 AND BEYOND 

Selling, cont. on Page 7 
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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:________________________________________________________________________________________  
 
City_____________________________________________________ State_________ Zip:___________________  
 
Counties Desired: 1___________________________ 2___________________________ 3________________________________  
    
    4___________________________ 5___________________________ 

 

 
On a monthly basis you will receive: 
 Top 30 manufacturers statewide  
 Top 30 cities statewide 
 A five-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 
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CHECK OUT THE NYHA 2024 CALENDAR: 
www.nyhousing.org/events 
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Real Estate Agents Matter! 

Sell your park today with our trusted team. 

We want to earn your business! 

No listing required! 

All deals confidential! 

Long list of Qualified Buyers! 

Over 55 years of experience! 

FREE valuation of your park! No obligation! 

As interest rates increase, park values decrease. 

Let’s work together! 

Call your trusted adviser today: 

585-224-0100 x 202 

Fඈඋ ආඈඋൾ ංඇൿඈඋආൺඍංඈඇ, ඏංඌංඍ ඐඐඐ.උඈർඁർඈආඋൾൺඅൾඌඍൺඍൾ.ർඈආ 
ඈඋ ൾආൺංඅ Jൾඋඋඒ Cඎඋඋൾ ൺඍ ඃൾඋඋඒ@උඈർඁർඈආඋൾൺඅൾඌඍൺඍൾ.ർඈආ 
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Need some help with a follow up plan? No 
problem - here are some basic guidelines to get 
started. 

1. At first, let the lead choose the 
communicaƟon method: Start the process with the 
communicaƟon method the lead used. If they call 
you, call them back. If they emailed you, email them 
back. Same with text, Facebook messenger, etc. 
However, if they sent you mulƟple methods (on a 
lead form, for example), start with a phone call. 

2. Then, try all methods: If that first method 
doesn't work, try all others methods you have 
available. Call, text, email, FB messenger, IG direct 
messages, etc. are all great ways to communicate 
with leads. Don't assume that because they chose a 
certain method that they are unwilling to use 
others. The lead may have been siƫng in a waiƟng 
room so they sent an email, when in fact they prefer 
phone calls but couldn't make a call in that moment. 

3. Be persistent: We're all busy, and we are all 
constantly bombarded with aƩempts to contact us. 
You have to stand out in the noise if you want to get 
a lead's aƩenƟon. To get a decent shot at actually 
engaging with a lead, you need to try and reach 
them at least 6 Ɵmes. That's two emails, two 
phone calls, and two text messages. Remember, 
they asked you to call them. Don't feel bad for really 
trying to do what they asked you to do. 

4. Keep communicaƟng: If aŌer endless 
aƩempts at contact, you sƟll have nothing, save 
their contact info for future markeƟng 
communicaƟon. Every Ɵme you have a promo, sale, 
or some good looking new inventory, reach out to 
that person and let them know what you've got.  

Even if they don't buy, they may know someone 
who will and the constant communicaƟon will get 
you some referrals. 

Finally, if all the follow up feels overwhelming, 
try to simplify it for your sales staff. Create some 
templates for emails and text messages that they 
can use to send to new leads. When a new lead 
comes in, just copy, paste, change the name, and 
fire it off. In terms of lead follow up, something is 
always beƩer than nothing, so don't worry if your 
responses aren't perfect. They'll get beƩer as you 
do more. 

 

WriƩen by David Finney, the founder and owner 
of Bild Media, a digital markeƟng agency for the 
manufacture housing industry. He's spent Ɵme on 
the finance side of the industry, as well as 
markeƟng, and believes that manufacture housing 
is the next step for housing in the US.  

David Finney, BIld Media 
2943 Parkway Blvd #30, Salt Lake City, UT 84119  

Selling, cont. from Page 3 

NEED ASSISTANCE? CONTACT US AT: 
 

634 Watervliet Shaker Rd., Latham, NY 12110 
Phone: 518-867-3242   Fax: 518-867-3242 

E-mail: bob@nyhousing.org or kathy@nyhousing.org 
Website: www.nyhousing.org 

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

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

The current list can be found at: hƩps://www.nyhousing.org/news/aƩorney-recommendaƟons 
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NEWS & NOTES 
MH FEATURES PROMINENTLY DURING 

HOUSE OVERSIGHT HEARING  
 

On Jan 11, 2024, the House Financial Services 
CommiƩee held a hearing Ɵtled, “Oversight of the 
HUD and the FHA” with HUD Sec. Fudge as the sole 
witness. While the hearing covered a range of issues 
from housing affordability to housing supply, 
manufactured housing played a key role throughout 
the hearing. MHI briefed commiƩee members prior 
to today's hearing to keep them updated on our key 
legislaƟve concerns. 

 Rep. Stephen Lynch (MA-8) asked the Secretary 
to discuss how zoning impacts first-Ɵme 
homebuyers entering the market. Secretary Fudge 
said that zoning limits housing accessibility and 
specifically pointed to manufactured homes as 
energy efficient and inexpensive to build, and 
argued that there should be incenƟves for 
communiƟes to encourage these types of homes. 

Rep. Rose (TN-6) drew aƩenƟon to the cost 
savings of MH relaƟve to site-built homes, but said 
he was concerned by lack of progress in rulemaking 
for manufactured homes and the slow rollout of 
new HUD Code revisions. Further, Rep. Rose asked 
the Secretary how HUD planned to address energy 
efficiency standards in light of the Department of 
Energy’s (DOE) proposed standards that the 
Manufactured Housing Consensus CommiƩee 
(MHCC) rejected due to their negaƟve impact on 
home affordability. Secretary Fudge responded that 
HUD was required to collaborate with other federal 
agencies leading to the delays in the release of new 
HUD code revisions as well as ongoing negoƟaƟons 
over proposed energy standards. 

Rep. Norman (SC-5) pointed out inconsistencies 
in DOE’s proposal, specifically that the proposed 
standards would have no impact on the exisƟng 17 
million manufactured homes and suggested that 
DOE failed to understand how manufactured homes 
are constructed, and created rules that are not 
pracƟcally feasible. Rep. Norman asked the 
Secretary if they were required to take DOE’s 
recommendaƟons, to which Sec. Fudge noted that 

while HUD is the primary regulator, they do have to 
take other Agencies’ perspecƟves into 
consideraƟon. 

During Rep. Garbarino’s (NY-2) quesƟoning, he 
asked how HUD can support factory-built homes. 
Secretary Fudge complimented modular and 
manufactured housing, because it can go up 
quickly, is energy efficient, and doesn’t take a lot of 
manpower to construct. She menƟoned FHA and 
FHFA are now fully engaged and making progress 
to support financing manufactured homes. She also 
menƟoned the InnovaƟve Housing Showcase and 
how it displays the possibiliƟes with factory-built 
homes. 

 Several CommiƩee members requested that 
the Secretary report to the commiƩee on an 
annual basis going forward. MHI will conƟnue to 
elevate manufactured housing with legislators 
while working to secure exclusive HUD jurisdicƟon 
over all manufactured home construcƟon and 
safety standards, including energy efficiency 
standards – as Congress established 50 years ago.  

 
CONTINUE TO SUPPORT LEGISLATION TO REMOVE 

DOE AUTHORITY OVER MANUFACTURED 
HOUSING ENERGY STANDARDS 

 

In Dec 2023, the House Energy and Commerce 
Committee voted to pass the “Affordable HOMES 
Act” (H.R. 6421). The Affordable HOMES Act 
repeals Section 413 of the Energy Independence 
and Security Act (EISA) of 2007 and would ensure 
that the Department of Energy’s (DOE) final rule on 
Energy Conservation Standards for Manufactured 
Housing will have no force or effect.  

Halting implementation of the EISA’s flawed 
approach and re-affirming HUD’s long-standing 
exclusive control over federal manufactured 
housing standards is the best way to ensure the 
timely adoption of improved energy efficiency 
standards for factory-built housing in a way that 
preserves the availability of affordable 
manufactured homes for Americans. MHI has 

MHI, cont. on Page 9 
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The Consumer Guide to Factory-Built Housing 
is a fantastic resource to share with prospective 
tenants and purchasers. Buying a home is a big 
step! The facts and info 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 $1 each. 

You must make a min purchase of 25 Guides. 
For more info, please contact:  

Kathy@nyhousing.org or call 800-721-HOME 
 

prepared a series of talking points to support voting 
“Yes” on the Affordable HOMES Act. 

MHI supports the passage of the Affordable 
HOMES Act and asks you to show your support by 
going to the MHI Advocacy Action Center and telling 
your Representative in Congress to support the 
passage of the “Affordable HOMES Act” (H.R. 6421). 
Congress must hear from all sectors of the 
manufactured housing industry about the urgent 
need to stop DOE overreach.  

Connect with your Representative by following 
the simple steps on MHI's website. MHI wrote a 
letter that you can send by simply inserting your 
home address and clicking submit. 

MHI, cont. from Page 8 
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Print AdverƟsing* 
Housing Now NewsleƩer Full Page AD (7.5"x10") - Price: $500/yr  
Housing Now NewsleƩer Half Page AD (7.5" x 4 7/8" or 3 5/8" x 10") - Price: $250/yr  
Housing Now NewsleƩer Quarter Page AD (7.5" x 2 3/8" or 3 3/8" x 4 7/8”) - Price: $150/yr  
Housing Now NewsleƩer Business Card Sized AD (3.5" x 2" or 2" x 3.5") - Price: $100/yr  
 
NewsleƩer ads should be submiƩed in .jpeg or .gif format. You can use the same ad for all 12 months, or can 
switch monthly. Ads are due by the 5th of each month. 
 
*NewsleƩer adverƟsers can submit one arƟcle about your company for one Housing Now issue per year. 

Website- www.nyhousing.org 
We are conƟnuing our markeƟng efforts to drive more and more traffic to our new website. The conƟnued 
development of our comprehensive website offers more value to our members. One of those benefits is the 
ability to send leads to member websites, and that effort is conƟnuing to gain momentum.  By purchasing a 
web banner ad on our website, www.NYHousing.org makes it SUPER EASY for potenƟal customers to contact 
you!    
 
AdverƟsing opportuniƟes for our website are listed below for your consideraƟon:     
 
Website AdverƟsing 
 
Website Banner Ad - Monthly SubscripƟon             Member Price: $50/mo  
Website Banner Ad - Quarterly SubscripƟon         Member Price: $125  
Website Banner Ad - Yearly SubscripƟon                  Member Price: $500/yr  
 
Website banner ads should be no smaller than 300 x 300 px and should be submiƩed in .jpeg or .gif format. 

QuesƟons?? Call NYHA at 800-721-HOME or email Kathy@nyhousing.org 
 
Payment – you can now pay for adverƟsing with a credit card directly from our website, or an invoice can be 
generated for payment by check/money order. More info for adverƟsing and to pay with a credit card can be 
found here: hƩps://www.nyhousing.org/adverƟsing 

2023 ADVERTISING 
 OPPORTUNITIES AVAILABLE! 
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