
HOUSING NOW 
October	2024	

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. 

74th ANNUAL CONVENTION & TRADE SHOW 
October 16-17, 2024 at Turning Stone Resort, Verona NY 

For more informaƟon and to register, please visit: 
hƩps://www.nyhousing.org/events/ 
74th-annual-convenƟon-trade-show 

THANK YOU SPONSORS*! 
Champion Homes - AtlanƟc 
Champion Homes - Redman 
Champion Homes - Skyline 

Clayton Lewistown 
Commodore Homes of PA 
MHD Empire Service Corp. 

NaƟonal Latham Group, LLC 
RHP ProperƟes, Inc. 

Style Crest, Inc. 
TammacCorp 
Titan Homes 

UMH ProperƟes, Inc. 

THANK YOU EXHIBITORS*! 
Adams & Leclair, LLP 

Blevins, Inc. 
Champion Redman 
Clayton Lewistown 

Dura-Bilt Products, Inc. 
First Credit Corp of NY 
Haylor, Freyer & Coon 

MailFuze 
MHD Empire Service Corp. 

NYS DOS DBSC 
Ritz-CraŌ Corp of PA 

Schechner Lifson Corp 
Style Crest, Inc. 
TammacCorp 
Titan Homes 

Triad Financial Services 

REGISTRATION ENDS 
@ MIDNIGHT —> 

*as of 10-04-2024 
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MONTHLY MEET-UP: NOVEMBER 12, 2024 

WELCOME KRISTEL COLLINS 
NYHA OFFICE ADMINISTRATOR 

Welcome Kristel Collins, the new NYHA Office 
Administrator! Kristel started working for NYHA on 
September 30th. She has worked for one of our larger 
member communiƟes and lives in one of our 
member communiƟes. Kristel earned her paralegal 
degree online, and has worked for aƩorneys and law 
offices in the greater Capital District. Everyone will 
have an opportunity to meet Kristel at this year’s 
ConvenƟon, so make sure you introduce yourself! 

STREAMLINING SUCCESS: LEVERAGING SOFTWARE FOR EFFICIENT 

MANAGEMENT OF MANUFACTURED HOUSING COMMUNITIES 

Join us on Tuesday, November 12th from 11:00 a.m. to 12:00 p.m. for an informaƟve webinar session to learn 

about soluƟons that the partnership between MailFuze and Rent Manager property management soŌware 

has to offer manufactured housing communiƟes of the New York Housing AssociaƟon! 

Jason Trucano from MailFuze will share modern mailing soluƟons that can automate and simplify your 

community’s processes, allowing you to send mail directly from your office. MailFuze can print, fold, stuff, 

and deliver all your mailings for you—making their service a very effecƟve and efficient use of your Ɵme and 

money! 

Laura Morales from Rent Manager will explain all the benefits that come from using a powerful property 

management soŌware to streamline your community’s needs—from asset tracking and loan management to 

metered uƟliƟes and billing. Rent Manager’s customizable soluƟons—such as our integraƟon with 

MailFuze—and robust accounƟng features are key to an effecƟve and efficient business! 

Gain some valuable insight and new soluƟons to take your MH communiƟes to the next level. Reserve your 

spot today by visiƟng our website: www.nyhousing.org/events/member-meeƟng—-November-12-2024 

Kristel Collins 
Office Administrator 
kristel@nyhousing.org 
 
518.867.3242 * Fax 518.867.3245 
www.nyhousing.org * 800.721.HOME 

 

634 Watervliet Shaker Road 
Latham, New York 12110 
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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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Follow 
 

NYHousingAssn 
 

on Instagram! 
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Real Estate Agents Matter! 

You have seen the news, but in case you have not, the Fed cut rates by .50%! 

Mobile home parks are the best possible investment right now! 

Call your trusted adviser today: 

585-224-0100 

Fඈඋ ආඈඋൾ ංඇൿඈඋආൺඍංඈඇ, ඏංඌංඍ: ඐඐඐ.උඈർඁർඈආඋൾൺඅൾඌඍൺඍൾ.ർඈආ 
ඈඋ ൾආൺංඅ Jൾඋඋඒ Cඎඋඋൾ ൺඍ ඃൾඋඋඒ@උඈർඁർඈආඋൾൺඅൾඌඍൺඍൾ.ർඈආ 

Federal officials 
to cut interest rates by 

half-percent! 

FED LOWERS INTEREST RATES WTH SURPRISING JUMBO HALF-POINT CUT! 
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DOES THE CUSTOMER EXPERIENCE MATCH THE 
DIGITAL EXPERIENCE FOR YOUR HOME BUYERS? 

“We see our customers as invited guests to a 
party, and we are the hosts. It’s our job every day 
to make every important aspect of the customer 
experience a liƩle bit beƩer.” – Jeff Bezos 

Your website looks great. Ads and posts on 
your social channels are rocking. You are the king 
or queen of the mobile home internet. 

You've got the right inventory at the right 
price, and lenders are standing ready to buy some 
deals. Where is everyone? 

Does that sound familiar? 
I was looking at a client's markeƟng data last 

week, and I couldn't believe what I saw. This 
retailer is adverƟsing just like everyone else, yet 
their web traffic, phone traffic, foot traffic, and their 
SALES, are 2-3x the nearest compeƟtor. They get 
100s of leads per month, and hundreds of sales per 
year, at ONE STORE. They're geƫng all the business 
and adverƟsing no differently from anyone else in 
their market. 

What's the difference? It's their experience. 
Home buyers in their market know that they will 
get the best experience at this store, no maƩer 
what. That is their reputaƟon. Whether someone is 
buying a $75,000 single, or a $350,000 double, this 
parƟcular retailer will give them the best buying 
experience possible. Their markeƟng and 
adverƟsing may look like everyone else, but their in
-store experience feels VERY different. 

Do you want to get this kind of business in your 
store or community? Here are a few things you can 
do to improve the experience in your store to help 
you sell more homes: 

 

1. How's the parking?  

Take a look at the picture at the boƩom leŌ. This 
is from a Walmart parking lot. I chose Walmart for 
this example because they have the reputaƟon of 
having some of the most affordable items, much like 
our industry. Yet they actually have preƩy nice 
stores, all things considered. 

Do you see any gravel in that parking lot? Mud? 
Dirt? Or grass? 

Of course not. That is a paved, well lit, and well-
marked parking lot. There is no standing water, and 
the parking spaces are clearly marked. No one is 
going to accuse Walmart of creaƟng a poor 
experience in their parking lot. 

How does yours compare? This is important. 
Your buyers are shopping at Walmart, so they're 
making the comparison. When a potenƟal home 
buyer steps out of their car, your parking lot is the 
first experience they have. What does it say about 
your business? 
 

2. Home buyers are comparing you to EVERYONE  

Did you know that Apple has a 55% market 
share of smart phones, even among lower and 
middle income earners? This means that more than 
half of your customers use an Apple product, and 
it's VERY likely they've been to an Apple store. 
These stores are modern, well laid out, and are full 
of associates eager to help out anyone who enters 
the store. 

 Apple has an exemplary in store experience. In 
fact, Apple has the highest sales volume per square 
foot for any retail store in the United States, from 
auto dealerships all the way to luxury jewelry 
stores. They do this by creaƟng an environment in 
which the customer feels comfortable, welcome, 
and ready to buy. 

Customer Experience, cont. on Page 8 



 

Page 8 

Customer Experience, cont. from Page 7 

How does your lot or community office 
compare? Is everything laid out in an organized 
manner? Is everything easy to find? Are the 
associates knowledgeable and eager to help? Have 
you created an environment in which the customer 
feels comfortable and encouraged to buy? 

 

3. What's in a name, anyway? 
Everything.   

If you've ever been to a Starbucks (and who 
hasn't), you know that when they take your order, 
they ask for your name. And then when your order 
is ready, they write your name on your cup, and call 
you by your first name to come get it. 

They don't do this by accident. They do it so that 
every customer feels important, and feels as if the 
barista and everyone else in the shop personally 
care about them. The baristas have their first names 
on their uniforms too - this ensures that customers 
AND baristas are on a first name basis, making 
everyone more comfortable. 

The same can be done in a manufactured home 
sales center or community office. Learn everyone's 
name. Make sure your employees are telling 
everyone that comes in their name. Get everyone 
on a first name bases so that everyone that comes 
into your store is coming into a welcoming, 
comfortable, first name environment. 

 

4. Appearance MaƩers 

Does your sales team look the guy below leŌ, or 
the team below? Who would you rather buy from? 

 Cullman Liquidators may have the 'common 
man' image going, but customers of all 
demographics are more accustomed to employees 
and teams like you'll find at Chick-Fil-A. Don't make 
the mistake of thinking that simply because your 
buyers are buying affordable homes, that 
appearances don't maƩer. Appearances maƩer 
very, very much. 

 NaƟonal brands like Chick-Fil-A have set the 
standard for employee appearance and behavior, 
and anyone selling consumer products 
(manufactured homes included), has to rise to those 
standards.  

Our industry doesn't live on an island, all alone. 
The manufactured home buying experience is being 
compared to every other retail store the home 
buyer visits, and they're judging you by how well 
you treat them. Whether your customer spends 
their hard earned dollars at a coffee shop to get a 
laƩe, a sales lot to purchase a car, or a salon to get 
their hair cut, they are comparing those experiences 
to their home buying experience. If you're selling 
anything to modern buyers, you are being held to a 
very, very high standard. 

 As an industry, we are asking our customers to 
make the largest purchase of their lives, and we 
need to treat them accordingly. They should NOT 
have a beƩer experience purchasing a $2 coffee 
than they do purchasing a $200,000 manufactured 
home. When they leave with a new home aŌer a 
great purchase experience, they will tell everyone 
about it. And that is what will really make your 
markeƟng, traffic, and your sales, pop. 

 
David Finney 
david@bildmedia.io 
hƩps://bildmedia.io 
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The US Dept. of Housing and Urban Development (HUD) published its’ long-awaited updates to the 
Federal Manufactured Home ConstrucƟon and Safety Standards (HUD Code) in the Federal Register on 
September 16, 2024. Recognizing the manufactured housing industry’s conƟnuously innovaƟve efforts, the 
updates eliminate the need for “AlternaƟve ConstrucƟon” processes for a number of in-demand features.  

MHI’s Dr. Lesli Gooch applauds “the administraƟve waiver for the producƟon and immediate delivery of 
in-demand 1 to 4 unit manufactured homes as a vital move toward addressing housing challenges in high 
density areas.” MHI is concerned about the Ɵght 180-day Ɵmeline to enact these substanƟal new changes, 
including 74 updates to reference standards, 16 new standards, and 3 regulatory text changes. 

The proposed revisions and updates to the HUD Code are criƟcal. They clear out the backlog of items 
previously approved by the Manufactured Housing Consensus CommiƩee (MHCC), which have been pending 
HUD approval and implementaƟon for years. To avoid future backlogs, MHI urges HUD to provide more 
regular updates to the HUD Code to alleviate construcƟon challenges and streamline aƩainable 
homeownership naƟonwide.  

Note: The amendments will be officially published in the Federal Register on September 16, 2024, when 
the 180-day implementaƟon period begins. 
 
You can look up the proposed changes in the Federal Register by visiƟng: hƩps://www.federalregister.gov/
documents/2024/09/16/2024-20545/manufactured-home-construcƟon-and-safety-standards 

PROPOSED CHANGES TO THE HUD CODE ANNOUNCED 

NEWS & NOTES 
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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 

COMING EVENTS 
Oct 16  21B & mechanics  Turning Stone Resort, Verona NY 9 am - 4 pm 
 
Oct 16  NYHA Board Meeting  Turning Stone Resort, Verona NY  1 pm - 4 pm 
 
Oct 16-17 74th Annual Convention Turning Stone Resort, Verona NY 
 
Oct 18  3-Hour Continuing Ed  Turning Stone Resort, Verona NY 9 am - 12 pm 
 
Nov 12  Monthly Meet-Up  Remote    11 am – 12 pm 
 
Dec 10  Monthly Meet-Up  Remote    11 am – 12 pm 

NYHA MEMBER BENEFIT! 
 

NYHA members have a centralized locaƟon where they can list items for sale, adverƟse current job 
openings and post general announcements that will benefit our members and your business on our 
website! 
 

This is the place to announce what you are looking for: whether you’re looking to purchase a retail sales 
lot or community, or equipment to run your business; or if you want to add to your workforce or even 
announce a new posiƟon available within your company - this is the spot to do it! 
 

www.nyhousing.org/job-opportuniƟes 
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Do your employees 
receive emails from 

NYHA? 
 

Visit our website at: 
www.nyhousing.org/

create-account 
to sign them up as a 

staff member of 
your company so 
they don’t miss 

important & timely 
information! 
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CHECK OUT THE MEMBERS ONLY PAGE: 
 

www.nyhousing.org/members-only 

21 S. Groffdale Road, PO Box 336 
Leola PA 17540 

(P) 717 656-2381  
www.eagleriverhomes.net 

Visit us on Facebook & Instagram 
 




