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I love publishing Mobilehome Magazine (2 years) and helping mobilehome owners.   
Previously I was the President and Founder of  COMO-CAL ( the Coalition of Mobilehome 
Owners - California) for seven years and  two years before that a volunteer for GSMOL. 
During those nine years I volunteered my time and that’s the way it should have been.  Now 
some have questioned that MHMag is a “for profit” endeavor.  One comment that I’ve 
heard from a leader of another organization:  “At least we don’t peddle a magazine for self 
profit!”    I have always been open with you and I will continue. Although I have no legal 
obligation to disclose any of the following information, I’d like to respond to this remark. 

First let me talk about COMO-CAL.  COMO-CAL in my opinion was very successful.     
I think most members would agree.  COMO-CAL helped and provided information to 
thousands of mobilehome owners.  What did it cost you?  The “net” cost was NOTHING. 
Actually it  saved mobilehome owners, over the years, more money than the sum of all the 
dues and donations received (because we were able to correct an illegal rent increase here 
in L.A. which resulted in thousands of dollars in savings for L.A. residents in 10 parks).

 Secondly,  I purchased the rights to MHMag from COMO-CAL, although MHMag 
was my idea and my own blood, sweat and tears. In 2011 MHMag published two issues, in 
2012 six, and six issues so far in 2013.  To date, that’s 14 issues of MHMag or about 75,000 
copies.  Not bad for a the “little engine that could.” Today Mobilehome Magazine is the 
number one source of information for mobilehome owners in California!

 So what has it cost mobilehome owners?  To date, MHMag has received $2009 for boxes 
of magazines (125/box at $25), $3687 in donations and $8157 in subscriptions for a total 
of $13,843.  About $3,000 from subscriptions are for future months which means 75,000 
copies of a terrific magazine cost you about $11,000 or 14 cents per magazine! 

This July, MHMag begins a terrific new chapter with our FREE LOCAL MAGAZINE.  
Initial distribution will be 15,000 copies in three local areas.  By 2014 we estimate 40,000 
copies a month in eight areas!   What will it cost mobilehome owners?  NOTHING!  By 
the way, MHMag has actually lost money, i.e. I haven’t yet made a profit.

I thank each and everyone of you!  None of this would have happened without your 
support, your time, your suggestions and assistance.    Please take a moment to pat yourself 
on the back.  Now all mobilehome owners have a chance to receive good information, 
at zero cost.  We are on our way.  The sky’s 
the limit in 2014 and future years!  And you 
were a part of it.  Go TEAM Mobilehome 
Magazine!

Frank A. Wodley, 
Editor & Publisher
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The #1 Source of Information for 

Many of you are receiving this complimentary copy of 
Mobilehome Magazine for the first time. Mobilehome Magazine 
is a one-of-a-kind magazine published every month exclu-
sively for owners of mobile/manufactured homes in Califor-
nia. First published in September 2011, approximately 75,000 
copies have been distributed to date, with the majority in the  
Los Angeles area. Beginning January 2013, Mobilehome 
Magazine has been distributed statewide, i.e. to owners of 
mobilehomes in California on a monthly basis. 

Dream Project of como-caL
MHMag is the dream project of the Coalition of Mobilehome 

Owners - California (COMO-CAL) - a statewide advocacy 
organization focused on providing the tools to protect mobile/
manufactured homeowners’ life style. First established in late 
2004, COMO-CAL provided information and legal services to 
mobilehome residents for seven years. Near the end of 2011 
COMO-CAL leaders decided to take a different direction, 
i.e. provide residents a low cost source of information, namely 
Mobilehome Magazine. As a consequence, we are now able to 
reach many more mobilehome owners.

There are other magazines in California; however they are 
often the voice of park owners and managers. Because resi-
dents in rental parks are often vulnerable to unscrupulous park 
owners, they need more. Residents need honest, accurate infor-
mation. They need to know they are not alone, and they need 
to know someone cares about them. MHMag is a source of 
important information to assist residents in protecting their life 
style and investment.

We are not in competition with any other group. Our main 
priority is to get information to you, to network mobilehome 
owners across California and to show you are not alone. We are 
there for you.

MHMag continues the tradition of COMO-CAL’s THE 
VOICE, rated as the best, most informative newsletter in  
California. In our latest web site poll (www.mobilehomemagazine.org), 
83% rated MHMag as terrific. Only by subscribing will you 
continue to receive the California edition of Mobilehome 
Magazine.  Don’t be left out! All information kept confidential.  

join Us toDay - sUBscriBe toDay!

Mobilehome Owners in California
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Information contained herein is intended to make the 
selling of a mobile/manufactured home less stressful.

The Manufactured Home Owners Consulting Services is 
dedicated to the promulgation of affordable housing in all 
of California.

The following Sellers Guide is offered for your convenience.

A GUIDE TO SELLING A MANUFACTURED 
HOME©

The foregoing is not intended as legal advice.

This guide, intended to facilitate the sale of a home in a 
land lease community, has been developed by Clay Harrison, 
founder of the Manufactured Home Owners Consulting 
Services.  Clay Harrison Resides in the Hillsdale Commu-
nity, Sacramento County, and is the past GSMOL Reg 11 
Mgr. 

The sale of a home in a land lease community is a private 
transaction, between the buyer and seller. It is a transaction 
in which no outside element has the right to intervene, influ-
ence, make a determination, or otherwise engage them. The 

normal course of buyer and seller interaction is protected by 
law, just as in any other act of commerce. 

The management of land lease communities has no author-
ity to inspect your home and space, and impose certain 
conditions, before you will be allowed to sell your home in 
place. That authority is vested entirely in the hands of the 
State Department of Housing and Community Develop-
ment or other appropriate authority. You should not allow 
yourself to be intimidated. 

Management’s use of a check list as a means of determining 
the condition of your home or space, and imposing condi-
tions to be met before sale constitutes interference. Such 
a practice gives management undue influence in a private 
transaction in which they should not be involved.

The sale of a home in a land lease community is no 
different, in terms of involvement, than the sale of a home 
elsewhere. 

Management MAY (it is not required), approve of a 
prospective resident of the community. PLEASE NOTE: 
THE DETERMINING FACTORS ARE STRICTLY 
LIMITED TO TWO AREAS ONLY. Those are: the ability 

Seller’s Guide by Clay Harrison
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to pay the rent (as of the moment, past credit history is not 
a consideration), and management’s ability to determine, 
based on prior tenancies, if the purchaser will obey the rules 
of the park. This burden falls entirely upon management. 
Not the buyer or the seller. 

FOLLOWING ARE SUGGESTED STEPS TO BE 
TAKEN BY THE SELLER OF A HOME THAT IS TO 
REMAIN IN THE COMMUNITY 

Keep in mind that from this moment on, all communica-
tion with management should be in writing. If any problems 
develop, your remedies will be greatly diminished by relying 
on, he said, she said. 

1. Read and understand, section 798.74 of the Mobile-
home Residence Law (MRL). Paying particular attention to 
sub-section (a). 

2. Deliver to management, in person, a signed notice to 
the effect that your home is about to be marketed, you are 
hereby requesting a copy of the new resident application, a 
statement of the rent to be charged to your buyer, and if you 
should complete a transaction of sale, this document consti-
tutes due notice in accordance with MRL 798.59. 

If management has a policy of inspecting homes on resale, 
you should also include a request for a written summary of 
any repairs or improvements that will be required. Pay close 
attention to MRL 798.73.5 paying particular attention to 
sub sections (b) and (c). 

3. Do not, repeat, DO NOT provide management with 
any information concerning the sale: Price, terms, method 
of marketing, or any other information. 

4. Do not under any circumstances, direct a buyer to 
management. Handle all of the details yourself. There will be 
time enough for the buyer to meet with management, after, 
but only after the sale has been fully consummated. 

5. Arm yourself with a PURCHASE AGREEMENT 
and Deposit of sale (from a stationary store, or write one 
yourself ). Be sure and get a deposit. If the buyer won’t 
provide a deposit, he/she is not a committed buyer. Be sure 
and include a clause in the purchase agreement that the sale 
is subject to the buyer being accepted as a resident. 

6. Gear all of your advertising so as to be shown by 
appointment only, do not name the park in the ad. Most 
parks have a sign at or near the entrance that warns the public 
to not commit to buying a home until they have checked 
with management. DO NOT BE MISLED BY THIS. And 
do not let your prospects be misled. Have your customers 
come directly to your home. These signs have the effect of 
causing a house hunter to visit the office, to inquire as to 
what is for sale in the park. Be aware that management in 
some parks are themselves engaging in the resales of homes. 
Management has been known to steer buyers to certain units 
only, and or, discourage a prospect on the basis of nefarious 
reasons. A buyer once reported to us that the park owner 

said: “we don’t want your kind living here.” 

7. In order to protect yourself and the buyer, execute 
and have the buyer sign, in triplicate, the simple form that 
requires management to notify you and the buyer, of accep-
tance in the park. (see 798.74) 

8. RESIDENT APPLICATION: Complete this form for 
the buyer, being very careful of the questions being asked. 
Some forms ask for bank account and credit card numbers, 
previous mortgage payments and mortgage company, a net 
worth statement, as well as other confidential information, 
that are of no concern to the park. Simply mark these: “non 
applicable” or NA. 

9. Read, and understand MRL 798.39 and explain to the 
buyer that management can levy a security deposit, in an 
amount not to exceed two month’s rent, and that it is refund-
able following a 12 month period during which the rent is 
paid in full, when due. The deposit can be in addition to 
the first month’s rent, and can only be charged on or before 
initial occupancy. Which means management cannot collect 
it as an afterthought. 

10. You are now ready to escort your buyer to the office. 
Do not, REPEAT, DO NOT, send your buyer to the office 
without an escort. Chances are the buyer is just as naive as 
we all were when we first moved into a park and will be 
subject to intimidation by management. 

11. Either in step two or seven above, you and the buyer 
should have received copies of the rental agreement, the 
park’s rules and regulations, and the MRL. Please note that 
in accordance with 798.15 of the MRL, these documents 
combined, constitute the rental agreement. The buyer should 
read the rental agreement very carefully. If he or she cannot 
understand it, they should have it explained by a competent 
person, preferably an attorney. 

12. Please note: MRL 798.74 (b), allows for a fee to be 
charged to obtain a credit report. If management charges 
such a fee, that fee must be credited to the first month’s rent. 
AND, the burden of obtaining a credit report falls entirely 
upon management. 

SPECIAL NOTE: It is assumed that you have assessed 
the sale value-not your emotional value-of your home. You 
have, to the best of your ability, learned what comparable 
homes, in your park, have recently sold for. And how much, 
if any, the rent was increased for the new resident. If the rent 
will be increased on your space-you received this informa-
tion employing steps two and seven-you have what is known 
as vacancy de-control. Vacancy de-control has the effect of 
causing depreciation of value. For every $10. increase in 
space rent, the home depreciates $1,000. 

That about sums it up. Questions or additional expla-
nation, may be directed to Clay Harrison 916 348 7262, 
seeclay@foothill.net 

Good luck and we wish you the best in your new location.
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Why Investors Like Warren Buffett Are Bullish on 
Mobilehome Parks

Frank Rolfe, NREI Contributing Columnist
The key to understanding mobile home park investing is to 

look at the raw power of affordable housing and how it relates to 
today’s consumer. The household income for 20% of all Ameri-
cans is under $20,000. That’s 60 million people.

Based on the government’s suggested ratio of housing costs to 
total income — about 33% — these families can afford around 
$500 per month. But the average apartment rent in 2010 was 
over $1,000 per month. So where can you live for $500 per 
month? There are only two options: low-rent apartments and 
mobile home parks.

So who wants to live in a mobile home? Just about everyone, 
as it turns out. Low-rent apartments have many characteris-
tics that tenants find appalling, including high crime, constant 
noise on all sides and above and below, no outside play space, 
inability to have a pet, and no sense of community.

Mobile homes, however, offer the chance to have privacy, a 

small yard, a pet, and a neighborhood feel much like a subdivi-
sion. A mobile home in a mobilehome park is infinitely more 
desirable than its multifamily alternative. Perhaps that’s why 
8% of all Americans already live in a mobile home.

Least exPensive form of DetacheD hoUsing

So how did mobile homes get so cheap? In the 1970s, the 
Department of Housing and Urban Development began to 
regulate the mobile home manufacturing industry and allowed 
many construction methods to reduce the cost of the product.

Still, the disparity between mobile home and traditional 
stick-built housing has a lot to do with the soaring value of 
stick-built, single-family homes. Mobile home prices rose over 
time, while the prices of stick-built homes skyrocketed.

As a result, a new mobile home costs less than one-third of its 
stick-built relative, or about $30 per sq. ft. Billionaire investor 
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Warren Buffett — who is known for his attraction to value and 
low costs — is the largest owner of mobile home manufacturing 
and financing in the United States. But that’s only half the story.

There is an extremely large and fluid secondary market for 
mobile homes, a market where homes often sell for as low as 
$1,000. Private owners as well as mobilehome park owners and 
lenders make these homes available through repossessions.

Consumers can access these homes through traditional news-
paper classifieds, signs on mobilehome park frontage, and word 
of mouth. When you factor in this secondary market, the price 
drops to as low as $1 per sq. ft. Mobile homes are, without 
question, the least expensive form of detached housing.

UnDerstanDing moBiLehome Parks

The other part of the equation in this affordable housing 
model is the mobilehome park. Mobilehome park rents remain 
extremely affordable, with the average rent in the U.S. around 
$200 to $300 per month. With a new home, the sum of 
mortgage and lot rent is around $700 to $1,000 per month. 
However, with used homes, this sum can be as low as $300 to 
$500 per month. Affordable lot rents are as important a part of 
the model as home prices.

Owners of mobile home parks make good money at rents this 
low. The average expense ratio for mobilehome parks is 30% to 
40% of the gross revenue. On top of that, mobile home park 
owners are essentially renting land, so that they do not have to 
save for expensive capital improvements.

Mobilehome parks sell for capitalization rates of 7% to 10%. 
As a result, the average park owner has no pressure to dramati-
cally increase rents. And when rents are raised, it is in affordable 
increments of $10 to $20 per month.

One of the bedrocks of the mobilehome park as an invest-
ment vehicle is the inability for most customers to ever leave. At 
a cost of around $4,000 to move a mobile home from point A 
to point B, few tenants can afford to move out even if they are 
unhappy with the product or the price. This locked-in tenant 
base is what enables park owners to enjoy phenomenally stable 
revenue figures, even in major recessions.

What can make this BUsiness moDeL go BaD?
Most people would agree that no customer, when offered a 

stick-built home or a mobile home, would opt for the mobile 

home. Mobile homes are desirable when compared to apart-
ments, but not when compared to brick homes in a subdivi-
sion. However, many investors sometimes forget this precept 
with terrible consequences.

In some parts of America, lot rents have been raised to levels 
in excess of $500 per month, so that the sum of lot rent and 
mortgage can be well over $1,000 per month. In this cost range, 
mobile home owners have many other housing options that are 
more attractive, such as stick-built homes and luxury condo-
miniums. As a result, they walk off and abandon their new 
mobile home. Their departure destroys the consistent revenue 
model of the park, and may even jeopardize its ability to hold 
firm on its rent level.

Continuing to provide affordable housing should be the 
primary aim of mobilehome park owners in order to avoid 
crossing into the danger zone of having to compete with more 
attractive housing stock.

concLUsion

The mobilehome park is an excellent investment tool when 
geared toward providing affordable housing. It delivers the 
lowest cost form of detached housing in the U.S. It enjoys 
extremely stable tenant bases due to the $4,000 hurdle to move 
a home.

Look for increased awareness of this investment niche as 
high-profile industry investors, such as Buffett and Sam Zell, 
continue to build awareness for this sleepy, little-known invest-
ment option.

Frank Rolfe is the vice president of Cedaredge, Colo.-based 
MHP Investments & Leasing, the 39th largest operator of 
mobilehome parks in the U.S. with more than 4,000 lots. Rolfe 
has published several books and recorded CDs on the manage-
ment and turnaround of manufactured home communities 
with partner Dave Reynolds. You can reach Frank at www.
NicheInvestmentNetwork.com.

http://nreionline.com/finance/news/warren_buffet_bull-
ish_mobile_home_0415. Published April 15, 2011. Referred 
by Michael Spector, Pacific Palisades

Editor’s Note:  This article is only a couple years old; however 
I question the dollar amounts.  They certainly do not apply to 
California.  The article does have some important points that 
are worth reading.
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Editorial -  GSMOL & MHMag Teaming?
 You may ask, “Why is the editor of Mobilehome Magazine 

writing about GSMOL (Golden State Manufactured Home-
owners League)?”  The answer is simple.  I’m writing because 
I’m a mobilehome owner in California and GSMOL is my 
representative in Sacramento.

In fact GSMOL represents all 750,000 mobile/manufactured 
home owners in California, whether we are GSMOL members 
or not.  What GSMOL does affects all of us.  As such we all 
have a responsibility to support GSMOL, be active and take an 
interest in GSMOL, i.e. knowing what the organization does 
and what is happening with it. 

history of gsmoL
GSMOL has been the “go to” organization in California for 

over 50 years.  They represent you and me in Sacramento and 
much of the Mobilehome Residency Law has come from their 
efforts.  Their mission is “to promote the general welfare of 
mobilehome owners in California.”  They have chapters around 
the state and are involved in local issues.  And of course we all 
trust GSMOL because of its longevity and accomplishments.  

  No mobilehome owner would question the fact we need a 
strong presence in Sacramento and help at the local level. We 
need to protect ourselves from bad legislation, usually spon-
sored by the park owners group The WMA, that would hurt 
mobilehome owners.    

one state organization?
GSMOL leaders have always felt that only one organization 

should represent mobilehome owners in California, namely 
GSMOL.  In fact, this is the feeling nationally, i.e. most states 
have only one state group. GSMOL leaders have felt “splinter 
groups” results in a loss of strength by dividing resources 
(members, assets, etc.).   Many would agree. I do not. 

my history of aDvocacy

Many know my history:  A GSMOL Chapter President in 
2002, an Associate Manager for GSMOL in 2003, the Founder 
and President of COMO-LAC in 2005 and COMO-CAL 

between 2006 and 2012 and the editor/publisher of MHMag 
since mid-2011. 

Why did I form COMO-CAL?  Much of GSMOL’s history is 
in Sacramento - new, better legislation and preventing bad legis-
lation.  However, I have always felt the key to helping mobile-
home owners is enforcement of the current laws and many 
share this view.  Today I also realize that mobilehome owners 
across California need good information; thus the emphasis on 
MHMag. 

aDvantage of more than one groUP

So what are advantages of more than one group: a) Competi-
tion can be positive.  For instance, take the competition between 
foreign and domestic auto makers.  Those willing to change and 
improve have survived. Those unwilling to change have failed. 
b) Both groups can serve the interests of mobilehome owners - 
GSMOL in Sacramento, and MHMag providing information 
and stressing enforcement. c) Both can support the other in 
many ways. For instance, we can offer “dual” membership so 
residents receive the benefits of both organizations - perhaps at 
the cost of one ($10 magazine/$15 GSMOL). 

 como-caL & gsmoL
Contrary to the perception of many, COMO-CAL and 

MHMag  over the years have supported GSMOL.  COMO-CAL 
participated three GSMOL Summits in 2008, supporting 
GSMOL legislation.  And we worked hard with GSMOL to 
defeat Propositions 90 and 98.  We sent out thousands of post 
cards asking Sacramento to support GSMOL efforts. We have 
attended many GSMOL board meetings and conferences.

It is also true that we questioned GSMOL’s employment of  
Maurice Priest as their Corporate Attorney and Lobbyist when 
he runs Resident Owned Parks (ROP, Inc.), the owner of several 
mobilehome parks.  Shortly after our article in COMO-CAL’s 
THE VOICE, Mr. Priest was replaced by Bruce Stanton.  We 
feel that change was good for mobilehome owners!

Ultimately we feel we have supported GSMOL as well as 
questioned them based on what we felt was best for mobilehome 
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owners.  We care enough to take an active interest in the “go to” 
organization in California.

to mhmag:  information is the key

Information is vital.  Without information there can be no 
action to improve our current status.  Mobilehome owners need 
a basic understanding of the law to know whether or not laws 
are being followed in their park.  The new mediation bill in 
Sacramento is a response to information (we realize enforce-
ment is lacking, so we are working to fix it). How can we fix 
things if we don’t know they are broken?

sUrvey in may 2013 mhmag issUe 
Our recent survey showed the great majority of mobilehome 

owners want Mobilehome Magazine and GSMOL working 
together for the benefit of all.  Remember the saying: Together 
we stand, divided we fall.  

Yes, many readers taking the recent surveys correctly observed 
there has been tension between GSMOL and MHMag.

• By the tenor of these survey questions it sounds like MHMag 
and GSMOL are fighting. If so, this harms the people they 
are trying to serve. This should stop, and it should stop now. 

• Attitudes of top GSMOL management would have to 
change ! Otherwise, many feel GSMOL is going to self-
destruct !! 

mhmag sUPPorting gsmoL
Anyone reading MHMag will see that we support a strong 

GSMOL. Last month we pledged to:

• Work with GSMOL to better serve all mobilehome 
owners. We will promote GSMOL as the “go to” advocate 
for their work in Sacramento.  

• We will continue to make suggestions in an effort to 
improve both organizations, and improve our working 
relationship.   

Recently we have been supporting GSMOL legislation: 
AB510 - the Condo Conversion Law and write about 
GSMOL activities (Santa Cruz Conference). And we are very 
pleased that GSMOL is sponsoring AB 1205 (Wieckowski) - 
Manufactured Housing Mediation Program.

moBiLehome magazine getting stronger

Fortunately, today, Mobilehome Magazine is getting stronger. 
Residents are supporting our efforts to get information out and 
beginning July we will be printing over 20,000 magazines.  We 
are now the NUMBER ONE source of information for mobile-
home owners in California.  Thank you all for your support! 

sUrvey resULts sent to gsmoL LeaDers

Last month, the May issue of MHMag  was mailed to all 
GSMOL leaders, including the Board of Directors and all local 
managers (40 total).  Why?  Specifically so they would be aware 

what the average JOE MOBILEHOME OWNER wants.

The average JOE Mobilehome Owner wants the best service 
possible at the least cost.  JOE wants us to work together, to 
communicate, to brainstorm, to be receptive, and to get along.

Letter to gsmoL BoD from mhmag

  Recently Mobilehome Magazine sent a letter to the GSMOL 
Board of Directors making several suggestions as follows.  My 
hope was it would be discussed at the GSMOL board meeting 
in Sacramento on April 24th; however it wasn’t.  Hopefully 
GSMOL leaders will conclude that it is in their best interest to 
work with Mobilehome Magazine.  We are not a threat and can 
actually help them grow their membership.  

• Read the Survey in the May MHMag and be aware 
what mobilehome owners want from GSMOL and from 
MHMag.  They want us to work together and stop working 
against each other.  

•     Recognize Mobilehome Magazine as a force in California. 
Beginning July, MHMag will be publishing over 20,000 maga-
zines monthly.  (GSMOL could be a contributor, especially with 
articles about their work in Sacramento).   As a consequence, we 
reach more mobilehome owners than all groups combined with 
important information to help them protect their investments 
and lifestyle.

•  Work directly with MHMag.  That means open 
communication, sharing information and respecting our views. 

• Although we will always be independent, GSMOL 
and MHMag need to show mobilehome owners that we are 
working together.  Perhaps exchange articles in the Californian 
and MHMag.  GSMOL could submit a one page, 600 word 
article about GSMOL and their current legislation.  Likewise, 
I would like to submit a 600 word article about Mobilehome 
Magazine.  

• Perhaps offer current readers/members a discounted 
rate to join/subscribe.  Both have potentially thousands 
of new members/readers.  That is a WIN-WIN-WIN.  
GSMOL wins, MHMag wins, and those we serve WIN!

What can yoU Do?
Please support our efforts to help GSMOL gain new member-

ship.  This could be a “new day” for advocacy in California if 
both organizations could see the benefits of teamwork.  Let 
GSMOL leadership know what you want.  

If you are a GSMOL member or just a MHMag reader, write 
or email me (Frank Wodley, P..O. Box 3774, Chatsworth, CA. 
91311 / fawodley@yahoo.com) indicating you support this 
effort and I will forward your letter/email to GSMOL leaders. 

Editorial by Frank Wodley, Editor/Publisher Mobilehome 
Magazine.   
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I have long written about trust, advocacy, ethics, and apathy.  
Why? Because trust is the foundation of advocacy, i.e. without 
trust there would be no advocacy.  And without the trust of 
members/readers,  advocates have no power. 

Trust is an individual decision, i.e. you might trust someone 
who your neighbor does not. The AARP recently conducted the 
following survey:  Who Do You Trust?  The results are displayed 
at the right.  

So why am I writing about trust?  Because I feel apathetic 
mobilehome owners sometimes trust without really having 
facts.  So I have found the following Thirteen Behaviors that 
Lead to Trust:  http://www.coveylink.com/documents/13%20
Behaviors%20Handout%20(without%20contact).pdf

Before you support an organization, take a minute and ask 
yourself if they exhibit these 13 behaviors.  We at MHMag 
believe we do.

The 13 Behaviors of High Trust Leaders are as follows:

1. Talk Straight. Be honest. Tell the truth. Let people know 
where you stand. Use simple language. Call things what they 
are. Demonstrate integrity. Don’t manipulate people nor distort 
facts. Don’t spin the truth. Don’t leave false impressions. 

“I look for three things in hiring people. The first is personal 
integrity, the second is intelligence, and the third is a high 
energy level. But if you don’t have the first, the second two 
don’t matter.” - Warren Buffett, CEO, Berkshire-Hathaway

“Real integrity is doing the right thing, knowing that 
nobody’s going to know whether you did it or not.”  - Oprah 
Winfrey

2. Demonstrate Respect.

 Genuinely care for others. Show you care. Respect the 
dignity of every person and every role. Treat everyone with 
respect, especially those who can’t do anything for you. Show 
kindness in the little things. Don’t fake caring. Don’t attempt to 
be “efficient” with people.

 “The end result of kindness is that it draws people to you.” 
- Anita Roddick, Founder & CEO, The Body Shop

“If people know you care, it brings out the best in them.”  - 
Richard Branson, Founder, the Virgin Group

3. Create Transparency. Tell the truth in a way people can 
verify. Get real and genuine. Be open and authentic. Err on 
the side of disclosure. Operate on the premise of, “What you 
see is what you get.” Don’t have hidden agendas. Don’t hide 

information.

“The people I have trouble dealing with are people who 
tend not to give full information. They purposefully leave 
out parts of the story—they distort facts.”  - Shelly Lazarus, 
CEO, Ogilvy Mather Worldwide

4. Right Wrongs. Make things right when you’re wrong. 
Apologize quickly. Make restitution where possible. Practice 
“service recoveries.” Demonstrate personal humility. Don’t 
cover things up. Don’t let personal pride get in the way of doing 
the right thing. 

“Watergate wasn’t so much a burglary as it was the failure 
to recognize mistakes, to take responsibility for them, and 
to apologize accordingly.”  - Jon Huntsman, Chairman, 
Huntsman Corp.

“What I call Level 5 leaders build enduring greatness 
through a paradoxical blend of personal humility and profes-
sional will.”  - Jim Collins

5. Show Loyalty.  Give credit to others. Speak about people as 
if they were present. Represent others who aren’t there to speak 
for themselves. Don’t badmouth others behind their backs. 
Don’t disclose others’ private information.

“If you want to retain those who are present, be loyal to 
those who are absent. The key to the many is the one.”  - 
Stephen R. Covey

Who Should 
You Trust?
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comPetence Behaviors
6. Deliver Results. Establish a track record of results. Get 

the right things done. Make things happen. Accomplish what 
you’re hired to do. Be on time and within budget. Don’t 
overpromise and under deliver. Don’t make excuses for not 
delivering.

“Get good people and expect them to perform. Terminate 
them quickly and fairly if you make the wrong choice.”  - 
Bill Marriott, Jr., CEO, Marriott Corp.

“There is no ambiguity around performance at Pepsi, 
which some people perceive as harsh. I see it as an impor-
tant and necessary part of how you operate. You can’t 
create a high trust culture unless people perform.”  - Craig 
Weatherup, former CEO, PepsiCo

7. Get Better. Continuously improve. Increase your capa-
bilities. Be a constant learner. Develop feedback systems—
both formal and informal. Act upon the feedback you receive. 
Thank people for feedback. Don’t consider yourself above 
feedback. Don’t assume your knowledge and skills will be 
sufficient for tomorrow’s challenges.

“The illiterate of the 21st century will not be those 
who cannot read and write but those who cannot learn, 
unlearn, and relearn.” - Alvin Toffler

8. Confront Reality. Take issues head on, even the “undis-
cussables.” Address the tough stuff directly. Acknowledge the 
unsaid. Lead out courageously in conversation. Remove the 

“sword from their hands.” Don’t skirt the real issues. Don’t bury 
your head in the sand.

“We strive to tell everyone everything we can. We want a 
culture with open dialogue and straight answers. In terms 
of our work with employees, we have been direct with them 
even when they don’t like the answer. Our goal is not to please 
everyone but instead for them to trust that what we tell them 
is the truth. You can’t work the tough issues we face unless 
everyone, starting with the senior team, trusts one another.”  
- Greg Brenneman, former CEO, Continental AIrlines

 “Leaders need to be more candid with those they purport 
to lead. Sharing good news is easy. When it comes to the more 
troublesome negative news, be candid and take responsibil-
ity. Don’t withhold unpleasant possibilities and don’t pass 
off bad news to subordinates to deliver. Level with employ-
ees about problems in a timely fashion.”  - Jon Huntsman, 
Chairman, Huntsman Corp.

9. Clarify Expectations. Disclose and reveal expectations. 
Discuss them. Validate them. Renegotiate them if needed and 
possible. Don’t violate expectations. Don’t assume that expecta-
tions are clear or shared.

 “Almost all conflict is a result of violated expectations.” - 
Blaine Lee

“An individual without information cannot take 

responsibility. An individual who is given information 
cannot help but take responsibility.” - Jan Carlzon, former 
CEO, Scandinavian Airlines

10. Practice Accountability. Hold yourself accountable. Hold 
others accountable. Take responsibility for results. Be clear on 
how you’ll communicate how you’re doing—and how others are 
doing. Don’t avoid or shirk responsibility. Don’t blame others or 
point fingers when things go wrong.

“Few things can help an individual more than to place 
responsibility on him and to let him know that you trust 
him.”  - Booker T. Washington

“Remember, when you were made a leader, you weren’t 
given a crown, you were given a responsibility to bring out 
the best in others. For that, your people need to trust you.”  - 
Jack Welch, former CEO, General Electric

character Behaviors
11. Listen First. Listen before you speak. Understand. 

Diagnose. Listen with your ears...and your eyes and heart. Find 
out what the most important behaviors are to the people you’re 
working with. Don’t assume you know what matters most to 
others. Don’t presume you have all the answers—or all the 
questions.

“We’ve all heard the criticism, ‘He talks too much.’ When 
was the last time you heard someone criticized for listen-
ing too much?”  - Norm Augustine, Former CEO, Lockheed 
Martin

“Nothing beats personal, two-way communication for 
fostering cooperation and teamwork and for building an 
attitude of trust and understanding among employees.”  - 
Bill Packard, Co-Founder, Hewlett Packard

12. Keep Commitments. Say what you’re going to do. Then 
do what you say you’re going to do. Make commitments care-
fully and keep them at all costs. Make keeping commitments 
the symbol of your honor. Don’t break confidences. Don’t 
attempt to “PR” your way out of a commitment you’ve broken.

“Trust doesn’t mean they tell you everything. It doesn’t 
mean they don’t posture. But it means if they say, ‘We will do 
this,’ they will do it. It is credibility. It is integrity.”  - Scott 
Smith, Publisher, Chicago Tribune

“Trust is established through action and over time, and it 
is a leader’s responsibility to demonstrate what it means to 
keep your word and earn a reputation for trustworthiness.”  
- Hank Paulson, CEO, Goldman Sachs

 13. Extend Trust. Demonstrate a propensity to trust. Extend 
trust abundantly to those who have earned your trust. Extend 
trust conditionally to those who are earning your trust. Learn 
how to appropriately extend trust to others based on the situ-
ation, risk, and character/competence of the people involved. 
But have a propensity to trust. Don’t withhold trust because 
there is risk involved.  (Continued on page 21 TRUST).
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a free LocaL eDition of  moBiLehome 
magazine? WoW!

I can hardly believe it! All we have to do is to help locate 
a resident homeowner in our Parks to distribute it. We can 
provide content for our very own allocated space.  This might 
suffice as our monthly newsletter and, for sure, increase our 
communication and unification with one another!  And we can 
make some money by recommending potential trades or service 
people who would benefit from advertising in our San Diego 
County area.

This opportunity could not have come at a better time for 
San Diego County Mobile home park residents! With the sad 
news that COMPAC (County Mobilehome Positive Action 
Committee) will no longer exist, we residents are losing a major 
link to GSMOL (Golden State Manufactured Home Owners 
League) our dedicated lobbyists in Sacramento. COMPAC was 
always an ardent supporter of GSMOL in San Diego County, 
and a distributor of information from Sacramento.

Your article “About Free Markets in Mobile home Parks” 
is truly and eye-opener: 50% profit or more, if you’re a Park 
Owner! That’s better than gold or oil. We in Chula Vista 
suffered the full blow of that kind of “buying power” as the park 
owners were successful in destroying our Temporary Rent Cap 
ordinance in 2011. By the way, this loss has had a devastating 
effect in Terry’s MHP, as our Park owner took over 5 houses and 
joyously jacked up the rents up (we’re a 55+ senior park - the 
residents either died or went to a nursing facility and could no 
longer pay the rent)!

Also, I really want to thank you for your article, “Amazing 
News from Donna”. I didn’t know there was such a law as “Title 
25”. Do I understand this is a State Law that requires park 
owners to protect home owners’ health, general welfare, decent 
living environment AND the value of their homes? How do we 
reach Housing and Community Development? Could this law 
apply to Park repossessed homes being sold for less than the 
“house next door”, listed at twice the price? Are there other laws 
or government offices that we should be aware of? Their contact 
information?

Thanks for all you do, and your professionalism! I’m glad 
to see, too, that you are trying to build bridges between park 
owners/mangers, other mobile home affiliations, and we home 
owners, in parks. Only good things can come from such an 
endeavor!

A happy subscriber,

Bill Schlegel, HOA President
Terry’s Park, Chula Vista, Ca

Lease vs month to month

I lived in my park with a rental agreement,  month to month 
rent.  When my husband and I decided to buy a larger house 
and replace an old one being sold by the deceased owner’s 
daughter, our new park owner had a fit because I wouldn’t sign 
a long term lease for the new place.  I told him I didn’t have to 
sign it because I was a resident even before he bought the park.  

After we placed the new manufactured house on the space, 
we were cleaning up and preparing to have porches and carport 
put in place but hadn’t moved in yet.  The landlord got hysteri-
cal and ran around saying , “You’ll never live in it until you sign 
a lease.”   It was kind of funny but it bothered us so we hired an 
attorney and he served him papers.  The owner was due in court 
at 10 a.m. and at 9:30 he appeared in my attorney’s office and 
threw up his hands and said, “Okay, okay, you win.”    

I never signed a lease and still haven’t after 27 total years in 
this park and after four owners.  I benefit every month from the 
rent control which was in effect then but is lost to those who 
sign leases.  A mobilehome owner in Santa Cruz

yoUr neighBor - my neighBor

  According to Random House Webster Dictionary a neighbor 
is first of all a person who lives near another person.  Now, 
you ask what is meant by near.  The most acceptable and most 
frequently used definition is, being close by or in the immedi-
ate vicinity.  Using these terms of defining what a neighbor is, 
let’s expand on the definitions and apply them to mobile home 
living.  As mobile home owners we certainly can relate to being 
a neighbor to probably several hundred persons.

        In your park as in mine, it is sometimes exasperating in 
the attempt to be neighborly.  We must however remember that 
we, although neighbors, will not always think alike.  I myself, 
being over 75 +, decided I could best adapt to a lifestyle that is 
suitable to a retiree.  Thus, an over 55 park.  I did not however 
expect the complacency that I have discovered in an over 55 
park.  I myself, like to keep active.  Presently I hold the position 
of vice president of Foothill Terrace Recreation Club.  Also I am 
a representative for 70 homeowners in my park.  In my spare 
time I, along with my wife, plan and execute a Sunday Social 
once a month.  Have you ever made plans, gone through moun-
tains of work, and practically no one comes to the party?  That 
is frustrating but however frustrating, we and other volunteers 
continue to do it because we are your neighbors, we ask for 
nothing, but we continue to give of our time to hopefully make 
life just a little better for you, “our neighbors”. 

        We all understand why a number of you either don’t or 
won’t attend park social activities.  I am directing this at you 
who never, and I repeat, never attend any of the park functions.  
Those of you who we understand have family nearby, you are 

Letters to the Editor
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younger than the rest of us and thusly have only the weekends 
to see and do activities with your loved ones.

        Speaking of neighbors, we at Foothill Terrace have a 
manager who refuses to participate in any park organized activi-
ties.  His reasoning being 
he will be bombarded with 
complaints from the resi-
dents and will not be able to 
enjoy himself.  I agree and 
he’s probably right.  On the 
other hand, what makes him 
think there will be complaints 
and why?  In my opinion he 
neither understands people 
of our age nor attempts to 
try.  We as resident/owners 
look to him to keep our park 
attractive in case for one 
reason or the other we are 
forced to sell our coaches.  
Incidentally, the economy is 
presently preventing us from 
recuperating our original 
investments in the park.  
We can understand this but 
we cannot understand why 
the existing laws allow park 
owners to raise the lot rent to 
a potential buyer.  You have 
the ability with your asso-
ciation and with the owners 
to phase this unjust practice 
out.  Remember Mr. or Mrs. 
manager you are our neighbor also as we are likewise your 
neighbors.

        Another dictionary definition for neighbor is a person 
who shows kindness to fellow humans.  Are you a good neighbor 
or are you just an acquaintance who just happens to live on 
the same street or in the same park?  When is the last time 
you walked next door or across the street to simply ask your 
neighbor how he or she is and is there anything you can do for 
them?  I am aware of how difficult that can be but after doing it 
a few times it will become easier.

        In summation, the Bible goes even a step above the 
dictionary and refers to all humanity as neighbors.  Can we 
dare doubt the “word”?   Embrace your neighbor for he or 
she might well be the last neighbor you will ever have.  Live 
your life as though it is the only one you will ever have.  
Enjoy life to its fullest.  Speak, listen and associate with your 
neighbors.  It will surprise you just how much you may have 
in common.  To you younger residents of a park, take an 
elderly person under your wing.  That’s what neighbors do!                                                                                          
Chuck    Zenisek,  Foothill Terrace MHP, La Verne                                                                              

                                                                                           

 can my conDo or homeoWner’s association 
ProhiBit me from instaLLing an antenna?   

As directed by Congress in Section 207 of the Telecommu-
nications Act of 1996, the Federal Communications Commis-

sion adopted the Over-the-
Air Reception Device Rule 
concerning governmental and 
nongovernmental restrictions 
on viewers’ ability to receive 
video programming signals 
from direct broadcast satellites 
(“DBS”), multichannel multi-
point distribution (wireless 
cable) providers (“MMDS”), 
and television broadcast 
stations (“TVBS”).

The rule is cited as 47 C.F.R. 
Section 1.4000 and has been in 
effect since October 14, 1996.  
It prohibits restrictions that 
impair the installation, main-
tenance or use of antennas 
used to receive video program-
ming.  The rule applies to video 
antennas including direct-to-
home satellite dishes that are 
less than one meter (39.37”) 
in diameter (or of any size in 
Alaska), TV antennas, and 
wireless cable antennas.  The 
rule prohibits most restrictions 
that: (1) unreasonably delay 

or prevent installation, maintenance or use; (2) unreasonably 
increase the cost of installation, maintenance or use; or (3) 
preclude reception of an acceptable quality signal. 

The rule applies to viewers who place video antennas on 
property that they own and that is within their exclusive use 
or control, including condominium owners and cooperative 
owners who have an area where they have exclusive use, such 
as balcony or patio, in which to install the antenna.  The rule 
applies to townhomes and manufactured homes, as well as to 
single-family homes. 

The rule allows local governments, community associations 
and landlords to enforce restrictions that do not impair, as 
well as restrictions needed for safety or historic preservation.  
In addition, the rule does not apply to common areas that are 
owned by a landlord, a community association, or jointly by 
condominium or cooperative owners.  Therefore, restrictions on 
antennas installed in common areas are enforceable. 

On November 20, 1998, the Commission amended the rule 
so that it will apply to rental property where the renter has 
exclusive use, such as a balcony or patio.  The effective date of 
the amended rule is January 22, 1999.  Brian Johnson, Davis
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Guidelines for Local Editions
You, your HOA, or any individual resident can make money.  

a.  Volunteer to distribute the magazine in your park.  Mobile-
home magazine will pay you 5 cents for each copy you distrib-
ute door to door.  That’s about $6/hour - about $10 for a park of 
200 spaces. b.  Help Mobilehome Magazine get advertising and 
MHMag will pay you up to a 15% commission on any money 
received.  That can amount to almost $1000 for just one ad (A 
full page back cover, 12 insertions in 12 months, costs $600/
month or $7200/year.  15% of $7200 is $1080)!  Certainly 
worth your time and effort.  One resident in Southern Califor-
nia has already made over $3,500!

heLP get aDvertising for mhmag

If you want to help MHMag get advertising, you need to 
request a “cover letter to advertisers” and the form “Intent to 
Advertise.”  Call Mobilehome Magazine at 800-929-6061 or 
818-886-6479 or email Frank at frank@mobilehomemaga-
zine.org to request forms.  Print your name on the bottom of 
the form (Referred by), then hand these out to businesses (a 
contractor, nursing home, a handyman, an insurance company, 
a landscaper or gardener, etc.) who may want to advertise in the 
magazine.  If and when the advertiser mails MHMag an intent 
to advertise form, MHMag will pay you a finders fee based on 
the size ad and number of times the business will advertise.  It 

could be several hundred dollars - for just a couple 
minutes of your time.

Refer to page 18 for an 
example of a typical cover 

letter to advertisers. 

What is the free LocaL eDition of mhmag?
It is a completely FREE smaller version (16 pages) of Mobile-
home Magazine (California) published monthly. It will be 
FULL COLOR, with advertising, and valuable content. 

hoW can my Park get the free eDition

1. A resident in a park must volunteer to distribute 
the magazine door to door.

2. A local distribution network of at least 1,500 
spaces. 

3. Local resident leaders and advocates may supply 
the majority of content for each magazine in a MS Word 
document.  Suggestions for content:

a.  Initially, write about your park.  The park name, 
address, # of spaces, all age or senior, resident owned or 
you pay rent to a landlord, rate the park overall (1 to 
10), does the park have a resident manager. 

b.  Does the park have a resident group - recreational 
or HOA (home owners association)?  What are the 
leaders names and contact information?  Do they have 
meetings?  Do they publish a newsletter?

c.  What are the issues, beginning with the most 
important first?

d.  Tell anything that might be of interest to residents 
in other parks.

Send MHMag high resolution jpg photos of your 
park. MHMag needs high resolution jpg photos direct 
from a digital camera.  You can email these to MHMag.  

Perhaps a photo of the park entrance with the 
sign of the name of the park, or a photo of 

your clubhouse.  You be the judge. 

catching on

I thank all who are lending a hand 
to make the FREE Local Edition of 
Mobilehome Magazine a reality in 
their area.  Residents are stepping 
up and volunteering to distribute the 

magazine in their own park.  Some are 
leaving MHMag in neighboring parks to help 
grow out network. Others are busy approach-

ing local businesses that might advertise in 
the magazine.  Ultimately this is a team effort 
and will only suceed if we all work together.  

That is the key!  Already we have grown from 
5,000 copies a month to over 20,000.  And watch 

out for us in 2014!   Thank you all!  Job well done.
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The goal of Mobilehome Magazine is for every mobile/manu-
factured home owner in California to receive a FREE Local 
Edition of the Magazine.  How else will they be informed?  How 
else will they know about Mobilehome Magazine - California 
and GSMOL?  Remember:  Together we stand, Divided we fall.

DistriBUtion is key 
Without a network of resident volunteers in parks, there 

will be no Free Local Edition.  Why not?  Because it is just 
too expensive to both publish and mail.  That could cost as 
much as $400,000 per month!  And we are the “little train 
that could.”  We are working on a shoestring budget.

The key is YOU.  If you are reading this, please volunteer 
to distribute in your park.  If you want to earn a little, we 
will pay you equivalent of $6.00/hour.  Help yourself and 
help your friends and neighbors be informed.

my Park Doesn’t aLLoW soLicitation

Sure, we get it.  In fact most, if not all parks in California 
do not allow solicitation.  However the Mobilehome Residency 
Law Section 798.51 (a) 3 guarantees the right of any park 
resident to distribute information.  Mobilehome Magazine is 
INFORMATION!  

In fact our attorney has written:  Since the newsletter deals 
with issues relating to mh living, it falls within the protected 
speech of 798.50-52.  This does not constitute the type of 
“commercial solicitation” that parks can normally prohibit.  
Park Owners cannot willfully violate the MRL, nor can it be 
waived.  You should feel free to distribute this as you see fit, 
and take note of any attempts to stop it.

an examPLe of another magazine

Many of you might receive another publication, published by 
MHB Group - Custom Community Magazines since 1974. It 
has a color cover with black and white pages.  It contains adver-
tising.  Today the MHB Group distributes every month about 
90,000 magazines into about 400 different California parks.  
I’d guess that no manager has ever considered that magazine a 
SOLICITATION.  Why?  Because it is often used by manage-
ment; however in many instances, both recreational, Home 
Owner Associations and management use it together.  Why 
not?  It provides residents information. 

teLL Us if yoU have ProBLems

We are here to help.  Should you have any problems deliv-
ering MHMag in your park, please let us know.  Call Frank 
at 818-886-6479 or 800-929-6061.  You can email him at 
fawodley@yahoo.com.

areas for free LocaL eDition  
So what parks will begin receive the Local Edition in July?  

We plan on publishing four new magazines:

soUthern caLifornia

• Los Angeles (San Fernando Valley) - Chatsworth, Canoga 
Park, Reseda, Northridge, Mission Hills and Sylmar

• San Diego North - San Marcos, Vista, Escondido, 
Oceanside, and Carlsbad

• San Diego South - Chula Vista, San Diego, Santee, 
Lakeside, El Cajon

• South Orange County - Huntington Beach, Irvine, 
Santa Ana, San Juan Capistrano, Newport Beach.

• South Los Angeles - Carson, Harbor City, Long Beach, 
Paramount, Torrance

• Los Angeles - East.  La Verne, Rancho Cucamonga, 
Corona, Fontana, Riverside, and San Bernardino

• Central Coast.  San Luis Obispo, Santa Maria, Santa 
Barbara, Goleta, Oxnard, Ventura

• Hemet & Palm Springs.  Calimesa, Hemet, Yucaipa, 
Desert Hot Springs, Palm Springs, Indio

northern caLifornia

• San Jose  

• Sacramento

• North San Jose, Sunneyvale and San Mateo

• Contra Costa and Alameda

• Monterey and Fresno

• North Bay - Sonoma, Santa Rosa, Windsor, Petaluma, 
Napa, American Canyon, Calistoga, and Marin

Distribution is Key to SUCCESS
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Mobilehome Magazine
The #1 Source of Information for California Mobile/Manuf. Home Owners
We Promote Good Relations Between Park Owners/Managers &b Residents

P.O. Box 3774, Chatsworth, Ca. 91313

Dear Business Owner:

Thank you for your interest in Mobilehome Magazine.   This is our tenth year helping owners of mobile/manufactured 
homes (the first eight years as the non-profit Coalition of Mobilehome Owners-California), and our second year as 
Mobilehome Magazine (our first issue was published September 2011). 

By advertising in Mobilehome Magazine you are supporting the residents/homeowners in their desire to be informed 
about issues that affect their park, their homes, and their lives.    The magazine is not political, nor is it anti-manage-
ment.  Our goal is to have everyone abide by the Mobilehome Residency Law (MRL) and Title 25.   Education and 
communication are essential in recognizing and addressing the concerns and issues that impact the residents. Mobile-
home Magazine is unique in that it informs managers, park owners and residents about the law and promotes better 
relations among everyone.  
 
We have enclosed a page from our current magazine and "Intent to Advertise" form with a rate card.  Starting July 1st,  
we will publish  three local editions monthly:   San Marcos/Oceanside, San Diego and Sonoma as well as our usual 
California edition. Shortly thereafter we plan adding Orange County and the San Gabriel - Riverside area.  Every 
magazine is completely FREE.

While we develop our distribution networks, we are offering a 20% discount for the balance of  2013.  During this 
period, we will distribute at least 4,000 copies/month/area. We will distribute most parks door to door.   Our goal 
is 5,000 magazines per month distributed door to door on or before January 2014 in every local area.  We require 
payment only as advertising is published -  25 days prior to publication (June 5th for the July publication). 

Mobilehome Magazine is a unique, quality, full color publication residents love.  Plus we offer free, professional 
graphic design assistance should you need help with your ad.  Also, because we advocate for residents, the magazine 
has a longer shelf-life, i.e. your ad is seen several times.  Each and every magazine is displayed online at www.mobile-
homemagazine.org..  Soon we may offer another service - residents can click on your ad and go to your website! And 
remember, color advertising is 45% more effective than black and white.    

All in all, we offer competitive advertising rates, a long shelf life, online display and advertising flexibility in a quality 
publication.  Our readers love us and color advertising sells.  What better way to promote your business with folks 
who own mobile/manufactured homes?  We thank you for your interest in Mobilehome Magazine and look forward 
to serving you.  If you are interested in advertising, fill out the Intent to Advertise form and mail or e-mail it to us 
ASAP.  We hope to hear from you soon.

Thank  you,

Frank A. Wodley
Editor/Publisher, Mobilehome Magazine
Phone: 800-929-6061 / 818-886-6479
frank@mobilehomemagazine.org
www.mobilehomemagazine.org
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NEW PARK OWNERS
NEW LEASES

      I was asked questions concerning a park purchase and 
management’s request for tenants to sign new long- term leases. 
I am not a lawyer but I will be happy to share my findings, as an 
owner and builder of income property, and my experiences over 
my twenty-five years as a mobilehome owner’s advocate. 

    I have learned that a) mobilehome parks are unique income 
properties, because both the park owner and the mobilehome 
owner have large investments in the park b) that the legislature 
realizing this fact has passed special unique laws as to the park 
owner’s contractual duty to provide and maintain the standards 
and requirements of his Conditional Use Permit and c)  the 
permit which contains the park owner’s terms and conditions 
for his Permit to Operate a rental mobilehome park, and are the 
terms and conditions of the homeowner’s tenancy rights.

    At the time of a park sale the park owner must reveal to the 
future owner the standards and requirements of the Conditional 
Use Permit, so I believe this is a good time for the homeowners 
to find out from the California Department of Housing and 
Community Development (HCD) the governmental agency 
that is responsible for issuing and renewing the park owner’s 
Permit to Operate, what the standards and conditions are and if 
they have been maintained over the years.

     Keep in mind that when the park was constructed it was 
the park owner who requested the standards and conditions for 
operating a rental mobilehome park, and a new owner assumes 
the same contractual duty to provide and maintain, before the 
HCD Administrators can issue a Permit to Operate in the name 
of the new owner.

       As for the new park owner requiring the homeowners 
sign new long term leases, I believe the two most important 
Laws to consider are The Mobilehome Residency Law (MRL) 
and Contract Law.

        MRL 798.19.No rental agreement for a mobilehome 
shall contain a provision by which the homeowner waives his or 
her rights under the provisions of Articles 1-8, inclusive, of this 
chapter. Any such waiver shall be deemed contrary to public 
policy and VOID. 

       Contract Law (1) [4] (b).An “agreement” is the bargain 
of the parties in fact as determined from their language or by 
implication from other circumstances; A “contract’ is the total 
legal obligation resulting from that agreement.   

       Over the years there has been some confusion, because 
when the homeowner contracted to place his or her home 
investment in the park, MRL 798.15 required the park owner 
give a written rental agreement with “All other provisions 
governing the tenancy, MRL 798.15(h). But many park owners 

had their new tenants sign a lease that did not contain all provi-
sions of tenancy. The MRL provisions all refer to a rental agree-
ment but made it very clear, leases are subject to all the MRL 
rental agreement provisions. MRL 798.8.”Rental agreement” is 
an agreement between the management and the homeowner 
establishing the terms and conditions of a park tenancy. A lease 
is a rental agreement.

• MRL 798.16. The rental agreement may include 
other provisions permitted by law, but need not include specific 
language contained in state or local laws not part of this chapter.

• MRL 798.31. A homeowner shall not be charged a fee 
for other than rent, utilities, and incidental reasonable charges 
for services actually rendered.

• MRL 798. A tenancy shall not be terminated by the 
management only for one or more of the following reasons.

Contract law states, it is the legal obligation resulting from 
the required rental agreement (lease), so if annual rent raises was 
not a provision of tenancy in the required written rental agree-
ment (lease) one must go to other contract laws.

• Is the rent raise conscionable?

• Was “absence of meaningful choice’, as it was imposed 
after initial rental agreement has been entered into? 

• It may meet the class action requirement for “proce-
dural unconscionable”.

• May be considered one investor taking unfair financial 
advantage of the weaker investor? 

• Was there misrepresentation of the law, concealment, 
undue influence, intimidation or threats when asked to sign the 
required rental agreement (lease)?       

                Keep in mind it was the park owner who, when 
he wanted to convert his land into a rental mobilehome park, 
established the standards and conditions of tenancy, and had 
to maintain and provide, for his annual Permit to Operate be 
renewed. He was the one who had to give the homeowner a 
written rental agreement (lease), with all the provisions of 
tenancy. When selling the park the park owner should have 
revealed these facts to the prospective buyer. That any new park 
owner is obligated under these same terms and conditions of 
park tenancy.

Article by    Donna Matthews. Contact Donna through 
Mobilehome Magazine.



MOBILE HOME FOR SALE 

BY OWNER 
Reduced to $42,950 obo
All Age Park / Guest parking adjacent 

1972 Villa West in Valle Verde Courtyard, Chatsworth 
1248 sq. feet, 2 bed, 2 bath, Ultra Spacious Rooms 

Loads of closet space, newer evaporative cooler

Call Colleen at (818) 203-6175 
ColleenRK@excite.com
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249 N. Brand Blvd, #420  •  Glendale, CA 91203
818-793-8410  •  Toll Free 800-818-1635

FREE ESTIMATES!        CA License #843041

Thomas James 
Construction

Thomas James 
Painting

Roofing & Siding  •  All Types of Painting  •  State Wide Service  •  Interior & Exterior
No deposit required, always hire licensed contractors

Patios
Sidewalks
Carpentry
Brick Pavers
New Wood Patios
Stamped Concrete
Concrete Driveways
CA License #946491

Kitchens
Bathrooms

Pressure Cleaning
Reflective Coatings

Stucco & Texcoate Repair
Varnishing Walls & Cabnets

M
H
M
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GOLDEN STATE MOBILEHOMES
Doing Business in Your Area 

25 YEARS 

A reputation of professional service, 
integrity, honesty and reliability.

www.GoldenStateMobileHomes.com
Gary Ashe & Marian (818) 884-5000
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This & That 

“Farmers” and the Farmers logo are registered trademarks of the Farmers Insurance Group, Inc., 4680 Wilshire Blvd., Los Angeles, CA 90010. 
“Foremost” and the “F” logo are registered trademarks of FCOA, LLC, 5600 Beech Tree Lane, Caledonia, MI 49316. 

Insurance provided by a member of the Foremost Insurance Group, including Foremost Insurance Company Grand Rapids, Michigan and 
Foremost County Mutual Insurance Company. 8000095  11/12

Because There’s 
No Place Like 
Home

As your local Farmers® agent, I can offer 
you a Manufactured Home policy from 
Foremost® that covers your home and the 
things that are important to you.

 

d

Ronnette Cortez 
rcortez@farmersagent.com
805-525-1386 Phone
805-525-0280 Fax

a WorD aBoUt oUr aDvertisers

Our advertisers contribute 65% of all our income!  That 
means all subscriptions, donations, wholesale purchases, 
etc. amount to about 35%.  Without our advertisers, there 
would be no Mobilehome Magazine, period!  A special thanks 
to our loyal advertisers - Hughes West-Brook Insurance 
(Myron Hughes), Weibel Insurance (Scott Wilson), Golden 
State Mobilhomes (Gary Ashe), Farmers Insurance (Richard 
Susanto), and more recent advertiser  Farmers Insurance 
(Ronnette Cortez).  

If you appreciate Mobilehome Magazine and want to show 
your support, please take a minute from your day and give our 
advertisers a call, even if it is just to say “Hi, I appreciate your 
support of Mobilehome Magazine.” I’m sure our advertisers 
would be happy that you called!

mULtiPLe year sUBscriPtions

Check out our new subscription form on page 23.  We now 
offer multiple year subscriptions and give you a little $$ break. 
Subscribe for two years @ $27.50 or three years @ $40 and 
SAVE! Anyone who has renewed within the last three months 
can send us the difference to obtain the multiple year discount, 
i.e. $12.50 for one additional year or $25 for two additional 
years.  We thank you for your support!

reneWaLs

Your expiration date can be found on the top portion of the 
mailing label on the front cover.  We thank the many who have 
renewed and remind the others to get your renewals in soon.  

And please, if you are reading this, don’t forget we’re doing 
MHMag on a “shoe string” budget.  We welcome any dona-
tions you can send our way!  90% of the magazines sent out 
over the last year and a half were FREE.  Your donations make 
that possible!

steve moLski, a Passing 
Born in CT 12/26/25, grew up on a farm, married Loretta 

in 1945, had several small businesses for a few years, then was 
regional supervisor for Curtis Publishing until 1961, after that 
was in sales, advertising, and public relations until just recently. 
Lost Loretta after 65 years of marriage, had 5 children,  one of 
which passed away in 1970, survived by the other 4, Steve, Lisa, 
Phil, and Pam.

He was an avid pilot, had his commercial pilots’ license for 
33 years, owned several airplanes throughout the years, was a 
one-time dragster driver, and was always a champion for the 
little guy. There will probably be a big sigh from city hall (part 
sorrow and part relief ! ) when they hear of his passing. He 
leaves a big hole in many lives, with plenty of shoes to fill and 
will be sorely missed, but hopefully the memories will outlast 
the pain.

Editor’s Note:  Steve was my friend.  He lived in Chula Vista 
and I was able to visit him a few times.  Steve supported my 
efforts to help folks from the beginning.  I remember loading 
him up with newsletters (COMO-CAL’s The Voice) to distrib-
ute.  Steve was a strong advocate for his friends and neighbors in 
Chula Vista and often wrote articles about mobilehome issues 
in his area.  Yes, he will be greatly missed.  RIP Steve!
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A Dedication to My Family
Now that my advocacy is turning a page and Mobilehome 

Magazine is finally accomplishing a goal to reach many, many 
mobilehome owners, please let me reflect a moment.

My family has endured much over these last 10 years while 
I’ve been an advocate for mobilehome owners and I want to 
acknowledge their sacrifices and support here with my tribute to 
them.  My family is the joy of my life.  We moved to Chatsworth 
Mobilehome Park when my son Jason was three years old.  He 
began helping me distribute flyers for GSMOL when he was 
eight.  He plans to attend CSUN (Cal State Northridge) as a 
Biology major.   

My wife Rose has been the “constant” throughout, keeping 
me grounded.  And we are so proud our son Dylan, who now is 
a celebrity as a professional basketball player in the Philippines.  
I am grateful for your support these last ten years and love you 
very much.

Jason, my son / Rose, my wife
April 2003 at the start of my advocacy

Jason, my son (in the red) & his physics class
They won First Prize for their popsicle stick bridge 4/13

My son Jason (far right in white) & his friends at 
their senior prom May 2013

Jason, my son & his prom date, Angeline at the
Ronald Reagan Library  March 2013

My Family
Rose / Jason / Dylan / Frank

Jason’s 18th Birthday on February 13, 2013

My son Dylan Ababou 
plays pro basketball in the 
Philippines. He was high 
scorer at the All Star game in 
2012, scoring 45 pints, most 
for any rookie in the history 
of the All Star Game.  He 
now plays for San Miguel 
and recently injured his knee, so he has been in recovery the 
last several months.  Soon he will be playing the game he loves 
so much.  Good luck Dylan! 
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New to  ?
New SubScriberS

If you are a NEW SUBSCRIBER, please take advantage 
of this month’s offer.  Subscribe ($15/year) and receive our 
36 page Frequently Asked Questions Handbook (usually 
$6) FREE.  The Handbook is a must-have reference guide 
all mobilehome owners should have.  It gives simple to 
understand answers to many of your questions about the 
Mobilehome Residency Law.

reNewalS

If you already subscribe, the expiration date for your 
subscription can be found on the mailing label (front 
cover).  Please take note and renew on or before that date. 
DO NOT SEND ANOTHER APPLICATION.  But let 
us know if any of your information, especially your email 
address, has changed.  We will be sending renewal remind-
ers soon.

Our GuaraNtee tO YOu

Any paid subscriber who is not totally satisfied with  
MHMag can get a full refund (within 60 days of  your 
payment) by sending us a written request. Your refund 
check will be mailed immediately.  No one else offers you 
such a guarantee.

VOluNteer / DONate

There are many ways to volunteer:

a.  It is a big help when you volunteer to distribute 
MHMag in your park.    Remember the law allows the 
distribution of the magazine in your park, but only by a 
park resident.

b.  Volunteer to write an article of interest to other 
mobilehome owners - what’s happening in your park, 
successes you may have had, etc.

c.  We publish Mobilehome Magazine on a “shoestring” 
budget.  Last year we distributed 40,000 magazines and 
90% were FREE.  We appreciate any donations you might 
send our way and please know 100% of all donations go 
to support our efforts to educate and inform California 
mobilehome owners.

Above all, please read the magazine, tell your friends and 
neighbors about it, and help us expand and prosper...help 
us help you.  When you do we are able to help others as 
well. 

WE THANK YOU 
FOR YOUR SUPPORT!

Mobilehome Magazine Subscription Application (PLEASE PRINT)

NAME:________________________________________DAtE_________________________

 MAILING ADDRESS:__________________________PHONE NUMBER:_________________

 SPACE #__________CItY:_________________________StAtE: CA.  ZIP:________________

 SIGNAtURE OF APPLICANt:_______________________ E-MAIL:_____________________

 PARK NAME:___________________________SPONSORED BY (if any)_________________

	 	 I’ll	deliver	magazines	in	my	park
	 	 One	Year	Subscription	(mailed)	(12	ISSUES):	$15.00
	 	 Multiple	year	Subscriptions:		Two	Year	($27.50)	Three	Year	($40.00)
	 	 Donation	Amount:	$_______________	
										 	 		FAQ	Handbook:	$6.00	(delivered	to	you	by	first	class	mail)
																Thank	You!	Your	donation	helps	us	continue	our	work!

 INCLUDE	CHECK	OR	MONEY	ORDER	PAYABLE	TO	“Mobilehome	Magazine”	
MAIL TO: Mobilehome Magazine, P.O. BOX 3774, CHATSWORTH, CA. 91313-3774

THANK YOU FOR SUPPORTING MOBILEHOME MAGAZINE




