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Selling your 
manufactured home 
requires a lot more 
than putting up a “For 
Sale By Owner” sign. 

The stakes are a lot higher and the smallest mistake 
can get expensive and cause stress. However, 
selling a manufactured or mobile home can be 
a beneficial experience when you have the 
right information regarding the process.

Learn more at
PiperCapitalHoldings.com



Determine 
your sales price

Here’s more about the pricing process:

Ask the Park Manager. Most of them know 
about what properties are selling for in 
your park.

Drive around the park. Look at other “FOR 
SALE” signs on similar properties. Call them 
up and ask questions. How long has your 
property been for sale? How many people 
have you shown it to? If they haven’t gotten 
a lot of calls, the property may be too 
expensive. If they have a lot of calls but 
no offers, then maybe there’s something 
physically wrong that doesn’t show well.

Go outside the park. But only look in parks 
with similar amenities and in the same 
condition. Manufactured home prices can 
vary greatly due to the condition of the 
surrounding homes and the amenities of the 
park.

Check websites that sell manufactured 
homes and dealers of used property. See 
what property similar to yours is selling for.

Drive other 
parks nearby

Review recently 
sold property 
similar to the one 
you are selling

Look at other’s 
“FOR SALE” in 
the park

Go Online 

PLEASE NOTE
Don’t get too excited if you’ve spent a great deal on fixes and 
renovations. Your $10,000 kitchen redesign may support the value, yet 
it won’t naturally imply that your home is worth an extra $10,000.
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Know your buyers

Where buyers 
found the property 
they purchased?

Age Restricted Family Parks

Mobile Home Park Classification

An age-restricted home park is 
typically for those with no kids.

Family parks are typically transitional 
housing or lower income levels.

Agent

Internet

Yard Sale,
Open Sign

Friend, Relative, 
Neighbor

7%

50%
33%

10%

32% of the 
Silent Generation 
contacted an agent

40% of Millennials 
looked online for 
information

10% of Millennials 
talked with a friend 
or relative

48% of Younger 
Boomers looked 
online for properties 
for sale

*According to the National Association of REALTORS®, 
America’s largest trade association, statistics show that 
50% of typical home buyers used a mobile device to 
search for properties online. While 33% of these home 
buyers asked an agent to help them sort through all the 
listings and find the homes that are most relevant to 
their needs.

Determine your 
sale price

Determine 
comparable 

prices

Objectively 
inspect your 

property

Set your 
price

Here’s more about the pricing process:

House buyers intently 
analyze the interior and 
exterior of your home, 
taking photographs 
and taking notes of 
its general and overall 
condition.

Take into consideration all of the above factors and then make a realistic, real world 
decision. The price you choose needs to be consistent with your goals. Are you leaving 
town in 2 weeks and want to have it sold before you leave? Then the price should be 
lower than the comparable ones in order to get attention. Are you ok with paying lot rent 
for 6 more months and want to get the value back out of the kitchen remodel you did 2 
years ago? THen you can afford to start at a higher price and adjust as needed.

Research recently sold homes in 
your park and the ones around 
you. This helps you calculate 
the properties’ worth based on 
current market values.

Fast Fact: 
Property sells faster in the seasons when people 
are most active. In cold climates, that’s spring 
through fall, in family parks usually when kids are 
not in school. In warmer states that is typically 
fall through spring. If you are trying to sell in an 
‘off-season’ be prepared to accept a lower price 
or take longer to sell.

Make Final Decision

Comparables

Exterior Factors
+ Structure
+ Age
+ Location
+ Property Site
+ Roof and foundation 
integrity
+ Gutters and siding
+ Exterior and condition
+ Neighborhood

Internal Factors
+ Square footage
+ Functional layout
+ Number and size of 
bedrooms, bathrooms, 
and kitchen
+ Included utilities
+  Health and safety 
accoutrements
+ Appliances
+ Interior condition
+ Structural integrity
+ Code compliance
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Generation Data:*
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It’s important that a buyer is able to visualize their future when they look at a property. 
Take down and put away personal photos, collectables, and anything that makes this home 
personalized.

It’s time to remove the clutter. Pack up knick-knacks and decor and store them in boxes 
somewhere else. This doesn’t mean pile boxes into a room in the home, consider getting a 
storage unit or leaving some boxes with friends and family. Counters and tables should be 
clean and neat.

After you’ve taken down pictures and decluttered, take nice photos of the manufactured 
home. You want to include every room and any extra areas like sheds, storage closets, etc. 
Kitchen pictures should show appliances, exterior shots should show the view from the curb 
as well as all 4 sides.

Declutter the 
property

Remove pictures & the like

Remove the clutter

Take nice photos
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+ Make visually appealing signs, flyers, and brochures.

+ Put the largest 
“FOR SALE” allowed 
by the park in front 
of your property

+ Get a flyer box 
and keep it full.

Market the Property
Often, property sellers don’t send the same marketing messages to everyone. 
Instead, they find out as much as they can about their buyers and target them 
personally. To do this, property sellers first gather huge amounts of information. 
So if you are going to sell a property on your own, you need to make it easy for 

buyers. Here are a few smart marketing tips to help you do that:

There are a lot of places you can find templates that will help you design attractive and 
effective signs, flyers, and brochures. Microsoft Office has several templates that you can 
use, you can also visit a free editing site called Canva at https://www.canva.com - just insert 
your information and images.

You can buy these 12”24” white or yellow plastic 
(disposable) yard signs at your local home improvement 
store. Make sure you can stand on the street and read the 
phone # on the sign. If they can’t read the sign they can’t 
call. 

Get a flyer box and keep it full. If you are out of town, 
ask a neighbor to check it every few days and leave some 
fliers with them so they don’t have to print new ones.

Ask if you can add the property to the “For Sale” binder 
in the office or post it in the community center on the 
bulletin board. Other smart places to post your signs are 
your local shopping centers, grocery stores, retirement 
communities, campgrounds, and mobile home parks 
especially if the home has to be moved.
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.

List your home with a photo in your local 
newspaper and weekly trade papers.

List your mobile home for sale online 
in as many places as possible.

Most local newspapers have a community or local section where you can choose a 
package for Ads. This will get the word out quickly and effectively with local reach 
online and in print. 

Here are some of 
the local newspaper 
where you can visit:

Here are some of the 
local sites you can 
visit:

PiperCapitalHoldings.com
Empower sellers and buyers with all the resources they 
need to sell or buy properties directly.

Craigstlist.com mhbo.com

ebay.com

zillow.com

With 50 billion pageviews every 
month, it’s easy to see why so 
many people choose Craigslist as a 
real estate hub.

A free service that allows you to list your home 
with photos. It has a nice layout and is super easy 
to use. You can view stats on the mobile home you 
are selling and keep an eye on price changes on 
similar mobile homes in your area for sale.

A popular online destination for buying and selling 
real estate of all types.

Whether you’re buying, selling, or browsing, Zillow 
has something for you. If you’re listing a home on 
Zillow yourself, you’ll receive access to a sales 
proceeds calculator, your home’s “zestimated” 
value, a local news feed, and tools to help you 
price your home accurately. 

mhvillage.com

trulia.com

Starts at $59.95 per single listing but 
is the nation’s largest and most active 
websites listing mobile homes for 
sale by owner. They offer free tools 
when listing your homes such as a 
seller’s guide and a free NADA Book 
Value appraisal on your home.

Another popular website for real 
estate listings.

8

Hold open houses regularly

Advertise the Open House

Do the Paperwork

Set up the Premises 
for the Open House

Getting your property seen is paramount to selling it quickly and easily. Set it up for a few 
hours during the weekend for the best results. Advertise your open house using the same 
ideas below.

If your mobile home is presentable-that is, well-cleaned from top to bottom, and situated 
in a high-traffic zone, you’re on your way to a successful open house. Attention to detail 
and execution will have the chance of a decent offer-maybe, even on the spot.

Compose colorful, descriptive advertisements 
and put them on the web classifieds, at any rate, 
seven days before their appearance. Don’t forget 
to post your open house on your social media, 
like your Facebook page, Instagram account, or 
Twitter account. Although promoting online is 
very important, do not forget the “old-fashion” 
methods too, like an ad in the newspaper as 
discussed previously in this booklet, or even 
postings on a famous store or bistro bulletin 
board.

A decent open house isn’t just about the vibe. It gets down to business too. Have leaflets 
and handouts ready that contain information on the property. Include recent renovations 
if you took some pictures of the before and after. Evaluation or appraisal reports, proof of 
major repairs and warranties, or proposals for future improvements/renovation are good 
if you have them. You should have a purchase contract ready to go if someone is prepared 
to make you an offer on the spot. And a receipt book if they want to leave you an earnest 
money deposit. Small personal checks are ok, never accept funds for more than the selling 
price, they are nearly 100% scams.

If they say they need to see if they can get financing, see if they will leave a small Earnest 
Money check and sign an offer contingent on financing. Just be sure to give the check 
back if their financing doesn’t come through.

In addition to decluttering and 
cleaning up your home and preparing 
it to be picture-perfect for the camera 
before you even put it available 
online, you can make some special 
arrangements for the open house 
itself.
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Be perky and cheery as you welcome every visitor who enters the property. 
Discover what they’re looking for and show your visitors why your property fits 
their requirements. Also, it’s important to not forget to get feedback. Ask your 
visitors what they think of your property and if they would think about buying it. 
A lot will dispute or be wary, however now and again they may choose to sit at 
the table and write an offer. It happens more frequently than you might think.

If you don’t get an offer after the 
open house, that doesn’t mean 
your events were not effective. 

Interact with 
visitors

The property buyers may be getting 
a pre-approval letter and sending 
you an offer a day or two later.

Tell your 
friends and 
family

Do not be 
Bullied. 
Know what 
your home 
is worth. 

Verify if your 
buyer has funds

Follow up with 
your buyer

Being timid is not an option! Let your friends, family, 
co-workers, and colleagues realize that your property is 
available to be purchased. Let your network work for you!

It is essential to not be 
bullied or harassed when 
you are attempting to sell a 
mobile home at a fair price. 
Then again, it is important 
also to not OVER DEMAND 
what your property is 
worth. You are looking for 
a reasonable - win-win 
offer that allows you and 
the buyer to get what they 
need.

Sellers regularly require confirmation 
of funds from a property buyer. Most 
sellers need to see proof that the buyer 
has an upfront installment payment 
before consenting to accept that 
buyer’s offer. A pre-approval letter is 
often enough. In every case, a buyer’s 
word is not enough.

On the off chance that 
you are happy to hold 
installments, make 
sure that the buyer is a 
completely honest and 
hard-working payment 
buyer. You are permitting 
this home buyer to claim 
a home without qualifying 
at a bank - because you 
are the bank.

Prepare Yourself
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Moreover, sellers regularly and 
consistently request proof of funds 
from a cash buyer. Never accept 
a personal check, always require 
certified funds from your buyer.
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This is a general information sheet 
regarding the seller’s data. The seller 
must gather everything from names, date 
of birth, social security numbers, work 
history, current employment information, 
financial balance information, and so on; 
similar to a background check form. You 
keep the original and your buyer doesn’t 
get a copy.

A bill of sale is proof that you’ve sold 
your mobile home to someone else. 
You and the buyer will need to sign 
this document and have it notarized.

Your buyer may request proof that you’ve 
paid your property taxes before the 
purchase. Gather this documentation 
before showing your home, so you’re 
prepared.

Depending on your state, you’ll need 
to get a mobile home title issued 
by your motor vehicle department. 
Just like you would with the sale of 
a vehicle, both you and your buyer 
will sign the title. The buyer will then 
register it under their name at the 
motor vehicle department.

A certificate of occupancy is issued by 
your local government agency or building 
department and certifies that the building 
complies with building codes, making it 
suitable for occupancy. This may or may 
not be required, depending on where you 
live, so make sure to check with your 
state.

If you’re selling a mobile home that 
resides in a mobile home park, you’ll 
need to follow your park’s rules and 
regulations for mobile home sales. 
Contact your park manager before 
selling your home to make sure 
you’re aware of what is required.

Seller Information Sheet Bill of Sale

Proof of Taxes

Mobile Home Title

Certificate of Occupancy Mobile Park Rules
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Finalize 
Documents
The sale of your mobile home requirements will depend on the state you 
live in, but mobile home sales usually fall under the class of motor vehicles 
if your home is on land you don’t own. Fortunately, this implies that the 
deal or sale will be generally effortless! Make sure to check with your state 
to determine the specific legal forms you’ll need.


