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B a n k- An unconventional path to unlocking
B wealth through Mobile Home Parks
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ENE€T-GE

RESENIGER

Jan
Konrad

Investor & WAREI Founder

Jan is an immigrant who came to this country with
nothing, studied hard, and finally attained the American
dream.... of a steady, corporate job. Or so he thought.

Jan eventually wised up and left the steady paychecks to
become a full-time real estate investor in 2017. Today, he
owns and operates a portfolio of 400+ cash-flowing units
around the country, plus a variety of active real estate
construction projects in Seattle. He is the founder of the
WA Real Estate Investing (WAREI) Facebook group,
where 23,000+ members in the Pacific Northwest
connect and share value every day. In his spare time,
Jan loves to stay active, travel 3-6 months per year, raise
hundreds of thousands of dollars for charities he cares
about, and teach real estate investing.



BEYOND

THE
BANK:

An unconventional path to
unlocking wealth
through Mobile Home Parks.

EN-GE

ELS

This will be YoU
if you listen
Learn the ‘ closely
realizing the goal of owning a \/
mobile home park investment. - {_

Review and discuss the details .
of a successful seller-financed
mobile home park deal.
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But before that, WHY MHP?

Uncorrelated Asset = Recession Resistance

1

2 {
s {
| T
s {

6 { Limited Supply = Demand and Price Growth

7 { Price/Rent Ratio

£y
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STEP 1 Declare
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STEP 1

Declare

SMART format

4

EN-GE



STEP 1 - Declare

Specific
Clearly State your Goal

SMART Format

Measurable
Ensure you can Measu

Attainable
Set Goals you know you can Achieve

re Success

Relevant
get Goals Relevan

Education

t to your Career or

ENT-GE
‘7 RHA



STEP 1 Declare

GOAL

EN-GE



STEP 1

Goal Reminder

EN-GE

Declare

Acquisitions Meeting

EQUAL HOUSING

«GROUP-

Monday, June 1 Oth, 2024
2024 Goals Reminder:
e Buy 200+ units
o Anything in our buy box
o Buy one every 6 months
e [p500k of assignments
o $125k average fee per quarter

Weekly Debrief:

10:30: Moment of Gratitude
10:33: Jan: Offers crafted last week: MHP: 8 New Offers Crafted SFR: 3
10:35: Teamn: Offers presented last week: MHP: 9 New Offers presented SFR: 3

10:40: Review Leads Input by Cold Callers: MHP: New Leads: 10 Jennie, Helen, SFR: Mary: 12

10:41: Leads Ready for Offer:

40:42: Leads that need more information (Status 3): —

10:42: Aya presents individual Activity by Team Member: Jan- 24, Erik - 10, Taylor -132, Devin - 159, Aya- 62
10:45: Review Marketing and Lead Plan (Taylor present Brokers, Devin present FB searches)

10:50: Review Parks Under Contract

11-11:30: Devin & Taylor: Lead Review and Making offers if Necessary

wor Tt TEUZ
c | © 2025 Rental
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Define

D = in WA staté purchase’
I n 42+ spaces
NOT on tagoon Of Waste Wwater rreatment plant

+iye Cashflow by
o u r $500K* profit within 10 years
out of state Purchase:

[
‘ r m A0+ spaces
e r I a 400,000 peop\e+ MSA (Metro S\at'\s\'\ca\ Area)

Median Home price: $150,000+

es
EMQ;Gf Median Home price: §150,000%

2(
©2025 Rent



STEP 3 ' Disseminate

1 - Cold Calling
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STE
P 3 Disseminate

Wwe would ke o ma
about your P
ite down email now

g afew quesﬁons nd my Do
_\Whatis the best ermnail 1 6a0 send that o7 W

. Greal! And can you confirm that {park address) is the ¢0 rect ddress

ease confirm {he name of your park? if you have the narne of the park @

fitis correct

_And can you P
m and confirm
[} Questions

read it10 the
Qualifyin
14- How many total gpaces are there inthe par\r.’?
i par\t has Mo an 10 spaces: ski e the park quest’mns
i park has 1es8 than 1 gpaces: sk next ques\'\on
m 1o expand the park? How M more homes coutd fit?
say: Thank you for your tirne but this park does

$500 Per Call
er
\s there any ro0
an 20 spaces: and NO room 10 expand\

\§ park has less th
park Quest

not fitour

Per Month

3- How many spaces

mes 0 the park do you own?
omes rent for?

park owned Home tot

4- How many
o Park ne
na wned Homes:

ons

rmally double that

al rent is no!

es aré enant owned \'\omas'?
i for Tenant d Homes’?

7- How much I8 gpace ¢ WNe
g- Does {he watet cormne rorn the ity of @ el?

40- Does the er cor trom CItY gewer Of septic
41- Who pays for Water!BeweriGar ge? \.ar\d\urd of

Last guestions: (lmgrtan;)
ould you pe happy 1o sell the pen'\f.?l
s \d close 0 60 days?

42 - \What price range W
What if you g real cagh offe that cou
at's althe informa! eed! just want 1o confiem:
1 city! state fral Code ‘mc\uded‘)
nformation to my bosS and

Tanks
Tenan\s‘?

onin
jast name ——— ?
i ? {MAKE SURET 0 GE
Ys pil pass the i

ENETGE
G

43 - perfech

g _ Yourfirst and 1@
. Your park's fult address 18
perfect, ¢thank you s0 much fof your time toda!
you soon with an offer:
e et ‘"‘"""""'S'SMeétinAQAI_ ol
. FOnRHA

he'll contaC



STEP 3 ' Disseminate

1 - Cold Calling
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STE
P 3 Disseminate

Di
rect Mai
a I I W 1 10 close
safe and affordable community- e
=Park Add\'ess**. gelling you park is ahuge decision-
— 5 O chosen us 28 the steward of their communities pecause
.90 cent
or $1 S per pOStCa d Tinin . when YO ve ready 're her
p er | ett er r Offer: exiple t€ u individ ds. No commissions or repairs
Buyer: we'll be happy connecty u with previou customers
To discuss a sale Of receive @ no—str\ngs—aﬂached offer, reach out directly yia text of
call at (253) 525—2‘\23, or email at '3an@wa—hous'\ng.cnm.
ard to heart gfrﬁ}n you §00M:

ENJ-GE



STEP 4 ' Dive into Deal

1 — Dive into the Relationship

Ly
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STEP 4 ' Dive into Deal

Valuable Things you can do for a park
owner before you ask them to tell you
about them and their motivations

* give a contractor

* help them fill a lot

e give contact for new homes

* a better insurance person/quote

e share an article relevant to the industry
* give rent report i

EN-GE



STEP 4 ' Dive into Deal

1 — Dive into the Relationship

Ly
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STEP 4 ' Dive into Deal

e[l ¢ Park Math

NOI/Market Cap Rate = Offer Price
NOI = Revenue - All Operating Expenses NOT including Principal and Interest
Occupied Spaces x Space rent x 12 months = Revenue
OPEX = Revenue x .6 (OPEX)
Rev - OPEX = NOI

NOI / Cap Rate = Value

EMGLGE; (b RHA
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4-5% CAP Rate
$100,000 per
space+
| : * In major market
— Wi \_ @ - Mostly all double wides
S BBy =T oW - Paved Roads
Fa | |- W0 Bniiemne., °© Curb and Gutter
- | Uniform Homes
e e * Amenities

ST = 5 e Landscaping
3 ey  100-300 spaces

ENeJ-GE -
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STEP 4 ' Dive into Deal

6-7% CAP Rate
$50,000 per
space+

* |In secondary market

* Newer singles/doubles
 Paved Roads

« Landscaping/Signhage
 40-100 spaces

e Clean

« Updated Ultilities

EN-GE
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STEP 4 ' Dive into Deal

4-5% CAP Rate
$100,000 per
space+

* In major market

* Mostly all double wides
 Paved Roads

e Curb and Gutter

e Uniform Homes

e Landscaping
 100-300 spaces

ENJ-GE -



STEP 4 ' Dive into Deal

e[l ¢ Park Math

NOI/Market Cap Rate = Offer Price
NOI = Revenue - All Operating Expenses NOT including Principal and Interest
Occupied Spaces x Space rent x 12 months = Revenue
OPEX = Revenue x .6 (OPEX)
Rev - OPEX = NOI

NOI / Cap Rate = Value

EMGLGE; (b RHA



QUICK MHP VALUATION CALCULATOR

purchase decision in which the value of the park is dependent on the income derived from POH rentals. Only capitalize Pad (aka Space) rents.

Instructions: Make inputs to Blue Text in white Cells only. Please recognize that POH rent SHOULD NOT be capitalized, and as such the "Total Net with POH Income" is only for your reference. Never make a

AT ACQUISITION

AFTER VALUE ADD (YR 5 EXIT)

Park Info Park Info
Cash Price OPEX Current Avg Occupled
: Pad Rent Acitionall  otal TOH fo) ied  Who Pays Annual Pad  Annual
Estimate Market ccupie o Fay. Expense
Address (iho pgys Pad Rents I:Dcr?ﬂme Pads 7etal Occ. @ Exit  Utilities  Ratio Im‘:; A'ijctr'e:;‘:' CAPEX
utilities?) POH Rent
~ 1$1,500,000 | Tenants (]| $500 40 Tenants (J
L e - owner O  $550 | $240 |43 40 43 43 rark®@ 40% $25 $50 | $60,000
| $1,800,000 ; RvV/POH 4 L0 RV
Cash Price Per Pad $34,884 pad = space = lot
D atio Annual NOI Estimation
SRS Nevantia hanse e * ; _ .7 Best Case Year 2 Year 3 Year 4 Year 5 Year 6 Year 7
Pad 0 PO Ratio WMl NoI NOI NOI NOI NOI NOI NOI

50% | $121,440

; 109,2 143,340
55%  $133,584 $121,440($109,296| $

$242,880 $242,880

$172,008

185,681 | $188,208 A $196,308 | $204,408 | $212,508 | $220,608

VALUE Estimation

CAP Rate Value at Value at Value at Value at Value at

on Pad Rents only 4.5% CAP 5% CAP 6% CAP 7% CAP 12% CAP
0,
SR $2,698,667 $2,428,800 $2,024,000 $1,734,857 $1,012,000
6.75%

Best Case Cap Rate: 100% Occupancy at Market Rents

Cash 9.56%
Cash w/ Fee 9.25% i i : :
3,185,333 | $2,866,800 | $2,389,000 i $2,047,714 | $1,791,750
Seller Financed  7.96% $3,185, $2,866, $2,389, $2,047, $1,791,
Seller w/ Fee 7.75%
Wholesale Fee $50,000

Yield on
Cost

11.86% 3NN $4,907,700 $4,088,160 $3,406,800 $2,920,114 $2,656,350

Seller Financed?

YEAR 7 EXIT VALUES

Cost Exit at
Basis 4% CAP

Exit at
5% CAP

Exit at
6% CAP

Exit at
7% CAP

Exit at
8% CAP

Monthly Operating KPIs

Revenue OPEX

As-Is PAD
As-Is w/POH
Best Case PAD
YR 7 Exit PAD

YWY 11$10,120
ULEH $e0m $3097 | 10.2% | 150
$ 23,890[FB0CCE 46,071 $5,874  19.58% 4

$30,640 PRI

PROVIDED TO YOU BY: JAN WANOT
EQUAL HOUSING GROUP + WAREI

Debt Serv.
$6,071

$6,071

Net
$4,049

$12,313

CoCR
13.50%

35.18%

DSCR
1.67

MHP Quick Analysis

Tutorial and Template

MHPARKACADEMY.COM

EN-GE



STEP 4

Dive into Deal

Cash OutPSATemp\ate H B &

File Edit  View nsert fFormat Tools Extensions Help

100% ~ Normal text & Times

Cash Out @ o e@m% I

I S A I e | outine

I I l I a 1 Headings you add 10 the document will <
b appeal here

or MHP | -

Eaqual Housing 7 LLC and/or assigns (“Buyer"} agrees 1© bay, and ¢ {Seller Full Namell
("Sc\\er“) agrees 10 sell, the real and persona\ property described pelow {the “Pmpen:y“):

1. PDescription: The Property is described a8 follows:

Street Address: {park Addressﬂ
Legal Description: i {Legal Descrigt’mn}}

Date of Mutual Execution of PSA (Raﬁﬁcntion Date):
Date all due diligence documents received from Seller (El’fe:t'we pate):
End of Due Diligence Pate (1 e vstl after Effective Date):

¢ Closin Daysiyafter End of Due Diligence Date):

Closing Date

::fyou also want a Seller
-(;r]anced PSA Template
join MHParkacademy cc;m

7. purchase price. HC Price ritten OQut 0!
Geller, Buyer may obtain 2 hard money ot commercial loan.

3. Closing Agent. The closing agent ghall be 2 {ocal Title and EscroWw Company ©F attormney
selected bY Buyer. The closing agent chall disburs® the earnest money b the closing and perform
any other duties agreed in Writing among Buyeh Seller, and the closing agent. The closing agent
shall not be liable, except for £ross negligenc® or intentional misconduct, for any mattel related 10
the paﬁarmance of duties 17 connection with this Agreement.

4, Earnest Money. Buyer will pay © fhe closing agent 8 deposit of Mmmm\im toward
the purchase price within 14 days of Effective Date of this a cement. At the end of the Buyers'
nspection period, pmv'\dsd Buyer, i its sole discretion has elected 10 pmcced, the Deposit shall be
credited @ the Purchase Price upon close of the {ransaction The decision 0 pm\:eed or not 1©

1o, NORZ

conditions, notify Escrow of its clection 10 to pmceed, then the Deposit shal forthwith be retumed
1o Buyer within 72 pusiness hours and all agxaemems (including. without Jimitation, this letter
EM 5 agyecm:m) petween Buyer and Seller with respect to the property all expire and terminat®

G/ 16&’ o out further liabili: Sty or obligation:
-

Buyer and Seller agree that should Buyer default O buyer’'s obligations under the Ppurchaseé
Agleamsm, then Escrow holder shall disburse {0 Seller all of the Deposit as \'\quidsted damages and

as Sellers’ sole and exclusive remedy. Buyer and Seller aggee that should Geller fail to convey the
ot the falt ¢ the Buverthe T ecraw Holdes il jmmediateh

Proneriy io R|umﬂmcn


https://docs.google.com/document/d/1tOQBOnD4U9ST91vL6ukwh4z8RH-tCIUckfMLXjVb5CU/edit?usp=sharing
http://mhparkacademy.com/

Q
O
=
O
=
-

STEP 5

WEEK

EN-GE




STEP 5

Diligence

TIME CONTRACTOR/COMPANY INSPECTING CONTACT

1 PM, 4/19 Home Electrical Services | Heating and Air  ELECTRICAL James, info@homeelectrical.net, 509-350-0055
11 AM, 4/19 A&N Plumbing and More LLC PLUMBING  Nathan, anplumbingbookke $69 travel fee- 509-679-6358

CONTRACTORS, INSPECTORS, SERVICE PROVIDERS, UTILITY COS
Catogoy | Compamy | Phone | Name | CommatNows

Hi, we are purchasing 126 4th Ave SW and plan to repair a lot of issues up front as soon as we close. Can you give us a bid by next for the following?

-Meed a bid to repair any faulty pedestals
-Meed to know condition and any repairs required to main service lines and a bid to fix them
- Any other problems we should be aware of and bid to fix them

Electrician Home Electrical Services | Heating and Air 509-350-0055 James, infu@hameele:trial April 19th, 10am walkthrough

Electrician Sageland Electric LLC VM

Electrician Hochstatter Electric 509-765-0254 Charge 5250

Electrician Homestead Electric 509-771-1318 His license only covers residential so he probably can't help - he will get back to me on 4/10 if he car
Electrician

Hi, we are purchasing 126 4th Ave SW and plan to repair a lot of issues up front as soon as we close. Can you give us an inspection and bid by next Monday for the following?

- Meed to inspect septic tanks and understand their current condition, any issues and how many years of operation they have left.
-Material, size, type of system?

Septic
Well

Excavating

Hi, we are purchasing 126 4th Ave SW and plan to repair a lot of issues up front as soon as we close. Can you give us a bid by next for the following?

-Meed a bid to repair any leaky or potentially problematic plumbing (check supplies/connections at every one of the 44 units)
-Meed to know what the main water supply lines are made out of

-Need to know what the main sewer line is made out of

-Any problems we should be aware of with main plumbing lines, and a bid to fix them

--Brief them on what we're doing: MHP investors, under contract to purchase this park. Our process is that as soon as close we want to repair safety and habitability issues immediately. And we want to get things operational so we don't have
to think about them for a few years. We want to improve the property. Main water line material, opinion on that, diameter main water lines and lines into the home. Need to inspect a sample of the homes (at least 10-20 minimum). What is
the riser type? Is there one? Plastic or concrete? Is there consistency? Insulation inside riser? |s there heat tape? Is there a shut off at each home? Any leaks or potential issues with what's underneath the home? The end result of this we need
is a bid, an avg cost per home to bring it up to an operational standard? Materials and labor the cost to repair should be? Go inside a few homes that are POH and see what the condition is (at least 4). Plumbing material inside? Any issues with
it? Underneath sink, any signs of leaking? We want to know status of homes we're going to own. We want to be able to sell those homes ASAP so how much would it cost to get them up and ready

Plumber Patriot Plumbing, Heating & Cooling, Inc. Meed to confirm with Sam before and they also charge. 550 travel charge, plumbing dispatch fee is &

Plumber A&N Plumbing and More LLC 509-318-2873 S60 travel fee

Plumber

Call paving company and get bid for filling any existing potholes VS a full mill/pave

Roads - Asphalt
Roads - Asphalt |
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LENDERS

Peoples State Bank

(715) 842-2191

920-431-3685

Pat Hire and Kevin lle kevin.ile@bankpeople.cor Sent Jan's financials on 6/7

Nicolet National Bank Michelle Sternard msternard@nicoletbank.c Sent Jan's financials on 6/7

Bank of Luxembourg 920 468 8400
American National Bank Fo» (920) 739-1040

Jake Dittmann 920-979-9655

Chris Missum (7?)

Gave us 2 options

cnissen@anbfc.bank Followed up via email 6/7

Term/
Int. Rate
Balloon
need appraisal cost, need specifics for 5 year fixed + 2 float A couple examples could be a 3
WILLC, what is the pre-payment {up to 5 years - year term fixed at 3.80% and a 5
pana‘.Ity? can do I/O fn:' 2 )NB?:B- if we refi, flexbile on this) year term at 4.10%.
20 year (checking on 693K
N ey 5 year term 4.31% fixed for 5 years (75%)
4.79% fixed 5 ith 20
call dane specifically back 200r 15 5 yoers e e D

Bay Bank (920) 490-7600 Chris Coppens LVM 6/1

Bank First (920) 469-0500 Matt Bookter LVM 6/1

First Federal Bank of Wiscol (262) 542-4448 Michael Berry Rob Michael is out of office until the 7th, LVM with Rob 6/1
Capitol Bank (608) 836-1616 Patrick LVM 6/1

Park Bank (608) 283-6821 608-278-2800 Someone will call me 6/1

Hi, we are purchasing a Mobile Home Park in Sturgeon Bay, WI. Would you please forward me to your commercial real estate loan officer?

Once on the phone with Loan officer:
- We are purchasing Carlton Heights Mobile Home Park for $925,000. Address is: 5707 W Carlsville Rd in Sturgeon Bay, W1 54235 and looking for a loan.

- We have credit scores in low 800's, a $20,000,000 portfolio of residential and commercial properties in WA state. We own and operate 2 mobile home parks that are VERY
similar to the subject.

1. Do you loan to out of state borrowers?

2. Do you have any similar assets in your portfolio currently? Mobile Home Park, RV parks or self storage (uncorrelated assets)

3. What would your ballpark rates and terms be on something like this? (We are looking for 75% LTV fixed for 5 years minimum})

How guickly can we get a terms sheet?

How quickly can we get a commitment letter?

Many banks want us to pay money before a commitment letter: our investors DO NOT allow this until we have firm terms.
Property Info: 44 spaces

43 Tenant Owned Homes (2 are being renovated)

1 single family home

New well installed in 2018, Well maintained septic systems (6 large systems throughout the park) with very regular service records
Lot rents at $295 currently, we will raise to $325

Year 1 NOI projected at $96,000

DSCR is at 2.09 assuming we get 25 year amo, 4.5% rate, 75% LTC



STEP 7 Dollars
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INVESTOR RETURNS

Exit Strategy Sale v Aggump‘tinns
Exit Year 5 - Total Capital Partner Ownership % 32.0%
Total Limited Partner Units 2

LP Ownership % Per Unit 16.00%
Share Value $185,000

Annual Return per Share 2022 2023 2024 2025 2026

Annual Return Per Share ($185000 Invested)

S I E P 7 Operating Upside $7.045 $17.,431 $19,150 $19,699 $20,525
Proceeds at Sale $0 $0 $0 $0 $171,220
Limited Partner Principal Payback $0 $0 $0 $0 $185,000
D I I Total Annual Returns $7.045 $17.,431 $19,150 $19,699 $376,745
O a rs Total CoCR 3.8% 9.4% 10.4% 10.6% 203.6%

Sale Year 5 - Limited Partner Investment Summary

Total # of Shares Purchased 1 2
Total Operating Upside $83,850 $167,700 $251,550
Share of Sale Proceeds $171,220 $342 441 $513,661
Total Return on Capital $255,070 $510,141 $765,211
IRR 20.7% 20.7% 20.7%
Total CoCR 137.9% 137.9% 137.9%
Annualized CoCR 27.6% 27.6% 27.6%




GCORITAG

Jan
Konrad

Investor & WAREI Founder
WAREI FB group:
Search WAREI in FB
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