


15 minvutes with... Paul Bradley

Who Vice president, the New Hampshire Community Loan Fund, the innovative
non-profit that has created (through conversions) 72 resident-owned MH com-
munities (3,500 homeowners), about 15 percent of the state’s 460 MH commu-
nifies. Responsible for cooperative and residential loan portfolios worth $13
million and $7 million, respectively. Author and frequent speaker around the
U.S., promoting non-profit involvement in the MH sector.

Background Age 41, born and raised in Concord, N.H., attended UNH, grad-
uated in 1986 with a degree in economics. Traveled in Central America and
worked briefly as a commercial construction laborer (“hung a lot of doors,
nailed a lot orstuds and sheetrock, swept up a lot”) before signing on at age
24 as a co-op organizer with the start-up N.H. Community Loan Fund
(www‘rheloctnﬁmg.org}, a non-profit founded in ‘84 fo finance affordable hous-
ing. Starting with a $38,000 loan from the Catholic Sisters of Mercy, the Loan
Fund's first loan was to a 14-unit mom-and-pop MH community wiﬁ/ing to sell
to its residents, converting it fo a resident owned community named the
Meredith Center Cooperative. Today, he manages the Manufactured Housing
Park Program, which includes four service areas and a staff of 15 trainers, loan
counselors and program managers. He is also part of a small team, along with
representatives E‘om the Ford Foundation and CFED that is engaging non-prof-
its across the U.S. in the MH sector. Married 15 years, he has two daughters,
ages four and seven.

What's the latest news? We're about fo reach another milestone in New
Hampshire: 75 resident owned communities (ROCs) representing nearly 4,000
home sites. And our latest data shows homes in ROCs are selling faster—é0
days on the market compared with 83 days in the state’s investor owned com-
munities, and for an average of 12 percent more per square foot.

That's remarkable. What's the epr:mﬁon? The reasons cited by appraisers
and real estate agents include lower monthly site fees, long-ferm |{:|nd security,
the availability o?ui'h'ccfive purchase financing and a growing market recogni-
tion of the advantages of ROCs. Things that make basic economic sense, really.

Why does being a ROC make such a difference? In a ROC, rent increases go back into the park to improve the quality of life,
which in turn fosters an overall sense of community pride and investment. Homeowners can legitimately regard their homes as an
asset that at the very least will retain its value. And, as the tradifional market lenders have grasped this distinction, “home in park”
purchase financing, which is secured by mortgages in N.H., has begun fo surface. Cooperative ownership inoculates lenders from
the uncertainties of two very real risks: park closure and complete loss of the locin or a change of park ownership and excessive
rent increases which in effect strip equity from the homes.
Does this include financing for used MH as well? It does, and that's particularly exciting. Chris Stinebert [MHI president] and |
agree that purchase financing for used MH is vital. You've got o create lasting value for the homeowner and that's something the
industry is not managing well. Chris sees the magic of aftaining that goal.
Do you work with lenders to promote the availability of purchase programs? Yes. And the banks feel confident working through
our loan fund. None of the 72 ROCs have ever been in default. We have welcomed and openly facilitated lenders coming in and
looking ot what we've done. Example: we organized six banks who are buying our single-family paper after it's been seasoned a
rleat Not only does that recapitalize our loan fund, but it gives the banks actual experience in ROCs, encouraging them to offer
ome equity loan programs of their own. On the land purchase side, in the old days we struggled to get banks in on a 70-75 per-
cent LTV, Now we have lenders happy to do 85-90 percent LTV financing on senior mortgages for co-ops. As a non-profit, our
business model sounds counter-intuitive: If we were in business to make a profit, that wou?d %e disastrous, but we celebrate that
the banks are doing more, because that means it's becoming mainstream and it frees our capital to take on leading edge initia-
fives to benefit low and moderate-income homeowners.
Your biggest challenge this decade? Two come to mind: One, convincing park owners to see their homeowners as bona fide
commission-free buyers. I've seen commissions as high as $250,000 where the broker contracted with a park owner, then turned
around and sold it fo the homeowners. And two, overcoming the widespread bias that MH in a community setfing inherently
depreciates. Reviving aging communities in particular relies on public-private partnerships and such a belief hinders the formation
of such partnerships.
Can the New Hampshire model develop traction nationally? To a large degree, yes. Last November, The Meredith Institute, a
program of the Loan Fund, hosted a three-day symposium for 80 pecje from 16 states fo study the program’s 22-year history
and lessons learned. Plus, the CFED recently introduced the “Innovations in Manufactured Homes” fund (www.cfed.org) and has
already made grants to a dozen non-profits around the U.S. that are mostly using new manufactured homes in developments as
the centerpiece of programs to help low-income families. And that just scratches ﬁne surface. There are 50,000 community devel-
opment nc}:}n-profiis in the U.S. Until last summer, you could have counted on two hands the nonprofits who had programmatic
eftorts with MH.
Do you see a significant potential for MH builders to increase production through parinerships with non-profits? Very much so.
For example, we're building a new 44-site ROC here in New Hampshire, with public approvaﬂhq! we won without any bloodlet-
ting. And in Kentucky, the non-profit, Frontier Housing, is putting in a 34-home land-home subdivision with Clayton Homes pro-
viding the homes and technical assistance. There is tremendous potential for such partnerships.
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