





COURTESY OF NEW HAMPSHIRE COMMUNITY LOAN FUND

Florence Quast was the first president of the Souhegan Valley Manufactured Housing Cooperative in New Hampshire, which bought its 59-unit
manufactured-home community for $1.5 million in 1985.

and advocacy,” says Kathryn Gwatkin Gould-
ing, director of I’'M HOME. “The results so far
are promising. It’s amazing how a little sup-
port can unleash a chain reaction among prac-
titioners in this sector.” These relatively small
investments are getting traction, as evidenced
by a recent NeighborWorks America Sympo-
sium on Manufactured Housing, which at-
tracted over 175 participants.

A Case Study in Preserving Parks
Since helping to create the first resident-
owned manufactured-home community in
New Hampshire in 1984, the New Hampshire
Community Loan Fund has demonstrated a
clear preservation and asset- and community-
building strategy. Today, New Hampshire has
85 resident-owned communities (known as
ROCS). That represents 17 percent of the mar-
ket and 4,300 homeowners.

The New Hampshire model of resident-
ownership is a cooperative one. To acquire a
community, homeowners first form a non-
profit co-op in which each household has one
share and one vote. The co-op finances the
purchase by borrowing money from local
banks and the loan fund. This means that
homeowners do not have to take out individual
loans to buy in. Public subsidies are used for
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fixing unhealthy and unsafe water and septic
systems and deteriorating roads.

The services offered through the loan fund
include conversion training, technical assis-
tance, network leadership development, proj-
ect planning and support, financing and home
loans. The economic benefits of this strategy
were documented in a 2005 study by the
Carsey Institute at the University of New
Hampshire. Comparing homes in eight towns,
the study documented that sales prices for
homes in ROCs were 12 percent higher per
square foot than in comparable investor-owned
communities. Further, homes sold faster, and
rents, after 10 years, were lower in ROCs.

Florence Quast, a retired obstetrical nurse,
is a passionate advocate for the power of resi-
dent-ownership. The 69-year-old mother of
three was the first president of the Souhegan
Valley Manufactured Housing Cooperative,
which bought its 59-home community for
$1.5 million in 1985. “I think the owner was
shocked that we’d come up with the money.”

The New Hampshire Community Loan
Fund helped facilitate the financing of the park
in the growing southern New Hampshire city
of Milford, advised the residents on running a
cooperative and continues to offer assistance
and new products such as home improvement

loans and mortgages that are not available
through traditional financing channels.

“My proudest accomplishment is in helping
us become a co-op and buying the park because
it’s something people said we couldn’t do,”
says Quast, who travels nationally to speak
about resident-owned communities. “Twenty
years later, the co-op is still working. We are
united, so that anything that might affect this
community, we make sure we have a say init.”

Balancing Interests: Appreciation,
Preservation, Access
Increasing home values, preserving the com-
munity and supporting access for low-income
homebuyers may seem like competing goals.
But the structure of these resident-ownership
initiatives helps to minimize potential conflicts.
Communities work best when people are
invested in their homes and neighborhoods.
Homeowners invest in homes that hold some
promise of return on investment. It is reason-
able to promote asset-building as an objective
for this housing segment, especially since the
starting point is with homeowners, not renters.
With 17 percent of communities now resident-
owned and with a complementary single-
family loan program in place, home values in
ROCs are higher than those in similar investor-

www.nhi.org




owned communities, as documented by the
Carsey Institute study.

However, an individual homeowner’s de-
sire for appreciation in his or her home doesn’t
have to lead to an unstable neighborhood struc-
ture or windfall profits that result in the loss of
the entire community. Many resident-owner-
ship entities are nonprofit member organiza-
tions that have restrictions against any individ-
ual gaining from the sale of a home within the
community. These resale limitations can be
rooted in state law or effected through deed re-
striction. Such limits are a reasonable prereq-
uisite for public agencies that grant or lend vital
rehabilitation funds.

In fact, most homeowners are not interest-
ed in selling out. Generally, their primary objec-
tive is to have control over their communities.
“We bought this community to preserve it for
working families,” says Bob Cook, chairman
of the Souhegan Valley Cooperative.

The result is a model of conversion where
the land and community are preserved and
that supports affordable homes that perform in
the marketplace free of limitations (other than
residency restrictions.) So, then, how do we
counter the risk that house-price apprecia-
tion decreases access by low-income buyers?

As a general rule, in many markets, homes
in manufactured-home communities will tend
to remain affordable, compared to homes on
fee-simple land. For example, new manufac-
tured homes generally sell for about a quarter
of the price of new single-family units. Ac-
cording to the 2005 U.S. Census, median sales
prices for new manufactured homes were
$51,000, compared to $220,000 for new single-
family units.

Moreover, preserved resident-owned com-
munities can remain accessible to low-income
families as homes in these communities gain
acceptance as a homeownership asset from
low-income mortgage programs like the Amer-
ican Downpayment Dream Initiative and the
dozens of other demand-side programs.

Taking Resident Ownership to Scale
Access to financial resources is essential to
stemming the tide of mobile-home park clo-
sures, preserving the communities and build-
ing healthy neighborhoods with engaged citi-
zen leaders. The resources needed to achieve
community sustainability include policy ad-
vocacy, 105-percent community mortgage fi-
nancing and local training, organizing and
technical assistance. The park in East Naples,
Fla., might have been saved if residents had
been provided such resources. It was reported
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in the Naples News on December 9, 2006, that
the judge’s decision to deny the injunction was
based on the homeowners’ failure to show
proof that they “had access to $8 million dol-
lars needed to co-op the property.”

With the help of the Ford Foundation and
spurred by the New Hampshire experience,
leaders have begun to emerge to support the
development of resident-ownership infrastruc-
ture in other states. In 2005, the Meredith Insti-
tute—taking its name from the first ROC in
New Hampshire—was launched to educate
trainers and organizers in resident ownership.
In its first two events, 67 practitioners from 21
states have been trained. Contracts with USDA
and NeighborWorks America Training Insti-
tute will bring training events to Georgia and
Oregon in 2007. The national Manufactured
Homeowners’ Association of America conven-

tion in Minnesota in September 2007 will in-
clude training by Meredith Institute trainers.
Spurred by the success of the Meredith In-
stitute, the New Hampshire Community Loan
Fund developed ROC USA to carry its methods
of community preservation and asset-building
program development to other states. “Despite
its small size, New Hampshire has acquired an
almost mythical status among tenant-rights
activists and affordable-housing advocates,”
said Thomas P. Kerr of Mobilehome Parks Re-
port, a newsletter by and for investor-owners.
With numerous national partners already en-
gaged, 2007 promises to be ROC solid. L 2

Paul Bradley is vice president of the New Hamp-
shire Community Loan Fund and director of
ROC USA.

State Laws that Foster
Resident Ownership

To secure the benefits of resident owner-
ship for mobile-home park residents, it is
important for states to enact laws giving
residents the opportunity to buy their com-
munities. A handful of pioneering states
have already developed effective statutory
guarantees, yet most states have not. With-
out such policies, residents are vulnerable
to rent increases, park closures and arbi-
trary park policies and are usually locked
out of the benefits of ownership.

There are three types of state laws that pro-
* mote resident ownership.

Right of first refusal laws require park
owners to give residents notice before sell-
ing the park and the right to buy the park if
they can match the terms of the proposed
sale. Connecticut, Florida, Massachusetts,
Minnesota, New Jersey and Rhode Island
have such laws. However, all of these
states’ statutes have significant loopholes
that can undercut the laws’ effectiveness.

Notice-only laws require park owners to
give notice to residents before selling the
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park, but do not give residents a right of
first refusal. Some require the park owner
not just to give notice, but also to negotiate
with the residents in good faith if the resi-
dents make an offer to buy the park. These
laws, which are in place in California,
Maine, New Hampshire, Nevada, Oregon
and Vermont, can be highly effective if they
are coupled with a vigorous infrastructure
that helps residents arrange funding. Most
of the states’ statutes (with the exception of
New Hampshire and Vermont) have signif-
icant loopholes, however.

Tax incentives are provided in Oregon and
Vermont, if the park owner sells the park to
the residents.

The National Consumer Law Center has
launched a new project to help advocates
develop policies that foster resident owner-
ship. For more information, contact Odette
Williamson or Carolyn Carter at 617-542-
8010 or Jon Van Alst at 202-452-6252.

— Carolyn Carter
National Consumer Law Center
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