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INTRODUCTION

Thank you for your interest in Four Peaks Capital PartnersTM (“Four 
Peaks”) latest offering. We value and appreciate your time and thus 
have attempted to summarize not only why we believe this is an 
attractive opportunity, but also why we are so excited about the 
Mobile Home Park space and affordable housing in general.

As a Team, we’ve owned and operated Mobile Home 
Communities for over 13 years. And we’ve spent the past six 
years building a proprietary system to invest in this fragmented 
asset class with challenging processes and tremendous upside 
potential.

We are in the process of consolidating the extremely 
fractionated mobile home park industry and acquiring an 
additional 20,000 mobile home lots over the next 5 years. 
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OUR  
MISSION

Our core mission is to acquire undervalued alternative 
assets, add value and provide excellent returns and 
tax-advantaged investment options to our partners.

We help passive investors discover new opportunities, 
stay safe from the volatility of Wall Street, while 
creating multiple streams of income. We believe 
in safe, clean affordable communities, building 
prosperity for our investors, residents and team.
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EXECUTIVE 
SUMMARY

Four Peaks Growth Portfolio, LLC seeks to raise up to $23,600,000 
to acquire a blend of distressed and value-add mobile home parks 
in order to renovate and create value to the communities.

By restoring and turning around these parks, not only do we 
continue to do our part to return pride of ownership to the 
communities, but we add a tremendous amount of value to these 
assets. This value creation is what allows us to provide investors in 
this investment 8% to a 10% preferred returns plus 80% of net cash 
flow which will be paid on a quarterly basis plus 50% of equity.

This investment is ideal for investors who are looking to place 
their capital in a real estate-backed investment with tremendous 
growth, tax benefits and back-end appreciation participation. 
Since the close of Four Peaks’ last investment, it has paid out 12% 
annualized return to its investors. 



Once 100% of the initial investor capital has been returned, we 
will hold the assets long term, or until we deem the appropriate 
time to sell.  If we do not return 100% of the initial investor 
capital within 6 years, the properties will be sold with investors 
receiving their share of the back-end appreciation and the 
portfolio of assets will be retired. All owners will have the right 
of first refusal to Four Peaks’ then current investment, which we 
anticipate will continue to offer strong, predictable streams of 
income.

The purpose of this direct 
investment is quite simple. To 
acquire a range of distressed 
and value add parks, and turn 
them around in 24–60 months. 

After the rents are stabilized 
for an additional 6-12 months, 
conventional financing allows 
us to refinance the property 
and pull out the majority of 
the value-add created in that 
time. Through a re-finance, the 
portfolio will return the initial 
capital to investors. 

THE  
INVESTMENT

5
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WHY MOBILE HOMES?

IT’S REAL ESTATE. Mobile Home 
Parks are real estate, and so all of the 
reasons we love real estate (tax benefits, 
strategic leverage, hedge against 
inflation, and maybe most important: it’s 
NOT a Wall Street or a paper asset) are 
applicable here.

1

There are 3 main reasons Four Peaks is currently 
focused 100% in the mobile home park industry.
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THEY ARE CASH COWS. There is no other way 
to put it. There is an incredible demand for affordable 
housing and mobile homes in particular. 

The unfortunate reality today is that according to 
the US Census Bureau, over 50% of Americans are 
living on less than $600 a week. And when it comes to 
retirement, over 75% of retirees have less than $30,000 
in retirement accounts with a whopping 47% having 
NO savings whatsoever. 

We always hear that Baby Boomers are retiring in 
record numbers: 10,000 per day for the next 18 years. 
But what we don’t always hear is that the average 
social security benefit of these retirees is just $1,294 
per month. 

Coupled with the alarming statistics of 
retirement savings account and current 
incomes, the mobile home park industry 
has seen a steady increase in demand 
over the past decade. 

And how has affordable housing 
addressed this increase in demand? 
One would expect with an increase in 
the supply of mobile homes. Except the 
exact opposite has occurred. 

New mobile home parks are not being 
developed to meet this growing demand 
and in fact, on a net basis, Mobile 
Home Parks have been decreasing 
every year. It is not surprising then, that 
while conducing our due diligence on 
our latest park acquisition, we had an 
overwhelming demand for inquiries for 
potential available spaces on the park 
(over 200 inquiries through test ads).

2
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WARREN BUFFET. Why is Warren Buffet, through Berkshire Hathaway 
subsidiaries Clayton Homes and 21st Mortgage, one of the largest players in the 
mobile home space? For starters, the term mobile home is actually quite a misnomer. 
These homes rarely leave their parks due to the high cost of relocation: typically, 
around $5,000 and as much as $8,000 in some markets. Warren Buffet bets on value 
assets and is in it for the long term. PPC is honored to have partnered with Clayton 
Homes and 21st Mortgage and it has begun the process of ordering brand new 
mobile homes from Uncle Warren and tapping into the $8B (that’s billion with a ‘B’) of 
outstanding loans he has on mobile homes.

3

Manufactured housing is one of the most recession resistant sectors of the housing and 
commercial real estate sectors and has consistently outperformed multi-family in same site  
NOI growth since 2000

Source: SNL Financial. “Indexed Same Store NOI Growth for Publicly Traded REITs”.  
Assumes $100.00 starting point for all sectors
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MISMANAGEMENT 
AND OPPORTUNITIES

One of the key reasons for lack of supply, 
is the gross mismanagement of existing 
mobile home parks from existing park 
owners, resulting in very low occupancy.

Many mobile home parks are owned by 
legacy owners who are not professional 
landlords and who inherited parks with 
no real interest in running the business.

‘Mom and Pop’ operators mismanage 
everything from income potential to 
operational standards. Often ‘Mom
and Pop’ owners can not invest to 
upgrade their parks, renovate their 
homes and increase their occupancies
to attract a stable, long-term tenant base.

As a result, rents and 
occupancies are low.

9
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When rents are below market, Four Peaks Partners buys these parks at 
a discount and is able to stabilize the communities with PPC’s ability to 

renovate the existing homes, purchase new and used homes, and upgrade 
the facilities. 

In addition, our business plan includes conservatively increasing rents to 
market as well as billing back utilities to residents in some cases, in order 

to realize significant gains along the way. 

THIS IS WHERE THE CURRENT INVESTMENT  

WILL FOCUS.
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Several critical pieces must exist in order to execute on this plan. 
And it all starts with having the best team and partners.

CONSTRUCTION 

A top construction team is of paramount importance as they are able to take the 
dilapidated homes, renovate them, and bring in new tenants. The demand for clean 
mobile homes is there. What is lacking are homes that command market rents, many 
of which are not really in habitable condition.

New tenants pay market rents, and each new home sale results in an increase in 
occupancy for the park. PPC Construction handles the renovation projects to renovate 
the dilapidated homes. 

In addition to the rehab crews, PPC Construction & Management also provides some 
insight to the local team to assist with some of the smaller rehab projects. 

1
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LENDING 

Once these homes are renovated, they are sold to home buyers 
through a lending program that allows the home owner to own 
his or her own mobile home for less than the cost of renting 
one. 

This ‘pride of ownership’ not only increases the quality of the 
parks, but also results in a reduction in expenses (as the home 
owner handles the expenses of their home) and allows the park 
to receive the steady flow of lot-income. 

We utilize several lending programs that allow PPC to offer 
mortgages to the resident with very reasonable payment plans, 
giving our residents the chance at home ownership.

2
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BERKSHIRE HATHAWAY 

One of the main reasons for such low occupancy in many of 
these distressed parks is the lack of a home on any particular 
mobile home pad.

This is where partnering with Berkshire Hathaway and its 
subsidiaries Clayton Homes and 21st Mortgage plays another 
important role in the process. Clayton Homes provides PPC with 
brand new homes that can quickly fill up mobile home park 
vacant pads and 21st Mortgage just happens to be the largest 
lender in the mobile home park space with over $8B in loans.

At almost no cost to PPC, a new home can be installed and 
financed, thus increasing the park occupancy.

MANAGEMENT 

Once homes are sold (either through the renovation 
process or the installation of new homes), a national 
management company is essential to ensure rent 
collections, rent optimization, park maintenance and 
overall keeping residents happy.

Fortunately, we have our own in-house property 
management company at Park Place Communities, 
which serves this role. PPC works with over 75 people 
across 12 States, and expects to expand in the future.

3 4
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DIVERSIFICATION 

This direct investment is spread over multiple communities in several states, thus 
allowing for the diversification of risk across an entire portfolio as opposed to 
concentrating on one park.

These pads will be strategically placed throughout the country thus allowing for the 
diversification of risk across an entire portfolio as opposed to concentrating on one 
park.

5
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TEAM & ACQUISITIONS 

Our Acquisition Team has over 30 years of experience 
identifying, analyzing, and negotiating Mobile Home 
Park investment opportunities. We foster direct 
relationships with owners in our target markets 
through years of boots-on-the-ground experience, 
direct mail campaigns, and other methods to keep 
PPC known to local and National Park owners. 

EXECUTIVE LEADERSHIP

The Team has years of experience in creating, building, 
and running multi-million-dollar investment platforms 
and organizations. The Team is actively involved on 
a day-to-day basis in every phase of operations, from 
acquisitions to active asset management.

MARKET ANALYSIS

We conduct a detailed demographic analysis before 
investing in any market. Investments are evaluated 
with a near-term perspective on improving property 
performance and a long-term perspective on the 
health of the immediate and regional markets.

EXECUTION & TECHNOLOGY

We utilize advanced, proprietary technological tools 
to track each stage of the acquisition, repositioning / 
improvements, and the overall asset-management 
process. Operational excellence is achieved through 
customized systems that allow us to closely monitor 
and manage a national portfolio of properties with 
local and regional area experts.
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THE TEAM

Formerly a Talent Agent at William Morris for 16 years, he represented some of the 
world’s biggest celebrities, including Tim Allen, Sheryl Crow, Barry Manilow, and Peter 
Frampton. In 2009, Andrew began investing in single-family residences and acquired 
over 100 properties in less than 4 years. During this time-frame, he discovered the 
massive demand for affordable housing in America and chose to leave the agency and 
focus full-time on real estate investing. After a few initial investments in manufactured 
housing and Mobile Home Parks, Andrew realized the opportunity for a powerful and 
positive disruption in the market by providing the dignity of a free-standing home 
with the affordability of manufactured housing—and hence the creation of Park Place 
Communities. In less than 6 years, Andrew and team have closed on 35 manufactured 
housing communities in 12 states, with close to 2,500 lots, quickly making Park Place 
Communities a Top 100 Owner / Operator in the U.S. With his sights set firmly on 
becoming a national Top 10 owner and operator, Andrew will continue to lead the 
vision and focus on the growth of PPC through strategic partnerships, scaling the 
companies, and investor relations.

ANDREW LANOIE

CO-FOUNDER & MANAGING 

PARTNER
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Mike Ayala has owned and operated mobile home parks since 2007, and has been 
active in construction and management since he was 15 years old. He graduated 
from the Associated Builders and Contractors 4-year project management program 
at age 22 and then became a licensed instructor. Shortly thereafter, his first project 
was the management and oversight of a multi-million-dollar casino remodel. By 
age 24, Mike founded his first construction company and has been involved with 
over 2,000 projects totaling over $1 billion, including hospitals, courthouses, federal 
buildings, casinos, mills, gold-processing facilities, civil projects, multi-family homes, 
and shopping centers. Of the companies he started, most notable is the construction 
company that scaled quickly to more than 100 employees and sold at a $12 million 
valuation, making it onto the Inc. 2009 “2500 Fastest Growing Companies in America” 
list. Mike currently owns 160 Mobile Home lots, has renovated over 500 units, and 
manages over $1M a year in rents under management.

MICHAEL AYALA

CO-FOUNDER & MANAGING 

PARTNER
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CONCLUSION

Again, thank you for your consideration. 
Attached is a full Deck for your review 
and considerations. 

For additional information please email 
investors@fourpeakspartners.com or 
call (844) 209-3153.
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WHY 
MOBILE HOME PARKS?

AN ALLSTAR PERFORMER

The desire for yield from tangible assets has resulted 
in a highly competitive landscape for real estate 
assets. Today managers compete for the same pool 
of assets in the same markets with the same business 
plan.Good luck.

An alternative to this space is investing in predictable 
income streams from Mobile Home Parks (MHPs).

Affordable housing such as MHPs 
satisfies a massive market demand while 
providing bond-like income streams, 
durability of cash flows, low volatility, 
low capex, and long term tenancy found 
in few other real estate asset classes. 
In short, MHPs represent a compelling 
investment opportunity with potentially 
greater yields, lower risk, and less 
institutional competition in a highly 
fragmented market.



RETURNS

• MHPs offer the lowest cost investment 

per unit of any real estate asset class with 

potentially higher risk-adjusted returns.

• Credit risk is spread across a large tenant 

pool.

• Any credit exposure is often offset by 

income gains from new tenants.

How many cashflowing doors can you buy for the average price 
of a new home?

Single-family home 

(Zillow)

Median Price per Door

$183,000

Apartment Building 

(Marcus & Millichap)

Average Cost per Door

$111,000

Mobile Home Park (Park 

Place Communities)

Average Cost per Door

$20,000

20



UNIQUE 
ATTRIBUTES

MHPs are true tangible assets with 
strong returns and long-term capital 
preservation — all while providing an 
affordable housing option, the most 
basic fundamental human need, to 
America.

• MHPs are land leases with additional 

income features. 

• Not really “Mobile Homes” means little to 

no turnover in parks. Statistics show that 

most owners stay for the long-term, and it’s 

expensive to move from the park. Rarely 

does a Mobile Home leave its site.

Less maintenance than other asset classes

2%

10.4%

6.4% 6.2%

3.9% 3.5%

Multi- 
Family

Capex as a % of 
Revenues

Student 
Housing

Overall 
Average

Self- 
Storage

Manufactured 
Housing

12%

8%

10%

6%

4%
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WINNING 
DEMOGRAPHICS

• As the population continues to age and also grow, the need for affordable housing strengthens.

• Single-family home affordability continues to decline and is at an all-time low, while the aging population retires.

• Over 50% of Americans are living on less than $600/week.

More than half of U.S. wage earners make less than $30,000 
and affordable housing is in short supply

10,000 baby boomers retire every single day. Here’s how they’re set up for retirement. 
How will these people pay for the largest expense in life – housing?

 MORE THAN $250,000     LESS THAN $250,000     NO SAVINGS

19% 34% 47%

22



SUPPLY 
AND DEMAND

• New Mobile Home Parks are largely not being developed. 

Sprawling metropolitan areas are crowding out many Mobile Home 

Communities, and municipalities’ zoning restrictions discourage 

development of new parks.

• On a net basis, MHPs decrease in supply nearly every year as 

properties are converted to higher and better uses as areas gentrify.

• The lack of new supply further increases demand and represents 

opportunity to fill existing parks with new units and tenants.

• As the U.S. wage gap continues to increase, there has been a shift 

towards lower-paying jobs, which leads to an increasing demand for 

affordable housing.

• Baby Boomers on fixed incomes are retiring in record numbers, 

creating a greater demand for affordable housing that will only 

continue to grow.

23



LONGTERM DEMOGRAPHIC SHIFTS  
TOWARDS LOWER INCOME HOUSEHOLDS

• Lack of savings and earnings is fueling the 

affordable housing market.

• 10,000 Baby Boomers retire each day with 

an average social security benefit of just 

$1,294 per month.

• 75% of retirees have less than $30,000 in 

their retirement accounts, and the bottom 

50% have zero measurable savings.

• 55% of mobile home owners reported 

annual household incomes less than 

$30,000.

Less than $25,000
36%

32%

21%

22%

21%

21%

16%

18%

5%

5%

2%

2%
$500,000 and over

$250,000–$499,999

$100,000–$249,999

$50,000–$99,999

$25,000–$49,999

Estimated net worth – Owner-occupied

In 2012, we saw a 

higher concentration of 

respondents reporting 

net worth below 

$25,000

 2012 MARKET FACTS     2008 MARKET FACTS

Base: Total Sample, not 

including “prefer not to 

answer” (5,351)

2008 Base: Total Sample, 

not including “prefer not to 

answer” (8,129)
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MARKET TRENDS  
AND TENANT PROFILE

• Manufactured Housing is the last dream of 

homeownership for Americans. 

• 75% of owners expect to stay in their 

Mobile Homes for 5 years or longer, and a 

large percentage expect never to sell.

• Of those planning to move or sell, 34% 

expect a Mobile Home to be their next 

residence (up 3% from 2008 Market Facts). 

• MHPs are one of the most stable and 

predictable investments during a 

recession and recovery. 

• 68% own or are buying their Mobile 

Homes; 24% rent.

Future Housing Plan
How many years do you anticipate owning, living in or renting this Mobile / 
Manufactured Home?

Less than one year

Sixteen to twenty years

Six to ten years

I don’t anticipate ever 
selling this home

One to five years

More than twenty years

Eleven to fifteen years

I anticipate this will 
always be my home

Base (7,670) (2,332)

NA

40% NA

6% 1%

3% 1%

6% 2%

15% 9%

25% 49%

5% 22%

Owner Occupied Non-Owner

15%

25



MHP DEMAND  
DRIVERS

• Many MHPs are owned by legacy investors who are not professional 

landlords. ‘Mom and Pop’ operators mismanage everything from 

income potential to operational standards. PPC improves the 

tenant experience and mitigates operational risks thereby delivering 

more reliable income streams.

• Often ‘Mom and Pop’ owners have not invested to upgrade their 

parks and attract a stable, longterm tenant base.

• When rents are below market, PPC is essentially buying at a 

discount and is able to come in and slowly bring rents to market 

and realize significant gains along the way.

• Many park owners face difficulties in bringing new homes into their 

parks to attract new tenants. PPC is exploring several partnerships 

that will allow it to not only bring in brand new homes but also do 

so with little to no costs. PPC’s ability to cultivate these types of 

partnerships gives it an advantage over ‘mom and pop’ owners for 

whom this would be too capital intensive.

• ‘Mom & Pop’ sellers looking to retire and extract capital.

MISMANAGEMENT & OPPORTUNITIES

26



CASH FLOWING  
LAND BANK

• Mobile Home Parks are unique real estate 

assets whereby the tenants can own their 

own homes but pay ‘lot rent’ to the Mobile 

Home Park owner who owns the land. 

• When tenants own their own homes, the 

cost of maintaining the home is passed on 

to the tenant and not the park owner. 

• Since tenants own their homes, there’s the 

increased likelihood of pride of ownership 

that makes the park a more enjoyable 

place to live.

Housing Situation
Do you own or rent this Mobile/Manufactured Home?

 OWN/BUYING     RENT     LIVE WITH RELATIVES     OTHER

68%

1%

24%

6%

Age: Renters

18–29: 33% 
30–39: 21% 
40–49: 19% 
50–59: 18% 
60–69: 8% 
Over 70: 1%

Base: Total Sample (10,002)
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THE “PENALTY”  
FOR MOVING OUT

• Whereas many multifamily landlords might offer concessions 

to incentivize tenants to stay and reduce turnover costs, MHPs 

have an advantage in that for a tenant to move their home out of 

a park typically costs the tenant $5,000–$8,000. In fact, after the 

second year, close to 98% of Mobile Homes will remain in the same 

location.

• Some tenants choose to ‘vacate their homes,’ in which case the 

owner may acquire a new asset that, with a few upgrades, can be 

sold to a new tenant.

• The penalty for moving also gives landlords increased leverage 

when it comes to raising lot rents.

28
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NATIONAL PORTFOLIO
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501 ALEX CIRCLE DOTHAN, AL 36305

Although we had a large number of non-paying residents 
to evict (33 total move outs since acquisition which 
represents 39% of the total occupancy), we are already up 
to 45% occupancy. Our construction company completed 
18 renovations in Q1 & Q2 2019, and another 5 that will be 
completed by end of Q3 2019. Dothan has proved to be a 
great market for selling and renting homes, and we expect 
occupancy to increase in the coming years.

• Total Rehab Cost: $276,901

• Total Retail Price: $350,037

• Occupancy at acqusition: 40%

• Current Occupancy: 45%

• Acquisition Date: June 22, 2018

• Purchase Price: $1,501,825

• Total Number of Lots: 85

C A S E  S T U D Y SIERRA MHP

1
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C A S E  S T U D Y

1710 & 1714 S WALNUT HARTFORD CITY, IN

Increased total income by 12% since acquisition of November 
30, 2018 (from $26,113 per month to $29,577). The property 
represents a compelling value-add investment with a strong 9 
CAP rate at acquisition, and add investment with a strong 9 CAP 
rate at acquisition, and low-per-lot of $10,656.

Hartford, IN is a strong market located between Fort Wayne 
and Indianapolis. We have the opportunity to increase 
occupancy and income with active asset management and 
strong repositioning of the park. We intend to hold the asset 
long-term as a strong, cash-flowing property with anticipated 
appreciation of the land value.

• Occupancy at acqusition: 40%

• Current Occupancy: 49%

• Acquisition Date: November 30, 2018

• Purchase Price: $1,300,000

• Total Number of Lots: 122

SHERWOOD & NOTTINGHAM

2
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278 W. 373 N. ANDERSON, IN

Increased total income by 26% since acquisition of April 2, 2018 
(from $10,340 per month to $13,884). Anderson, IN is a strong 
market located near Indianapolis. We have the opportunity to 
increase occupancy and income with active asset management 
and strong repositioning of the park. We intend to hold 
the asset long term as a strong, cash-flowing property with 
anticipated appreciation of the land value.

• Occupancy at acqusition: 46%

• Current Occupancy: 67%

• Acquisition Date: April 3, 2018

• Purchase Price: $1,130,000

• Total Number of Lots: 50

C A S E  S T U D Y COUNTRYSIDE MHP

3
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2580 BROWDER HOLLOW ROAD, LENOIR CITY, TN

In the past 12 months, we have increased total income by 28% 
(June 2018 thru May 2019 from $17,698 per month to $24,723). 
We have completed 10 renovations in 2019, each one being 
profitable. Lenoir City is a wonderful town and suburb of 
Knoxville, and we’ve had great demand for rentals and sales 
here. We intend to hold the asset long term as a strong, cash 
flowing property with anticipated appreciation of the land 
value, and expect to be fully stabilized in 2020.

• Occupancy at acqusition: 71%

• Current Occupancy: 80%

• Acquisition Date: October 4, 2017

• Purchase Price: $2,650,000

• Total Number of Lots: 124

C A S E  S T U D Y LENOIR CITY MHP

4
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1753 ROAD E, EMPORIA, KS 66801

Park Place Communities acquired Green 
Acres in 2015 in an off-market transaction 
with seller financing.

Since acquisition, PPC has improved the 
occupancy from 19% to 30%, representing 
close to 60% increase. The property 
represents a compelling value-add 
investment with a strong 9.6 CAP rate at 
acquisition, and low price-per-lot of $8,500. 
Emporia. KS is a strong submarket with the 
opportunity to increase occupancy and 
income with active asset management and 
strong repositioning of the park. PPC intends 
to hold the asset long-term as a strong, 
cash-flowing property with anticipated 
appreciation of the land value.

• Closing Date: 7/31/2015

• Purchase Price: $1,875,000

• CAP Rate at Acquisition: 9.60%

• Number of Lots: 220

• Price per Lot: $8,522

• Occupancy at Closing: 19%

• Value at 85% Occupancy: $3,200,000

• Resident-Owned Homes: 29

• Park-Owned Homes: 64

• Vacant Lots: 127

C A S E  S T U D Y GREEN ACRES MHP

5
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333 FAIRVIEW BOWLING SPRINGS 

RD, BOWLING GREEN, KY 42101

Park Place Communities acquired Green 
Lawn & Pine Tree in 2015 in off-market 
transactions with seller financing.

Since acquisition, PPC has improved the 
occupancy from an average of 30% to 73%, 
representing close to 250% increase in just 
over 2 years. The property represents a 
compelling value-add investment with an 
average CAP rate of 13 at acquisition and low 
price per lot of $6,250. Bowling Green, KY is 
a strong submarket with the opportunity to 
increase occupancy and income with active 
asset management and strong repositioning 
of the park. PPC intends to hold the asset 
long-term as a strong, cash-flowing property 
with anticipated appreciation of the land 
value.

PINE TREE  
ESTATES MHP

• Closing Date: 7/27/2015

• Purchase Price: $250,000

• CAP Rate at Acquisition: 15.80%

• Number of Lots: 40

• Price per Lot: $6,250

• Occupancy at Closing: 40%

• Value at 85% Occupancy: $442,000

• Resident-Owned Homes: 20

• Park-Owned Homes: 13

• Vacant Lots: 7

C A S E  S T U D Y

6
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499 FAIRVIEW BOWLING SPRINGS 

RD, BOWLING GREEN, KY 42101

Park Place Communities acquired Green 
Lawn & Pine Tree in 2015 in off-market 
transactions with seller financing.

Since acquisition, PPC has improved the 
occupancy from an average of 30% to 58%, 
representing close to 100% increase. The 
property represents a compelling value-add 
investment with an average CAP rate of 13 at 
acquisition and low price per lot of $6,250. 
Bowling Green, KY is a strong submarket with 
the opportunity to increase occupancy and 
income with active asset management and 
strong repositioning of the park. PPC intends 
to hold the asset long-term as a strong, 
cash-flowing property with anticipated 
appreciation of the land value.

GREEN LAWN  
ESTATES MHP

• Closing Date: 7/27/2015

• Purchase Price: $250,000

• CAP Rate at Acquisition: 10.40%

• Number of Lots: 40

• Price per Lot: $6,250

• Occupancy at Closing: 19%

• Value at 85% Occupancy: $442,000

• Resident-Owned Homes: 13

• Park-Owned Homes: 18

• Vacant Lots: 9

C A S E  S T U D Y

7
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DISCLAIMER

This Business Plan contains privileged and 

confidential information and unauthorized 

use of this information in any manner 

is strictly prohibited. If you are not the 

intended recipient, please notify the sender 

immediately.

This Business Plan is for informational 

purposes and not intended to be a general 

solicitation or a securities offering of 

any kind. Prior to making any decision 

to contribute capital, all investors must 

review and executive all private offering 

documents, including the Private Placement 

Memorandum.

Potential investors and other readers are 

cautioned that these forward looking 

statements are predictions only based 

on current information, assumptions and 

expectations that are inherently subject to 

risks and uncertainties that could cause 

future events or results to differ materially 

from those set forth or implied by such 

forward looking statements.

These forward-looking statements can be 

identified by the use of forward-looking 

terminology, such as ‘may,’ ‘will,’ ‘seek,’ 

‘should,’ ‘expect,’ ‘anticipate,’ ‘project,’ 

‘estimate,’ ‘intend,’ ‘continue,’ or ‘believe’ 

or the negatives thereof or other variations 

thereon or comparable terminology.

These forward-looking statements are only 

made as of the date of this Business Plan and 

Four Peaks Capital PartnersTM (“Sponsor”) 

undertakes no obligation to publicly update 

such forwardlooking statements to reflect 

subsequent events or circumstances.

The information contained herein is from 

sources believed to be reliable, however no 

representation by Sponsor, either expressed 

or implied, is made as to the accuracy of 

any information on this property and all 

investors should conduct their own research 

to determine the accuracy of any statements 

made.

An investment with this direct investment will 

be a speculative investment and subject to 

significant risks and therefore investors are 

encouraged to consult with their personal 

legal and tax advisors.

Neither the Sponsor, nor its representatives,

officers, employees, affiliates, sub-contractors 

orvendors provide tax, legal, or investment 

advice. Nothing in this document is intended 

to be orshould be construed as such advice.
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