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Room Reservations

Rooms will fill quickly…BOOK TODAY!
(843) 856-0028
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Retail Licensing Process Can Be Confusing
The recent growth in the industry means retailers are moving around more, taking advantage of new opportunities. New dealerships, job changes and promotions often require new licenses, and that can be confusing. Here
are licensing questions that have come up recently before the SC Manufactured Housing Board or its staff:
The licensing board says I need an “authorized official” for the dealership. As the dealer, I don’t want or
need somebody else who has the authority to approve deals and sign contracts.
No problem. A dealer can name himself or herself as the authorized official.
I am the dealer at this retail center. Do I need a salesperson’s license to work directly with customers?
No. A dealer’s license allows a person to show and sell homes.
I want to hire my buddy Ted to be the authorized official and help run my dealership. What does it take to
get an authorized official license?
There isn’t a specific license for that, but authorized officials (unless they are licensed as a dealer) must have a
manufactured home salesperson's license. That means Ted will need to pass a criminal and financial background
check, take a course and pass a test.
Can a person be a dealer and also work as a salesperson for a different company?
A person holding a dealer's license decided to go to work as a salesperson / authorized official for another
dealer opening a new lot in Sumter. He needed to name someone else to hold the dealer's license for his original
company.
If a current dealer wants to get a salesperson's license, does he or she need to take the salesperson's licensing
course and test?
No. A dealer in this case would need to submit a
new salesperson application but would not have to
take the salesperson training and test. That’s because
the dealer exam that the applicant has already taken
includes the salesperson content.
I’d like to get a dealer’s license, go into the
manufactured home business for about five years
and then retire with a small fortune. Is that
realistic?
Sure, just start out with a large fortune.
Every dealership must have
an “authorized official” who
can handle legal matters
on behalf of the company.
That can be a convenience;
the dealer doesn’t always
have to be around to sign
documents. But Art Newton
(right) and other dealers
who don’t feel they need
the position on their staff
can name themselves as the
authorized official for the
company.
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A Bank That Makes
You Feel More at Home.
When your client selects a manufactured home, let
South State Bank manufacture the loan. We offer low
rates, down payments and terms to suit every need.
Financing Options
• New and Used Homes
• Single Section and Multi-Section
• Primary Residence and Vacation/
Secondary Homes
• Fixed Interest Rates

(866) 573-5568 / SouthStateBank.com
Loans are subject to credit approval. Member FDIC

Analysis
If Continuing Education Is Inevitable, Reasonable State Requirements
Are Preferable to Federal Control by HUD
The SC manufactured home industry’s new “continuing
education" requirements go into effect this year.
Dealers, salespersons, contractors, installers and
repairers will need to take six hours of “CE” classes
every two years.
Industry leaders saw the advent of CE as inevitable
because of pressures from both state and federal
government. Their approach was to grab the bull by
the horns and implement a program license-holders
could live with.

2. Avoid the Excessive Requirements Common With
Other Agencies Almost all the other 45 boards
managed by the SC Department of Labor, Licensing
and Regulation have continuing education. Many of
them have far higher requirements than the six-hoursevery-two-years set by the SC Manufactured Housing
Board. Annual CE requirements for licenses at other
agencies include: Insurance Agents – 24 hours;
Cosmetologists – 12 hours; EMTs – 24 hours; Social
Workers – 40 hours.
Implementing a CE
program now precludes
those types of excessive
requirements for the
MH industry.

When the SC
Manufactured Housing
Board (SCMHB)
proposed continuing
education, it created
two opportunities for
the industry:

MHISC has committed
to provide CE classes
at low or no cost.
The sessions will be
conveniently offered at
six different locations
around the state
several times a year, as
well as online.

1. Keep the Feds
Out of It The US
Department of
Housing and Urban
Development has
The association will provide free CE for members at
mandated continuing
chapter and statewide meetings.
education in the 17 states
where the feds directly
control all aspects of manufactured
WE OFFER A FULL SUITE OF LENDING PROGRAMS
housing.
In South Carolina, areas such as
enforcement, licensing, and consumer
rules are still under state control. The
SC Manufactured Board has four seats
designated for industry representatives,
giving MH a strong voice at the state
level. In recent years, however, HUD
has pushed the states to follow federal
policies—with the threat of a complete
federal takeover for states that don’t go
along.
(The SCMHB is the state agency that
regulates the industry. MHISC is the
business association that represents the
industry.)

FOR CONSUMERS & BUSINESSES NATIONWIDE.

RETAIL PROGRAMS:

» Consumer lending programs for applicants of all credit scores
» Specialty loan programs (park model, non-owner occupied home loans,
land-in-lieu, plus more!)
» Competitive and flexible rates and terms

INVENTORY FINANCE:

» Competitive rates tailored to your specific floor planning needs
» No “due-in-full” date... EVER!
» No curtailments for 12 months
RE TAIL & INVENTORY CONTACT:
866.709.6989 | sales@21s tmor tgage .com
www.21s tmor tgage .com

COMMUNITY PROGRAMS:

» CASH Program: New inventory at no up-front cost to you. Used and rental options available.
» Affordable consumer financing with 12-23 year terms is available for all credit scores.
» Financing available for rental homes in your community with a 10-15 year term.
COMMUNIT Y CONTACT:
84 4.343.9383 | prospect@21s tmor tgage .com
www.21s tcommunit ylending.com

This document is for information purposes only and we reserve the right to change any part of
this policy without notice. This document is not for consumer use. This is not an advertisement
to extend consumer credit as defined by Regulation Z. NMLS #2280

LET US HELP YOU...

CON TAC T
US TODAY!
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Retailers Have Different Ideas About Where to Put
the Next Display Center

S

outh Carolina has enjoyed a moderate but steady
increase in business the last four years with sales
increasing each year at least 10 percent over the
previous year. The state is also seeing a few new retail
centers as part of that trend. The decision where to put
those new stores follows three different patterns.
Nearby Towns Ken-Co Housing, for example, is
following a classic growth model for independent
dealers. Based in a small market, Lake City, Ken-Co
has added stores in nearby larger towns, Florence and
Sumter. (See Grapevine, page 15)
The Same Town CMH is taking a different
approach, adding an Oakwood location in the same
towns where it already has a Clayton location. The
company now operates stores under both names in
eight South Carolina towns. The newest Oakwood
Homes location is in Beaufort in the former John
Johnson Quality Homes location on Trask Parkway.
Neither approach to expansion is new; both go back to
the industry’s early days.
Veteran Retailer Jeff Sanford says there are advantages
to owning retail centers near each other in the same
town. Sanford competed against himself in the 1990’s,
with four different stores, all on Broad Street in Sumter.
“One advantage was control, just being sure your
policies and procedures are being followed. We could
drop by any of our stores within a couple of minutes,”
he said.

Aiken Housing Center - Large Lot
6 |August 2018| Update

G

reenville Oakwood Manager Charlie Burkett said
his display center and the city’s Clayton Homes
location operate much the same and have a similar
product range.
Newcomers to the industry may find that what may
be good strategies for selling other big ticket retail
products don’t necessarily work as well for selling
manufactured homes.
Retail VP Tony Massarelli said the company has
experimented with retail centers featuring mainly
custom homes--or mainly basic homes.
“The concept of having something like a Kia dealership
and a Mercedes dealership where you have lower and
higher-end stores didn’t seem to work as well with MH
customers,” he said.
One Large Display Center A less common way
to grow a retail business is to find a larger property
and expand operations while staying in one location.
Aiken Housing Center GM Earnest Lee said that
approach is working well for him and Owner Scott
Brinson.
“We attempted a second lot in Lexington, but finding
trustworthy people to run the location was a problem,”
Lee said.
“One sales center with a large inventory and a large
sales staff is perfect for us; it makes the process run
a lot smoother,” he added. The company has eight
salespeople on staff. Currently on the lot they have 32
new homes and 10 used homes, as well as 16 duplicate
models ready for delivery.

Aiken Housing Center - Large Staff

Attracting a Younger Generation:
Millennials in the MH Industry
Millennials are the largest generation
in our country’s workforce. One in
three US workers was born between
1981 and 1996, the period loosely
affiliated with millennials.
A group that large is certain to be
very diverse. But managers say that
some trends among millennials are
common enough that they continue
to impact hiring and personnel
practices in the manufactured and
modular housing industries.
When it comes to factory jobs,
Clayton Homes of Waycross General
Manager Scott Rainwater said
millennials sometimes struggle.

Rainwater said they also move
people more than they once did to
try to find the right fit.
Clayton Homes Regional Talent
Manager Hannah Hinson said the
company encourages their retail
managers to innovate different
methods when it comes to hiring
and retaining millennials.
“We have over 360 retail locations
nationwide that have their own
manager and teams. As a company,
we have best practices and systems,
but we also encourage each location
to try new things and keep what
works,” she explained.

“Many of them have not grown
up doing much manual labor or
projects like building decks or
barns,” Rainwater said. “They
are less likely to have done
things like working on cars, the
way generations before them
did,” he noted.
He said another difference is
this age group, roughly between
22 and 37, require more
explanation about the purpose
behind what they are doing.

Hannah Hinson

Business magazine Forbes cites
four main ways to attract and keep
Generation Y employees. The
methods include:
Using younger employees
to recruit more young 		
workers
 Speeding up the hiring 		
process
 Creating a great work 		
environment
 Committing to and expressing
a long-term plan for the company


Technology Hinson said that one
of several pluses for millennials as
employees is their interest in
technology. “New perspectives
and skill sets provide new
opportunities for the company
and all of our team members.
As technology continues
to advance and evolve, the
emerging workforce will add a
lot of value,” she said.

Scott Rainwater

“They don’t want to just do things
because they are told to. They
require more recognition to feel
satisfied with their job and want
to work for companies that seem
cool or have a greater purpose,”
Rainwater said.
Turnover He said turnover can
also be a challenge with the group,
sometimes called Generation Y.
“Their turnover rate is higher than
previous generations and we try and
bring them along slowly to harden
them to this type of work,” he said.

Some millennials adapt quickly to factory work. One factor may be whether they spent much
time on things like working on automobiles or building projects growing up. Photo taken at
Schult Homes Rockwell by Shell Suber
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MHISC Chapters Give Back to the Community
For many years MHISC’s Chapters have been giving back in a big way. Chapters are a great source for raising
funds or building awareness of needs in the community. The chapters have given financial support and other
donations to local non-profits, children’s homes, and hospitals, as well as individual local families.
DeDe Ethridge says being involved with the Midlands chapter is like being part of a family--a family eager to
				
help others.
			
“It’s nice when we are able to donate back to our community

		
through our chapter,” she said. “The last few years in our

industry have been incredible, and we feel extremely blessed.”
Recently the MHISC Midlands Chapter donated funds to
LaVie Pregnancy Care Center. Funds were raised through
sponsorships and registrations for the summer cruise the
chapter had in June. The center is a non-profit that provides
maternity and infant supplies and services such as parenting
education.

“Giving is not just about making a donation.
It is about making a difference.”
The Pee Dee Chapter’s favorite Christmas project is to raise
money for McLeod Children’s Hospital. This past year the
chapter donated $2000 to McLeod.

Pee Dee leaders (from left) Ronnie Boyce, Johnny Hanna
and Al Randall deliver chapter donation to McLeod
Children's Hospital.

				
Ronnie Boyce, treasurer for the chapter, said that working on the project has been a positive experience for all
involved. “Giving is not just about making a donation,” he said. “It’s about making a difference.”

“They were extremely grateful for our donation and the Christmas presents we took to the children. Retailers,
lenders, manufacturers and contractors--everybody got involved. It was a great team project,” Boyce said.

The Midlands Chapter’s June cruise was a fun way to raise charitable funds.
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Association Will Show Off Another Impressive Home
at the SC State Fair in October
After a successful debut at the SC State Fair last October, “It was a great mix of people,” Seshun recalls. “Some
hadn’t been in a manufactured home in years. Some
MHISC is making plans to make another attentionhad never been inside one. But it was fun to hear the
getting splash with the industry’s display model for
comments like ‘this is nicer than my home,’ or ‘we
2018.
should put Momma in one of these.’”
The State Fair is the largest annual event in SC, typically
Seshun says
attracting nearly a
the benefits of
half-million visitors
volunteering were
in eleven days. This
not limited to just
year’s fair will be
interacting with
October 10-21.
potential buyers.
With families
“It was just such a
enjoying the food
pleasure not only
and fun, the fair is
meeting all the
a perfect venue to
visitors but also
demonstrate to the
working with and
public – in dramatic
listening to so many
fashion – the
different people
beauty and quality
from our industry,”
of today’s modern
MHISC’s display home will occupy a high-traffic spot at the SC State Fair.
she said. “You just learn
Photo by Mark Dillard
manufactured home.
so much listening to how
Last year an estimated
others talk to people about our products. It was a very
11,000 visitors toured a fully-decorated 1400 square
positive and fun experience.”
foot Destiny home.
Presenting a display model to the public is a joint
customer-education effort shared by MHISC members,
according to MHISC Chair John Bowers. A company
will be chosen as a “Primary Partner” for the project
through a random drawing of members that express
an interest. Last year Lexington Retailer Dave Fautley
teamed up with Destiny Homes.
“As MHISC did last year, the display home will be staffed
by volunteers from all member categories," Bowers said.
“They’ll greet visitors and answer questions about the
industry and its manufactured and modular products.”
Angie Seshun of HOMEMAX took a number of
shifts last year and says it was time well spent, both
personally and professionally.

YOU CAN
COUNT ON US!

As an INDUSTRY
LEADING SUPPLIER,
our dependable service
ensures the right
products get to you at
the right time.

With convenient 24/7
O N L I N E ORDERING,
getting what you
need, when you need it
couldn’t be easier.

Our STRATEGICALLY
LOCATED distribution
centers are stocked and
ready for delivery with
over $25 million in
inventory.

www.BLEVINSINC.com

GREENVILLE, SC: 800.327.8608
ROCKY MOUNT, NC: 800.967.0111
Members greeted over 11,000 people last year. Photo by Shell Suber
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Industry Seeks Building Code Changes
A win on energy standards; progress on Tiny House goals
The adoption process for
new building codes is well
underway.
Every three years, SC state
government reviews proposed changes to the codes
governing how modular and site-built homes are
built. The most important of these is the International
Residential Code (IRC).
Each new edition of the IRC includes a slew of
changes. It falls to home manufacturers and builders
to identify any changes which are impractical or costprohibitive. It is then up to the industry to submit
proposed amendments to eliminate or modify those
changes. The state Building Code Council (BCC) can
accept or reject the proposed amendments.

Remove Government Sprinkler System
Mandate The new edition of the IRC includes a
requirement mandating a sprinkler system for all new
homes.
MHISC believes sprinklers should be offered as
a consumer option but opposes making them a
government mandate. Sprinklers are prohibitively
expensive and apt to cause more harm to property than
they prevent.
The code study committee is expected to consider a
proposal to remove the sprinkler requirement at its third
and final meeting.

The BCC is scheduled to hear final recommendations
from the subcommittee and vote on those proposals,
including the tiny house and sprinkler provisions in
Energy Code: Mission Accomplished One major August.
priority for MHISC has already been accomplished.
The SC Legislature agreed to keep the “2009 Energy The BCC will then submit its recommendations to the
General Assembly which has final say over all changes
Conservation Code” requirements in place.
to the current building code.
Those energy standards are reasonable and represent a
Friday
Night Dinner
New Sponsor
standards will go into effect on either July 1, 2019,
high level of efficiency at an acceptable cost.
Changing
or
January
1, 2020, depending on when the changes get
them would have added significantly to the cost of
final approval.
homes, with a disproportional impact on working and
middle-class buyers.

Clayton Homes

Modular Tiny Homes Get
Preliminary OK The BCC’s code
study committee voted July 10 to
recommend that the full council
approve a new section of the code
setting definitions, requirements, and
standards for “tiny homes.”
This section, referred to as the Tiny
House Appendix, will make it costeffective to manufacture homes
under 400 square feet to the modular
code by allowing changes to lofts,
staircases and windows to keep the
homes safe as well as affordable.
Modular-compliant tiny homes
would face considerably fewer
zoning restrictions, giving buyers
more location options.
10 |August 2018| Update

SC officials are debating changes to the upcoming building code, dubbed the “2018 IRC”
because it was originally issued last year. The association wants to take out a mandatory
sprinkler provision before the new code goes into effect in SC. Photo by Shell Suber

HUD Code

MHISC Already at Work on Energy Star Legislation for 2019
The state tax code includes tax incentives that help South Carolinians afford ultra-efficient ENERGY STAR
manufactured homes.
The provisions are set to expire in June 2019. MHISC has drafted legislation to extend the tax incentive for five additional years. Breaking the extension into five-year periods is the best way to sell the idea to the legislature.
MHISC will be working between now and when lawmakers return to the Statehouse in January to line up the bill
for passage early in the session.
Indications are that many legislators will support extending the Energy Star tax credit. In fact, MHISC’s legislation
to do that made it nearly all the way through both chambers before the General Assembly adjourned in June.
The reason the association is already at work paving the way for the legislation is that any bill impacting the tax
code and state revenues tends to get extra scrutiny at the Statehouse.
Steps to passage include lining up sponsors, introduction, committee assignment, subcommittee hearings, full
committee consideration, and two floor votes before the full body. The entire process must be repeated in both the
House and Senate before the bill goes to the Governor for his signature. MHISC is explaining the bill to legislative
leaders and answering questions now to help reduce possible issues that could slow up the bill during the long
legislative process.

Septic Inspection backlogs hamper installations –
MHISC is on it
Personnel shortages at the Department of Health and
Environmental Control have caused long delays in
septic tank inspections. In some cases, the delays are
substantially raising costs for consumers.
MHISC members in the Spartanburg, Greenville and
Charleston areas have reported wait times as long as six
to eight weeks which can create cost overruns and may
cause other permits and approvals to expire.
MHISC staff and members met with DHEC personnel
in May to discuss the severity of the problem and hear
proposed solutions. See page 15.
Based on those meetings, DHEC is redeploying inspectors to counties with the highest backlogs. The agency
is also reviewing proposals for longer-term solutions.
One proposal is to create a system where private inspectors may be certified to sign off on routine inspections in the future.
Newly installed houses must have their septic systems
inspected by the state before installation is complete
and new owners can move in.

Clayton Greenville GM Richard Bagwell said that,
because of the delays, many customers’ loan approvals
are expiring. Now, with interest rising, they are having
to get reapproved at higher rates or pay more points to
get the same payment.
“Also, time lags have caused their current lease to
expire, forcing them to pay week-to-week or monthto-month at much higher rates,” Bagwell said. “Some
have sold their home and are staying in motels, paying
twice or three times what
their permanent mortgage
payment would be for the
same time period.”
The current shortage of
inspectors appears to go
back to when the agency
reduced staff in response
to the decline in new home
starts following the 2008
housing meltdown.
Richard Bagwell
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Statistics:
Shipments Continue to Show Steady Growth
The upturn continues with the industry enjoying double-digit growth over
the last year.

.

Manufactured Home Shipments

YTD Shipments Through May

May
S. Carolina
Georgia
N. Carolina

2017
349
280
351

2018
412
351
401

Change
18.1%
25.4%
14.2%

April
S. Carolina
Georgia
N. Carolina

2017
334
241
311

2018
381
295
434

Change
14.1%
22.4%
39.5%

March
S. Carolina
Georgia
N. Carolina

2017
393
288
370

2018
345
309
437

Change
-12.2%
7.3%
18.1%

2017
1616

S. Carolina

2018
1825

Change
12.9%

2018 Product Mix Through May
S. Carolina

Single-Section Multi-Section
1041
784

Total
1825

Registrations
YTD Through
April 2018

YTD Through
April 2017

Single
303

Multi
579

Total
882

Single
341

Multi
618

Total
959

SUPREME QUALITY INSIDE AND OUT!
MORTEX COILS
RPM1824D14A
1 1/2 - 2 Ton Uncased Mobile Home Downflow AC/HP Coil
Weight 30.0 LB Length 19.6 IN Width 18.0 IN Height 14.0 IN

SIVE TO
EXCLU
D
CTURE
A
F
MANU
G
IN
S
U
HO

RPM3036Y20E1
2 1/2 - 3 Ton Uncased Mobile Home Downflow AC/HP Coil
Weight 34.0 LB Length 19.6 IN Width 18.0 IN Height 20.0 IN
RPM4248Y26E2
3 1/2 - 4 Ton Uncased Mobile Home Downflow AC/HP Coil
Weight 50.0 LB Length 19.6 IN Width 18.0 IN Height 26.5 IN
Condenser

Coil

RP1424FJ1NA

RPM1824D14A

RP1430FJ1NA

RPM3036Y20E1

RP1436FJ1NA

RPM3036Y20E1

RP1442FJ1NA

RPM4248Y26E2

RP1448FJ1NA

RPM4248Y26E2

Tonage

Pad

Lineset

Disconnect

Whip

Thermostat

2

EP3434-3

612-30-1/2

EMD610

57507

TH6210U2001

2.5

EP3636-3

612-30-1/2

EMD610

57507

TH6210U2001

3

EP3636-3

612-30-1/2

EMD610

57507

TH6210U2001

3.5

EP3636-3

614-30-1/2

EMD610

57507

TH6210U2001

4

EP4040-3

614-30-1/2

EMD610

57507

TH6210U2001

• Coil Only Match
• 14 SEER RUUD Heat Pump with Mortex Coil
• AHRI Approved
• 10 Year RUUD Condenser Warranty with Registration
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ACHIEVER SERIES: SINGLE STAGE (RP14-F)
FEATURES:
• The RP14**F Series is designed to achieve 14 SEER with Coil only (for the
dual fuel market) and PSC Air Handler match ups
• New composite base pan – dampens sound, captures louver panels,
eliminates corrosion and reduces number of fasteners needed
• Powder coat paint system – for a long lasting professional finish
• Scroll compressor – uses 70% fewer moving parts for higher efficiency
and increased reliability
• Modern cabinet aesthetics – increased curb appeal with visually appealing
design
• Curved louver panels – provide ultimate coil protection, enhance cabinet
strength, and increased cabinet rigidity
• Optimized fan orifice – optimizes airflow and reduces unit sound
• PlusOne™ Triple Service Access – 15” wide, industry leading corner
service access – makes repairs easier and faster. The two fastener
removable corner allows optimal access to internal unit components.
Individual louver panels come out once fastener is removed, for faster coil
cleaning and easier cabinet reassembly
• Diagnostic service window with two-fastener opening – provides access
to the high and low pressure.
• External gauge port access – allows easy connection of “low-loss” gauge
ports
• Single-row condenser coil – makes unit lighter and allows thorough coil
cleaning to maintain “out of the box” performance

MCCALL’S SUPPLY, INC

“THE HEATING & COOLING PROFESSIONALS”
Serving 3 States, From 19 Locations Since 1969

www.mccallsinc.com
Proud supporter of the Manufactured
Housing Association of South Carolina
(MHISC) since 1985!

FOR INQUIRIES AND SPECIAL PRICING, PLEASE REACH OUT TO
RICK SANDERS 843-687-9412 / rsanders@mccallsinc.com

Organized events can boost retention for
MH communities
Community managers
know that giving
residents a feeling
of connection and
belonging goes a long way toward long-term
retention and a healthy bottom line.
Update talked with managers in South Carolina to
find out which ideas work the best. Here are some
ideas to help build a sense of community and
make residents more likely to love where they live.

Group projects

“We’ve noticed that in properties that regularly
hold events, the residents have a stronger sense
of community and tend to stay in the communities
longer,” she said. “Generally we have one or two
bigger events a year, like a pool party or cookout,
but sometimes it’s something as simple as an ice
cream social or a backpack giveaway for back to
school.”
“This not only makes the residents feel appreciated
and valued, but it also gives them an opportunity
to meet and interact with their neighbors,” Graham
said.

A neighborhood watch program can contribute to
resident pride and responsibility while deterring
crime and giving retired residents an assignment
they’ll enjoy. Local police departments are usually
eager to help community efforts such as this.

Other Ideas: Renting a waterslide to celebrate
the arrival of summer, holiday pancake breakfasts,
coloring contests, pictures with Santa.

Other Ideas: A Yard of the Month contest, a food
and toy drive, asking children to help decorate for
the season.

Mitch Gault, owner of four MH communities in the
Upstate area, points out there are ways other than
events to generate goodwill among residents.

Fun Events
Residents are often proud of their skills on the
grill, and who doesn’t enjoy a covered-dish picnic
celebrating Independence Day, Thanksgiving, or
back-to-school?

“Over Christmas we sent every resident a gift card
from Walmart with a note. This was a huge hit,”
Gault reported. “We got so many calls thanking
us, and even some letters of thanks mailed to us.
It let’s our people know we appreciate them and
they are family to us.”

Nichole Graham, the community manager at Wind
Gate in Summerville, says breaking bread is a
time-honored method of breaking the ice.

Interests Groups

A Token of Appreciation

There are always a few people in every
community who play guitar or
other acoustic instruments and
would love to have a regular
group to get together to do some
picking with.
At Creekside Nichole Graham
started a walking club that grew
to over 25 members.

Holiday pancake breakfast at Wind Gate Community in Summerville

“This small gesture cost our
company no money,” she
said, “But was one of our most
successful resident retention
ideas.”
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Titan Strong.
Titan Tough.
Titan Xterior.
Built to defend your home from the rigorous
demands of Mother Nature’s elements.
800.945.4440
www.stylecrestinc.com/titan-xterior
UNIT DUES
Member companies supporting the association that supports the industry
COMPANY

Blue Ridge Log Cabins
Cavalier Homes
Champion Homes
Clayton Homes
Crestline Homes
Deer Valley Homebuilders
Destiny Industries
Fleetwood Homes
Holmes Building Systems
KABCO
Legacy Housing
Live Oak Homes
Manis Custom Builders
Nationwide Custom Homes
Platinum Homes
R-Anell Homes
Scotbilt
SE Homes
Sunshine Homes
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R - Report; No Shipments		

N - No Report

People
MEMBER CONTRIBUTIONS
Todd Cook addressed the Laurens County Planning
Commission concerning installation requirements….
DeDe Ethridge worked on putting together the Midlands
Chapters annual lake cruise.
Richard Bagwell, Charlie Burkett,
Martin Davis, Mike Johnson, Tony
Massarelli, and Brian McKinney
met with DHEC officials to press
for quicker septic tank inspections
for industry customers….Matt
Webb and Mike Rogers from 21st
Mortgage met with officials at
the SC Department of Consumer
Affairs.
Martin Davis

ON THE ROAD
Andrea Westmoreland and Shell Suber represented
the staff at the Midlands Chapter’s summer meeting….
Mark Dillard spoke at MHISC’s Grand Strand Chapter
and met with members in Florence….Janae Frazier
spoke at the association’s Charleston Chapter
Meeting….Shell Suber met with Laurens County officials
concerning their excessive detitling requirements.

GRAPEVINE

John Johnson has sold his retail center in Beaufort to
CMH. Johnson says he and spouse Paula plan to take a
little time off to enjoy life and think about what they’d like
to do next. A highly-regarded veteran retailer, Johnson
served this year on the MHISC Dealer Roundtable and
Board of Directors.
Clayton will operate the Beaufort location as Oakwood
Homes with Lynn and Todd Cook as co-managers.
Martin Davis has been promoted and moves to
Greenwood to replace Lynn Cook as manager of the
Clayton store there.

Chris Tuttle

Michael McLean

Ken-Co is opening a third location in Sumter. Jeff
Sanford will serve as GM and Ronnie Motley as Sales
Manager. Sanford is a member of the SC Manufactured
Housing Hall of Fame and serves on MHISC’s Dealer
Roundtable.
Attorney Chris Tuttle is
now Managing Partner
of Tuttle & Associates,
LLC, a Greenvillebased law firm with a
focus on serving the
manufactured home
industry.
Back in the Industry:
John & Paula Johnson
Former Board and
Executive Committee
Member Steve Graham
is now with Aegis General Insurance Agency;
1652 Sewee Fort Road;
Mt. Pleasant, SC 29466;
sgraham@aegisfirst.com.
Recovering: Michael
McLean from hip
surgery. Engaged:
Todd & Lynn Cook
Tracey Lewis Medlin
and Richey Massey.
David Randall is now
with Stylecrest. He
joins his dad Al Randall
in the MH industry….
Likewise Ronnie
Boyce's daughter
Kaesi Boyce has signed
on with Oakwood
Tracy Medlin & Richey Massey
Homes in Beaufort….
Congratulations to
industry leader and South State representative Ken
Drachman on his retirement. He served in several key
association positions including chapter officer, board
member and on the MHISC Executive Committee.

David Randall

Kaesi Boyce

Jeff Sanford
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Manufactured Housing Institute of South Carolina
1801 Gadsden St.
Columbia, SC 29201

MHISC Fall Meeting
November 7-8, 2018
Charleston Harbor Resort and Marina
Best in the Industry Awards
Outdoor Reception and Dinner
News to Use
Networking with Industry Friends
Golf

