MEAD MANDR MHC
$3,000,000 | 49 Total Lots | ~949% Occupied
(3 Vacant) | Value-Add Operator Deal
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Company Overview

At IWI Realty, a Group of Res and Ranch,
LLC (Broker Lic #9012169), we leverage
market insight and investor-focused
strategy to position assets for maximum
value. Our team understands the drivers
behind commercial investment
decisions in the Permian Basin and
delivers clear data, strategic exposure,
and strong buyer engagement. From
financial analysis to targeted outreach,
we ensure investment properties stand
out in a competitive market.

President Join Our
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432.260.0088

@ iwirealty.com
larry@iwirealty.com

Larry Nielsen
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Executive Summary

Mead Manor MHC is a 49-lot
manufactured housing community in
West Odessa, positioned in the Permian
Basin workforce corridor. The property
is approximately 94% occupied and
produces immediate in-place cash flow
with clear, executable value-add upside.
Returns are driven by operational
execution: vacancy infill, rent
normalization, collections improvement,
and disciplined expense management,
making this an ideal acquisition for
experienced MHC operators.
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PROPERTY POSITIONING

Mead Manor is a workforce-oriented manufactured housing community serving oilfield
services, construction, industrial, and logistics employment throughout West Odessa.
The property benefits from consistent tenant demand tied to the Permian Basin's core
employment base, supporting stable occupancy and durable cash flow.

The community is approximately 94% occupied and generates immediate in-place
income, providing a solid operational foundation from day one. Existing rent structures
reflect a mix of standard workforce lot rents and select higher-paying tenants, creating a
clear opportunity for rent standardization and improved revenue consistency.

Mead Manor is positioned as an operator-driven value-add opportunity rather than a
passive investment. Upside is achieved through vacancy infill, rent normalization,
collections improvement, and disciplined expense management, making the asset well
suited for experienced MHC operators focused on scalable NOI growth.

COMMUNITY HIGHLIGHTS

e 49 Developed Lots

¢ 46 Occupied/ 3 Vacant (Approximately 94% Occupancy)

e In-Place Lot Rents

e Typical monthly lot rent range observed: $450 to $550

e Commercial or Premium Rents (Select Tenants)

e Certain tenants paying $1,500 per month (where applicable)

¢ |Immediate Cash Flow Plus Value-Add Upside

e Upside driven by infill, rent standardization, and collections tightening
e Operator-Friendly Profile

Lean expense base with water as the primary operating line item
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UTILITIES AND INFRASTRUCTURE

e Water: Master-billed, largest operating line item (see financials)

e Electric: Guard lights line item present; tenants pay electric separately where
metered

e Sewer: Existing sewer system serving pads
e Roadways: Established internal roads and pad access

WORKFORCE AND PERMIAN LOCATION

West Odessa sits at the center of the Permian Basin workforce engine, supporting
constant demand from oilfield services, pipeline activity, industrial maintenance,
construction crews, trucking, and logistics operators. The region’s employment base is

driven by long-term energy production and infrastructure activity, creating steady
housing demand for mobile and skilled labor.

Mead Manor's location aligns directly with this workforce profile, offering proximity to
major employment centers and service corridors throughout Odessa and the
surrounding Permian Basin. This positioning supports stable occupancy, repeat
tenancy, and consistent demand for workforce-oriented housing solutions.

Regional Access and Demand Corridors

v Odessa and Midland employment access
v~ Core Permian Basin service corridors
v~ Qilfield services and industrial contractor routes
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IDEAL BUYER PROFILES
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e Manufactured Housing Community Operators
e Workforce Housing Providers

¢ Oilfield and Industrial Housing Operators

¢ Value-Add MHC Investors

¢ Regional MHC Platforms Seeking Scale

e Private Operators with Hands-On Management

VALUE-ADD THESIS

Mead Manor is priced and positioned for operational execution rather than passive
ownership. The property produces immediate in-place cash flow, providing downside
protection while allowing an experienced operator to implement targeted
improvements that directly impact net operating income.

The primary value-add drivers include infill of remaining vacant lots, rent normalization
across the community, and improved collections consistency. Current rent levels
reflect a mix of workforce lot rents and select premium arrangements, creating an
opportunity to standardize pricing and improve revenue predictability over time.

Additional upside is driven by disciplined expense management, particularly through
water usage oversight and ongoing operational efficiencies. With a lean expense
profile and no reliance on speculative redevelopment or major capital projects, Mead
Manor offers a clear, executable path to NOI growth through hands-on management
and operational refinement.



TABLE 1: RENT ROLL SNAPSHOT (Monthly)

Item Amount

Gross Scheduled Rent $28,500.00
Vacancy Loss ($2,600.00)
Loss to Lease ($4,600.00)
Effective Rent Charges $21,300.00
Misc Charges $6,660.67
Total Monthly Charges $27,960.67
Total Paid $28,258.67
Total Lots 49
Vacant Lots 3

TABLE 2: KNOWN OPERATING EXPENSES (Annual)

Water $45,517.83

Electric (Guard Lights) $1,558.89
Insurance $4,673.85

Property Taxes, Homes $1752.08

Property Taxes, Land $6,390.26
Rent Manager $3,069.48
Total Shown $59,892.91

NOTES RECEIVABLE

Loans receivable as of 10/13/25:

3 notes; Total principal balance: $130,798.24
Note:

Other typical owner expenses (repairs and maintenance, admin, reserves) to be underwritten by
buyer.




SECTION A: NOI BRIDGE (Annual)

NO Bridge ftem

In-Place NOI (conservative) ~$249,038
Vacancy infill (3 lots at $525) $18,900
Loss-to-lease reduction $20,000
Rent increases (46 occupied $27,600
Collections improvement $8,500
Total NOI Upside $75,000
Stabilized NOI ~$324,038

SECTION B: CAP RATE STORY AT $3,000,000

In-place cap rate: ~8.3%
Stabilized cap rate: ~10.8%

Ready for immediate acquisition and operator execution.

Mead Manor offers a rare opportunity to acquire a workforce-oriented
manufactured housing community in the core of the Permian Basin with
immediate in-place income and defined operational upside. The property is well
suited for experienced operators seeking durable cash flow and a clear path to
NOI growth through execution-driven improvements.
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Information About Brokerage Services

I ‘ Texas law reguires all real estafe license holders fo give the following information about
= e = brokerage services to prospective buyers, tenants, sellers and landlords.
THEaN Fhae FLIATE COsHE LR
TYPES OF REAL ESTATE LICENSE HOLDERS:
s A BROKER is responsible for all brokerage activities, induding acts performad by eales agents sponsonad by the brokes
L] A SALES AGEMNT must be sponsoned oy a broker and works with cllents on bshall of the broker.

A BROKER'S MINIMUM DUTIES REQUIRED BY LAW (A client |a the perscn or party that the broker represents):
& Put the inferests of the chent above all others, including the broker's own inberests;

«  Inform the client of any material information Aot the proparty of ransaction receied by the brokes

*  Answer the client’s questions and presant any offer to or counter-offer from the chent; and

e Treal all parties 10 a real estale ransaction honestly and Tairly

A LICENSE HOLDER CAN REPRESENT A PARTY IN A REAL ESTATE TRANSACTION:

AS AGENT FOR OWHNER (SELLERLANDLORD): The broker bacomes the properly owner's agenl through an agresemenl with e ownear
usually in a written listing to sell or propery managemant agreement. An owner's agent musi perform the broker's minimum duties
above and musl inform the owner of any maleral information aboul the property of Fansachon known by the agent, including
information disclosed to the agent or subagent by the buyer or buyer's agenl. An owner's agent fees are not set by law and are fully
nigotiable.

AS AGENT FOR BUYERITENANT: The broker becomes the buyerfienant's agent by agresing o represent the buyer, usually through a
written representation agreemant. A buyer’s agent must perform the broker's mmemum dulies above and must inform the buyer of any
rmaferial informalion aboud the properly or fransaclion known by the agent, mcluding informalion disclosed o the agend by the seller or
sollor's agent A buyertenant's agent fees are not set by law and are fully negotiable

A5 AGENT FOR BOTH - INTERMEDIARY: To act as an intermediary betwesn the paries the broker must first obtain the written
agreement of each pary lo the Fansacton. The wrillen agresement mus! stale who will pay the broker and, in conspicuous bold or
underlined print, zet forth the broker's otigatons as an 1"'1E'r“19l:|ial'§|l' A broker who acls &8 an Intermiadiary
Must treat all parbes to the transaction impartiafly and fairly;
May, with he partes’ wrilten consent appoint a diferent boense holder assocaled with he broker 1o aach pay (owner and
tlU:.'lJrl 1o commumnicate with, provide opinions and advice to, and carry out the instructions of each party 1o the transacton.
Must nod, unless spacilically authonzed in writing to do 50 by the party, discloss
that the owner will accapt a price less than the writlen asking prics;
that the buyerdenant will pay a price greater than the price submitied in a writben offer; and
any confidential information or amy other information that a party specifically instructs the broker in writing not o
disciose, unless requened to oo 50 by law

AS SUBAGENT: A lcense holder acls as a 3UDEgE‘F-| wihen &Kl ng & Du!,'E'r In a transaction withoul an -HQI'EEITI'E!""I o represent the
hl_l:,rnr I !;llh:agnnl can assisl the by but does nod reprasent the hll_‘r‘i_"l and must placa the inderests of the ownar first

TO AVOID DISPUTES, ALL AGREEMENTS BETWEEN YOU AND A& EROKER SHOULD EE IN WRITING AND CLEARLY ESTABLISH:
L The brokars dulkes and responsabilities 10 you, and your obligations under the represantalion agreamant
& Who will pay the broker for services provided bo you, when payrment will be made and how the payment will be calculated

LICENSE HOLDER CONTACT INFORMATION: This notice is being provided for informadion purposes. |{ does not create an abligation for
ol b use tha brokers services, Fease EIZJCI'II:IWH'GI;E I'ECEIFII. of thig notlce balow and reatain a GOy for your records,

Res & Ranch 8012169 matthewhoytix@gmall.com (512)829-3580
Licansed Broker /Broker Firm Mame or Licensa Mo Email Phone
Primary Assumed Business Name

Maithew Hoyt G562TE matthewhoytixi@gmail.com (512)}829-3580
Designated Broker of Firm Licenze Mo Emall Phane

Lioensed Superviss of Sakes .;\.-;;-e:rl'." Licerse Hu Email Phong
Associate

Larry Miglsen BEO1D1 larry@iwiraally com [432)2E0-00E8
Sales Agent'Associaile’s Mame Licensa Mo, Email Phone

BuyenTenanlSellenLandlond Initials Dt

Regulated by the Texas Real Estate Commission Information available at www._trec.taxas.gov
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Marketing the MH Industry

Kyle Williams

2147940912
rgnservices@gmail.com

This Offering Memorandum is provided for informational purposes only and does not constitute an offer to sell or a
solicitation of an offer to buy any property. All information is deemed reliable but not guaranteed and should be
independently verified by prospective buyers.
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