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6 Tips for Staying Compliant with Fair Housing Laws 
 

By Brandon Turner 

Don’t miss the next NHREIA Meeting! 
 

Featured Speaker:  Jack Lavoie 
 
Jack Lavoie, one of the most respected and knowledgeable real estate and appraisal 
professionals in NH, will discuss appraisal and valuation for real estate investors. 

 
6:30 PM, Wednesday, 5/10/17  

Best Western Executive Ct. 13500 South Willow St. Manchester 
Free for members; $20 for not-yet-members 

1. Be Knowledgeable 

Know your local, state and 
federal Fair Housing Laws. 
There are many resources 
online, i.e., The Department 
of Justice’s website at 
www.justice.gov and The 
Department of Housing and 
Urban Development’s web-
site at www.hud.gov. 
 
2. Have Standards in Place 
& Treat Everyone Equally 

When advertising your unit 
for rent, and after you have 
placed your tenant, treat eve-
ryone equally and be consis-
tent. You may find this hard 
to do when everyone who 
contacts you is coming from a 
unique position and is going 
to have their own unique 
questions, but one way to 
ensure you are treating every-
one equally when renting out 
your unit is to have a prede-
termined list of questions and 
responses for every person, as 
well as predetermined qualifi-
cation standards that you 

communicate clearly to all 
interested persons. 
 
For anyone who contacts us 
about one of our advertised 
units, we use a form titled 
“Potential Tenant Question-
naire” that gets completed for 
each person. Not only does 
the questionnaire make it easy 
to be consistent, but based on 
the answers we receive, we 
get a good idea whether or 
not they will meet our qualifi-
cation standards, and we have 
everything in writing should 
they accuse us of being unfair 
or discriminating. 
 
After your tenant has moved 
in, stick to the lease and have 
a written policy for how to 
respond to all situations—
then don’t deviate from it. 
Deviating from your written 
lease or policy indicates in-
consistency, which may lead 
to an accusation of showing 
partiality, also a form of dis-
crimination. 

For example, if your lease 
states that a late fee will be 
charged for any rent not paid 
by the 5th and you enforce 
the late fee with one tenant 
(they’re kind of a jerk) and 
not another (you like them), 
the tenant charged the late fee 
may feel they were discrimi-
nated against because of an-
other reason. Regardless of 
your reasoning (one tenant 
was nice and the other a 
jerk), that situation could 
quickly get out of hand. It’s 
best to simply practice consis-
tency and stick to your writ-
ten policies. 
 
3. Don’t Make Assumptions 

When filling a vacancy, don’t 
assume you know your poten-
tial tenant or know what they 
want. Prospective tenants 
who contact you are most 
likely contacting you about a 
specific property, but if not, 
don’t make assumptions such 
as what type of dwelling you 
think they would prefer or 
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income your potential tenant 
must make to be accepted. 
 
By setting an income require-
ment, you are not discrimi-
nating against any particular 
class, just protecting your 
interest by taking precautions 
so they can comfortably pay 

the rent. Just keep in 
mind, the qualification 
standards are based 
solely on business rea-
sons to ensure a re-
sponsible tenant. If an 
applicant falls short of 
any of the screening 

criteria, chances are they 
would eventually become a 
liability to our business. 
Therefore, all persons inter-
ested in renting one of our 
units must meet all of our 
qualification standards. 
 
5. Be Careful with Words 

When speaking with potential 
tenants, be very aware of 
what you say or how you 
phrase things. Even an inno-
cent, friendly question or 
statement could be seen as 
discriminatory and a violation 
of Fair Housing Laws. An 
example would be asking a 
person in a wheelchair how 
they ended up there or stating 
that they would probably 
prefer your downstairs unit 
since it’s more accessible. 
 
6. Keep Excellent Records 

Keeping records of current, 

former and prospective ten-
ants is extremely important. 
Not only will keeping de-
tailed records potentially pro-
tect you in the event a dis-
crimination charge is brought 
against you, but it’s also a 
good business practice for 
staying organized and keeping 
track of things. 
 
In the case of renting out your 
unit and speaking with poten-
tial tenants, keep notes of 
each contact you had with the 
potential tenant, including the 
date and time they occurred. 
If they apply for your rental, 
you will also want to keep 
records of your screening 
results and the reason behind 
whether or not they were 
approved. If they were de-
nied, send them an Adverse 
Action Notice and keep all 
the information you collected 
about that applicant should 
the need arise to prove no 
wrongdoing on your part. 
Have a file where all notes 
about each person get stapled 

together and go after the last 
contact with that person. Also 
have a file of denied appli-
cants, where all information 
collected about each applicant 
goes after they have been 
denied.  
 
The same goes for current 
and past tenants. Each tenant 
should have their own file, 
where all of their information 
is stored from beginning to 
end. During a tenant’s ten-
ancy, keep records of any-
thing having to do with that 
tenant, such as phone calls, 
emails, letters, texts, com-
plaints, notices, maintenance 
requests, repairs, and any-
thing else having to do with 
their tenancy. After the ten-
ant is no longer with you, 
don’t toss the tenant’s file—
keep it in case you ever need 
it. Not only could it protect 
you in the event of a Fair 
Housing complaint, but accu-
rate and detailed record keep-
ing will also make your job as 
a landlord much easier. 
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the neighborhood you think 
they would be most comfort-
able in. “Steering” or pointing 
persons towards specific units 
or neighborhoods is also con-
sidered discriminatory and 
will potentially land you in 
hot water. One way to com-
bat steering is by letting your 
prospective ten-
ant know about 
all your available 
properties and 
letting them 
decide which 
ones they would 
like to see and 
which ones to avoid. This also 
goes back to the Potential 
Tenant Questionnaire, if you 
have a predetermined list of 
questions for every caller, 
such as their price range, the 
type of housing they prefer, 
and the size and location they 
are looking for, you can 
quickly and legally point them 
towards any available rentals 
you have that meet those re-
quirements. 
 
4. Stay Consistent 

When filling a vacancy, have a 
pre-determined set of qualifi-
cation standards in place that 
you require of all applicants. 
Never set different require-
ments for different people. 
Your qualification standards 
should be based on valid busi-
ness reasons. For example, 
you can set an income re-
quirement of the minimum 
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Wholesaling for Newbies 
 

So you want to become a 
real estate wholesaler? 
Great! Here’s a 60-day 
action guide to wholesal-
ing your first property by 
Marcus Maloney. 
  
Before we get started, I do 
not want to give you any false 
impressions. This is not 60 
days to $5,000 without work-
ing; it’s 60 days to get you in 
the game. 
 
I like to use analogies, and I 
will start with this one to put 
things in perspective. If you 
had the opportunity to play 
one season without pay 
to make an NFL team the 
following season, would you 
take the opportunity? I’d bet 
you would. 
 
Let’s say you are doing every-
thing your teammates are 
doing. You are getting up at 
5:00 a.m. to run, and you’re 
in the weight room, out prac-

ticing, and learning the plays 
with the team. You’re doing 
everything, but you’re not 
getting paid. What do you 
think will happen? Eventually, 
you’ll be able to do what 
they do and make the team. 
You’ll become a paid player. 
It’s just the same for real es-
tate wholesaling—you have 
to be willing to put in the 
sweat equity to reap the re-
wards. So let me show what 
this process looks like. Keep 
in mind—this is just one way, 

but there are many ways to 
close your first deal. 
 
A 60-DAY ACTION GUIDE 
TO WHOLESALING YOUR 
FIRST PROPERTY 
 
Step 1: Define your pur-
pose. 
The first step of the process is 
to ask yourself the follow-
ing: Why do I want to wholesale 
property? What is it that I want 
and need? If you cannot clearly 
define these things, then stop. 
Also, your answer cannot be, 
“I want to make money.” Of 
course you do, but you want 
to use the money for what 
purpose? You have to have a 
reason. The universe will not 
work towards bringing what 
you need if you do not know 
how you intend on using it. 
This is like going to a bank 
and asking for a loan, and 

when the loan offer asks, 
“How much do you need?” 
you say, “As much as you can 
give me.” The banker then 
says, “Well, what do you 
need it for?” and your re-
sponse is, “I just need it.” 
Sounds foolish, doesn’t it? 
That’s how some of us sound 
when it comes to our ap-
proach to success. We want it 
but have no idea what it takes 
or what success looks like.  
 
Defining your purpose should 
not take long, but it will take 
energy. I tell people to think 
back to when they were chil-
dren. What really amazed 
them? Work towards that and 
dig deep. Your answer is 
somewhere in there. 
 
Step 2: Join a team. 
Using that same analogy of 
football, let’s say you now 
have to find a team. In search-
ing for a team, you’re simply 
looking for a group of people 
who want to accomplish the 
same goals you do. As a real 
estate investor, this is nor-
mally easy to do. As long as 
you find those that truly love 
real estate, you can find a 
common purpose with these 
individuals, and you can help 
each other achieve common 
goals. 
 
When you’re wholesaling, 
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you need other investors to 
network with. You have to be 
able to pick up the phone and 
discuss real estate with like-
minded individuals. This is 
where you will begin to learn 
what they learn, do what they 
do, and know who they 
know. Real estate is a contact 
sport; you have to get out and 
create contacts. 
 
Step 3: Absorb every-
thing. 
Once you find a team, learn 
as much as you can. Do not 
be afraid to ask what you may 
think are dumb questions. 
Ask and become knowledge-
able. There are specific things 
you need to learn about, in-
cluding your market, poten-
tial buyers, what these buyers 
are purchasing, and where 
they’re buying properties. 
 
Let’s start with find-
ing buyers; you can seek 
out this information by re-
searching all the recent cash 
transactions that occurred in 
an area. Without going too 
far into the details, let’s just 
say you can contact a local 
title company and inform 
them that you’re doing mar-
ket research and looking for 
all the recent transactions 
without financing that oc-
curred in the past year. Once 
you receive the addresses, 
you can search those ad-
dresses with the county asses-

sor’s office to look for the tax 
mailing address. Once you 
have the tax mailing address, 
you can then send out letters 
asking them to contact you if 
interested. 
 
Once they call you—because 
they will call—ask them what 
are they looking for. Ask 
them if they will be ready to 
move quickly if you find it. 
Now you have buyers. 
This is normally where the 
fear begins to kick in. Push 
that fear aside. You will go 
through the emotional roller 
coaster of fear, anxiety, low 
self-esteem, and many other 
emotions in between. 
 
Step 4: Pay to play. 
Education is not free. How-
ever, it does not have to be 
completely unobtainable, 
either. Building your circle of 
influence will cost you some-
thing. This will, of course, 
cost you time, effort, and 
sometimes money. You’ll 
need to put your money 
where your mouth is. If you 
really want to be an investor, 
you will have to invest in 
yourself 
 
You will not be able to reap 
the benefits without giving up 
something. While gurus often 
say that with little effort you 
can close your first deal and 
make $5,000, that’s simply 
not so. The beginning is the 

hardest. You need to “pay to 
play” by taking others to 
lunch to ask questions, invest-
ing in direct mail, or driving 
for dollars. Also, to increase 
your circle of influence, you 
will have to pay to be in the 
environment of those who are 
doing what you want to do. 

HOT MARKETS IN THE NATION THAT 

AREN’T FACING A BUBBLE 
 

Realtor.com’s research team compared 150 of the largest 
housing markets where price appreciation was between 4%
-13% in 2016; the supply of homes for sale was ample (3-7 
months); affordability remains strong; the median number 
of days on the market is low; the new home market has 
recovered since the recession; and more. 
 
Realtor.com named the following 8 housing markets as the 
most stable in the country: 
 

1. Fort Collins, Colo.: 7% annual price growth 

2. Madison, Wis.: 10% 

3. Durham, N.C.: 10% 

4. Honolulu: 9% 

5. Greenville, S.C.: 10% 

6. Ann Arbor, Mich.: 10% 

7. Manchester, N.H.: 9% 

8.    Salem, Ore.: 11% 

You have to have a purpose, 
educate yourself, absorb a lot 
of material, have the right 
mindset, and finally, put what 
you learn to action. Education 
is the key. If you want to 
learn to do something new, 
you have to reprogram your 
thinking to see it materialize.  


