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Next NHREIA Meeting 
 

Lisa Parda of RealtyScape will present 
 

Safety in Real Estate 
 

6:30 PM, Wednesday, September 14, 2016 
Best Western Executive Court 

13500 South Willow St., Manchester 
Free for members; $20 for not-yet-members 

buyer or renter that may be 
looking for a more sophisti-
cated option. A buyer may 
want to be catered to in a way 
that presenting them with 
details of the property layout 
in addition to pictures and 
numbers may make a differ-
ence. 
 
BPO 
This service would 
be extremely valuable 
for any investor that is invest-
ing in an out-of-state prop-
erty. BPO essentially sends a 
licensed professional, in per-
son, to survey your property 
of choice and create a detailed 
valuation report. This is an as-
is evaluation so an experi-
enced investor can use this to 
determine if they are making 
a sound front-end decision 

tweak it for accuracy, change 
levels of details, display dif-
ferent measurements, and 
export your floor plan in a 
variety of formats, including 
JPEG and PDF. 

 
For companies or individuals 
that are struggling to separate 
from other options in your 
market, this might be a way 
to offer something different. 
Especially if you are in a 
higher-priced market with a 

How we use technology as inves-
tors and entrepreneurs speaks a 
lot about our willingness to be 
better at both.  
 
There is no reason to waste 
time as an investor and try to 
use technology simply be-
cause it is cool. Still, you 
don’t have to wait to get up 
on technological advances 
that will make your invest-
ment career easier, from lead 
tracking to the nitty-gritty of 
property management and 
expense tracking. 
 
Magic Plan 
This app is an innovative sur-
veying tool. When you take 
photos of the corners of your 
property, Magic Plan 
“sketches” and compiles a 
floor plan. You can then 

8 Awesome Tech Tools for Landlording,  
Lead Management, Productivity & More 

By Chris Clothier 

http://new.connectedinvestors.com/bpo
http://www.sensopia.com/english/index.html


Brenda Douglas       603-801-2283  
603-666-8534  

www.elmgrovecompanies.com 

Mark Roy 

Realty Brokerage and Property Management 

before buying.  
 
It costs $110 per report, but 
you no longer have to fool 
with inaccurate estimates 
from real estate listings. The 
reports provide things like 
neighborhood and market 
data, comments on pricing 
strategy, comparable prop-
erty reports, current photos, 
value forecasting, an over-
view of repairs, and more. 
 
PropertyWare 
Whether you landlord your-
self or think your current 
management team could use a 
modern update, Property-
Ware seems like a great place 
to start. Not only does it help 
your managers with their day-
to-day tasks, but it provides a 
portal specifically for you, the 
owner, to keep track of 
what’s going on with your 
properties. 
 
Managers can automate tasks, 
keep track of maintenance 
requests, collect rent online, 
track listings, and instantly 
publish new vacancies, screen 
tenants, and more. It’s a one-
stop property management 
hub that also includes owners 
in the conversation.  
 
Highrise 
Highrise is all about keeping 
track of your contacts, deals, 
and negotiations. It has an 

 integrated team system where 
you can create tasks, organize 
information, and keep the ball 
rolling for your investments. 
You can set reminders, send 
emails, connect to third party 
resources, and generally keep 
track of all of your leads. This 
is a great application for the 
smaller investor simply inter-
ested in keeping track of their 
communication and deal 
flow. 
 
Hubspot 
Hubspot is key for inbound 
marketing and the power of 
developing leads, tracking 
those leads internally, and 
understanding how marketing 
affected the experience.  
 
From developing content to 
tracking that content, conver-
sion tracking and complete 
funnel reporting, this one app 
allows you to hone your mes-
sage to reach a very detailed 
and specific audience and then 
tailor your message and fun-
nel to that audience. For 
companies that want to get 
very detailed building a loyal 
client base with a specific 
message, this inbound mar-
keting application is a must-
have. 
 
Moo 
Moo is your one-stop shop 
for all things advertising and 
marketing. One of their big-

gest draws is their high qual-
ity, highly customizable busi-
ness cards. Even their less 
expensive double-sided cards 
look luxe, with features like 
rounded edges. More than 
that, you can really get some-
thing unique from higher end 
options like gold foil, spot 
gloss, raised gloss, and even 
colored seams. They also pro-
vide options for mini business 
cards, square cards, and NFC-
embedded cards that al-
low  instant website sharing. 
 
You can either go in with 
your own design or pick from 
a fashionable library of 
choices. Moo also offers 
printing for flyers, postcards, 
letterheads, door hangers, 
and more. 

 
FullContact Card Reader 
FullContact is a new alterna-
tive to card readers, allowing 
users to take photos of busi-
ness cards and digitize that 
information and export it to 
over 200 different apps, in-
cluding to your phone and 

Google or iPhone contacts. 
You can try it out for free 
with your first 10 contacts, 
then buy plans based on your 
needs, starting with 50 con-
tacts for $10. 
 
For the everyday investor 
wanting to continue to net-
work and build their influ-
ence and organization, this is 
a great app to add. 
 
Expensify 
Most of us have tax season in 
the back of our minds. Keep-
ing track of all of your ex-
penses can be a pain, but Ex-
pensify streamlines the proc-
ess by allowing you to take 
photos of receipts, track debit 
and credit card transactions, 
and then create custom cate-
gories and filtering. You can 
create reports, send invoices, 
stay up on compliance issues, 
and more. You can even 
break it up between different 
cards so you can use different 
cards for different categories. 
 
This is a great app for tracking 
and prepping and it saves a 
tremendous amount of time 
— especially for the small 
investor looking to keep track 
of their expenses. 

http://www.propertyware.com/property-management-landlords/
https://www.moo.com/
https://www.fullcontact.com/cardreader/
https://www.expensify.com/


Real Estate Development Company specializing in hotels 
and resorts as well as office parks and shopping centers.  

 
 

Dennis Prue 
603-559-2100 

www.oplhotels.com 
 

  

A heating fuel technology 

management service  
 

www.heatoracle.com 

Greg Hovagim — gregory.hovagim@heatoracle.com 
 

Louis Trebaol — louis.trebaol@heatoracle.com 

Important Questions To Ask Before Taking on a Business Partner 
- Fortune Builders 

How do I handle my finances? 

 Are my personal finances organized and separate from my business accounts? 

 How much money do I need to live my ideal lifestyle? 

 Will my partner and I handle the finances together or will that be a person’s specific role? 

Be sure to set precise percentages/dollar amounts in regards to the salary for each partner, before signing a contract. 

 

What are my short-term and long-term goals? 

 Do I want a partner to help me with minor tasks? (i.e. answering phone; scheduling client/lender appointments) 

 Do I want a partner to take on 1/2 of my workload and help with big picture ideas? 

 Will accomplishing by short-term goals help me achieve my long-term goals? 

If you don’t plan on utilizing your partner to his full extent, instead consider taking on an assistant or part time employee. 
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Do I ever plan to sell my business? 

 How will I react if my business partner wants to buy out the business? 

 How much money would I have to be offered to agree to sell my business? 

 Under what circumstances would I want out of my business? 

You should discuss under what conditions a selling/buyout would happen in order to avoid any future tension. 

What do I want in a partner? 

 What qualities do I lack that I would like to see in a potential partner? 

 What are my strengths and what strengths would best compliment those? 

 Do I need a partner with a specific skill set or list of contacts? 

Making a list of exactly what you are looking for in a partner will help to mitigate future risk. 

Do I work better independently or co-dependently? 

 Would adding a business partner add more value or stress? 

 How often would you need to meet and communicate with your partner? 

 Will I be able to trust another person with half of my business? 

Frequent communication is key. In addition to responsibilities, lay out a communication schedule and work flow.  



 

 

$ Investor Financing $ 

Hard Money 
 

Non-owner Occupied Flips/Rehabs 
Commercial Acquisition • Multi – family 

 

EVERY DEAL IS DIFFERENT – TALK TO US!! 

Ann Bellamy, Buy Now, LLC       603-801-2247                                

Kevin Collins 

Kevin@AdvantaTrust.com 

AdvantaRANewEngland.com 

617-830-1070 

Self-Directed IRAs/1031 Exchanges 

Greg Legier 

Andre Tremblay 

Debra Davis Thum 

(603) 934-4445    

                             

www.fsbnh.com  

John F. Skinner III 

 

603-622-8100 
www.AAONE.law 

Tell me about your Work Ethic. 

Address potential problems before making things official. 
It is important to know how people will react to obstacles. 

What are your expectations & how much time will you commit to the business? 

 Is there anything currently happening in your life that will make this business venture your secondary interest? 

 Where do you see this business’ success in 1, 5 and 10 years? 

 What do you imagine your role will look like in this business? 

It is important that you and your partner are on the same page regarding expectations.  
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What is your number 1 goal or goals? 

 What is your number 1 why (motivation) for starting a business? 

 What is your vision of success and failure? 

 If you didn’t have to work, how would you spend your time? 

Getting to know your partner on a personal level will help you determine whether they will fit into your culture of business.  

What questions do you have for me? 

An ideal candidate should have questions to ask, especially if they are truly interested in working with you. This question 
will prove how serious a person is about committing to a long-term partnership. 

What are your Values? 

 How do you deal with conflict, stressful situations and 

working under pressure? 

 How important do you consider integrity? Are you 

willing to do what’s right even if it isn’t always easy? 

While this question seems cliche, the right candidate will be 
someone who is self-aware & can access themselves honestly. 

What are your Strengths/Weaknesses? 

 What do you consider your top 3 skills? 

 What value can you bring to the business? What is your 

experience in business? 

 What problems have you solved in the past that would 

benefit this business? 


