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Best Real Estate Investment Apps to Automate Your Business 
 

By Than Merrill 

Don’t miss September’s NHREIA Meeting! 
 

Our featured speaker is Stephen Bowen of HomeVestors.com   
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Free for members; $20 for not-yet-members 

What can today’s 
best real estate investing 
apps do for your busi-
ness?  Real estate investing 
apps exist for one simple pur-
pose: to make our lives as 
investors that much easier. 
After all, what is technology, 
if not for a way to increase 
efficiency? And, as it turns 
out, those that introduce the 
right real estate investing apps 
to their business could realize 
huge dividends. 
 
We have all heard it before: 
time is money. And while I 
agree wholeheartedly with 
this sentiment, it’s missing 
something — something sig-
nificant. Time isn’t just 
money, but rather every-
thing. Those real estate inves-
tors that have mastered the 

art of time, or rather have 
become more efficient with 
the time they are given, are 
most likely ahead of the 
curve. If for nothing else, it’s 
those in the industry that have 
maximized their efficiency 
that are now realizing success 
on a level that most could 
only dream of. 
 
It’s worth noting, however, 
that efficiency in the real es-
tate industry isn’t reserved 
solely for the most prolific 
investors of our time. In fact, 
there is no excuse for your 
own business to be less effi-
cient than even the most pro-
lific investors of our genera-
tion. There are simply too 
many real estate invest-
ing apps that make life easier. 
Those that already use them 

are more than aware of the 
advantages they have become 
synonymous with, and it’s 
about you found out, too. If 
you don’t know which real 
estate investing apps to start 
with, may I recommend the 
following? 
 
REAL ESTATE             
INVESTING APPS 
WORTH YOUR TIME 
1. Matterport 
Matterport, an immersive 
media technology company 
that builds 3-D and Virtual 
Reality (VR) media solutions, 
has all but completely altered 
the way real estate investors 
are showing their properties. 
 
As Matterport so eloquently 
puts it, their team has “built 
the first end-to-end media 

https://matterport.com/
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 invest. Think about it: In cre-
ating one 3-D model, inves-
tors can reach countless peo-
ple. No more of your time 
will be reserved for touring 
homes whether one person 
sees it or 500. 
 
2. Google Voice 
While far from new to the 
real estate scene, Google 
Voice has become an integral 
cog to the machine that is real 
estate investing. In its sim-
plest form, Google Voice 
provides investors of every 
level a communication me-
dium that levels the playing 
field. Used to its full poten-
tial, however, it’s entirely 
possible for Google Voice to 
take your career to the next 
level; it’s benefits are that 
transcendent. It has literally 
become an 
invaluable 
tool for 
those that 
have discov-
ered its po-
tential. 
 
The fact remains: most peo-
ple are aware of this valuable 
application, but it’s absolutely 
worth confirming that you are 
taking advantage of it. If for 
nothing else, those that ne-
glect the advantages offered 
by Google Voice will inher-
ently start behind the curve; 
not a good place to be for 
anyone, let alone those who 
are just starting out. 
 
How To Market Your 
Wholesale Deal To A 
Buyers List 
If you already use Google 
Voice, I commend you. How-
ever, those of you less famil-
iar with this groundbreaking 
application should acquaint 
yourselves sooner rather than 

later. As its name would sug-
gest, Google Voice is not 
unlike your typical phone 
number — but so much 
more. And for free of charge, 
I am not sure why everyone 
isn’t using it already. In one 
fell swoop, this single app 
allows its owners to call, text, 
and check voicemail — not 
unlike your cellphone. And, 
also like the smartphone you 
already have, it can connect 
to just about all of your de-
vices to allow for seamless 
communication. Feel free to 
forward calls and messages to 
any of the devices you own 
and, perhaps even more im-
portantly, filter spam auto-
matically. With Google 
Voice, you decide who can 
reach you and how — an 
invaluable tool for those look-

ing to grow their 
business. 
 
When all is said and 
done, Google Voice 
is the easiest way to 
manage and track 
incoming calls. I 

maintain that it’s all but nec-
essary for those expecting to 
receive incoming calls, and a 
lot of them. 
 
3. Open Home Pro 
The best real estate investing 
apps, those that can automate 
individual processes, must be 
taken advantage of. In fact, 
it’s safe to assume today’s 

most prolific real estate inves-
tors are already using them, 
and there is no reason you 
shouldn’t be. Of those that 
automate certain aspects of 
the investor business, few are 
more helpful than Open 
Home Pro. As its name 
would lead you to believe, 
Open Home Pro eliminates a 
lot of the tedious, monoto-
nous aspects that have be-
come synonymous with open 
houses. 
 
Put simply, Open Home Pro 
has found a way to digitize the 
world of open houses. No 
longer are real estate inves-
tors required to keep track of 
everything with a pen and 
paper. With this ingenious 
application, investors are 
made privy to digital sign in 
sheets that seamlessly inte-
grate with more than a dozen 
real estate CRMs, automated 
seller reports, and automated 
email and text messaging to 
your open house attendees.  
 
So not only does Open Home 
Pro save you from hours of 
data entry, but it also main-
tains the relationship you es-
tablished at a subject property 
— all without you lifting a 
finger. I think Open Home 
Pro is a must for real estate 
investors intent on hosting 
open houses. 
 

platform that allows users to 
easily create, modify, navi-
gate, and build on digital rep-
resentations of real places.” 
Quite simply, their revolu-
tionary technology allows 
investors to not only create 3-
D digital replicas of their as-
sets, but it goes as far as let-
ting interested parties tour 
respective properties from 
the comfort of their own 
home. It’s not the least bit 
hyperbolic to suggest their 
app will literally change the 
way you look at and interact 
with physical spaces, not the 
least of which include your 
very own real estate deals. 
Consider the implications of 
adding this powerful applica-
tion to your current arsenal of 

investor tools — the manner 
in which you show properties 
will never be the same again. 
In building an online database 
of your individual deals, each 
of which can be toured by a 
prospective buyer from their 
own home, you effectively 
and significantly reducing the 
amount of time you must 
spend physically walking peo-
ple through your homes. It 
also stands to reason that the 
ones you do guide through 
your homes are, more or less, 
hot leads. If for nothing else, 
they have already taken your 
virtual tour and liked what 
they saw. 
 
At the very least, more peo-
ple will be able to see your 
properties. Perhaps even 
more importantly, however, 
is the distinct lack of a corre-
lation between the amount of 
people that tour your home 
and the amount of time you 



 

 

 

Real Estate Investor Hacks 
 

 
Marketing messages need to 
be compelling. There needs 
to be a reason for them to 
take us up on the offer, right? 
 
Here are some examples: 
“We just sold the Johnson’s house 
in two days with five offers. Right 
now we’re really low on inven-
tory, we’ve got lots of qualified 
buyers but not enough homes to 
sell them.” 
 
"Home needs remodeling or up-
dating so you can sell?. Right 
now we’re really low on inven-
tory, so we can make cash offers, 
close quickly and purchase as-is." 

 
Then, the story leads in to a 
call to action. 
 
“Who do you know that’s think-
ing about selling their home? 
Call or text me at this number.” 
 
“Who do you know that’s needs to 
sell their home fast? Call or text 
me at this number.” 

 

- Josh Schoenly 

 

If you believe your tenant has 
moved someone into the unit, 
the 1st step we take is to 
place a phone call to the ten-
ant. 9 times out of 10, the 
tenant will quickly say, “Oh, 
they are just staying with me 
for a little while,” to which 
we respond, “Well, your 
lease, as well as our company 
policy, only allows guests to 
stay for up to 2 weeks before 
they must be added to the 
lease. Has your guest been 
with you that long?” After 
some fumbling around, the 
tenant will finally admit that 
the person is moving in, and 
they will usually ask, “So, 
how do I add them to the 
lease?” 
 
Technically speaking, if the 
tenant is in a lease and their 
term is not up, the tenant 
does not have the right to 
move someone in. However, 
they’ll likely do it anyway, so 
we find it best to allow the 
new guest to apply to become 
a tenant. The process for al-
lowing a tenant to add some-
one to the lease is fairly simi-
lar to the process of renting it 
out in the first place: 
 
1. Give the new “tenant” an 
application to fill out and re-
quire that they fill it out in 

full and include the applica-
tion fee. 
 
2. Complete the full screen-
ing process, including the 
background check, credit 
check, landlord references, 
and income verification 
(though if the tenant living 
there already meets the in-
come requirement, techni-
cally the new tenant will not 
need any income, as the in-
come requirement is based on 
total household income). 
 
3. If you approve the new 
tenant, you have a couple 
options as far as getting them 
on the lease: 1) Sign a new 
lease with all the tenants. 
Walk both the original tenant
(s) and the new tenant 
through the entire lease, just 
as you did with the original 
tenant when they moved in. 
Then, make sure all adults 
sign the new lease. Or, 2) 
Walk all tenants through the 

old lease then have them sign 
a new addendum to change 
the terms of the old lease, 
which in this situation would 
be adding “so-and-so” to the 
lease. Be sure to spell out 
exactly what the change in 
terms are and state that all 
other terms and conditions 
will remain the same and in 
full force. 
 
In the event the tenant’s guest 

does not meet your minimum 

screening standards, you will 

need to immediately give the 

tenant an ultimatum: Either 

the guest vacates, or everyone 

does. This situation can be 

dealt with the same as any 

other non-lease compliance 

situation, by giving the tenant 

a legal written notice to com-

ply with their lease or face 

eviction. The tenant will then 

be legally required to comply 

within the number of days 

outlined by your state’s land-
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lord-tenant laws, and if they 

choose not to, you can evict 

them and start over with a 

new tenant.  

- Brandon Turner 

 If you have a child between 
ages 7 and 17 and you have a 
nice rental portfolio built out, 
hire your child. Pay them 
through the real estate as an 
employee. It takes some 
structuring, but works beauti-
fully. You can pay them up to 
$6,350 per year. Why? That’s 
the standard deduction. If 
they earn less than the stan-
dard deduction, they don’t 
file a tax return. So you’ve 
paid them, and you get a tax 
deduction; they earn money, 
but don’t have to report it.  

Best of both worlds. Even 
better—there is an exemp-
tion for FICA taxes for chil-
dren under the age of 18. So 

it’s truly tax-free money. 

We then put the money into a 

Roth IRA and call that our 

“college savings” because you 

can withdraw contributions 

tax-free and penalty-free at 

any time. The earnings por-

tion can stay in the Roth and 

continue to grow over time 

for the child. This is NOT a 

retirement planning strategy. 

This is intended for folks who 

have to make a choice of 

where they should contribute 

$2,000-$6,000 per year to 

save for college. If you can 

contribute more, this may not 

be the best strategy for you. 

- Brandon Hall 

If you’ve never created an 
online squeeze page, other-
wise known as a landing page 
or a lead capture page, get 
ready to have your mind 

blown. A lead capture site is 
just that — a site that cap-
tures leads. It is a simple, one
-page website that gives a 
brief description of what your 
business does and offers a 
place for interested customers 
to leave their contact infor-
mation. A squeeze page is 
relatively easy to build, even 
for someone with no coding 
experience, as there are a 
number of free and paid-for 
templates to choose from 
online. Send people to your 
squeeze page through your 
direct mail, email, social me-
dia, or other marketing cam-
paigns on queue, and you will 
begin to produce leads with-
out even having to think 
about what to do next. Re-
member to keep the content 
on your squeeze page brief. 
That way, you can follow up 
with customers to provide in-
depth descriptions of your 
services. The best (and high-
est converting) squeeze pages 
often include: 

Video: Create a short video 
to introduce yourself and 
your business that essentially 
reiterates the copy on your 
website (you want to appeal 
to both visual, auditory, and 
kinetic learners). 

A Call To Action: Include a 
call to action that entices peo-
ple to give you their informa-
tion. Some examples include: 
“join”, “submit”, “subscribe”, 
or “sign up.” 
 
Giveaway: While some peo-
ple are willingly ready to give 
away their email address to 
“learn more,” many are not. If 
you offer a free 
“downloadable” or e-book 
(something that costs you 
little to make), customers are 
more likely to give you their 
information — the epitome 
of a “you scratch my back, I’ll 
scratch yours” mentality 
. 
- Paul Esajian 


