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E- How to Network Like a Pro 

By Nate Shields 

January NHREIA Meeting 
 

Non-Traditional Real Estate Investing . . . including car 
washes, strip malls, self-storage, and mobile home parks! 

 
6:30 pm, January 8, 2020 

Best Western Executive Court 
13500 South Willow St., Manchester 

Cost:  Members are free; $20 for not-yet-members 

The Benefits of 
Networking 
Whether you like it or not, 
real estate is a team sport. It 
is impossible to take down a 
deal by yourself.  

Look at all the people 
involved in a typical 
transaction: Seller, Buyer, 
Real estate agent 1, Real 
estate agent 2, Title 
company, Home inspector, 

Lender, and Attorney.  
And there are potentially 
more people involved. 
Contractors, partners, whole-
salers, CPAs, property 
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managers… the list goes on 
and on. 
 
So, let’s go over a few of the 
benefits of networking. 
 
Benefit #1: Building a 
Team 
Once you get your core team 
together, you won’t have to 
find those people again! Of 
course, it’s always good to 
have a backup plan, just in 
case one of those partners 
exits the business or you have 
to part ways for other 
reasons. 
 
Benefit #2: Meeting New 
People 
You get to meet new people 
while networking! This may 
seem obvious, but if you’re 
not growing your network, 
then your network might be 
at a plateau—or worse, 
dying.  
This leads me to the next 
benefit. 
 

Benefit #3: Developing 
Partnerships 

I honestly wouldn’t be where 
I am today without 
partnerships. I wouldn’t have 

tackled that first deal without 
a good partner. I wouldn’t 
have been able to flip any of 
the houses I’ve 
flipped without money 
partners or purchase a 20-unit 
apartment building without a 
good commercial lender 
partner. 
 
Benefit #4: Gaining 
Knowledge 

Networking presents the 
opportunity to hang around 
smart people. It’s been said 
that you’re the average of the 
five people you hang around 
the most. If that’s the case, 

I’m not 
opposed to 
hanging 
around 
with some 
smart 
people that 
are insanely 
creative, 
hard 
working, 
and have 

the same mindset—to get 
deals done (which just 
happens to be my next point)! 
 
Benefit #5: Getting Deals 
Done 
Networking helps you get 
deals done.  
 
Benefit #6: Building 
Credibility 
If you regularly network, you 

get almost instant credibility. 
The key word here 
is regularly. If you treat it as a 
one-off, people won’t take 
you too seriously (or even 
remember you). 
  
Benefit #7: Garnering 
Support 
And finally, you get support. 
It can be a relief to hear other 
people’s struggles and offer 
help and support where 
needed. Everyone has a real 
estate horror story—it’s hard 
to go a week without hearing 
one. Networking offers the 
opportunity to help other 
investors learn from your 
mistakes and you from theirs. 
 
How to Network 
Effectively 
Here are a few tips I’ve 
learned over the years when it 
comes to networking like a 
pro. 
 
Listen 
If you’re interacting with a 
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group or an individual, this is 
probably the most important 
thing you can do. People need 
to be heard, and you can learn 
a lot from listening (and 
keeping your mouth shut!).  
 
Share 
Usually there is a component 
in networking where you 
share your name, story, etc. 
so people can learn a little bit 
about you. Be honest! If 
you’re a first time investor, 
say that. If you’re 
experienced, let them know 
what you’ve done.  
 
Handshake & Eye 
Contact 
OK, kind of old school advice 
here, but when you’re 
meeting someone for the first 
time, look them in the eyes 
and give them a firm 
handshake (and smile). Sound 
advice from the past, my 
friends. No one wants to 
network with someone who’s 
looking at their shoes and 

gives the “dead fish” 
handshake. 
 
Be Friendly 
Again, this is kind of self-
explanatory, but people 
would prefer to work with 
people who are friendly. 
Smile, be interested in what 
they have to say, and ask a lot 
of questions. People love to 
tell their story. They just 
need someone to listen. 
 
Business Cards (Yay or 
Nay?) 
How many business cards 
from other people do you 
currently have? Instead, you 
can ask them on the spot for 
their number or email 
address. Better yet, hand 
them your phone and tell 
them to put their info in.  
Alternatively, ask them what 
their preferred social media 
channel is. Connect with 
them where they like to 
connect.  
 

Listen 
Oh, I said this already? Well, 
that’s because it’s 
so IMPORTANT. People 
have a desperate need to be 
heard. 
 
 A Special Note to 
Introverts 
As I like to say, “Introverts 
are people, too.” You may 
feel like networking is 
impossible—or at best, 
painful. It doesn’t have to be!  
Here are a few tips for the 
less gregarious crowd. 
 
Take a Deep Breath 
It’s going to be OK. No one 
is going to ridicule you, make 
fun of you, or laugh you out 
of the meeting. It’s just some 
like-minded people getting 
together to talk about what 
they’re interested in. No big 
deal! 
 
Your Superpower 
Introverts tend to be better 
listeners and, like I 

mentioned above, listening is 
vitally important to 
networking. Use your 
superpower! 
 
You Have Something to 
Offer 
Even if you’ve never done a 
deal before, you’ve got 
something to offer when it 
comes to networking. Maybe 
you’re good at marketing, or 
social media, or are excellent 
with numbers. You have a 
skill or interest that others 
can tap into. Offer it up! 
 
Don’t Do Anything Hard! 
This is something my grandpa 
used to say (tongue in cheek), 
implying that anything worth 
doing is going to take some 
effort. Networking does take 
some effort, but it 
is well worth it. 
 
Ready, Set, Go! 
So, get out there, guys and 

gals -  you won’t regret it! 



E- 
Real Estate Investing by the 5s 

5 Questions to Ask 

When Considering 
an Investment 
Partner 

 
1. Do we have a history 
together? 
Spending lots of time with 
someone requires that each 
party has respect for one 
another, and that each party 
recognizes the other’s 
boundaries. 
 
2. Do we agree on the 
vision? 
Before working on any 
venture together, here are 
some things you’ll want to 
discuss: 

 How long do we expect 
this partnership to last? 

 What is the end-goal for 
the partnership? 

 How much money do we 
expect this to cost, and how 
much are we willing to 
contribute? 

 How much time do we 
each want to and expect to 
work on a weekly basis? 

 What should happen if 
plan A gets derailed? 

 
3. Who is in charge? 
 

4. Would I work for 
him? Would I hire her? 
 
5. Do we have a similar 
skillset or does each 
partner have the ability 
to round out the 
weaknesses of the other 
partner? 
  - J Scott 
 
 

5 Questions to 

Ask When 
Determining 
Rentability 
 
1. How big is the 

prospective tenant 
pool for this 
property? 

2. How long are 
vacancy periods 
running for this 
type of property in 
this neighborhood? 

3. What is the general 

quality of the 
tenant pool? Is the 
property likely to 
attract quality 
tenants? 

4. How likely am I to 

be able to charge 

1. Technology 
Virtual reality tours, voice-
activated technology and 
internet awareness in building 
design and development.  
 
2. Secondary Markets 
Less competition in secondary 
and tertiary markets. Growth 
of “hipsturbia,” a move by 
both younger and older 
generations alike away from 
cities toward “cool” suburbs 
that emulate urban living.  
 
3. Alternative Properties 
Data centers, self-storage, 
senior housing, medical 
office, manufactured housing, 
and co-living. 

 
4. Green Buildings 
Increase of instituting green 
principles. 
 
5. A Greater Sense of 
Community 
Apartment rooftop decks, 
office co-working space, 
event-filled public gathering 
spaces, and mixed-use 
properties. 
 
                        - Adam Hooper 

the level of rent I’m 
expecting to get? 

5. Am I in a good 

position to find long-
term tenants or is it 
more of a transient 
tenant type of area? 

   - Ali Boone 

 

5 Benefits of Multi-

Family Investments 
Offer 
 
1. Economy of Scale 

2. Less Work to Buy 

3. Spreading Risk Over 

More Units 

4. Forced Appreciation 

5. Less Competition 

   - J Scott 

 

5 Real Estate 

Trends That Will 
Impact Investments 
in 2020 
 


