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Contests 
Ask for email addresses and 
offer a $25 Starbucks gift 
card, etc. to one lucky fan. 
You could also have people 
answer a trivia question on 
your fan page, share a photo 
of the “best XYZ,” etc. 
 
Coupons and Deals 
Did you see a recent coupon 
or Groupon deal that people 
would love. Share it to your 
page! 

 
Seller Referral Offer Post 
Give people the opportunity 
to help you and help 
themselves by refering leads. 
 
Network and Share 
Connect with other local 
investors/agents or businesses 
and feature those owners on 
your page. Let them tell their 
story. Find ways that you can 
work together and leverage 
each other’s audiences. 

“How to’s” and Tips 
Home improvement tips, 
how to buy your first home, 
etc. 
 
Testimonials 
Do you have a great story to 
share or testimonial of a 
recent client who was super 
pleased with your work? 
Have you client record a 
quick 30 second video and use 
this as leverage to attract 
other buyers or sellers. 

 

Video Tours 
Do a quick walkthrough of 
one of your listings. 
 
Local News/Events 
Post newsworthy articles or 
upcoming events. 
 

Local Fundraisers 
Try to partner with a local 
non profit that you are 
passionate about. People love 
to help those in need, 
especially when you offer 
local opportunities. 
 
Property Listings 
When possible focus on 
specific hooks for better 
engagement. This includes 
ideas such as “price reduced,” 
“foreclosures/bank owned,” 
“special financing deals,” 
“motivated seller,” “coming 
soon,” “just listed,” or 
anything else that helps makes 
the property unique or 
interesting. 
 
Funny and Entertaining 
Videos 
Think of anything that is 
relatable to your audience. 
Post content that would make 
them laugh. 
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Market trends & updates 
At least on a monthly basis, 
remember to share current 
trends and market activity. 
 
Memes 
People love memes! You 
know those funny images 
with the text that are super 
relatable? 

 
Surveys 
Is there something you want 
to learn about from your 
audience? Post a survey to 
your page to gather 
responses. 
 
Paid Advertising 
Remember to also boost your 
listings, offers, and special 
deals via Facebook ads to 
build your followers/email 
list. This will help you to get 
better and faster exposure, 
plus it gives you another way 
to stay in touch with your 
audience  
 
 
 

 

1. Raise the rent 

incrementally every year. 

Where so many landlords run 
afoul of rent hikes is that they 
wait. They let the rent fall far 
behind market level, and then 
try to raise the rent to normal 
market pricing all at once. 
But by that point, it’s such a 
large leap that it jars the 
renter’s budget, and they end 
up either leaving or resenting 
the landlord thereafter. 
 
Instead, raise the rent by 2-
4% every single year like 
clockwork. It will keep the 
rent competitive at market 
levels, and it’s a manageable 
increase for your renters. 
 
Perhaps most important of 
all, it sets expectations among 
your renters. They’ll come to 

accept annual rent hikes as a 
fact of life. 
 
Bonus “half tip”: Schedule 
your lease terms to end in 
April or May, regardless of 
when the renters first move 
in. When the day finally 
comes when your renters non
-renew and move out, it will 
be much easier to find 
replacement renters in late 
spring/early summer than 
other times of year! 
 
2.  Never raise the rent by 
more than 8%. 

Raising the rent by 2-4% 
won’t scare off your renters. 
At 5-7%, they may start 
considering whether to move. 
Above an 8% rent hike, many 
tenants will move on 
principle, if not because 
you’ve busted their budget. 

Again, don’t put yourself in a 
position where you’re $200 
below market rents! It’s not 
fair to you, and it’s not fair to 
your renters when you raise 
the rent by so much at once. 
Raise the rent incrementally 
every year to avoid this 
position. 
 
3. Consider offering 
another option. 

If you do raise the rent 
significantly, consider 
offering your renters an 
alternative to avoid the hefty 
hike: locking in a longer 
lease. 
 
Imagine the following 
scenario: The rent is $1,500, 
and you’re raising it to 
$1,590. Your tenants aren’t 
happy. 
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But you offer a way out, 
you’ll lock in the rent at 
$1,550 for them if they sign a 
two (or three!) year lease 
renewal. 
 
Why would you make such a 
sacrifice? Because turnovers 
are where landlords lose the 
most money, and the most 
time in labor and headaches. 
The longer you can keep each 
tenant, the lower your 
turnover rate, and the higher 
your average returns. 

 
4. Remember that better 
relations with your 
renters = higher renewal 
rates. 

Maintaining warm 
relationships with your 
renters is easier than you 
think. Whenever you call 
your renters about anything, 
spend 60 seconds warming 
them up first by asking about 
their personal lives. Keep a 
brief file on each tenant—
their children’s names and 
ages, their interests, their 
jobs, and what was going on 
in their lives the last time you 
talked to them. 

  

 

 

These files take only 30 
seconds to keep updated each 
time you speak with your 
renters. It takes attention, not 
hard work. 
 
Example: “Hi Betty, how are 
you doing? The last time we 
talked, little Bobbie was in 
the playoffs in his little 
league. How’d he and the 
team end up doing?” or “I 
know you’d been worried 
about that merger at work. 
How’d that go?” 
 
You get the idea.It’s amazing 
how big of an impression 
these small gestures make on 
your renters. They shift the 
context from an adversarial 
“money-grubbing landlord” 
relationship to a collaborative 
human relationship. 
 
When you deliver the bad 
news that the rent is going 
up, they’ll take it much better 
knowing it comes from 
someone who bothers to ask 
about their lives and their 
children, rather than a 
faceless, soul-less check-
casher. 
 
5. Implement dual 
communication: phone 
and written notice. 

By law, you must send 
written notice of rent 
increases. It must also be 

delivered within a certain 
timetable, usually 30, 60, or 
90 days before the lease 
expires. 
 
But that shouldn’t be the only 
form of notice. No one likes 
receiving bad news by letter; 
it’s impersonal and 
bureaucratic. 
 
Call your renters to deliver 
the news the same day you 
mail the written notice. Be 
friendly, professional, and 
polite but firm. 
 
After investing a minute or 
two in the small talk we 
discussed earlier, present the 
news like this: “Betty, I 
wanted to reach out and give 
you the courtesy of a phone 
call before sending off the 
renewal form. This year, the 
rent is going up by $40.  
 
You’ve obviously been a great 
tenant, and we’d love to have 
you stay on. You should be 
receiving the renewal form 

over the next few days, and 
we’ll email you an electronic 
version as well since that’s 
easier for most people to 
check off, e-sign, and reply 
back with.” 
 
If they push back against the 
rent hike, just respond with, 
“I understand, Betty. But 
rents go up alongside our 
expenses; it’s just a part of 
life. We’d love for you stick 
around, and we may be 
willing to negotiate a lower 
rent increase if you’re willing 
to sign a longer-term lease. 
But if you decide to move on, 
we understand, and we’ll 
work together for a smooth 
move-out process. 
 
6. Poll about property 
upgrades—and 
sometimes make them. 

Want your tenants to keep 
renewing year after year? 
 
Another way to build trust 
and human connection—and 
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to improve the value of your 
property—is to ask them 
what upgrades they’d like to 
see. Then, implement them 
sometimes (but not always). 
Once or twice a year, when 
you talk to your renters, tell 
them, “Hey, Betty. I wanted 
to check in and see what kind 
of changes you’d love to see 
around the property. I can’t 
promise anything, but we 
value you as a renter and 
want to do what we can to 
keep you with us for the long 
haul.” 
 
The ideas and suggestions you 
get will run the gamut, of 
course. Some will be 
outlandish, while others will 
be great ideas. Look for ideas 
that are affordable to 
implement but that will 
improve the value and 
marketability of the property 
long-term. 
 
In other words, look for 
improvements that will 
justify higher rents for future 
tenancies, not just help you 
keep this one renter happy. 
For example, many smart 
home upgrades are 
inexpensive to implement, 
but fun and exciting for 
tenants, and in some markets, 
they justify significantly 
higher rents. 
 
 

No one likes hearing that 
their bills are going up, but 
renters won’t think twice 
about it if they can see 
tangible improvements 
around the property—
especially improvements 
based on their own ideas! 
 
BE A FRIENDLY-BUT-FIRM 
PROFESSIONAL 
In all your communications 
with tenants, be professional, 
friendly, and firm. Never 
argue. Build a human 
relationship with your 
tenants. Set expectations by 
raising the rent every year. 
It’s not just taxes and death 
that are inevitable, but also 
that your rents will rise every 
year! 
 
But not by much. You’re not 
looking to bust your renter’s 
budget. You’re simply 
keeping pace with market 
rents in your neighborhood 
(and your ever-rising 
expenses). 
 
You are not your tenants’ 
adversary. You are a service 
provider, they are a 
customer, and you want to 
work with them in a friendly 
and professional way, while 
still enforcing the rules and 
defending your boundaries. 

Tony Joyce 

Congratulations to the the  

2018 Board of Directors! 
 

President - Andre Tremblay 
Vice President - Matt Lefebvre 

Chairman of the Board - Linda Hamada 

Secretary - Brenda Douglas 
Treasurer - Sara Cofer 

Members At Large: 
Matt Bacon 

Johnna Brown 

Bob Eldredge 
Amy Mu 

 
Thank you to Mark Roy and Lisa Fong who 

are stepping down from the NHREIA 

Board.  We appreciate your contributions 

to NHREIA! 

Are you taking advantage of all of our 

member benefits?!?! 

For more information, check out our 

benefits page at www.nhreia.com! 


