
VOLUME 13, ISSUE 7 

© 

NHREIA does NOT render 
legal, accounting or other 
professional advice. It is 

your own responsibility to 
seek professional advice for 
any specific transaction or 

investment from those 
licensed to render such 

advice. NHREIA does not 
endorse  vendors or    

speakers. 

NHREIA 
P.O. Box 5962, 

Manchester, NH 03108 
nhreia@gmail.com 

ww.nhreia.com 
603-318-1330 

 

Facebook.com/
New-Hampshire-
Real-Estate-
Investors-
Association 

 

@NHREIA 

 

Linkedin.com/
groups/New-
Hampshire-Real-
Estate-Investors 

 JULY 2018 

 

 
6:30 PM, Wednesday, August 8, 2018 

Best Western Executive Court 
13500 South Willow St., Manchester 

Cost:  Members are free; $25 for not-yet-members 

 

REAL ESTATE REHAB TOUR 6/23/18 

Another successful rehab 
tour!  
 
Our group of 25 met at a 
commercial property where 
presenter, Peg Graveline 
handed out Quote Itemization 
Forms and discussed what to 
look for as we walked 
through the properties.   

 
We then headed to the first 
property in Manchester on 
Precourt Street . . . it was in 
a decent neighborhood, but 
near a tough section on the 
West side of the city. The 
property was a typical cape 
offered for auction on 
Hubzu.com. Attendees 

walked through the house and 
yard, taking notes and asking 
questions.  We even got some 
lively commentary from a 
neighbor! 

 
From there, we travelled to 
another auction property on 
Stinson Road in Goffstown. 
This one needed a lot of 
work! Attendees walked 
through the house and 5 acre 
property, but couldn’t check 
out the space above the 

garage, as the stairs were 
supported by just a few pieces 
of wood. 

 
We arrived back at the 
commercial property where 
Peg discussed each property, 
including rehab and holding 
costs and potential plans. The 
group decided that the first 
property would be great for a 
first-time rehabber – it needs 
an updated kitchen, some 
bathroom upgrades and some 
cosmetic fixes.  However, 
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5 Steps to Raise the Rent on Newly-Acquired Tenants 

By Brian Davis 

after learning about the high 
current bids on the auction, 
the group decided NO for 
this property. 
 
The second property 
discussion was quite different. 
There was a brief dialogue 
about subdividing and land 
value; but the resounding 
answer was to run, not walk 
away from the property! 
 

Although the numbers did not 
work for either property, the 
group learned some great tips 
on analyzing deals. 
 
We hope to plan another 
rehab tour this fall! 

Many landlords instinctively 
want to keep inherited 
tenants to avoid vacancy, 
property updates, and the 
other costs and headaches that 
come with turnovers. Some 
will go so far as continuing to 
accept far lower-than-market 
rents to avoid rocking the 
boat. 

Other landlords view all 
tenants they didn’t personally 
screen with distrust and 
instinctively want to get rid of 
them at the first opportunity. 

Which impulse is right? And 
how do you raise the rent on 
these inherited tenants if you 
do decide to keep them? 

Here’s the landlord’s guide to 
handling inherited tenants, 
and exactly how to proceed 
for maximum ROI. 

5 STEPS TO RAISE THE 
RENT ON NEWLY-
ACQUIRED TENANTS 
 
1. Screen them for 
yourself. 

Evaluate all inherited tenants 
as if they were new 
applicants. 

First, talk to the seller about 
what kind of tenants they’ve 
been. Do they always pay the 
rent on time? How clean are 
they? Have they ever violated 
the lease agreement? 

Ask the seller for copies of 
their screening reports from 
when they originally screened 
the tenants and a copy of the 
original rental application. 

Inspect the rental unit, giving 
the tenants as little notice as 
possible. You want to see for 
yourself how well they treat 
the property. 

If the tenants are on a term 
lease, use the months in 
between purchasing the 
property and when you need 
to make a renewal decision to 
evaluate them. Are they 
whiny or low-maintenance? 

Reliable or full of excuses? 
Do they respect the property 
and your lease rules? Be sure 
to conduct periodic 
inspections. 

Are they good tenants? If not, 
non-renew them as soon as 
possible. 

If they’re worth keeping, it’s 
time to raise the rent—
without losing them! 

2. Decide how much to 
raise the rent. 

I never raise the rent by more 
than 5% at a time if I want to 
keep the tenants. 

What’s the market rent for 
your rental unit in its current 
condition? If it’s significantly 
higher than what your 
inherited tenants are paying, 
you may need to gradually 
increase the rent over the 
course of several years to 
catch up with market rents. 

Imagine your tenants are 
paying 20% below market 
rent. They’re good, clean, 
reliable tenants, and you want 
to keep them. You may need 
to make a judgment call—
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how long are you willing to 
space out the rent hikes to 
catch up with market rents? 

If you can’t wait four years, 
to raise the rent 5% each 
year, then sit down with the 
tenants for a heart-to-heart. 
“You guys are great tenants, 
and I’d love for you to 
continue living here. With 
that said, you’re paying 
significantly lower rent than 
market rates, and I just 
bought this property and have 
a high mortgage payment. I’m 
going to need to raise the rent 
by X% to cover my expenses 
and make this work. I would 
love for you to stay, but I 
understand if that much of a 
hike is not feasible for you.” 

One last thing: Make sure 
they can actually afford the 
new rent on their current 
income! 

3. Build a relationship. 

Have some time before their 

current lease term ends? Start 
building a relationship of 
trust. 

Be responsive like you are 
with all your other properties 
(right?). If they call you with 
a concern, stay in 
communication with them 
until it’s resolved. 

Ask about their children, 
their jobs, their hobbies. 
Spend a minute or two on 
small talk when you call them 
before getting down to 
business. 

When you conduct 
inspections, use the time to 
get to know them better. 

Ask them about their “dream 
improvements” to the 
property—what kind of 
changes they’d love to see, in 
a perfect world. (And let 
them know you can’t promise 
anything—you’re just trying 
to better understand what 
they want.) 

When it comes time to sign a 
new lease agreement with an 
increase in rent, give them 
the courtesy of a phone call 
when you send the renewal 
notice. Renters are far more 
likely to renew if they know, 
like, and trust you. 

4. Serve written notice. 

In all states, landlords are 
required to serve a written 
letter to tenants when raising 
the rent. 

Have them select one of two 
options: renew at the higher 
rent amount or vacate by the 
last day of the current lease 
agreement. If they choose to 
renew at the higher amount, 
don’t stop with just the 
signed intention to renew! 

5. Sign a new lease 
agreement. 

The prior landlord signed 
their own lease with the 
tenants. While that transfers 
with the sale of the property, 
you want to have your own 
lease agreement signed. 

First, it’s cleaner legally. 
Second, you can make sure it 
includes all your own 
landlord-protective clauses. 

If your inherited tenants want 
to continue living in your 
property, it will be under 

your rules, not the last 
landlord’s rules. Make sure 
they read the new lease 
agreement carefully, and 
make sure they understand 
any new requirements or 
rules! 

ROI FIRST 
Inherited tenants can be a 
blessing or a curse. 

Many are excellent tenants 
who will continue paying on 
time and treating your 
property well for years to 
come. Others are deadbeats 
who made the last landlord’s 
life miserable and drove them 
to sell. 

The quality of your returns as 
a landlord are determined by 
the quality of your tenants. 
Your goal as a landlord should 
always to be to fill your 
properties with low-
maintenance, high-ROI 
renters—renters who will 
stick around long-term, pay 
on time, and treat your 
property well. 

If that sounds like your 
inherited tenants, do what 
you can to keep them, even as 
you raise the rent. 
Otherwise, move on; the last 
thing you want is to be stuck 
with low-ROI renters just 
because another landlord 
made the mistake of leasing to 
them! 
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Real Estate Investing By The Numbers 

Average rents in Manchester 
have grown by 2.6 percent in 
2018, an increase that’s the 
77th largest among the 250 
biggest cities in the U.S. 
 

- Apartment List  
 
Single Family Residential Data 

May 2018 
 
NH had only 5,130 homes on 
the market in May, a 20 
percent decrease from last 
year, or about 3.4 months 
worth of homes, down from 
a 4.4-month supply a year 
ago. 
 
Median sales price is 
#283,000 (up 4.6% since 
May 2017) 
 
Closed Sales are 1,517 (down 
7.9% since May 2017) 
 
Average Days on Market 
(down 8.6% since May 2017) 
 

- NHAR 

In NH, 43% of rental 
households are paying 30% or 
more of their household 
income on rent 
 
The rate of foreclosures in 
NH continues to decline from 
the peak in 2010.  It is 
anticipated that this decline 
will continue in 2018, as Q1 
was 47% less than Q1 of 
2017. 
 
The stateside median gross 
rental for a 2 bedroom unit in 
2018 was $1,296, noting that 
81% of the rental units are in 
the Southern tier. 
 
The statewide median gross 
rent (including utilities) for a 
2 bedroom unit has increased 
about 15% in the past 5 
years.  
 
The rental housing vacancy 
rate has increased slightly to 
2.1% for all units and 1.96% 
for 2 bedroom units.   
 

The NH vacancy rate is still 
below that of the US, which 
is 7% and the Northeast 
region which is 5.1% (a 
balanced rental market is 
between 4-5% vacancy rate). 
 
In order to afford the 
statewide median cost of a 

typical two-bedroom 
apartment with utilities, a 
renter would have to earn 
117% of the statewide 
median renter income, or 
over $47,100 a year  
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