
VOLUME 14, ISSUE 5 

© 

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 

 
 

Dennis Prue 
603-559-2100 

www.oplhotels.com 
 

MAY 2019 

Real Estate Investor Vacation Rentals 

Come learn from our panel of vacation rental experts! 

 

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

shopping centers.  

NHREIA’s 4/13 Rehab Tour 

Another successful rehab 
tour! 
 
Our group of 25 met at the 
Masiello Group in Bedford, 
where Ray Tetu, Matt 
Lefebvre and Matt Bacon 
discussed the itinerary for the 
day and what to look for as 
we walked through the 
properties.   

We then headed to the 
first property in Derry 
on Meadowbrook 
Road. This property 
was deemed “Ugly 
With Potential” – not a 
great floorplan, minor 
flooding, sagging porch, 
needs updating and 
cosmetic fixes. 

Our second property of the 
day was a rehab in progress 
by NHREIA member Axel 
Ragnarsson. He lead us 
through the property, 
showing us how he 
expanded the square 
footage from 2,400 to 
3,300 by finishing the 3rd 
floor with 2 bedrooms, a 

bathroom and a small sitting 
area. He shared details on 
costs, issues (i.e., hoarder 
tenants that would not leave, 
old electric, common 
stairwell, asbestos, and a 
dishonest contractor) and 
how he had to change his exit 
strategy. A couple big pieces 
of advice:  1. get everything 
in writing, including adding 
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Although the numbers did not 
work for either property, the 
group learned some great tips 
on analyzing deals and 
rehabbing to make the 
property marketable and 
functional. We also discussed 
the overall market and were 
amazed to learn that as of the 

day of the tour, there were 
only 3 foreclosed properties 
in the greater Manchester 
area on MLS! 
 
Onto planning the next 
Rehab Tour! 
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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, after learning 
about the high current bids on 
the auction, the group 

decided NO for this property 
at this time. 
 
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! 

to the scope of work; and 2. 
holding costs can make or 
break a deal! Attendees gave 
feedback on how much they 
enjoyed this part of our tour 
– they were able to see a real-
life example and gained the 
knowledge of how Axel’s 
vision for the property was 
achieved. 
 
From there, we travelled to a 
very interesting property in 
Bedford. While advertised as 
in a “quiet neighborhood” 
with a “versatile floor plan” 
and as a property that “needs 

TLC, would be a great spring 
project,” the property raised 
many red flags. Most notably, 
it had once been a 
laundrymat, as well as 
housing other in-home 
businesses and had visual signs 
of environmental issues. 
Suggested names for this 
property: “Chemical 
Warfare” and “How Many 
Ways Can This Cost Me?” 
We arrived back at Masiello 
Group where Ray Tetu and 
Asim Ghani  discussed each 
property, including rehab/
holding costs and potential 
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adjustments within your 
existing business model. You 
are not seeking to create a 
new model; you are instead 
looking within your current 
model to find the areas that 
need fine-tuning. 

If you are struggling with 
generating leads or closing 
deals, here are some 
examples to illustrate the 
idea. 

Marketing 

Your marketing strategy is 
the part of your business 
where you are letting the 
world (or at least your 
market) know you are a 
buyer. This is how sellers can 
find you even if you have 
never crossed paths. 

It is also how you can find 
potential properties that are 
not yet for sale. Such 
marketing strategies include 
direct mailers, calling 
campaigns, and even signs 
stapled to telephone poles or 
staked in the ground. 

If you are relying on any of 
these tactics, it is first 
important to track the success 
you are having with them. 
Marketers often test a variety 
of advertisements in different 
markets targeted to different 
audiences to see which 
message connects best and 
generates sales. 

Take this same approach with 
your real estate marketing 
campaign. Rather than 
sending the same mailer to 
10,000 addresses, create 5 
different fliers and send them 
to 2,000 addresses each. 

Then, most importantly, 
track the response rate you 
receive from each type of 
mailer. Once you have 
identified the version that is 
generating the most 
responses, repeat that 
message to the other target 
addresses. 

This example illustrates that 
you are still competing within 
the same market as before, 
but you are experimenting 
with different strategies 
within your marketing 
process to compete 
differently than you were 
prior. 

Sending mailers is labor-
intensive work. You want to 
make sure every minute you 
spend has the greatest 
possible chance that a lead is 
created.  

Networking 

One obvious networking 
approach is to connect with 
other investors. Joining  our 
local real estate club and 
attending meetings are very 
effective ways to build 
relationships with other 
investors. Also consider 
joining a group of local 
business owners, talk with 
area Realtors, or get involved 
with a community-focused 
organization in your target 
neighborhood. 

These examples show how 
you can adjust your strategy 
within your existing 
investment approach. You 
can continue to invest in the 
same types of properties and 
in the same markets, but you 
are finding ways to make 
adjustments within your 
business model.  

Compete Somewhere 
Different (Blue Ocean) 

Has Your Investing Strategy Gone Stale? 

By Carissa Swanwick 

It goes without saying that 
real estate investing has 
become a very competitive 
industry. Between flippers, 
wholesalers, buy-and-hold 
investors, and out-of-town 
buyers, it is a real challenge 
to grow your portfolio. 
Couple this increase in 
demand with the decrease in 
inventory and business 
growth seems nearly 
impossible! 

Now is not the time to quit, 
however. Instead it is the 
time to look deep into your 
strategy and evaluate where 
and why you are struggling. 
It’s time to ask yourself if 
your strategy is still 
working—or if it’s stale and 
in need of an overhaul. 

Does Your Investing 
Strategy Need an Update? 

You have two fundamental 
options when looking to 
update your strategy. You can 
stick with your current plan, 
improve the parts that are 
under-performing, and 
continue to compete in the 
saturated market (red ocean). 

Or you can shift your 
strategy, think about the 
problem in a new way, and 
focus on a market with little 
competition (blue ocean). 

Let’s dig into these options to 
understand how you can 
apply this to your real estate 
business. 

Compete Differently 
Where You Are (Red 
Ocean) 

To compete differently in 
your current market requires 



do not align with your goals. 

If you do consider expanding 
to a new market, be sure to 
ask yourself these questions: 
Does it align with the types of 
property I want to buy? Will 
it help me serve my target 
tenant? Can it produce the 
financial results needed to 
meet my goals? 

A word of caution: don’t get 
lured into the “hot new 
market” just because 
everyone else says they are 
finding success there. If it 
doesn’t align with your 
vision, it’s probably not the 
best move for you. 

Create something out of 
nothing 

This shift requires you to re-
frame the situation in a 
completely new way and 
stretches your creative 
thinking. Here you are 
creating a solution to deliver 
the product to your target 
market in a way that doesn’t 
already exist. 

For example, instead of only 
looking for residential 
properties or multifamily 
structures, look 
for commercial properties 
that could be re-zoned and 
converted into rentals. Or 
instead of competing with the 
masses for distressed 
properties, look for in-fill lots 
ready for new construction. 

Key Takeaways 

Take notice if you start to 
create excuses and place 
blame for your stalled growth 
strategy. This could be a 
signal that your strategy needs 
a refresh! Market conditions 
change. Competition changes. 

Ask yourself whether your 
current approach is the best 
fit for today’s reality. 
Evaluate whether your 
strategy needs small 
adjustments within the 
current market or if it needs 
larger changes to compete in 
a different space. 

While a blue ocean strategy 
shift may seem appealing, be 
mindful. Do not take lightly 
the effort and preparation 
required to move in a 
completely new direction. 
The larger the strategic shift, 
the greater amount of time 
required to prepare. 

Effort  is rewarded by 
opportunity. Competing in 
the same way year after year 
can build confidence, but it 
can also build comfort and 
complacency. Examine your 
current situation and ask 
yourself, “How can I think 
about the problem differently 
and not just work harder at 
the same solution?” You 
might find some surprising 
answers to unlock a new 
phase of growth. 

If you find the above 
adjustments are still not 
producing the growth results 
you are looking for, it is 
probably time to think about 
competing in a new way. This 
shift in strategy requires you 
to think about the problem 
differently and focus on a 
market with little 
competition.Here are some 
examples to help explain how 
to think about real estate 
investing through a blue 
ocean strategy. 

New property type 

One way to refresh your 
strategy is to look for a type 
of property others are 
overlooking. If everyone is 
looking for 2BD/1 BA homes 
in your area, find the type of 
property no one else is 
considering. 

Maybe there are 5 BD/3 BA 
homes that could be coverted 
to multifamily, and you can 
bring the vision and 
construction knowledge to 
complete the transformation. 
Or maybe there are retail 
properties with loft 
apartments on the 2nd floor, 
and you understand more 
than most how to build-to-
suit and find businesses 
looking for a storefront in the 
neighborhood. 

It takes creativity, legwork, 
and research to move to a 
new property type. But as 

with most things in life, extra 
effort is rewarded with 
increased opportunity. 

Drive through your target 
neighborhood with a fresh set 
of eyes and ask yourself, 
“What am I missing?” Where 
do you see the neighborhood 
going? What do you believe 
others are overlooking? What 
is the least obvious approach, 
and why are others missing 
the clues? 

New market 

Your strategy may need to go 
beyond looking at your 
current market in a new way. 
It may be time to expand to a 
new market. 

The new market could be 
within your metro area, 
possibly a town you have not 
considered before. The new 
market may even be in a 
different state. Either way, 
expanding your geographic 
focus can give your strategy a 
boost. 

It is important to stay focused 
on your vision if you are 
considering a new market. 
Shiny new opportunities 
could take you off track and 
lead you to investments that 
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