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E- 
THE ESSENTIAL 11-STEP GUIDE TO REFINANCING 

INVESTMENT PROPERTIES  
 

By Chad Gallagher 

Refinancing investment 
properties continues to be a 
hot topic among real estate 
investors. The combination of 
historic low interest rates and 
rising housing values has lead 
investors down the refinance 
path quickly. But many 
investors take the refinance 
for granted and miss out on 
speed and additional value 
creation. Here is our guide to 
the successful refinance. 
 

Step #1: Stabilize the 
mechanical and 
aesthetic condition of the 
property. 

It’s important that any 
changes needed at the 
property get done prior to 
refinancing it. Typical items 
would include new roof, new 
HVAC units, painting, 
plumbing, adding a wall to 
create an additional room, 
etc. By making the rehabs 

prior to the refinance, the 
valuation of the property will 
be higher, which will allow 
you to pull out more money 
in the refinance. Make sure to 
save your receipts. Some 
lenders will want to see proof 
of the cost that you put into 
the property. 
 
Step #2: Sign new leases 
at market rents. 

Oftentimes properties are 
rented below market value 

***Rehab Bus Tour*** 
Saturday, September 14, 2019 

Join us for a rehab bus tour—visit local properties for sale and properties in different stages of rehabs.  
Signup tonight! Seats are limited! 

 
***October NHREIA Meeting:  Appraisals*** 

Local Appraisal Expert, Jack Lavoie, will present 
Appraisals: What to Expect When Buying & How To Maximize When Selling 

 
6:30 pm, October 9, 2019 

Best Western Executive Court, 13500 South Willow St., Manchester 
Cost:  Members are free; $25 for not-yet-members 
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due to landlords not 
increasing rents each year or 
landlords not realizing market 
value. The process of getting 
leases at market rent may take 
a few months, as you may 
need to evict tenants who are 
not currently paying rent. 
Our property management 
company does everything 
possible to get month-to-
month leases turned into new 
year-long leases. This is 
especially helpful for old 
leases, which may not have 
the best protections for home 
owners. 

 
Keep in mind, new leases at 
higher rates will matter more 
for 5+ unit buildings, 
commercial, or mixed-use 
buildings. These types of 
buildings require a 
commercial appraisal. 
Commercial appraisals use 
the net income of the 
property as one of the major 
ways to define the value. 
Higher leases can dramatically 
increase the value due to the 
cap rate multiplier used. An 
increase in $100 per month 

for one lease of a building 
could increase the value $15k 
if there are no other costs 
added! 
 
Step #3: Put financial 
documents on Google 
Drive. 

This sounds like a little detail, 
but one huge issue with 
refinancing properties is 
getting approved by a bank. 
You want to make it as easy as 
possible for a banker to 
approve you. Plus, you want 
to decrease your own time.  

 
Most bankers 
will request 
the same 
documents—
so you can give 
each banker an 
updated 
Google Drive 

link that has everything they 
need. Documents usually 
include tax returns from 3-5 
years, rent roll schedules of 
current investment 
properties, a copy of your 
driver’s license, real estate 
management experience, and 
a personal finance statement. 
While each bank will have 
their own version of the 
personal finance statement, 
they will usually accept a 
general one as well. 
 
Step #4: Be up front with 
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the banker. 

We find that bankers work 
better when all of the cards 
are on the table from the 
beginning. When we were 
first getting into real estate 
investing, we were candid 
that we had just started 
investing. Certain banks love 
working with newer 
investors, while other banks 
may want to see years of 
experience. Either way, you 
get to the point quicker and 
do not waste anyone’s time. 
Ultimately, the lender usually 
wants to get the deal done for 
you and is your ally through 
the approval process. 
 
Step #5: Create 
relationships with 
bankers. 

When we first started 
investing, a mid-sized bank 
was not interested in working 
with us because we wanted to 
refinance at 80% loan-to-
value. So, we worked with 

smaller credit unions that 
were happy to work with us 
at those terms. However, we 
kept building a relationship 
with this bank even though 
they weren't doing loans for 
us. After two years and 
numerous lunches and meet 
ups, the mid-sized bank 
changed course and gave us 
the exact terms we asked for. 
They had seen our 
relationship and business 
grow over the years. 
 
Step #6: Negotiate more 
than just the interest 
rate. 

For the first deal we ever did, 
I remember calling six 
different banks to "shop" 
interest rate terms. I settled 
on the lowest interest rate, 
not considering any other 
terms. When I got to closing, 
I realized there was a 1.25% 
initiation fee. Plus, there was 
another $500 in totally 
random fees. The fees easily 
made this a less desirable loan 
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 than others we were offered, 
but we didn't even realize it 
because we were fixated on 
the interest rate. Things that 
we now focus on include 
length of fixed interest rate, 
overall length of loan, fees at 
closing, appraisal cost, 
percentage of loan-to-value, 
and time to close. I'm not 
saying interest rate doesn't 
matter, but often those other 
metrics are easier to negotiate 
and can make a huge 
difference on overall returns. 
 
Step #7: Meet with the 
appraiser.   

Typically a property has a 
back story to it. We always 
make sure the appraiser 
understands the back story of 
the property. For example, 
let’s say we bought a $100k 
multi-unit building 5 months 
ago. And let’s say the building 
was overrun with drug 
addicts who weren’t paying 
rent, so we bought a security 

system and got new tenants in 
the building. I would want 
the appraiser to understand 
everything that we had done 
because the property would 
most likely appraise higher 
with that additional info.  
   
Step #8: Pull comps of 
similar properties for 
appraiser. 

This step is REALLY 
important. I like to pull 
comps that help tell the story 
we are trying to tell. The 
comps should be similar 
properties with similar (or 
higher) values. While you 
may think that it’s the 
appraiser’s job to pull comps, 
I prefer to help them avoid 
missing key comps. 
 
Step #9: Make sure 
appraiser stays on track 
with timeline. 

This sounds very odd, but 
often timing in these deals 

into investing, we assumed 
that an appraisal was the final 
word. But we have found that 
occasionally you can send an 
appraiser additional guidance, 
data, and info that may help 
improve the appraisal. This 
will never work 100% of the 
time, even if your data is 
accurate. But we strongly 
urge you to give it a try and 
to use data and facts to guide 
your points. 
 
Step #11: Keep asking for 
better terms from the 
bank as your business 
grows. 

For future refinances, never 
be content with the lending 
terms. As I mentioned 
before, most of the terms are 
highly negotiable. As your net 
worth and experience 
increase, you are much less of 
a risk to a bank. Use that 
lower risk to your advantage. 
Get your lender to lower 
your fees, decrease your 
rates, or put down less 
money at closing. 

matters. When we refinance a 
property, we typically have 
another property that we are 
using the funds to acquire. A 
couple of our appraisals were 
delayed weeks because the 
appraiser didn’t get a report 
completed on time. As you 
know, delays on the buying 
side can throw off future 
acquisition deals. I typically 
like to check in with the 
appraiser and banker about 
once a week through the 
process to remind everyone 
when we want to close and 
make sure nobody is behind. 
It’s amazing how much it can 
help to keep things on time 
with a simple check-in. 
 
Step #10: If appraisal 
comes back low, 
challenge the appraisal 
with evidence and data. 

There is typically a lot of data 
that goes into an appraisal. 
The same property can easily 
appraise at a range of 10% 
based on a wide variety of 
factors. When we first got 



 

1. Do I have clear yearly, three

-year, and five-year goals? 

2. Where am I relative to my 

goals? 

3. Do I have mentors in my life 

helping, pushing, and 
guiding me in all areas of my 
business life? 

4. Do I understand what 

success looks like within my 
business? 

5. Am I leading my team, 

helping them achieve both 
their personal goals as well 
as my own? 

6. Do I have the right people 
on my team, and have I set 
clear expectations for them, 
trained them, held them 
accountable, and given them 
autonomy to grow and 
execute in their positions? 

 
  - Nathan Brooks 
 

 
By focusing on being a 
specialist, you allow yourself to 
go deeper into that skill. 

I used to buy pretty much any 
kind of real estate deal. Today, 

I’m focusing 100 percent of my 
efforts on mobile home parks. 
Is it because they are the end-all
-be-all investment? No, lots of 
stuff works. But I needed to 
choose something cool that I 
could become a world-class 
expert at. 

Once I’m an expert, I can 
analyze deals easier. I’m more 
looped into the marketplace, so 
I can find more deals. I can 
more easily see inefficiencies in 
properties that others miss. I 
can get hidden gems. I can learn 
the best ways to manage these 
properties and reduce costs 
because of the economies of 
scale. 

If you're a service provider, like 
a contractor, graphic designer, 
or coder, becoming a specialist 
allows you to charge more 
money. Work less. Earn more. 

Being a specialist allows you to 
be the best. The best at getting 
leads. The best at scaling. The 
best at reducing costs. The best 
at finding ideal clients. 

So while most of the world is 
out there trying to go wide, I 
want to encourage you: go deep. 
Seek to become not the jack of 
all trades but the master of one. 
 
 - Brandon Turner 

Real Estate Investor Hacks 

Got a property with pet odors, 

smoke odors, mold mildew? 
 

Call Nano Coating Technologies, LLC 

nanocoatingtechnologies@yahoo.com 

www.nctnh.com 

631-672-4655 

 
Matterport, Inc. 
This app allows investors to 
make 3-D renderings of their 
assets so that prospective buyers 
may take virtual tours. Instead 
of hosting an open house, 
investors may use Matterport to 
place their listing online, where 
many more buyers may see 
their product.  
 
Houzz 
Houzz focuses on architecture, 
interior design and decorating, 
landscape design and home 
improvement. Today’s 
investors may reference Houzz 
to simply get ideas for their 
rehabs, or they may use its 
listing directory to gain access 
to local professionals.  
 
Redfin 
In its simplest form, Redfin is a 
real estate brokerage. Founded 
in 2004, this particular 
brokerage has developed a 

reputation for making 
everyone’s home search simpler 
and easier to manage, and 
investors are no different. 
Second only to the MLS, Redfin 
may help investors list their 
own properties and find new 
candidates for their next rehab. 
 
SpyFu 
SpyFu is a marketing tool that 
allows investors to make their 
websites known. Originally 
GoogleSpy, SpyFu is an 
analytics company that shows 
the keywords that websites buy 
on Google Adwords as well as 
the keywords that websites are 
showing up for within search 
results. With this knowledge, 
investors may improve their 
website’s search results and 
rankings. Doing so will increase 
the amount of people that may 
find the information investors 
want to share. 
 - Than Merrill 


