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Get Ready…
This is a big brochure!

There’s a lot of information to digest. We’ve included everything that we think you need to
know about selling your property, the pitfalls and solutions that we offer and details of who
Professional Properties are and our philosophy and approach to property.

It’s split into three sections so it’s easy for you to get to the section you want easily:

The Selling Process
Getting Ready to go to Market
About Professional Properties

Traditionally, this type of brochure starts by telling you all about Professional Properties
and how wonderful we are! Well, we are not the most important part of this potential new
relationship, you are.

So, when you have read how we can help you with selling your property, you can find out
all about us at the end!

If you are selling your first property or you have been through the process before, you are
going to encounter the same hurdles and challenges before you finally complete your sale.

Moving home doesn’t have to be stressful. We’ve created this brilliant guide to help you
understand your move. You are the single most important part of the move and it needs to
be right for you.
It may be the first time you have ever moved, or you may not have done it in such a long
time that things may have changed.
You can use this guide to help you through the process step by
step.
This should answer most of your questions, but, I am sure you will
have some more, so please do not hesitate to contact us.

“Your property is our priority”
Susan Cope
Managing Director
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Stage 1 – Preparing to Market your Property.

This stage is extremely important as it will lay the foundations of a smooth sale. This is where you select your
estate agent who is going to sell your home. Your choice of agent will directly affect the price you achieve, the
stress that you experience and the time it takes to complete your sale.

At this point you can also start researching the legal representative that you will appoint to oversee the transfer
of the property to the new buyers. If you are financing your next property purchase, you will also need to appoint
a mortgage adviser to find you the best deal to suit your circumstances.

Stage 2 – Accepting an Offer

This is where your agent should earn their fee. Offers received on a property are not just a quick ‘Yes’ or ‘No’.
There are a number of factors to consider aside from which buyer is willing to pay the most.

Stage 3 – Exchange of Contracts

This is the point at which the searches have been done, the contracts drawn up and the deposit monies paid by
the buyer. In theory, this is the point of no return for the buyer – if they pull out after exchange of contracts, they
will undoubtedly lose their deposit.

Stage 4 – Completion of the Sale

It’s all over! The legal paperwork has been completed and you have received the balance of your sale monies.

So that’s it – 18 weeks, on average… and we stress the words ‘on average’ to complete the sale of a property.



Let’s look at the things that can
either reduce or increase the
timescale to sell a property.

Listed below are 12 ‘impact factors’.
The list itself should not come as a
great surprise, however, the order
of importance does throw up a few
surprises…

These are the various factors that are most commonly cited as having an impact on transaction times and are
rated based on the relative levels of influence exerted by each factor on a scale of 1 (not influential) to 10
(highly influential) on transaction timescales.

Lets take a look at the top 3:

1 – Asking Price

Not surprisingly, the asking price in relation to similar properties in the area is the biggest influencer on actually
getting an offer on your home. This is the one factor you, as the vendor, can control.

Beware of estate agents who will overprice the property just to get the listing and quickly ask you to reduce it
citing lack of interest.

Overpriced properties often get viewings, but rarely get offers. Underpriced properties can convey the idea that
there is something wrong with them but often will sell… but for less than the optimum price.

 2 – Market Conditions

The local property market has a major impact on how long your property could take to sell. Lots of factors have
an effect on how ‘hot’ or ‘cold’ the property market is. You only have to look at recent events; the General
Election, Brexit and the Covid-19 situation to see this for yourself.

You have little control over this and must decide on whether to stick it out or postpone your sale should your
local market be ‘cold’ for whatever reason.

A ‘cold’ market is a buyers market and properties must be priced very competitively to prevent them being on
the market indefinitely.

A ‘hot’ market is a sellers market. Homes will sell quickly if priced sensibly and bidding wars are commonplace.

3 – Quality of Solicitor

The first surprising one? There is no doubt a good solicitor will help move the transaction along once an offer
has been accepted but being third on the list could be deemed surprising.

You have control on who you choose. An overworked solicitor can take an age to respond to the simplest of
queries. Don’t choose purely on cost – a cheap solicitor is usually an overworked solicitor!

The ‘Impact Factors’
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When you first decide to put your property on the market, you need to find out what your
home is actually worth in the current market conditions. This is important so that potential
buyers have confidence in the asking price, and so that you understand how you will
finance your move.
Using property websites will be useful to gauge an estimation of what your home could be
worth, but you will need the experience of a professional agent to get a more accurate and
realistic assessment of its true market value.
Not every agent is right for every vendor. Agent’s service and fees vary greatly so you need
to decide what is most important for you and your sale.
Most vendors compile a shortlist of potential agents from their own research; family and
friends, the internet or even a secret shop!
The most important factors to consider when choosing an agent are typically:

Attributes
Local Area Knowledge
Expertise & Experience
Professionalism &
Demeanour
Honesty & Integrity
Innovative & Proactive

Marketing
Property Portal Choice
Quality Photography
Floorplans
360 Virtual Video Tours
Effective Social Media
Database Matching

Service
Fees & Value for Money
Communication &
Feedback
Viewing Process
Sales Progression Skills

5



  All agents are different, and each homeowner has different needs from their agent. I can
only speak from my experience and how I conduct a Market Valuation, or, a more suitable
description would be ‘Home Move’ appointment, after all, it’s not just about pinpointing a
price. It’s also about assessing the saleability, discussing essential factors that determine
this and also getting to know each other. We need to see if we are the right fit for each
other before we can get you moving.
I know just how daunting moving house can be, I’ve bought and sold many times myself.
For some of you your move may be the first in a very long time, a lot has most probably
changed. For others, you may be contemplating your very first move onto the property
ladder. Moving can be stressful, but with a little gentle guidance and expertise it can be
exciting, positive and easy.
I will be meeting with you personally at your property and this will typically take around an
hour. During this time, I will ask some questions about you, your plans and your home. This
includes an inspection of your home followed by discussions regarding the current market
locally and similar local properties too.

“
“

Simon Joyce
Property Director

Holding Hands
The agent you choose should be there to hold
your hand. To guide, advise and help you
through the sales process to make the sale of
your property as easy and as stress free as
possible.

Interrogate your Agent!
Before your selected agents visit you,
prepare yourself. Consider how quickly you
wish to sell your home. Put together a list of
questions based upon the factors listed on
the previous page.

The appointment is for you to obtain the
necessary information that you want to
enable you to choose the best agent for
your requirements. It is not a stage for the
agent to do a sales presentation to you!

What to Expect at the
Market Appraisal…
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One of the key roles of a good estate agent is setting the correct marketed sale price for your property. A
good agent should know the local property market like the back of their hand. They should be aware of the
market trends as well as the supply of available properties and the demand from potential purchasers.
Armed with that information, the agent will know the best way to market your home to achieve the
maximum price.

Typically, a home owner may invite three or four agents to the property to conduct a market appraisal to
discuss the value of the property, and although the temptation may be to opt for the highest price offered,
this is not necessarily the best option.

Overvaluing for Market Share

Agents often suggest a high price to
‘test the market’ with a view to
winning the instruction and perhaps
reducing the price down the line.
However, this is not best practise. It
is also done to increase ‘market
share’ so that agents can show their
‘best market share’ pie chart to
prospective vendors at market
appraisals to impress them. What it
actually shows is that they have lots
of properties that they can’t sell!

Many agents will invariably sign you
up to a 12 or 16 week contract so
they can try and convince you to
lower your price down during this
period. We have no such contracts
at Professional Properties!

If the property is offered for sale at
too high a price for the market
conditions, then it may not attract
any interest and will remain on the
market with the “there must be
something wrong with it“ label.

Property Portal Behaviour

As around 90% of property
searches are now started
online and, more specifically,
property portals (Rightmove,
Zoopla and On The Market), it
is important to understand the
behaviours of potential
buyers.

Buyers often use property
alerts to notify them of new
properties coming on the
market within their specific
parameters – area, price,
bedrooms etc. This means that
potential buyers will see the
majority of new listings in the
first 48 – 72 hours of a
property being added to a
property portal. If a property is
deemed overpriced, it will
often be dismissed completely
at this stage rather than
‘saved’ for a later day.

Undervaluing for a ‘Quick Sale’

The opposite of overvaluing to win
the instruction is to undervalue the
property to get a quick sale. Your
individual circumstances may
require a quick sale, however, that
should not be at the expense of
missing out on potentially
thousands of pounds on an
underpriced property.

Why would an agent do this?

The main reason for this is
workload versus fees. Whilst a
seller might make an additional
£10,000 on £240,000 rather than
£230,000, at 1.25%, the agent will
only receive an extra £125 on the
fee!

By achieving a quick sale, the
property is off the books and they
can move on.

The agent is not acting in the best
interests of the vendor here.
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If you asked the majority of estate agents the question; “What is the role of an estate
agent?”, they would reel off a list of tasks that they undertake to assist in the sale or
purchase of a property.

However, by far the most important is the art of negotiation.

7

The Vendor Lost £10000…
Before Professional Properties had even started
in residential sales, I was asked by an estate
agency trainer; “When you bought your last
house, did you pay the asking price?”

“No” I said, “I paid £5000 under the asking price”

“Would you have paid the asking price?” he
asked.

“I probably would have done, yes” I said.

“So, the agent selling the property lost the vendor
£5000 then?” he said.

“I suppose they did” I answered.

“Would you have paid £5000 over the asking price
if it was necessary to seal the deal to buy that
property?” he said again.

It was a property that my wife and I had set our
hearts on so… “Yes, I probably would?”

“So, in fact, the agent lost the vendor £10000
then” said the trainer.

I had to agree!

An estate agent’s key skill is negotiation. You
may have seen the job title ‘sales negotiator’
in any dealings you may have had with a
previous agent. The agent I dealt with when I
bought my property was, indeed, a sales
negotiator. They weren’t very good were
they?!

The English Collins dictionary defines
Negotiations as:

‘Formal discussions between people who have
different aims or intentions during which they

try to reach an agreement’.

In this case, the sale price of the property.

However, that doesn’t necessarily mean that a
sale price agreed by both parties should be
the final sale price. The agent is acting on
behalf of the vendor and should be trying to
maximise the sale price at all times.

All offers put forward by a potential buyer
MUST be communicated to the vendor and
should be discussed in detail as to the
response.

8



When 90% of people
start their property
search online, imagery
is extremely important.

Photography Images are the first impressions of your home.
These pictures alone will determine whether
someone decides look at further details on your
home.

Professionally taken images instantly intrigues
people to find out more and increases the
chances of more viewers coming through your
door.

A top agent will use a proper Digital Camera with
a good wide angle lens to capture the room size.
If an agent turns up with a ‘point and shoot’ or
uses a smartphone, show them the way out!

Adding a 360 Virtual Tour to portal listings is a
great way of increasing engagement from
potential buyers and they look fantastic on
social media too.

Audiences are about 10 times more likely to
engage, share, and comment on video content
than blogs or related social posts.

360 Virtual Tour

Floorplans Every property should have a floorplan on the details. A well-constructed
floorplan allows buyers to do three important things when they are
comparing the different properties they are considering:

1. It helps a buyer see how the house flows and it’s layout.

2. A floorplan can help a buyer to visualise the property after the viewing.
This can be useful if they are thinking about making layout changes,
furniture positioning etc.

3. Floorplans can make a house seem larger and as a result, it can add
perceived value.

9





Preparing your home for viewers is
extremely important. It will not only
ensure your property is sold faster, but
can potentially add thousands of
pounds to its value.

This article details the 6 key things we
believe are the most important, when
preparing your home for viewings.
Implementing just a few of these ideas
will improve the chances of a quick
sale and achieve a higher sale price.

Sweet Smell of Success
Homebuyers make snap judgements
very quickly and buyers like properties
that not only appeal to their eyes, but
also their noses. I’m sure that you’ve
read how the smell of coffee brewing
or freshly baked bread makes viewers
swoon.

However, in the real world it’s highly
unlikely that you’ll have an endless
stream of homemade loaves in the
oven or a constant cafetiere on the
go! Try these instead:

Fresh flowers – not only look good
they smell good.

Freshly painted walls – always a good
investment when preparing a
property for sale.

Clean crisp bed sheets – a fresh
bedroom could clinch the deal

Subtle air fresheners – Plug ins or
candles work really well

The smells to avoid:

Stale tobacco.

Kitchen bins that are full of old food.

Cheap and nasty air fresheners.

Old cat litter, damp dog blankets and
any other animal related smells.

Kill the Clutter
Empty rooms simply look bigger. It’s a
fact. However, you can’t just get rid of
all your stuff for a viewing!

On the other hand, if you put your
property on the market and it’s filled
with clutter, it is a much harder home
to sell. It makes your property look
smaller and will not appeal to
potential buyers who are walking
round trying to imagine themselves
living there.

You want viewers to marvel about
how big your rooms are, not be put
off by the fact there is no floor space
due to unnecessary items left
everywhere. Less is very definitely
more in this scenario as untidy
properties tend to stay on the market
a lot longer than smart, clean and tidy
ones.

So, spend a bit of time de-cluttering
your property before it goes on the
market. If you have items you simply
can’t part with, put them into storage.
Just don’t leave them lying around for
a potential buyer to step over.

The few hours you spend ridding your
home of unnecessary clutter could
potentially add thousands to your sale
price AND get the offers coming in
much quicker.

A Simple Recipe
Like it or not, it’s true. The kitchen is
the most important room in the
house.

It’s not just those TV chefs that spend
a lot of time in the kitchen.
Prospective buyers can easily fall head
over heels with a home after laying
eyes on a well-designed, stylish
kitchen.

We spend a lot of time in our
kitchens, especially if it is spacious
enough to include a dining area. It’s
often where we start the day and
where families get together.

It is often said that life is created in
the bedroom but lived out in the
kitchen!

If you are going to spend money
getting your home ready to market
think seriously about how your
kitchen looks and feels and if it needs
upgrading.
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Tone Down the Decor
When  potential buyers come to view
your home, they must to be able to
see themselves living in your property
so you need to try and create as much
of a blank canvas as possible.

Consider giving your walls a fresh lick
of paint with neutral colours as this
will help make your home seem
lighter and much bigger. Neutral
colours can help viewers to easily
imagine how they would adapt the
rooms to their needs and strong
bright colours should always be
avoided.

It will be much easier for buyers to
move in and use the rooms straight
away than if they need to repaint
those bright purple or lime green
walls!

Don’t forget the exterior too. Give the
front door and any surrounding walls
a new coat of paint. Remember your
front door is the first thing your
viewer will see when visiting your
property.

Accessorise
You won’t want to go ‘full staging’
with showhome furniture, however,
you can mini-stage.

Dress any windows that are ‘naked’
with blinds or curtains. Naked
windows can make a room feel
impersonal and cold. Buy some cheap,
neutral ones if necessary.

Plants and flowers are great for
adding colour, life and light to a room
and can also help on the smelly front.

Consider adding different textiles
around your home. It is one of the
simplest and cheapest ways to
brighten up the place. Throw over a
throw (!) or scatter some cushions to
instantly change the appearance of
boring looking furniture.

If you have dull looking carpets,
laminate flooring or lino, a nice
colourful rug will do the trick adding
some instant character to your floor.

DIY SOS
We’ve all got them in our homes!

All those little jobs that need doing
that you have gotten used to seeing…

If potential buyers are looking around
your home, they will see everything so
you must do them!

Holes in walls, broken door knobs,
cracked tiles, dirty grout, cracked
sockets and switches, torn or
threadbare carpets.

Many buyers want to move in without
making changes and some buyers will
look for any excuse to make a lower
offer.

Get rid of limescale, clean tile grout,
wax wooden floors, get rid of all
odours.

Outside; tidy up the garden, cut
bushes back, clean the patio and the
furniture and cut the grass. While this
won’t necessarily add value to your
home, it makes it more likely to sell as
people visualise themselves in a nice,
tidy garden.

The time and effort that you put into getting your home ready to accept viewers will be
very well spent and will help both maximise your sale price AND lead to a quicker sale.

12



Your house is ready to accept viewings so, obviously, you want every viewing to show your
home in it’s best light thus maximising the possibility of a sale.
As well as the mini-staging tips, there are also other things to think about before a viewing
takes place. Consider; School noise, traffic levels, parking availability, children, pets, light
levels, smells and gardens.
●  Avoid viewings around school leaving time thus avoiding congestion around your home.

●  Avoid viewings during the busiest parts of the day; early morning, rush hour and early evening.

●  If you have a parking space, park your own car somewhere else for the duration of the
viewing.

●  If you have children, can they stay with friends or relatives?

●  If you have pets, can they pop over to a neighbour or a friend while the viewing takes place?

●  Maximise light by opening curtains and switching on lights.

●  Ensure that you have not smoked or cooked anything too smelly prior to the appointment.

●  Remember your kerb appeal - tidy gardens, move bins and clear any rubbish.

You only have ONE chance at a first impression so make it count!

Feedback
Feedback is an essential part of the viewing process. It enables you to see which parts of your home are
the most popular and also which places are causing the most negative reactions.

This enables the agent to tailor your viewing to the buyers and offers you an opportunity to rectify things
to help prevent these little details reducing or stopping a viewer from making an offer.

As a vendor, you should expect full, honest and balanced feedback from each viewing on your home.

It will not help secure a sale if your agent is reluctant to pass on any negative feedback.

13
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You’ve prepared your home for sale. You’ve appointed your estate agent and your home is
on the market. Then you receive an offer..

So how do you respond to an offer when a potential buyer comes forward with an offer.

An accurately priced property based upon the various factors that determine the market
value will receive offers very quickly from the first day of marketing and subsequent
viewings.

We have a four stage process that we adopt when considering any offer.

Buyers Situation - Your agent needs to give you as
much information as possible about the people making
the offer.

Establishing whether they are a first time buyer, an
investor or part of a chain is of course a major factor in
weighing up the attractiveness of any offer.

If they do have a property to sell, is it on the market?
How long has it been on the market? What are the
chances of it selling based upon its price?

Buyers Finances - Is the buyer actually in a position to
pay the amount they have offered? Do they have a
mortgage offer approved? Are they a cash buyer?

A good agent will obtain proof of the buyers finances
and fully check the details of any chain that they are in.

It is very common for sellers to take their property off
the market and agree an offer only to find out weeks
down the line that their buyer is not able to actually
raise the necessary funds.

Level of Interest - You must consider the level of other
interest you have had on your property.

If your home is getting lots of viewings, you may take a
harder approach than might otherwise be the case.

Remember, a lot of the best interest will come within the
first few weeks as your property hits the portals and
smart phones light up with new property alerts so don’t
dismiss an offer just because your home hasn’t been on
the market for long, especially if it is for the asking price!

Is that your Best Offer? - Negotiating an offer is where
your agent should earn their fee.

Your agent should attempt to maximise the sale price for
your property. Your agent should know your own
circumstances in great detail as there are numerous
negotiating tactics that they should employ.

You may not want to accept an offer below your asking
price. However, buyers usually expect back and forth
negotiations and your agent should engage too.
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Counter Offer at the Asking Price

At this point, a lot of sellers will counter-
offer with a price that is higher than the
original offer but still below the asking
price as they are afraid of losing the
potential sale. They want to seem to be
willing to negotiate to close the deal.
This strategy does indeed work in terms
of getting the property sold, but it’s not
necessarily the best way to achieve the
maximum sale price.

So, instead of reducing, counter with the
asking price. A buyer who really wants to
buy will stay engaged and come back to
you with a higher offer. Assuming that
you’ve priced your property fairly to
begin with, countering at your asking
price says that you know what your
property is worth and you intend to get
it!

Some buyers may be surprised and some
will walk away. However, you will filter
out the time wasters who make silly
offers and won’t agree unless they can
get a bargain.

A slight compromise is to counter just
slightly below your asking price – maybe
£1000 or £2000. Use this approach when
you want to appear to be tough but
don’t want to appear too inflexible so
not to lose a potential buyer.

HERE ARE SOME OF THE NEGOTIATING OPTIONS WHEN AN OFFER HAS BEEN RECEIVED…

For a Limited Time Only

As you are actually trying to sell your
house and not simply negotiating for the
sake of it, you could consider putting an
expiry date on your counteroffer. This
forces the potential buyer to make a
decision so you can either get your
home sold subject to contract or move
on.

Keep the time period reasonable so that
the buyer doesn’t think that they are
being forced into a corner but don’t
make it too long either as whilst your
counteroffer is outstanding, your home
is effectively off the market. Many
buyers won’t submit an offer when the
property is showing ‘Sold Subject To
Contract’ on Rightmove. Plus, if the deal
falls through, you have increased the
overall transaction time to complete
your sale.

The more days your home is on the
market, the less desirable it appears,
and the more likely you are to have to
lower your asking price to get a buyer.

Reject the Offer Completely

This is a more gutsy approach! Reject
the buyer’s offer… and don’t
counteroffer at all.

Ask them to submit a new offer. If they
are genuinely interested and you
haven’t scared them off, they will
submit a new offer. If a new offer comes
in, it will undoubtedly be higher than
their original offer, unless they decide to
adopt your hardball tactics and submit
the same or even a lower offer!

The advantage of not countering is that
you are not in any sort of negotiation
with a particular buyer, and you can
accept a higher offer if it comes along
without being accused of ‘gazumping’
anyone. For the original buyer, knowing
that someone could make a better offer
creates pressure to quickly submit a
more realistic offer if they really want
the property.

We would only suggest using this
strategy if the property has only been on
the market for a short time.

OFFER
RECEIVED
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You Need a Legal Eagle!
Now you need to instruct a solicitor. Sometimes referred to as a conveyancer or conveyancing solicitor.
Solicitors are usually more expensive than conveyancers and are qualified lawyers, so they can offer a full
range of legal services. Licenced conveyancers are specialised in property but can’t often deal with
complex legal issues.

Over the years we’ve dealt with lots of them. Some very good. Some very bad. They really can be the
difference between a property deal going through or it collapsing.

Let’s just have a quick look at what a solicitor SHOULD do:

Look our for the 3 C’s…

● Register the property with the Land Registry

● Facilitate the transfer the funds to purchase the
property.

● Help everyone involved remain calm and informed

● Handle the preparation of legal contracts

● Offer legal advice relating to your own
circumstances

● Carry out local council searches

Communication

A good communicator will make you feel
at ease.  A poor communicator will have
you tearing your hair out!

● Establish how and how often they
contact you with updates.

● Find out the best times and ways to
contact them.

● Do they have an online login system
allowing you to track progress?

● Ask what cover is in place if they are
sick.

● Location. A local conveyancer can be
more convenient and can be useful if
there are any local authority issues
which are unique to your area.

Clarity

Solicitors often charge in different ways;
fixed fees, hourly rates or a percentage
of the property price. We advise you to
get three quotes which should all include
a detailed breakdown of costs.

● Local authority searches

● Bank transfer fees

● Land Registry fees

● Stamp Duty on properties over £125,000
(rates vary)

● ‘Disbursements’ – other costs including
postage and courier services

● Additional costs due to more known
complex issues.

Customer Care

A good legal representative is not just
there to complete the formalities, they
are also there to advise you during what
can be a very frustrating process. You
may come up against a number of
obstacles along the way

● The other party dropping out.

● Gazumping – when someone else offers
to pay more than the offer you’ve had
accepted.

● The costs potentially going up if you’re
in a chain.

● Problems found during a survey on the
property.

● Issues arising in finalising a mortgage for
the property.17
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It is very useful for potential buyers and their solicitors if they are able to see
specific documents and information about your property when they are considering
making a purchase. Some of the documents are legal requirements and some will
help push the sale through that much quicker.

Useful Documents & Information.

Energy Performance Certificate (EPC)

An Energy Performance Certificate for a
property is a legal requirement. The EPC
provides information about a property’s

energy use and typical energy costs as well as
recommendation how to reduce energy use and
save money.

An EPC gives a property an energy efficiency rating
from A (most efficient) to G (least efficient) and it
is valid for 10 years.

Proof of Identity

Under Money Laundering Regulations, estate
agents are obliged to obtain evidence of your
identity and residence. You will need to provide
original copies of one document from List A and
one document from List B to your agent:

Building Regulation / Planning Permission

If alterations and extensions have been carried out
on your property, it will help your sale to proceed
more smoothly if you can show at the outset that
these have been added legally and with approval.

Running Costs

Copies of household running costs are also very
useful for a potential purchaser to estimate
monthly outgoings for the property:

Copy Bills
● Council Tax
● Utility Bills
● Building and Contents Insurance
● Service Charges or Ground Rent

List A
● Full Valid Passport
● Full Driving Licence
● A Valid Identity Card
● Birth Certificate/Marriage Certificate
● A firearm or shotgun certificate
● Government issued Identity Card

List B
● Original Utility Bill (less than 3 months old)
● Original Council Tax Bill (less than 3 months old)
● HMRC Self Assessment or Tax Demand
● Original Bank Statement (less than 3 months old)
● Original Council Rent Book (last 3 months)
● Original Mortgage Statement (last accounting year)

Leasehold Properties

If you live in a Leasehold Property then you will
need a copy of your lease.

For consumer protection an agent must have
access to and have viewed the lease and also have
given a potential buyer the chance to view the
lease before they submit an offer.

Other Material Information

Consumer Protection Legislation states that any
material information that may change a potential
buyer’s decision to not only buy your home but
also whether to view must be made available to
them.
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Once your home is sold, it is time to pack up and get moving. The process can be stressful
but here are some tips to make it go more smoothly.

● Use a professional moving firm; do not try to move everything yourself in a rented van. Movers are
trained professionals, and will do all of the work for you. Ask for recommendations from your agent or
ask friends and family what companies they have used in the past.

● Label everything well so the removal company can put the right boxes in the right rooms!

● Make up an ‘Emergency Hamper!’ - Kettle, tea bags, sugar, milk and mugs.

● Try to avoid moving during the week if possible. These are busier days and there will be more traffic on
the road.

● Take meter readings at your property on the day you move out.

● Ensure that all of your post is redirected by Royal Mail.

● It could be some time before you have internet in your new property; download anything you may
need for the new home from the internet before you move.

● Leave a note of anything important for the new owners. This can include things like alarm codes,
manuals for appliances being left behind and where the water and other meters are.

● It is also helpful to leave information such as local shops, dentists, doctors, takeaways and good pubs
and restaurants.

● Declutter – Ideally you would have done this before you put your house on the market (see top tips for
selling) if not, this needs to be done now. You don’t want to waste time moving stuff you don’t need. It
is a new start in a new house, get rid of things that you won’t use or that don’t fit. This will make it less
hassle when you unpack at the other end too.
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Home Bills
Water Company
Gas Company
Electricity Company
Telephone Provider
Mobile Phone Provider
Post Office
Cable/Satellite & Internet Providers
TV Licensing

Money & Financial
Banks
Credit Card Companies
Loan Companies
Council Tax Department
National Savings & Premium Bonds
Employer
Insurance Companies
Pension Companies
Inland Revenue
Social Security
Solicitor
Accountant

Health
Doctor
Dentist
Optician
Hospital

Travel
DVLA
Breakdown Recovery
Vehicle Registration/Contract Hire
Motor Insurance

Other
Friends & Family
School/College/University
Subscriptions & Memberships
Newsagent
Sports Clubs
Library
Points Cards

When you move out, it is best to ensure that you tell everyone about your
new address.
This will make sure nothing important goes to the wrong place, and that no
one is forgotten, take a look at the checklist below and start getting
prepared...

Don’t Forget to Tell…
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www.professionalproperties.co.uk

We are here to help organise your move when day to day life gets in the way.
When you are ready to take the leap to calling a few agents we’d love to be there for you to get you where
you really want to be.

You and your needs are at the heart of everything we do.

Has this guide raised a question relating your move? Perhaps you need a little more bespoke advice or
have a query over timescales and the buying process?

What can we do to Move You?

This guide is about you and the process
of the stress free selling of your home.

However, here is some information
about us and how we do things!

History & Expertise
● Local Property Experts since 1999
● Independent, Family Owned business
● Values built on Honesty and Integrity
● Sales and Letting Agent
● Unrivalled Local Knowledge

Marketing
● Prominent Portal presence on Rightmove ,Zoopla & OnTheMarket
● Premium Listings and Featured Properties included
● 360 Virtual Property Tours
● Detailed Floorplans on EVERY property
● Superb Photography using top quality Digital SLR Camera with Wide Angle Lens
● Daily Property Matching with Applicant Database
● Prominent Social Media Advertising

Why not contact us to let us know what you think of this guide and whether
we have missed anything out that you feel may be useful.
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Who We Are

…independent estate and letting specialists covering Derby, Burton-upon-Trent and all surrounding areas.

Professional Properties opened it’s doors in 1999. It was unusual at the time to be an agent that
specialised in residential lettings and it was for this reason that landlords put their trust in our business to
let and manage their varied portfolio of properties.

As the business grew, it quickly became apparent that it was not ‘Professional Properties’ that attracted
landlords to the business, it was the people within it.

The highly motivated, customer focused and very experienced team continually strive to instil the beliefs and
values that fuelled the rapid growth into the whole Professional Properties team to ensure that our service
to vendors, buyers, landlords and tenants is unrivalled.

Professional Properties…

Traditional/Online/Hybrid Agents

If you have already researched the estate agency marketplace then you will be well aware of the different
‘types’ of agent now available for vendors use to sell their home. These have been put into 3 categories:

Traditional

● Operate from a business
premises in the area in
which they operate.

● Operate online too

● Employ staff who offer local
support and expertise

Hybrid

● Operate online only

● Provide a local presence.

● Offer telephone support
through a head office.

Online

● Operate online only

● Offer telephone support
through a head office.

Professional Properties fit into the ‘traditional’ category as we employ a team of 21 staff
who all need somewhere to sit! We believe that the team spirit and atmosphere that we
generate can never be replaced.
As the vendor, it all comes down to one thing… which agent are you going to trust to
achieve the maximum selling price in a timescale to suit you and your circumstances?
Your home is the largest tax free asset you own so it’s sale needs to be in the hands of an
agent that you trust.
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Marketing

Although 90% of all property searches now begin online via
property portals and agent websites. Most agents simply upload
a property and hope that a potential buyer clicks on it because it
matches the criteria they have entered into the search.

It’s not enough.

At Professional Properties we use specific social media targeting
to put properties in front of the audiences that they are going to
appeal to without relying on potential buyers to search
themselves.

Case Study

The advert on the right was a targeted Facebook post that we
setup 48 hours after being instructed to sell the property.

The property had previously been on with another agent for 13
weeks and had not received an offer.

From this advert, we sold the property within 5 days of the advert
going live and achieved more than the asking price.

867 people watched the video which is far more than the number
of people who clicked on the property  via the property portals.

Our Approach…

Our 25 Rule - Quality not Quantity

As far as we know, we are the only estate agent to do this!

Our self imposed 25 rule states that we only have a
maximum of 25 properties for sale at any one time. Any
more than that and we believe that we cannot focus 100%
on selling our available stock.

We want to ensure that we can offer the best service to
motivated sellers who want to achieve the maximum price
for their home in a timescale to suit their individual
circumstances.
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Meet The Team…

Susan Cope       Jane Mason     Simon Joyce       Nicola Hill       James Cope
Managing Director      Sales Director     Property Director    Sales Consultant    Sales Consultant

We are
here

Get in Touch

Please contact us should you
require any further information

regarding our services or to
speak to any of our team
regarding your individual

requirements.

@profprops

professional_properties

professional-properties

sales@professionalproperties.co.uk

www.professionalproperties.co.uk

01332 300105          07989 858850      07977 235545          01332 300120         01332 300123

01332 300130
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