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Going, Going, Gone….


Going, going, gone…

Technically speaking, selling your home in this climate should be easy as Sunday morning. There aren’t enough decent houses on the market at the moment to meet the demand. However, a distinct division is emerging – between properties that sell and properties that don’t.  Here’s how you can make your home hot to trot…

Stage 1: The preparation

Ideally, this should be done before you start house-hunting so that you are primed and ready to go

a. Research local house pricing and the competition by:

· Checking out recent sale prices

· Seeing what is available on property portals

· Walking around the area 

· Going to view houses that you think will be in the same market as yours

b. Tidy and de-clutter and then de-clutter a bit more

· Pristine white walls and a minimalist approach are certainly not required here (especially if you are selling a family home). However, dirt, mess and dated or shabby decoration are absolute no-nos. 

c. Phil Spencer, from Location, Location, Location, constantly talks about ‘kerb appeal’. Well, he’s right! That huge conifer that steals light, nutrients and the will to live – chop it down (assuming it’s yours to chop down and not protected). That lawn – mow it. That overgrown path – clear it. Don’t invest in a new planting scheme, turf or huge tubs of flowers though. You will spend the next three months of your life watering the garden. Think low maintenance.

d. Work out your ‘target market.’ Dress the property and organise the rooms accordingly. Young couples may not mind if they don’t have a well-stocked garden but space to put outdoor furniture will make a difference. A family home will benefit from beds rather than desks, while a downstairs bedroom may appeal to older audiences. 

e. Most importantly, start to change your mindset. Your house is no longer your home but a stepping stone to your new home. 

Stage 2: The invitation

a. Ask at least three estate agents for a valuation. If possible, pick a local one; one that’s part of a bigger chain; a personal recommendation and the one you consider to be the most successful at selling your type of property.  All will be able to give you decent market insight and a different slant on how to market your property. 

b. Pick your agent based on:

i. The one you feel you will have the best relationship with (this could be a long haul)

ii. The one who seems to understand your property, your needs and your vision of where you want to get to

iii. The one who has all the marketing tools at their disposal (and knows how to use them)

Be open-minded about your choice. 

As a side note, bullying and aggressive sales techniques do not work in 21st Century Britain. Agents adopting this stance should be avoided at all costs. You won’t like them and nor will prospective purchasers.

c. As you have already done your research, you should have a good idea of the type of price you can achieve for your property. If you are still unsure, pick either the median or the modal price, depending on the quotes given.

d. Negotiate on fees if you feel confident enough. No one will be offended. Check the small print of the contract and query anything that you are unsure about. Don’t feel forced into signing up immediately and don’t allow agents to take photos at the first meeting ‘to save time’. You will feel committed and your property may not look its best. 

e. Once working with an agent take time to give them a clear brief. When are you available to do viewings (and when not)? Who will do the viewings? What price (ballpark) will you accept for the property?

Stage 3: The continuation

Stay in touch with your Estate Agent at least weekly. Insist on honest feedback on all viewings. Listen to what the Estate Agents tell you and, if possible, act on that information. If after 6-8 weeks, the house has not had any offers and viewings are tailing off, meet with your agent to have a frank discussion about the next steps. 

Additionally, resign yourself to constant tidying. It is tiresome but will pay dividends. Often during viewings, I will catch sight of the owner frantically and silently cleaning the bath whilst hurling toys under beds. 

Stage 4: The progression

Once you have accepted an offer on your property, you should to instruct a solicitor to conduct the conveyancing (the legal bit) as soon as possible. In fact, it is preferable to have lined up one before you put your house on the market. 

Think carefully about how you choose your professional partners. The ideal way is through recommendations by friends, colleagues and family. Do not be pressurised into using a solicitor because they are recommend by the Estate Agent. They may tell you that this will speed up the process. It probably won’t. A good solicitor will be efficient and fast whoever recommends them. 

It is then the responsibility of your legal team, the agent and you, to ‘progress’ the sale through to exchange. Some 30% of house sales fall through before completion. This is usually due to over excitable bidding, or a change of heart or circumstances… but it most usually due to inertia. To ensure that your sale doesn’t falter you need to be in control of deal. Stay connected with everyone involved in the purchase and when things don’t move forward get on the phone and chase and cajole whoever you need to, so that you can get to the next stage. 

Stage 5: The completion

At this point you should be sitting on a packing case in your new house, wondering just where you packed the corkscrew. Congratulations! Enjoy your new home!

Plan B: The alternative

If all this seems like too much trouble, stress or heartache, please feel free to email Homes and Herts at enquiries@homesandherts.co.uk. We offer a free initial consultation, and can search for homes in all price brackets. We’re well connected, so often find properties that are not yet on the market. And we are always happy to help out where we can. Visit www.homesandherts.co.uk/
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Please note: SchoolGuru &  Homes and Herts Ltd provide these tips as a guide only. They are not intended to be used as a substitute for legal or paid for professional advice. It also offers broad spectrum advice. Individual cases may differ and specific professional advice should be sought. 


