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Planning to sell your home

Having decided to sell your home, you might be wondering
about the best way to go about it.

10 Steps
to getting it right...

First Time

By following a few easy steps, you can give yourself
every chance of finding a buyer, at a time to suit you
and at the best price the market will allow.
Experience shows us that selling for the best price is
achieved using a number of linked marketing strategies,
proven to showcase your home in the right way, to the
widest audience.
Technology allows us to reach buyers from around the
world, but whether they are local, relocating within the UK
or moving from another country, the same rule applies.
The impression a potential buyer gets of your home will
determine whether they arrange to view. If your house
looks good, you stand a much better chance of attracting a
buyer and that is why you should not accept second best
when it comes to your marketing.
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One

Getting your home ready

Make sure your home is ready for photography and
viewings. It’s vital you spend some time, effort - and even
money on this very important preparation for marketing.
Look at your property objectively or maybe ask a friend to give
you some feedback. It’s an area that we can also advise you on
to ensure that everything is done to make your home as attractive
as possible, without spending a fortune.

“

Our monthly glossy lifestyle magazine will give you some superb
hints and tips about de-cluttering and presenting
it in a way that makes your home look its best, in the
photographs and in the flesh.

Two

The best time to sell?

People buy houses at all times of year and whilst there are
some periods that are a little quieter than others, generally
there is no bad time to go to the market.
Some properties such as retirement homes may take a little
longer to sell over the winter months, when elderly buyers prefer
not to trawl around properties.
Families prefer to move at the beginning of the year or before
the start of a school year in September. So work around your
agenda and don’t be put off by ‘hearsay’ - it’s all about supply
and demand and property sells all year round.

Our
monthly glossy
lifestyle
magazine will
give you some
superb hints
and tips about
de-cluttering

”

Three

Choose your Estate Agent

Whilst it can be tempting, don’t just choose the Estate
Agent with the lowest fee or the highest valuation.
Many Agents employ ‘Listers’ to get your house on the market
who purposely overvalue. They are very polished at what they
do, but often aren’t interested in whether you sell or not! Once
they have your instruction, they have already earned their
commission.
Their colleagues will then ‘work’ on you to continually reduce
the price until you either get fed up and take it off the market or
you are pressured into accepting a low offer.
Take a considered view of their professionalism, their success
locally and whether you like them. The chances are that the
person you meet at the valuation will not be conducting the
viewings – so who will be? How experienced are they? How
often will they advertise your house in the property papers?
Will it be a small box, lost amongst lots of others?
Will the brochure be descriptive, individual and focus on the
positive aspects of your home; new kitchens, bathrooms, extensions,
individuality, schools and local amenities. These are all points of
interest and because we don’t know what will appeal to the
eventual buyer, they should all be mentioned.
Don’t accept poor marketing, poor photography and badly
presented brochures. This can lead to fewer viewings, less interest
and inevitably a lower selling price.

“

Four

Get the price right

It is a fact that the first 2-4 weeks of marketing are the
most important in terms of impact and enquiry levels. Over
90% of buyers begin their search through property portals
such as Rightmove, Zoopla and Primelocation, but that
same technology also allows them to view comparable
properties, and the selling price.
If your home is extended or has features that aren’t immediately
obvious then this must be made clear in the description of the
brochure, otherwise buyers could assume your home is overpriced
and may not view.
Other factors will affect your selling price such as market conditions,
individuality, style, land, square footage, condition and location.
Unique features should allow a ‘premium’ price to be achieved
and should be factored into the valuation.

Whilst
it can be
tempting, don’t
just choose the
Estate Agent
with the lowest
fee or the
highest
valuation

”

Six

The importance of your brochure

We can’t emphasise strongly enough the importance of
your brochure and the impression it creates. The description,
layout and photography are paramount and it doesn’t
matter whether you have a starter home or a farmhouse,
the brochure should be designed to highlight the features
and give the best chance of arranging a viewing.

Five

Stand out from the crowd

Photographs provide a visual impression of your home and
the right shots, from the correct angles will make a buyer
want to read more. Point and shoot cameras will not do
your home any justice so insist your agent uses professional
quality equipment or for more challenging properties, a
professional photographer.
These photos are seen on your brochure, in the window display
and on the World Wide Web, so they have to create a very good
impression. Out of focus shots, sun into the lens, cars on driveways, and reflections in mirrors or glass are all unacceptable.
You should ask to see the photos and approve them prior to use.
Question why an agent can’t or won’t provide that service.

A couple of pages of cheap copy paper with out of focus
photographs and a poor description are not acceptable. Insist
on a brochure that is individual to your property, not a generic
template used for every one of their instructions. Your home
must stand out from the competition or you risk joining a long
queue. If they can’t provide a good quality brochure, don’t use
them.

“

Your
home must
stand out from
the competition
or you risk
joining a long
queue

”

Seven

Newspaper and web marketing

Fewer and fewer people read the property papers, but
nevertheless, it is still an essential part of the marketing.
For buyers who don’t have or understand the internet it
can often be the only way they get to see your house.

“

Ask how often your property will feature. If it’s not in the paper
at least every 2-3 weeks that’s just not good enough and an inch
square box is not a feature! Your property needs to be seen, so
choose an agent who ensures this is part of your package.
Ask to see their advert styles and the coverage of the newspaper/s
they use. A good agent will have all of that information to hand.

Eight

Accompanied viewings

When viewers turn up, by all means introduce yourself, but
then let the agent get on with it. At this stage the viewer
wants to see if your home suits them and don’t need to
know how long you took to find the wallpaper or where
Fred the hamster is buried. Leave them alone!
That’s assuming your agent turns up for every viewing - and they
should because that’s what you are paying them for! If you are
left to show the viewer around, point out features and once they
have had a guided tour, let them wander again and take it all in.
After they’ve gone, ring your agent, sack them and instruct
someone who has your best interests in mind.

Ask how
often your
property will
feature. If it’s
not in the paper
at least every
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just not good
enough

”

Ten

Is your agent working for YOU?

We often hear stories of agents who get their fee agreement
signed and then spend the next days, weeks and months
heckling you to reduce the price or accept a low offer.
If you agreed to start the price a little higher because of unusual
features or individuality, you have to give the marketing a chance.
Don’t accept the ‘reduce the price’ culture that so many agents
use, it gives the wrong impression to the buying public and shows
your agent is more interested in his/her commission than acting in
your best interests.

Nine

Property presentation

If there are no viewings over the first few weeks, several things
should be changed, using different photographs, altering
descriptions and layout, expanding newspaper coverage and
advertising out of area. These are measures that your agent
should automatically carry out to ensure they are reaching the
widest audience.

Presentation of your home is very important. The more
relaxed a viewer feels, the more they take in, so try and
provide a peaceful atmosphere, but don’t go overboard,
no one expects you to live in a show home.

Not every house sells straight away but at least you will feel they
are being proactive and not letting the file gather dust in the
filing cabinet.

It’s also fair to say though that viewers don’t want to see a sink
full of washing up or to be greeted by over friendly or aggressive
dogs.

As a footnote, whilst the property market is in recovery, don’t
expect a chip shop queue to form outside your front door. Some
factors might make it more difficult to get buyers through your
door, like a busy main road, a new development close by, being
close to a pub or commercial centre.

Fresh flowers are always a nice touch and try to steer clear of
cooking ‘smelly’ meals such as fish, which can be very off putting.
If it’s an evening viewing, turn on a few lamps or if you’re out,
your agent should be happy to do that for you. The more
thought you put into presentation, the more likely your viewer is
to remember your home.

Usually it’s just a question of time and patience. If your agent
uses all of the above marketing techniques you’ll have the best
chance of a finding a buyer at the highest price. If one aspect is
missing or badly executed, you run a high risk of an extended
sale time and a lower selling price. Insist on all of them and you
won’t go far wrong.
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