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About Chelton Brown
An introduction to Chelton
Brown from Sali Brown our
Managing Director.
I founded the company in
1990 and within a short
period of time established
a reputation for offering an
excellent service to my clients.
Chelton Brown was one of
the first Agents in the area to
become National Federation
of Property Professionals
(NFOPP) accredited. The
aim was to provide a service
to all customers that was
second to none.
In 2000 we merged with Property Management Service (PMS)
established in 1975, which instantly doubled the size of the
company. We re-located to George Row and with the town
centre location, extra investment in staff, systems and processes
PMS Chelton Brown soon became a prominent player in
Northamptonshire’s property market. In 2005, I bought out the
other PMS partners and changed the name back to Chelton Brown.
We now have over 30 staff across two branches. Investment in
our team is a high priority for Chelton Brown, we have a rigorous
training schedule covering all aspects of the business including,
current legislation, financial services awareness, customer care,
communication and IT. This ensures that all the staff have the
knowledge necessary to offer the most professional service in
the area.
Our vast portfolio of managed properties allows us to offer many
great buy-to-let opportunities for existing and new customers.
Our prominent office locations, credentials, resources and network
within the property industry create unique opportunities to access
many purchasers and investors, enabling us to negotiate sales
very efficiently.
Thank you for considering the services of Chelton Brown.
I hope you find our guide helpful.
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The Sellers’ Guide

This guide will take you through the key steps involved in selling your property.
At every stage our dedicated sales team will be there to guide and advise you.
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The Process At A Glance...

STEP 1. Discussion
We start with a friendly, informal
discussion to understand your
requirements.

STEP 2. Valuation
Following an appointment at the
property, we take into account a
number of relevant factors and
present a valuation report with a
suggested price.

STEP 3. Marketing
Upon receiving your instruction we prepare
the property particulars including detailed
floor plans, high quality photographs and
comprehensive descriptions. Once you have
approved these, we start marketing your
property.
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The Process At A Glance...

STEP 4. Negotiation & Feedback
We screen and qualify all prospective
purchasers, organise accompanied
viewings and provide a comprehensive
weekly feedback report. You will be
immediately informed of any offers
received and we will negotiate on your
behalf as instructed.

STEP 5. Chasing
Once an offer has been accepted
and solicitors have been instructed,
we will liaise with all relevant parties
to move things forward, making
sure the sale stays on track.

STEP 6. Sold!
We guide you all the way to
exchange and congratulate you
upon completion and thank you for
your business.
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Step 1. Discussion
We value the first discussion with you, as this allows us to ensure that we fully understand
your position and what your requirements may be.
It is likely that you may have several questions about the process of selling, you may still
be thinking if selling your property may be the right option for you, or not. Our dedicated
Sales Team will give you expert advice, answering your questions and give you an honest and
realistic picture of your property’s position in the current market and the small steps we take
to help you there.
It’s not just the first discussion that is important to us, we will always make time to answer
your questions or queries.
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Step 2. Valuation
You can count on us when we talk about ‘accurate price range’ and ‘expert advice’ as we will
take into account a number of factors to identify the correct price range. The key factors we
consider are as follows:
• Comparables: prices of similar properties in the area, currently on the market and
recently sold.
• Historic price data: the regional and national trends in house prices over the years.
• Market forecasts and wider economic factors: general predictions for the housing market,
supply and demand, house prices, mortgage rates and availability, recent legislation and
any other factor that may somehow impact the value of your property.
• Local knowledge: location, neighbourhood, regional demand and any events or
developments that may impact the value of your property.
• The property: age, condition, improvements, extensions and any special features that
influence the property’s value.
Our ultimate objective is to achieve the best price possible for your property from a willing
and able purchaser within your preferred timescale. The final decision regarding price is
yours, our valuation and advice is only to guide and help you make the right decision.
We will confirm our valuation in writing free of charge and look forward to receiving your
instructions to proceed, when the time is right for you.
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Step 3. Marketing
Once you have made the decision to put your property on the market, we will review notes
from our initial discussion, the valuation report and any other specific instructions that you
may have and in accordance with these, we will prepare property particulars which include:
high quality photographs, comprehensive descriptions, detailed floor plans, an EPC (Energy
Performance Certificate, locating it on the register, or organising it if required).
As soon as you have approved the particulars we will start marketing your property.
This includes:
• Advertising on leading property web portals (Rightmove, Zoopla, Primelocation)
• Advertising in local newspapers
• Advertising on the Chelton Brown website and in the branch windows
• An eye catching For Sale board at your property
• Email alerts to our existing database of pre-registered purchasers and investors
• Electronic and printed brochures
• Social media
Our comprehensive marketing approach is tailored to encourage maximum interest from
prospective purchasers, for your property.
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Step 4. Negotiations & Feedback
Different properties generate different levels of interest and therefore the volume and
frequency of enquiries will mainly depend on the type, location and condition of the
property. With our extensive marketing you can be confident that any prospective purchaser
who may be interested in your property will certainly get to know about it!
As prospective purchasers begin to enquire about your property, we have a preliminary
discussion regarding their requirements, current status and financial validity. This is to
ensure applicants would qualify to actively purchase your property. After which, a viewing is
scheduled.
All viewings are accompanied by one of our representatives, who familiarise themselves
with the property before the first viewing in order to confidently and accurately answer any
queries that the viewers may have.
Comprehensive feedback is a fundamental part of the service we provide. We feel it is vital
that you understand how the viewings have been undertaken and advise you of any direct
feedback from the viewers themselves. We also provide a weekly feedback summary, detailing
the online activity from Rightmove and Zoopla as well as summarising the general level of
interest via calls in the office and any viewings booked for the forthcoming week.
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Step 5. Chasing
When you have accepted a suitable offer from a prospective purchaser, your property can be
considered ‘sold subject to contract’.
At this point, there are at least four parties involved in the sale to include yourself, your
solicitors, the purchaser and their solicitors. If the sale is part of a chain there will be more
purchasers, sellers and solicitors involved and could also include mortgage advisors and other
agents. Therefore a lot of co-ordination and communication is required to keep things on
track, and the process can take anywhere from a few weeks to a few months.
At this stage our experienced sales administrators will do the chasing for you; we will liaise
with all the parties on a regular basis and keep you updated to make sure the sale stays on
track until exchange and completion. At Chelton Brown we are extremely proud of our
completion target dates being reached.
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Step 6. Sold!
When the contracts have been formally exchanged, there is a legally binding contract
between you and buyer for the sale and purchase of the property. One of the terms of the
contract will be the completion date. This is the agreed date on which title to the property is
transferred by the seller to the buyer and the buyer takes possession of the property and all
legalities have been fulfilled.
We understand that in order to reach this goal, constant guidance and feedback is required
between all parties during the sale. At Chelton Brown, we are extremely proud of our
perseverance and attention to detail which is crucial at this stage.
Whether you are selling an investment or your family home, we will ensure that you reach
completion as quickly and efficiently as possible.
I hope you have been happy with our service and feel able to recommend Chelton Brown in
the future to your family and friends.
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Contact Us

NORTHAMPTON
4-5 George Row, Northampton, NN1 1DF
01604 603433
sales@cheltonbrown.co.uk

DAVENTRY
15 Market Square, Daventry NN11 4BH
01327 879431
sales@cheltonbrown.co.uk

www.cheltonbrown.co.uk

