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HOW MUCH DO YOU VALUE YOUR HOME?

These days, it's not all that difficult to get a 
rough valuation for on your property. Gone are 
the days when you had to rely on your estate 
agent who would perform some sort of mystic 
ritual, pulling a figure out of the air based on 
“deep industry knowledge” which you couldn’t 
possibly understand. 

Now, a click of a mouse or a visit to one of the 
online property portals can achieve much the 
same thing – or at least it will give you a rough 
estimate or what your home might fetch on 
the open market. 

But still there are homes being offered at 
vastly inflated prices; homes which therefore 
stand little chance of actually selling; homes 
which, almost inevitably, will have to come 
down in price before they change hands. 
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Why? 

Well, first of all – even though they may have done their research in advance – sellers can be 
easily convinced their home is worth more. After all, if you have a figure in your head and 
someone who is supposed to know the market better than you tells you that you're £10,000 
under, it’s not hard to understand why you'd be tempted to go with that. 

But don't forget estate agency is an increasingly competitive game. Some firms will therefore 
impress you with that high valuation, tie you to a long-term sole selling rights agreement and, 
when the home fails to sell, persuade you that you need to drop the asking price. You do 
not get your quick sale, you don't get the price you were led to believe was possible – but they 
still win your business by blinding you with figures they never really expected to achieve. 

Secondly, there are sellers out there who want to chance their arm. They know what the 
asking price on a property ought to be but they've seen prices rising and want to gamble on 
something higher, regardless of advice from the estate agent. 

Both are self-serving; both are strategies which involve considerable risk and both are 
situations we would advise our clients to avoid.
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How? 

Firstly, you could try the tools on Rightmove or Zoopla to get a rough idea of what asking 
prices in your area are and then tap into the Land Registry’'s website to compare them with 
what properties actually sold for. Once you've done that, approach several estate agents for a 
valuation and see what they suggest. If one's way above the mark, beware – but don't go too 
low either. Alternatively you may want to use one of the instant "valuation" tools available on 
the internet. Finally. if you haven't done so already, ask esale for a valuation.  We will compare 
your property to similar, recently marketed properties in your area using various online 
resources, then email you a report with our recommended marketing price. 

Equally, we see it as our job to dissuade sellers from inflated asking prices. Of course a seller
wants the best price and recent figures suggest we achieve above the average for properties 
we are marketing – but there’ s a dividing line between something realistic and something 
preposterous. There have been lots of cases where overpriced property has ended up on the 
market for ages, been reduced several times and eventually sold for below the accepted 
asking price for the area. 

So, in short, if you're selling property, our advice is keep it real. Naturally, you don’t want to 
part with your home for too little – but ask too much and it might be you who ends up paying 
the price. 



WELCOME TO THE OPEN HOUSE - OR NOT

If you're thinking of selling property in the UK, 
then you probably know how it's normally 
done. You find an agent, they help you with 
the marketing and then you wait a little while 
for buyers to show an interest. 

It can take a while; it may be a week or even 
more before anyone bites and you can feel a 
bit like the person who arranged the party, 
sitting nervously worried that no one is going 
to turn up. 

Invariably, though, they do bite and it always 
seems, once you've had one viewing, others 
follow. If you're lucky, your life can seem to 
revolve around them until, at last, the offer 
you wanted – or at least something close to it 
– comes in and you can move onto the next 
step and perhaps even begin to look forward 
to completion. 
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But, while that might be the traditional method for selling homes in the UK, did you know it’'s 
not necessarily how the rest of the world does it and, as estate agency becomes more global 
and buyers from overseas become more common, the “open house” method is becoming more 
prevalent. 

The argument is, if you engineer things so you have a lot of possible buyers in the same place 
at the same time, the chances are that they will begin to compete. If they're competing, then
you have a much better chance of getting an offer closer to the asking price. Even better, 
they may even exceed it if the house is close to their “dream home”. 

However, there are drawbacks too. If your agent underperforms, for example, or if you opt to 
conduct viewings yourself and sales isn’t your forte, you could find a whole bunch of 
disillusioned buyers walk out the door in one go. 

As in many other walks of life, it's horses for courses and, to be honest, if you've read this far, 
you'll probably already know what would work best for you. 

If you're not a gregarious animal, if the thought of public speaking terrifies you or if your 
agent isn't inspiring you with a great deal of confidence, the better tactic might be to stick to 
the one-on-one approach. That way, if one viewing goes badly, you have time to regroup and 
learn lessons before the next one. On the other hand, if you can inspire a room and sell snow 
to Eskimos, then the open house tactic could be your thing. 



7

It may seem a little dramatic but, nevertheless, as a responsible estate agent, we feel we need to 
remind you that you're about to let a total stranger into your home. Most of the time, they'll be 
completely genuine and only interested in having a look around a property which could become 
their own. 

However, there are also less-than-honest folk out there who may pose as potential buyers merely 
to con their way into your house to steal property there and then or perhaps to establish what you 
have that might interest them later. So what can you do to stop them…? 

Don't be alone - First of all, try to ensure you are accompanied at all times. An estate agent 
offering accompanied viewings could help here. But, if you prefer to present your own home and 
you usually live alone, why not ask a friend or a family member to come round? 

Failing that, why not let your neighbours know when you have a viewing planned? That way, they’'ll 
be aware there are strangers in your home and, should events take a turn for the worse, at least 
they'll be primed should you need to call for help. 

BETTER  SAFE  THAN  SORRY    
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Beware The Wanderers - Also, try to ensure that you can see anyone who comes round for a 
viewing at all times. It may be completely harmless but, if you notice one or other of your viewing 
party detaching themselves from the tour, simply pause politely until they’'re aware that you’re 
awaiting their attention. Although it may be entirely innocent and born out of nothing more than
curiosity, you don’t want anyone wandering off on their own. 

No Security Demonstrations - If your home is fitted with security equipment, it may well be a 
selling point but, it's probably best not to go into details of how it works. You certainly don't want 
to be pressing the keys to demonstrate how the burglar alarm is deactivated in front of witnesses. 
It's the same with potential access points to your home. 

A Key Point - If you have window locks, by all means point them out – but don’t leave a key in or, 
even worse, lying around on the window sill where it could be quite easily pocketed without you 
knowing. Also, don't make it obvious where you keep all your house or car keys either. You're just 
making it easier for a thief to get access to parts of the house or your car which would otherwise 
be locked. 

Finally, it's always a boost when a viewer suggests they'd like to come back for a second time with 
their mum or dad or someone who’s an expert on this or that; it's sometimes a sign they could be 
back with an offer. But don't let that excitement lead you to become embroiled in a detailed 
discussion about when you’ll be in our out. The best bet would be to say you'd be more than happy 
to welcome them back – but you'll get the estate agent to notify them of when it’'s convenient. 
Providing a stranger with a list of times and days when you're not going to be in is a massive risk. 



WHAT DID AN EPC EVER DO FOR US …?

Start a conversation among a bunch of estate agents about EPCs and you’ll probably get as 
many opinions as there are people. Some will tell you they mean little or nothing, others that 
they can add value to your home and others that, no matter which way you look at them, 
they're a legal requirement so debate is largely pointless. 

So what do we think? Well, we tend to steer a middle course… 

Does It Pay To Be An A? 

If you're fortunate to live in a property which rates an A or a B, then you could argue it's a 
selling point. The house is going to have that little bit more insulation in the loft or even a 
few hi-tec, energy-saving gadgets such as auto-dimming lights, water-saving devices, high- 
performance glazing and the like. But, if you don't, are you at a huge disadvantage as a 
seller? The answer is probably no…
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Why? 

The thing is, even though we are often encouraged to be more eco-conscious these days and we may even 
start out on the buying process with all the best intentions, choosing a new home is often an emotional 
thing. We walk into a house and, for one reason or another, just fall in love with it – and, sometimes, it 
takes a lot to turn our heads. 

How Low Should You Go? 

Okay, so the EPC on the “dream home” you've found rates it low. You might persuade yourself you could 
soon change that with some cavity wall insulation and some low-energy lighting – and you might well be 
right. 

But, when it comes to a low score on the EPC, it's not necessarily the features on the checklist that a 
buyer needs to be cautious about; it’ s more what their absence may imply. A house with no double glazing 
could be damp or hard to heat, for example. Another with no loft insulation could have other issues in the 
roof. 

We're not saying a poor EPC rating automatically means the property hasn't been well-maintained.
Sometimes, for example, the fact it has an oil-fired central heating system can make a difference. It 
works fine, provides plenty of heat and hot water but, because the eco-trend is towards gas, the EPC 
score won’t be as high. 
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But what we would say is, if the EPC is particularly low make sure your survey is thorough and 
reliable. Better to pay a bit more for a detailed examination of the property you're  planning 
to spend thousands on than have to spend thousands more rectifying problems. 

Is It Best To Invest? 

And, if you're selling your home, remember you can boost your EPC score without necessarily 
investing a small fortune. Government grants are available to some considering additional 
insulation for example while installing low-energy lighting can enhance your property’s score – 
and save you a little more on bills in the meantime. 

So, in answer to the question: “What good is an EPC?” we’d say it’s not a definitive but an 
indicative. A house with a high score might be modern and eco-friendly – but it might not be 
“you”. Equally, be careful about a house with a low score – but don’t dismiss it out of hand. It 
might need a little TLC but it might not need all that much work to enhance its score. 

As ever, if you'd like a little more advice, just drop us a line or give us a call. We’d be happy to 
help if we can.
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Every profession has its crosses to bear and estate agents are no different. Like cab drivers and 
their patter, we're often seen as Flash Harrys; someone with a slick sales pitch but not a great deal 
of substance. 
We often hear the line that selling property must surely be a bit of a doddle; the sort of thing 
anyone can do if they had time. So why don’t more people just do it themselves? 

Why It Ain't That Simple 

The thing is, it isn't actually all that simple. For a start, you can't just take a few pictures of your 
house and pay Rightmove for a slot for your home. Indeed, unless you're selling through an estate 
agent, the major online portals will not advertise your property? 

Why? Well, if they did and it caught on, estate agents would quickly become largely irrelevant. 
Instead, Rightmove would be dealing direct with the selling public. That would mean a huge surge in 
administration and a huge recruitment drive, pushing the cost of Rightmove selling fees through 
the roof. The risk then would be that fewer folk would want to pay and Rightmove's own existence 
could become an issue. 

So you see, although it might look like a cosy club, the relationship between the portals and the 
agents is about mutual survival. 

GOING  IT  ALONE  -  DO  I  NEED  AN  

ESTATE  AGENT?
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Mission Impossible? 

Selling your own home without an estate agent isn't impossible. Some have tried creative methods 
such as raffles, Facebook posts, their own advertisements in the press and even posters in the 
local shop. 

But, at the end of the day, if you can't be doing with all the stress, the simplest method is to pick 
an estate agent – either online or on the high street, depending on how much you want to pay. 

But What Am I Paying For? 

Selling a home isn't as simple as just advertising on Rightmove and Zoopla. It's about identifying 
your audience and then working out how you’'re going to reach them – but that's not all your 
estate agents’  fees cover. 

Sell your property with a good estate agent and they'll work with you from valuation to completion.
They  negotiate with possible buyers, arrange viewings and be there if you need them, they chase 
up your solicitor – as well as your buyer's – and can even help with things like removals. 

So, although we wouldn't say it's impossible to sell property without an estate agent, we tend to 
find it takes a certain sort of person to do so successfully.  



HOW TO CHOOSE AN ESTATE AGENT

Well, naturally, seeing as you're already reading
this, we'd love to think that you are going to 
instruct us. But, as selling your home is 
perhaps one of the most significant life events 
we all go through – and many of us more than 
once – we know you probably want to 
compare us against some of our rivals, both 
online and on the high street first. But what 
should you be looking for? 

A good place to start is to have a look to see if 
you can find any reviews on some of the 
independent sites which list or evaluate estate 
agents . Lots of firms will have nice comments 
on their own websites, but the more cynical 
may ask just how genuine they are. We ask our 
customers to evaluate us on TrustPilot. Take a 
look at 
https://uk.trustpilot.com/categories/real- 
estate-agent
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1/ If you're considering using a high street agent, visit a few, pick up some brochures or look 
up the details for houses they're selling. What are the pictures like? Are the floor plans clear? 
Does the advert really sell the house or does it all sound a bit samey and cliched? 

2/ If you're visiting high street agents, make a mental note of how you were treated as a 
potential buyer. If you went in, did anyone ask if they could help or what sort of property you 
would like to buy? Remember, they could be selling your house. 

3/ If you're thinking of selling online, why not call a few agents to assess how your call is 
handled? Did you speak to a real person? How many button options were there before you got 
to talk to them? Did they ask what sort of home you were looking for or just help you find a 
specific property? 

4/ You might have a shortlist by now so why not have a look at each agent’s performance 
online to establish how they perform in that specific area. We would always recommend you 
compare online estate agents which advertise on Rightmove, Zoopla and Primlocation as 94% 
of properties which sold last year were found online. 
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5/ By now, you probably have a pretty good idea of your top three so it might be time to ask 
each one what they can do to sell your home? Remember your comparison lists though. The 
one you choose ought to be the agent who ticks the most boxes. If none of them tick enough, 
remember you have every right to ask an agent if they can enhance their service to better 
match your expectations. If they're not prepared to shift on a reasonable request, are they 
right for you..? 

6/ Finally, when you choose an agent – even if it's us, which we hope it is – ask for written 
confirmation of what the service is to include, even if it’s you who writes it down and asks 
them to acknowledge it. It could save a bit of time later, particularly if the house remains on 
the market for a while. 

Good luck – and we hope we’ll be talking to you soon. 
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IIf you're selling your home, these days, you have a little more choice than you did in the 1980s. 

Back then, you really only had the option of making a trip down to the high street estate agents, 
who would come round to put a board up outside your property and advertise your home in a 
brochure, in their office window and in the local and regional media. 

The online estate agent 

These days, of course, it's a little different. There's a new breed of online only estate agents out 
there on the internet and you can almost do the whole thing from your armchair at home. 

For some, of course, that's a terrifying prospect. Such a huge and significant transaction being 
completed entirely by internet estate agents simply doesn’t compute. Some facetime feels 
essential to many struggling with the impersonal or remote digital age and there will still be plenty 
of folk who are happier paying a more to avoid it. 

ESTATE  AGENCY  IN  THE  

ONLINE  AGE



09

They may not have a high street office or a fleet of branded cars but online agents are real 
people too, there are still no robots capable of managing the sale of a property or an 
automatic pilot. 

Selling your home online 

Managing a house sale is still very much a human process – right down to dealing with 
solicitors, conveyancers, viewings and potential buyers. The only real difference between 
the old-style high street firms and the new internet only estate agents is the use of new 
technology for communication. 

There are plenty of online estate agents about offering different packages. If you do a 
search on the internet you'll probably find yourself with a choice of at least a dozen. Some 
you will no doubt have heard of and some you probably haven't. Some will offer a service 
for an up-front fee, some for fees on completion – some will offer both. 
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Have you ever looked at pictures of a 
house for sale and thought: “What were 
they thinking?” There are some classic 
montages of “fails” online if you care to 
take a look but, believe it or not, in the 
frenzy of activity which often surrounds 
moving house, it's actually quite easy to 
fall foul of the pitfalls and find you're 
actually at risk of being on the list too. 

Of course, we’'re here to help and we’ll 
always do our best to make sure your 
home is seen at its best but, there’'s no 
harm in being prepared either so we 
thought we'd share a list of do's & don'ts 
to consider ahead of a visit by the 
property photographer.

PICTURE  

PERFECT
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Pick the time of day 

If there is a time of day when your home is presented well in natural light, try to persuade your 
chosen estate agent to get the photographer's visit to coincide. It's not much good asking them to 
come if half the house is in shade cast by trees or other buildings. Believe it or not, your house has 
a right time for its close-up so try to work out when that might be and have the images taken 
then. 

Open doors & curtains 

Equally, inside, your home can look a little dark if the photographer arrives when the natural light is 
fading. Try to get the images taken when the house is bright. Opening internal doors and curtains 
to their full extent can let in that little extra brightness and make a bit of difference too. 

Declutter & remove stuff from tables, worktops 

Before the photographer starts, just have a look around the house to make sure you've removed 
odds and ends which may detract the eye. You want a potential buyer to look at an image and be 
able to imagine themselves in it and not find themselves distracted by looking at coats slung over 
chairs or bits and pieces spread over kitchen worktops. Obviously, it’s not always going to be 
possible to present a blank canvas but ask yourself, does everything in the picture help to give an 
impression of size and space? If it doesn’t, move it until the picture has been taken.
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If you're honest with yourself, would any of the rooms in your home look a bit more spacious if you 
took out one or two bits of furniture? Is there a coffee table, an armchair which doesn't quite match or 
a footstool in the living room you could remove until the photographer's  work is done? You don't need 
to remove it from the house; just shift it so it's not in shot. 

Cover up marks and stains 

You've  been meaning to do something about it for ages but you've  just realised the stain from the 
glass of red wine you spilled a couple of weeks ago is still there. If it won't come out after 20 minutes 
scrubbing before the photographer arrives make sure they knows it's there and ask if they can work 
round it. 

Tidy up outside 

The outside of the house is just as important when it comes to images so, if you can, try to make sure 
the house is looking as presentable as possible. Move the wheelie bins out of shot, cut the grass and 
weed the flower beds, sweep up leaves and remove the car from the drive. Cleaning the windows and 
the front door can help too, particularly if your home fronts onto a busy road. 

21



22

One of the mistakes a lot of sellers make is, from the moment the doorbell rings, they take charge. 
They dictate what the viewer sees and when and, once they've done the tour, even look hopefully 
for some clues as to whether they've made a sale.  If you can persuade yourself to relax enough to 
listen rather than just gabble what you see as your home's selling points, you might get a sense of 
what your viewers see as important – and each one will probably be different. 

Of course there's a bit more to it than that. We'd also suggest the following: 

1/ If you’'re intending to share a viewing with a partner, try not to talk over each other or, worse, 
disagree. Remember, practice makes perfect so it’s always a good idea to do a dry run – or even 
test your selling skills with friends. 

2/ As we've said before, we'd  advise against the smell of baking bread or fresh coffee. Most of us 
are wise to that now and it’s a bit corny! 

3/ If a buyer wants to look in a cupboard, behind the sofa where you've hidden all the kids’  toys or 
in the loft, don’t panic or refuse. As long as they don't find a serious fault, they're probably not 
going to mind discovering a hidden pile of washing. As long as your home is generally tidy, 
uncluttered and your personal effects have been put away, they'’ll probably forgive you being 
human. 

CONDUCTING  VIEWINGS . . .  

A  FEW  TIPS



4/ If you live alone, it might be an idea to have 
a friend or relative with you while you conduct
a viewing. Not only is it a good idea from a 
security point of view, you’ll have someone to 
give you feedback on how it went over a 
coffee afterwards! 

5/ Don't forget to smile! Remember, one of 
the first rules of business is that we tend to 
buy from people that we know, like and trust. 
You have about 15 minutes to come across as 
that sort of person – and the impact we make 
with our personality can make a big difference, 
particularly if a buyer has more than one 
property in mind. We're not advocating a 
comedy routine but it’s a good idea to find out 
what you can about a possible buyer during 
the viewing. After all, most of us like talking 
about ourselves. 

Good luck – and, as ever, if you think we can 
help, just give us a call. 
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SELLING  POINTS

YOU  CAN 'T  SEE

When it comes to selling your home, one of the 
first things most people focus on is getting 
property ready for potential buyers. 

A lick of paint here, a few swift and easy repairs 
there, a whizz round with the vacuum cleaner and 
air freshener before a viewing and Bob’'s your 
uncle. 

But what about the things potential buyers won’'t 
see? There are quite a few features your home 
may have which can be great selling point – but 
they'll remain invisible if you don't draw attention 
to them. 

Here's a few to get you started 
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1/ Internet speed, phone signal and Ethernet cable sockets 

Do you know what internet speed you can achieve from your home? It's  certainly to your 
advantage if you can rattle it out as soon as you're asked. Hesitation or not knowing may be 
taken as an implication that it's not great. What about the mobile phone signal? Do you 
know if Vodafone, O2 or EE is best? And where are your Ethernet cable sockets? Is there 
just one or do you have a few dotted around the house, allowing you to have more than one 
wifi router or cable connection to the internet? If you can check in advance and point them 
out as you tour your home, it might help to impress a tech-savvy buyer. 

2/ Schools 

Rightmove is already on to this and buyers can now check Ofsted rankings for local schools 
at the click of a mouse when they visit the property portal online. But, if schools nearest 
you are rated “good” or “outstanding” have you thought about having website addresses 
ready to give to potential buyers? It's  a thoughtful touch which might prove to be another 
tick in a box. 
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3/ Neighbours 

We all know the words from the soap song but one of the biggest reservations buyers often 
have is about who they're going to have living next door. If you get on with your neighbours, 
why not let them know that you have a viewing lined up? If you can persuade them to say a 
cheery hello it might help to slay that particular demon early on, and may well ease the path 
to an offer. 

4/ Amenities 

They're often shoved through your letterbox anyway but, if you’re thinking of selling your 
home, why not collect a few leaflets and menus from takeaways, hairdressers, nurseries or 
shops in the area? It's also useful if you can add a few business cards for trusted 
tradesmen you may have had to call on such as a plumber, electrician or window cleaner and 
have them ready to hand to a potential buyer. 
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5/ Plants and shrubs 

A potential buyer is only going to see your garden at the time of year when you’re selling so, 
if you have flowering plants and shrubs, why not do a rough sketch of where they are, what 
they are and what needs to be done to stop them dying off? For example, if the viewing is 
in October, buyers are not going to know about a bed full of daffodil and crocus bulbs so a 
photocopy of a garden plan and some basic instructions may help. 

6/ Water and sewerage 

Did you know, if rainwater from your gutters and drainpipes doesn't flow into a public 
sewer, you can apply for a discount from your water and sewerage bill? If you didn’t, it could 
be worth checking. Also, do you have a water meter? Generally, water bills for those who do 
are considerably lower than those who pay a monthly flat fee so it could be worth 
mentioning during a viewing. 
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MOVING HOME AND PETS 

A FEW THINGS WE'VE LEARNT 

So let's say you’ re second-steppers; you were 
lucky to get on the property ladder before 
prices started to spiral but now it's time to 
move on. Your first home was ideal 15 years 
ago and has some happy memories of life BC 
(before children) but it's now too small for 
your growing family. 

You've found the ideal property which ticks all 
your boxes, you have a buyer for your old 
house, your exchange date is set, the removal 
firm is booked and it’s all you can do to stop 
yourself packing things in boxes.

28
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It’s often at this stage someone says: “The dog's  going to find everything a bit different in the new 
place.” And suddenly, you realise you’ve been so busy you haven't really given a great deal of 
thought to how the family pets are going to adjust to life away from everything familiar – in fact 
away from everything they've probably ever known. 

It's easy to shrug, park the problem and persuade yourself the animals will be fine given time and 
lots of reassurance – but there is actually more you can do in advance of The Big Day to make 
moving home less stressful for your pet too. 

First of all, try not to disrupt their routine too much. If you can walk them or feed them at the same
time as you usually would despite everything going on around you, it helps to reassure them that 
things are pretty normal after all. There's nothing more likely to unsettle your pet than to make 
sudden and dramatic changes to their routine. 

Closer to moving time, have you thought of trying out dog walks around your new home? Of course, 
it might not be practical if the property is a distance away but, if it's in the same town or even a 
reasonable drive, why not visit the area and do a bit of exploring? If the house you're moving to is 
empty, even better. You could always visit at let the pets explore the inside of the new property 
first. While you’re there, you can also check the security of the garden. Can dogs escape easily or, 
from a feline perspective, is it easy for unwelcome doggie guests to get in? Knowing the answers to
questions like these – and having a plan – is reassuring and actually makes the move that bit more 
exciting.
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We hope you have found this guide useful.  
If you would like any more advice on selling 
your home or would like to learn more about 
our services please feel free to give one of the 
team a call


