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Selling a property for a Premium Price isn’t easy.
It requires much effort from YOU and YOUR Estate Agent.
If you just want to sell your home quickly to any buyer at any price, then this book won’t
interest you.
However, if you want the best buyer to offer a PREMIUM PRICE so you get the MOST
money in your pocket at the end of the sale, read on because I am going to tell you how
to do this.
Achieving a premium price takes a great strategy and an even greater plan. At
Helmores we have a proven 11 step plan that we created using our many years of
estate agency experience. It’s a clear, concise, strategic approach to marketing,
tailored to your target buyer that results in us achieving some 3% more for your
property than the average UK estate agent (figures from Jan 2019 - Oct 2019).
If there is anything that I’ve not covered please feel free to get in touch – nothing is too
much trouble, honestly! And, I’d love to hear from you.
So, whether it’s your first home move, you are upsizing, downsizing, or relocating, I
would LOVE to play a part in your great adventure and help you move into the home of
your dreams.

Rob Stoyle PARTNER
01363 777 999
rob@helmores.com
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Preparing to sell your home to achieve a PREMIUM PRICE
Families: Family buyers tend to buy at three distinct
times of year: autumn, spring and early summer. Do
you recognise the significance of these times? They are
school term times. Buyers with children don’t usually
like to house hunt during the holidays. First, they have
better things to do, perhaps going on holiday, and
second, it’s a whole lot more stressful viewing a home
when you have a bored child to contend with. Mums and
Dads tend to wait until the children are in school, so they
can view the house in peace.

When is the best time of year to sell?
Often, when we decide to sell our property, we simply
engage an estate agent and then ask them to market it
immediately. However, putting your house on the market
at the wrong time of year for your particular buyers may
mean that your property launch is more of a dribble. You
need early and strong interest from buyers who want to
move, and that takes a little planning.
The key is to know your buyer and plan according to
their timescale, not yours. Different types of buyers
like to move at different times of the year, according to
their own needs. It’s not healthy for your eventual sale
price, or for your emotional wellbeing, to have a property
languishing on the market for months, so the better you
can plan your launch, the more likelihood there is that
your property will sell quickly.

Downsizers: Older couples and singles usually prefer to
look at homes during the warmer months, so bungalows
and retirement homes will often languish on the market
over the winter time. The elderly don’t want to venture
out to look at homes in the rain and snow, and nor do
they want to move house in the winter time. For them,
summer is the ideal time to sell, and to buy, and this type
of buyer tends to look at fewer properties, and make
their minds up more quickly.

Who buys when?

If you know who is most likely to buy your home, you can
plan your launch to market more effectively. Remember
that the less time your home is on the market, the closer
to your asking price you are statistically likely to get, so
plan for a quick sale!

Young couples and singles: First time buyers often begin
their first home search very early in the year. Perhaps
they have spent one Christmas too many at home with
their relatives, and realised it’s time to move out. Their
search often starts in earnest in January and February,
and their purchases at the lower end of the market –
apartments and terraced homes – then supports the
second and third time buyer market – semi-detached
and detached homes. This, in turn, supports the larger
properties, and so the cycle goes on. One thing to
remember about young couples and singles, is that they
tend to look at lots of different properties, and as they
are not in a hurry, their search can go on for months, and
even years. So be patient with them, and let them take
their time to make up their minds.

Newsflash!

Certain times of the year are better for
selling particular properties than others!
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Confused about what an estate agent actually does?
Check out the role of the estate agent in this useful timeline:

How to sell your Devon home for a Premium Price
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Choosing an agent to sell for a
Premium Price
Successfully selling a property for a
premium price requires much more
than just a listing on Rightmove.
Take a look at the diagram on the previous page to see
our simplified process. A great estate agent is worth
his or her absolute weight in GOLD, as they will get
you through the entire process with the best financial
outcome, your new dream home, and your sanity still
intact!
Fees and service levels do vary massively. You might be
unsure what your house is worth, whether you’ll find the
right home for your next move, and what it’s all going to
cost.

Here are my tips for finding the
perfect agent for YOU:
Use an Estate Agent Comparison Site Getagent.co.uk
is a fantastic website which gives free performance
statistics of every single estate agent in the UK who have
listed properties in the past 6 months. At the time of
writing our average asking price/sale price ratio is 98.8%
some 2% higher than our nearest competitor.
Reviews & Social Media Allagents.co.uk is a great place
to start – it’s an independent review website (similar to
Trip Advisor but for estate agents) and most UK firms
are listed so you’ll find some REAL life genuine feedback
- often very interesting and sometimes hilarious! Next
stop is to check out the agents’ Social Media to see what
they’re all about. Facebook can tell you an awful lot about
the character of an estate agent.
Marketing and Photography The right marketing is
massively important, so choose an agent who’s marketing
is absolutely AMAZING! You and your home truly deserve
it. Remember that you don’t get a second chance to
make a first impression so quality is crucial, especially
when you consider that virtually ALL buyers now search
online for properties in the initial stages. It’s my view that
it’s the property owner’s responsibility to ensure that the
shots are taken by a professional photographer.
Are they ACTUALLY Selling Properties? How many
properties do they have sold or under offer? It’s all very
well having properties for sale, but are they actually
selling them?

The right agent will be someone who you click with,
someone who is on your side fighting your corner hard,
someone who advises and holds your hand through the
entire process and can negotiate a darn good price on
your home!
Online only agents have their place and can work for
some people, but expect to do most of the work yourself,
and you’ll be stuck with the dreaded “call centre” when
it comes to sales progression. They are known in the
industry as “passive intermediaries” which means usually
you get little more than a listing on the property portals.
Most on-line only agents don’t work on a no-sale/no-fee
basis so you WILL have to pay them to list your property
whether they sell your home or not.
For a full-service agent such as ourselves offering a far
more comprehensive service, expect to pay more – but
also expect to achieve a better price meaning you could
end up with more in your pocket after the move. Like
most things in life you get what you pay for.

Recommendation Ask family and friends which agent
they’ve used before. Social proofing is a great way to find
out what your chosen agents won’t tell you. Most people
will have either high praise or a horror story (or both!). If
you have new neighbours consider asking them too.
Mystery Shop You might consider phoning them
or calling into their offices. If they’re unhelpful,
disinterested or abrupt, chances are this will be your
buyer’s experience too. When selling your property you
need to have complete trust in your agent’s ability to look
after you. Tip Why not send a Rightmove lead request at
10pm and see how long they take to respond?
Opening Hours Weekends are the busiest times for
viewings. Check out their opening hours. You may be
surprised how many agents close at noon on a Saturday
and don’t return until Monday morning. Ouch!
Accompanied Viewings It’s crucial that viewings are
carried out correctly - make sure your agent can show
buyers around. Buyers feel more comfortable and will
be more honest. MISCONCEPTION: Some people (and
online agents) think it’s best that the property owner
shows buyers around because no-one knows the property
like them. It isn’t! Here’s the thing..
‘IT ISN’T ABOUT THE PROPERTY, IT’S ABOUT THE
BUYER’
There are many other considerations too of course when
choosing an agent to sell your most valuable asset and
these are just a few.
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The Valuation of YOUR home and how to achieve a PREMIUM PRICE
One of the most common and easiest mistakes to make
is pricing too high. Naturally everyone wants the highest
price for their property - and rightly so, but get this…the
lowest priced properties sell for the highest price and the
highest price properties sell for the lowest price. Yes, do
read that again, it’s not a typo!

Remember, you can’t under-price a property (as long as
you don’t sell it to the only buyer who views it) but you can
very easily over-price a property and kill the crucial early
interest.
So with this in mind, our ‘marketing price’ (is not asking
price or valuation figure) will be based on factual market
evidence and not simply be the price you’d prefer.

If a property appears really good value, everyone is going
to want to view, and likely, offer on it. That competition
will drive the price up to absolute market value.

It’s important to remember that the purpose of a
marketing price is only to attract maximum interest.
The wrong marketing price can seriously affect your
chances of achieving a premium price. Too high and your
house may not attract enough interest and stagnate on
the market, too low and you will attract people who are
unable to pay the premium price even if they wanted to.

In contrast, if all the thorough research suggests that
your property is worth £500,000 and you decide to market
at £525,000, what do you think will happen?
Firstly, you will have limited interest as your property will
appear expensive compared to the competition.
Secondly, you are justifying a buyer buying a competing,
correctly priced property. In other words, you’re helping
your competition sell.
Thirdly, it’s likely after 6 weeks your property will start to
stagnate on the market. No-one wants what no-one else
wants and everyone wants what everyone else wants - it’s
human nature. Unfortunately, there is only 1 solution to
the third and that’s a price reduction.
So, fourthly, you’re going to have to reduce the price,
but here’s the issue…Do you think a price reduction to
£500,000 will do it? Probably not! Your house is now
stagnant on the market and you’ve missed the prime
market launch period to get competing offers and so the
best price. You’re going to need to reduce your £500,000
house to £480,000 in-order to reinvigorate the marketing
and make it appear in searches where people wouldn’t
have previously seen it.
So what started out as ‘let’s just try a bit higher and
see what happens’ has actually cost you £20,000 and 2
months of wasted time!
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Preparing YOUR home for sale to achieve a PREMIUM PRICE

To enable the agent to produce
the BEST marketing material,
there’s some work you’ll need
to do too!

businesses that offer some great rates. With your home
a little clearer, you can organise it more to appeal to your
buyers.
Home damage and DIY: Many homeowners will discover there are a few areas where they can improve their
property. Perhaps there is a small DIY list you have been
putting off for a while? It is time to get to it, and sort those
little jobs now.

They say that a buyer usually decides whether they want
to buy a property within 30 seconds of walking through
the front door. So, here are my supertips to make sure
YOUR property makes a BIG impact:

These could be the smallest of jobs, such as replacing a
light bulb, but can make a big difference. If you have any
large repairs on your home that need fixing - such as broken roof tiles or a leak - it is very advisable to get them
fixed straight away. They could de-value your home, and
will not impress buyers in the slightest as it implies you
did not care for the property.

A Proper clean: Often we don’t notice the mess in our
own homes. But, other people do. By giving your home
a really good clean up can REALLY add to value, as well
as the first impressions. Clean everywhere - from the
carpets, to the places that often go untouched such as
kitchen unit kickboards and inside the oven. If the grout
in your bathroom has started to go moldy, give it a cleanup with bleach or a grout cleaning product from your local
DIY shop.

Paint: A fresh coat of paint can make a room LOOK
and SMELL brand new. Neutral colours like whites and
creams are best in my view – try to stay away from darker
colours such as black - unless you are lucky enough to
have a cinema room!

The end result will be worth it as it gives the impression
of a very well kept home which smells fresh and looks
great. Everyone is busy these days so if you do not have
time to clean from top-to-bottom, local services can be
quite cheap and well worth the cost. We can recommend
house cleaning specialists - you only have to ask!

A statement wall with a contrasting colour can look very
attractive. Pay some attention to detail so that those
chipped and scuffed door frames and skirting boards are
touched up. Pet damage is often a problem, so again a tin
of paint can go a long way to removing the damage.

Clutter removal: Less is definitely more when it comes
to selling your home. Potential buyers want to be able to
see what the home is like without the distraction of a lot
of furniture.

It may be over-doing things but we can recommend
decorators if you would prefer the job to be done professionally, though this is probably an unnecessary expense
in most cases.

This is a great time to get rid of things you do not need.
Contact your local council, which may be able to collect
large items for you. If you just want to hide your furniture
as you want to take it with you, perhaps you could rent
a storage space – there are several local “self storage”

Again we are more than happy to recommend local decorators and help you out with any advice.
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Preparing YOUR home to achieve a PREMIUM PRICE

Seven must-buy home staging accessories
So, your home is now looking wonderful: carpets cleaned and the whole
house spring-cleaned. All that remains are some finishing touches. But what
accessories represent the best investment when you are trying to give your
house that extra presentation polish to wow your buyers?
Of course the advantage of spoiling your soon-to-be old house in this way is
that you get to take all your new purchases with you to make your new home
1. Cushions – A really easy way to instantly update that fading suite and add colour,
texture and interest at the same time.
2. Rugs – A large, deep rug can transform a room, adding warmth and style. You
do not have to spend a fortune on them - you should be able to get a large rug, for
example 8ft by 4ft, for under £150 if you shop around.
3. Fruit and flowers – Try big glass bowls or wide vases in the kitchen to add
colour. Fill them full of just one type of fruit (oranges, green apples or lemons look
wonderful) for instant contemporary style. Make sure flower arrangements are in
keeping with the style of the house and also the room, for example long elegant
calla lilies are great on a large dining table and little hand-tied posies are just right
for a rustic kitchen.
4. Toiletries – Choose the very best you can afford here as it matters - a little
Molton Brown goes a long way. Again, make sure that they are kept for viewings
only.
5. New bedding – Especially important for the master bedroom, where it matters
most to your buyers. Choose a subtle style that is not too garish or flowery and add
some cushions and a good quality throw. For the other bedrooms, adding new plain
bedding with some tasteful cushions and throws can update them inexpensively.
6. Towels – Used towels never quite look the same as brand new ones so treat your
home to some gorgeous new towels and make sure that no one uses them – they
are just for show!
7. Atmosphere – Create atmosphere in the form of soft music and gentle
fragrances. Choose soothing background music to encourage buyers to linger and
scented candles in subtle fragrances to provide the finishing touch.
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Go shopping

Brief the photographer

Any self-respecting property lover adores seeing inside
the homes of the rich and famous, but one of the reasons
these houses look so fabulous is that they are staged for
the shoot. Steal their style - shop for staging accessories
and give your home the star treatment:

The more information you give the photographer the
better the images will be. You know your home better
than we do, so go round the house and advise us on
any particularly attractive angles or features that might
look good. Talk to us about the house, and suggest any
particular features of interest in the house and garden
that best portray the
character and style of the
home. Ask us to ensure
that in addition to our
standard shots, we also
take some ‘lifestyle’
images, eg bowl of fruit,
coffee on an outside table,
roses in the hallway.
Suggest we also try some
‘vignette’ shots - these
are shots framed by a
doorway, or in a mirror.

Kitchen
a. Fruit – Strawberries, limes and green apples look
great.
b. Kitchen or dining table – Place a rustic board of artisan
breads and cheeses on display.
c. Flowers – in keeping with your home style; e.g.
hand-picked posy for a farmhouse, Calla lilies for a
contemporary home.

Living rooms

1. Make sure we know
what time of day the sun
will be on the front of
the house. Think also
about evening shots, and
when the sun will be on the garden. This may mean two
separate visits to your house but we are happy to do this
to get you the very best pictures.

d. Place church candles in fireplaces.
e. Flowering plants look great on window
ledges or mantelpieces.
f. Lifestyle magazines and coffee table books look
good carefully displayed.

2. Follow us round. Plump cushions, move chairs, take
away any distracting objects, remove bins and washing.
Make sure you can see what we are photographing so you
can anticipate any potential for the room not looking its
absolute best. Put lamps on, or turn lights off, to keep the
ambient light at the right level. A good photographer will
really appreciate your help and will guide you throughout.

Bathrooms
g. Put out fluffy towels placed for viewings.
h. Place luxury spa-style toiletries displayed to hint
at pampering.

3. Keep your images seasonal – It is very telling to see
a house advertised in September with daffodils in the
garden, or in January with wisteria in full bloom. Keep
your property photography as close as possible to the
current season. This often means asking us to revisit to
refresh your images with new ‘foliage’ shots. After all,
you may not want your viewer to know how long your
house has been for sale – and why give them an excuse to
make a low offer?

Outside
i. Flowering plants make a pretty patio table centrepiece.
j. Pretty tea light holders or a church candle lantern show
the outside as a valuable room to be enjoyed.

Some improvements to the images can be made in
editing, like putting in a blue sky or taking out a skip.
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The MARKETING of your home and our ADVICE on professional photography!
How YOU can help the
photographers make your home
look AMAZING!

Professional photography is an ABSOLUTE MUST!
I am yet to meet any estate agent who is also a fully
qualified professional photographer, so be ready to do
battle if they arrive at your door armed with a camera!
And, be prepared to send them on their way if they don’t
agree to send out a professional photographer instead!
Most people start their property search on-line, so boring,
lackluster photos will mean that buyers will bypass and
dismiss your property if its poorly photographed (and
believe me, I’ve seen some TERRIBLE photography taken
by agents over the years).
A professional will ensure that the lighting is correct and
the camera is placed in the correct position in the room to
achieve the greatest angle and present your home at its
very best.
If you have a country property, drone photography can
make a property look incredible at any time of the year.
It’s all about the laws of perspective – everything looks
amazing from above. It’s not for every property as there
are strict drone laws and flying over towns and villages is
strictly prohibited.

•

Remove any clutter and store it out of sight

•

Clear all worktops, and floor spaces

•

Tidy away exposed power leads/cables

•

Cut lawns, hedges, clear away all garden
waste, children’s toys etc

•

If possible park your car(s) away from the
house

•

If you have an outside washing line, don’t
hang all your laundry up on the day our
photographer arrives – you’ll have to take it
all down again!

Yes

There are many elements that go into making great
property photography - the weather, the skill and
experience of the photographer, and the features of the
house itself. They all go into making or breaking the
shoot.
There are lots of things you can do to increase the
chances of achieving the best images of your house not
only do it justice, but also as importantly to indicate the
kind of lifestyle to which a buyer can aspire.

No
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Floorplans, 3d Tours and Video – do you REALLY need them?
YES, if you’re serious about achieving a premium price!
Video tours and 3d tours are a relatively new addition to
property marketing and only a few agents are currently
offering this service (including ourselves of course!).
3d tours really ENGAGE buyers, and provide the most
realistic, immersive way to experience a property on-line.
In addition they:
Help a buyer see how the house works and therefore
whether it is worth a viewing. Room flow, relative sizes
and layout are all factors that a buyer will take into
consideration, especially family buyers. They will not
want to waste time by viewing properties which just
are not suitable for their needs – which also saves you
wasted viewings.
Help a buyer to visualise the property after the viewing
This can become useful if they are thinking about making
layout changes, perhaps knocking down a wall or
installing an ensuite, and a floorplan is vital for this kind
of thought processing.
Make a house seem larger It is very easy when someone
has viewed a house to forget rooms they have seen, or
overlook a part of the house altogether. This is especially
true of boxrooms, or areas that are not being fully
utilised, like storage rooms. By showing the house in its
entirety on a floorplan, no area will be omitted and as a
result it can even add perceived value.
In summary, make sure you have either a floorplan on
your brochure, and if your property is suitable a video tour
or 3d tour.
Your buyer will thank you for it!
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Useful documents and information to ensure your sale goes SMOOTHLY
Here is our checklist of documents to help your sale
go smoothly. 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. Documents that are very
helpful include:
 Building regulations/Planning certificates - If
alterations and extensions to buildings have been
carried out to your property, you must provide proof
that these have been added legally and with approval.
 Council tax, utility, buildings and contents insurance
bills - These are really useful for potential buyers to
estimate running costs.
 Service charges and ground rent bills - This is mostly
for people who live in apartment buildings and flats,
so that they can have access to any charges they need
to pay on top of their other bills.
 Proof of identification and residency - These are
now legally required. We will need a copy of your
identification documents (passport, driving licence
etc.) and also proof of your residency.
 EPC Certificates - An Energy Performance Certificate
(EPC) for a property is a legal requirement. This tells
you and the buyers about how energy efficient your
home is and how easily it could be improved, eg by
adding loft insulation. We can arrange to have an EPC
produced for you at a very competitive rate - contact
us for more details.
 Freehold or Leasehold? - If your home is freehold,
then all fine. If it’s leasehold then various factors
have to be considered. This can include the length
remaining on the lease and the benefits or need to
either purchase the freehold or to extend the lease.
We are able to advise on the most appropriate route
for you to take and it would be useful if you can
provide us with a copy of the lease.
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Be clear about what’s included in the sale of YOUR home from the outset!
Fixtures and Fittings
There is no law that specifies what should be left in your
house and what should be removed.
Legally you are not obliged to leave any fixtures or fittings
in the house, but you must clarify what will be taken as it
could relate to the value of the property; fittings can add
up to thousands of pounds in value and could change the
valuation.
Your solicitor will ask you to create an inventory which
is attached to the sales contract stating what is included
with the price of the house and what will be taken with
you when you move.
Generally, a fixture is any item that is bolted to the floor
or walls, and a fitting is any item that is free standing or
hung by a nail or hook.
Below is a list of items that we recommend you consider
for each category:
Fixtures






Light fitments
Boilers and radiators
Built-in and fitted wardrobes
Bathroom suites
Kitchen units and built-in appliances

Fittings







Paintings or mirrors
Carpets, curtains and curtain rails
White goods (eg dishwasher, fridge and freezer etc)
Lamps and shades
Beds/sofas and other free-standing items
Television aerials and satellite dishes

If in any doubt about what to include and what to leave,
just ask us!
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The VIEWING strategy to achieve a PREMIUM PRICE for your home
Things to do before every viewing – remember first
impressions are EVERYTHING!

It’s clearly CRUCIAL that viewings are carried out
correctly otherwise all the hard work so far will be
pointless if you fall at the viewings hurdle!

1. Clean and clear – Buyers judge room sizes by how
much floor space they can see, and in the kitchen how
much work surface is clear. Put away anything that does
not add to the presentation and that could be distracting
to a viewer. If you are short of time, grab a washing basket
and walk around your house, gathering up anything that
should not be there. Put it in your car until after the
viewing when you have time to sort it out.

Here are a few golden rules:
 ALWAYS have your agent show buyers around. Buyers
feel more comfortable and will be more honest. If it’s
not for them you want to know quickly and move on.
Not have them spend 30 minutes of wasted time just
to not upset you.
 The aim of a viewing is to ‘show’ the buyer the house
not ‘sell’ the buyer the house.
 First viewings are emotional, second viewings are
logical.
 It’s good if the owner can be in the property during a
2nd viewing to answer any questions the agent cannot
which will speed up the decision making process.
Owners tend to talk (a lot) about all the things THEY
love about the house and on a first viewing, it’s totally
irrelevant. I’ve witnessed an owner talk about their 5
parking spaces for 10 minutes and the buyer
didn’t even have a car!

2. Consider children and dogs – Your viewer will feel
much more relaxed if they have the house to themselves.
The agent can then focus on what to say about each room,
and the best order to show your home without your dog
sniffing your guest inappropriately! You might love your
pooch but it could be a deal breaker for your potential
buyer.
3. Freshen up – Open windows to let some fresh air in,
especially if you have pets, and definitely if you are partial
to spicy food. Do not make the house cold though, it
should not feel chilly as you walk round.
4. Light lamps – Take a leaf out of developers’ books,
where their showhomes have all the lights on, all the
year round. Usually, table lamps are enough to add a cosy
glow, and underlighting in the kitchen if you have it.
5. Bedding and towels - These both need to be freshly
laundered. If you are a busy household with little time
to spare, consider keeping a duvet ready dressed with
a clean cover to simply pop over each bed just before a
viewing. Same with towels – keep some hidden in the
airing cupboard just for viewings.
6. Finishing touches – If you have time, fill vases with
flowers, or simply with some pretty foliage from the
garden. Pop some relaxing music on low.
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You’ve had an offer - now comes the most CRUCIAL part!
Here are my tips for dealing with offers.
Most buyers will have made an offer on the basis of at least
some degree of emotional attachment to your property and
although you don’t want to manipulate that, you do want to
use it to your advantage so don’t be afraid to negotiate hard.
 Don’t be offended by really low offers. Any offer is a good
offer. It means someone wants to buy your property. It’s
down to your agent to negotiate correctly and achieve the
highest price possible.
 Don’t get hung up on achieving a “round figure” just
because it sounds nice - eg If you have have an a max
offer of £249,500 but you want £250,000.
 You have 3 choices on every offer - accept, refuse or use.
 Don’t be afraid to “use” an offer to counter offer on your
onward purchase.
 If you receive one or more offers early on in the
marketing process, be very cautious in trying to beat the
market and holding out for more. Research shows that
the best offers usually come in during the first four weeks
of marketing a property.
 From the moment an offer comes in you need to react, as
delays make buyers nervous. Remember, just because
they have made an offer that doesn’t mean they’ve
stopped looking.
 Make sure EVERY offer is correctly qualified, identifying
both the potential buyers’ chain and financial position
before entering into negotiations with them. One of the
principle reasons sales fall through is that the correct
due diligence wasn’t carried out by the estate agent at
the point of negotiation.
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Choosing a solicitor and managing the sale to a successful completion

The Legal People
You need a solicitor or licensed conveyancer to handle
the sale transaction on your behalf. If you have an onward purchase, it makes sense to use the same solicitor
to keep things simpler.
Make sure you get quotes from solicitors you are considering but DON’T be tempted to go with the cheapest as
this may not always be the best option in my experience.
On-line conveyancers have their place, but in my experience a good High Street firm who have a local office that
you can walk into and talk to face to face is BY FAR the
best option for a stress-free move compared to dealing
with a call centre. Ever tried to speak to someone in BT
when trying to set up your new internet connection? I
rest my case!!

Managing the sale
Not all people realise that one of the most crucial jobs
an estate agent undertakes on your behalf is “sales
progression”.
As the name suggests, a sales progressor is someone
who takes on the task of moving a property sale through
to completion once an offer has been accepted. This
may seem like a simple job, but the truth is somewhat
different.
Almost one third of all property purchases fall through,
according to Which? (our own fall through rate is only
13% during 2019 at the time of writing), so having someone by your side who can help your sale go through
without a hitch is vital. Naturally, there will sometimes
be unavoidable circumstances behind a change of heart,
such as unforeseen financial difficulties or personal
issues, but often it can simply be a case of cold feet.

At present, making an offer to buy property in England or
Wales doesn’t enter you into a legally binding agreement.
At face value, this seems to be a reasonable law, but the
truth is it can leave buyers seriously out of pocket and
put sellers’ plans to move back months. A key reason
for such radical changes of heart is the length of time
between an offer being made and the exchange of contracts, and that’s where your sales progressor will come
into their own.
A good sales progressor will help shorten the period
between offer and exchange by collating all of the sales
relevant details and acting as both a point of contact for
all parties involved in the sale - the seller, buyer, solicitors, other estate agents, etc. - and the person who
chases all of these people to get the job done.
Without a designated sales progressor in place, things
may get left to the last minute...and that extended time
frame can often give either the buyer or seller an opportunity to pull out of the deal.
Not only will your sales progressor help move your sale
through faster than if you were without one, they’ll also
make the whole process less aggravating for you as
well! We all know just how stressful moving home can
be, but having a good sales progressor with you every
step of the way makes the undertaking a lot more bearable.
They’ll be the ones who’ll handle any hiccups and resolve
any problems that may arise. Having one person overseeing the whole process also lessens the chances of
crossed wires, which is another common cause of delays
when dealing with property transactions.
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Preparing for the BIG MOVE!

So, you’ve taken a call from
your solicitor to inform you that
contracts have exchanged!
Time to take a big sigh of relief because you’re almost
done! At this point neither buyer or seller can withdraw
from the sale without losing part or all of their deposit. In
fact, in my many years as an agent I’ve only ever known it
happen a couple of times and that’s dealing with literally
thousands of transactions.
So, a date for completion is agreed usually enough to give
both parties time to organise their removals.
When the big day arrives, we’ll be notified when your
buyer’s money has arrived so that we can release the
keys for your old property to its new owners.

Moving out of your home can be stressful, but if you get
organised and plan well ahead the whole process will go
a lot more smoothly.
I have gathered my top tips for making moving as stress
free as possible.
1. Use a professional moving firm - do not try to move
everything yourself in a rented van. They are trained
professionals, and will do all of the work for you. Ask us
for our recommendations, or ask friends and family who
they have used in the past. Ideally choose a firm who is
a member of the British Association of Removers as they
will abide by a strict code of conduct
2. Take all meter readings on your property the day you
move out.
3. Ensure that all of your post is re-directed by the Royal
Mail. Use our checklist on the next page to help make
sure you have informed everyone that you are moving.
4. 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.
5. Leave a note of anything important for the new owners.
This can include things like alarm codes, where the water
and other meters are, and sockets.
6. If you have a Sky account then Sky will offer a moving
home package if you give them enough notice.
7. Keep some essentials back – eg tea making facilities
not to mention loo roll just incase!
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Who should I inform that I’ve moved?
When you move out, it is best to ensure that you tell
everyone who has your address about your new address.
This will make sure nothing important goes to the wrong
place, and that no one is forgotten. We also advise to set
up a redirection for 12 months with Royal Mail.
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On arriving at your new home!

So you have done it - you have arrived at your new home!
One final but crucial tip, and one you will appreciate on moving day is the first and most important job you must do,
and that is make your bed! You will be exhausted at the end of the moving day but will keep going and going until you
are fit to drop. Just then imagine crawling up to your new bedroom only to find you have now got to make the bed!

Want more?
Whether you are considering a move either now or in the future, I’d LOVE to hear from you!
Whatever property related questions you may have whether it’s sales, rentals, photography, 3d tours, drones, videos,
home staging or marketing – we’re full of ideas and advice – so go on, get in touch!
Where to find us:
My welcoming office is located right in the centre of Crediton, with street parking usually outside. There are car parks
in Market Street and St Saviours Way, which are both within a short walk.
Rob Stoyle
111-112 High Street, Crediton, Devon, EX17 3LF
01363 777 999
rob@helmores.com

17

How to sell your Devon home for a Premium Price

