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Introduction

Achieving the best price as quickly as possible

That’s what all sellers want, so that’s

what Naish aim to deliver.

This guide has been written to point you

in the right direction and provide some

tips when thinking about selling a property.

It’s fairly impartial, (we think!) and will hopefully

give you some very useful food for thought.
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Try and highlight the selling points for your home,
without doing the hard sell. Whilst you can never
force someone to make such a significant
investment, you can help them to remember the
good things. Don’t apologise to prospective buyers
for any negative aspects as this will only draw
attention to them.

Encourage competition. Let viewers know that
others have been viewing. People feel more secure
knowing that they are not the only interested party.
It also makes them think twice before making low
offers.

If your agent is doing a viewing, make yourself
scarce - there’s nothing worse than sellers taking
over. If you’d rather do the viewings, don’t ask your
agent to be there too. For any viewing give a guided
tour, but then try and allow the viewers time to
wander on their own.

You can’t beat light neutral colours for walls and
carpets. Too many people are unable to see through
decoration, so if your colour scheme is quite
individual or dated, it is sometimes worth doing
what you can without spending too muchmoney!
Redecoration should always be considered and even
neutral carpets. This will brighten up the home and
will appeal to everyone, not just those that have the
same taste as you! Never be afraid to ask for your
agent’s advice.
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Make sure the property stays fresh

1 Getthebestprice

Get the asking price right

Don’t be flattered by a high valuation… be sceptical
instead. Nobody will pay £11 for a £10 note, no
matter what someone tells you!

When an agent values your property, get him/her to
show you details of comparable properties recently
sold at that price. If they can’t, think about a different
agent. And don’t forget that an asking price of a
comparable property doesn’t always mean that it
sold for that figure.

Aim for an attractive, competitive price. The more
competitive it is, the more interest you will get, and
the more interest you have in your property, the
better price you will achieve! Do your own homework
about the right kind of price and ask agents with
high values to justify them… ask yourself whether
they are interested in selling your home or flattering
you to win business and reduce the price later.

Properties on the market for too long can go stale.
The best chance of selling is within the first 8 weeks
or so of marketing. After that, even if you change
your estate agent, the property will not be fresh to
the market. This is why it is so important to get the
price right in the first place. If the first couple of
months are unproductive, consider altering the price.

If your home has been for sale for some time with
little interest, it is probably overpriced. Ask estate
agents to be honest with you as time goes on as the
market can change during the marketing period.

Make the place look appealing

Be positive with viewers

Tidy up

What better excuse to tidy up, or to send all the
clutter to a charity shop! People want to feel that
they could live in your home, so the tidier the better.
Clearing away clutter will also make the property
feel more roomy and brighter than other properties
on the market.

Listen to sensible offers

Take into consideration (a) howmany others are
interested, (b) how long your property has been
on the market, (c) how badly you want another
property (d) what is the position of the person
making the offer.

There is often value in a slightly lower offer from
someone who can proceed immediately… the
shorter the chain the better. A low offer doesn’t
always mean a bad offer if you take into account
all of the circumstances above.

Expensive improvements, such as new windows,
kitchens or bathrooms will definitely help you sell
your property, but you are unlikely to recoup the cost
of the work in the sale price, so keep it simple.

It sounds obvious, but try not to smoke in your home
while it is on the market and don’t cook smelly food
before viewings.
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Can the agent offer something different?

2 ChoosetherightAgent

Look for professional qualifications

Qualified agents are more likely to be accurate
and honest! Doctors, teachers, dentists, financial
advisers, accountants, electricians, plumbers…
you’d expect them all to be properly qualified and
regulated, so why would you allow your home
(probably your most valuable asset) to be handled
by unqualified and unregulated estate agents?

There is only one qualification that matters, so make
sure your estate agent is regulated by the The Royal
Institution of Chartered Surveyors.

The Government may see fit to permit estate agents
to be hopelessly unregulated and the industry is full
of cowboys as a result, so it’s up to you to make sure
your agent is regulated and professionally qualified.

Most agents offer similar things, so find one
that can genuinely offer you something out of the
ordinary. Not just gimmicks to win your business,
but something that will make the experience of
selling your property better for you. In other
words, get something more out of it for you,
not for the agent.

Expect to deal with those in charge

Look for honesty in your agent

You want to sell at the best price, not boast to the
neighbours that you’ve had the highest asking price
in your street for the last 12 months! Ask for
justification of the market appraisal.

You should be a valued client and so are entitled to
expect the services of the individuals who run the
estate agency, not some teenager who lacks
experience and cares only about meeting targets.
If the business owners or managers are unavailable,
then ask yourself how important you are likely to be
as a client to that particular agent.

Long term reputation

Probably best to look for an agent that’s been in
business for many years as it means they must be
doing something right. In any economic climate
you need a safe pair of hands.
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Don’t be just another number for a huge estate
agency which advertises hundreds of properties a
week that nobody notices. Look for an agent that
will be proud to have you as a client and will
dedicate the time and effort required to sell your
property. The bigger the estate agent, the less
important you are to them.

Don’t look for the cheapest commission

Bewary...

of promises that agents make, in letters or in
person, like “We’ve got a buyer for your property’.
Quite simply - that’s usually a lie, so don’t fall for it!
Instead, when you meet the valuer, ask them to
justify any claims. Realistically the better agents
won’t make promises they can’t keep, but they
should have a list of people actively looking for
property that matches yours in some way.

If you pick the agent with the lowest fee or you
negotiate an agent down to a fee which they may be
uncomfortable with, then you will get what you pay
for…bad service! You wouldn’t choose a holiday just
because it is the cheapest, but for various reasons.

An agent charging a fair market fee will give far
better service to its valued clients than one which
needs many more clients to cover fees which
make it difficult to stay in business.

But don’t pay over the odds

Some agents charge fees of 2% or even more. Their
overheads and managers mean that they need to
charge more, so be careful to ensure that you do not
pay over the odds. You’ll end up paying for them to
promote themselves, not your property.

Ensure your agent offers

/ Dedication to good service

/ Quality staff

/ Genuine applicant lists of potential buyers

/ Commitment to regular feedback - good or bad!

/ Advertising on national property websites

/ A good website of their own... have a look at it

/ Floorplans where appropriate

/ Well-presented colourful brochures, not just
scraps of A4 off the office printer

/ City centre showrooms with open displays

/ Decent press advertising

/ Accompanied viewings if required

Make sure you will get good service
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Qualification and Regulation

3 WhatcanNaishofferyouthat’sdifferent

Conveyancing services in-house

Unlike other agents, we are also a solicitors’
practice. As a result, we can offer a sales service
to clients which cannot be beaten by other agents.
A full service from the moment your home goes on
the market to the day of legal completion – we
handle it all the way.

Finding a buyer is only half the story. Making sure
that they actually proceed to buy your property
through the legal process is just as important.
Unlike other agents, we do both. It can be cost
effective, is undoubtedly less stressful, it can be
quicker and means only one point of contact for
you. And for us it means we control a transaction
from start to finish.

As a firm of chartered surveyors, we are regulated
by the RICS.

As a solicitors practice, we are regulated by the
Solicitors Regulation Authority.

You won’t find that level of regulation at any other
estate agent in the area and it gives you comfort
that you are dealing with people who know what
they are doing.

Experience

Our valuers have years of experience, which is
what you should expect when looking to discuss
something as important as selling your home.
We are able to give valuable guidance on the
whole selling process and are always happy to give
the benefit of our expertise to our clients when it
comes to buying property.
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This is vital these days and our properties appear on
the most effective national portals.

Independent family business

City centre premises

Our offices are right in York city centre, making us
easily accessible to both buyers and sellers.

We are a family team, plus our colleagues, of
course. That means we care about the business
and our reputation.

Professionalism and honesty

Our reputation for professionalism and
honesty is unrivalled.

Smart website

We have researched many agents’ websites
nationally and have invested in what we think to
be the best bits, to create a smart user-friendly
website which is aimedmore at promoting our
clients’ properties than blowing our own trumpet!

Good internet exposure

Dedicated feedback

We aim to call clients or even chase them before
they think to chase us, even with negative feedback.
Our approach is totally proactive and we try to call
every single viewer who has been to view our
clients’ properties.

High quality marketing

Nomatter what your property, how big or small,
all of our details are prepared on glossy high
quality brochures, printed externally. There is no
excuse for anything else. Whilst it is true to say
that many people access property details
electronically initially, we find it helps enormously
to let them take away a glossy brochure from
every viewing… they leave an excellent lasting
impression.
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