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To help your sale go as smoothly as
possib
guide. So let's get started by taking
a look at the journey ahead.

VALUING YOUR PROPERTY

|
property, your first step is to find

e we have prepared this useful

AS SOON as you decide to se

out how much it 1s worth.

Jur estate agents understand their local property markets
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experienced estate agent. We offe ee valuations and

xperi our local pre Y market wi 1 i
nome to take notes and room measurements

U will be based range ae Ui
NE ze, location, layout and condition of y nome, a ell

INSTRUCTING US

Once you have decided you would

like us to be your agent, you wi
eed to formally instruct us by
SiIgning an agency agreement.

To meet legal requirements you will also be asked for
documents to confirm your ID/residence, and an electroni
money laundering check will be undertaken before we can

get everything ready to start marketing your property

Most properties being marketed for sale require a valid

nergy Performance Certificate (EPC). An EPC is a measure
of how energy efficient the property s and lasts for 10 years
fyo eed one et us know id we can a nge this for yo

MARKETING YOUR
PROPERTY

We want your property to stand out
from the crowd.

To help with this, we have a marketing pack which includes

additional features such as professional photography

 Put up a For Sale’ sign at your property to alert local buyers
« Lall our registered buyers who are interested
properties Like yours to arrang E g

* Advertise your property In our loCal window aIsplays
= Lirculate your property s details to our nearby offices
« Leaflet drop new on the market’ mailers to your

u unaing ea

OPEN HOUSE EVENT

We can also arrange an open Nouse event This is a popular

way 10 host muit PLE ViEWINgs which will be less hassle

et timeframe on a date convenient with you. With multiple
ewings you could & multiple offers to help secure

PEGG

ESTATES




Tu CUNSIDEH It's time to prepare your house

for prospective buyers. Do it wel
CHOOSING YOUR CONVEYANCER and you might find the right buvyer

sooner than you imagine

ontracts and deeds, organising local searches and check OUTSIDE YOUR HOME
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» Sinks taps, toilets, baths, showers and mirror We have experienced negotiators who are duty-bound to
should al be '.EEI".__".CIF..E_ nform you of every offer. We'll research the buyer's posiion
Wd take reasonable 'P'L'.' "'-ITH t from them the wce
. Put fresh tows I pDathi . make the bed
1 availlability of their Tunags for buywng the property
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¢ Make your home we ning by letting 15 muct o " o3 :
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e Aret ) first by na re ¥ 10 buy ™ tely
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| . they Pave a ) Fin e (DI in
| rn J OF Wt turr your heating and Aty
pgreement | ple (A fro nort e lend
i Wy JeImi( r
v that the | the | acert T n
* Re ve any pet beds or litter trays and vacuurm nelj
3 et 3 -
. o they have a nvevancer ready
« (reate a pleasant ambience with freshiy-cut flowers
P « Are theyin a chain or dependent on others to procee
or diffuse
* Do they have a property to sell? Is it under offer
. dy electncal cables, leads :'E"'.'."I";'."jt" _:'-'. cause
an a lent Ty are keen to achieve y askl ICe, OF you ward
Chase gependas on It, yo an reyect all ofvers below at
* |t you have a viewing in the evening, switch all your
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K NE Price you w ibe v g1 yO
A 15 Wi v b " Cw yOul Y WA erty |
wil tact y 1 ¢ Viewings a ¢ that suits v
ofte s it W DOSIt and Jat v it
f yo it home while buyer VIew y O perty - tant thirvk ofus s take the buw posit
you have an opportunity to tell them about your home and 10 aC( .
the neighbourhood by focusing on the best features and
highlighting details that might appeal to them
Alternatively, we can camy out viewings on your behalf.
E..r"‘: v D3ass us a set of keys and we will make all the j_:’?'g'cl.. have accepted an offer it wall be subject to survey
and contract Most b re 3k vou to take the pDroperty
arrangements and contract. Most buyers will ask you to take the property
DIT the market at thus point and we will change your online
sting and For Sale” sign to say Sold Subject to Contract

If you have an OPEN HOUSE EVENT planned, ask us

for a copy of our TOP 10 TIPS FOR A SUCCESSFUL When the final sale price is agreed, we will then send y
OPEN HOUSE EVENT guide jocument called a Memorandum of Sale, 1t onfr

! Ve g Thy o tal those of thw
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DEALING WITH UFFERS ' W g v nder if they are fSnancing the sale
with a m 1QQe) w Now organise a valuat SUMeY
property. |If it reveal we are | to helg

You may already know what you fiscuss your optior
are looking for in terms of price,
but stay flexible - the buyer’s
position and how quickly they can

move are factors to consider

NEGOTIATING WITH BUYERS

Uur job as your estate agent 1S to help you through thwy

negotiation stage. using our experience and judgement ESTATES




