You are the most
important part
of your move,
and it must be
right for you.

Thank you for picking up our guide, we hope this will be very helpful to you.
We want your house move to be straightforward. So this wonderful guide is here to help you understand your
move, from the initial thinking, to settling into your next home.
This may be the first time you have moved, or maybe the last time was a long time ago and things may have
changed. Our guide takes you through the selling process step by step.
You will find the answers to your questions, but please contact us if you have any other questions, no matter
how trivial.
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•

This question comes up every day and there are pros and
cons to both strategies, but a good agent will make it all
work for you.

•

At Knightsbridge Estate Agents & Valuers we firmly believe
in being prepared.

•

You see your dream home come onto the market, priced to
sell quickly, and you have made no plans to sell. What are
the chances you will get a good offer accepted on that
property, having accepted an offer on yours quicker than all
other buyers?

•

We believe that, if you are contemplating a move, you
should give it a try. Agents usually only charge if it all goes
through; the only upfront cost you have is an Energy
Performance certificate, which is valid for 10 years before it
runs out.

•

We know many sellers will only move if they can find
a perfect home to move into and if they cannot, they stay
put. With that in mind (nothing ventured - nothing gained),
we would market your home and advise any interested
parties that you do not have anything in mind yet, but will
look around when you get a good offer. Your buyer will wait
for you and if weeks pass by, we will discuss matters with
you and the buyer. They may move on; or, it might be you
who says you've tried your best and will stay put.. As long
as everyone is kept in the picture, no one gets upset.

•

We will not instruct solicitors to commence work until all
the pieces of the jigsaw fit into place - so you do not
incur unecessary costs.

•

This also means that, if you see a property you like, you
can offer straight away and your purchasing power is
much stronger with a buyer than an offer 'subject to
selling', which the selling agent may not be bothered by.

Please ask us to
explain this in more
detail, and how we can
take matters step-by
step for you to have a
stress-free move.

Preparing to
contact an agent
This part should never be rushed - choosing the right agent makes a difference to the
amount of money left in your pocket, time scales and a stress-free move. You want your
agent to offer the best service. They must be great at communicating, knowledgeable,
confident and make you feel at ease.

Here are five top tips to getting the best.

1
2
3
4

5

Get recommendations
Speak to anyone local who has moved in the last few years. Ask
them who they used and their thoughts on the whole process. They
will give you honest advice.

Look at their website

Is the website easy for buyers to navigate around? Do the properties
advertise the homes well and were the first impressions great? What
matters is how often they sell. What timescale can you expect to
have an offer on the table? How quickly do sellers receive an offer?
You want your home to be at the front of their minds, so they can
offer a quality service when a prospective buyer calls.

How does the agent present their
properties?
Have a look at their website. How good are their photos? Have
they presented each home to the best of their ability? Does each
photo spring out of the page? Are their descriptions exciting or full of
boring cliches? Internet marketing is such an important part of selling
property. In order to increase your home's online presence, you need
it to stand out, so choose an agent whose marketing is remarkable.

Mystery shopper
Give the agent a call about a particular home, and book a viewing to
test them out. Do you get regular updates via email and texts on new
properties? Have they all seen the property; do they know what they
are selling? Are they helpful? You need to trust that agent completely.

Ask the agents for proof of...
A. How much they achieve as an average percentage of the selling
price.
B. How they choose their best buyer. Some just reply on websites,
which doesn't always get all buyers.

C. How many days it takes them to get the first offer, on average.
D. How many of their buyers are from Leicester.
E. Whether members of staff will see your property before any

marketing commences.
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Half our sales are from people coming into the
office. They come in asking what else is around - they may
say "Oh yes I saw that one online and didn't like the xxx.
We would then say, "but it has this... let's go and have a
quick look, you never know."

more offers, this will translate to higher offers. This will
more than cover our fee, leaving you, the seller, with more
money in your hand than if you use a faceless online
company who take their fee upfront.

Selling a home brings with it a whole host of additional
costs- stamp duty, legal fees, Energy Performance
Certificate requirements- and that is before you even get
to removal firms and carpet-fitters. With this in mind, it is
always tempting to consider where money can be saved.
One of the most obvious ways of doing this, on the face of
it, is to try and sell your property privately rather than using
an estate agent. However, this may not be as cost-effective
as it may initially seem.
Estate agents charge more than selling privately. So why
use an estate agent? Research has shown that it may cost
you far more to try and perform the role of an agent, both in
the lost value that they may have been be able to get for
your home, as well as the time and effort spent on
marketing and liaising with all of the parties concerned.

Advantages of using an estate agent: Estate agents spend
all day, every day selling property and, as a result, have built
up a vast knowledge and expertise in the whole buying and
selling process. They will conduct a valuation on your
property, vet enquiries, handle viewings and negotiations
on your behalf, and make sure your property is marketed
properly. They will strive to achieve the best possible price
for your property and the best buyer, thereby avoiding
disappointment and stress from less serious potential
buyers. On top of this, a good estate agent will also be able
to offer you plenty of advice along the way. This includes
guidance on conveyancing and financial services.

Broadly, estate agents have skills in 10 specific areas:
1. Local knowledge
2. Valuation
3. Advertising
4. Buyer database
5. Managing and conducting viewings

6. Advice and guidance
7. Negotiation
8. Liaising up and down the chain
9. Legal protection
10. "No sale, no fee"

Why use an estate agent?
1. Local knowledge

Successful estate agents will have been in your area for many years and will understand the market instinctively. They will
be aware of all the local schools, council tax rates, new building projects and issues with refuse collection. All of this
knowledge will enable them to discuss the particulars of your property with potential purchasers, without you having to
spend time researching and checking your facts.

2. Valuation

An estate agent has many enquiries every day from potential purchasers looking for properties; the agent knows what
their maximum budget is and what they expect to buy. The agent's job is always to get the best price possible for their
vendors. When valuing your property, there is no point comparing to others on the market, you need to know exactly what
they sold for to gauge an accurate valuation (sometimes the selling price can be vastly different to the asking price). Your
knowledgeable local estate agent will have experience of valuing homes in the area and will pay attention to the things
that make your house so unique- its exact orientation, proximity to major roads and local access rights, for example. All
of these things allow them to be more specific in terms of the value of your home than any website can be. The agent also
knows what current buyers are paying. If the agent that week has many more enquiries from cash buyers looking for a
certain style, they will know a higher price can be set (basic laws of supply and demand).

3. Advertising

In order to sell any home, potential buyers must know that the property is on the market. Advertising can cost significant
sums and sellers are not always well-placed to pay for this upfront. Estate agents use the commission they expect to gain
from the sale of your property to advertise in some local and national press and, typically, internet sites such as Rightmove
and Zoopla, amongst many other smaller ones. In addition to knowing where to place adverts for your home, your estate
agent will be able to negotiate better rates and produce the copy for the adverts professionally and quickly. For any
enquiries, full legally compliant details are drawn up, with wide-angle professional photography and floor plans, with key
points highlighted, gained from experience regarding certain features the buying public are looking for. Presentation is
key- a good agent will produce the best photographs and descriptions to command the maximum interest as part of their
overall package.
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4. Buyer database
Estate agents will have details of dozens of people who have been interested enough in
the type of property you are selling to have had a look at it, then been frustrated when trying to
purchase it. An agent will also have a database of potential purchasers seeking properties.
Estate agents will then be able to contact them by telephone, email and text to encourage
them to look at your property if it is similar to those they have looked around in the past. Of
course, the more people who are competing to buy your home- more than the few you may be
able to attract yourself - the more your estate agent will be able to get the price to rise. Buyers'
first port of call is estate agents and their websites. Private sellers cannot advertise on
Rightmove, Zoopla etc.

5. Managing and conducting viewings
Organising a rota of viewings, being available to show people around during theday, and being
dispassionate about your prized property and its decor can be difficult for a seller. Estate agents
have systems and procedures that speed these things up and ensure that they occur effectively
andpainlessly.All enquiries from potential purchasers are vetted to make sure the buyers are
as genuine as possible. If a potential purchaser hasjust agreed
a sale and they want to snap something up, sometimes they take a day off work to go out
looking. The estate agent with keys to yourproperty, after notifying you at work, can whisk
them round without delay. If you are busy at work you may have missed out on that sale.

6. Advice and guidance
People move home, on average, once every 7 years in the UK. Even those who may have
moved in the last 2 years will find that some legal requirements have changed and other
processes need additional attention. Estate agents handle hundreds of home moves a year and
are trained to guide sellers through the selling proess, which is tricky in nature, saving
thousands of pounds further down the line.

7. Negotiation

Anyone who has attempted to haggle with an experienced salesperson when buying goods will
understand that negotiation is a skill in itself. In terms of achieving the best price for your home,
being represented by someone trained and experienced in negotiating techniques can literally
add thousands of pounds to your bank balance. With the agent's expert marketing reaching
many more buyers than a private advert, they will most often achieve a far higher price than a
private sale, easily making more for the seller than their fee. The agent's negotiating skills come
into play again if your buyer's survey uncovers expensive problems that may put them off
proceeding with the purchase. The agent will always know the right buttons to push and how to
carefully steer a purchaser from offer stage to exchange of contracts.

8. Liaison up and down the moving chain
One of the most challenging aspects of moving home is ensuring that the "chain" - the series of
interlocking transactions that need to take place on other homes toenable yours to succeed continues to function. This is a key role performed by the estate agent, and one which
can be significantly more stressful for a participant in the process, than for an independent
representative such as an estate agent. The agent will verify your buyer's financial position and
obtain proof of this, as well as a complete picture of their sale and all transactions, speaking to
solicitors and other agents right back down the chain. The agent will check these details on a
regular basis, making sure the causes of any delays are dealt with promptly. This is
paramount, as every extra link in the chain multiplies the risk of the whole chain breaking. It
only takes one person to lose financial stability, have a bad survey, change their mind, or even
get fed up waiting, to break the whole chain. If the chain is not regularly checked, the process
will take a lot longer as solicitors are paid for their work whether the sale exchanges contacts or
not. Solicitors are paid to process the legal work not to chase the chain; they are paid whether
the sale completes or falls through.
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9. Potential legal protection

Advertising property for sale comes under the auspices of a number of Acts of
Parliament, including Consumer Protection from Unfair Trading Regulations
2008. Estate agency professionals are trained to ensure that they do not fall
foul of these laws, whereas the unwitting private seller might.

10. "No sale, no fee"

It is easy to forget that estate agency is possibly the ultimate form of what
the legal industry calls "no win, no fee" - if the estate agent does not sell
your home, then they do not recoup a penny of the money they have spent
on valuing, photography, printing, office overheads, newspaper and internet
advertising, telephone calls, viewings, or legal checks. After yourself, there is
no one rooting harder for your property to be sold at the highest price
possible than your estate agent. Aside from all of the other assistance they
provide, listed above, this is probably the single most valuable element of the
relationship when the process is underway in earnest.
Knightsbridge Estate Agents & Valuers do not charge one single penny until
completion, whereas our competitors often charge extra for photography.
Research shows that 80% of those who try to sell privately eventually end up
using an estate agent anyway, as they cannot get the price or the interest that
they had hoped. It's no surprise, then, to hear that very few people try and sell
privately a second time as the first attempt can be so traumatic.
This is not an exhaustive list of reasons to use an agent, as there
are many more, but you will agree that a professional, experienced, well
recommended estate agent should remove most of the stress, and gain a
higher selling price for you when you are ready to make that move.
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The truth about large firms of estate agents
For those of you who are looking to buy or sell a house, you are
very likely to look to employ the services of an estate agent, more
likely turning to one of the well-established, larger, maybe
corporate-style agents. And why wouldn't you? Your first
impression is a largechained organisation, promising to deliver a
personal service with the intention to sell your house very quickly
for a set fee.

Ask yourself why many brands try to play down the large corporate
'pile it high, sell it cheap' image. Why do Green & Blacks chocolate
sound like really small chocolatier, and hide the fact that the multinational Cadburys/Kraft Foods own them? Why do Innocent
Smoothies hide the fact they're owned by Coca-Cola? Because
people understand that, like a Savile row tailor, for the utmost
quality you need to use a small specialist.

But in reality this is far from the truth. Estate agents can get a bad
name in the public eye, as they offer unfulfilled promises and are
portrayed as being in the same league as some of the most loathed
traders - yes, we are talking about bankers and politicians.

There are so many benefits to sellers and buyers choosing a small
estate agent. Yes, they do have a smaller number of homes to
market, but this means they can allocate greater resource to each.
Larger chains don't have the capacity to give each client the
service they deserve.

Let me tell you a bit about multi-branch estate agents. They
promise you access to buyers from their other branches located in
other towns. This may sound fantastic, but if you were to put
yourself in the shoes of a buyer looking to buy a home in Leicester,
you would be very unlikely to go to any agent other than those
located in Leicester. You would not go into a branch in Nottingham
to buy a house in Clarendon Park, Oadby or Wigston.
Estate agents aren't all like that, though. Small, resident owner,
Small resident owner, independent, local estate agents deal with
their clients in a personal way, offering each and every one a close
and trusting relationship. Specialising in the local area, they have
the experience and expertise to match a buyer with their perfect
home, taking all their requirements on board. Their offices are
places where you can drop by for a chat, often pillars in the
community. Small local estate agents are very passionate about
their business and therefore do not limit their availability. They
understand the need for an immediate response at certain times,
and for that reason are not seen as typical 9-5 estate agents.

Let me introduce you to Knightsbridge Estate Agents & Valuers.
A forward-thinking and approachable small estate agency that
prides itself in being extremely hands-on. With our experience and
expertise, we can offer a unique service to every single person
who steps foot inside our office. Knightsbridge Estate Agents &
Valuers stands out from the crowd. We will send your dedicated
property manager to visit your property. There is nothing worse
than an individual enquiring about a property to simply be told that
their questions will have to be put on hold until someone is
available to answer. The selling agent needs to be passionate and,
as the saying goes, you need to know what you are selling.
The question should no longer be 'why' choose a small
independent estate agent, but 'which' to; and the answer is
Knightsbridge Estate Agents & Valuers.
Larger estate agents make the headlines, but the good ones such
as Knightsbridge Estate Agents & Valuers make clients happy with
minimum fuss, but maximum care.

We can search
1,000s of
mortgages
for you

1 adviser - 90 lenders - 11,000 mortgage schemes!
Call inside to speak to one of
our specialist advisers today
Doing what’s right for you

Your home may be repossessed if you do not keep up repayments on your mortgage.
There will be a fee for mortgage advice. The actual amount you pay will depend upon your circumstances.
The fee is up to 1% but a typical fee is 0.3% of the amount borrowed. enquiries@mab.org.uk.

MAB 6449

Take Your Property to
New Heights…
If you want to achieve the optimum price for your
property in a timescale that suits you, contact your
local office and book a
free, market led property valuation...

Clarendon Park
Wigston

Oadby

0116 274 5544

0116 288 4888

0116 271 3333

www.knightsbridge-estates.co.uk

How much is your house worth?
When we come and meet you at your property, we will explain
how we exactly work. This has to fit exactly with your plans and
timescales.
People ask us for a valuation, but there is always much more than
just the valuation. When we come round to see you, we need to
discuss an asking price, but also how we arrive at that price. We
need to look at your timescales, your wants and needs, and most
importantly your plans for the future.
We know people worry about moving house. The Knightsbridge
Estate Agents & Valuers team have moved themselves lots of
times, or have dealUhelped with many moves, so have first-hand
experience.

For others, who may be considering their first move into a new
home, buying or selling can be daunting, but with our considerate
guidance and experience we make sure your move goes well, and
is a happy and low stress experience.
Determining the value of your home involves talking about every
aspect of your property, backing this up with evidence of what
recent properties have sold for and, importantly, also finding out
what your needs are for your next purchase.
One of the first things to think about would be the speed of sale
required, as well as what changes you have made to the property.
What sort of questions would you ask an agent?

What mediums do you advertise in?
Make sure it is online but also locally as i.e. the local magazines (many agents don't use this method and they miss out),
estate agents' windows to catch people's eye and social media to name but a few.

Do you always carry out the viewings?
Some sellers give us a key to their home for convenience, but if you are not comfortable giving us a key, we respect your
wishes. The keys that we hold are coded for security and we never use one without getting clearance from the owner first. We
would also never give keys to buyers. Once we have done a viewing, we will leave your home exactly how we found it. If
certain doors stay open or closed, that's how we'll leave them. Security is paramount to us and we never indicate to buyers
where the owners are.
On the day of a viewing, taking a few simple steps can help to give your potential buyers the best first impression:
Ask a friend for their view on whether the property has 'curb appeal', e.g. a neat front garden with no weeds, flowers by the
freshly painted front door.
Make sure the house is aired and ventilated with no cooking smells.
The entrance hall is so important; it needs to be cleared of shoes and coats, floors swept and smelling fresh.
It's always best for pets not to be at home, if a viewer is nervous of a pet it will put them off the whole house.
Turn on heating during the colder months and light a fire if you have one.
House lights being on (unless very sunny) adds cosiness and makes a room sparkle. In the living rooms, background lighting
is best, but it should be nice and bright in the kitchen and bathroom.
Make sure the viewer can park outside; it will put them off if they have to park half a mile down the road.
We always suggest the agent shows them round, so they feel relaxed and can talk freely. On a second viewing we
recommend the owner to be there to answer unusual questions and most importantly, say why they bought the house initially.

J

14

At Knightsbridge Estate Agents & Valuers we always give transparent,
honest feedback next day.

Please ask us for more viewing tips or any other property matters. Your agent should always carry out all viewings. The
viewers will feel more at ease and it helps them give feedback. We can also gauge viewers' comments and any negative
concerns.

Our staff are experienced in viewings, addressing concerns with better answers to put people's minds at ease,
countering negativity. This way they will not lose potential buyers as negative points will be rectified or addressed. A
dedicated member of our staff will go to visit your home, so any questions from buyers can be answered and feedback
can be understood by all our team.

What are your opening hours?
In this 24/7 world we receive so much information, what is your agent's opening hours? What about when people
telephone outside these hours, or email, or are looking at the website? Can the agent do viewings at the weekends or
evenings? Can you book a viewing from their website?

Marketing preparation
They say first impressions really count - this so true when selling anything, especially your biggest tax-free asset. Here
are some tips to get a higher price.

Thorough clean
A sparkling home is so much more attractive to would-be buyers. Not only does it have to look fantastic, it also needs to
have the right aroma. Firstly, the front door and entrance (no cobwebs) should be washed down.
The most important rooms are bathrooms and kitchens; these really need to shine, as buyers love these to look as new
as possible. Flooring and tiles need to look new, and make sure there is no grease around the tops in the kitchen. Getting
carpets professionally cleaned will lift them, as well as eliminating any stale smells.
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Declutter
Get motivated to declutter - clutter creates chaos and space
creates calm.
Feng Shui says that unused items accumulate Chi energy,
which interferes with the flow of energy in your home and life.
The rule is - if it is unloved and unused, it's clutter. But if you
are really unsure, consider keeping things in the garage or in
personal storage until you feel ready to let go.

Organise your decluttering:
Have three boxes or colour coded bags at the ready! Use one
for the next charity bag collection, one for the rubbish dump
and one to keep your best accessories and items for replacing
when the decluttering job is done. A self storage company may
provide boxes at a low cost.

The first step is to clear some of the possessions that you really
don't need anymore.

Start with the spaces furthest away, as items are likely to need
getting rid of - lofts, backs of cupboards, high shelves and
under beds.

Walk around and try to view your home or office space
objectively.

When you open a cupboard and you cannot see what's at the
back, it's time to get motivated and clear things out.

Try to view it as a stranger would; open the doors of cupboards
and take a look at what possessions you have.
Do you like what you see? Would you prefer to have more
space, see more worktop, carpet or shelving?

Clear and sort bags and boxes left out in rooms.
Attend to storage spaces such as wardrobes and cupboards.

If you are decluttering to stage and sell, then it's really
important to remember that the viewer cannot visualise how
they would use the space when they see too many of your
personal possessions.

Deal with items on display - do you really need to dust or wipe
all those items down?
Consider photos, knick-knacks, accessories - leave only the
best on display to show off to the world.

They say if you haven't used it for a year - throw it away!

If you are decluttering for your own space and peace of mind,
think about what your home or space will look like after this job
is done and try to visualise the pleasure of seeing it clear.

DIV
Check round your home for any items that need sorting out.
Holes in walls that need filling. Chipped paintwork that needs
retouching. Blown bulbs to replace. Slipped roof tiles.
A buyer will always feel that if the visible items have been fixed,
the items they can't see will also have been done.

Decorating
Give rooms a new look; it doesn't cost the earth but can add
thousands onto the price. Neutral colours won't put any buyer
off. Potential buyers walking through your home will be able to
imagine putting their own stamp on the house without having
to remove yours first. If necessary, paint your whole house
magnolia -yes, it may take a few weeks, but it will be worth it
in the end. We will gladly look around and advise on which
areas to paint.
We are not just your estate agent; we are your own moving
assistant from beginning to end.
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Some documents to find before moving.
Energy Performance Certificate

ID for your agent

Energy Performance Certificates (EPCs) are needed whenever
a property is built, sold or Rented. You must order an EPC for
potential buyers and tenants before you market your property
for sale or rent. An EPC contains information about a
property's energy use and typical costs, as well as
recommendations about how to reduce energy use and save
money. The EPC gives a property an energy efficiency rating
from A (most efficient) to G (least efficient) and is valid for 10
years. Please ask us for more details on arranging an EPC.

The Money Laundering Regulations 2003 came into force on
1 March 2004. This legally requires all estate agents to verify
the identity of their clients. You and any joint owners will need
to provide ID, preferably a Passport or Driving Licence, or
perhaps a Pension/Benefit book or Inland Revenue Tax
notification.

Building Regulations Certificates

Leasehold properties:

If alterations and extensions have been carried out on your
property (even before you owned it), it will help your sale to
proceed more smoothly if you can show at the outset that
these have been added legally and with approval.

If possible, you should provide us with a copy of your lease.

We do this with an 'online identity' check, so all we need is a
full name, primary residence address and date of birth.

•
II

•
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Open house sales
Do they work and get you more
money?
There are pros and cons to open houses, and we will
explain a view of these.
Most sales in the UK are booked via a viewing at a
prescribed time. This time is convenient to the potential
purchaser and owner. The buyer can have a good look
round and make a decision. At Knightsbridge Estate Agents
& Valuers we are able to conduct the viewing, as that is part
of our service. With security in mind, we always vet the
viewer before we book it.
Sometimes an important buyer cannot make an open day,
so we always offer alternatives and appointments to suit
them.
Open house sales can sometimes be mostly nosey
neighbours, but that can be a good thing as the real buyers
feel the property has more interest than they thought,
forcing them to offer sooner and sometimes higher. Also
some nosey neighbours move close to where they already
live, but to a slightly better home.

I•
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After the open house, buyers are then able to submit a fully
substantiated written offer (backed up with proof of funds,
mortgage agreement and full chain details) within five
working days. We aim to provide our vendors with multiple
offers, which gives them the choice of the one that best suits
their circumstances. We find a written offer allows certain
buyers to play to their strengths, and gives everyone a fair
chance . If an offer is not high enough, the owner does not
have to accept.
It's frustrating to see adverts for properties that have sold in
24 hours! How can that agent possibly know that they have
achieved the best possible price for their clients?
It can also be easier to prepare your home for sale via an
open house, as you just have to tidy up for that one day.
Open houses are great when it is sunny but if you have
advertised it for two weeks and done all the groundwork
and it is heavy rain all day, it can be a major pain with just a
couple of viewers turning up.
We are more than happy to try any ideas, and if a seller
wants us to organise an open house day that's great.

Your photography
The brochure - when you first saw your agent's brochure on your
home did you say "Wow"? If you didn't, ask yourself why.

Why beautiful photos are important.
Great photos attract viewings, whatever your size or style of
property, which can mean a speedier sale and achieving a better
price for your property.
Most potential buyers looking online are scanning down pages of
boring property photos, we make ours POP OUT of the page and
grab a buyer's attention! We carefully blend photographs, correctly
exposing the inside of a room and also the view out of the window.
A little room staging and careful composition reaps rewards - the
best photography will always attract more enquiries, which will
lead to more viewings and more offers.

This meticulous eye for detail carries through to every part of our
business, with continuous scrutiny and improvement in all that we
do.
If you can, dress every room like a hotel suite, or as close to it
you can get; minimalist and luxurious.
1) Heavily patterned rugs can look too strong.
2) Change any lightbulbs that are out and if possible change low
energy for halogen, as they always look whiter.
3) Washing up bottles, shampoo, toothpastes should all be hidden
away unless they are upmarket brands, such as 'Molton Brown' or
similar.

Look at the property photos on our website. Wouldn't you be more
attracted to view the properties when photographed by us?

4) Tidy away papers, newspapers, letters etc but in moderation,
quality magazines and coffee-table books can add appeal.

What's our secret to great photography?

5) Remove birthday cards and invitation cards from mantelpieces
and shelves. Also clear the fridge of fridge magnets and whatever
they're helping to display.

At Knightsbridge Estate Agents & Valuers, we do not just want to
show your property - we want to show it off! So instead of sending
a junior round to take five photos with a cheap digital camera, our
valuers have been professionally trained, and have experience
in making a property looks its photogenic best. They use a
professional quality SLR camera, separate flashes, and a high
spec wide-angle lens, and take the time to carefully compose the
image, trying different lighting, angles and even (with your
permission) re-arranging furniture if need be.
Not many agents go to these lengths to make your property look
this good. And if they do, they are likely to charge extra for it.
After taking as many as 100 photos of your property, the selected
ones then go through a rigorous enhancement process, including
improvements to lighting, contrast, sharpening, blue skies,
cropping, removing high value items (as well as bins, toys and
washing!) before using them in our brilliant magazine-style
property brochures, complete with a floor plan to help people
understand your property's full layout, size and flow.

6) Bookshelves look their best when they are stocked neatly with
books rather than box files, children's toys or mobile phone
chargers etc.
7) If you have an open fireplace, when the weather is cold there's
nothing that creates a homely feel better than a roaring fire.
8) Consider using props. For example, colourful vegetables and
tomatoes, or a cottage loaf and some cheese would work well in a
country kitchen. Coloured glass or bottles with coloured to a
contemporary, white or otherwise minimalist town kitchen. Think
about the lifestyle you're trying to promote - who will want to live
in your home? Dress it to attract them.
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9) Plump-up cushions and straighten curtains.
10) Towels look their most luxurious when they are folded on shelves or other surfaces, never let the photos be taken when
they're hanging over the side of the bath. If towels are hanging on towel rails they need to be presented neatly. Towel
colours should complement the decor. If they do not, then it is best to remove them. Shower screens should be clean, if
possible.
11) Fruit and flowers provide attractive splashes of colour.
12) Move caUdog bowls and beds/baskets.
13) Dressing tables, sideboards and other surfaces should be neat and tidy. The less clutter the better.
14) Consider opening French windows and other windows and exterior doors when the rooms are being photographed, so
that a sense of airiness is created.
15) Do not be frightened to use colour - tastefully - especially in accessories such as glasses.
16) Decluttering is a very good idea, but not to the extent that the property looks sterile. The objective is to promote a tidy
and comfortably attractive lifestyle.
17) Add ambient soft lighting around the home so it feels homely and relaxing.
We can advise you whilst at your home if there are any important things that could be changed to attract more buyers.

Amazing aerials

A new part of our service is internal video and external 'Drone' video and photography, providing a higher level of buyer
engagement as it is proven that video encourages more people to look at your property. This is crucial for making certain
properties stand out, but importantly highlights the key features that standard photography does not show, such as gardens,
vicinity, views, etc.

Dusk photographs
We use all forms of photography to always get the best price for you. Dusk photography shows any property in a more
intimate light, giving it a more elegant, classy look.

'

The secrets of how we conduct viewings
We always suggest that we carry out the viewing. We will meet the potential purchaser and take as long as they wish at the property,
making them feel as relaxed as possible.
Often, we get to a property early and flick on some lights and get ready for the viewing. We prefer the owner to be out as the viewers feel
more relaxed talking about any changes they would make.
Before the viewing, here are some ideas:
Make sure that the property is spotless and tidy. Maybe stuff those loose papers in a drawer, and do not leave dirty washing-up in the
kitchen sink.
Make sure that your property smells sweet - forget the old adage about the smell of coffee and baking bread being the key to a
successful house sale. It's far better to air the property well by opening all the windows for half an hour or so. In winter, do this several
hours before your first viewing to give the property a chance to feel cosy again. Add fresh flowers and maybe a lovely soft scented
candle.
Make sure that the windows are clean. Make an appointment with the window cleaner before the first property viewing. There is nothing
that makes a property look grubbier than dirty windows, especially on sunny winter days when the angle of the sun is low and light shines
directly through south and west-facing windows.
Remove all pets - potential house buyers are not necessarily charmed by a peacefully dozing cat, or boisterous, barking dog. Make plans
to remove them during property viewings.
For second viewings, we like the owner to also be there to give answers to any questions only they would know.

Feedback after the viewing
Feedback is such an important part of addressing any negatives that can be overcome. We don't settle for "I didn't like it". We want
to know why. Maybe it's because next door is a bomb site - but if we know next door is moving out next week, then we can address that
concern. There are many like this and we dig deep to get the honest truth. Some viewers may feel the price is too high, but we ask them
how much they feel it's worth. We give full, non-sugar coated feedback from every viewing. We make sure we dig as deep as we can to
find out what people really think - giving us the opportunity to counter any misconceptions on your behalf.
A member of our staff will visit your property, so any questions from buyers can be answered and feedback can be understood from our
offices.
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Boards - it's the owner's choice whether to
have more enqu1r1es...
Why we recommend having a board:
1.

Advertising your home "For Sale" 24 hours a day, 7 days a week, even when the estate agent is closed.

2. Buyers do tour a broad area, often just cruising around looking for boards, even at the end of cul-de-sacs! People drive
round the areas they like, then ring the agents about the boards they see; the ones without boards are presumed not to be
on the market.
3. Some people say "I always liked that property but had no inclination to move until I saw the board. I never look in the
papers or internet because I am not actively looking. If I had not seen the board I wouldn't have bought it."
4. Neighbours, tradesman and others have a habit of telling others who might be interested. Many of your neighbours know
friends or relatives that may want to move to the area; the board will alert them and they will tell the person looking.
5. Someone may view another property around the corner from you, see your board, then view and offer on yours.
6. The more people who know your property is on the market, the more viewings you will have. More viewings equals more
offers, more offers equals a better chance of a higher offer.
7. When a sale is agreed, we often get other enquiries from the board, asking to be notified if there is a hitch with the
current sale. We keep a list of people on file to call if this happens.
8. If someone wants to look at the inside, chances are they will have already decided that they like the outside. If they
enquire from the board, they are happy with the outside/the area/the neighbouring properties/the road noise etc.
9. Not wanting the neighbours to know you are on the market is not a reason to have a board. Neighbours soon find out
when they see people looking at your property from the outside holding property particulars.
Boards definitely help to sell a property quicker and get a better price, but it is always up to you, the owner, whether you
want a board or not. If you want the maximum level of enquiries, viewings and offers then make sure you have a board.
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Accepting an offer & agreeing a sale
Some agents get an offer and recommend the owner takes it straight away. Do you feel that is working for our client, the seller?
Any offer we get, we first check their position - are they a cash buyer with nothing to sell? We need concrete proof. Are they
needing a mortgage and with a long chain behind them? Again, we check all this out very thoroughly before we even present
an offer to you. There is nothing worse than getting excited about a sale, for it all to fall through.
With any offer we only work for one person - you, the seller.
What's the best offer? It depends on amount, position and time scales. Cash buyers may feel they are king, but if two offers
come in - a cash buyer offering £410,000 and a buyer selling a property who also needs a mortgage at £414,000, we will get
the whole picture and advise you, but you decide. A good agent should always check an offer and the person making the offer's
complete financial proposal and mortgage details, as well as getting all the information about the whole chain behind them and
timescales. We weigh it all up, advise you and chat it all through with you.
Once you receive an offer, we do not stop there. Not only do we help you with the mountain of legal paperwork, we take on the
tough job of chasing and influencing any buyers, sellers, solicitors, mortgage brokers as necessary to make sure your property
sale completes - and on time. Until that point arrives, we will update you weekly so you know things are in-hand.
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Congratulations, you've accepted an offer!
You will receive confirmation of this in writing from us with a
'sales memorandum'; this sets out the details of your buyer and
the agreed sale.

Instructing a solicitor

You really need to instruct a solicitor, or maybe a licensed
conveyancer to deal with all the legal work on any sale or
purchase. You can choose whoever you wish but, as with most
things in life, you get what you pay for. There are online
conveyancers, many of which are fine until something goes
wrong. Many of them utilise junior staff to process the work like
a factory.

Your estate agent will be able to discuss local solicitors with you,
and advise you about the speed they work at.
Many people do not realise at all that an extremely important
role an estate agent perms for you is sales progression - at
least weekly we call both your solicitor and your buyers to check
what is outstanding and what needs chasing up. We then can
give you weekly updates on the sale of your home. Some
agents fall down on this and a sale can fall apart if matters are
not pushed along.

Selling a property - what the solicitor does
Stage oneAgreement of sale

Once the sale has been agreed, your solicitor will:

• Obtain your title deeds and ask you to fill in a detailed
information form (we can help you with this).
• Prepare and send out a package of legal information and a
contract for sale to your buyer's solicitor.
• Request a settlement figure for your mortgage and any other
secured loans.
• Answer the many enquiries and questions from your buyer's
solicitor.
• Liaise with all relevant parties and negotiate a date for moving
('completion').
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Stage twoExchange of contracts

Once contracts have been exchanged, your solicitor will:
• Receive the deposit as a down-payment.
• Organise final accounts and prepare a final settlement for your
approval.
• Collect any balance of funds required.
• Approve the deed of transfer and arrange for you to sign it.

Stage threeCompletion
Upon completion, your solicitor will:
• Pay off the mortgage and notify Land Registry.
• Hand over the deeds and send any balance of money to
you.

Exchange of contracts
This is the stage at which a property sale becomes legally binding on both sides. From this point on there can be no changes
to the conditions of the sale, including the price, without the other person's agreement. Neither you nor the seller can pull out.
If you pull out of the sale at this point, you lose your deposit. If the seller pulls out for any reason, you can sue them.
A completion date is often agreed at least two weeks from the day after exchange of contracts, to give both parties plenty of
time to move. However, you can arrange to simultaneously exchange and complete on your property, or have a longer time
between exchange and completion, if your buyer and the whole chain is happy with this.

Completion
You become the legal owner of a property on an agreed date. This is usually no more than a month after the contracts have
been exchanged. This is when the money for the sale is given to the seller and you pay for any outstanding costs involved in
the purchase.
Usually, the seller's estate agent will release the keys to your new home once the solicitor acting for their client has given
authorisation to do so.

Preparing for moving day
We always recommend sellers not to do anything about packing until contracts have been exchanged. If you are concerned
that you need more time between exchange and completion, this needs to be addressed before exchange.

Moving day tips
• Use a good removal firm - seek recommendations from friends or get removal quotes from your agent. Look for members of
the British Association of Removers, who operate a strict code of conduct.
• If possible, try to stagger moving days so you don't have to do everything all in one day.
• This can also give you time to do any essential work to the new property, such as carpet cleaning or any decorating that
needs to be done before all your belongings arrive.
• Try to avoid Mondays and Fridays, which are the busiest days on the roads.
• Save time and cost by doing some of the packing yourself.
• Check out the best value utility contracts for your new property well in advance and read the meters in both properties on
moving day.
• Redirect post well beforehand - this is especially essential to protect yourself from identity theft
• If your new place has any appliances left behind, download the instruction manuals from the manufacturer's website.

Enjoy your new home.

25

Doctors, dentist, opticians
Post Office - mail redirect

This guide only touches the surface of the whole process. There are so many things to consider and that's why we're at
your side throughout the whole process. Some of the team have over 25 years' experience, so we know our onions - saying
that, we never stop learning.
When you are ready to move, we would love to help you. Your satisfaction is our goal.
If you have any questions, no matter how trivial, do get in touch our team would love to chat with you.
Please let us know your thoughts on this guide and any improvements we can make for the next issue.
Even when you have moved in and need some ideas on improving the value of your new home, we would love to pop
round and share our expertise with you.

