
1



2



3

FEATURES

Moving up the ranks – 3 levels of deal
Three different levels, three different strategies, three 
very profitable deals

Rant

Your Property Project – 
From HMO to SA … and back again!
How an investor rescued the project after missing the 
deadline on a student HMO

BEGINNERS

Start of a tenancy – the essentials

Inside rent-to-rent

Richard Brown’s Horror stories

DEVELOPMENT & REFURB

Appraising a property

INVESTING

The year the world ended

Market analysis

Your HMO Q&A

FINANCE

Tax
Autumn 2018 Budget update on Private Residence 
Relief and Private Lettings Relief

Mortgage market review

LANDLORD

Legislation update

Successfully reclaiming tenant deposits

Unhealthy homes could cause decrease 
in rents

EDUCATION

Start as you mean to go on

How to make 2019 the year that changes 
everything for you

3 things to do before you set your 2019 goals

Are you a S.M.A.R.T. investor?

How to measure property returns

Do property retreats really work?

Raj Beri’s book review

Do you need a coach or mentor in 2019?
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When it comes to property, get 
yourself off to a good start this 
year by making clear, concise 
plans. Succeeding in property 
is in large part down to having 
a clear goal, a good reason for 
achieving it to keep you going, 
and breaking that goal down into 
manageable actions so that you 
can make small steps every day.

Of course, all of that is easy to say. 
Actually creating the plan, let alone 
having the commitment to follow it, is 
another thing altogether. But it’s one 
of the most important things that you 
can do to boost your chances of 
success. So this month, several of 
our regular columnists have written 
articles to help you plan your year. 
They talk not just about setting 
goals, but also about the level of 
commitment you need, why you 
should review what you’ve achieved 
so far, and what resources and 
support you might need. Turn to 
the extra-special education section 
now to start planning!

For inspiration, regardless of where 
you are in property right now, all you 
need to do is turn the page for a 
feature on entry level, mid-range and 
great big deals. The investors who 
appear in these articles each use very 
different approaches and strategies, 
but their bang-up-to-date case studies 
show that there are still plenty of ways 
to profit from property in the current 
market. Despite the current political 
turmoil over Brexit …

Yet again, we are in uncertain times. 
Who knows what will happen next? 
So more than ever, it is important 
to be well-informed about property. 
Read, educate yourself about 
strategies and regulations, get good 
people around you and focus on 
your goals to succeed in property.

Wishing you a very happy and 
prosperous 2019!
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Property investors come in all 
shapes and sizes, but we all have 
a similar dream – to make money 
from property. Sounds simple 
when you say it like that, but 
we all know it can be a lot more 
complicated than that in reality. 

With so many different strategies and 
types of deals to choose from, it can 
sometimes be tough to decide where to 
go next and which strategy to follow to 
get the best returns. Some people stick 
with one strategy and become experts 
in it, changing and adapting with the 
market, while others incorporate several 
strategies at the same time, with the aim 
of getting multiple streams of income 
and improving their monthly cash flow. 

Each investor approaches it in a 
different way, but what we all have in 
common is our desire and drive to make 
it work, a lot of hard graft and oodles of 
perseverance. However, how you choose 
to do it is up to you, but just do it!

This month we look at three different 
strategies and three different levels of 
deal – entry level, mid-range and 

six-figure. We begin with an 
accountant- turned-property investor, 
who started doing single lets, then 
progressed gradually into development. 
His latest projects  include a three-flat 
conversion and a listed office building 
conversion. 

We then meet a couple who are  
redesigning Swansea’s hospitality  
industry, with their contemporary  
guesthouses and innovative way to 
increase revenue streams using local 
businesses.

We conclude with an investor/ 
developer who, after smashing his 
targets on Simon Zutshi’s mastermind, 
is now working on developing multi-unit 
schemes in emerging areas in London. 
His current development has it all –  
innovative design and fabrication, as 
well as being 100% energy efficient.  

While all three are very different, it’s 
interesting to see the similarities  
between these different approaches  
and strategies, how each system  
works and how much time is needed  
to spend on each strategy. 

Paul Stock
Making big bucks from entry 
level (and bigger …) deals

Lloyd Smith
How mid-range deals in the hospitality 
sector led to business success

Damien Jourquin
A multi-use development that’s 100% energy 
efficient and stands to make £1.8 million profit

Moving up 
the ranks  

A few of the things I’ve taken:

• Be picky about the deals you go for. Not 
all properties out there stack up and it’s 
better to wait for the right one than jump 
on the first one you see.

• Planning is where the money is.   
Understand this and you can make  
big bucks. 

• Always look for scope for multiple exits 
to increase your certainty of making the 
deal profitable.

• Profitability increases when you have  
multiple revenue streams.

The way I see it, every deal and every new 
project is a chance to up your game, challenge 
yourself and improve your processes along the 
way. And of course, making more profit, which is 
what we’re all in this for anyway. 

I’ve been inspired by these three investors.  
I hope you will be too. 

Happy deal hunting,

Heidi
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aul Stock has made the move 
from a professional career as an 
accountant, to now doing property 

developments. Remarkably, he’s made 
this transition in only a few short years 
after initially starting with single lets. 

YPN: Tell us more about your professional 
background.

Paul: Following a degree in business and 
finance, I qualified as an accountant in 
2002 and built up quite a large accounting 
practice, with around 600 clients. In the first 
year of trading, we literally went from no 
clients to over 200 due to extensive 
marketing. However, within about two 
years, I had to take a step back as I was too 
exhausted. Being the principal accountant 
meant that everybody wanted to speak to 
me, so I couldn’t really grow the business. 
Eventually, it got to a point where I wasn’t 
really enjoying what I was doing so I sold 
most of the business in 2009. 

The business had been very time-
consuming so after the sale, I was able to 
spend more time with my six children and 
enjoy life a bit more. I’ve still got around 
100 clients but I probably spend less 
than a month per year servicing their 
requirements.

Many of the clients I work with seem to 
be involved in the construction 
business, eg developers, architects. 

I therefore gathered a huge amount of 
information along the way, which has 
moved my property development 
business forward. It’s probably one 
reason why I have been quite 
successful so far.

YPN: What about getting that initial 
exposure to property – when did 
that start?

Paul: I learnt pretty quickly that out of my 
top ten clients, nine made all their money 
from property. I had one developer client 
who had about £10m worth of property. He 
was around 70 years old, had always been 
in property and absolutely loved what he did 
day-to-day, so he was an inspiration.

In contrast, my own role as an accountant 
was limited and not much fun! Seeing all 
these clients making a lot more money than 
I did and seeing them educating themselves 
using resources like YPN made me think 
that there must be easier ways to make 
money than accounting. I found the whole 
property side of things fascinating, so it was 
a natural progression for me. 

YPN: When you started investing in 
property, what criteria did you look for in 
your first few deals?

Paul: I bought my first property in 2015, but 
it was a very challenging and difficult time 
having six children and trying to keep 
everything going, including my own
accountancy practice. They’re now at 
school, so I’ve got more time to devote to 
property development. The first property 
was in Kent and I purchased it for £102,000. 
Being an accountant means that I keep a 
keen eye on the costs and I managed to 
get all the refurbishment done for less than 
£3,000 including plastering, carpets, 
decorating and other minor works. The 
property was remortgaged to recycle the 
capital. It’s probably worth around £180,000 
now, so lots of equity in that particular deal. 
Using this process, we bought another 
three properties in the same year.

One purchase for £120,000 is now worth 
around £190,000 and rents for £850 pcm, 
with mortgage interest around £250 pcm.

Interview & words Raj Beri

Start at the 
Beginning
Making Big Bucks from Entry 
Level (and Bigger …) Deals
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We looked to achieve two things:

1. A 100% return on the mortgage costs 
– ie, if the rent is around £850pcm, the 
mortgage interest must be well under 
£425 pcm to make it worthwhile

2.	 Recycle	our	capital	through	refinance.

To be honest, I’d rather wait to find the right 
property than buy something that ties up 
all my capital. I do have one flat that was 
purchased for £80,000 and is now worth 
£110,000, but I haven’t recycled my capital 
yet. I always reinvest ALL the refinanced 
money, which is why I’ve managed to scale 
the business quite quickly.

I’ve sourced pretty much everything through 
agents but I’m really, really fussy about what 
we buy. Over the years, we have probably 
seen over a thousand properties to find the 
right ones which stack. Normally, we get a 
lot more back than we’ve actually put in 
because we bought it significantly under-
value. For example, we bought one for 
£80,000 with a £7,000 refurbishment spend, 
and I’ve recently had it remortgaged at a 
value of £140,000.

I look for motivated sellers and properties 
that other people don’t want. The single 
lets have often been bought via a bridging 
loan then refinanced onto a BTL product six 
months later. Investors need to ensure that 
the properties are well and truly under value 
and that you can add value as cost-
effectively as possible to offset the cost 
of bridging/paying investors.

YPN: Your son is also involved in the 
business so perhaps he could share 
what his role is?

Ollie: I joined the business in 2016 as a 
development site analyst. My dad would find 
the sites and I’d analyse their potential. I met 
a town planner when we were on site and he 
told me what he did, which I thought was a 
brilliant job, so that’s what I’ve always 
wanted to do. I‘m currently on a great 
course in Chichester – it’s a two-year course 
followed by three years of work and you 
then become an associate member of the 
RTPI (Royal Town Planning Institute) or you 
can do the degree and go onto become a 
chartered town planner, which is what I am 
hoping to become (don’t tell Dad, but I’m 
hoping to get the free education via him, then 
ditch him!).

It’s quite amazing what you can do with a 
little bit of planning. Our project in Surrey, for 
example, was about worth about £500,000 
without planning, but with planning, it was 
worth £900,000. (Paul: Planning is where 
the money is. It is very difficult to make 100% 
profit if it’s a single let; if you’re lucky you’ll 
achieve 15%-20% profit so planning gain is 
how we make big profits.) 

Purchase price: £175,000

Current valuation £400,000+ 
(two agents): 

Planning and legal costs: £1,250

Soundproofing: £3,500

Fireproofing: £2,750

New utilities: £3,900

Thermal upgrading: £2,700

Plastering: £1,000

Central heating: £3,000

Decorating: £2,200

Other costs: £7,000

Interest: £10,000

Electrics: £3,000

Bathrooms: £4,000

Kitchens: £3,750

Total costs: £48,050

Estimated profit (approx.): £176,950

CASE STUDY 1 Three flats, Kent
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AFTER

Purchase price: £120,000

Current valuation £425,000+ 
(two agents): 

Interest: £12,000

Central heating: £3,200

Legal fees: £3,000

Carpet: £2,400

Planning fees: £1,800

Decorating: £1,000

General building work: £2,400

Electrics: £1,400

Bathrooms: £3,200

Kitchen: £3,000

Other costs: £6,000

Total costs: £39,400

Estimated profit (approx): £265,600

CASE STUDY 2
St James House

BEFORE
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YPN: What prompted you to move into 
development rather than more single lets 
or better cashflow via HMOs?

Paul: We did single lets to learn about 
sourcing, refurbishing/project management 
and refinancing properties. The plan was 
always to go into development, because I 
knew there would be a lot more money in it. 
Having looked at YPN and seeing some of 
the returns people were making, we always 
knew we would focus on the planning 
aspects of development. With single lets, we 
were probably making 25% gains through 
recycling our cash, but with Brexit looming, 
all it takes is a 10% drop in prices and you 
could be working for nothing. Even if it takes 
us a year, we’d rather find a really good 
development site than focus on more single 
lets. (Raj: Thanks for giving YPN so many 
unscripted plugs!)

With the development strategy, we’ll be 
earning close to £300,000 on our last 
project, St James House. You don’t always 
have to spend huge amounts of money on 
the plot or the works. The last project was 
purchased for £120,000, we spent around 
£40,000 on it and it’s now worth around 
£425,000-£450,000. So, they can be low- 
value sites but you’ve got to become really, 
really fussy about choosing the right sites. 
This can take a huge amount of time, but 
they are out there.

YPN: How did you increase your own 
knowledge about property development?

Paul: I have not had any formal training 
but we regularly attend pin meetings and 
we’ve watched a lot of YouTube videos on 
planning from people like Jon McDermott, 
and of course we have our own planning 
consultant. We have developed a procedure 
that entails a huge amount of upfront due 
diligence, leading to about 90% certainty 
about a particular site. Because I am very 
risk averse, I generally have many exit 
strategies. We could have turned St James 
House into four or five flats, serviced 
accommodation, an HMO, or kept it as 
a commercial unit or sold it on.

My approach has taken hard work to find 
100% profit deals and I’ve probably lost quite 
a few deals because I analyse, probably 
over-analyse, everything to death. 
Development doesn’t have to be 
associated with a huge amount 
of development work though. 
I bought my first development 
project for £175,000 at auction 

and it was revalued six months later for 
£350,000 – I spent about £3,000 on carpets, 
decorating and moving a few walls around, 
and applying for planning for a change 
of use.

I have progressed gradually in development, 
moving on from the first project to a three-
flat conversion and then into a listed office 
building. 

With regard to getting a reliable power team 
together, such as builders, I believe you can 
tell pretty quickly what people are like. We 
use the “My Builder” portal to find builders 
and get three-four quotes – you can 
normally tell who to trust, so it’s a matter of 
building a good team of people you can 
get on with, and being cost-effective at the 
same time. At the moment, I tend to 
project manage, although I’m moving over 
to main contractors. So far, I have managed 
to keep costs quite low because I’m just 
bringing in sub-contractors for a day. With 
main contractors, there will be a lot more 
cost involved as they’ve got their margin. 
Mindful of costs, I’ve tried to only focus on 
things which really need doing.

YPN: With respect to property 
development, how do you decide on the 
“what” and the “where”?

Paul: To date, we’ve gone for anything that 
gets around 100% profit: we’re looking at 
splitting a terraced house into two; we’ve 
done listed buildings, we’ve completed 
commercial to residential and we’re also 
looking at new builds. Most of our 
developments are currently commercial 
to residential and we’re also looking at 
property options as a way to secure deals. 

We’ve been offered an option on nine 
apartments in Surrey, which we’re 
negotiating on at the moment. 

Geographically, we try to stay within an 
hour and a half of where we live to allow for 
easier management, both in terms of the 
development and ongoing lettings 
management. If the figures stacked, we 
might look further afield, but at the moment, 
we tend to stay where we actually know the 
markets, the trades and where we know 
what the build costs are going to be.

In terms of getting potential deals, I get 
offered deals from architect clients and 
from agents, but we rely mainly on our own 
sourcing activities including Rightmove, 
Zoopla, Google streets and auctions; with his 
background in town planning, Ollie knows 
what we can get on a particular site.

We are generating around 50 leads per week 
of which maybe one or two will be suitable. 
We would be interested in speaking to 
sourcers, but quite often it’s a little bit too 
late as everybody’s got their margin and 
often, the profits have already been taken 
so we’d rather approach landowners or 
commercial building owners directly.

Another source of deals is planning 
committee meetings to try and find out what 
type of builds the local council are actually 
looking for; quite often they know about 
different sites in the area. We know pretty 
quickly if there’s some development value in 
a particular site. The challenge with 
commercial to residential is that it’s open 
to so many different planning permission 
criteria so it’s important to be to really 
systemised with due diligence.

YPN: On several occasions, you have 
mentioned the importance of acquiring 
planning knowledge – perhaps you could 
elaborate?

Paul: Planning is definitely the key to 
property developments and I think that 
the easiest way of making large profits is 
through planning gain. It helps add value and 
make a deal stack up. So for our business, 

“For each project, 
I have stepped up 

and tried to 
challenge myself 

to undertake more 
profitable projects.”
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it’s absolutely the key, ie without planning 
knowledge, we just wouldn’t know what we 
were looking at.

We’re obsessive about planning so spend 
two days a week educating ourselves on 
planning through YouTube or reading 
planning books. As an example of 
applying our knowledge, we have a project in 
Surrey, which was a three-bedroom terrace 
house. We extended it to make a five-
bedroom house and then applied to split it 
to a three-bedroom house and a two-
bedroom house. It was turned down at 
planning, so we took it to appeal. They 
turned it down again at appeal, but only on 
a solar panel issue and they’ve told us that 
with the right energy performance 
information, they will approve it.

St James House in Kent is one that’s been 
finished – it is a Grade II listed building 
which was purchased for a ridiculously low 
price of £120,000, partly because the vendor 
had been messed about on a previous sale, 
so they were really motivated. There was a 
dispute over the car park at the back, which 
had been used by one of the neighbours 
for the last 20 years, but we were able to 
break that agreement legally to make the 
acquisition more watertight. We then had 
the amenity space to turn it into a 
residential property – without that we 
would have struggled to create a residential 
property. 

YPN: What about your own business – 
where is it heading? 

Paul: There are parts of the business that 
we love doing and other bits we absolutely 
hate, eg administration, so we’re trying to 
automate the whole business. An IT expert 
is putting together a more automated 
system to create a database to help us keep 
track of the lists of potential properties we 
evaluate; the system will also automatically 
send out a letter every month to land owners 
to indicate our interest in their site. It will 
also include the invoicing, project planning, 
property comparables, CDM, timesheets, 
materials used, suppliers and what they 
charge, health and safety, etc.

This level of automation will give us more 
time to look at sites and look for investors. 
Our plans are to expand the pipeline and 
we’ll consider anything that meets our 
investment criteria – we are hoping to
expand from the two/three projects we 
currently have at one time to around ten. 
One way we’ll achieve that is to have more 
investors and more JV partners on board. 

YPN: What tips can you offer readers from 
your experience?

Paul: Due diligence: Being very fussy, we 
look at hundreds of sites and we do a huge 
amount of due diligence. We are perfectly 

happy to spend a month undertaking 
detailed analysis of a site. If we don’t think 
we can generate a 100% return through 
recycling (remortgage), we just walk away 
as it’s too much risk for us.

Planning-wise, we make sure that we know 
exactly what we’re getting. We also make 
sure we have multiple exit strategies, and 
ideally we want to secure our return within 
six months to move onto the next project. 
We wouldn’t want to buy a pub and not be 
able to convert it as this would tie up our 
capital for the next few years. For the flats, 
we didn’t quite get 100% return but it was 
pretty close; we were on site a lot on this 
project, learning how to project manage so 
that in the future we know how long things 
take and builders don’t rip us off!

Working with investors: To date, we’ve only 
worked with investors who are friends and 
family. We’ve found it important to look after 
the investors, eg we do monthly progress 
reports and we also try to educate our 
investors. So if they want to invest with us, 
they’re welcome to visit the sites whenever 
they want to. We actually try and help them 
start doing their own developments by 
teaching them about planning, finance and 
project management if that’s what they’re 
interested in. We pay them a decent return 
on their investment and offer various forms 
of security. 

Creating systems: It is an expensive thing
to do initially but longer term, so would 
employing a full-time person. A lot of the 
process can be automated and linked
together. Because of my accountancy 
background, our bespoke system also 
calculates quite a few of the financial 
parameters which helps reduce risk. With 
robust systems and processes, anybody 
should be able to pick up a file and start 
doing one of those jobs. 

Adding value through planning gain: Look 
for any unused buildings of a good size or 
for properties that have been on the market 

for quite a while; the vendor might be more 
motivated or open to an option. Look for an 
adverse history, or perhaps it’s been turned 
down in the past for planning. It’s a case of 
developing planning knowledge and having 
a really good planning consultant as well.

The knowledge and expertise builds up 
slowly through education and then doing a 
simple development project. I would also 
suggest that you attend planning committee 
meetings, as you’ll uncover a huge amount 
of information, eg what the planning 
committee are looking for or what the 
planning policy is.

Exit strategies: I want to be 100% certain, 
so probably lose many potential deals. To 
date, we’ve kept every one of the properties 
we’ve developed. Although St James House 
is currently on the market, I’m re-mortgaging 
it to hold as a BTL because the sales market 
seems to be slowing at the moment,
probably due to Brexit. Serviced 
accommodation is a possibility but only if 
the BTL route doesn’t work out. 

I still generate income from my accounting 
business, meaning I can plough the 
remortgage funds back into a new 
development. I’d rather have a bit of income 
coming in elsewhere so I can recycle all the 
remortgage money back into buying another 
property. This has allowed me to scale quite 
quickly and probably gives me more scope 
for different exits. 

YPN: What keeps you motivated? 

Paul: Lots of things but mostly having many 
holidays with the children, including six 
weeks’ summer holiday, half-term and end 
of term.

Actually, getting into property has been 
really motivating as I look forward to the 
challenge and wonder how far I can actually 
go. I’ve just ordered Lloyd Girardi’s book and 
I am watching lots of YouTube videos, 
so this all keeps me motivated. It’s also 
motivating to help other people, so if people 
want to get in touch I’d be happy to share 
some of the forms and checklists we use. 
Or they can call me or even visit us on the 
some of the sites we are working on and we 
can explain what we do.

“Getting into property 
has been really motivating 

as I look forward to the 
challenge and wonder how 

far I can actually go.”

Website: www.propertydeveloping.com

Email: info@PropertyDeveloping.com

Mobile: 07957 989890

LinkedIn: Property Developing Limited

Click here to 
download the audio 
for this article

https://www.yourpropertynetwork.co.uk/club/audio-ypn
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Interview & words: Heidi Moment

The Biggie
£1.8 million profit 
Damien Jourquin 

One strategy at a time
I started my property journey in 2012 buying 
a studio flat at auction and turning it into a 
one-bed. After that, I progressed on to houses, 
then pubs and offices, utilising the permitted 
development relaxation to convert offices to 
residential without planning permission. I used 
that model for a couple of years, converting 
four offices into just over 100 flats. 

I was one of the top five performers on Simon 
Zutshi’s Mastermind Programme in 2013-2014 
reaching a portfolio of £19.8 million across a 
number of projects. Since then I’ve decided 
to up my game again, this time joining forces 
with one of my investors, Tina Riby-Williams.

“Multi-unit schemes 
in emerging areas”

Current strategy
The primary focus of our company, P2P 
Residential, is multi-unit schemes in emerging 
areas. We find this strategy best fits our 
criteria of maximising profitability while 
minimising risks. 

Profitability is maximised because we buy 
below market value and we sell to ordinary 
working people and first time buyers, all of 
whom are currently priced out of some parts 
of London but are still looking for quality
properties. The demand is high and we aim
to fill that gap.

Risks are minimised because this is the 
largest section of the market so sales are
easily achievable if priced appropriately.

Our key performance indicator for all projects 
is the profit on cost (POC). We usually target a 
minimum of 25% POC and most of our 
projects take between 18 and 36 months 
to complete.

When finding money from investors there 
are two elements we address – risk 
mitigation and profit maximisation. 

Everybody wants to maximise profit, 
obviously, but to us risk mitigation is the 
most important element. My background 
is in finance, so I’m used to assessing 
business cases and working hard to 
mitigate every single risk. As a result, at 
P2P Residential we’ve put together some 
very strong packs where we address every 
potential risk. Investors can relate to this, 
and they understand that we are on the 
same page.

We mitigate against these risks:

• Business risk – The risk that the  
project doesn’t represent a good  
business	case.	We	look	at	the	GDV,	
profit	on	cost,	etc	as	the	deal	has	to	
stack	up	in	its	own	right.

• Planning risk – We work closely with  
planning consultants to understand the 
local policies, national policies and   
precedents in terms of planning and  
location.	

• Construction risk  – This is a biggie as 
construction costs can spiral very  
easily.	We	work	with	very	good		
contractors and we try to nail the  
build	cost	very	early	on.

• Operational risk – We have strong   
processes, systems and key people  
in	place.	We	also	have	good	Plan	Bs,	
so when people are not here or certain 
systems are not operational, we know 
our	business	can	run	as	normal.

• Revenue risk – We mitigate against 
GDV	going	down	or	cost	going	up,	as	
well	as	managing	cash	flow.	

• Liquidity risk –	Managing	cash	flow	
throughout	the	build.	For	example,		
charging a development 

	 management	fee.	

• Legal risk – We have a very strong  
legal team, who deal with all the  
conveyancing	and	contracts.	

•	 External	risk – Risks of natural disaster, 
which obviously is very unlikely, but you 
have	to	consider	it.	

“During the last crash 
London prices went 
down by 20% – we
factor that into our

appraisals” 

SYSTEMATIC RISKS 

• Market risk –	Market	values,	inflation,	
interest	rates.	We’ve	spent	a	lot	of	time	
looking at previous market crashes 
in the ‘90s and the most recent in 
2007.	We’ve	compiled	and	analysed	
data	from	the	Nationwide	Index	in	the	
UK	and	in	London	since	1973.	We’ve	
found that during the last two crashes, 
the market in London went down by 
20%	over	a	six-quarter	period,	which	
is	18	months.	We	factor	that	into	our	
appraisal so we know that once the 
project is completed, if the market was 
to crash by 20%, we would still be able 
to	survive	and	thrive.	

• Political risk – This is pretty relevant at 
the	moment	because	of	Brexit.	We	

 also look at regulation and zoning,  
otherwise called the unitary 

 development plan, which is when the 
council have a special use allocated

	 for	a	specific	location.	

•	 Tax	risk	–	Tax	is	very	relevant	in	
 property, so we need to have really 

good	tax	advisors.	
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THE PROPERTY

The King’s Arms pub in Woolwich. A fairly 
famous London pub – one of the last to 
be bombed by the IRA in 1974 and one of 
the first to appear on the London Marathon 
route, so it’s on TV every year (and yes, we 
have taken advantage of the advertising 
opportunities!).

The family of publicans who owned it hadn’t 
quite adjusted to the gastropub culture and 
their pubs were not running very well. Some 
of them had even closed down. After much 
searching we got in touch with the owner 
and after about a year, we finally closed 
the deal. 

PLANNING

The pub is a bit of an eyesore in the area. It’s 
a corner plot, so is quite prominent. It has a 
very decent footprint with the car park and 
beer garden, so the idea was to demolish 
the building and recreate a much better 
aesthetically designed building, with a better 
use of the land. So, we went for a new build 
scheme for residential above, a replacement 
pub across basement and ground floor and 
some associated parking spaces as well.

PLENTY OF HURDLES TO JUMP

There was a lot of backwards and forwards 
with the council, but we stayed positive. 
We’d done a lot of due diligence and risk 
mitigation at the start so we knew there 
were no objections that could stop us from 
getting planning, but we didn’t know exactly 
what we’d get until we put the application in. 

“The planning process 
took 9 months and 

cost £100,000”

After 9 long months, we managed to 
secure full planning consent for 19 flats – 
10 one-beds, five two-beds, four three-
beds, nine parking spaces, and 3,600 
square feet of commercial. We were 
originally aiming for between 18 and 21 
units, so we were pretty happy with that.

The biggest hurdle was the pub. The 
council wanted to retain the pub for political 
reasons, but we found out through the 
planning process that the local residents 
don’t actually want a pub in the area. So 
we’re considering changing the use of the 
unit from commercial to retail, which will 
mean going through planning again. This 
is something we will look into once the 
development is underway.

“One-beds and two-beds 
are easier to sell, and 
you can fit more in” 

London-based developments

Both Tina and I are based in London, so we wanted 
to work on a project in London, where we could be 
hands-on. It took us a long time to find this one, as 
we didn’t just want to jump on any deal – it had to 
meet our criteria and risk profile. We wanted a deal 
that we were fully comfortable with, because we have
to put the interests of our lenders or investors first.

The market has been quite hot over the last few years – prices keep going up and vendors 
are asking unrealistic price values for their sites. It’s been incredible. Out of 100 sites we 
looked at, there was only a handful that actually stacked up!

CASE STUDY THE KING’S ARMS

Marathon advertising on the pub

Flat layout



Another hurdle was the family units. Initially, 
the council wanted 40% of the building to 
be three-beds, which didn’t work for us. 
They also wanted 35% of the scheme to be 
affordable and shared ownership. With the 
Section 106 contributions and CIL payments 
on top of that we were set to make no profit. 
Not content with that, we entered into 
negotiations and through our viability
consultant we managed to find a 
compromise that worked for us all. We 
now have 10% affordable, split as one 
shared ownership one-bed flat and one 
three-bed flat, which will be socially rented. 

CREATING A GREAT PLACE TO LIVE

The aim is to create flats that are great 
quality, whilst also being affordable for 
many different markets, including young 
professionals, families and buy-to-lets 

investors. We’re not going high-end as it may 
mean pricing out our target market. Instead, 
we’re trying to address the housing need in 
the UK in a way that’s efficient and ethical.

We are creating a great place to live, with 
all the following amenities:

•	 Large	flats: 1-beds: up to 53 sqm, 
2-beds:	up to 76 sqm, 3-beds: up to   
81 sqm

•	 Open-plan	flats	with	no	corridor,		
providing a lot more space and light

• Aesthetically pleasing design, with  
intelligently utilised space 

•	 Quality	materials	and	excellent	finishes
• Modern but affordable technology within 

the	flats

• Terrace	or	balcony	for	each	flat

• Lift

• Large communal gardens with terrace 
and	decking	for	all	the	residents	to	use.

Our biggest competitor in the area is 
Berkeley Homes, who are currently doing 
a riverside development called Royal 
Woolwich Arsenal Riverside. The flats are 
absolutely stunning and we are working 
hard to achieve the same standard at a 
lower cost. We haven’t decided whether 
we’ll furnish the flats yet, but we will 
definitely have a show flat to show 
prospective buyers.

“The development is 
100% energy efficient”

GREEN ENERGY

We’ve worked very closely with our architect, 
Bowman Riley, an award-winning architect 
practice from Leeds, to create a landmark 
corner building, which is innovative in terms 
of design and fabrication. When it’s finished 
it will provide a striking addition to the street 
scene. 

We also want to be at the forefront of green 
technology and we’re trying to create 
something that’s fully energy-efficient. 
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We’ve introduced:

• Solar panels

• Mechanical heat recovery 

• Rain water harvesting

• Electric car charging facilities

• Consideration of overheating and  
delivering high air quality in the area 

•	 Green roof to allow for rainwater  
collecting and harvesting and attracting 
biodiversity.	

“We’re going above 
and beyond to create 

something that’s really 
quite special”

It’s not just about selling the flats. We want 
to create a legacy. We want to build a strong 
reputation and provide homes for our clients 
to live happily in.

SALE PRICES

•	 1-beds:		 £375,000 to £400,000

•	 2-beds:		 £475,000 to £500,000

•	 3-beds:		 £500,000 to £525,000

We’re in the process of registering for the 
Help to Buy scheme, which will mean 
someone with an £18,750 deposit will be 
able to buy a one-bed flat and their monthly 
mortgage repayment will be very reasonable.

We’ve already had an offer from someone 
to buy the freehold, which we’re considering, 
but it depends on what happens with the 
government in the near future and if anything 
changes regarding ground rents. If we don’t 
retain any of the units, we’ll probably sell 
everything: the flats, commercial unit, parking 
spaces, as well as the freehold.

THE NUMBERS

Purchase price (incl.	all	costs):  £1.3 million

Planning permission:	 £100,000

Post-planning	valuation:	 £2.4 million 

Refurb	cost:	 £5 million

Finance; £750,000

Sales, marketing and 
operation	costs:		 £350,000

Total costs:		 £7.5 million

Projected end value post 
refurb	(GDV):		 £9.3 million

Projected	Profit:		 £1.8 million

Profit	on	cost	after	finance:		 24% 

We doubled the initial value of the site 
during the 10-month planning process 
planning process, which enabled us to go 
onto a development finance facility, to pay 
for all the construction and associated costs. 
We are raising £6 million with a senior lender 
and about £500,000 with mezzanine finance. 
That’s £6.5 million to deliver this opportunity 
within the next 18 months.

“We increased the value 
of the site by over 

£1 million during the 
9-month planning 

process”
TIMINGS

Purchase:		 3 months

Concept	development:		 3 months

Planning	process:		 12 months

Build	and	sales:		 18 months 

Total	time,	from	start	to	finish:		 3 years
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Email:  damien@p2presidential.com

Facebook:  P2P Residential Limited 

LinkedIn:  P2P Residential Ltd 

Wikipedia:  Kings Arms, Woolwich 

Top Tips
• Be very meticulous. Don’t cut  

corners.	Recheck	everything.	

• Talk to your specialists to get  
everything covered. 

 Contractors, local agents,  
planning consultants,   
architect,	brokers,	solicitors.	

• Have a strong team around 
you that complement    
your	skills.		

• If you go on this journey, 
you’ve got to be 100% sure 
that’s what you want. Because 
there	will	be	problems.	There	
will	be	stress.	There	will	be	
headaches, and you need to 
have	a	very	positive	mindset.	

• Your network is your net 
worth. Talk to people but to the 
right ones because there is a 
fine	line	between	networking	
and	not	working.	

• Read, actively learn and  
educate yourself.

• Try to understand how your  
competitors do things. What 
can you do a little bit different 
that stands out? 

• Have vision, commitment and 
passion.

Profit on cost
We’ve raised all the money for this 
development through lenders – private 
lenders, a bridging lender and a development 
finance lender. Lenders are always interested 
in the profit on cost, a metric used by banks 
to understand how the profit will compare to 
the total cost. The threshold is usually 20% 
profit on cost for a project to be funded.

To calculate this we take the profit, divide it 
by the total cost, and that’s the percentage of 
profit on cost. Simple. 

Funding in chunks
We chose to go with a number of people so 
we could agree better terms. Going with only 
one lender gives him/her more control which 
can make negotiations a little bit more 
difficult. We opted to go with several different 
lenders so we could maintain the control 
and have more power in negotiations.

We raised the first chunk of money through 
private lenders on loan agreements, as well 
as a bridging lender. Two are in the deal until 
the planning phase is complete and one is in 
the deal until the end. The second chunk of 
money will come from development finance. 

Picking good contractors
Choosing contractors is really important. You 
need to understand their history and go and 
see their work. Check what their turnover was 
last year. It’s very important. To tackle a build 
for £5 million, we would prefer a contractor 
who has at least £10 million turnover the 
previous year, as we need to make sure 
that they will be here the whole length of 
the project.
 
Many people want to get their build cost 
down, but the build cost is what it is for a 
reason. If you say to the lender, “We can build 
this for £150 a square foot,” the first question 
the lender’s going to ask is, “Okay, well, what 

if your contractor goes bust? Who’s going 
to step in and deliver it at that cost?” If it’s a 
very special price, then the bank’s quantity 
surveyor won’t accept it. They may want you 
to model your build price at £200 a square 
foot, or £175, but not £150. So you have to be 
mindful about this. It’s not just about reducing 
the build cost and squeezing as much as 
you can. The build cost is what it is and that 
shouldn’t move unless there is a proven track 
record in delivering it at a record low cost.

What’s next for us?
Going into next year, we plan to continue 
doing developments, growing and 
expanding the business and continuing to 
work with our investors and lenders, doing 
projects we are comfortable with that follow 
our tried and tested methodology. 

We’re not going to reinvent the wheel. 
We’ve found a good model and we’re going to 
stick with it. 

Blessed with a 
strong team
I’ve got a great team around 
me, which is important. We’ve 
all done Roger Hamilton’s 
Wealth Dynamics, which helped 
us to understand our strengths 
and weaknesses and roles best 
suited to us. I’m a Star Creator. 
I’m very good at coming up 
with ideas, communicating 
with people, and creating 
opportunities, but I needed 
good people with me to help me 
get this across the line. So, I’ve 
surrounded myself with people 
who complement me, and 
people I can complement 
as well. 

One of them is Tina. She is the 
Chief Operating Officer for P2P 
Residential. She deals with all 
the back-end of the business 
such as day-to-day accounting 
and tax, IT, legals, plus our 
processes and standards. She’s 
the backbone, I would say. 
Tina’s a Mechanic. She’s a 
deep thinker, analytical in her 
approach but she’s sociable 
and I can count on her to bring 
ideas to the table which is an 
asset when networking. 

She has a Masters in 
Engineering and is a
programme test manager 
which basically means she gets 
paid to break things and think of 
new solutions. She has worked 
in various multimillion pound 
IT projects for the Big Four 
consultancy firms within the 
financial services industry and 
she brings this invaluable 
experience to the team. 

Stephen Maskell is our in-house 
project manager and quantity 
surveyor. He’s been a chartered 
surveyor for over 30 years and 
we completely trust him with 
the delivery and construction 
of the site. His last project was 
to deliver a £28 million build 
contract as a QS / PM for a 

student accommodation 
scheme for 200 units in King’s 
Cross. To have that kind of 
quality within the team is a 
blessing.

Then, we have a friend of mine, 
Femi Oladimeji, who used to 
work with me in my last job at 
Deloitte. He looks after all 
marketing, PR, branding and 
social media, which is very 
important nowadays.

My role is to source the 
opportunities, raise the equity, 
structure the debt and put the 
team in place. I’m the main 
borrower so I personally 
guarantee everything we 
borrow, so I assume all the 
liabilities. But that’s ok, it’s 
my baby.

Click here to download 
the audio for this article

https://www.yourpropertynetwork.co.uk/club/audio-ypn
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loyd Smith, and his wife Marta, have 
been investing in property for many 
years. Originally focusing on single 
lets and buy to lets, they created a 

solid model of investment. However, they 
wanted to move forward in their business. 
Some investors may decide to leap into 
development, others into large HMOs. 
But Lloyd and Marta moved into the 
hospitality industry. They now have a 
total of 13 properties, comprising of three 
hotels and ten serviced apartments, in 
and around Swansea. In this article, we’re 
going to have a look at why they made 
this move, and what they have learned 
throughout the process. 

When thinking of boutique hotels, your 
mind might wander off to the weird 
and wonderful. But Lloyd and Marta’s 
brand, Bodacious, is very 
business-orientated. Yet with 
contemporary and traditional 
designs and their tagline being 
not like it used to BnB, it 
immediately suggests that what 
they’re doing is something a little 
bit different from run-of-the-mill 
business accommodation.

Bodacious Beds, although 
technically a B&B, is not your 
average guesthouse. For 
instance, they don’t offer 
breakfast. And their buildings 
are Victorian on the outside but 
modern on the inside, creating a 
sympathetic nod to Swansea’s 
Victorian history while keeping 
the interiors from looking dated.

The 
hospitality 
industry 
The B&B industry is an interesting sector 
at the moment. Many of the buildings are 
dated and old-fashioned. The owner(s) 
tend to live in the basement and have been 
running it by themselves for many decades 
– and are often as tired as the interiors of 
the buildings. A significant proportion of 
them want to retire. It is these properties 
that are Lloyd and Marta’s preferred type of 
guesthouse to purchase and transform into 
their brand. 

Lloyd and Marta entered the hospitality 
industry via serviced apartments. Although 
they still operate six serviced apartments, 

they’ve found that operating single SA 
units are more expensive than a hotel or a 
guesthouse. 

The reasons for this are twofold. The first 
is the capital cost. Buying an apartment is 
more expensive than the comparative cost 
of a single room in a large guesthouse. And 
secondly, the operational costs, both fixed 
and variable, are lower thanks to economies 
of scale. Both of these have an impact on 
profit margins. 

Both serviced apartments and 
guesthouses need bills, TV licences and 
council tax to be paid. A guesthouse has 
these costs divided and absorbed into 
multiple room rates, compared to a serviced 
let where they need to be covered per 
booking. This is the primary reason that 
room rates in hotels or B&Bs are cheaper 
than booking an apartment on a short-term 
basis. 

Changeovers are also cheaper in 
guesthouses, due to the smaller room sizes 
and a distinct lack of kitchen. Lloyd and 
Marta pay only £10 per room. 

It’s important to acknowledge that the hotel 
sector and the serviced accommodation 
apartments are different sides of the coin. 
Although it’s hard to deny that there is a 
profitable opportunity with SA – the high 
number of success stories we feature in 
YPN is testament to that – but Lloyd and 
Marta have realised there is still a market 
and demand for inexpensive single rooms. 
In their experience, these are the quickest-
selling rooms in any of their hotels. 

“If someone is travelling [on business] and 
has a choice between renting a whole 
apartment for £100 or a single room for £40, 
then they will probably choose that single 
room,” Marta explains. 

Stepping Up 
by Switching 
Sectors
How Mid-range Deals in the Hospitality 
Sector Led to Business Success

Interview: Ant Lyons & 
Angharad Owen

Words: Angharad Owen
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The White House Hotel 
Location Nyanza Terrace, Swansea

Purchase price £530,000

Funding method Bridging finance 

Deposit paid £180,000

Amount of funding £350,000

Monthly mortgage 
payment

£4,000

Total money in £180,000

COST OF WORKS
Duration of project 3-month conversion 

Total costs £50,000

Post-works 
valuation

£575,000

Monthly turnover £20,000 - £25,000 

Bridging costs £4,000

Monthly costs £15,205

Net monthly 
cash flow

£9,795

% ROCE 94.023%

Target guests 
Lloyd and Marta attract a wide range of 
guests. There are many tourists visiting 
Swansea, and they advertise their hotels with 
a variety of online travel agents. Swansea 
also has two large universities and major 
teaching hospitals. These attract plenty of 
visitors to the area as well.  

Lloyd and Marta also consider the location 
of their guesthouses to be a contributing fac-
tor to their success. The hotels are in an area 
called the Uplands, coincidentally 
the birthplace of Dylan Thomas. It’s an 
up-and-coming area, and was even voted 
the 14th hippest place to live in the UK in the 
2017 TravelSupermarket Neighbourhood 
Index, and the 2nd in Wales.  

The hotels are located close to the 
universities, hospitals and a monastery. 
As a result, many of their guests are parents 
and friends of students, lecturers, hospital 
staff and bishops. 

“Despite Swansea having 
a relatively seasonal 

tourism trade, Lloyd and 
Marta maintain their 

occupancy throughout 
the year because they 
welcome such a wide 

range of guests.”

Competition 
Although they take the tired B&Bs and 
renovate them to a high standard, Bodacious 
Beds have found their niche somewhere 
between the big-name hotel chains and the 
small, old-fashioned B&Bs. 

How do they differentiate themselves? Marta 
doesn’t want to compete with either market: 
“[The cost] is slightly more than the really
naff places, but a better offering, and we’re 
nowhere near the prices of the big national 
chains.” 

They feel they add a more personal touch 
into their business than the large operators 
in the sector, and they look at what they can 
offer guests from that perspective. As a 
couple, they sat down and discussed 
what they liked and expected when they 
themselves travelled, and tried to emulate 
that in their business. 

Location. “Whenever we go away, we like 
to choose where we go and eat, whether it 
be breakfast or dinner. Location was more 
important than anything else,” Lloyd explains. 
The hotel is a one-minute walk from the 
vibrant nightlife, where there are many 
bars and restaurants, and small 
supermarkets too. 

Connectivity. Is the Wi-Fi up to scratch? 
“We both ran businesses online, so it was 
important to us,” Lloyd says. They placed 
fibre optic Wi-Fi throughout the whole 
building, and many guests compliment 
them on how fast the Wi-Fi is. 

These are the main two aspects they focus 
on to differentiate themselves from 
competition. However, they also like to 
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stand out through the quality of their offering. They installed new 
bathrooms, new carpets and supply comfortable and modern beds. 

Lloyd has also teamed up with local restaurants so they can offer 
dinner and breakfast packages; the only floatation centre in Wales 
is nearby, and they offer comprehensive spa and pamper packages. 
He’s currently in talks with the local race course and golf course to 
offer adventure packages. 

By going the extra mile, they have improved what they can offer 
guests. “They’re not just booking a room with us. When they book, 
they’re not only accessing the facilities in the location, but also the 
features and benefits we can offer them.” Lloyd says. They want to 
offer guests a unique experience, whatever the reason for visiting 
the city, as opposed to merely selling a room. 

Day-to-day management 
Many are put off entering the SA or hotel industry due to the fear 
that it will be incredibly time intensive. However, Lloyd and Marta 
have worked together to find a way to combat this. They have 
multiple members of staff, along with several systems to make the 
business as hands free as possible. 

When someone books a room with Bodacious, whether through 
an online platform or directly, the guest will receive a series of 
automatic emails. These give directions to the specific hotel they 
have chosen and how to gain access to their room. 

Inside the foyer of every 
guesthouse, there are 
dedicated lockboxes for 
each of the rooms. The keys 
are kept in them and codes 
are changed periodically for 
security purposes. Guests 
are informed of the code 
for their room’s lockbox via 
email and text, allowing 
them to check themselves 
in. Upon check out, they drop 
the key off at the designated key return area. 

This means that they don’t need to have several staff members 
present at each hotel at all times.

The managers are available to deal with any problems that may 
require a presence at the guesthouses or apartments. Any other 
issues are dealt with over the phone thanks to their team of virtual 
assistants in the Philippines, enabling them to offer 24/7 coverage. 

The choice to hire the virtual assistants was because they realised that their managers were taking around 
30 phone calls per shift with questions about Wi-Fi, parking and the nearest restaurants. 

They wanted to take this burden away from their current managers so they could get on with what they 
needed to do. “We recruited, we trained and we manage [the staff in the Philippines] ourselves,” Lloyd 
explains. “It works really well.” 

When someone calls the central number, it redirects to the Philippines. Not only is offering 24/7 phone 
service a benefit to the business, it also creates a safety blanket. When both managers were ill and Lloyd 
and Marta were out of the country, the business was able to tick over perfectly well for a couple of days.

Despite having staff, Lloyd and Marta are still involved in the business, whether it’s through supervision or 
searching for new deals. Lloyd’s strength lies in hunting down and negotiating deals. As well as constantly 
searching for more property to purchase and transform, he also negotiates the partnerships with other 
local businesses to offer the food and activity packages. 

Marta, on the other hand, is the managing director. Her role is to supervise staff recruitment and rate 
management. They have implemented dynamic rates to help increase their profitability and occupancy, 
and to continue competing in the market. Nightly rates are constantly being adjusted depending on 
demand, time of year and any external events. 

“In terms of staff, they 
have two full-time 
managers, a cleaning 
team and are in the 
process of recruiting 
a receptionist, at the 
time of writing.” 

CASE STUDY 2
The Alexander Hotel 

Location Sketty Road, Swansea

Purchase price £530,000 3-year lease option

Lease option payment £3,000

Deposit paid £100,000

Capital repayment £500 deducted from purchase price

COST OF WORKS
Duration of project 4 months - nine bedrooms to 

18 bedrooms

Total costs £55,000

VALUATION & INCOME
Monthly turnover £25,000 - £30,000 

Monthly costs £18,450

Net monthly cash flow £11,550

% ROCE 138.6%
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Although it’s not completely hands-free, Lloyd 
and Marta spend no more than two or three 
hours per week to keep the business ticking 
over as it is. However, they want to grow the 
business and increase sales and revenue, so 
are investing as many hours as possible to 
achieve their goals. 

One of the most important things that Lloyd 
and Marta want to get across is that this 
business is not, and will never be, passive. 

Their hotel history
The first hotel they purchased was The White 
House. It was advertised on Rightmove, 
and Lloyd and Marta knew the area and 
immediately knew it could be successful. 
During the purchase, the vendor’s sister 
approached them and asked if they were 
interested in purchasing her guesthouse too. 
As the Alexander was only a five-minute walk 
down the road, he went to view right away as 
it was too good an opportunity to miss. 

The White House originally had nine 
bedrooms plus owner’s accommodation, a 
dining room and a commercial kitchen. As 
they had no intention to live in the property 
or to offer breakfast, they converted these 
rooms into additional bedrooms. (See case 
studies for more information.) 

When converting rooms into en-suite rooms, 

it’s important to consider proper drainage 
solutions and ensure that the correct 
systems are in place for each guest to have 
access to hot water every morning. “If things 
aren’t up to scratch, then it’s reflected 
immediately in the reviews,” Lloyd tells us. 

The previous owner of The White House had 
been working with a paper diary which was 
full of double bookings. Transitioning was 
a challenge for Lloyd and Marta, and there 
were a few unhappy guests during this 
period, for example, some had booked before 
the transition had completed and were 
therefore expecting breakfast, which 
Lloyd and Marta didn’t provide. 

They made the decision not to provide 
breakfast for two reasons: price and quality. 
Preparing guest breakfasts would cost £70 
every morning to cover the wages of two 
members of staff and ingredients. This would 
be the cost no matter how many, or how 
few, guests chose to have breakfast. Instead 
they recommend a local restaurant on the 

same street who provide 
breakfast between 7:30am and

11:30am – and the feedback has been 
extremely positive.

Unlike working out the cost of breakfast, it’s 
impossible for Lloyd and Marta to look at any 
one of their hotels and say what the exact 
running cost is for a specific room. Their 
staff costs are spread out between the three 
guesthouses and serviced accommodation 
units, and having several properties allows 
them to work with the economies of scale. 
If they only had one property, they’re sure it 
would only just break even. Lloyd and Marta 
believe that’s the reason why many of the 
owner-operators are struggling with the 
business. They can’t afford to scale up. 

The owner-occupiers also often urge their 
guests to pay cash, and thus tend not to 
declare as much of their income as they 
ought to. They are trading intentionally under 
the VAT threshold by encouraging cash 
payments. This has an adverse effect when 
trying to sell their business though, as their 
books usually demonstrate a nominal profit 
per year between £6,000 and £8,000. Buyers 
can’t qualify for commercial finance if the 
business is under the VAT threshold. 

Lloyd and Marta needed to find creative 
solutions to purchase the guesthouses as 
they couldn’t use commercial finance. 
With The White House, they made the 
decision to bear the high cost of bridging for 
the first 18 months, so that they could show 
accountants a period of profitability and thus

Tree Tops Guest House 
Location Neath Road, Neath 

Purchase price £280,000 3-year deal 
vendor finance

Vendor finance costs 1st year 0%
2nd year 2%
3rd year 5%

Monthly payments £2,000 deducted from 
purchase price

Deposit paid £0

Total money in £6,000 - legals and SDLT

Personal money in £6,000

VALUATION & INCOME
Monthly turnover £10,000 - £15,000

Monthly costs £6,100

Net monthly cash flow £8,900

% ROCE 1790%

 “If things aren’t up 
to scratch, then it’s 

reflected immediately 
in the reviews,”
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qualify for commercial finance. The second 
one was purchased using a lease option. For 
the third, they used vendor finance as they 
couldn’t get a mortgage at the valuation that 
the vendors wanted. 

Vendor finance worked in this instance as 
the property was unencumbered, and there 
was therefore no charge across the property. 
On the day of completion, the vendor 
became the lender and took a charge over 
the house, in the same way a mortgage 
lender would. Simultaneously, on the day 
of completion, the company’s name was 
transferred onto the title. 

Lloyd and Marta have a three-year deal with 
the vendor, and they will repay the loan after 
improving the business. They hope to 
turn the level of business around, and 
demonstrate clear profits in filed accounts 
to a commercial lender. After the three years, 
they will refinance and pay the outstanding 
balance to the vendor. Turnover in their first 
month after taking over the hotel, however, 
was higher than the vendor’s previous five 
months’ trading.

Another thing to consider is the fact that 
lenders usually want suitable experience 
in the industry to qualify for a commercial 
mortgage. In some cases, Lloyd and Marta’s 
extensive knowledge and experience in the 
serviced accommodation sector was not 
deemed valid. 

On top of this, as they wanted to change 
the business model of each property, they 
needed to be able to demonstrate a solid 
occupancy level and 12 months’ profit to any 
underwriter before qualifying for commercial 
finance. 

Additional income 
Lloyd and Marta have realised that a typical 
property investment operation cannot easily 
offer multiple streams of income. Although 
they both openly admit that they wouldn’t 
be where they are now without having the 
experience of a buy-to-let business, it only 
brought in money once a month when the 
rent came in. 

But when operating as a trading business, 
there are many opportunities to create 
additional revenue streams on top of selling 
rooms per night. Lloyd admits: “And that’s 
really where the profitability goes up.” 

Whereas most businesspeople want to 
focus on gaining as many buildings as 
possible, for the time being, Lloyd and Marta 
want to concentrate on creating additional 
revenue streams. For instance, Lloyd is in 
talks with local taxi providers, to allow them 
to offer guests a more well-rounded 
experience. 

Over the past 12 months, between 30,000 
and 40,000 guests have been through their 
properties. This was good evidence to take 
to local businesses such as restaurants, 
bars, cafes and taxi providers. This would 
hopefully create a channel of customers for 
the local businesses, and is therefore in their 
best interests to work with Lloyd and Marta. 
As guests will be spending their money in 
Swansea anyway, Lloyd says: “The way 
we looked at it was that if they weren’t 
spending it with us, they’d be spending 
elsewhere,” Lloyd says. “So we thought it 
would be good to get some commission 
on that where possible.” 

Along with the deals, discounts and 
commission, they charge for small extras 
in the hotels such as drinks, car parking, 
luggage storage, late check out and early 
check in. 

Although Lloyd and Marta haven’t been 
operating the hotel business for very long, 
they are turning over around £60,000 per 
month between all the holiday properties, 
with a net profit of 30%-40%. 

Upgrading the clientele 
Some potential investors may be afraid 
of purchasing the tired and run-down 
guesthouses because of the current guests 
that they attract. It doesn’t take much to 
figure out that a lower-priced room will 
attract a lower-quality guest. 

Lloyd and Marta have had more than their 
fair share of low-quality guests, as a result 
of legacy bookings during transition periods 
after purchasing previous hotels, and have 
even backed out of an acquisition for this
exact reason. But after improving the 
property, upgrading rooms and therefore 
raising prices, the clientele tends to change 
organically. 

It’s possible to upgrade rooms 
inexpensively. Changing curtains, soft 
furnishings and lampshades all make a huge 
difference to a room. Lighten any dark areas 
with a lick of paint and change carpets to a 
contemporary style. These are economical 
ways of upgrading a guesthouse or hotel 
until ready to make a start on larger works.  
 
Bodacious Beds as a brand has recently 
been trademarked, and Lloyd and Marta 

have the option to franchise in the future if 
they wish. But Lloyd says: “Certainly before 
we move into the next period of growth, we 
just want to nail what we’ve already got.”

Lloyd and Marta want to impress that 
owning a guesthouse is not a 
straightforward property strategy. It is a 
property-based hospitality business. 

For them, this was their way of taking the 
next leap in their business. Looking at the 
case studies, it’s clear that they are 
accessible deals for anyone who is also 
looking at how to move forward. 

“Over the past 12 months, 
between 30,000 and 

40,000 guests have been 
through their properties.” 

GET IN TOUCH 
If anyone is interested in getting in touch 
with Lloyd and Marta, then they’re happy to 
share their advice on how to operate this 
kind of business. 

Facebook:  Bodacious Beds 
Website:  www.bodaciousbeds.com
Email:  Lloyd@bodaciousbeds.com

This article is this 
month’s Your Property 
Podcast interview. 

To find it, simply search 
Your Property Podcast in your 
podcast app or on Soundcloud. 

With so many different strategies and 
varying approaches to each, there can be 
so much to learn and implement to make 
yours as profitable as possible. But if you 
take it one step at a time, start small, get 
to grips with what you’re doing and set up 
procedures and processes to follow next 
time, you will soon find you’re ready for 
the next step.

As your knowledge and confidence grows, 
you can start to challenge yourself to do 
bigger, more profitable projects, and when 
the time’s right you might even add a new 
strategy or look at ways to make more 
money from the one you’re already doing.

The YPN Team know all about this, from 
single lets, HMOs, serviced apartments, 
simple flips to larger developments. We’ve 
been there too, working our way up the 
ladder as it were, and working on different 
deals at different levels along the way.

Whatever stage you’re at, we hope you’ve 
taken some useful tidbits of info from these 
three stories. And we wish you the best of 
luck with the deal you’re doing 
right now. Whatever 
level you’re at.

Lloyd & Marta will be revealing much more detail and we'll be digging deep into 
the case study numbers on the YPN Extra webinar at 8pm on 8th January.
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I’m not a fan of new year’s resolutions. 
We all break them, they are normally 
non-specific and don’t have micro 
actions to take to ensure we meet them. 
I’m more of a fan of setting goals, targets 
and “must do’s” for the year ahead. I have 
some friends that often seem happy with 
the status quo – they are quite content 
to be, well, content. And don’t seem 
particularly interested in improving 
on things.

I just don’t get this. I’m aware that 
sometimes I have a problem with always 
wanting to move on to the next thing, do 
more, be more and see more. I guess I’m 
just built that way and I know I’m not alone. 

Over the past ten and a half years I’ve 
interviewed maybe 500 property investors 
and developers, and met and chatted
property with many thousands more. 
What’s always impressed me is the one 
uniting factor. The desire to achieve more, 
to improve and better not only their 
business but themselves. 

I’ve got lots of friends outside of this thing 
of ours and I’m sure lots of them look at 
me and think “what’s the latest hair-brained 
idea then?” But the fact is that Mike and I 

have lots of plans for the business(es) – 
and some of them happen and some of 
them don’t. Some crash and burn and we 
lose a bit of money – others fly and are a 
genuine success. They create jobs and a 
product or service that those who work in 
them can be genuinely proud of. 

“Sometimes it feels like we’ve 
taken on too much. At the very 
worst times it feels like we are 
juggling too many balls, spin-
ning too many plates and that 
at any moment it could all go 
horribly wrong. At the best of 
times we feel like pioneers, 

forging ahead, breaking new 
ground and doing something 

that really matters.”

I’m hoping if you are reading this you can 
relate to it. Those around you might think 
you are bonkers, why can’t you just be 
happy with the way things are and why do 

you always want to change things? But 
you KNOW you are different. There is 
nothing worse than stagnation. And life 
would be crushingly dull if we knew that 
the year ahead would, by and large, be 
pretty much the same as the preceding 
year.

So if you are reading this I would urge you 
to bin the resolutions and make a list of 
the five things you ABSOLUTELY WILL 
DO this year, come hell or high water. The 
things you WILL achieve that nothing can 
get in your way to prevent from happening. 
And make them REALLY specific – 
don’t bother with the “I’ll become a
multimillionaire” if you don’t have a very 
specific plan of how you will get there. 
I guarantee that the plan will change along 
the way but have a path that you are 
going to set out on. There is nothing worse 
than getting to June and looking back and 
wondering where the time went and what 
happened to those ideals that you had 
back in the depths of January.

I’m aware that this month’s rant is probably 
packed with clichés … but they are clichés 
for the very good reason that they are true. 
So here’s one final one to round off this 
month’s rant:

“Regret the things you do, 
not the things you don’t”
Wishing you health, wealth, happiness 
and success for 2019.

Ant Lyons

s I sit here and write this month’s rant we are days away from Christmas. 
The house looks like a team of elves have thrown up tinsel in every room, 
every cupboard is bulging with presents we’ve hidden from the kids ready 
for the Christmas present wrap-a-thon tomorrow night and the house stinks 

of the collection of French cheeses I’ve spent more than a small fortune on for the 
festive season. My credit card is straining under the weight of all the shopping 
almost as much as my waistline is under all the indulgence. Christmas day will be 
lovely (I’m sure) but I’m looking ahead to the new year.
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Interview & words: Angharad Owen

From HMO to SA … 
and Back Again!
While we know it’s important to be adaptable in property, Mark Fernihough of Prosper 
Property, Falmouth, took being adaptable to an all-new level. After finding an old fuel 
tank in the ground during the build of a student HMO, the project was delayed for 
several months. With no time to finish the development before the academic year, 
they needed to find an alternative use for the house … and fast. 

BACKGROUND 
Mark’s background is in selling cars. He 
started his own business in 2004 and grew
it to a significant size and into a successful 
operation.

However, he had worked on property on the 
side, and in 2016 he decided to transition 
their family interests to focus on property 
full time.

Mark grew up around property. His parents 
bought the occasional property as an
investment, kept them for a while and sold 
them for a profit. Mark worked his own way 
up the property ladder, refurbing and flipping 
houses. 

“We always knew that property was a very 
good investment, but we didn’t concentrate 
on it because we hadn’t got any property 
education,” he says. 

A couple of years ago, Mark came across 
Progressive Property and their training 
courses. Since then, he’s attended multiple 
courses and mentorship programs. “Although 
we feel like it’s just the start,” he admits. 

He has been full time in property for the past 
year and a half. The car business is still 
running alongside, but he plans on closing 
it down soon. He is in the process of a large 
planning gain development project on the 
garage site. 

THE PROPERTY 
The property we’re looking at this month 
is a new-build development, built next 
door to their seven-bed HMO. On the 
site, there was a small workshop and 
commercial showroom. They decided 
to utilise the unused space and build a 
high-value, cash-flowing asset. 

As Mark and his family already owned 
the plot, they qualified for 100% 
development finance. 

The planning process was 
straightforward. They used professional 
planning consultants with whom they 
had worked previously. As Mark lived 
close by and knew the neighbours, he 
kept them informed on their intentions 
for the plot. The neighbours were 
appreciative of the communication, and 
the planning application went straight 
through with no objections. 

They planned to have a build schedule 
of one year. They wanted to be finished 
by July, 
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TANKING THEIR PLANS 

However, when demolishing the site, they hit an obstacle. There was a 
slab of concrete under the showroom and workshop. And when they lifted 
it up, they found a large fuel tank buried underneath. 

It was important at this stage to take the time to go through the correct 
processes to ensure the grounds weren’t contaminated.  As well as the 
tank, the ground was made up from old furnace coke from the steam 
ships that used to come into Falmouth.

The tank needed to be removed and the grounds had to be tested. 
On top of their already hectic build schedule, this process took an extra 
four months. This meant they didn’t finish the build until November, and 
as a result, they had missed their anticipated first academic year for 
students. 

Removing the tank and testing the grounds for contamination is a 
specialist process. First of all, the previous contents of the tank were 
unknown. Professionals had to come in to test and work out what the 
tank was used for.  Unfortunately, it was TVO, which is an explosive fuel.  

Next, they needed to get the tank out of the ground safely, preferably 
without it exploding on the way up. Specialists came in to purge it by 
blowing air into the tank to expel any potential residual gases that may 
be in it. This left a 48-hour window where it could be safely dug out. 
Then they took it away, cut it up and safely disposed of it, subject to all 
environmental rules and regulations. 

However, it didn’t cost as much as expected. “We’re talking a couple 
of thousand, not tens of thousands,” Mark explained. “In the grand scheme 
of things, it wasn’t the end of the world.” 

As this setback had happened during the demolition phase of the build, 
and it became apparent they wouldn’t meet their deadline for the 
academic year, they had plenty of time to discuss Plan B. 

Mark was highly aware that they would have a fully furnished and dressed 
house by December 2017, that needed to create some sort of cash flow.  

Roseland House 
Falmouth, Cornwall 

Type of property New build boutique student HMO. 15 bed 
inc. nine en-suites

Any relevant history 
for the property

We built on the site of one of our other 
HMOs. We demolished a small 
commercial workshop and showroom 
for the new property. 

Strategy for this 
property

Student HMO. 

Due to getting out of the ground behind 
schedule because of contamination we 
were unaware of (giant fuel tank buried 
under an old workshop slab!) we missed 
the 17/18 academic year and finished 
the build December 17. It was a massive 
challenge at the time as we had a 
brand-new house, fully furnished and 
dressed but with no tenants as all the 
students had started university and were 
contracted in their accommodation.  

We made the most of it by deciding to 
trial the entire property as 15 serviced 
rooms from December 17 - September 
18. I had done some SA training as we 
were considering it as a second 
strategy but we had no experience. 
We decided to make the leap, set up all 
the systems and ran it as a serviced 
accommodation trial for nine months. 
It was a baptism of fire!!  

It went so well that we are now 
concentrating on refurbishments and 
Commercial Conversion to SA as our 
main strategy going forward.

Purchase price / 
Acquisition cost

Site already owned. Added significant 
value by building another property.

Funding method 100% development loan for build

Amount of funding £700,000

Borrowing rate Development loan 8%

Total money in £0

Personal money in £0
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STRATEGY CHANGE

Mark had been considering doing some 
serviced accommodation for other properties 
after attending a course.  

“It seemed mad not to run [the house] as 
serviced rooms for that period of time,” Mark 
says. He subsequently joined the Touchstone 
Education mastermind programme, and 
jumped head first into starting up a fifteen-unit 
serviced accommodation company for nine 
months. 

Previously to this, they didn’t have any prior 
experience of serviced accommodation. 
“It was fifteen in one,” he told us. 

Mark and his brother ran it. But they knew that 
advertising to multiple online travel agents, 
taking manual bookings and avoiding double 
bookings would have been impossible. 

They started using as much software and 
technology as possible. Doing so automated 
the entire process from guests checking in and 
out to organising cleaners and 
maintenance.  

At the beginning of his endeavour, Mark was 
full time. He set up the systems, attended the 
mastermind programme, and prepared the 
house to go live. Once the systems and 
automation were in place, the work load was 
cut to 20-30 minutes per day. After that, Mark 
quickly passed on the day-to-day management 
to his brother. 

They had a great housekeeping team. The 
housekeepers used the operations app that 
ran off the back of the channel manager Kigo.  
This told them daily which rooms would need 
cleaning on top of the regular cleaning of the 
communal areas. 

If something was missing or broken from a 
room, the housekeeping team would send 
a message to Mark or his brother to say 
what had happened and what needed to 
be replaced. 

“In nine months, we probably only had half a 
dozen instances of things like that,” Mark says. 

Changeovers would cost somewhere between 
£16 and £20, depending on the size of the 
room and whether it was en-suite or not. 

Falmouth is a popular holiday destination, so 
their guests would mostly be tourists in the 
peak season. However, there was a higher 
off-peak trade than expected. 

Other than tourists, their guests ranged from 
those between house purchases and people 
working in the area for a short amount of time. 
These long-term guests kept the business 
going over the winter months. 

In the summer, tourists tended to 
pay more money for fewer nights. 
To build the business and 
generate reviews, Mark initially 
allowed one-night stays, but 
quickly increased it to a two-night 
minimum stay. The cost of 
allowing one-night stays can 
often outweigh what’s being 
paid for the night. 

The SA business started from 
nothing in December, and it took 
a while for the occupancy to 
build over January, February and 
March. They were tweaking prices 
constantly, and by April, they had 
sussed the market and their 
occupancy rose quickly. During 
the summer, occupancy rose to 
an average of 85%.  

They turned over far more than 
imagined while running the 
property as an SA business, and it 
was making consistently twice as 
much as it currently is as an HMO. 

If it was making so much more 
money as an SA business, why
turn it back into an HMO? One big 

reason was that the development loan and 
refinancing was agreed at the beginning of 
the build, and the lender didn’t cater for leisure 
businesses. Although permitting the building 
to be used for SA in the short term, they still 
wanted the house to be used as an HMO as 
soon as possible. 

The house was only ever going to be a trial for 
the SA market in the area. It wasn’t designed to 
be anything other than an HMO.  “The trial gave 
us so much information and data,” Mark says. 
“I’m confident that it’s a great strategy for us 
going forward.” 

COST OF WORKS
Duration of project 16 months including 

contamination process

Main contractor 
demolition & build cost

£568,453   = £164 per ft2

Legal costs inc. 
portfolio incorporation

£18,404

Planning duration Six months

Professional fees £72,746

Fixtures, fittings & 
furniture:

£14,029

Dressing £991

Interior design & 
signage

£16,648

Marketing inc. 
company website

£3,643

Photography £1,680

Utilities £2,978

Total costs £699,572
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VALUATION & INCOME
Post-works valuation £1,125,000

IF SOLD …

Sale price: £1,125,000

Profit: £425,428

IF RETAINED ...

Re-mortgage amount: £787,500

Rate 4.55%

Money back out £87,928

Money left in £0

Monthly income 15 x £564 average

Bills included? Yes

Monthly mortgage 
payment

£4,239

Monthly costs £1,117

Net monthly cash flow £3,104

HMO 
In September 2018 they turned the property back to its intended use 
of being a 15-bed student HMO. 

The rooms are now let out on a room-by-room basis, with all bills
included, including super-fast broadband. 

Room rates range from £530 to £595 per month, depending on the size 
and whether it’s an en-suite room or not. 

When they were marketing the rooms to students, Mark initially thought 
that the more expensive rooms would be slower to let. However, they 
were the first ones to go, despite being priced higher than other rooms 
in the area. 

Student numbers in Falmouth have increased over the past six years. 
Falmouth University has two campuses, one in the town, and another in 
nearby Penryn. The University of Exeter also shares this campus. Student 
numbers are on the rise, and as a result there are large purpose-built 
student accommodation developments scheduled for construction. 

Article 4 was introduced in 2016. This now makes the conversion of 
residential properties into HMOs difficult in certain areas within the town. 
“It’s just a case of knowing what you can and can’t do in the different areas 
and being on top of it,” Mark says. 

Compared to the SA business, there is a lot less management involved. 
The communal areas are cleaned weekly, not daily. They use this 
opportunity to check that the house is being looked after. If they notice 
anything that needs repairing, they do so straight away. Doing things in 
this way keeps their long-term maintenance costs lower. 

His tenants are happy with the value and service of his houses. “A lot of 
student properties are still pretty grotty and [the tenants] don’t like living 
there. So that’s why they pick Prosper. It’s warm, it’s something that’s 
nice and they get looked after.” 

COSTS 
The house was valued for £1,125,000 on a commercial valuation. Upon refinancing, they 
pulled enough cash out to be used for future projects.  

January 2018 saw the first tenants being signed up ready for September. On that basis, 
the lending company was happy to refinance out of the development loan. “They weren’t 
fussed over what we were doing with it in the short term,” Mark says. “They were more 
concerned that it was going to be used as proposed from September onwards.” 
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If you have any questions for Mark, or 
are interested in working with him, don’t 
hesitate to get in touch. 

Website:  www.prosperproperty.co.uk

Email:  mark@prosperproperty.co.uk

Facebook:  www.facebook.com/markafern

If you have an interesting or unusual 
project that you’d like to be featured in Your 
Property Projects, then drop me an email at 
angharad@yourpropertynetwork.co.uk

GET IN TOUCH 

LEARNING 
This project was the first new-build 
development Mark had completed. 
Throughout the process, they 
contracted as many professionals 
as possible so that everything was 
done correctly and timely. 

Using the right professionals and 
tradespeople who do their trade 
day in, day out mitigates much of 
any potential risk. Especially when 
ticking boxes for lenders who like 
every I dotted and T crossed. 

Mark worked with architects and 
contract administrators to liaise 
with the lenders, quantity surveyor 
and the project manager. “There 
isn’t too much to go wrong,” Mark 
explains, “it’s a case of everyone 
doing the jobs that you pay them 
for and working together as a 
team.”

If he could do it all over again, 
what would he do differently? 
Documentation. He’d document 
the process as he went along, 
to make it easier to do it again 
next time. Mark is currently, at
the time of writing, in the 
painstaking process of 
documenting and collating his 
refurbishment and development 
procedures. “It would have been 
much easier if I’d have actually 
done it as we went through the 
project.” 

From now on, he’s fully 
documenting and putting together 
company procedures and 
operations manuals as they go. 

WHAT’S NEXT?  
As mentioned earlier, Mark is going to focus 
on converting old commercial buildings into 
serviced apartments. His model is going 
to depend on the property. His experiment 
with the new build showed that there is a 
market for serviced rooms, which is not 
dissimilar to the traditional guesthouse and 
B&B market. But on the other hand, there’s a 
market for serviced apartments and houses 
too. His future portfolio will incorporate both 
serviced rooms and entire properties. 

Without the development being delayed and 
not going to plan, Mark would never have 
had the opportunity to see that serviced 
accommodation worked so well for him.

His goal now is to make it as hands-free as 
possible. Mark has no intention of creating 
a full-time job for himself or others when 
there’s technology available to save time 
and money. 

While continuing the growth of the serviced 
accommodation business, Mark plans on 
scaling his HMO portfolio as well. 

Click here to download 
the audio for this article

https://www.yourpropertynetwork.co.uk/club/audio-ypn
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Perhaps you’ve made the decision to 
become a buy-to-let landlord. You’ve done 
all your homework and you’re now the 
proud owner of a rental property. 

On the other hand, perhaps you’ve been a 
landlord for many years and there’s little you 
don’t know about effectively managing each 
new tenancy.

Whatever the reality, each new tenancy 
agreement brings a certain level of 
obligation on the part of the landlord which 
you simply can’t afford to overlook. And 
whether you’re a newbie or a seasoned
pro, there’s never any harm of being 
reminded of the new tenancy 101.

There are a mix of things to remember 
when a new tenancy begins. There are your 
legal obligations as a landlord, plus those 
factors that will support your onward 
relationship with your new tenants and 
to those who live in the surrounding 
neighbourhood. In our view, the following 
checklist is essential reading each time 
you have a new tenancy start:

Tenancy agreement
A clear and comprehensive tenancy 
agreement is an absolute must, and any 
landlord who is serious about their 
responsibilities will want to have a 
solid agreement in place.

Many standard templates exist and any 
agent you engage will advise on what 
to include. But the responsibility 
ultimately resides with you, 
the landlord. 

Therefore, as a minimum you should 
include the following:

• Clarity on the rental amount, the 
frequency with which it is due, and the 
means of payment accepted

• Details on the regularity with which the 
rent will be reviewed to avoid awkward 
conversations at a later stage

•	 A	clear	explanation	of	the	notice	period	
and	the	procedure	to	execute	this

• Clarity on where responsibility for 
maintenance	and	upkeep	lies.	As	the	
landlord, you should be prepared to 
arrange any repairs and maintenance to 
the	exterior	of	the	property,	as	well	as	
to sinks, baths, toilets, pipes and drains, 
heating and hot water, chimneys and 
ventilation, gas appliances and electrical 
wiring.	General	upkeep	of	interior	décor,	
cleaning and looking after the garden 
will often be the responsibility of the 
tenant

• A clear inventory of the property’s 
contents and their condition at the 
commencement	of	the	tenancy.	Include	
in	this	the	expectation	that	you,	the	
landlord, have on the tenant to keep the 
property	clean	and	in	a	good	condition.	
It is also a good idea to be clear on  
what	you	expect	with	regards	to	the	

property being kept pet- and/or 
	 smoke-free.	Landlords	can	claim	back	

the cost of repairing any damage 
caused by the tenant, but this is easier 
to broach when there’s a clear  

	 expectation	to	refer	to.	The	exception	
here is fair wear and tear to furniture 
and carpets, for which you can’t charge 
the tenant

Tenancy deposits
They are worth a mention at this point. 
Whilst they’re currently the subject of 
some debate, the reality is they remain a 
standard means for the landlord to protect 
their property for the duration of a tenancy. 
The landlord does, however, have 
responsibility to protect these funds, 
as they remain the tenant’s money until 
such point as a dispute is raised.

The circumstances under which a 
landlord can withhold some or all of a
deposit should be made clear in the
tenancy agreement, which will be signed by 
both parties. Broadly, the key areas include 
outstanding rent, general maintenance, or 
repairs to damage which is beyond normal 
wear and tear. You’ll be required by any 
adjudicator to provide clear evidence of 
any of these – don’t be one of the 20,000 
deposit disputes that occur in the UK 
each year!

It’s good to talk
I personally always advocate meeting and 
getting to know your tenants directly. Only 
then can you gain a true sense as to their 
situation and their likely needs. And with 
private landlords being ultimately 
responsible for the behaviour of those in 
the properties they rent out, you’ll want to 
be sure you’ve picked a responsible tenant. 
Needless to say, you should commit to 
always responding to tenant requests in a 
timely manner.

Start of a Tenancy
THE ESSENTIALS 

By James Davis, Founder & CEO, Upad.co.uk
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Francis and Emily Dolley 
are the authors of many 
best-selling books and 
manuals, including 
Mayhem, Murder and 
Multi-Lets. They have 
helped thousands of 
investors to profit from 
rent to rent, and can be contacted via the 
Inside Rent 2 Rent Facebook group or 
francis@multiletcashflowsystem.com 

elcome to the first of a regular 
YPN column focusing entirely on 
rent-to-rent, written by the UK’s 

most successful rent-to-rent trainers, 
Francis Dolley and his 
daughter Emily. 

To kick things off, we asked Francis and 
Emily the question: “Can rent-to-rent 
change your life?”
 
Definitely, and we’ve witnessed it countless 
times. While we have yet to see anyone in 
our thriving community become an 
overnight millionaire, we have seen 
many people first replace, then double 
and quadruple their incomes using the 
power of rent-to-rent. 

It’s a simple, yet very powerful, strategy that 
can be pursued on its own, or used as a 
springboard onto other strategies. It might 
surprise readers to learn that many of the 
UK’s most prolific and successful investors 
used, and still use, rent-to-rent to launch 
their illustrious careers. 

Many rent-to-rent investors refer to their 
properties as ATMs that pay them a great 
chunk of money, as regular as clockwork on 
the first day of every month. 

Bearing in mind that the most common 
problem small businesses go bust is due to 
cashflow problems, we think it very wise to 
initially focus your attention here.

What is rent-to-rent?
It’s important to be clear about what rent-
to-rent actually is. It’s a low-entry-cost cash 
flow strategy that can more than replace 
the average UK wage within a few short 
months. And for most people, this changes 
everything. 

The beginning: When we started, we 
needed £5,000 between us to reach our 
financially-free figure, and we did this within 
six months. You might be thinking: wow, 
Francis and Emily never had to work again 
… A nice thought, but sadly this wasn’t the 
case. During those first six months, we’d 
inadvertently created another busy job to 
replace the one we were trying to escape 
from. Doh! 

Phase two: We got to work getting the new 
business streamlined and fully systemised. 
We are happy to report that we have now 
been so successful with the systems, that 
we rarely visit our properties. 

Our business partner and property manager 
take care of everything, and we no longer 
have any idea who lives in our rooms. We’ve 
never evicted anyone and don’t remember 
the last time anyone damaged a property. 
We’ve never had any missed payments and 
we don’t suffer from the dreaded voids. 

This shows that contrary to popular belief, 
rent-to-rent/HMOs/multi-lets CAN be a 
fairly passive business IF you set it up 
correctly from day one and you surround 
yourself with good team members. 

Currently: We have 26 great rent-to-rent 
deals in the tough and vibrant Bristol 
market. We love our customers, our tenants, 
and our landlords love us. It’s all running as 
smooth as silk. 

Over time, we’ve collected great team 
members who are all employed on a self-
employed ad-hoc basis. 

That’s not to say that things don’t go wrong. 
If you’ve read Francis’s book Mayhem, 
Murder and Multi-Lets, you’d know exactly 
what we mean. But we are so systemised 
that whenever it happens we never get 
stressed. The system kicks in and we 
calmly deal with it.

In future articles, we’ll be covering some 
common business mistakes and how to 
deal with them, along with in-depth case 
studies, how to get started, myth-busting, 
how to avoid common catastrophes and 
who is financially responsible for what. 

Plus, we’ll delve deep into the world of 
property management systems. 
Including getting landlords and agents on 
board, sourcing the best deals, finding 
good builders, and saving a fortune on 
refurbishments. We’ll also be explaining 
how we keep our rooms running at 100% 
occupancy, advice on finding a property 
manager and the best way to avoid 

overwhelm and motivate yourself to 
reach your financial and business goals. 

Is it worth the effort? 
Oh yes! As well as ourselves, we have 
witnessed countless people from our 
Multi Let Cashflow System community 
exceed their initial goals and double their 
current income. When this happens, life 
can change beyond recognition, 
opportunities open up and the world 
becomes a better place. Really! 

Getting started: If we were to give you 
some solid advice, with the benefit of 
hindsight, we would say: first understand 
your main objective for running a rent-
to-rent business. Whether it’s to build a 
business to be proud of, to double your 
current income, fund your children’s private 
education or to build a children’s hospital in 
Mauritius. Keep this at the forefront of your 
mind at all times. 

Next, be absolutely clear about your 
financial goal and how many average-
earning rent-to-rent deals you will need to 
reach it. In our experience, an average 
deal generates around £800 net pcm. 

Understand that no man or woman is an 
island. Start looking for your first three 
key team players as soon as possible: a 
property manager, a reliable cleaner and a 
dependable handyman.  

Begin talking to agents and landlords at the 
earliest opportunity. Help them understand 
that we are doing them a favour by looking 
after their property for them … but more of 
that in future articles. 

Until next month, Decide and Commit, 
Don’t Dabble and Never Quit!

By Francis and Emily Dolley 

Inside Rent 2 Rent  
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Last but not least in the horror stories series comes valuers. 

New research from the Post Office Money Report outlines that 44% of sales fall through within four 
weeks of offer acceptance, after search and survey/valuation results are known. Whilst this might 
point to search results being a part of the cause, and relate more to flips from our point of view, 
further inquiry through a poll in the Property Tax & Finance Facebook group also suggested 
that buy-and-hold investors suffer with valuation issues. 

No less than 79% of respondents to the Facebook group poll stated that they had 
experienced a down-valuation in the past three months. Even after accounting for 
respondent bias, the sheer number of investors stating they had a problem is 
significant, and suggests that down-valuations are a thing of late.

Let’s hear some of the stories. Some are my own and some are 
from others. Then we can determine what we can do about this 
valuation thing …

A couple of years ago, I bought a property with the intention of refurbishing 
it to flip on. I went to arrange bridging finance through Shawbrook Bank, who 
I had used for similar purposes on multiple occasions. They sent out a valuer 
from a very well-known firm. Sadly, the individual was known to me from a 
previous poor valuation experience on an HMO property that I worked on a year 
or so earlier. Could lightning strike twice, I wondered? You bet!

I had agreed to pay £155,000 for the property, which was significantly below local 
comparable resale properties. A smaller property directly opposite on the same 
street recently sold for £261,000. Admittedly, the house needed work, but there 
was significant headroom to undertake a programme of refurbishment and resell 
at a profit.

I had done my homework on local comps, and arrived at the most likely end
valuation figure of £264,500 with upside to £285,000. I targeted £275,000 for a 
freshly refurbished property with some character features retained. A programme 
of works was produced by a chartered building surveyor to convert and upgrade 
the property accordingly. 

The valuation came in as follows: 

• £275,000 end-value	target	...	

• Downgraded to £235,000 after works despite the recent 
sale, with	the	chartered	surveyor	works	costs	queried	...	

However, the best part …

•	 Its	current	value	was	stated	as	£0.

This was apparently due to concerns over the roof structure, and the 
fact that the property had been on the market, albeit at a higher price, 
for some time. The roof turned out to be fine. 

We appealed the result via my broker, Simon Allen from Searchlight 
Finance, and Shawbrook, given the fact that the valuer is instructed 
by, and therefore works for, the lender. To be fair, my broker and 
Shawbrook were great and in the end, something happened that 
my broker had never seen before … The lender paid for a second 
valuation. 

Zero value: when even 
the lender is embarrassed 
by the valuer’s actions
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HMO refinance saga
Here is another horror story from Ian, who you might remember also had a tradesperson 
horror story that we shared last month. Maybe he walked under a ladder, I don’t know …

Ian had purchased a terraced house with cash, and converted it to a five-bedroom
licensable HMO. The licence had been applied for, but the local authority wasn’t the 
quickest at turning around applications. In the meantime, he applied for a remortgage 
and a well-known national surveyors’ firm were duly appointed.

The valuer pointed out that the ceiling height in the dormer room was 2.08m, and the local 
HMO standards required 2.14m. He therefore valued it as a four-bed HMO, with a 100% 
retention pending the issue of the HMO licence, which was probably fair enough.

Luckily, although some ten months later, the local council issued an HMO licence as a 
compliant five-bed. The same surveyor was re-appointed for a new valuation, and 
another fee was paid. This time, he insisted on a planning Certificate of Lawful Use for 
the conversion to an HMO, despite it being allowed under permitted development, with 
an HMO licence issued. It was not in an Article 4 area. On the plus side, he valued it as 
a five-bed HMO this time!

However, he is now faced with the prospect of a £462 planning fee, costs for planning 
and drawings, and another eight weeks’ delay, merely to obtain a Certificate of
Lawfulness. This entire process will have taken about a year from the completion of 
the refurbishment to completion of the remortgage. 

Admittedly, the valuer is not responsible for delays with the HMO licensing team, but the 
insistence of a Certificate of Lawfulness for a permitted development conversion was an 
unnecessary condition to request, which is not common or standard practice.

Sage tales from an 
experienced broker 
and investor
These short stories come from me, but also 
courtesy of my broker, Simon Allen, who has 
helped me through several issues with lenders 
and valuers around the thorny topic of 
valuations. As Simon puts it: “I tend to try and 
forget bad news to keep my mind positive. 
Apart from the valuer falling through the floor 
at Graveyard Farm, most of the others go into 
the category of down valuations.”

Here are some examples that both Simon and 
I have come across …

• Simon: Property is currently rented for  
£1,100 per week. Valuer says £850 per  
week. No appeals process, so client can’t  
get mortgage amount needed. They now 
can’t grow their portfolio.

• Richard: Property converted to serviced 
accommodation, including change of use 
recognised by local authority. It has been  
successfully short-term let for well over two 
years at 70%+ occupancy. Valuer turns up 
when a group of European contractors are 
staying for a month. Values it in line with  
expectation but makes a throwaway   
comment that it’s an HMO. It isn’t an HMO, 
but when challenged and even by quoting the 
Housing Act definition of an HMO, he simply 
responds with: “I don’t think it’s suitable as a 
short-term let.” Outcome: lender, broker and 
I are left flummoxed and can’t get the lending 
required on this specialist short-term let  
mortgage.

• Simon: Down valuation from £385,000 to 
£280,000. Checked Mouseprice, all properties 
valued at £380,000 but nothing has sold in 
three years, so no recent sold comparables. 
Then, another case where a property was 
down valued from £500,000 to £375,000. The 
appeal took a month and was rejected despite 
comparables of £500,000. Go figure.

• Richard: I went to refinance a refurbished 
flat. It was worth £155,000+, and another 
on the same street sold for £155,000 eight 
months prior. Valuer is instructed by lender to 
only base value off actual sales prices and to 
ignore comps more than six months old. 

 Valuer had no option but to ignore the 
£155,000 same street comparable and  
selected three poor-condition comparables on 
a worse street, resulting in a £120,000 

 valuation instead. Outcome: I am leaving 
£26,000 more tied up in the property than 
expected.

• Simon: Client remortgage to release 
 capital to add to portfolio. Down valued from 

£500,000 to £400,000. As client couldn’t get 
remortgage at the amount she wanted, it 

The second valuation was duly undertaken by another firm and came back at £155,000 
with it being considered suitable security for the lending.

After the works were completed, the property was listed for sale at £285,000, accepting an 
offer at £275,000 with it subsequently valued at £265,000 due to some issues with some 
of the windows, which we had left (oops). 

Whilst £265,000 was less than we hoped for, it was precisely in line with the expected end 
valuation, based on local sales comparables on a like-for-like basis. It was still a profitable 
project and, of course, has the benefit of hindsight. £155,000 versus £0 and £265,000 
versus £235,000 are significant variations.

It is hard for valuers, I appreciate that. Many suffered after the last housing crash when 
values fell off a cliff and found their judgement come under scrutiny as a result. I have 
some sympathy to that, but there should be some common sense and ultimately, if there 
is enough evidence to support a valuation, then they should be OK in the end.
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Richard Brown is the 
author of “Property 
Investor	Toolkit:	
A 7-Part Toolkit for 
Property Investment 
Success”.

Have you had any property horror stories? 

Drop me an email admin@thepropertyvoice.net if you 
have, or if you want to do some due diligence or need 
advice in handling property sourcers professionally.

Steps to take to help 
protect ourselves 
• Try and help the valuer, but without undue 

pressure.	Be	present	when	they	visit	your	
properties, point out any works undertaken 
and the costs, consider handing over a list of 
comparables to assist the process and remember 
…	they	are	human	too,	so	be	nice.	There	is	a		
good article around this over on The Property 
Voice	blog.

• Use a good broker and seek their advice on which 
surveyors are used by which lender that would 
best	suit	your	project.	Brokers	know	their	lenders	
and their patch, and have their little black  
book	too.	

• Try to choose your surveyor/valuer as carefully as 
your	lender	if	possible.	Remember,	there	seems	
to be an unwritten rule to low-ball valuations for  
first-time	buyers	and	equally,	we	can	also	profit	
from	down-valuations	sometimes.

• Check the valuation report carefully for  
conditions.	Ian’s	valuation	stipulated	the	

	 requirement	for	a	Certificate	of	Lawful	Use,	but	
he didn’t spot it and the revaluation contained the 
same	condition.	The	planning	fee	for	a	Certificate	
of Lawfulness for HMOs is halved if the  
conversion has not yet been carried out and  
refinancing	delays	are	avoided.

• Put yourself in the valuer’s shoes – would you 
give a high valuation when you don’t have enough 
evidence to support the decision when a large 
financial	institution,	with	big	legal	guns	could	sue	
you	and	potentially	close	you	down?	Thought	not.	
Have	realistic	expectations	that	are	supported	
by	evidence,	especially	when	refinancing.	Have	
a	contingency	plan	in	place:	flip	if	not	refinance,	
leave	more	funds	in,	switch	lender,	etc.

Receiving a down-valuation is disappointing and 
frustrating, and I have had my fair share of them. 
However, there does seem to be something afoot of 
late, which is born out of my discussions with brokers, 
solicitors, agents and even a valuer himself. 

There is negative sentiment around house prices, with 
the RICS valuer house price barometer at a six-year 
low. This seems to be exaggerated by the excuse for 
all things recently: Brexit! Right now, it is probably a 
buyer’s market rather than a seller or refinancer 
market, from both an investment and valuation 
point of view. 

Personally, I have had to respond to overcome several 
challenges resulting from unexpected, disappointing 
or plain wrong valuations … but that’s my role as an 
entrepreneurial property investor and developer too! 
I adjusted my expectations, built in contingencies and 
then realised that in the land of the blind lender, the 
one-eyed valuer really is king … 

was put up for sale. The property was on the market a week and was sold at 
£510,000. Similarly, purchase price £995,000, valuer valued it at £800,000 so cli-
ent lost purchase. It was sold a month later for the asking price.

• Richard: Undertook a flip project, sold at the £125,000 asking price within a 
week to a first-time buyer. Comps supported £120,000 for properties that had 
not been fully refurbished, so £5,000 premium for condition was justifiable and 
anticipated. Outcome: £115,000 valuation placed by valuer, which was at the 
bottom end of the Mouseprice valuation range for all properties, regardless of 
condition. Anecdotally, the agent said they get this all the time with FTBs, as 
valuers seem to deduct from the value due to lower level of deposit/higher LTV. 
As a result, I lost my sale.

• Simon: Property was valued at £600,000 by bridging lender. Client decided to 
switch lenders and new valuer from same firm valued it at £525,000 a week later. 
Result: client punished for switching lender but with no apparent logic as to why. 
Or, property valued at £700,000. Unbeknown to everybody except underwriter, 
the valuation was pulled for audit by panel manager and subsequently down 
valued three weeks later to £520,000. Outcome: client got less money, valuation 
firm removed from panel and underwriter moved to a department that doesn’t 
communicate with the public.

You will notice a couple of recurring themes by reflecting on these stories. 

First, the valuer works for who instructs them, not who pays for the valuation and 
that’s the lender, not the investor when finance is involved. This leads to several 
potential issues, such as a lender straitjacket around suitable comparables, 
criteria and policy, a lack of recourse from the valuer to the paying investor 
client and the biggest one … the valuer’s fear of being sued by a lender.

Second, inconsistency abounds. There are so many stories, both in this article 
and in the national press, where one valuer values differently to another. But it’s 
inconsistencies by the same valuer/valuation firm that are the hardest to fathom. 
Just Google ‘BTL down valuations’, visit the Property Tax & Finance Facebook 
group or Property Tribes to see for yourself.

Third, expectations on our part. To be fair and balanced, investors, developers 
and agents also have false and unrealistic expectations at times. Gone are the 
days when a commercial lender will value at ten times the gross annual rent for 
an HMO. Naturally, we might aim to sell our lovely presented flips for the street 
ceiling price or even more. However, if a bank is then lending against that property 
and the buyer is a first-time buyer as well, then expect the bank-instructed 
valuation to be lower than the willing-buyer-willing-seller market value. That’s just 
being prudent from the bank and valuer’s point of view, even if we don’t like it. 

Equally, how many of us have used a low survey valuation figure to chip away 
at the purchase price and 
profit with our acquisitions? 
Hands-up to that from me.
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Making money through refurbishment 
can be difficult, but if you buy the right 
property you can be quids in. But how do 
you go about appraising the property to 
see if it stacks up? Our resident refurb 
expert, Martin Rapley, is here with some 
pointers.

Head off the competition
When you’re looking at a property there’s 
always competition, not only from property 
investors, but from private homeowners 
too. Homeowners approach looking at a 
house very differently and to some extent 
they purchase with their heart, so if the 
property is in exactly the right area for 
them, near the school their child goes to, 
or the park they like, they’ll be happy to live 
in it even though it needs new carpets or 
needs decorating. They’ll refurbish it in their 
spare time, whenever they’ve got a bit of 
cash to spare. This kind of purchase 
usually means they’ll be happy to offer 
much more than you, so you can’t, and 
shouldn’t, compete with them.

The only way to compete is by looking for 
something that they’re either not seeing 
or are not interested in getting involved 
with. As property investors we aim to make 
some profit from the refurb process, so 
we need to get the deals at the right price 
to begin with. Good deals are few and far 
between and too many people jump on the 
wrong deals, then struggle to make them 
work and often lose money. 

“Not all properties that 
need refurbishing are 
good deals”

What’s your strategy?
The most important thing to know before 
you start looking for properties to refurbish 
is your strategy and what you are aiming  
to achieve. 

Do you want to:

1 Buy, refurbish, add value, then sell it  
for	a	profit?	

2 Buy, refurbish, rent, get ongoing 
	 monthly	cash	flow?

3 Buy, refurbish by converting into a  
different	use	(such	as	HMO),	add	value,	
refinance	to	pull	some	or	all	of	the	
money out, then hold the property for a 
longer	term	benefiting	from	cash	flow	
along the way, as well as any further 
profit	from	refinancing	over	the	longer	
term	(5-10	years)?

All strategies have pros and cons. It’s about 
your own desire and what you are trying to 
achieve.

Set yourself some metrics 
If you’re not clear what you’re aiming for, 
then you’re making life hard for yourself. 
You’ve got to be clear on your strategy, so 
you know exactly what you’re looking for, 
and follow some simple metrics. Your 
metrics will be different to the next 
person’s, as your needs are different. 
I recommend taking some 
time to work out your 
own metrics to 
measure against. 

Ask yourself this:

When do you want the 
profit? 

In a few months or after 
several years? In one big 
chunk or in smaller monthly 
chunks?

If you want a chunk of cash 
next summer, then perhaps 
you’re looking for something 
you could add value to and 
sell on. Whereas if you’re 
looking for cash over a longer 

period and you want to build a portfolio, 
then you’re looking for your return on 
investment and will need to consider what 
you need to do to make your rooms rent at 
the maximum possible price.

Refurbishments take time. It could very 
easily be a couple of months before you 
manage to buy the house, then three or 
four months of work, and another three or 
four months to rent it out or sell it. Suddenly 
10 months have gone by before you’ve got 
your profit. That’s ok if it works for you, but 
it’s no good if you can’t afford to put food 
on the table in the meantime. 

What kind of tenants/buyers do 
you want?

Is your tenant profile LHA tenants, students 
or blue-collar or white-collar workers? 

If you’re going to sell the property, are you 
going to focus on first-time buyer flats or 
luxury penthouses?

Most people, when they are starting out, 
don’t really know what they’re looking for 
and tend to try a bit of everything, but that 
just results in getting very mixed up. Decide 
what you want to do before looking at 
houses.

“Look for things that 
give you an angle over 

other viewers”

Interview & Words: Heidi Moment

Mar tin Rapley’s Tips for
APPRAISING A PROPERTY
MAKE YOUR NEXT REFURBISHMENT MORE 
SUCCESSFUL THAN THE LAST ONE
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Do a written appraisal
It can be helpful to see other investors’ 
appraisal sheets to give you an idea of 
what to include, but their criteria and 
metrics will be different to yours. So I 
encourage you to have your own 
appraisal sheet with your own metrics 
on, which will give you the answers that 
are meaningful to you – is it a deal 
according to your metrics and will you 
make any profit?

Use Excel or Word or just a piece of 
paper. It’s completely up to you to do 
what you’re happy with. 

Take somebody else with you
Absolutely take someone with you if 
you’ve never done this before. They will 
help you to understand the risks and the 
possibilities for each property. A good 
way to learn is by talking to other people 
with more expertise than you, such as 
consultants, like me, or other investors 
who have been doing this a bit longer 
than you. Often people you meet at 
property networking events will be happy 
to walk around a property with you to 
help you understand what you’re seeing, 
and chat about it over a cup of coffee 
afterwards.

Be cautious taking builders. Don’t get 
me wrong, builders are absolutely great, 
but if they’re not getting paid they may 
not necessarily be in the mindset to help 
you. Also, they often know how to fix a 
problem but they don’t tend to delve a bit 
deeper to understand the cause of the 
problem. Other property investors, on the 
other hand, do look deeper and will give 
you advice from previous experience or 
they might know someone else you can 
talk to.

“Always view a property 
more than once, just to 
make sure you haven’t 

missed anything”

Be a detective for the day
No, you don’t need your magnifying glass, 
but you do need to have your detective’s 
hat on when you view properties, as there 
are a lot of things that might bite you in 
the bum if you aren’t aware of them. Most 
critical items, such as subsidence, will be 
picked up by a mortgage evaluation, in 
which case you’ve got a chance to 
negotiate the price down, or decide how 
to deal with the problem.

The valuer won’t as easily pick up things 
like excessive damp plaster hiding behind 
some furniture, or timber decay under 
the floorboards. These aren’t always 
apparent by sight, so you need to look out 
for evidence of them, by looking closely 
at skirting boards etc. Be aware though, 
spotting these can be tough, and some 
vendors work hard to put paper over the 
cracks so you don’t see them. 

Another thing to watch out for is really 
old electrical installations. Anything that’s 
more than about 40 years old needs 
replacing and a full rewire could set you 
back quite a bit in terms of cost. If you 
miss that, that could be looking at the 
difference between making a profit and 
breaking even.

How to put realistic numbers 
down for things
Don’t try and cost up the work in one 
big lump sum. When people say: “I can 
refurbish this HMO for £30,000” it doesn’t 
mean that everyone can do the same, 
because every single project is different. 

I recommend you break down the works 
into some component parts:

• plaster repairs
•	 floor	repairs
• decorating
• re-wiring & other electricals
• central heating & other water and gas
• replace kitchen
• replace bathroom
•	 exterior	

What to look out for 
Look for things that give you an angle over as 
many people as possible and try to add more 
value than cost. Bear in mind, there’s a lot of 
people who see the obvious. If you can see 
something a bit more, you’ll have the upper 
hand. Look for things like:

Extensions – Maybe the rest of the street have 
all got an extension, so there’s an easy win there 
and you can really add some quick value.

What else is on the market in the area – 
Be aware of the kind of values in the area. This 
will help you to assess your end value or figure 
out what you should be paying for it in its current 
state.

Structural defects – Things like subsidence tend 
to put a lot of people off, but you could turn this 
to your advantage. Always get advice from a 
structural engineer when assessing a house 
with structural defects. 

Knowing how to purchase for cash – If it’s not 
mortgageable, the number of people interested 
in the property will reduce by around 70%, 
increasing your chances of getting it at the 
right price, leaving more room to add value 
and make a profit.

Help your memory out
Find a way to jot down your thoughts about 
different aspects of the property while you’re in 
it, because even if you’ve got a super sharp 
memory, there’s no way you’ll remember it all 
when you get home. I always take notes and 
photographs of things to prompt me, such as a 
crack in the corner, or a little bit of rising damp 
under the window. Not the whole room. Videos 
can work well too. It’s up to you how you do it, 
so choose the method you’re most 
comfortable with. 

“Have a checklist to prompt 
you, so nothing gets 

forgotten”
For new investors with no previous experience 
viewing properties, I recommend putting together 
your own check sheet to write on. For example 
when you go into the living room, the check 
sheet’s got sections for ceiling, cornice, walls, 
skirting, floor, radiators, doors, windows. These 
prompts remind you to look at everything, so that 
nothing gets forgotten about. 

Write notes against each one, for example, 
re-plaster ceiling, repair the door, replace window. 
The more properties you look at, the less you’ll 
need to make notes, but in the early days notes 
are really useful. 

 “I do my appraisal as soon 
as I leave the property, so 

it’s fresh in my head”
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“Break the works down 
into component parts 

and put costs to 
each part”

Take advice. Use publications, like YPN 
and the House Builders’ Bible. Google 
specific items. Just make a start. Your 
knowledge will grow as you get more 
experienced.

Speak to other investors about how 
much certain elements of their refurbs 
cost, such as replacing a bathroom suite. 
This will help you get some indicative 
costs for each element, which is going to 
give you a much clearer picture of what 
your end costs might be, instead of 
coming up with one lump sum. 

It’s almost impossible to get all the 
pricing right on the appraisal, but if you 
aim to be right overall it should balance 
out at the end. Some things will be more 
expensive than you thought and some 
will be cheaper, but at the end of the 
project it should be right. 

For me, if I’ve over or underestimated 
something I like to know why, so I 
speak to my supplier or tradesman to 
understand where the increase was. By 
doing that I get a bit more knowledge so 
I don’t make the same mistake again. 
Don’t be afraid of making mistakes. You 
will make some, that’s a given, so try to 
learn from them. Make notes, and go 
forward. 

Keep up to date with prices, as things 
change a lot. At the moment, prices for 
plumbing seem to be rising faster than 
I can keep up with them. So you’ve just 
got to keep up to date by doing research, 
finding figures and recording them 
somewhere. If you record all your 

projects and effectively build up a library 
of information, it makes it easier to 
compare and learn, helping you to more 
accurately price up future projects and 
make your next budget much better.

Don’t spend your contingency
15% of the build cost is a good place 
to start for a contingency, although you 
will need more (20-25%) if you’re doing a 
listed building. 

Despite what some people might say, 
your contingency isn’t for your errors. 
You should try and get the price as 
accurate as you can. The contingency 
is for those things you don’t know about 
until you start doing the work. For 
example, you might take the carpet up 
and realise the timbers are rotten so you 
need to replace some joists, or the 
plaster falls off when you take the 
wallpaper off, so you need to replaster 
the wall. This is what you use your 
contingency for.

“I work hard not to use 
my contingency”

Whenever I make a saving against 
anything else in my budget, I put that 
money into the contingency. I have 
this rule of aiming not to spend the 
contingency. Instead if something comes 
along that I didn’t expect to spend money 
on I try to save money elsewhere. Having 
that mindset means you’ve always 
got that spare bit of money if you 
desperately need it.

But significantly, you’ve got that extra bit 
of profit if you don’t spend it. Don’t see it 
as a slush fund. If you manage to keep 
hold of it, it’s a real bonus for you at the 
end of the project.

CONTACT
martin@refurbishmentmasterclass.co.uk	
www.refurbishmentmasterclass.co.uk

GET IN TOUCH FOR:
• Training courses and mentoring for property investors 

managing their own refurbishments

• Project support for developers stepping up to 
 larger projects

• Full project management

Remember your metrics
When you’re in the house it can be easy to get 
excited about what you can do, but remember 
you’re refurbishing these properties for
someone else to live in, either as a tenant or a 
purchaser. So you need to hit their market and 
only change what you need to. 

If you have several ideas of changes you could 
make, such as split this room in half and get 
two small bedrooms, build an en-suite, or an 
extension on the back, do a different appraisal 
for each scenario, to help you make the right 
decision. 

Always consider the end user, as this will dictate 
the way you refurbish it. You need to understand 
your market well, so, ideally you will sell or rent it 
to the very first person that walks in the door. 

Again, it’s about understanding your own 
metrics. What are you looking for in your 
investment journey, and how can you make the 
property tick those boxes and fit that metric, so 
you’ll achieve what you set out to achieve?

“If it ticks your boxes, go 
for it. If it doesn’t, don’t”

What to avoid
Me personally, I don’t think there’s anything I 
would avoid, because I’ve probably seen most 
things along the way. Although if I was a less 
experienced investor, I would be cautious of 
things like subsidence but I wouldn’t necessarily 
avoid it. Ultimately everything is solvable for the 
right price. And as long as you’re aware of the 
risk, and you know the price, you can factor that 
into your offer.

Summary
Be careful. Not every property that needs 
refurbishing is a good deal. When appraising a 
property it needs to fit YOUR metrics and tick 
YOUR boxes. 

Always do your own checks and due diligence 
to make sure what estate agents are telling you 
is correct. 

https://www.yourpropertynetwork.co.uk/club/audio-ypn
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The Year the World Ended 
‘Be fearful when others are greedy; be greedy when others are fearful’ - Warren Buffet

Happy new year and welcome to 2019!

I trust you enjoyed the festive period. The personal 
recharge from this downtime provides ample drive and 
motivation to get straight into the blocks, ready to make 
2019 your best year yet. 

Commercially, the year ahead is likely to present a 
changing and challenging landscape with a volume of 
potential shifts and shock factors not seen in the
industry since the global recession of 2007/08. 

2019 is going to be tough for some, as the impact of 
some of these economic and political shifts and shocks 
gains traction. Many in our industry will wake up to the 
realisation that game-changing challenges are in 
motion. In some cases, investors will have little choice 
but to sell their stock and exit the market.

How am I doing so far as a Happy-new-year 
motivational writer?!

Thankfully, whenever there is significant change, 
challenge and threat in the market, for those in the know, 
there is also massive opportunity.

As Warren Buffet says:

‘Be fearful when others are greedy; be greedy when 
others are fearful’.

It is all a game. 

Government policy, global politics and economic change 
are not to be sniffed at, but in the cold light of day these 
things are just ropes around the ring. Even when they are 
moved, the fight still goes on in the middle. 

Within this article, I will share what I think the 
macroeconomics of our industry will look like over the 
next 12 months and, acknowledging the changing
landscape, where you might be able to position yourself 
to capitalise on the opportunities that 2019 might 
present. I have focused on the changes – and 
opportunities – based on our understanding and 
experience of the market rather than quantitive data 
or root cause. 

For more information on the root causes and supporting 
economics, take a look at my previous YPN articles 
through 2017-18, or follow me on Facebook and review 
previous posts shared surrounding the topics. 

The macroeconomics 
of the private rented 
sector (PRS)
Increasing demand

As with any market or sector, the ability 
to survive and thrive relies on demand 
from your clients to buy from you, the 
supplier, at a commercially viable price.

Due to changing preferences, including 
access over ownership, transient 
workers, experiential appetites of 
emerging generations coupled with 
affordability, life expectancy and 
personal preferences, demand is set 
to go no other direction than up in the 
months and years to come. The only 
reversal factor might be a phenomenal 
government-backed home ownership 
policy or building programme.

Reducing supply

Whilst demand at a macro level will 
continue to increase for the right stock 
supplied to the PRS, the volume of 
supply is likely to decrease.

In January 2019, when landlords and 
investors not in the know – the ones 
who have not done their numbers or 
have buried their heads in the sand – 
submit their tax returns, they will 
realise the true impact of tax changes 
on mortgage interest relief on their 
income and returns. The resulting
shock will prompt many to sell as 
their properties will no longer be 
commercially viable.

Other core factors that will further 
reduce supply include increasing 
regulation, licensing and new standards 
in many areas. These will also cause 
landlords to leave the market, and BTL 
investors calling it a day will reduce the 
pipeline of new stock. 

Others will sit tight due to economic 
and political uncertainty, including 
Brexit. Furthermore, growing sectors 
such as hospitality, Airbnb and 
emerging care models, etc that have a 
viable alternative use for this stock, 
will continue to reposition units out of 
the PRS, further reducing supply. 
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So all things considered, which strategies 
are likely to ride the waves of challenge? 
Which are the ones to capitalise on over the 
next 12 months? 

It depends how much of an early adopter 
you want to be, but beyond your bread-and- 
butter strategies, these are my suggestions 
for where the game is to be played and 
money made through 2019. 

Build-to-rent  

Without a doubt, build-to-rent is the 
corporate business model that will 
deliver the future pipeline of PRS stock. 
Whilst every other sector is under 
increasing levels of pressure from the 
government, they are actively promoting 
and supporting build-to-rent.

Increasing rents

In due course, the government will no doubt 
dominate the headlines with the shock horror 
of increasing rents within the PRS. However, 
anyone who understands basic economics 
will appreciate that reduction in supply and 
increase in demand results in a shortage that 
causes prices to increase, something the 
government should have seen coming when 
drafting their policies. 

The availability of well-positioned and 
affordable stock is likely to remain under 
pressure at a macro level through 2019. The 
net result in real terms will be an increase in 
rents. Different sources (obviously) suggest 
various degrees of change. To provide an 
indication, Savills are predicting 13.7% in the 
next five years. 

As an average across the UK, this may well 
turn out to be an accurate forecast. However, 
in many areas we invest, we are already 
seeing rental increases that far exceed this, 
specifically in the single-let market. These 
increases are well into double figures per 
annum. It is not uncommon for entry level 
stock (houses at £500-£700pcm) to see rent 
increases of £50-£100 between tenancies.

Rents for the right stock in the right location 
will continue to increase through 2019 due to 
a shortage of supply, coupled with increasing 
operational costs for landlords.

Property prices

The million dollar question! Always an 
interesting one to consider, and the London/
North/South divide will certainly apply here.

Supply, we have noted, is likely to increase as 
landlords leave the market due to tax changes. 
This could cause prices to go one of two ways.

If an increase in available stock is met with 
a demand from buyers able to raise finance 

within a liquid market, stock entering the 
market might quickly change hands, going 
from retiring landlords to well-positioned savvy 
investors. The impact may be a moderate drop 
in house prices as supply increases, which is 
quickly mopped up before heading back to a 
similar level, assuming no other economic 
factors have a significant bearing. 

Should supply increase, however, and either …

• Buyers do not have access to the liquid 
funds needed to acquire the stock due to 
nervous lenders or valuations, or

• Appetite is suppressed due to the  
uncertainty of the market, the economy,  
the	headlines,	Brexit,	etc

… we might see a further calming of property 
prices and even a reduction in price levels as 
supply exceeds demand. 

Finally, whilst interest rates remain at record 
lows, commercial returns from property 
maintain their appeal against other asset 
classes. Demand from this space will likely 
continue, especially when the situation around 
Brexit and capital values becomes clearer.

In summary, at a macro level, prices are likely 
to stall at best, if not decrease in many areas 
due to increasing levels of supply and/or a 
nervous or undercapitalised demand from 
buyers. 

Interest rates

In the grand scheme of things for 2019, 
interest rates are what they are. Whilst at 
the highest level in a decade, they are still 
phenomenally low. I can only see them 
heading one direction: up.

Unless we see some sort of political fallout 
or hyper-inflation caused by a hard Brexit, the 
impact of interest rates over the next year 
is unlikely to be significant enough to form 
part of your decision-making. The exception 

is finance and finance products where the 
medium to long term cheap fixes (that are now 
starting to change) remain very favourable. It 
may be wise to capitalise on these whilst they 
are around. 

The shift from cottage to corporate

In addition to the notable economic changes, 
which you only have to Google or flick through 
a broadsheet to explore in more detail, the 
industry seems to be evolving into a more 
formalised, corporate environment. 

2019 is likely to be the year where the industry 
becomes more formalised, on a wider scale. 

The PRS has and will probably continue to 
experience increasing regulation and 
legislation to formalise operations. At the 
same time, one-man-band landlords are being 
pushed out of the market and replaced by the 
more formal structures of limited companies 
and organisations.

This shift may see the familiar cottage industry 
approach replaced with a more corporate 
framework and feel with defined structures, 
rules and regulations.

This is not a bad thing, but it could be a shock 
for people anticipating gradual change, if 
that change comes more immediately than 
expected. Through 2018 there was a very real 
shift in operation and attitudes in this respect, 
specifically from local councils and 
government. 

Previously, in many of the areas we operate, 
an HMO department may have been a team of 
one or two who took six months to process a 
licence application. Now, investment is visibly 
being made in policing compliance and policy. 
We are seeing a much sharper pencil being 
bought to the table across all our offices. It’s a 
welcome change but a shift and shock factor I 
would recommend you all get ready for. 
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HMOs / Co-living

The HMO market continues to evolve. The 
main change in recent years has been the 
standard of finish and supporting 
management service packages provided. 
Through 2019, development in the 
purpose-built professional accommodation 
is likely to increase traction with larger 
purpose-built sites and wider facilities, 
similar to the recent shift in the PBSA sector. 

Once established as an asset class in its own 
right, this will be one to watch. But getting in 
early is no doubt where the margins will be. 

Modular housing and advanced 
construction methods

Expect to see progression in this space 
through 2019 as the advanced construction 
methods seen in other countries become 
more popular in the UK. Construction 
companies and funds alike will be investing to 
capitalise on these game-changing initiatives. 

Serviced accommodation 
management companies 

The serviced accommodation strategy is now 
well out of the introduction phase. As the 
sector grows, it will experience increasing 
compliance, regulation and operation 
frameworks.

Whilst correctly positioned and the margins 
remain strong, there is an opportunity for 
supporting management companies to 

enter the market. Such companies can offer 
services and returns to investors who want 
to capitalise on this growing sector without 
having to personally run serviced 
accommodation portfolios.

Not for the faint-hearted, but one to consider. 

Care and extra care

If I were entering the property industry today 
or looking for the next sector within which to 
build a sizeable and sustainable company, the 
care and extra care sector without a doubt 
would be it.

Baby boomers are starting to turn 70. This 
creates a huge incoming demand for this type 
of care/accommodation, at a similar time as 
supply is decreasing for many reasons. Big 
names like Four Seasons have gone out of 
business as operational costs have risen and 
funding for care decreased. 

Not something you can just jump into, but 
this is a wave to investigate and to consider 
pressing forward with if you have an appetite 
for the sector.

Planning applications and 
permitted development

In many towns and cities around the UK, there 
are vacant sites with various use classes. 
Whilst they require full planning applications, 
they could be development opportunities with 
strong returns.

Many investors do not understand or want
to take the risk on these. But if you understand 
your market and have a sharp planning 
consultant, there are some great opportunities 
being left on the table for those comfortable 
stepping up to them. 

Keep your eyes peeled also for extensions, 
adjustments and introductions to the
permitted development policies available. The 
first to grasp these opportunities can often 
capitalise here, with the first mover advantage. 

Business in property

The final shift and wave to catch in 2019 is the 
emerging mindset and generation of building 
real businesses in property.

As the industry moves from cottage to 
corporate, property entrepreneurs around the 
country are gearing up to become the next 
market leaders in their area and award 
winners in their fields. 

There has never been a better time to build a 
business in property, and this is a focus many 
will adopt through 2019.

Dan Hill will be taking part in a YPN Extra 
webinar with host Michelle Cairns on 
Tuesday, 15th January at 8pm, when he will 
guide you on setting your strategy for 2019.

Summary
Without a doubt, there is going to be a lot of 
change through 2019. Regrettably, some in the 
market will experience challenge and struggle. 
However, if you are well read and understand 
the market, 2019 is likely to be the next period 
of opportunity. It’s time to capitalise for those 
who embrace it.

As the market experiences change and the 
industry continues to move from a cottage 
environment to more of a corporate
framework, be strategic, sharpen your 
pencil and find the wave you want to 
surf through 2019.

I look forward to sharing the journey with you.

Best of luck,

Daniel Hill 

To offer some transparency as to how we 
are capitalising on opportunities at PPN UK 
through 2019, our strategy for each 
company is shared as below;

Headline strategy

Level up.

Multi-Let UK 

Growth by acquisition. Buy more HMO 
lettings agencies around the UK as they 
experience the crippling impact of changing 
legislation.

PPN Portfolio Builder

Source fewer acquisitions but much larger 
sites. More lucrative small and medium 
developments will make up the pipeline for 
our clients, rather than the HMOs we have 
previously focused on. 

Manor House Developments

Continue to develop full planning build-to-
rent conversion schemes into high density 
residential apartments on industrial, retail, 
commercial and other sites.

Property Entrepreneur™

Continue with two 12-month programmes 
at The Belfry. 

• The	Property	Entrepreneur	Programme:	
80 people

• The	Board:	15 people

Get Up Give Back (GUGB)

Our brand new charity initiative for 2019 
is to raise enough money to pay for 365 
life-changing operations for children born 
around the world with facial deformities. 
Very excited about this one!

PPN UK strategy for 2019
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he main subject this month is 
housing supply. This is almost as 
complicated as the Brexit 
negotiations, but I will attempt to 

set out a coherent summary. That will be 
the last time I mention Brexit before March 
29th – even then there may be nothing 
to report.

According to the autumn edition of the UK 
Housing Market Review published by the 
Institute of Housing, the future demand for 
new housing over a 15-year period will be 
approximately 338,950 per year in England 
– this is to meet the current backlog of 
households in housing need and growth in 
the number of new households. 

Much of this demand will be in London 
(178,450) and the South of England 
(74,500). Corresponding figures for other 
regions are North of England (48,000), 
Midlands (38,000). 

184,000 new homes were built in England 
in 2016/17. This is more than in the five 
previous years, where the average has been 
around 150,000 per year (source: Full Facts, 
a UK-based fact-checking organisation). This 
is a year-on-year increase, but it is still below 
the 2007/08 pre-recession peak of 200,000. 

However, considering homes that have been 
converted into residential use from previous 
uses as shops, offices or agricultural 
buildings , and taking into account 
demolitions, the total of new homes in 
England in 2016/2017 was 217,000. 

Based on the above statistics, the 
undersupply of new homes in England, which 
has been documented by numerous sources, 
will continue in the long term. The greatest 
pressure for housing developments is likely 
to be in London and the South of England.
 
On the other hand, recent statistics published 
by ONS have revised down the projected 
figures for new households from 210,000 in 
2016-2041, to a lower forecast of 159,000 
per year. The previous higher forecast
supported high government targets for 
house building, up to 300,000 per year, a 
target that most commentators considered 
would not be met. 

The Institute of Housing forecast of 338,950 
is much higher than the revised ONS forecast 
of 159,000 because it assumes a backlog 
of unmet need of 4m households. It is also 
far higher than the current rate of building of 
new homes (217,000). 

The ONS commented: “The slower growth in 
the number of households reflected 
lower projections of population, notably 
assumptions about birth rates, how long we 
will live and migration and more up to date 
figures about living arrangements such as 
living with parents or co-habiting.” 

Although the number of households is 
forecast to increase, there are wide variations 
across the country; the number of 
households in some boroughs is forecast 
to decline. 

Estate agents Savills have published an 
analysis of where the number of households 
is falling. These are a mix of places that are 
too expensive for people to afford to live on 
their own (Oxford and Cambridge), where 
the population is getting older (Blackpool), or 
where a high proportion of the population are 
leaving (Middlesborough). 

Emily Williams, a research analyst at Savills, 
commented: “The change in household 
projection is caused by a shortage of new 
homes and rampant property inflation leading
to fewer households being created. The 
government should focus less on national 
numbers and deal with localised problems.”

Ed Conway, the economics editor of Sky 
News, has taken up a similar argument. 
Writing in The Times newspaper he 
commented: “There is a problem with
shortage of new homes but it is mostly in 
London and the South East. In other areas 
such as New Cumnock, a former coal mining 
town in Ayrshire, whole rows of houses are 

being torn down because the town is 
shrinking. Or consider Liverpool, where 
many homes are old and in some cases 
uninhabitable. The answer there is to help 
residents renovate existing properties.”

Ian Mulheirn, an economic forecaster at 
Oxford Economics, has added to the debate 
on housing supply. Also writing in The Times, 
he commented: “The problem is not so much 
that they don’t have enough homes but they 
are not distributed properly. Count the number 
of bedrooms across the country and there are 
more than enough for everyone. The problem 
is many of those rooms are empty and some 
are overcrowded.”

Many older people are living in houses with 
several spare rooms. A recent report by 
retirement property developer McCarthy and 
Stone proposed that the government should 
introduce a stamp duty exemption for older 
home owners to downsize.

The number of empty homes is also 
contributing to the housing crisis. Statistics 
published by the Ministry of Housing, 
Communities and Local Government 
(MHCLG) put the number of empty homes 
in England in October 2017 at 605,891. Of 
these, 205,293 were classed as long-term 
empty properties (empty for longer than 
six months). Durham had the most empty 
homes (6,500) followed by Leeds (5,724), 
Bradford (4,144), Cornwall (3,273) and
Liverpool (3,093). 

Research published by the Liberal Democrats 
found that 11,000 homes across the UK 
have been empty for ten years or more. 

Housing supply is a complex issue and 
building more new homes is only part of 
the solution to the housing crisis. A more 
comprehensive localised approach is 
needed, including improvements in planning 
and major regeneration projects.

How should BTL investors take the 
complexities of housing supply into account 
in investment decisions? There is no simple 
answer, other than to note that demand for 
rented property will continue in the long term. 

And it seems reasonable to say that the 
BTL market is relatively efficient in providing 
accommodation where it is needed, whereas 
the rest of the housing market in some areas 
is not. 

The Buy-to-Let 
Market Overview

 By Chris Worthington
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Chris	Worthington	is	an	economist	with	20	years	of	experience	in	local	economic	
development.	You	can	contact	him	via	email	on	chrisworthington32@yahoo.com

The Buy-to-Let Market in BRISTOL
ristol has a strong, modern local 
economy.	The	key	sectors	are	
aerospace, defence, banking, 
professional services and creative 

industries – all high-growth, high-wage 
sectors.	Major	local	companies	include	
Rolls Royce, British Aerospace, Orange, 
Lloyds Bank, Ardman Animations, GKN and 
the Ministry of Defence Procurement HQ.	

The city has a highly-qualified workforce 
and two prestigious universities, Bristol 
University and the University of the West of 
England. They attract new talent into the city 
and support the growth of new technology 
companies. 

A recent report from consultants SQW said: 
“The Bristol city region is cool, classy and 
supremely creative with the potential to rival 
US cities such as Boston and Seattle.”

Bristol has many landmarks and attractions 
that enhance the life of residents and appeal 
to tourists and visitors. These include the 
iconic suspension bridge and the restored 
SS Great Britain, the first iron-hulled 
passenger liner, both designed by Brunel. 
Clifton is the most historic part of the city, 
with impressive Georgian architecture and 
high-class restaurants and bars in Clifton 
Village.  

The success of the local economy has 
contributed to the current annual growth 
in population of around 4,000 people per 
year, although many are attracted to Bristol 
by the lifestyle. Bristol was described as a 
“creative and cultural powerhouse” by the 
New York Times, placing the city in the top 
52 places to go in 2018. 

In recent years, a wide range of housing 
developments has been completed in the 
city centre through the regeneration of 
former industrial and office buildings on the 
waterfront. Public sector buildings including 
a fire station and a hospital have also been 
redeveloped for housing. 

Outside the city centre, regeneration 
projects providing new housing are 
underway at a former chocolate factory 
and paintworks. Large housing estates are 
being built, most notably at Charlton Hayes 
north of the city centre, and on a former 
hospital site at Frenchay. 

New housing estates are also being
developed in South Bristol. In Hartcliffe, 
Urban Splash have redeveloped a former 
factory building into apartments 
surrounding a lake and an area of woodland. 

The largest regeneration project is the 
Temple Quarter Enterprise Zone centred 

on Temple Meads Station. Since 2012, over 
3,000 people have come to work in the 
Enterprise Zone, and the target is 22,000 
jobs over the lifespan of the project. 

The new urban quarter will provide a 
waterside environment with a range of 
housing and a new university campus. 
The city council is working closely with its 
partners, Network Rail and Homes England, 
to provide investment in infrastructure – 
a 21st century station at Temple Meads 
and a new transport hub.

The station is on the route of a new 
Metrobus system linking the city centre to 
the Science Park at Emersons Green, and 
to the retail park at Cribbs Causeway. The 
Metrobus also links the city centre to south 
Bristol and to the park and ride at Long 
Ashton. 

This year, Bristol Airport was awarded the 
best airport award in Europe in the 5-10m 
passenger category by Airports Council 
International. The airport connects to 125 
destinations around the world. 

Bristol City Council is developing new 
planning guidance on higher density urban 
development. Yuli Cadney-Toh, a director of 
Bristol-based architects BDP, commented:
“A joined-up approach to planning, 
transportation, infrastructure and 
development will bring investment, jobs 
and homes. Buildings of height offer 
unparalleled opportunities for more 
sustainable development.”

The average house price is £278,000 , 
house prices are currently increasing by 
1.2% annually (source: Hometrack).  Rents 
range from £870 pcm for a one-bed flat to 
£1,850 pcm for a four-bed house. 
Year-on-year rental growth is around 3.9% 
(source: Lend Invest). 

There is a strong demand for rented 
property in Bristol. According to Rightmove, 

the average number of days for a property 
to be on the market is 22 days, compared 
with the national average of 36 days. 

The average yield on BTL investment in 
Bristol is 3%-4%, but investors looking 
for higher yields should focus on the BS2 
postcode including the Kingsdown, St Pauls 
and St Philips areas. According to a report 
published by Totally Money in July 2018, the 
average rental yield is 7.9% in these areas. 
Bristol features highly in a new national 
index for the sale of property using data 
based on the number of houses sold. 
The postcodes of BS3 (Bedminster and 
Southville) and BS5 (Easton and St George) 
are in the top ten hotspots in the UK for 
house sales.  

Bristol is innovating in the design of 
housing. The Bristol Housing Festival was 
launched in October, and started with an 
exhibition of modular and eco-friendly 
housing at Waterfront Square. Festival 
Director Jez Sweetland commented: 
“The festival is all about exploring innovative 
solutions to the UK’s housing crisis. 
Experimentation and exploration are 
fundamental values for the festival which 
will run over the next five years.”

I moved to Bristol from London in 1984 to 
take up a job in economic development 
with the County Council. In London, the new 
docklands development was well underway 
while much of the former industrial property 
on the waterfront in Bristol was empty and 
derelict. 

Now almost all of that has been developed 
with one of the former warehouses being 
refurbished to house M Shed, the new 
museum of Bristol. For one year prior to 
the opening of the museum, I had the job 
of project co-ordinator. It was great to give 
something back to the city that I love. It 
will be fascinating to see how Bristol is 
transformed in the years to come.
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The most frequently asked questions from 
my HMO property community this month.

Your HMO Q&A

Q) As we are now heading into the winter months, what are the 
best options for keeping the bills low?

A) This has been a very popular question this month, owing to the 
winter creeping in on us. There are a few things to consider here. 

Firstly, I would encourage everyone to write a nice letter/email to all 
tenants to encourage them to be conscious of leaving the heating on 
when it isn’t required, and to not leave any windows open while the 
heating is on. 

I’m sure that you have all experienced walking into an HMO and 
feeling like you have just stepped off the runway at a Reina Sofia 
airport in Tenerife … 

It’s important to point out that tenants must have full control of the 
heating system at all times. This means they must be able to boost 
the heating 24 hours a day, and rightfully so. 

There are some great remote heating appliances on the market that 
allow you to monitor the heating. The issue with using such systems 
is that it can become a bit of a ping pong match between you and the 
tenant turning the system up and down. 

I find with using remote systems, it works best for me checking each 
morning and setting the system back to your default. But only check 
it once a day otherwise you will become obsessed.

There are also some great timer-type systems that grant the tenant 
full access to the heating on a booster-type programmer. The system 
can have a minimum temperature set so that the house will stay 
warm, but it will time out after two to four hours. If the tenant wants 
more heat, they simply have to press the boost button.

If you have a cleaner, it’s always a great idea to ask them to check
the heating and turn it back to 21 degrees if it’s too hot.

No matter what system you choose, remember that the tenant’s 
welfare is number one, so don’t lock the system. Make sure they 
have full access but do keep your eyes on it. Google: ‘remote heating 
systems’ for further information. Some offer a landlord’s dashboard, 
so you can control all your houses from one point. Sadly, this isn’t 
across the board, so I would encourage you to conduct your own 
research before jumping in.

Q) My tenant has been sent to 
prison. He owes rent and his 
belongings are still in the room. 
Can I change the locks, evict him and 
dispose of his belongings?

A) This is quite a popular question, believe it or not. No matter how 
much due diligence we conduct on our tenants, sometimes these 
things happen.

It’s important to remember that if the tenant is on an assured 
shorthold tenancy/Housing Act agreement, then there are legalities 
that we need to adhere to. Just because the tenant has been sent 
to prison, this doesn’t mean that you can go ahead and change 
the locks.

The first and easiest way to deal with this is to try and locate the 
tenant and find out which prison they are in. If you can’t find out, 
speak to a family member or a guarantor. Request that the tenant 
writes you a letter of surrender, ensure that it is signed and, where 
possible, witnessed too. 

Also ask for their permission to remove their belongings, and either 
pass to an authorised person, or dispose of it. Only when you have 
received the letter of surrender can you go about re-renting the 
room.

If you have no contact from the tenant, then I’m afraid you have no 
option but to pursue possession via the normal eviction procedure, 
using either Section 8 for late or non-payment, or Section 21. The 
main thing is not to take matters into your own hands, as it could 
come back to bite you later down the line. 
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Q) Should I provide a tumble dryer in my HMO?

A) Personally, yes, I think you should. If you don’t, then you will find that tenants 
will hang their clothes everywhere in the house to dry. This not only looks untidy, 
but can cause a buildup of damp within the property that can result in black 
mould and condensation issues.

Your tumble dyer ideally should be a vented one. This means that the extraction 
pipe that blows out the hot air is positioned to go directly out of the building, 
usually through the wall.

If this isn’t possible, there are some non-vented tumble dryers that have a water 
collection tray. The heat evaporates and water is collected, and it needs 
emptying on a regular basis.

You can also have some coin-operated tumble dryers which will of course take 
the pinch off your bills. We don’t use them in any of our houses, as we like to 
keep the all-inclusive model with our tenants.

Q) I seem to be having a lot of empty rooms right 
now, how can I incentivise new tenants into my 
property?

A) Lots of things to consider here. Remember that 
January is a quiet period, and most people have spent 
all their hard-earned cash on Christmas. Here are some 
of my best tips to help you get those rooms full.

1 Remove any fees. This will obviously help   
financially and put you above the local  
competition.

2 Make sure you have some good photos with 
dressed rooms. We always pay for a professional 
photographer. It’s a small price to pay and you 
have the photos to keep.

3 Offer a discount off the first month’s rent.  
Money talks.

4 Ask current tenants if they know any of their 
friends/colleagues who are looking for a room  
and offer a financial reward.

5 Contact local employers and see if they operate  
a graduate scheme.

6 Be proactive on the advertising platforms. Very  
often tenants will register and then not contact 
you, but you can search for tenants who are  

 looking in a specific area and contact them  
directly.

7 Advertise on your local Rooms Available   
Facebook group.

8 Sell the lifestyle, not the room. Very often, 
landlords will have a poor description of their 
property and it doesn’t do the house any justice. 
Tell the tenant what benefits they will get by taking 
this room, be descriptive and tell them about the 
amazing facilities that you provide, the awesome 
garden they can use to chill out, and the incredible 
location close to the local gastro pub, wine bar, 
and gym. 

9 Constantly bump up your online ads and stay at 
the top of the listing.

10 Is it time to decorate? If your rooms are dated and 
old fashioned, then it may be time to give them a 
lick of paint. We have to move with the times, and 
in a busy market it will be the best product that 
sells. Tenants can afford to be choosy in today’s 
market. Have some great colours and new   
furniture. You don’t need to spend a fortune,   
but you do need to keep up to date. 

Rick Gannon is a best-selling author, property investor 
and HMO expert panellist on Sky Property TV. He has a 
varied portfolio of HMOs, single-let flats, commercial 
property and serviced accommodation holiday lets. He is 
also an ex-police officer but changed careers many years 
ago to spend more time with his family.

Have an awesome start to the year, I’ll be back 
next month with some of my top HMO tips.

Rick is the author of “House Arrest: 
A Practical Guide on How to Replace 
Your Income through Property Investing”.

Q) Should I use an agent to manage my 
property or should I self-manage?

A) This is a great question, and really is down
to your own strategy. There is no wrong or right 
answer, and depends on what you are working 
towards. 

HMOs are certainly not passive. In fact, they 
can be a lot of hard work. There are a lot of 
people living under the same roof, maintenance 
is ongoing and the turnover of tenants can 
be quite high. 

You can choose to delegate this out to an agent which will certainly help you get 
some of that time back, but of course, it will come at a cost. The price you pay for 
an agent will differ across the country, and I wouldn’t suggest that you try to 
barter the price down too much. Cheaper isn’t always better!

At the end of the day, the agent will fill the rooms that make them the most 
money. If your commission rate is low, you will come last in the queue. 

Always check the experience of the agent. Not everyone understands the 
nature and the legalities behind HMOs. Ask how many HMOs they manage 
and what their experience is. 

Managing HMOs yourself needn’t be too daunting, provided you don’t live too 
far away for travelling to do viewings etc. Provided that you are aware of the 
legalities, there are plenty of management systems out there that can help 
leverage your time.

If you know what you’re doing, then they really aren’t too hard to self-manage.



50



51



52

The Autumn 2018 Budget announced 
the restriction of Private Residence 
Relief (PRR) and Private Lettings Relief 
(PLR), from April 2020. The tax reliefs 
act to reduce the CGT due on the sale 
of a property that a landlord has lived in 
– however, the government now thinks 
these tax reliefs are too generous, and 
will impose restrictions which could 
mean thousands of pounds of extra tax 
payable. 

Remind me again – what is 
Private Residence Relief (PRR) and 
Private Lettings Relief (PLR)?

PRR is the tax relief that prevents capital 
gains made on a main residence from being 
taxable. 

However, many properties are lived in as a 
main residence by the owner, and then rented 
either before or after the owner lived there. In 
these cases, some of a capital gain on sale is 
exempt from tax, and some isn’t.  

The calculation of the amount of a capital 
gain that is taxable where the owner hasn’t 
always lived in the property works on a 
‘fraction’ basis, ie by calculating the fraction 
of the total ownership period that is covered 
by PRR, in round months. As well as the 
actual months of occupation in a property, 
the current PRR rules allow the final 18 
months of ownership to also be treated as 
if the owner lived in the property, so 
benefiting from PRR.  

As well as PRR, a property that qualifies for 
PRR will also qualify for Private Lettings 
Relief (PLR), which is worth up to the amount 
of PRR, to a maximum of £40,000, and like 
PRR, is a per-person tax relief.  

OK, so what’s changing?

From April 2020, the PRR ‘final period 
exemption’ of 18 months will be halved to 
nine months. And from April 2020, PLR will 
be abolished, except for the scenario where 
the landlord lives on a shared-occupancy 
basis with a tenant (in practice, this will be 
extremely rare). 

The government’s view is that owners could 
potentially benefit from having a long (which 
they consider 18 months to be) final 
exemption period, as tax relief could be 
claimed for two properties (an unsold one 
and a new one) simultaneously. 

And, PLR was a specific tax relief brought in 
to encourage property owners to let their 
old home – clearly, in an era where the 
government has introduced tax changes 
to control the private rental sector 
(mortgage interest restrictions, increased 
SDLT on purchase, abolishing the wear and 
tear allowance), it makes little sense to retain 
a tax relief that was designed to encourage 
property rental. 

It is worth noting, however, that these 
changes will not affect landlords who have 
not lived in a property they are renting, 
and that the special 
exemptions for people living 
in or moving into a care 

home, or who are disabled, will not change 
(these cases are allowed a ‘final period 
exemption’ of 36 months).

OK, I think I follow it – but let’s see 
some numbers!

The following table sets out how the current 
PRR and PLR CGT tax reliefs operate in a 
simple example:  

• Single owner who is a Higher Rate  
taxpayer

• £100k property purchase price

• £250k sale price

• £50k of purchase / sale / capital costs.

Property owned for ten years, lived in for four 
years, and rented for six years until sale:

Autumn Budget 2018 Update
Restriction of CGT Private Residence Relief and 
Private Lettings Relief – Impact and Planning
By specialist property accountant Stephen Fay FCA

With no PRR 
or PLR

With CURRENT 
PRR & PLR

With REDUCED 
PRR & PLR

Capital gain after costs £100,000 £100,000 £100,000

Less:  Private Residence 
Relief (PRR)

-£55,000 -£47,500

Less : Private Lettings 
Relief (PLR)

-£40,000

Total Relief (PRR + PLR) £0 -£95,000 -£47,500

Net gain / loss after 
PRR & PLR

£100,000 £5,000 £52,500

Private Residence 
Relief

Total ownership period 
(months)

120 120

Period of residence 48 48

PRR - Final Exemption 18 9

Total relief (months) 66 57

PRR % 0.0% 55.0% 47.5%

PRR relief 0 £55,000 £47,500
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Planning for the April 2020 PRR 
and PLR tax changes  
As April 2020 is not far away (15 months 
at the time of writing – January 2019), 
it’s important that landlords review their 
residential property portfolio for any 
properties on which PRR and PLR may 
be claimed, and then assess what the 
impact of the new PRR and PLR 
restrictions will be. 

In some cases the total benefit of PRR 
and PLR relief will be modest, and so the 
new restrictions will cause little concern. 
For example, where the taxable gain 
without these tax reliefs is covered by 
the CGT Annual Exemption(s), or where 
there are capital losses to use, or where 
a property is to be sold at a loss (PRR 
and PLR can’t create or increase a 
capital loss). 

In some cases, the PRR and PLR 
restrictions will create an unacceptably 
increased CGT charge, and the landlord 
will need to consider whether to sell the 
property before the new changes apply. 
Crucially, this review needs to take place 
sooner rather than later, given how soon 
the changes are to be brought in.

OK, I’ve identified a property I 
want to sell and claim PRR and 
PLR at the current rates. 
What’s next?

So, for properties to be sold before 6th 
April 2020, to avoid the PRR and PLR tax 
restrictions, consider the following points:

1. CGT trigger = exchange of contracts

The CGT trigger point is exchange of 
contracts (not completion, which is the point 
at which SDLT is payable). So in terms of 
sale timing, for CGT purposes, exchanging 
contracts before 6th April 2020 would allow 
full PRR and PLR to be claimed.

2. Avoid unnecessary mortgage 
redemption charges

Take care not to refinance a mortgage on 
a property to be sold, as Early Redemption 
Charges (ERCs) may be payable on the 
unexpired mortgage term. So it may be 

better to stay on a lender’s Standard 
Variable Rate (SVR) until the property is 
sold if the tax saved is more than the extra 
interest charged.

3. Vacant possession vs ‘trade’ sale

Review whether the property is likely to 
achieve the best sale price if sold without 
vacant possession, ie to another landlord. 
If not, then the tenant will need to be issued 
with a Section 21 notice, and vacant 
possession obtained – of course, this could 
take some time if the tenant doesn’t vacate 
willingly.

4. To refurb or not to refurb 

Assess whether a refurb is needed to get the 
best price on sale – and factor in the cost 
and time to deal with that.

5. Don’t become a ‘motivated seller’!

Finally, don’t forget that properties often 
take time to be sold at full 

market value, and for 
many landlords it 

would be rather ironic 
if they themselves 
became a ‘motivated 
seller’, having to 
drop their price to hit 
the 6th April 2020 
tax deadline!

In summary ...

As most landlords know, the government 
has been on the attack against landlords, 
with mortgage interest restrictions, a 
punitive purchase SDLT tax charge, 
abolishing the wear and tear allowance, 
and now, abolishing capital gains tax reliefs 
that if left in place, would act to encourage 
landlords to sell properties that may benefit 
from such tax reliefs. 

On the positive side, many accidental and 
part-time landlords have now decided that 
enough is enough. For those that stay in 
the game, with fewer properties available 
for rent and no reduction in tenant demand, 
the private rental sector could offer good 
profits for landlords who are willing to adapt 
to prosper.

However in property, things often move 
slowly, and for those landlords who have 
once lived in their rental property, the loss of 
PRR in full, and PLR being abolished, could 
mean a painful extra tax charge on sale. By 
acting now, identifying any property to be 
sold, and beating the rush that will inevitably 
happen in the run-up to April 2020, landlords 
could liquidate equity via strategic sales and 
pay tax at what will, in future, be seen as a 
very acceptable level.

Visit our website (www.fyldetaxaccountants.co.uk) for useful tools, tax tips and free reports. 
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MORTGAGE UPDATE By Stuart Yardley
Trafalgar Square Financial 
Planning Consultants

As we enter another year, I thought I would take the opportunity this month to 
cover off some key things you should be doing to prepare yourself for applying 
for mortgage finance during this year. 

Preparation is key if you are planning to take out mortgage finance as lenders all 
need various pieces of documentation to consider your mortgage application.

If you are looking to apply for finance for 
your first investment property this year, 
then there are some key first steps you 
should do before starting to submit offers 
on properties.

I would strongly recommend that you engage 
with a mortgage broker to consider all your 
options and ensure your property purchase 
strategy fits with the finance options available 
to you.

Before engaging with a broker, however, there 
are a few things that are worth collating to 
make things easier. I would recommend 
starting as follows:

• Obtain a copy of your credit report.   
The main two agencies used are  
Experian and Equifax and you can  
obtain your report online through them.

• Ensure you have up-to-date proof of 
income available. If you are employed, 
gather together your last three payslips, 
latest P60 and any payslips showing 

 annual bonuses, etc. If you are self- 
employed or a company director, it’s worth 
requesting from your accountant your 
last two years’ tax calculations and also a 
copy of the last year’s company accounts.

• Make a note of important dates.  
Dates moved into and out of residences 

 and also dates of employment and self-
employment, as your broker will need 
accurate information.

Engaging with a broker doesn’t have to 
involve face-to-face meetings as you can 
deal with most brokers over the phone and by 
email. If you intend to invest regularly in 
property, make sure that you select a broker 
who has a strong knowledge of buy-to-let, 
HMO, limited company, portfolio landlord

lending and the commercial investment 
market to help your long term strategy.

One of the first things a broker will do after an 
initial conversation will be to get you to 
complete a fact-find document together 
with other regulation documents, which will 
include all the information you have collated. 

After getting all of this together, my own 
method of working is then to arrange a call 
or meeting to discuss your strategy and how 
your personal circumstances fit your plans to 
invest moving forward.

This level of preparation will put you in a 
strong position to go out and put offers in, 
knowing that all the finance groundwork is in 
place and you are ready to move quickly once 
an offer is accepted.

If you would like to discuss how I can assist 
please give me a call or send me an email.

Experienced landlords 
and portfolio landlords 

If you already own one or more investment 
properties, it is still important to take some 
time and update the documents that you will 
need for your further finance requirements 
during 2019.

If you own properties but are also employed 
in a PAYE role, you may not have been asked 
in the past for self-employed tax calculations 
for the existing rental income, as you may 
have just relied on your employed income. 
However, more lenders are asking for these 
as standard now, as they look to confirm your 
full annual income. Consequently, I would
recommend that you obtain your last two 
years’ tax calculation summaries and 
overviews so that you can provide details 
and evidence of your full income position.

Happy New Year! 
I hope 2019 turns out to be 
a prosperous year for you.

Planning to purchase first 
investment property during 2019
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As always, I am available to chat if you require any advice 
on a BTL or residential mortgage, or commercial, bridging 
or development finance. I work with investors throughout the 
country with property investment opportunities, from those 
buying their very first BTL property to experienced landlords, 
so please give me a call or send me an email.

LENDER LOAN-TO-VALUE PRODUCT FEES

Paragon Mortgages 80% 3.7% 5-year fixed 1% arrangement fee

The Mortgage Works 80% 3.24% 2-year fixed 2% arrangement fee

Precise Mortgages 75% 2.79% 2-year fixed £995 arrangement fee

Precise Mortgages 75% 3.49% 5-year fixed 1.5% arrangement fee

The Mortgage Works 75% 3.49% 2-year fixed No arrangement fee

LENDER LOAN-TO-
VALUE

PRODUCT FEES

Virgin Money 75% 2.47% 
5-year fixed 

£1,995 arrangement fee added – 
free valuation and free legal 
remortgage service provided

Virgin Money 75% 2.65% 
5-year fixed

£995 arrangement fee added – 
free valuation and free legal 
remortgage service provided

BM Solutions 75% 2.82% 
5-year fixed

No arrangement fee added – 
free valuation and free legal 
remortgage service provided  

The Mortgage 
Works  65% 2.09% 

5-year fixed
£1,995 arrangement fee

Coventry/Godiva  65% 2.35% 
5-year fixed

£1,995 arrangement fee added – 
free valuation and free legal 
remortgage service provided

Virgin Money 65% 2.59% 
5-year fixed

£995 arrangement fee added –
free valuation and free legal 

remortgage 

Limited company 
mortgage overview 
When you are setting up a limited 
company, I would recommend that, 
after your conversation with your tax 
adviser, you speak to your broker to 
make sure that the structure of the 
proposed company works from a 
finance point of view. Each lender has 
a very different view of shareholdings 
and directorships. Some lenders 
ignore minor shareholders while 
others insist that all shareholders 
need to be party to the mortgage and 
give personal guarantees. When a 
shareholder is required to be party to 
the mortgage, they must fit that 
lender’s criteria so it’s important to 
discuss this with your broker upfront. 

Long term fixed rates 
and product transfers
We are still seeing a large increase in the number of investors looking to 
secure longer term fixed rates now that variable and tracker rates have 
started to increase. 

The majority of the mainstream lenders offer a product transfer option. When 
your current rate ends, if you purely want to fix the rate again without releasing 
further equity, this can be a good, painless option to consider. Your mortgage 
broker will also be able to help you with this. It’s an option we consider for all of 
our clients and I am happy to review your portfolio to help you discover what is 
available. Just contact me by phone or email.

If you would prefer to refinance to another lender, here is an overview of some 
of the long term fixed rates available for borrowers financing a BTL in personal 
names.

This is just a selection of rates available. There are many other factors to take 
into consideration, so I recommend either speaking to myself or to your existing 
broker to discuss tailored options that might be available to you individually.

If you own two or three properties and are planning to add 
to your portfolio this year, you will also need to take into 
account the additional requirements that are needed when 
you become a portfolio landlord.

Key documents to prepare will be: 

• Portfolio schedule on an Excel spreadsheet – It is vital 
that you have all of your properties on a spreadsheet 
with up-to-date valuations and rental income being 
achieved

• Business plans – Most specialist lenders will ask for 
a business plan and whilst most have templates to 
complete, it is worth reviewing some of these upfront  
so you are prepared with the type of  information you 
will need 

• Assets and liabilities statements – I would recommend 
you keep an up-to-date spreadsheet of your current 
position 

I am always available to discuss any of these requirements, 
so if you have any questions please let me know. I am 
happy to provide you with different templates to review in 
preparation for your funding applications.

Commercial lending 

If you are looking to obtain commercial finance, I would 
recommend that you obtain all the documents previously 
mentioned in this article. In addition, book an appointment 
with a broker to discuss your plans and the type of finance 
available.

Having a good business plan is always invaluable as this 
will give the lender the opportunity to see your experience 
in the sector that you are looking to finance, together with 
your plans for the investment and how this will be 
managed.
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Legislation 
Update

By Mary Latham

Pennies are dropping …

This month’s updates ...
• The Homelessness Reduction Act 2018

• Call for evidence for a Housing Court

• Universal Credit

• Thoughts on the Autumn Budget

• Energy efficiency upgrades

• Landlord fines and repayment orders

• Rogue landlord register

As we begin the challenges of a new year I 
can hear the sound of pennies dropping …

Will the government realise the 
cost of tax grabs this year?
A couple of changes have exposed local 
authorities (and the government) to the 
realities of renting and we are seeing some 
important changes as a result.

The Homelessness 
Reduction Act 2018
Under this legislation, local authorities have a 
legal duty “to provide meaningful support”.

Some funding has been provided for local 
authorities to offer financial support to 
enable people either to maintain their 
tenancy or secure a new one. They must 
now speak to the landlord or letting agent 
in an attempt to stop an eviction. (This is 
fraught with issues for landlords but that’s 
a discussion for another day.)

If they find that the reason for the eviction is 
rent arrears (even when Section 21 has been 
used), they can use some of their funding to 
pay off the arrears if the landlord agrees to 
withdraw the notice and start with a clean 
sheet.

This type of financial support would be 
means tested and only given to tenants who 
were struggling financially. One assumes this 
excludes tenants who have received benefits 
to cover the rent but then failed to pass the 
money on to the landlord – we will see!

This exercise is making local authorities 
aware of two things:

1. No-one evicts a good tenant unless they 
need to sell the property. Many landlords 
are now being forced to sell because of 
the tax changes, which have resulted 
in them not making any profit at all, or 
indeed looking at a loss. 

 Local authorities are losing  
much- needed homes for rent  
because the treasury wants to fill  
the coffers rather than take  
people off the street.

2. Many landlords work with tenants who 
are not paying the rent, often for months, 
before serving notice. The point at which 
we serve notice is often where there 
are thousands of pounds of arrears and 
many failed attempts to work with the 
tenant. Some people are financially 
irresponsible and Universal Credit has 
made them vulnerable to their lack of 
ability. 

These two important facts have often been 
put forward by landlord representative 
bodies, but no-one has taken them seriously 
enough to realise the impact they have on 
homelessness.

We keep hearing calls for private landlords 
to give tenants longer tenancies and more 
security. Perhaps now we will get statistics 
from local authorities to show how insecure 
landlords are about letting to tenants who do 
not pay the rent.

Landlords often say they are happy to offer 
long tenancies (it’s a great business model) 
but fear the eviction process, which takes so 
long and costs so much.

These local authorities have had a sharp kick 
in the pants. Universal Credit has removed 
their armour against rent arrears from their 
own tenants on benefits, and placed them in 
the same position that private landlords have 
been in since the changes to the LHA system 
in 2007. These changes resulted in direct 
payments becoming a rare occurrence and 
rent arrears soaring to new heights. Local 
authorities now face the cost of these 
arrears and the additional cost of evictions – 
just like private landlords.

Most landlords, assuming their lenders and 
insurance companies agree, say they would 
be happy to offer long term tenancies … IF 
there was a quick and inexpensive process to 
remove tenants who don’t pay. 

A Housing Court?
Another penny dropping …

For as long as I can remember, landlords’ 
representatives have been asking for a 
specialist housing court where judges 
specialise in housing law and where 
possession cases are dealt with speedily.

In the Autumn Budget, a consultation was 
announced.

Considering the case for a 
Housing Court: call for evidence
This ten-week consultation will close at 11.45 
pm on 22nd January. There is still time to 
make your thoughts known. 
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It is a real opportunity to give landlords a 
quicker and more efficient route to legal 
possession. 

PLEASE RESPOND HERE: 
http://bit.ly/YPN127-ML-HousingCourt

They are looking for views on:

• Private landlord possession action process 
in the county court

• User	experience	in	both	the	county	courts	
and the First-Tier Tribunal for property 
cases

• The case for a new Housing Court

• The case for other structural changes  
such	as	an	extension	of	the	remit	of	the	
property tribunal

On the issue of 
Universal Credit
The Chancellor was under pressure from MPs, 
landlords’ organisations and tenant pressure 
groups to return to the old benefits system as 
Universal Credit continues to cause issues. 
Some tenants, including families with children, 
are losing both council and PRS homes or 
being forced into debt.

He announced an extra £1bn of funding over 
the next five years to support the transition 
in areas yet to make the move from the old 
benefits system to Universal Credit. He also 
stated there would be announcements related 
to additional protection for tenants moving 
on to Universal Credit, to include £1,000 pm 
increase in work allowances.

This may or may not help. Most landlords 
believe that direct payment is the only answer.

I’m sure many local authorities would agree 
(not that they would say so), because 
unfortunately there are no serious penalties 
when a recipient of Universal Credit (or 
housing benefit) uses the public funding they 
are given to secure a home on something 
other than rent. As long as that continues, 
I have very little faith that things will change.

I would like to be wrong about this, but if I am 
not, it is a compelling reason to respond to 
the Housing Court consultation above, which 
would reduce time and cost in removing 
tenants who fail to pay their rent.

I’m not suggesting it is only those in receipt 
of benefits who do not pay. Some of my best 
tenants are on benefits and never fail to pay. 
But unfortunately in many parts of the country 
where landlords have no other choice they 
have been badly bitten by tenants on Universal 
Credit and need to see some changes.

Where the 
penny hasn’t 
dropped 
Local authorities have no homes to 
offer even those most urgently in need 
of them. Good landlords are being 
forced to sell up because of the impact 
of tax changes was underestimated. 
These changes have now begun to bite.

Why would the government allow the 
treasury to fill the coffers while every 
local authority in the country is 
spending £m’s to house homeless 
people? Will that penny drop during 
2019?

Landlords often say: “I would sell up
but where would I invest for a decent 
return?”1 Try Travelodge shares!  
Serviced accommodation may have 
taken their traditional customers but 
emergency accommodation for 
homeless people has more than made 
up for that. Check their financials and 
the accounts of local authorities.

One authority alone spent £70m with 
Travelodge in 2017, paying full rate 
(more than the weekly one-room LHA 
rate for each night) for their rooms, 
because they have no idea of the value 
of that chunk of business and the 
potential to negotiate a better rate. 
I’m not even going to talk about the 
suitability of a family living in one 
room with no food storage or 
cooking facilities. 

Despite all this, the tax 
grab continues …

Thoughts on 
the Autumn 
Budget
Private Residence 
Relief and Private 
Lettings Relief
Stephen Fay covers the impact 
of changes to Private Residence 
Relief and Private Lettings Relief 
in his article this month, but I 
wanted to add my two-penn’orth. 
I regularly speak to landlords who are selling – either because of Section 24 tax changes, which 
are sinking in after they have spoken to their accountants about this year’s tax bill, or because they 
are fed up of dealing with difficult tenants, rent arrears and more regulation. Some of these 
landlords have been in the business a very long time; when they sell they will pay a big tax bill, 
which will increase from 2020.

You can find more on these particular changes on these web pages:

• Gov.uk information on CGT: http://bit.ly/YPN127-MLCGT 

• Gov.uk information on HS283 Private Residence Relief: http://bit.ly/YPN127-ML-PRR2015 

• Gov.uk budget brief on Private Residence Relief: http://bit.ly/YPN127-ML-PRRbrief 

• HM Treasury document Budget 2018, Private Residence Relief: changes to ancillary  
reliefs: http://bit.ly/YPN127-ML-PRRchanges 

PLEASE SPEAK TO YOUR TAX ADVISOR FOR FULL DETAILS.

Future High Street Fund
Something in the Budget that did make sense was the £675m co-funding of the Future High 
Street Fund.

The days of high street shopping are all but over, and this is a good opportunity to reclaim 
buildings that often began their lives as homes (just look back at old photographs of many 
villages that have since become towns). Private landlords have been quick to act on this, moving 
to apply for change use of commercial premises into homes, since the changes in Town and 
Country Planning (General Permitted Development) (England) (Amendment) Order 2016. 
Let’s hope that we are given the same opportunities for the Future High Street.

1 Please note this does not constitute investment advice!
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Mary Latham is the author of 
“Property for Rent – Investing 
in the UK: Will You Survive
the Mayhem?”

Government’s rogue 
landlord list empty 
after six months
The Housing and Planning Act 2016 included legislation to 
cover a database of rogue landlords and property agents. 
This has been available to local authorities since 6th April 
2017: http://bit.ly/YPN127-ML-Rogues. In October, the 
Guardian published an article: “Government’s rogue landlord 
list empty after six months – database billed as key to 
protecting renters is empty, and is closed to public.”

Of course it is closed to the public – not even the Sex 
Offenders Register is in the public domain! The people who 
need to check it are local authority officers. It is they who will 
have access to the register. 

There are a couple of reasons why no one has yet been 
registered:

The Housing and Planning Act 2016
“Section 30 (2) A local housing authority in England may 
make an entry in the database in respect of a person who 
has, at least twice within a period of 12 months, received a 
financial penalty in respect of a banning order offence 
committed at a time when the person was a residential 
landlord or a property agent.

“(3) A financial penalty is to be taken into account for the 
purposes of subsection (2) only if the period for appealing 
the penalty has expired and any appeal has been finally 
determined or withdrawn.”

Given that banning orders were only available to local 
authorities from April 2018, there hasn’t been sufficient time, 
even for the worst landlord or agent, to accrue two banning 
orders or financial penalties that are out of date for Appeal.

I’m wondering how long it will take a journalist to find out the 
name of the first person to be registered. Look out for the 
headline this year!

I wish you a 2019 of good health, peace and happiness. 

Warning: Breaking the law 
is now VERY expensive!
£22,500 + 120 hours unpaid work for 
Nottingham landlord
“Illegally-evicted Nottingham tenant wins £12,500 in damages

“A recent successful prosecution by the team saw Mr A ordered by 
Nottingham magistrates to do 120 hours unpaid work as well as paying 
his tenant in Sneinton Dale £1,000 compensation, after she was illegally 
evicted when her locks were changed while she was out. It followed a series 
of breaches in the tenancy agreement, including Mr A and his father letting 
themselves into the property without notice and issuing threats to the 
tenant over rent.” 2

Where did the £12,500 figure come from? The tenant then took a private 
case against the landlord and won. The landlord was made to pay £12,500 
damages and £9,000 towards the Nottingham Law Centre costs. Therefore, 
a huge £22,500 and the landlord was lucky because he could also have 
faced a Rent Repayment Order for up to 12 months’ rent if the local authority 
had asked for the return of the Housing Benefit that they had paid, which is 
what happened in the next case.

£60,000 rent repayment
In November 2017, Camden Council visited an unlicensed HMO following 
complaints of severe dampness from tenants. Camden took the landlord to 
court for failure to apply for an HMO licence, breach of planning and building 
control and several items of serious disrepair. The council applied for a 
Rent Repayment Order for the ten weeks between the Service of 
Improvement Notices and the work being carried out, amounting to 
£60,000 of public money paid to the tenants for their housing. The Rent 
Repayment Order was granted but the amount has not been disclosed. 
Read about this case here: http://bit.ly/YPN127-ML-Camden.

Energy bills
Landlords must pay up to £3,500 to save tenants £180 a year on their 
energy bills:

The government have published their long-awaited update on energy 
efficiency costs, which have been a grey area since the end of Green Deal 
Funding – see http://bit.ly/YPN127-ML-Energy.

In a nutshell … from April 2018 a property with an EPC rating of F or G 
cannot be offered to a new tenant or on a new contract to an existing 
tenant unless it is exempt.

Exemption is usually due to the cost of upgrading to a higher rating being so 
high that it wouldn’t be worthwhile, or because everything the energy 
assessor has recommended has been done and the rating is still not up
to an E. In this case the property must be registered on the Exemption 
Register before offering it for rent: http://bit.ly/YPN127-ML-PRSReg.

Under the changes made on 5th November 2018, the landlord must now 
spend up to a maximum of £3,500 on energy efficiency before an 
exemption can be claimed. This will come into force in 2019.

By upgrading the estimated 290,000 rented properties, tenants will save 
£180 a year each on their energy bills.

Local authorities will enforce this and will be able to issue a maximum 
fine of £5,000 to landlords who are letting properties below an E and not 
on the Exemption Register.

There is still some funding to help landlords here: 
http://bit.ly/YPN127-ML-Energyfunding.

2 https://westbridgfordwire.com/illegally-evicted-nottingham-tenant-wins-12500-in-damages/ 
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new year is upon us. Hopefully 
2018 was a positive year for you 
property folk, but are you ready for 
the challenges of 2019?  

I’ve little confidence in predicting the effect 
of Brexit on the property landscape, so I 
thought I’d focus on something I can write 
about with some authority ... 

This year, we’ll see the 
introduction of the tenant fees 
ban. If you have a lettings 
business, it may be bad news 
for you … but it may make the 
lettings market a little more 
fluid. Tenants will be more able 
to move as their circumstances 
and family sizes change. 

Rather than being stuck in their 
current property, unable to raise 
fees, rent and deposit to move 
into their next home, increased 
mobility could see a rise in the 
number of tenant changeovers. With this in 
mind, I thought we could dive into the 
subject of reclaiming deposits this month. 

Some landlords have a very positive view of 
deposit protection services, whilst others 
are less than impressed. In my experience, 
results received from deposit schemes are 
directly linked to my organisation and due 
diligence undertaken as part of the initial 
tenancy set up. 

The phrase failing to plan is planning to 
fail is certainly appropriate in the world of 
deposit reclaims.

The following should hopefully serve as a 
timely reminder to make “attention to detail 
within tenancy set ups” one of your new 
year resolutions:

The first thing to bear in mind is that you 
must have a good-quality inventory 
undertaken prior to the start of the 
tenancy. I have seen people undertake an 

inventory once the tenant has moved some 
of their chattels in. This is no good. The 
inventory should be detailed, thorough and 
must be agreed as a matter of fact by the 
tenant at the outset of the tenancy. 

You can undertake them yourselves, 
perhaps by using one of the number of 
apps that are available. Or alternatively 

there are many dedicated inventory clerks 
out there who would love the work. You may 
wish to find someone who is a member of 
the Association of Professional Inventory 
Providers (APIP)

Good quality, date-stamped photos should 
form a central part of the inventory, together 
with a detailed written description of the 
age and condition of all items.

On this basis, you will be able to judge 
which items have suffered beyond the 
accepted wear and tear or have gone 
missing. You will be able to enforce the 
covenant which requires furniture and
items to be left in the same room in 
which they were found.

Just by achieving the above, you will reduce 
your quantum of deposit disputes.

I appreciate it’s not a perfect world, and 
even with the best preparation you may 

still end up in a dispute. The procedure for 
claiming back the deposit must also be 
followed meticulously.

You must comply with the various 
timescales imposed by deposit firms, and 
provide complete and full information. 

I have seen cases rejected where a landlord 
requests a £30 deduction from the deposit 
for a missing shower curtain with only a £5 
receipt. But yet, I’ve seen similar claims 
approved – and for a higher amount – 
where the claim is fully detailed, including 
a breakdown of the cost of the shower 
curtain and an invoice from the contractor 
who fixed it.

There have been other cases where 
landlords want to claim for legitimate 
arrears from the deposit, but presented their 
claim so badly that the award went in the 
tenant’s favour.

My personal preference is to try and 
negotiate with the tenant before seeking 
dispute resolution using deposit firms. 
Doing so will increase the likelihood of 
ending your relationship with your tenant 
on a positive note, along with getting your 
money quickly. 

One method I have seen work very 
effectively is offering the tenant a reduced 
deduction if they settle voluntarily, and a 
more punitive claim if they force the matter 
through dispute resolution. 

To give an example, let’s say a property 
requires carpet cleaning, an oven clean and 
holes in the wall to be repaired and filled. 
The tenant may voluntarily agree to the 
deductions for two of these if they can be 
let off the third. Such a strategy may suit 
you if you are keen to move forward with 
the ongoing letting of the property.

I find it odd that some people attend to 
these matters in a hurried or slap-dash way. 
Property is your business and you should 
take it seriously. Neither Companies House 
nor HMRC would be impressed if you were 
not able to provide the documents they 
request, so please do not be critical of the 
deposit schemes for taking a similar view. 

I wish you every success in your property 
endeavours for 2019. 

Successfully 
Reclaiming 
Tenant Deposits

 By Graham Kinnear

As usual I am happy to assist 
YPN readers with their property
issues and can be contacted 
on 01843 583000 or 
graham@grahamkinnear.com. 

Graham is the author of 
“The Property Triangle”
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‘Unhealthy’ Homes Could 
Cause Decrease in Rents

 By David Lawrenson

ny property advert – whether for 
rent or sale – will come with plenty 
of useful information for potential 
buyers and tenants to read.

One of the bits of information tells you all 
about the energy efficiency of the property 
and how well insulated it is, so you get some 
idea how much it will cost to heat and light. 
Every property for sale or rent has to have 
an Energy Performance Certificate 
(EPC) attached.

This is good for your bank balance, and 
properties that are easier to heat and light 
burn less carbon and come with less 
pollution. But have you ever thought that the 
home you are living in could be bad for your 
health? Indeed, it could be killing you, just 
because of its location.

Increasingly, we are hearing about air 
pollution. Especially that which is caused 
by diesel fumes, and the effect on people’s 
health. The closer you live to a town or city 
centre, an airport or a busy main road, the 
worse the impacts are. 

“King’s College London 
monitor air pollution and 
their research found that 

approximately 9,500 
people die early each 
year in London due to 
the long-term effects 

of air pollution.1”

The crazy thing is, it was not long ago that 
diesel vehicles were being encouraged by 
the government as they gave off less CO2. 
No one seemed to realise, or care, that diesel 
engines gave off more dangerous, small 
particulates than other engines, and it is 
these that have serious implications on 
our health.

London Mayor Sadiq Khan is making a lot of 
noise about this. He is putting in measures 
to warn about, and to cut, air pollution. In the 
UK and around the world, we are now seeing 
more fiscal measures to drive diesel cars off 
the road. 

1,2,3 https://www.telegraph.co.uk/news/2017/05/13/high-pollution-reducing-house-prices-15pc-buyers-reject-unhealthy
4 https://www.cnbc.com/2017/05/25/pollution-could-cause-uk-property-prices-to-drop-by-up-to-15-percent.html
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David Lawrenson is the founder of 
LettingFocus.com and an independent 
expert and consultant in residential property 
investment. He specialises in providing 
independent advice on BTL and property 
investments. Contact him at 
david@lettingfocus.com

He is the author of two books: the recently 
updated “Successful Property Letting - How to 
Make Money in Buy 
to Let”, and “Buy to
Let Landlords 
Guide to Finding 
Great Tenants”.
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The clamour for clean air is growing fast 
as evidence mounts about the damage pol-
luted air is having on the health of 
the nation. 

This really came to the fore in January 2017, 
when dry, cold, polluted air hung over 
England and Wales for over three weeks, 
with the situation in London being 
particularity bad.

The demand for action on air pollution is 
growing, and the awareness that being 
within 100 metres of a busy road or junction 
can be especially injurious to health. Within 
a few years, I predict that folks advertising 
properties for rent or to buy, will actively 
market that their property is a safe distance, 
at least 200 metres, from a main road. 

“Relative safety in 
pollution terms will 

increasingly become a 
selling point. Try finding 
an advert on Rightmove 

that shows this as a 
feature today and you 

will look in vain. But I am 
sure this will change.”

In due course, there may even be legislation 
to force vendors and landlords to show the 
statistics for the average air quality in the 
area. And it may be a required piece of 
information to be included in vendors’ 
packs. 

But right now, there are already tools 
available to allow people to get down to 
very granular data to assess the levels of air 
pollution at any location. It could be that at 
one end of a small road the level of 
pollution is low, whereas at the other end 
it is high. This could be due to one end
being by a small roundabout or traffic
lights, which means vehicles are idling and 
pumping out a lot of particles.

There is strong evidence that people are 
increasingly doing this off their own bat and 
are rejecting properties where the pollution 
is high. 

Mark Hayward of the National Association 
of Estate Agents was quoted in a CNBC 
article as saying that high pollution could 
knock 10% off house prices in the future.2

Henry Pryor, a property buying agent and 
market commentator, in the same article 
approximated that pollution could impact 
house prices by up to 15%.3 

The article went on to say: “Recently, there 
has been industry discussion of a traffic light 
system being implemented to warn potential 
home buyers of poor air quality. Pryor 
said that although this was ‘not on the 
government’s agenda’ currently, it could 
be in 10 years.” 4

When I look for properties to buy to let, I 
always tell the estate agents that I am not 
interested in properties on main roads or 
near busy junctions. I am buying for the 
long term, and I know that in future such 
properties will also become harder to let at 
decent rent levels. 

Note: Daily London air pollution readings are available from Kings College London. You can sign up for a daily 
pollution forecast to be sent to your email address: http://www.londonair.org.uk/LondonAir/Default.aspx 
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With 31% of patients currently not able to find a match, 
each and every person who signs up has a real chance of 
some day saving someone’s life. And surely just 2% of the 
UK being registered donors is something that we can do 
something about? 

This isn’t something to contemplate, then quickly forget 
about and move on. This is something to imagine 
happening to a loved one of your own, realise how 
grateful you would be for a donor and SIGN UP.

As a starting point I'm trying to get 50 people to join the 
stem cell donor register, and have pledged £10 per person 
that joins (up to £500). I want AT LEAST 50 people to join 
the register.

I want each person that joins to GET TWO MORE people to 
register, who continue getting two more people to register 
and so on.

The milestones of each link in this #ChainReaction are 
astounding:

1 Start with the 50 people I’ll get on to register

2 Each person gets two more people to register, who  
continue getting two more people to register

• The 2nd link in the chain totals 150 new   
registered donors

• 3 gets to 350

• 4 links is 750 

• 7 links is 6,350 

• 10 is 51,150 

• 12 is 204,750 - which is more than the number  
added to the register in the whole of 2017

The potential impact of this blew my mind - So I decided to 
start @ChainReactionChallenege4BloodCancer on 
Facebook, lets see which milestone can be reached!

Einstein said compounding is 
the most powerful mathematical 
force in the universe and the 
8th wonder of the world. 
Warren Buffett, the world's 3rd richest man, states compound interest is 
the reason for his wealth (along with living in America and lucky genes).

If you take one penny and double it everyday for 31 days, how much will 
you have? Most people I ask guess a fiver, but this is reached on day 10. 
Day 31 sees you with a remarkable £10.73m.

That’s why investors love ROI, it is the rate of compounding on your 
investment, which has an incredible long term impact on how quickly you 
can grow your portfolio ...

To turn to another topic …
I registered as a stem cell donor just over three years ago after my friend 
ran the Paris Marathon and asked people to sign up. 

Recently I got a call, I was potentially a match. Soon I was confirmed 
a match and before I knew it I had 
donated 6.3 million stem cells, 
hopefully saving the life of 
someone with blood cancer.

After I donated and the fact I 
had probably saved a life sunk 
in, the positive feeling was so 
overwhelming it can’t be put 
into words.

Keep reading and you’ll see 
why I’m so keen to encourage 
as many as I can to join
the register.

Here are some facts
1 Every 20 minutes someone in 

the UK is diagnosed with a blood cancer such as leukaemia, 
lymphoma or myeloma

2 Only 30% find a match within their family

3 Daily, at least 5 people start their search for a match from an  
unrelated stem cell donor

4 Almost 172,000 new stem cell donors were added to the UK  
register in 2017

5 The total number of people on register at the end of 2017 
 was 1.4 million

6 In the UK just 2% of the population are registered and so only 43% of 
patients in the UK receive stem cells from UK donors

7 An amazing 69% of people find a match and have a chance of living

8 But that is still 31% overall who currently don’t find a match 

9 Young men are significantly underrepresented and donors from a  
black,  Asian or ethnic minority backgrounds are particularly needed,  
as currently only 20% find a match on the register

Please WhatsApp or email me if you sign up and let me 
know if you manage to get two friends to sign up too! 

max@star-property.co.uk / 07720 681617

SHARE the challenge with others 
#ChainReactionChallenege  #StandUpToBloodCancer

JOIN one of the the registers
1 Anthony Nolan is looking for people 16-30 - sign up here 

https://www.anthonynolan.org/8-ways-you-could-save-
life/donate-your-stem-cells

2 The British Bone Marrow Registry takes people 17-40 -  
sign up next time you give blood through the NHS

3 DKMS takes people up to 55 -    
https://www.dkms.org.uk/en/register-now

4 The Welsh Register takes people from 17 to 31 -  
https://www.welsh-blood.org.uk/join-bone-marrow- 
donor-register

5 All these organisations add their donors to a single UK  
registry, the Anthony Nolan and NHS Stem Cell Registry, 
which Anthony Nolan manages. 

Read my experience 
and more about the 
challenge here 
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• Susan Alexander encourages you to think big, then change your 
habits and commit 100% to what you want.

• Jacquie Edwards suggests reviewing last year’s performance 
 before setting your goals for 2019. In her article, she includes some 

questions for you to work through.
 
• Mark Lloyd gives some pointers about how to set really good goals 

and objectives that will motivate and keep you going through the year.
 
• Mark Poole gets technical, advocating an approach to investing that 

is driven by numbers. This is essential reading for anyone who isn’t 
sure how to go about measuring their property investment returns.

 
• Planning expert Jon McDermott tackles a very different topic to his 

usual explanation of the intricacies of planning. From his own  
experience, he questions whether property retreats really work, and 
outlines in brief what some delegates have achieved after taking time 
out to think and plan. (Just a heads up – look out for more from Matt 
Baker in the February issue of YPN.)

 
• In this month’s book review, Raj Beri explores Property Investment 

Hacking, a book that contains plenty of tips, tricks and hacks to help 
you on your way this year.

 
• Simon Zutshi discusses the value of having external support in 
 the form of a coach or mentor to encourage you and hold you 
 accountable. He also explains the difference between the two and 

includes some tips on finding someone to work with.
 
• Drawing from personal experience, Arsh Ellahi 

answers a reader’s question about setting goals 
and staying on target.

I hope this section will serve as a handy 
reference for you as you plan for the year 
ahead. Remember above all to take plenty 
of time to THINK. Continual doing and 
busy-ness isn’t always the answer. 
Success needs time and planning.

We know that YOU can do it when you 
set your mind to it. Take some time 
right now to plan for YOUR PROPERTY 
SUCCESS in 2019 and make this your 
best ever property year!

Jayne

Start As You 
Mean To Go On

How can you make sure that you get the best out of the next 12 months?

Susan Alexander makes a great point in her 
article this month – new year’s resolutions are 
all very well but the real magic only happens 
when you make a big commitment and change 
your habits.

In this extra-special education section for January, we want 
to help YOU set yourself up to have a great property year. 
So what do you need to change for that to happen?

First up, as everyone will be telling you at this time of year, 
you need to know what you want. In other words, you need 
that old chestnut – to set clear goals. When it comes to 
property, those goals must reflect:

• How much money you want to make – per month,  
per year or per project

• What strategy you will use to acquire properties

• Your income strategy

• Your criteria for success for each property or project

• Where geographically you are looking for properties

Once you’re clear on what you want, it’s then a matter of 
working out what the gap is between that and where you  
are now …

• What information, knowledge and skillsets do you need 
in addition to what you already have?

• What additional resources will you need, ie,   
professional expertise, people, money, time, etc?

As we’re talking about a 12-month timeframe, is it realistic 
for you to achieve what you want by next Christmas? Have 
you really got the time to do all the additional tasks that the 
goal(s) will demand of you? How many hours will you set 
aside each week to make it happen?

What will you change about your current life to make room 
for the actions and results that will happen as you engage 
with your goal?

I hope we’ve got you thinking!

Over the next few pages, some of YPN’s regular experts and 
contributors offer up tips, not only for setting your goals/
direction/plan, whatever term you prefer to use, but also for 
committing to results and staying on track.
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round this time of year, there 
tends to be a lot of make-your-
new-year’s-resolution-now-type 

messages. They’re all very samey, and 
are designed to make you feel all warm 
and fuzzy about the opportunities in the 
year ahead.

Well be warned … this isn’t one of them! 
I’d recommend you only pass this point 
if you don’t mind getting a bit 
uncomfortable, and are okay facing the 
harsh reality of the new year. It will be worth 
it though, I promise you.

The good news is that I’m NOT going to tell 
you to make a new year’s resolution.

Yes, goal setting and having a plan of action 
is good at any time of the year. But once in 
a while – and now is as good a time as any 
– you need to go a bit further than that. You 
need something different. You need to have 
a BIG PLAN.

How to become the person 
you really want to be 
Let’s be honest, most of us have a good 
idea of the person we would really like to 
be. Unfortunately, there’s often quite a 
difference between that person … and who 
we are right now.

Maybe you dream of being a rich and 
successful person with all the trappings of 
wealth. Or maybe the ideal you is just 
someone who has more freedom with 
more time to do what you want when you 
want to do it.

Whatever it is that you want, no matter 
what anyone else thinks about it, is what 
you need to aim for. What’s the best way 
to get from where we are now, to where we 
want to be?

Change yourself … 
by changing Your habits
This may sound odd. But one of the most 
effective and easiest ways of changing 
yourself is to change your habits.

We all have habits. Some are good habits, 
some are not-so-good habits. The
interesting thing about them is that they 
are something we do every day effortlessly 
and without even thinking.

Adding new positive habits is a way to get 
to where we want to be, almost without 
thinking about it and without a lot of effort.

Psychologists often say that it takes 21 
days to make or break a habit. In other 
words, keep doing something new for 21 
days, and you’ll keep doing it for good. 

Personally, I would say it takes a much 
longer than 21 days to develop good and 
powerful habits. Let’s say, for example, that 
it takes 21 months rather than 21 days. 
In the scheme of things, even 21 months 
is not very long if it gets you to where you 
want to be. The sad reality is though, most 
of us are not prepared to commit to making 
those changes week in week out for 21 
months; are you?

If you want things to change, develop new 
habits for 2019. 

New habits will move you closer towards 
being the person you want to be. Be 
determined and persistent with them. 
They might be something simple, like just 
spending an hour every day working on your 
next property projects. Keep at them for 
long enough and they will become second 
nature.

Be honest with yourself
Of course, you’re in control of changing 
yourself and changing your habits. 
Ultimately, only you can do it. It’s up to you 
to decide where you want to be, and to be 
honest about what you are doing wrong 
and what you are doing right. Then take 
the action that sets you on the course to 
achieving it.

And when it comes to making changes, 
books and training courses can help you 
along the way to some extent. Although, in 
some ways they are a comfortable place to 
hide from the truth that you’re not actually 
doing anything. 

By that, I mean that by reading a book or 
attending a course you feel you’re doing 
something. But you’re not actually doing 
anything that will move you forward … 
you’re just reading or learning about it.

Getting a good coach and/or mentor is a 
better option. They will not only help you 
decide where you want to be and how get 
there. They can also hold you accountable, 
and positively make you get to where you 
want to be.

Decide what you need to do to change, and 
find out how to get there. Be totally honest 
with yourself, especially if the changes are 
difficult to make. The more honest you are, 
the more successful your experience of 
changing and developing will be.

Commit to what you want 100%
Another piece of advice that I really can’t 
stress enough is that to achieve something, 
you must be completely committed to it.

HOW TO MAKE 2019 THE 
YEAR THAT CHANGES 
EVERYTHING FOR YOU

By  Susan	Alexander
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First, think carefully about what it is you 
want to achieve. If you aren’t 100% 
committed, then have a rethink.

It will be easier to achieve something that 
you’re really committed to, and you’ll be 
much more likely to succeed.

Commitment is always a very personal 
thing. What you are committed to must 
be special to you, not to anyone else. 
You need to be able to follow your dream 
… not somebody else’s. If it’s someone 
else’s dream, you can’t be totally
committed to it. 

Let’s just go back to the benefits of
habit-changing for a moment. 
Psychologists also say that you are more 
likely to continue to change a habit if you 
feel the intense benefits. It’s one of the 
reasons that some people become 
addicted to the oxygen rush of intense 
exercise … But the principle applies in 
personal development too.

In short, the more committed you are to 
something, the more likely you are to 
accomplish it because, it actually feels 
good!

Yes, inspiration and being inspired by 
others is good. But inspiration won’t get 
you to where you want to be. For that, you 
have to be committed to what you want.

Stay focused … to stay 
committed

Now here’s the really important thing 
about commitment. You need to actually 
stay committed to it, if it is to work at all!

Focus is an essential part of this. Today, 
there are so many different calls on 
our time and numerous different 
opportunities that distract us from where 
we want to go. Focus in on the one thing 
you really want. Start with that one thing, 
and stick with it until you get the results 
that you seek.

You see, when you embark on a new 
venture, there will always be the risk that 
you start super-enthusiastic and 
determined. But after a few weeks or 
months, you lose your focus and your 
commitment fades.

Maybe you 
started with 
high hopes. 
But maybe 
you had some 
disappointments 
or knockbacks. 
Maybe you also 

expected success to come a little quicker 
than it did. And so, you slowed down, or 
even stopped your plans completely.

But this is what’s important to know 
about commitment: the longer you stay 
committed to something, the more likely it 
is to happen. For it to work, you need stay 
committed until you succeed. 

Because beyond the point where most 
other people have given up, is when those 
who stayed committed to pursuing their 
dreams, start to reap the rewards of their 
commitment.

That’s why new year’s resolutions are, 
most of the time, pretty much a waste of 
time. Their whole reason for being fades 
away once new year is over.

If you really want to make 2019 the year 
you change your life, then you need to 
keep going. Not just this month, not for a 
few months, but for the whole year and 
beyond. Only by doing this can you not 
just enjoy yet another year of thinking, 
hoping and dreaming that you achieve 
your goals … but actually going and 
achieving them.

Remember, new year’s resolutions don’t 
last long. And neither do the benefits 
of them. But long term change, and the 
benefits of that, lasts for ever.

Let’s stop talking … let’s act
Those who know me might say I’m being 
slightly hypocritical, as I like talking. But 
if you really know me, you will know that I 
love taking action even more.

The old saying that talk is cheap is very 
true. Words without action are just that, 
words. If you want to do something then 
you need to actually get down and do it. 
And keep going. 

Again, just going on a course or rubbing 
shoulders with wealthy and successful 
people won’t necessarily get you to where 
you want to be. Remember, they usually 
got to where they are not by talking about 
it – they are successful because they 
shed blood, sweat and tears to get there.

I’m a great believer in the idea that if you 
keep doing the same thing as you have 
always done then you will get just that: 
the same thing as you’ve always had.

To get something or somewhere radically 
different, you HAVE to do something 
completely and extraordinarily different.

Get up, get out, get busy. Do whatever it 
takes to get to where you want to be. 

Your big 2019 action plan
Given the time of year, this won’t be the 
first piece of advice you’ve been given 
about making 2019 your year … and it 
probably won’t be the last. And I’m sorry
if this wasn’t the cheery, rose-tinted 
message you were expecting.

But if you act on only one new year mes-
sage this year, please act on this one. 
Come this time next year you’ll be very 
glad you did.

To quote another time-honoured saying: 
“If it was that easy, everybody would be 
doing it.” The fact that everybody isn’t do-
ing it shows it isn’t easy. 

… Change yourself … by changing your 
habits.

… Commit to what you want 100%.

… Stop talking and start doing.

I really do hope you’ve found this helpful 
and that it’s given you some food for 
thought for the new year. 

REMEMBER: at the end of the day, 
making 2019 your year is very much in 
your own hands. If we can help you in any 
way here at The Property Mentor please 
don’t hesitate to get in touch. We’ll be 
glad to help and advise you 
in any way we can.

If you’d like to book a free 
coaching call then you can 
do so through our website at 
ThePropertyMentor.com or 
by calling 01244 760213.
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Jacquie Edwards is the 
author of “Rent to Rent: 
Your Questions Answered”

It’s that time of year again!  

Everyone is talking about new year’s 
resolutions and all the amazing things they 
are going to accomplish during 2019. 

I won’t repeat all that remarkable advice, but 
I want to take a step back … and give you a 
process to help you reflect and review the 
past six to 12 months. 

I believe that one of the most important 
steps in planning anything is reviewing 
where you already are and how you got 
there. While everyone else is talking about 
looking forward, I want to take a quick trip to 
the past to make sure you’ve got all the info 
you need to make 2019 your best year yet.

Here are some simple steps to follow to 
make sure you are ready to plan and set 
goals for the new year:

1 Review goals from last year

Get out 2018’s list of goals and resolutions 
and note which ones you have achieved, 
and celebrate. Which ones didn’t you 
achieve? It’s important to understand why 
– maybe you changed course? Or maybe 

you just forgot. What goals might still be 
relevant for 2019? And what goals are 
absolutely not relevant anymore?

2 Review your company value 
and culture. 

Now if this is just you, then review your 
values and what’s important to you in 
your property business and your life. 
For instance, do you really believe in 
sustainability and eco-housing if you are 
running a rent-to-rent business where you 
can’t control the sustainability of the house? 
Hmmm … that might ring some bells for 
me. Or maybe you believe in providing 
super high-end and comfortable homes 
away from home for business travellers, but 
when you look at your portfolio it’s full of 
something completely different. We are all 
unique and you need to understand what is 
important to you versus what everyone else 
says is the best way to make money right 
now. It’s important to make money and use 
the strategies that are working now, but it’s 
also important to understand what makes 
you tick and make sure that is included in 
your plan and business.  

3 Ask yourself the 
 following questions 

(and write down the  
answers):

• What worked in 2018?

• What didn’t work so well   
in 2018?

• What was the most exciting 
thing you did in 2018?

• What was the most challenging 
thing that happened in 2018?

• Who was the most enjoyable 
person/business to work with  
in 2018?

• Who would you never want to 
work with again?

• What is your biggest strength?

• What is your biggest weakness?

• What changes did you see in 
the market during 2018? 

• What was important to you in 
2018 that is still important?

• What was important to you   
in 2018 that is no longer  
important?

Once you’ve worked through the list above, 
you will have a better idea of where you 
have come from and where you are at so 
that you can plan for the future. 

As a side note, I see so many people focus 
on strategies or projects that everyone else 
says will work without evaluating what is 
important to them. Everyone has different 
goals, and different strategies suit different 
people. 

Make sure you are really clear on what is 
important to you, both in the past and in 
the future. Our priorities and values can 
change over time as we achieve and don’t 
achieve different objectives. You need to be 
crystal clear on what you want so you aren’t 
swayed by all the haters and super-
opinionated people on social media!  

If you work with a team, it’s important to sit 
down and do this exercise together to make 
sure you are all on the same path for your 
business or partnership.

Good luck for 2019! I can’t wait 
to see all the awesomeness 
that happens!

 

3 Things to Do 
BEFORE You Set Your 
Goals for 2019

 By Jacquie Edwards
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ow did 2018 finish for you? Are you 
prepared for 2019 and beyond? Well, 
if you’ve left it to the last minute, 
then get your pen and paper ready 

to make some notes to start your next five-
year plan.

Firstly, your WHY is more important than 
your HOW. And that should always be 
established before any plan of action. 

I’ve shared my ten-point checklist to help in 
setting your goals. This is what works for 
me. I’ve also shared some of my favourite 
quotes.

1  Don’t just think about it –   
 write them down!

If they’re not on paper, they will get lost in the 
daily grind of new problems, challenges and 
decisions. 

“Reduce your plan to writing … The moment 
you complete this, you will have definitely 

given concrete form to the intangible desire.” 

–	Napoleon	Hill,	author	of	Think	and	Grow	Rich.

2  Dream a little 

If you had every resource available to you, 
what would you do? Don’t limit your ability 
or worthiness based on what your mind can 
conceive. You are not committing to 
everything, or anything for that matter, right 
now. Take the time to brainstorm ideas. 

“The same thinking that has led you to where 
you are now, is not going to lead you to 

where you want to go.” 

–	Albert	Einstein.

3  “Go BIG or go HOME” –   
 JT Foxx, world’s number one   
 wealth coach.

Your mind does not care about the size of 
your goals. If you dream little goals, you’ll get 
little results. If you set big goals, you’ll get big 
results. And in the main, it takes just as much 
energy so why not GO BIG?

“The greatest gift that you were ever given 
was the gift of your imagination” 

–	Wayne	Dyer,	author	of	Wishes	Fulfilled

 By Mark Lloyd

4 Speak in the positive. 

Decide what you want to move forward and 
speak as if it has already happened. For 
example, saying: “I have £500,000 cash in 
the bank on the 31st December 2019” vs
“I will have £500,000 cash in the bank by 31st 
December 2019” is a subtle but important 
difference. “I own ten houses” etc. Whatever 
it may be, speak as though it is fact and has 
already happened.

5  State everything in the I am 

Eg “I am X” vs “I want X.” By focusing on the 
am rather than want, you are programming 
your mind to accept it as normality.

6  They must be YOUR goals! 

A lot of people – and I’ve been guilty of this 
too – set goals they think they should have, 
rather than what they truly want for 
themselves. This may be under some 
misguided thought of pleasing someone 
else, but don’t let someone else’s 
expectations dictate what you truly want. 
All that will do is give you the illusion that 
you are not capable and are a failure. 
Susan Alexander’s article talks about this 
in more detail. 

“If you want to be happy, set a goal that 
commands your thoughts, liberates your 

energy and inspires your hopes.” 

– Andrew Carnegie
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Mark Lloyd is co-founder of Property Master 
Academy, a company that educates property 
investors. For more details of the courses they offer 
visit: www.propertymasteryacademy.co.uk

Be SMART
Now, let’s get down to the nitty gritty! 

I’m sure you have all seen this before but it is worth repeating 
the S.M.A.R.T. goal check: 

Specific 
Your goal needs to be well-defined and understandable to 
everyone else.

Example:

Become financially free – not specific. 
A £10m portfolio comprising 100 BTLs, ten HMOs and five 
commercials, located in X, and producing £Y per annum – specific. 

Measurable 
You need to be able to measure your progress.

Example:

Get fit – not measurable. 
Lose 25 pounds by X – measurable.

Attainable
This is where you need to plant your feet firmly on the ground. 
It may be raised ground, but it needs to be solid ground 
nonetheless. Your goals need to stretch you, push you to go farther 
and faster than you ever thought possible. But at the same time, you 
don’t want them to cripple you if they are not really attainable, even 
if you operated at the highest level possible.

Relevant
This is one of the most important criteria. Do your goals align with 
your values, who you are, and what is really important to you in life?

Time sensitive 
Deadlines create a challenge, and people respond to the challenge 
of deadlines.

Are you a SMARTer investor?
Now look back at the goals you wrote down earlier. Do they 
represent each area of your life in a balanced way? The main goal 
is whole-life success. Use your goals to navigate the direction of 
your life, so take the time and respect that this task presents. No 
short cuts!

The very last part of this is to become accountable for what you 
say you are going to do. Become committed. So, I’m setting you a 
challenge. 

My challenge to you is to share your goals not only with your family, 
but also a third party. Ideally, a coach or mentor who will hold you to 
account, but it could be a colleague or a friend too. If you want
to share your goals with me, then drop me an email at: 
mark@propertymasteracademy.co.uk

To your success! Become AWESOME!!

7  Your goals need to align with your values,  
 desires and standards, not someone else’s 

If they do not align with your core values, you will find it very 
difficult to achieve them.

8  Find something to fight for 

Without a fight, we all become lazy. We lose our purpose and 
passion. What are you willing to fight for? Imagine you are 
fighting an enemy. What, or who, are you fighting? A good enemy 
will always give you a reason to fight. What is the enemy for you, 
your family, or your industry?

“Goals. There’s no telling what you can do when you get inspired 
by them. There’s no telling what you can do when you believe

in them. And there’s no telling what will happen when
you act upon them.” 

— Jim Rohn

9  Get rid of your limiting beliefs 

Many years ago, you would have seen animals caged for human 
entertainment. The animals would pace up and down the edge of 
their cages. When the cage was removed, and the animals were 
finally set free, they initially continued to pace up and down the 
exact size of their cage. You see, they had become conditioned 
to a particular environment. It was only by removing that 
environment, and their boundaries, that their limiting beliefs 
could be changed. 

What are your limiting beliefs? What is it that you think you 
cannot do? Don’t walk up and down the length of your cage. 

10  Be fearless

In this industry, you must have a do-or-die attitude. Go the extra 
mile and step into the unknown. It’s only by leaving our comfort 
zone can we truly learn.

I think this quote from A Return to Love by Marianne Williamson 
sums it up:

“Our deepest fear is not that we are inadequate. Our deepest fear 
is that we are powerful beyond measure. It is our light not our 

darkness, that most frightens us. […] Your playing small doesn’t 
serve the world. There’s nothing enlightened about shrinking 

so that other people won’t feel insecure around you. We are all 
meant to shine as children do. […] As we are liberated from our 

own fear, our presence automatically liberates others.”
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Gross yields, net yields, return on 
investment, profit margins, infinite ROI … 
all terms that are regularly bandied about 
in property circles. But what do they all 
mean? And more importantly, which ones 
make the most sense – and why?

These are all examples of key performance 
indicators (or KPIs) – a measure of how 
well an investment is meeting your 
personal objectives. Using KPIs allows 
the measurement and comparison of 
investments over their lifetime. They enable 
you to keep track of how they’re performing 
and to adjust accordingly should the 
performance not be what you desire.

Some KPI metrics 
you should be using
Gross yield
Probably the one you are most familiar with, 
expressed as:

Gross yield (%) = 
[annual rent (£) / market value (£)] x 100

This is useful as a broad-brush approach 
and an initial filter when looking at potential 
property deals. However, it doesn’t consider 
variables such as voids or property price 
growth, which can have long-term impacts 
on an investment. 

By setting a hurdle rate, you have an easy 
way to discount property deals that don’t 
match your criteria.

Net cash flow
Put simply: the cash you actually get in 
your pocket. 

There is an accurate saying:

“Turnover is vanity; profit is sanity; 
cashflow is reality.”

A high yield doesn’t mean much if it attracts 
a tenant demographic that frequently 
defaults, causes high wear-and-tear, or 
is in an area that results in high voids and 
no rent.

This is why low-value, high-yield properties 
are not necessarily better than low-yield 

and high-value properties located in a better 
area. Even if the headline figures make it 
appear so.

Return on capital employed 
(RoCE)
How much capital will this tie up? What 
return will I be getting on my money? 
Expressed as:

RoCE (%) = 
[annual rent (£) / equity in property (£)] x 100

This allows for direct comparison between 
two different strategies. For example, an 
HMO requiring larger capital input, but 
returning a better yield and net cash flow, 
versus a single let requiring lower capital 
input but returning a lower yield and net 
cash flow.

More on this below.

Yield on debt
There’s no point having large equity in a 
property if your profit margins are so slim 
that you can’t pay the mortgage if there’s a 
succession of interest rate rises.

By tracking your yield on debt, you can 
ensure you keep a healthy buffer in reserve:

Yield on debt (%) = 
[annual rent (£) / mortgage amount (£)] * 100

I would suggest 7% minimum and aim 
for 10% over time, as rental increases will 
improve this KPI. That would mean your 
effective mortgage interest rate would have 
to hit 10% before your rent couldn’t cover it, 
ignoring voids, maintenance, etc.

It also acts as a brake on risky 
remortgaging. Too many investors focus 
on extracting maximum cash from their 
properties at the expense of long-term 
viability of the asset.

My biggest bugbear!
Please excuse me whilst I clamber upon my 
soapbox. As a mathematician, the phrase 
I most hate to see in any discussion on 
property investment is:

“Return on investment = infinite”

Ugh! How does this come about?

Well, some investors like to measure return 
on investment (ROI). By investment, they 
usually mean the return on the original 
capital investment they made into the deal. 
This can be expressed as:

Return on investment (%) = 
[annual rent (£) / capital invested (£)] x 100

Some investors chase what they perceive 
as the holy grail of property investing – 
the ability to purchase, add value, perhaps 
through a refurbishment or extension, and 
then remortgage at the enhanced market 
value. All your original capital investment is 
returned to you.

How to Measure 
Property Returns

By Mark Poole

Image © Bigstock.com/Hvostik
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This makes a certain sense of course. If you can remortgage and 
get your initial funds back, then you can go again and do a similar 
deal. It stops you running out of capital, after all. 

But, this feeds back into the calculation of ROI, post remortgage. 
The logic says that if capital invested is now zero, then dividing by 
zero is infinity. So my return is infinite, right?

Wrong! Every time I read this, I eagerly await the breaking news 
bulletin that a major financial institution has imploded as it can’t 
cope with the infinite amount of cash that a property investor has 
just banked. But that news bulletin never comes.

The problem is that infinity is not a number – it is a concept. 

To see the absurdity of stating that a return is infinite, consider that 
you could give every man, woman and child on the planet an infinite 
amount of money and still have an infinite amount left for yourself. 
You could solve global poverty in one swoop. But I don’t see any 
property investor doing that … 

What is the ROI on an investment when you have remortgaged all 
your capital back out? Well, I would argue that it is simply undefined 
in this context and not useful as a standalone measure.

In fact, it is very risky to use it as a standalone measure in any case, 
as it ignores the concept of risk. (See Example #1.)

What could we use instead? I would propose an alternative, RoCE, 
as discussed above.

No lender offers 100% LTV mortgages, so irrespective of your 
remortgage deal, you have equity left in 
the property, even if you managed to 
remortgage all your original investment 
capital back out.

This tends to get ignored, simply
because it has not come from the 
investor’s own capital. However, it is 
very real, as you could sell and realise that 
equity and put it in the bank.

Since you could access the equity by 
selling, minus associated selling costs, 
that equity has an opportunity cost.

Opportunity cost is usually a term applied 
to financial markets and the deployment 
of capital. If you use a given sum of 
money for one purpose, then you lose the 
opportunity to use the money for another 
purpose. 

For example, if you keep your money in 
the form of equity in property A, then 
you lose the opportunity to use that money in property investment B or C.

By considering the RoCE, you now have a measure to assess how well the equity tied up in the 
deal is performing, relative to the income it is generating.

So, as an example, if RoCE = 10%, you can consider whether that equity could earn more than 
10% invested elsewhere.

You can also use this as a hurdle rate. If the equity employed is not generating at least X% 
return, then you might consider selling the property and reinvesting the proceeds. For new 
deals, you might not enter them unless your capital employed is working hard enough.

There are some nuances to this. Selling a property is expensive, and you will incur selling 
costs and potentially have voids. Equally, you might want to alter the calculation to consider 
net rent and make allowances for differing kinds of investment, eg a mortgage interest rate on 
a commercial property is likely to be higher than on a single let. 

This is much better than declaring your return to be infinite.

Internal Rate 
of Return
The Internal Rate of Return (IRR) is a way 
of measuring the returns on an invest-
ment by allowing for the time value of 
money. (See Example #2 for the 
technical stuff.)

Put simply, money received today is 
worth more than the same money 
received in a year’s time.

By constructing a set of cash flows – 
income minus expenditure – over the 
lifetime of the investment, we are able to 
calculate the IRR and directly compare 
with other investments with differing 
cash flows.

Usually, the one with the higher IRR is 
the better investment.

Those of you who may aspire to gain 
investment funding from institutional 
private investors, will most likely have to 
present deals in terms of the IRR. It is 
a common measure to compare
 investment projects.

Thankfully, we don’t need to be 
mathematically minded to calculate IRR. 
Spreadsheet tools like Microsoft Excel 
or Google Sheets have this functionality 
built in. All we need to do is construct the 
cash flows over the life of the investment.

Advanced measurement 
analysis
The problem with most KPIs used in property is that they:

• Only apply at a given point in time

• Don’t reflect ongoing capital expenditures or future income 
increases

Take gross yield as an example. If I told you that when I bought a 
property, the gross yield was 7%, but is now only 4%, would that 
mean it has been a good or bad investment?

Truth is, you don’t have enough information. Perhaps the property 
has doubled in value. Perhaps rents have fallen. Perhaps rents 
have increased, but capital values have increased more, as in 
London and most of the South East.

It also doesn’t tell you if I have spent nothing, or tens of
thousands on improving the property since I bought it.

Similarly, how do you compare two investments where property 
A is in a lettable state, but will need a new kitchen and bathroom 
within three years, versus property B which has been freshly 
refurbished and won’t need a new kitchen or bathroom for 10-15 
years? Are you better paying the likely premium for property B 
or paying less now for property A and budget for a refurb?

Can we do better?

I think we can, by leveraging measurements used in the markets.
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Graduating with a PhD in mathematics, 
Mark is a change management consultant 
with over 20 years’ experience and has 
been a landlord since 2003. His portfolio 
is concentrated primarily in Swindon and 
London. He can be contacted on 
mark@smarterpropertyinvestment.com.

Example #2
Net Present Value 
and IRR
As mentioned earlier, we know that money in 
our hands today is worth more than the same 
amount in a year’s time. This is known as the 
time value of money and reflects that if the 
money can earn interest or a return, then we are 
better off having it today.

If I said you could have £100 today, or £110 in 
a year’s time, which would you take? To answer 
that, you need to know the interest rate you could 
earn on that money. If the interest rate is 10%, 
then there is no difference as I could take the 
£100 today, invest it and collect £110 in a
year’s time.

However, if the interest rate is lower than 10%, 
then I am better off taking the £110 next year.

Knowing the interest rate, you can calculate the 
present value of any future receipt of money. If 
interest rates are 5%, then the present value of 
receiving £110 in a year’s time is:

Present value = [£110 / (1 + 0.05)] = £104.76

This means I need to invest £104.76 for a year at 
5% interest rate to receive £110 next year. Since 
it is larger than £100, I am better off taking the 
£110 as it is the equivalent of receiving £104.76 
today.

We can apply this concept to property 
investment. By looking at your initial outgoing 
investment and using the projected monthly 
net cash flow, it’s possible to work out your net 
present value of the future income.

But what return is that giving us? Effectively, we 
want to know how much our rate of return is, and 
this is what IRR does for you. IRR is effectively 
the discount rate at which the net present 
value of future cash flows is equal to the initial 
investment. Thankfully, spreadsheets will work 
this out for you!

The advantage of this method is that you can 
compare different projects with different initial 
investments, expenditures and income streams, 
moving out into the future and see which gives 
you the greater return.

Equally, you can have a set hurdle rate. If a 
project will not return an IRR of more than 10%, 
then you won’t invest. This is the most common 
measurement institutions and companies refer 
to when deciding how to allocate their capital.

Example #1 
Don’t forget risk
The higher your ROI, the better the investment – or so the saying goes. It can lead 
to the ROI = infinite myth if you manage to remortgage all your funds back out.

But looking at this measure in isolation is dangerous. By way of example, 
consider the following two identical investments, ignoring fees and rental 
coverage to keep it simple.

John buys a house for £100k, spends £20k on a refurb and it is valued at £150k. 
John is happy to leave his refurb funds in the project and remortgages for £100k. 
It rents for £700 pcm.

Jim buys an identical house for £100k, spends £20k on a refurb and it is also 
valued at £150k. Jim wants as much money out as he can, so remortgages for 
£115k. The property also rents for £700 pcm.

So, for John: ROI (%) = [annual rent (£) / capital invested (£)] x 100
= [£8,400 / £20,000] x 100 = 42%

For Jim: ROI (%) = [annual rent (£) / capital invested (£)] x 100
= [£8,400 / £5,000] x 100 = 168%

So does Jim have the better investment? Clearly not, as they are identical houses 
with the same spend and the same rental income.

Jim’s higher ROI reflects the fact that he has higher leverage. Although that 
improves his ROI, he is much more susceptible to interest rate rises meaning 
higher mortgage costs, higher void costs and if the market drops, he is 
closer to being in negative equity.

Jim has accepted higher risk for a greater return. This does not mean it is 
a better investment and in extremis, could be a very foolish investment.

The conclusion, don’t consider one metric in isolation and immediately 
shoot for maximising the ROI.

Summary
I hope this gives a flavour of what KPIs and measures to use in particular 
circumstances. They are not to be used in isolation, but should be considered 
alongside other factors, particularly in relation to risk.

You will want to use different KPIs at the acquisition, management and disposal stages 
of your assets. It is important you use the KPIs that work for you and your objectives.

If you want a much more accurate model of your returns, consider using the IRR 
calculation, as it can allow for income and expenditures over a much longer period.

Such models are not easy to build, so I have put together a free IRR spreadsheet 
example for a BTL property for YPN readers, which you can amend to your own 
circumstances. Head over to www.smarterpropertyinvestment.com/ypn-irr to 
get your copy. 
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The retreat
So let me tell you about the retreat itself, although 
words will scarcely do it justice. 

Andi, Lloyd, Dave Ravenscroft 
and I invited ten property 
entrepreneurs to the villa in 
order to help improve their 
businesses. That’s the thing, 
you see. The retreat is not just 
about property, albeit that 
may be the focus for the 
entrepreneurs when they take 
their turn in the hot seat. 

The purpose of the retreat was to develop a 
12-month plan to start, improve or refocus a 
business. Andi and Lloyd have long-since
understood that developing properties in isolation 
will only get you so far towards true long-term 
wealth. It’s the business that’s built to support the 
developments that will enable it to happen. 

Every mentee was asked to complete a business 
plan, going through their individual strengths and 
weaknesses. They each had an individual session 
where they were encouraged to question who they 
are, their background and the direction they want 
to take. Remembering that the goal for the retreat 
was to either start a business, or to push a business 
forward so that it didn’t only look at the property 
aspect. To give you an idea on how things went, 
I will reflect on three stories that came out of the 
2017 retreat. 

Do Property Retreats 
Really Work?
Jon McDermott’s Notes from a Retreat in Bali
When you say you’re going on a retreat, what people actually think is that you’re 
going on holiday. Retreats tend to have that connotation. To retreat means to get 
away. And when most people go on one, that’s exactly what they are doing.

I was invited to mentor on the Property Developers’ Retreat in Bali last year by Andi 
Cooke and Lloyd Girardi, founders of Whitebox Property Solutions. Naturally, I was 
expecting that this retreat would be like the many others I had seen and heard about 
within the property world. 

I was also expecting the repeat of the ‘do as I say’ approach that permeates our
industry. 

However, Andi and Lloyd, two self-confessed d***s, encourage their mentees to think 
for themselves, have new thoughts, new ideas and discover new ways of doing things. 

The 2017 Bali Retreat was an eye opener for me in several ways. But before I tell you 
about the retreat itself, let me tell you about the place … 

Location
Bali is an island and province in Indonesia. It is seven hours ahead of the UK timewise, 
and it takes at least 16 hours to travel there from the UK. 

The time difference may well give you jetlag, but it also breaks you away from the 
UK to such a degree that as a business owner, you have to set your worries aside. 
Everything back at home happens either whilst you are asleep or after the working day 
is done. 

Bali is a paradise. The locals are warm and inviting, every mouthful of food is to die for, 
the climate is warm, the sun is hot … Oh, and the currency makes you a millionaire with 
just £60 in your pocket! (Correct at the time of writing.)

Villa Kalyani, where Andi and Lloyd chose to stay and conduct the sessions, is special 
in itself. The manager, Novan, and his staff treated us like honoured guests every day. 
The villa had everything and more we could have dreamt of – swimming pool, plunge 
pool, spa, cinema room. One of the rooms even had a sunken bath surrounded by koi 
carp. It really was the perfect place to unwind. 

But, that’s not what we were there to do. Andi and Lloyd had plenty of other plans for 
their mentees. 
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Jonathan McDermott is a chartered town planner, 
principal town planner for Town Planning Expert and 
educator with Whitebox Property Solutions 
on Property Developers Secrets and Property 
Planning Masterclass.     

Matt Baker 
Matt is a property investor focusing on 
development in Stockport, Warrington and 
Gateshead. At the time, he had gone back 
to live with his parents and was facing 
some substantial personal and business 
issues. In his individual session, he was 
encouraged to look inside himself and 
explore his problems in order to discover 
for himself what was holding him back. 

Through this discovery, he fabricated 
the needs for his business and formed a 
plan. His target was ambitious: 100 HMO 
rooms in 12 months with a JV partner. It 
was more than achievable with the steps 
suggested. 

During the session, as so many others did, 
Matt said: “But there are no available sites 
in my area.” These words are nothing but a 
challenge to your Friendly Neighbourhood 
Planning Consultant. I found and pitched a 
few sites to him, one of which, I am happy 
to say, he bought and achieved planning 
permission. It will deliver 22 of his 100 
HMO bedrooms. 

All-in-all, by the 2018 Bali Retreat a year 
later, Matt had achieved 72 of his HMO 
rooms and massively uplifted his property 
portfolio. 

Looking forward 
In 2018, the Bali Retreat returned with a companion Monaco 
Retreat. They have both been great successes for the Whitebox 
Team, and we at TPX are proud to be associated with it. 

The 2017 Bali Retreat inspired us at TPX to launch the Property 
Planning Bootcamp in Malta in 2019. We are excited to be involved 
in retreats going forward, and are looking forward to inviting people 
to the most important table they will sit at this year.  

Trevor Walker    
Trevor’s story is very different. Trevor 
is a self-made millionaire, and was 
invited to the retreat at the last 
minute as another mentee had 
dropped out. In his words, he saw the 
post on Facebook and reserved his 
place immediately. 

Trevor loves restoring old buildings. 
His individual session was all about 
how he could continue doing so 
within the UK market. Trevor is from 
Singapore, and rarely gets the 
opportunity to mix with people other 
than Singaporean investors.  

From attending the 2017 Bali Retreat, 
Trevor walked away with several joint 
venture partners, many potential 
deals and a table-full of like-minded 
friends and colleagues. Oh, and one 
Friendly Neighbourhood Planner to 
look after a deal that had been 
struggling through planning. 

In 2018, I am pleased to say that 
Trevor returned to Bali with six deals 
either going through or nearing 
completion. And another table of 
like-minded friends to continue 
conversations with. 

Colm Mitchell
Colm, as we discovered in his individual 
session, is an intensely private man and an 
International Man of Mystery. Colm had a 
young family in Montenegro, but worked and 
lived in the UK. He commuted on a weekly 
basis between the two countries. 

He had a small portfolio of HMOs under lease 
options in the UK, and a companion portfolio 
comprising a bar and hotel at home in 
Montenegro. 

When entering the discovery session, Colm 
was of the view that he needed to retain his 
Balkan investments. However, it soon became 
apparent that his goal was to focus more in 
the UK, and to scale back on travelling to and 
from Montenegro. He also realised that his 
relationship with his Montenegrin
management team was becoming strained, 
and that those assets were costing him money 
to run. 

The plan was simple. Colm needed to leave 
Montenegro. However, it was the retreat that 
revealed this for him. In 2018, Colm’s big move 
has been under way and he will have liquidated 
his assets in the Balkans by the time this ar-
ticle goes out. Not only that, but by this point, 
Your Friendly Neighbourhood Planner will have 
visited him in Liverpool to help him progress 
with his current HMO stock. 
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Now that the 12 days of Christmas are 
over, let’s move on to the 12, no wait, 13+ 
hacks (clever tips or techniques for doing 
or improving something) to help YPN 
readers ethically shortcut their way to 
financial freedom. 

In his book, John Wilson describes a 
number of techniques to help you achieve 
this outcome using little or none of your 
own money.

John states that he has implemented most 
of the shortcuts described in the book 
personally, although some have been used 
by other investors. One of John’s desires is 
for the reader to learn from his mistakes and 
benefit from his successes. 

The book starts with John’s manifesto of ten 
points that he believes are important when 
asking: “What is it that makes a property 
investor successful?” Eg making your money 
when you buy by dealing only with motivated 
sellers, having multiple streams of property 
income and diversifying your property 
business. 

Chapter 1 introduces the brain hack, ie 
mindset, and starts with a great quote: 
“A good plan, violently executed now, is better 
than a perfect plan tomorrow” – General
Patton. John shares some of the strategies 
that he has used to overcome things like 
procrastination and analysis paralysis. 
Becoming an action taker but not being 
desperate for deals; becoming aware of 
unproductive time vampires, eg TV, internet; 
removing toxic and demotivating people 
from your life; learning to make the right 
decisions and not comparing yourself to 
others.

The second chapter hack is all about deep 
discounts, and covers marketing for 
motivated sellers. John discusses 
Guerrilla Marketing, ie inexpensive methods 
to publicise your business. It’s important to 
measure the response to your advertising 
and stick with methods that work – a 
description of how to write a good advert 
and marketing methods are also described. 
This chapter also has lots of tips about 
speaking to sellers and negotiation tactics.

If you are starting out or relatively 
inexperienced, appearing otherwise is 
quite difficult, so in the next chapter, the 
instant authority hack is covered. It’s John’s 
argument that having a professional website 
elevates your status. This section covers the 
key attributes that a good website should 
have: your USP and the benefits of your 

service, and some things to avoid such as 
lots of forms for the seller to complete. 

The next section has a more detailed look 
at optimising your website via SEO so 
motivated sellers contact you first. If you 
truly cannot wait for SEO to work, then using 
Google Ads via pay per click gives you the 
option of the instant gratification hack, 
and such adverts are covered in detail in 
chapter 5. 

The fast cash hack in chapter 6 highlights 
how to make money from deal packaging 
and John describes it in some detail, 
highlighting its benefits and how to set up 
for business. John advises the use of lock 
out agreements with sellers, to give you 
time to find a buyer; the right way to present 
deals is also covered, as are the different 
types of packaged deals and associated 
fees. One way to keep deals if you don’t have 
the cash is through joint ventures, and this 
is covered in some depth in the next chapter 
– the key things are communication and 
identifying what JV partners want. 

Whether you are using your own money or 
that of a JV partner, a key component might 
be to recycle the capital and the concept of 
infinite return using momentum investing is 
covered in chapter 9. 

The main concepts to grasp are to buy the 
property at significant discount and add 
value through improvement. These are 
illustrated by worked examples. Having 
done your infinite ROI deal, you may want 

more ongoing income than BTL provides, 
and John covers this in the two chapters on 
serviced accommodation and HMOs. 

The SA chapter advises on what makes the 
ideal property, the advantages of SA; using 
online portals like AirBnB and tips on running 
costs and property management – this can 
be outsourced to host management 
companies. For the chapter on HMOs, John 
covers a number of aspects: the best areas; 
finding and setting up HMOs; regulations; 
risks and financing. 

The next two chapters cover generating 
high cashflow without owning the property 
through rent-to-rent and purchase options. 
In chapter 11, R2R is explained to include 
finding suitable properties and the 
advantages to the landlord, eg guaranteed 
rent. A few key pointers are to do your due 
diligence, negotiate good terms with the 
landlord and have a professional website. 
Like purchased HMOs, R2R can be time 
intensive. Closely aligned to R2R is the use 
of a purchase lease option (PLO) and this 
strategy is described in the next chapter 
which covers what PLOs are and how to 
set them up. 

The book finishes with the multiple streams 
of income hack where John highlights some 
additional strategies, which could be used 
alongside your chosen main strategy. In his 
opinion, this hack means creating additional 
income from resources you already have. 
Examples include selling leads on, referring 
vendors to a debt advisor, estate agent, 
letting agent or mortgage advisor for a fee 
or for mutual benefit. 

WHO IS THIS BOOK FOR?
This well written and researched book will 
suit new investors as well as those with 
more experience – in fact anyone who has 
barriers to property investing. Each chapter 
has a useful summary through “wrapping 
up” and a connection to the next one 
through “moving on.” In the true spirit of 
giving readers a new year’s gift, John also 
offers a FREE bonus package of additional 
reports, videos, forms and documents
(see website link).

BOOK DETAILS  Available: Amazon (or free via website!!) www.property-investment-blueprint.com Date published: 2018

Book reviewed by: 

Raj Beri 
www.rajberi.co.uk  
Email: raj@rajberi.co.uk 

PROPERTY INVESTMENT HACKING
By John Wilson
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s we start the new year, we thought 
it would be a great idea to explore 
some of the ways you can achieve 
your property goals in 2019. 

One way to accelerate is to get some 
personal help and guidance from someone 
more experienced than you. For this 
reason, we have asked Simon Zutshi, 
author of Property Magic and founder of 
the Property Mastermind Programme to 
share his views. In this article, he will 
elaborate on this topic and how it could 
help you this year …

Why is it that most of the successful people 
in the world, be it in business, sports or 
politics, all have personal coaches? It’s 
because they want to stay at the top of their 
game. They understand the value of having 
someone to bounce ideas off, to guide and 
advise them. They know a personal coach 
will help to hold them to account and on 
track, to make sure they are doing the right 
things. 

There are many different types of coaching 
and mentoring, and so YPN have asked me 
to explain the differences, and to help you 
to identify if coaching or mentoring is right 
for you or not. Not all coaches are the same. 
Some are better than others, so how do you 
find the one who is best for you? We will 
explain how later in this article. But first, I 
want to make sure we are using the same 
terminology. 

What is the different between a 
coach and a mentor?
A coach is someone who should not tell you 
what to do, but instead guide you by asking 
great questions. These questions will help 
you identify what you should be doing and 
help keep you on track. A coach is great for 
helping you be accountable, to make sure 
you do the things you know you should be 
doing but may not necessarily do.  

Over the past 15 years, I have had various 
coaches to help guide me in areas such as 
lifestyle, relationships, business strategy, 
speaking and of course, mindset. A true 
coach does not necessarily need to be more 

advanced than you, but needs to be great at 
asking questions. They will then be helping 
you find the answers yourself.

“However, when it comes to 
property investing I believe 

that your coach should 
be an experienced and 

successful investor.” 
This is so they can guide and help you to 
avoid the expensive mistakes that they, and 
others, have made in the past. Avoiding 
expensive mistakes can save you far more 
than what you are investing in the coach. 

A mentor is different from a coach. A mentor 
will use coaching skills, such as asking great 
questions to help you find the answers for 
yourself, but they will be far more directive 
and you will be given specific advice and 
guidance. They should be more experienced 
than you, so they utilise their wealth of 
experience to help you accelerate your 
success. 

I have used mentors in my business and 
personal development. 

When considering if you need a coach or 
mentor, you need to be clear on how you 
want them to help you. 

Coach, Consultant, Mentor (CCM)
We find that most of our students want more 
than just coaching, and sometimes need 
the direction of a mentor. For this reason, 
we have just changed the style of support 
we offer. We call it CCM, which stands for 
Coach, Consultant, Mentor. All our CCMs are 
experienced property investors who have 
been trained to coach and obtained 
mentoring skills. This is so they can provide 
a more holistic approach towards helping 
our clients move their property investing 
forward. They would progress with their 
property journey far faster with our support, 
than on their own. 

What will coaching/mentoring 
do for you?
We first introduced one-to-one coaching and 
mentoring to our Property Mastermind 

 By Simon Zutshi

Do you need a Coach 
or Mentor in 2019?
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Programme back in 2010. We noticed a 
significant improvement in the results 
people achieved on our 12-month 
programme. This is because the extra 
support gave people confidence to move 
forward with great deals, and it stopped 
them investing in not-so-good deals. 

How to get the most out of 
coaching or mentoring?
When you are paying for a coach’s time, 
you don’t really want them to be teaching 
you the basics that you could learn
independently at a much lower cost. 
When people hire one of our property 
CCMs, they also get access to some of 
my online training to give them specialist 
knowledge. The CCM then helps them to 
apply that knowledge. 

When working with a coach or mentor, it is 
critical to set some goals on what you want 
to achieve. This is so that the CCM can 
help you work towards achieving them. You 
want to regularly check in with your CCM, to 
make sure you are on track and are taking 
the necessary actions. This accountability 
will help you move forward far quicker than 
on your own. We all know that life 
distractions can easily take you off course.  

How much should coaching/
mentoring cost?
You get what you pay for. Most of the 
coaches I have used charge about £2k per 
month. I have paid as much as £7.5k for 
a day of specialist mentoring. By applying 
what I have learnt, I have got my investment 
back many times over. I will then always 
have that knowledge and confidence that I 
have gained from investing in myself. 

I don’t offer many personal mentoring 
sessions now, but occasional private 
consultations are available. These are 
£5,000 + VAT for three hours with me. 

This may seem like a lot of money for just 
a few hours … But people are buying my 23 
years of property and business experience. 
They also have access to my extensive 
network of contacts. For those experienced 
investors with large portfolios, I can give 
them some advice to slightly tweak what 
they are doing. This will hopefully have 
a massive impact on their success and 
profitability in the future. They will then get a 
huge return of their investment of time and 
money with me.

But this is not appropriate or cost effective 
for most investors, and I only have a limited 
number of time slots available. I therefore 
have 25 CCMs who are all experienced 
investors, who are available for about £500 
+ VAT per month.

You should really commit to six months of 
CCM support to be able to see measurable 
results in your property investing. If you 
purchased just one more property than you 
would otherwise have done on your own, 
you would gain a pretty good return on your 
investment.

There are many people who are just starting 
out as a property coach, who may charge 
far less than £500 per month. But you really 
do get what you pay for. They may be able 
to help you get started, but it is not ideal if 
they are just one or two properties ahead 
of you. They won’t have the depth of 
knowledge and experience that a coach or 
mentor should have. Some of our CCMs 
have coached and mentored over 100 of 
our Property Mastermind delegates. They 
are very good at what they do and the 
results of their clients are a testimony 
to this.

What about group coaching?
A more cost-effective way of coaching, 
instead of one-to-one private coaching, can 
be group coaching. This is what we provide 
with most of our online training/home study 

programmes. There are many benefits to 
learning at the same time as other people in 
a group. This is what we call the networked 
learning effect. Everyone learning together 
at the same time helps with accountability. 

It also helps your personal belief about what 
can be achieved, when you see other people 
getting results. It can inspire you and help to 
keep you motivated. 

How to find the right coach/
mentor for you?
Here is a list of five things you want 
to check:

1 Are they an experienced investor, with 
more property experience, income and 
assets than you?

2 Have they personally achieved what 
you want to achieve?

3 Have they been trained in coaching and 
mentoring skills?

4 Do they have a track record of success
 in coaching and mentoring other  

people like you? You don’t want to be 
one of their first clients.

5 Do they have successful clients who 
can give referrals and testimonials?

I do hope this has been useful to you. I hope 
you understand how you could achieve 
more in 2019 with your own coach, mentor 
or CCM.

Claim your complimentary 
CCM consultation
When you attend any property 
investors network meeting in January, 
you will be given the opportunity to 
receive a complimentary 30-minute 
private consultation with one of our 
property CCMs. On this telephone 
consultation, the CCM will help you 
identify where you want to get to, 
where you are now, and a plan to 
help you bridge the gap. This is a first 
come, first served basis, and details 
will be shared at your local pin 
meeting. You will find out how you 
can book your complementary 
consultation. Why not give yourself 
a flying start to 2019, and book your 
place at your local pin meeting now 

www.PinMeeting.co.uk

Wishing you all the very best in 2019. 

Invest with knowledge, invest with skill.

Best wishes,

Simon Zutshi
• Author of Property Magic
•   Founder, property investors network
•   Founder, Property Mastermind Programme
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Hi Arsh

Happy new year! I am determined to make 
this my year. But I bet you hear people 
say this all the time. What goals do you 
set yourself and how do you track them to 
ensure you stay on target?

MRS E, PLYMOUTH

HAPPY NEW YEAR!  Welcome to 
2019 – the year for the opportunist!

Let me share a little secret with you all … this 
is the year that you WILL make it. I will go into 
my predictions shortly.

First though, thanks for getting in touch, Mrs E. 
It’s a common question, however the answer is 
not always the same. 

Review
Let me start by asking you:

• What makes this year any different to  
the last?

• What has changed for you? Is it your  
circumstances? Is it your MINDSET?

• What is your reason WHY?

When I assess my goals for the forthcoming 
year, I start by looking at last year’s goals and 
question whether I achieved them:

• What goals did I set?
• How many I achieved? 
• How did I performed
• How many were not achieved, and the 

reason why

Through this simple activity, I can see where I 
succeeded. I also like to ask myself why I  
succeeded in these tasks. Was it because:

• I enjoyed them?

• Or perhaps this was where my skillset was 
best applied?

I would rather concentrate on doing things I 
enjoy rather than mundane tasks, which I 
do not.

Following this review, I can set goals for 2019 

that are in line with my skillset. This avoids 
operating on a whim as the previous year 
has shown a track record of success in this 
strategy. 

A personal example

“I have learned that the best 
course of action for me is to 
act as a creator – an investor 

rather than a landlord.”

When I first started out, the idea of being a 
landlord was fantastic. I loved the thought of 
dealing with people, collecting rents, dealing 
with tenants’ issues, etc.

However, over the years, as the portfolio grew, 
tenants and all their issues started to grind on 
me. I was still self-managing, arranging 
viewings, collecting rents and maintenance 
issues but it became too much.

In 2014 I made the decision to move away 
from dealing with tenants, and also with the 
properties, as it was not the most effective 
use of my time. Ultimately, it was affecting 
my ability to grow the business further. 
Consequently, I brought back my time, and 

that gave me the freedom and choice to do 
what I want, when I want.

Dealing with tenants had caused me to 
become lethargic and stagnant. I took some 
much-needed time to fall back in love with 
property. 

I discovered that what I love about property is 
the fast-paced nature of the industry. I wanted 
to be in the thick of it, doing deals, negotiating 
and securing properties on a large scale. As a 
bit of a talker, I love speaking to vendors and 
coming up with all kinds of creative solutions 
… and getting paid immediately by a purchaser 
as a result.

Ultimately – I am a deal sourcer, trader or 
packager, depending on the terminology 
you use. 

In 2019, I will continue what I have been 
building over the past few years, taking deal 
sourcing and packaging and creating a 
large-scale business. In 2017, I traded 483 
property deals and my 2018 goal was to beat 
that. At time of writing, we are on target to hit 
the 500-deal mark. 

If you receive the property deal emails I send 
out daily, you will see from the type of deals 

New Year, New You 
Sound Familiar?
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and the quality of information that this is something I really 
enjoy doing. Sourcing / trading allows me to expand my 
property knowledge over a number of strategies to create a 
solution for 90% plus of the properties that I look at. It is rare 
for me to look at a property and say  there’s nothing that can 
be done.

Educate
However, to get to that level of knowledge and experience,
you need to educate yourself about the various property 
strategies. This does go against the grain of what a lot of 
people say about spreading yourself too thin, but allow me 
to explain.

If I were to start again, and treat 2019 as the year I were to 
get involved in property, I would begin by learning about: 
BTLs, HMOs, rent-to-rent, lease options, serviced 
accommodation and property development.

It sounds extreme, but to be the best deal sourcer, you must 
understand all strategies to be able to assess any property. 
That knowledge enables you to look at a property and say: 
“Well it may not fit that criteria, but it certainly fits this”.

You would be spreading yourself too thin if you were trying to 
implement each of the strategies, ie have a HMO here, do a 
development there, run a serviced accommodation unit 
somewhere else, etc. The point of the education would be to 
UNDERSTAND the strategy and how it could operate as a 
business, then apply the learning and methodology to your 
sourcing business.

“If you take the learning on board, you 
would ultimately become a far more 
rounded investor, standing head and 
shoulders above your competition.” 

Imagine looking at a property alongside other investors who 
have property Tunnel Vision; limited within their approach. 
The aim would be for you to operate with a Funnel Vision 
approach, so you look above and beyond the norm.  

Recently, I wrote about a property I bought, where I had been 
competing against 40 other viewers, who were not able to 
envision the potential that I could see. My vision, however, 
would not have been possible without the knowledge I had. 
To recap, the property was a building with four self-contained 
flats. My idea was to reduce the size of the flats and increase 
the density to six flats by submitting planning permission, 
which was approved within one month. 

This building, which I purchased for £180k, now has a GDV 
of £480k.

Contact
As always, you can connect with me on my social 
feeds by finding me on: 

Mailing List  www.arshellahi.com/deals 

Facebook	Profile	 www.facebook.com/arsh.ellahi.1

Facebook Page  www.facebook.com/ArshEllahi123

Instagram  www.instagram.com/arshellahi

Youtube  www.youtube.com/c/ArshEllahi

Linkedin  www.linkedin.com/in/arshellahi

Twitter  twitter.com/arshellahi

To get access to all my updates and whereabouts, 
please sign up to my weekly newsletter at www.arshellahi.com

The doors to the 2019 Elite Property Tribe are now open for applications 
from people who are interested in becoming a well-oiled, all-round property 
investor. This is a 52-week, hand-holding programme with weekly webinars, 
four live meet-ups with keynote speakers, one-to-one calls with me, deal
trading opportunities, accountability, dedicated content platform, 
community WhatsApp group, social meet-ups and more.

If you like the thought of getting involved and want to know more, please visit 
www.elitepropertytribe.co.uk or email me directly at arsh@arshellahi.com 

Arsh Ellahi is the author of 
“Boom, Bust 
and Back 
Again: A 
Property 
Investor’s
Survival Guide”

Stay on track
This is a difficult one. It all comes down to you and your self-belief. I 
always ask myself how much I want the end result.

As an entrepreneur, everything is an OTE – Opportunity To Earn. There is 
no guaranteed income when you first start out. Therefore, you must be 
aggressive in your approach. 

My approach is simple, I don’t like waiting for the phone to ring. I would 
rather be the person making the calls and booking the appointments. 
Let me elaborate ...

If you are looking for your next property deal, how are you going to find it?

• Will you wait for the agent you have built rapport with to call you? 

Or

• Are you going to get searching, pick up the phone to several agents 
and make new contacts, knowing that you are going to unearth 

 opportunities along the way?

I hope everyone reading this would choose the latter option.

My aim is to speak to at least 30 people every day, including estate and 
letting agents, auction houses, vendors and networking contacts, to 
discuss opportunities. These then create a pipeline of leads, which might 
become deals over the week / month. Creating a volume of leads, by the 
law of averages, would enable you to monetise a few deals as a result.

Use an interactive spreadsheet or CRM system to ensure you follow up on 
opportunities and offers made. 

I cannot stress the importance of making calls. I know there are many 
people who may not be comfortable with this. However, I have found 
that a 10-minute phone call often leads to deals being done. Letters and 
leaflets will only get you so far; more importantly there is only so much 
you can put on a side of A4 paper or an email, which gives you a very 
small window of opportunity.  

I hope you have found this article of use and 
I wish your every success for 2019.

If you have a question you would like me 
to	answer	in	next	month’s	article,	please	
email arsh@arshellahi.com and I’ll aim 
to answer as many as I can over the 
following	months.	
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A Beginner’s Guide to 
Cryptocurrencies

By Marcus de Maria

Safety vs speed
It is not necessarily the most efficient way of 
doing it, because it takes time for all these 
computers to make copies. And the 
computers are continuously talking to 
each other, which also slows things down. 
However, it is the most secure way of doing 
it, as it is unlikely that someone can hack in 
and make changes.

If someone wanted to hack into the 
blockchain, it would be difficult as they 

would need to hack at least 51% of the 
computers around the world. The 
computational power required to do this 
would be very expensive. It would also take 
some time. The Bitcoin blockchain updates 
or refreshes its data every ten minutes, 
giving a hacker only a ten-minute window to 
hack in before everything is reset. 

After that they would have to start again. So 
not only would they have to hack into 51% 
of the thousands of computers around the 
world that make up the blockchain, but they 
would have to do it in ten minutes. 

Why so many computers?
The idea comes from airplane safety. If you have one computer flying the plane and 
the system crashes, the airplane could crash. 

The thought was that if there were three computers, and one failed, then there are 
two more computers to control and communicate with the plane. 

The inventors of the blockchain took it one step further and wanted as many 
computers as possible to be in on it. In case of any disagreement between a few 
computers of the blockchain, whatever the majority are saying will win. And that 
information is put on the ledger on all computers. 

A particularly brilliant analogy for this comes from Nick Szabo, the inventor of Bit 
Gold, which many view as the precursor of Bitcoin. Imagine a fly trapped in amber. 
If there is only a small layer of amber, we know that the fly has not been trapped for 
very long. But if there is a big block of amber, we know that the fly has been trapped 
for a long time, and no one can dispute that. 

The blockchain of computers are adding another layer of amber every time a 
transaction occurs. Once the amber covers the transaction, it is very difficult to 
change. Each layer of amber makes it harder to change. Each day more 
information, and therefore more amber, is layered on top. 

In other words, millions of small transactions, ie me sending you some money in 
another country, are documented on the blockchain. The transactions are locked 
in for good and can’t be changed afterwards. The information, or fly, is trapped as 
irrefutable evidence and the transaction can’t be undone.

n part two of this article, Marcus de Maria 
continues to break down the components 
of cryptocurrencies. He also gives an 
update on his trading and what future op-

portunities might be.

Last month, we explained that one of the great 
things about digital currencies is that we don’t 
need institutions or trusted third parties to 
verify a transaction between two people. 

With digital currencies, sending money from 
my computer to another in a foreign country 
takes just ten minutes, as opposed to the days 
it currently takes with an intermediary bank. 

It is much faster without human bureaucracy 
to slow it down and it is therefore much 
cheaper. Faster AND cheaper is a winning 
combination.

How does this work?
Imagine I send you $10, and you send that 
$10 to someone else. Someone needs to keep 
track of these transactions to avoid forgeries 
or anyone claiming they haven’t received the 
money. 

In the past, banks, central or otherwise, 
have kept details of the transaction on 
something called a ledger. This is based on a 
centralised system. 

With Bitcoin, currently the main digital 
currency, the whole system was turned on 
its head. Instead of a centralised system 
controlling the ledger, now thousands of 
computers all around the world keep a copy 
of this ledger. Every single transaction is kept 
there, from the beginning to present day. 

This is a decentralised system called the 
blockchain computer.
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What are miners?
There are two ways of getting Bitcoin. You can either buy 
one at the current price, or you can mine it. 

The analogy is like mining for gold. However, with digital 
currencies it is slightly different, as you obviously don’t 
have to go down a mine to do so. With Bitcoin, you need 
to go through the Proof-of-Work system. This system is a 
piece of data which is costly and time-consuming to get. 
But if you want a Bitcoin, you have to prove that you have 
done work and in return you get paid in Bitcoin tokens. 

In cryptocurrencies, this is done by creating a scenario 
where if you want to get paid in Bitcoins, you must do 
something which is not easy to do. For example, you 
commit to your computers solving puzzles or 
mathematical functions. If the computer solves the 
puzzle then it proves you have dedicated power, time, 
effort, heat and computation to solve the problem. 
The more you do this, the more of a vote you can have. 
This vote is embodied in a Bitcoin token. You receive a 
token of Bitcoin in return for mining it. 

This system introduces scarcity. Scarcity is important 
because it’s the only way to ensure that anything has any 
value. If gold were like pebbles, and could be found 
everywhere, it wouldn’t have any value. 

But Bitcoins are not easy to mine. It takes computational 
power and time to do it. AND there is a maximum of 
21 million that can ever be mined. This creates instant 
scarcity.

Where can you put your coins?
There are three ways to store your coins:

1 An exchange – this is the easiest way. However, 
 remember that this is an unregulated entity and is 

where most of the hacks have taken place.

2 An online wallet – more difficult to hack and therefore 
safer. It does mean you need to have several wallets, 
one for each different coin. 

3 An offline wallet – otherwise known as cold storage. 
This is where you store your coins on a special USB 
stick and so is off the grid. But, if the cleaner throws it 
out, you lose it for good. And yes, this has happened. 
People have lost millions of dollars stored on hard 
discs that were thrown out by mistake.

Cryptowatch
where are the coins this month?
Generally, the price of most coins has fallen this year. I am using this as 
a buying opportunity. I see the trend as up in the long term and so I am 
personally buying on the dips to get my average price down as much as 
possible, following our VCA strategy. 

Please note: this is not investment advice, it is just what I am doing.

I currently hold approximately 70 different coins, or Altcoins, including the 
ones below. I have also invested in over 60 Initial Coin Offerings (ICOs). 

The top 10 coins by market capitalisation are below. Market capitalisation 
is worked out by the number of shares in circulation x share price. Don’t 
get suckered into buying a low-priced crypto, its market capitalisation 
might be huge – see Ripple. 

Coin MarketCap Price

1 BITCOIN $110,129,494,562 $6,274.35

2 ETHEREUM $20,314,276,034 $196.04

3 RIPPLE $17,757,040,331 $0.441657

4 BITCOIN CASH  $7,276,036,001 $417.47

5 EOS  $4,662,750,262 $5.15

6 STELLAR $4,239,830,317 $0.224392

7 LITECOIN $2,890,626,320 $49.05

8 TETHER $1,917,409,891 $0.995322

9 CARDANO $1,806,413,585 $0.069673

10 MONERO $1,690,243,980 $102.27

While I have bought Altcoins, I am currently worried that I am exposed to 
hackers. This is because I have kept my coins on the exchanges, which is 
historically where most of the hacking takes place. So now I am 
researching where I should store my coins.

What are the best coins to invest in?
I am going to go more into this in Part Three. But anything that marries the 
digital currency world with the current Wall Street financial world would be 
very interesting. Both camps are viewing each other with suspicion. Some 
companies and banks are dipping their toes into the water, so it will be 
interesting to watch this space.

Remember that the crypto market is like the Wild West at the moment. 
You can make huge gains and/or you could lose everything. Personally, 
I am sticking with the biggest ones and buying on the dips, like the one 
we are experiencing right now. 

Only invest with money you are willing to lose.

If you are interested in the strategies I use to buy Bitcoin, Ethereum and 
other cryptocurrencies, feel free to download a copy of my book.
It is available to download for free at www.crypto-wealth.io.
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ACV  Asset of community value 

ADR  Alternative Dispute Resolution

AI  Artificial intelligence

APHC  Association of Plumbing   
 and Heating Contractors

ARLA  Association of Residential   
 Letting Agents

Article 4  An Article 4 Direction removes  
 permitted development rights  
 within a specified area designated 

by the local authority. In many 
cities with areas at risk of
 ‘studentification’, there are 
restrictions on creating HMOs  
so you will have to apply for planing 
permission. Check with your local 
planning authority.

AST  Assured Shorthold Tenancy

AT  Assured tenancy 

BCIS  Building Cost Information Service  
 – a part of RICS, providing cost  
 and price information for the UK 
 construction industry.

BCO  British Council for Offices

BIM   Building information modelling 

BMV  Below market value

BRR Buy, refurbish, rent out 

BTL  Buy-to-let

BTR  Build-to-rent

BTS  Buy-to-sell

CCA  Consumer Credit Act

CDM  Construction Design and   
 Management

CIL  Community Infrastructure Levy - 
The Community Infrastructure  
Levy is a planning charge, 
introduced by the Planning Act  
2008 as a tool for local authorities 
in England and Wales to help deliver 
infrastructure to support the 
development of their area. It came 
into force on 6 April 2010 through 
the Community Infrastructure  
Levy Regulations 2010.   
(Source: planningportal.co.uk)

CIS  Construction Industry Scheme –  
 Under this, contractors deduct  
 money from a subcontractor’s 

payments and pass it to HMRC.  
These deductions count as 
advance payments towards the 
subcontractor’s tax and NI. 
Contractors must register for the  
scheme. Subcontractors don’t  
have to register, but deductions 
are taken from their payments at  
a higher rate if they’re not 
registered.

CGT  Capital gains tax

CML  Council for Mortgage Lenders

CPD  Continuing Professional   
 Development

CPT  Contractual periodic tenancy

CRM  Customer relationship   
 management (eg, CRM systems)

CTA  Call to Action

Demise A demise is a term in property  
 law that refers to the conveyance  
 of property, usually for a definitive  
 term, such as premises that have  
 been transferred by lease.

DHCLG  Department of Housing,   
 Communities and Local   
 Government (formerly DCLG – 
 Department for Communities and  
 Local Government)

DoT  Deed or Declaration of Trust

DPS  Deposit Protection Service

EHO  Environmental Health Officer

EIS  Enterprise Investment Scheme

EPC  Energy performance certificate

FCA  Financial Conduct Authority

FHL  Furnished holiday let

FLEEA  Insurance cover for Fire,   
 Lightening, Explosion, Earthquake  
 and Aircraft impact, but no other  
 perils. Some times issued for a  
 property that has been empty for  
 some time

FPC  Financial Policy Committee

FRA  Fire risk assessment 

FSCS  Financial Services    
 Compensation Scheme

FTB  First time buyer

GCH  Gas central heating 

GDP Gross domestic product

GDPR  General Data Protection Regulation

GDV  Gross Development Value

HB  Housing benefit 

HHSRS  Housing Health and Safety   
 Rating System

HMO  House of Multiple Occupation

HNWI  High Net Worth Individual a 
certified high net worth investor  
is an individual who has signed a 
statement confirming that he/
she has a minimum income of 
£100,000, or net assets of   
£250,000 excluding primary   
residence (or money raised through 
loan a secured on that property) 
and certain other benefits. Signing 
the statement enables receipt 
of promotional communications 
exempt from the restriction on 
promotion on non-mainstream 
pooled  investments. (Source: FCA)

HP  Hire Purchase

HSE  Health and Safety Executive 

ICR  Interest Cover Ratio

IFA Independent financial advisor

IHT  Inheritance tax

JCT  Joint Contracts Tribunal – 
 produce standard forms of   
 construction contract, guidance  
 notes and other standard forms  
 of documentation for use by the  
 construction industry  
 (Source: JCT)

JV  Joint venture

JVA  Joint venture agreement

KPIs Key Performance Indicators

L8 ACOP  Approved Code of Practice L8 –  
 Legionella Control and Guidance

LACORS  Local Authorities Coordinators of  
 Regulatory Services

LHA  Local Housing Authority

Libor London Inter-Bank Offered Rate

LLP  Limited Liability Partnership

LTV  Loan To Value

MCD  Mortgage Credit Directive   
 (European framework of rules of  
 conduct for mortgage firms) 

MVP  Minimum viable product

NALS  National Approved Letting   
 Scheme

A list of the 
abbreviations and 
tech-talk used in this 
month’s	YPN	–	
and more …

 
JARGON BUSTER

cover

(contract) 
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NICEIC  National Inspection Council for  
 Electrical Installation Contracting

NLA   National Landlords Association

OIEO  Offers in excess of 

OMV  Open market value

ONS  Office for National Statistics

PBSA  Purpose-built student   
 accommodation

PCOL Possession claim online

PD  Permitted Development /   
 Permitted Development rights –  
 you can perform certain types of  
 work on a building without   
 needing to apply for planning 
 permission. Certain areas (such  
 as Conservation Areas, National  
 Parks, etc) have greater   
 restrictions. Check with   
 your local planning authority.

PI  Professional Indemnity insurance

PLO  Purchase lease option

PM  Project manager

PRA  Prudential Regulation Authority  
 – created as a part of the Bank  
 of England by the Financial   
 Services Act (2012), responsible  
 for the prudential regulation and  
 supervision of around 1,500  
 banks, building societies,   
 credit unions, insurers and  
 major investment firms.   
 (Source: Bank of England)

PRC Pre-cast reinforced concrete.  
 Often used for residential   
 construction in the post-WW2  
 period, but considered as  
 non-standard construction and  
 difficult to mortgage. 

Most lenders will not lend unless  
a structural repair has been 
carried out in accordance with 
approved PRC licence, supervised 
by an approved PRC inspector. 
Legal evidence of the repair is 
issued in the form of a PRC 
Certificate of Structural 
Completion. (Source: prchomes.co.uk)

PRS  Private Rented Sector

R2R  Rent-to-rent

REIT  Real Estate Investment Trust

RGI  Rent guarantee insurance

RICS Royal Institute of Chartered   
 Surveyors

RLA   Residential Landlords   
 Association

RoCE Return on Capital Employed

ROI  Return on Investment

RP  Registered Proprietor, refer ring  
 to the name on the title of a   
 property Land Registry

RSJ  Rolled-steel joist – steel beam 

RTO  Rent to Own

RX1  Form used to register an   
 application to the Land Registry  
 to place a restriction on the legal  
 title of a property to protect the  
 interests of a third party. The  
 restriction will prevent certain  
 types of transaction being   
 registered against the property  
 (eg, sale, transfer of ownership  
 or mortgage)

S8 or Named after Section 8 of The  
 Housing Act 1988. A Section 21  
 Notice (or Notice to Quit) is  
 served when a tenant   
 has breached the terms of 
 their tenancy agreement, giving  
 the landlord grounds to regain  
 possession. Strict rules apply.  
 See https://www.gov.uk/  
 evicting-tenants/section-21-and- 
 section-8-notices for up-to-date  
 information. 

S21 or Named after Section 21 of The  
 Housing Act 1988. You can use  
 a Section 21 Notice (or Notice  
 of Possession) to evict tenants  
 who have an assured shorthold  
 tenancy. Strict rules apply. See  
 https://www.gov.uk/evicting-  
 tenants/section-21-and-  
 section-8-notices for up-to-date  
 information. 

S24 or  Section 24 of the Finance Act  
 (No. 2) Act 2015 – restriction of  
 relief for finance costs on 
 residential properties to the   
 basic rate of Income Tax, 
 being introduced gradually from  
 6 April 2017. Also referred to as  
 the Tenant Tax’.

S106 Section 106 agreements, based  
 on that section of The 1990   
 Town & Country Planning Act,  
 and also referred to as planning  
 obligations, are private agreements  
 made between local authorities  
 and developers. They can be   
 attached to a planning permission  
 to make acceptable development 

that would otherwise be 
unacceptable in planning terms. 
Planning obligations must be 
directly relevant to the proposed 
development and are used for 
three purposes:

1. Prescribe the nature of  
development

2. Compensate for loss or damage 
created by a development

3. Mitigate the impact of a  
development

(Source: planningportal.co.uk)

SA  Serviced Accommodation

SAP  Standard assessment procedure

SARB  Sale and Rent Back

SDLT  Stamp Duty Land Tax

SI  Sophisticated Investor   
 (Source: FCA)

 Certified: individual who has a  
 written certificate from a “firm”  
 (as defined by the FCA)   
 confirming he/she is sufficiently  
 knowledgeable to understand  
 the risks associated with   
 engaging in investment activity.

 Self-certified: individual who  
 has signed a statement 
 confirming that he/she can   
 receive promotional 
 communications from an   
 FCA-authorised person, relating  
 to non-mainstream pooled  
 investments, and understand  
 the risks of such investments.  
 One of the following must also  
 apply:

	 (a) Member of a syndicate of  
	 business	angels	for	at	least	six		
 months;

	 (b)	More than one investment  
 in an unlisted company within  
 the previous two years;

	 (c) Working in professional   
 capacity in private equity sector  
	 or	provision	of	finance	for		 	
 SMEs;

	 (d)	Director of a company with  
 annual turnover of at least £1m  
	 within	the	previous	two	years.

SIP(s)  Structural integrated panels

SME  Small and Medium-sized   
 Enterprises

SPT   Statutory periodic tenancy

SPV  Special Purpose Vehicle – 

 a structure, usually a limited 
 company, used when more than  
 one person invests in a property.  
 The legal status of the SPV 
 protects the interests of   
 each investor.

SSTC  Sold Subject To Contract

TPO  The Property Ombudsman

UKALA  The UK Association of   
 Letting Agents

USP  Unique selling point

VOA Valuation Office Agency

insurance

Section 8

Section 21

Section 24

(assessment)

or Section 106
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Blackfriars pin 
4th Tuesday of the month 
Crowne Plaza, 19 New Bridge Street, 
Blackfriars, London, EC4V 6DB  
Host: Fraser MacDonald
www.blackfriarspin.co.uk  

Canary Wharf pin 
1st Thursday of the month
De Vere Conference Suite No. 1 
Westferry Circus, London, E14 4HD
Host: Samuel Ikhinmwin
www.canarywharfpin.co.uk

Clapham pin 
1st Tuesday of the month
Crowne Plaza London - Battersea
Bridges Wharf, Battersea, 
London SW11 3BE
NEW Host: Stuart Ross
www.claphampin.co.uk 

Croydon pin 
3rd Wednesday of the month
Jurys Inn Croydon Hotel, Wellesley Road, 
Croydon, CR0 9XY Host: Stuart Ross 
www.croydonpin.co.uk  

Kensington pin 
2nd Wednesday of the month
The Rembrandt, 11 Thurloe Place, 
South Kensington, London, SW7 2RS
Host: Marion Watts 
www.kensingtonpin.co.uk  

Regent’s Park pin
3rd Tuesday of the month
Holiday Inn London Regents Park, 
Carburton Street, London, W1W 5EE
Host: Mike Frisby 
www.regentsparkpin.co.uk  

Sutton pin 
2nd Thursday of the month
Holiday Inn London Sutton, Gibson Road, 
Sutton, Surrey, SM1 2RF
Hosts: Johanna and Peter Lawrence
www.suttonpin.co.uk  

ZONE 1

Premier Property Club - Islington
2nd Wednesday of the Month 
Hilton Hotel Islington, 53 Upper St, 
London N1 0UY Founder: Kam Dovedi
PremierPropertyClub.co.uk/ppc-islington 

Premier Property Club - Knightsbridge
3rd Wednesday of the Month 
Park Tower, 101 Knightsbridge, London, 
SW1X 7RN Host: Kam Dovedi 
www.PremierPropertyClub.co.uk

Premier Property Club - Canary Wharf 
4th Tuesday of the Month  
Hilton Hotel, Marsh Wall, London, 
E14 9SH Host: Kam Dovedi  
www.PremierPropertyClub.co.uk 

Premier Property Club - Croydon
1st Tuesday of Each Month
Doors open: 6:30pm for a 7pm Start
Jurys Inn Croydon, Wellesley Road, 
London CR0 9XY

Wandsworth-Property-Group
Love Property in N1 Meetup Group
1st Thursday of the Month 
The Islington Company 97 Essex Road, 
N1 2SJ Host: Vaida Filmanaviciute 
www.meetup.com/Love-Property-in-N1-
Meetup-Group

We Buy Houses - London
Last Wednesday of the month 
New hosts: Adam Hinds and Angela 
Lewis-Wright. Register at
http://webuyhouses.co.uk/rick-otton-meetups

Property Leverage Network - London
1st Monday of the month Pavillion End, 
23 Watling Street, London,EC4M 9BR
Host: Karun Chaudhary (07542210168)

West London Property Networking
2nd Thursday of each month (except 
Dec or Aug) High Road House, 
Chiswick, West London 
Hosts: Jeannie Shapiro and Pelin Martin
www.westlondonpropertynetworking.co.uk

EPN - London (Earth Property 
Network) 2nd Tuesday of the Month 
1 Fore Street, London, EC2Y 5EJ 
Host: David J. Tillyer
http://bit.ly/EPN-London

JV Hub Property Meet 
4th Wednesday of every Month 
Wework Building, 1 Fore Street
London EC2Y 5EJ, 6.30 - 9.30 
Host: Theo Bailey www.jvhub.co.uk 

Kensington & Chelsea Property 
Network 1st Thursday of the Month 
The Trafalgar in Chelsea, 200 Kings Road, 
London, SW3 5XP Host: Nicola Ancona 
www.meetup.com/Kensington
ChelseaPropertyNetwork

Central London Evening Meet
4th Thursday of the month 
London Bridge Hotel, 8-18 London Bridge 
St, London SE1 9SG Hosts: Brendan Quinn 
and Luke Hamill 
www.meetup.com/CentralLondonPropertyNetwork

Central London Morning Meet
See website for details 
Grosvenor Casino, 3-4 Coventry Street, 
Piccadilly Circus London W1D 6BL  
Host: Brendan Quinn 
www.meetup.com/CentralLondon
PropertyNetwork

Property Coffee Morning 
Free Networking For 150 Property 
Investors. 9:30 to 11:30am, Grand 
Ballroom, Landmark Hotel, London NW1
See website for more details
www.PropertyCoffeeMorning.com

Baker Street Property Meet
Last Wednesday of every Month  
Holiday Inn London, Regents Park, 
Carburton Street, London, W1W 5EE 
Host: Ranjan Bhattacharya 
www.BakerStreetPropertyMeet.com

Sutton Property Meetup 
2nd Monday of the Month  
The Ivory Lounge, 33-35 High Street,  
Sutton, Surrey, SM1 1DJ  
Hosts: Johanna and Peter Lawrence 
www.meetup.com/Sutton-Property-Meetup

London Property Talk (BMV Meet)
1st Monday of the month  
Hilton London Docklands, 265 
Rotherhithe Street, London, SE16 5HW 
Host: Owais Naveed 
http://ukpropertymeet.co.uk

London Property Investor Breakfast
4th Tuesday of the month (7.30am – 
9.30am) Doubletree by Hilton, 92 
Southampton Row, Holborn, London, 
WC1B 4BH Host: Fraser Macdonald
www.meetup.com/londonpropertybreakfast

UK Property Investors Networking Event 
Last Monday of the Month 
Grovesnor Hotel, 101 Buckingham 
Palace Road, Victoria, London 
Host: Cornay Rudolph 
www.meetup.com/UK-Property-
Investors-Networking-Event

The Kensington & Chelsea Property 
Group 2nd Wednesday of the month
Baglioni Hotel, 60 Hyde Park Gate, 
London, SW7 5BB Host: Neil Mangan
https://www.meetup.com/The-
Kensington-Chelsea-Property-Group/

Property Leverage Network City of 
London 4th Monday of every month
Dawson House, 5 Jewry Street, London, 
EC3N 2EX Hosts: Felix Cartwright & Phil 
Ash (07856202658) 
www.propertyleverage.co.uk

Property Leverage  - Southbank London
3rd Monday of the month Mulberry Bush, 
89 Upper Ground, Southbank, London, 
SE1 9PP Hosts: Felix Cartwright & Phil 
Ash (07856202658) 
www.propertyleverage.co.uk

Wandsworth Property Group 
3rd Tuesday of the Month 
The Alma, 499 Old York Road, 
Wandsworth, London, SW18 1TF
Host: Brendan Quinn  www.meetup.com/
Wandsworth-Property-Group

Bloomsbury Wealth Investing Network
3rd Wednesday of the month 
The Wesley Hotel 81-103 Euston St, 
Kings Cross, London NW1 2EZ 
Hosts: Matt Baker & Jo Akhgar
www.bloomsburywin.net

Kingston Wealth Investing Network
4th Tuesday of every month 
YMCA Kingston, 49 Victoria Road, 
Surbiton, KT6 4NG Hosts: Tania Carson 
& Pam Mackenzie 

Elephant & Castle Wealth Investing 
Network 1st Tuesday of every month 
London South Bank University, Keyworth 
Street, Keyworth Building, SE1 6NG 
Host: Sonia Blackwood

Square Mile Property Meet
First Tuesday of the month
Balls Brothers, Adam’s Court, 6 Old Broad 
Street, London EC2N 1DX
Hosts: Aaron Kok & Charlotte Cheong
https://facebook.com/SquareMile
PropMeet/

Global Investor Club London
2nd Thursday of every month  
City Business Library, Guildhall, London 
EC2V 7HH Host: Jan Kortyczko 
fb.com/GICLondyn	Please note that most 
speakers are presenting in Polish

Holborn Property Meet
3rd Monday of the month De Vere Grand 
Connaught Rooms - Registration: 6.30pm, 
Talks: 7.30pm Host: Giovanni Patania
https://www.holbornpropertymeetuk.com

Premier Property Meet
2nd Thursday of every month from 
6.30pm The King’s Head Pub, 1 The 
Green, Winchmore Hill, London, 
N21 1BB Hosts: Deborah Tyfield and 
Dr Marttand Patel Tickets: £20 online, £25 
on the door. Tickets includes canapés 
www.premierpropertymeet.co.uk

PMA Heathrow
1st Monday of every month 
Hotel Mercure Heathrow, Shepiston Lane, 
Hayes Host: Justyna Wojech
www.pmanetwork.co.uk/events

PPN London St. Pancras 16/01/2019
WeWork Kings Place, 90 York Way, 
London N1 9AG
Hosts:	Jamie Madill & Steve Mitchell
progressivepropertynetwork.co.uk/stpancras

PPN London Knightsbridge 08/01/2019
Leo Nova South, 160 Victoria Street 
Westminster London, SW1E 5LB. 
Host: Pippa Mitchell
progressivepropertynetwork.co.uk/
knightsbridge

PPN Blackfriars 14/01/2019 
Crown Plaza, 19 New Bridge St, London, 
EC4V 6DB Host:	Kevin McDonnell
progressivepropertynetwork.co.uk/blackfriars

PPN Canary Wharf 17/01/2019 
De Vere Canary Wharf, 1 Westferry 
Circus, E14 4HD
Hosts:	Ozan and Oktay Redjep
progressivepropertynetwork.co.uk/canary-wharf

PPN Mayfair 24/01/2019 
The Washington Mayfair Hotel, 
5 Curzon St, Mayfair, London W1J 5HE
Host:	David Siegler
progressivepropertynetwork.co.uk/mayfair

The London Real Estate Buying &
Investing Meetup Group
2nd Tuesday of the Month 
Business Environment Services Offices, 
154 - 160 Fleet Street, EC4A 2NB 
Host: John Corey 
www.meetup.com/real-estate-advice

LovetheMojo
1st Wednesday of the month
Wework Aldwych House, London
https://www.meetup.com/LOVE-THE-
MOJO/events/243553700/

London HMO Property Group
Host: Alan Wood
For information on the next event visit 
www.hmopropertygroup.co.uk
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Eastbourne pin 
1st Wednesday of the month
Royal Eastbourne Golf Club, Paradise 
Drive, Eastbourne, East Sussex, 
BN20 8BP Host: Lee Beecham

www.eastbournepin.co.uk 

Woking pin
3rd Thursday of the month
The Talbot, High Street, Ripley, 
Surrey, GU23 6BB Host: Anne 
Woodward www.wokingpin.co.uk 

Oxford pin 1st Thursday of the month 
Jurys Inn, Godstow Rd, Oxford, 
OX2 8AL Host: Gillie Barlow & 
Jacquie Edwards
www.oxfordpin.co.uk  

Reading pin
1st Tuesday of the month
Holiday Inn Reading South M4, Jct. 11, 
500 Basingstoke Road, Reading,
RG2 0SL Hosts: Guy Brown and 
Rupal Patel www.readingpin.co.uk  

Berkshire pin 
3rd Monday of the month
Holiday Inn Maidenhead, Manor Lane, 
Maidenhead, SL6 2RA 
Hosts: Mike Holt
www.berkshirepin.co.uk 

Southampton pin 
1st Tuesday of the month
Chilworth Manor Hotel, Southampton, 
Hampshire, SO16 7PT 
Host: Nigel Bugden
www.southamptonpin.co.uk

Brighton pin 
3rd Thursday of the month
The Courtlands Hotel, 19-27 The Drive, 
Hove, East Sussex, BN3 3JE  
Host: Peter Fannon 
www.brightonpin.co.uk 

Basingstoke pin 
4th Wednesday of the month
The Hampshire Court Hotel, Centre 
Drive, Great Binfield Road, Chineham, 
Basingstoke, RG24 8FY 
Hosts: Seb and Aga Krupowicz
www.basingstokepin.co.uk  

Kent pin 
1st Thursday of the month
Village Hotel Club, Maidstone,
Castle View, Forstal Road, Sandling
ME14 3AQ Hosts: Martin and Sarah 
Rapley www.kentpin.co.uk  

ZONE 2

ZONE 3

J6 Property Professionals
& Investors Meet  
2nd Tuesday of the month
Aston Bond solicitors, Windsor Crown 
House, 7 Windsor Road, Slough, 
SL1 2DX Host: Manni Chopra 
www.j6propertymeet.co.uk

PMA Bracknell
4th Tuesday of the month 
Hilton Hotel, Bagshot Road, Bracknell
Host: Phil Hope
www.pmanetwork.co.uk/events

PMA Farnborough 
3rd Tuesday of the month 
The Village Hotel, Farnborough
Host: Matt Hook
www.pmanetwork.co.uk/events

The Property Vault 
3rd Monday of the month 
Eastgate, 141 Springhead Parkway, 
Northfleet, DA11 8AD
Host: Dan Hulbert
www.thepropertyvaultuk.com

Surrey Property Exchange
2nd Monday of the Month 
Holiday Inn, Egerton Road, Guildford, 
GU2 7XZ Host: Richard Simmons 
www.surreypropertyexchange.co.uk

Guildford Wealth Investing Network
1st Wednesday of every month 
Old Thorns Manor Hotel, Golf & 
Country Estate, Liphook, GU30 7PE
Hosts: Wendy Alexander & Adrian 
Brown 

Kent Property Meet
4th Wednesday of the month 
Brands Hatch Place Spa, Brands Hatch 
Road, Fawkham, Kent DA3 8NQ 
Hosts: Chrissy Kusytsch & Jazz Dokhu 

PMA Kent
2nd Wednesday of every month 
Bridgwood Manor Hotel, Walderslade 
Woods, Chatham Hosts: Estelle 
Barnes and Dimpy Pathak
www.pmanetwork.co.uk/events

Hampshire Property Network (HPN)
2nd Wednesday of the Month 
The Navigators Inn, Lower Swanwick. 
Hampshire. SO31 7EB, 7:15  
Hosts: Mark Smith & Allan Wadsworth
www.hampshirepropertynetwork.co.uk 

We Buy Houses - Southampton
3rd Wednesday of the month
Host: Stephen Davies and Giselle 
Robinson. Register at http://webuy
houses.co.uk/rick-otton-meetups

Premier Property Club - Brighton 
1st Thursday of the Month
Jurys Inn Brighton, Waterfront King’s 
Road, Brighton, BN1 2GS
www.premierpropertyclub.co.uk/brighton 

Eastbourne Wealth Investing 
Network 4th Wednesday of every 
month The View Hotel,
Grand Parade Eastbourne BN21 4DN 
Host: Jonas Elsen-Carter

Eastbourne WIN
3rd Monday of the month
Polegate Community Centre, 54 
Windsor Way, Polegate, East Sussex, 
BN26 6QF
Host: Jonas Elson-Carter
www.wealthinvestingnetwork.com/eastbourne 

Mid Surrey Wealth Investing 
Network 2nd Wednesday of every 
month Station Pub, Stoneleigh, 
Epsom, KT17 2JA Host: June Cruden

Premier Property Club - Kent
2nd Tuesday of each month
Castle View, Forstal Rd, Maidstone 
ME14 3AQ
www.PremierPropertyClub.co.uk

Southampton Property Hub Meet Up
1st Thursday of every month 
The Maritimo Lounge 1 Moresby 
Tower Admirals Quay, Ocean Way, 
Southampton SO14 3LG 
Host: Sarah Smith
https://www.facebook.com/property
hubsouthampton/?fref=ts 

Thanet Property Network Second 
Wednesday of the the month - 7pm - 
9pm Holiday Inn, Tothill Street, 
Minster, Kent, Ramsgate CT12 4AU 
Hosts: Ryan Fitzpatrick & Jason 
Hulott https://www.facebook.com/
thanetpropertynetwork/

Crawley Property Meet    
3rd Tuesday of every month    
crawleypropertymeet.com  
Europa Hotel, Balcombe Road, 
Crawley, RH10 7ZR  Hosts: Tania 
Carson, Pam Mackenzie, Nick 
Parkhouse and Phil Williams.

The Bucks Property Meet
Last Thursday of the Month
The Bull, Gerrards Cross Hosts: 
John Cox and Rachael Troughton
www.Buckspropertymeet.com

Midsurrey Wealth Investing Network 
WIN 2nd Wednesday of each month
The Station Pub, The Broadway 
Stoneleigh, KT17 2JA 
Host: June Cruden
www.wealthinvestingnetwork.com/
midsurrey 

PDPLA
2nd Monday of the month  
The Inn Lodge, Burrfields Road, 
Portsmouth PO3 5HH. 7:30 
Host: Joan Goldenberg  
www.pdpla.com

Premier Property Club Wembley
4th Wednesday of each month - Doors open 
6.30pm Holiday Inn Wembley Empire Way, 
Wembley HA9 8DS 

Female Property Alliance 
3rd Tuesday of every month 
Doubletree Victoria, Bridge Place, SW1V 1QA
Host: Bindar Dosanjh 
http://femalepropertyalliance.co.uk 

Croydon Property Meet
1st Wednesday of the month Croydon Park 
Hotel, Altyre Road, Croydon. CR9 5AA 
Hosts: Rob Norton and Sel Fayyad
www.croydonpropertymeet.com
rob@croydonpropertymeet.com
sel@croydonpropertymeet.com

Cambridge pin 4th Thursday of the month 
Holiday Inn Cambridge Lakeview, Bridge 
Road, Impington,Cambridge, CB24 9PH 
Host: Christine Hertoghe 
www.cambridgepin.co.uk  

Essex pin 3rd Tuesday of the month
Orsett Hall Hotel, Price Charles Avenue, 
Orsett, Essex, RM16 3HS 
Host: Reegan Parmenter
www.essexpin.co.uk

Norwich pin 2nd Tuesday of the month 
Holiday Inn, Ipswich Road, Norwich, 
Norfolk, NR4 6EP Host: Nigel Garioch 
www.norwichpin.co.uk 

PPN Peterborough 21/01/2019 
Holiday Inn Thorpe Wood, Peterborough, 
PE3 6SG Host:	Dennis Hedges
progressivepropertynetwork.co.uk/peterborough

PPN Northampton 14/01/2019 
Hilton Hotel, 100 Watering Lane, Collingtree, 
Northampton, NN4 0XW
Host:	Kim Hendle
progressivepropertynetwork.co.uk/northampton

PPN Ipswich 14/01/2019 
Best Western Ipswich Hotel, Old London 
Road, Copdock, Ipswich, IP8 3JD
Host:	Halstead Ottley
progressivepropertynetwork.co.uk/ipswich

PPN Brentwod 08/01/2019 
Holiday Inn, Brook Street , CM14 5NF
Hosts:	Sarah & Tony Harding
progressivepropertynetwork.co.uk/brentwood

Essex Property Network
2nd Tuesday of the Month 
Holiday Inn, Brentwood, CM14 5NF 
Host: Cyril Thomas 
www.essexpropertynetwork.co.uk

Harlow Property Network in association 
with Premier Property Club 2nd Thursday 
of Every Month  The Day Barn, Harlow Study 
Centre, Netteswellbury Farm (off Waterhouse 
Moor), Harlow, Essex, CM18 6BW. 
myproperty.coach

Colchester Property Circle
1st Thursday of each month - 7.00pm
Trotters Bar, Middleborough, Colchester 
CO1 1QX Host: Phil Sadler
https://www.eventbrite.co.uk/e/
colchester-property-circle-networking-
meet-up-tickets-52411199308
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Birmingham Central pin
1st Thursday of the month 
Novotel Birmingham Centre Hotel, 
70 Broad Street, Birmingham, B1 2HT
New host: Dan Norman
www.birminghamcentralpin.co.uk  

Birmingham pin 3rd Thursday of the month
Crowne Plaza NEC, Pendigo Way, National 
Exhibition Centre, Birmingham, B40 1PS
Hosts: Andy Gwynn and Mary Collin
www.birminghampin.co.uk

Black Country pin 4th Wednesday of the month
Village Hotel Dudley, Castlegate Drive, Dudley, 
West Midlands, DY1 4TB Host: Phillip Hunnable 
www.blackcountrypin.co.uk 

Coventry and Warwickshire pin 
2nd Tuesday of the month Village Coventry, 
Dolomite Avenue, Coventry Business Park,
Coventry, CV4 9GZ Host: Sebastien Buhour
www.coventrypin.co.uk  

Worcester pin 1st Wednesday of the month
The Pear Tree Inn & Country Hotel, Smite, 
Worcester, WR3 8SY 
Hosts: Andy & Karen Haynes
www.worcesterpin.co.uk 

Stoke-on-Trent pin 2nd Thursday of the month
Holiday Inn Stoke on Trent M6, Jct. 15. Clayton 
Road, Staffordshire, Newcastle Under Lyme, 
ST5 4DLHost: Steve and Emma Barker-Hall  
www.stokepin.co.uk  

PPN Wolverhampton 08/01/2019
Molineux Stadium, Waterloo Road, 
Wolverhampton, WV1 4QR 
Hosts: Tim and Sue Gray
progressivepropertynetwork.co.uk/wolverhampton

PPN Birmingham 09/01/2019
The Chairmans Lounge, Edgbaston Cricket 
Ground, Stadium, Edgbaston Rd, B5 7QU 
Host: Kirsty Darkins
progressivepropertynetwork.co.uk/birmingham

PPN Leamington Spa 16/01/2019
The Saxon Mill,Coventry Road, Guys Cliffe, 
Warwick, Warwickshire, UK, CV34 5YN
Host: Mark Potter
progressivepropertynetwork.co.uk/leamington-spa

Inspire Property Network
1st Tuesday of the Month
Crowne Plaza, 61 Homer Rd, Solihull B91 3QD
Hosts: Mark Bruckshaw & Helen Partridge 
inspirepropertynetwork.com

We Buy Houses - Birmingham
2nd Wednesday of the month
New host: Phil Wheeler
Register at http://webuyhouses.co.uk/
rick-otton-meetups

Great Property Meet Warwickshire
3rd Monday of the month Dunchurch Park 
Hotel & Conference Centre Rugby Road, 
Dunchurch, Warwickshire, CV22 6QW 
Hosts: Andrew Roberts and Peter Lazell  
www.GreatPropertyMeet.co.uk

The Coventry & Warwickshire Property Group 
4th Wednesday of every other month
Excel Leisure Centre, Mitchel Avenue, 
Coventry, CV4 8DY Host: Neil Mangan

Bournemouth pin 
2nd Tuesday of the month
Sandbanks Hotel, 15 Banks Road, 
Poole, BH13 7PS Hosts: Andy 
Gaught and Jonathan Barnett
www.bournemouthpin.co.uk  

Cheltenham pin 
3rd Tuesday of the month
The Best Western Cheltenham 
Regency Hotel, Old Gloucester 
Road, Near Staverton, 
Gloucestershire, GL51 0ST
Hosts: David and Beverley Lockett
www.cheltenhampin.co.uk

Exeter pin 
4th Thursday of the month
Buckerell Lodge Hotel, Topsham 
Road, Exeter, EX2 4SQ 
Host: Philip Bailey 
www.exeterpin.co.uk  

Bristol pin 
2nd Wednesday of the Month
Holiday Inn Bristol Filton, Filton 
Road, Bristol, Avon, BS16 1QX
Host: Nick Josling 
www.bristolpin.co.uk

Salisbury pin
3rd Wednesday of the month
The Rose and Crown Hotel, 
Harnham, Road, Salisbury, 
Wiltshire, SP2 8JQ
Hosts: James and Malcolm White
www.salisburypin.co.uk  

PPN Bournemouth 
15/01/2019 The Cumberland 
Hotel,  East Overcliff Drive, 
Bournemouth BH1 3AF 
Host:	Leigh Ashbee
progressivepropertynetwork.
co.uk/bournemouth

PPN Swindon 08/01/2019   
Holiday Inn Swindon, Marlborough 
Road, Swindon, SN3 6AQ 
Hosts:	Nick Chawala, Allan 
Harding and Aritri Mukherjee
progressivepropertynetwork.
co.uk/swindon 

PEN Wiltshire 
Last Tuesday of the Month  
Stanton Manor Hotel, Stanton St. 
Quintin, Near Chippenham, 
Wiltshire, SN14 6DQ  
Host: Neil Stewart 
www.penwiltshire.com

Professional Investment Group 
(PIG) - Plymouth 
3rd Monday of the month 
Boringdon Hall Hotel and Spa, 
Boringdon Hill, Colebrook, 
Plymouth, PL7 4DP
Host: Angelos Sanders 
www.pig.network 

Bristol BMV Property Options
Last Thursday of every month 
The Holiday Inn, Bond Street, 
Bristol, BS1 3LE Host: Del Brown
www.bmvpropertyoptions.co.uk/
property-investment-meeting-pim

Professional Investment Group 
(PIG) - Cornwall 1st Monday of 
the month The Victoria Inn, Roche, 
PL26 8LQ Hosts: Angelos Sanders 
& Matt Pooley www.pig.network

The Bath Property Meet
1st Tuesday of the month 
Bailbrook House Hotel, Eveleigh 
Avenue, London Road, Bath, 
Somerset BA1 7JD 
Host: Joe Harling 
www.bathpropertymeet.co.uk 

Professional Investment Group 
(PIG) - Exeter 
2nd Tuesday of the month 
Buckerell Lodge Hotel, 
Topsham Road EX2 4SQ Exeter 
Hosts: Angelos Sanders 
www.pig.network

We Buy Houses - Southampton
3rd Wednesday of the month
Host: Stephen Davies and 
Giselle Robinson. Register at 
http://webuyhouses.co.uk/
rick-otton-meetups

PEN Exeter 
3rd Tuesday of the Month  
Gipsy Hill Hotel, Gipsy Hill Lane, 
Exeter, EX1 3RN Host: David 
Harwood www.pen-exeter.com

ZONE 4 ZONE 5

The richest people in 
the world look for and 
build networks, everyone 
else looks for work
ROBERT KIYOSAKI
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Luton pin 4th Tuesday of the month
Hampton by Hilton, 42-50 Kimpton Rd, 
Luton, LU2 0SX Host: James Rothnie
www.lutonpin.co.uk  

Milton Keynes pin 
3rd Wednesday of the month
Holiday Inn Milton Keynes, 500 Saxon 
Gate West, Milton Keynes, MK9 2HQ
Host: Reemal Rabheru
www.miltonkeynespin.co.uk 

Leicester pin
1st Thursday of the month 
The Fieldhead Hotel, Markfield Lane, 
Markfield, LE67 9PS  Host: Jo and Gary 
Henly www.leicesterpin.com 

Nottingham pin 
3rd Tuesday of the month
Park Inn by Radisson Nottingham
296 Mansfield Road, Nottingham, 
NG5 2BT Host: Spike Reddington
www.nottinghampin.co.uk 

Watford pin 
2nd Thursday of the month
The Mecure, A41 Watford Bypass, 
Watford, Hertfordshire WD25 8JH
Hosts: Waseem Herwitker and 
Shack Baker.
www.watfordpin.co.uk 

Northampton pin
1st Thursday of the month
Hotel Campanile, Junction 15 M1, 
Loake Close, Grange Park, 
Northampton NN4 5EZ
Host: Amelia Carter
www.northamptonpin.co.uk 

PPN Derby 08/01/2019 
Nelsons Solicitors, Sterne House, 
Lodge Lane, Derby, DE1 3WD 
Hosts:	Mike Alder & Jamie Hayter
progressivepropertynetwork.co.uk/derby

PPN Leicester 14/01/2019
Marriott Hotel, Smith Way, Grove Park, 
LE19 1SW Host: Kal Kandola
progressivepropertynetwork.co.uk/leicester

Bucks Property Meet
Last Thursday of the Month  
The Bull, Oxford Rd, Gerrards Cross, 
Buckinghamshire, SL9 7PA
Hosts: Rachael Troughton & John Cox 
www.buckspropertymeet.com

Stevenage Wealth Investing Network
3rd Wednesday of every month 
Stevenage Novotel Hotel, Steveage 
Road, Knebworth Park, SG1 2AX
Hosts: Stephen & Bridget Cox

Milton Keynes Property Meet
2nd Monday of the Month 
National Badminton Centre, Bradwell 
Road, Loughton Lodge, Milton Keynes, 
MK8 9LA Host: Sharad Patil  
www.mk-propertymeet.com

UK Property Network Leicester
2nd Tuesday of the Month 
The Field Head Hotel, Markfield La,
Markfield, Leicestershire, LE67 9PS
Host: Tracey Hutchinson
www.meetup.com/UKPN-Leicester

Landlords National Property Group
1st Monday of the Month 
The Derbyshire Hotel, Carter Lane East, 
Derby DE55 2EH Hosts: Paul Hilliard 
and Nick Watchorn www.lnpg.co.uk

EPN Nottingham 4th Thursday of the 
month Crowne Plaza Hotel, Wollaton 
Street, NG1 5RH, Nottingham
Host: Matt Tongue
http://bit.ly/EPN-Nottingham

St. Albans Property Meet 
3rd Wednesday of the month 54-56 
Victoria St, St Albans, Herts, AL1 3HZ 
Host: Ranjan Bhattacharya
www.stalbanspropertymeet.com

Harlow Property Network
3rd Wednesday of the Month
Day Barn Harlow Study Centre 
Netteswellbury Farm
Host: Ajay Pamneja
www.myproperty.coach

The Property Connect
First Weds or Thurs of every month 
(alternate) 1900-2100 
The Sharnbrook Hotel, Park Lane, 
Sharnbrook, MK44 1LX 
Hosts: Peter Hogan, Tiruven Pillay
https://www.facebook.com/
thepropertyconnect/

Midland Property Forum
3rd Thursday of the month
The Oldmoor Lodge, Mornington 
Crescent, Nottingham. NG16 1QE
Hosts: Kal Kandola, Hannah Hally, Kelly 
Hally, James Howard-Dobson, Steve 
Harrison
https://www.facebook.com/MidlandsPropertyForum 

Liverpool pin 
4th Thursday of the month
The Shankly Hotel, Millennium House, 
60 Victoria St, Liverpool, L1 6JD 
Hosts: Billy Turriff, Julie and Oliver Perry 
www.liverpoolpin.co.uk 

Manchester pin 
3rd Wednesday of the month
Best Western Cresta Hotel, 
Church St, Altrincham, WA14 4DP 
Host: Julie Whitmore
www.manchesterpin.co.uk 

Chester pin 
2nd Thursday of the month
Mercure Chester (formerly known as 
Ramada), Whitchurch Road, 
Christleton, Chester, CH3 5QL 
Host: Hannah Fargher
www.chesterpin.co.uk 

Manchester PNC
Last Monday of the Month 
The Brindley Room Dukes 92 18-20 
Castle Street, Manchester, M3 4LZ 
Hosts:	Richard Sheperd & Yulan Yang 
www.manchesterpnc.com

Cheshire Property Meet
Last Thursday of each month 
Bosley Farm, Bosley Crossroads, 
Bosley, Macclesfield SK11 0PS
Hosts: Lionel Palatine and 
David Deasy
www.cheshirepropertymeet.com

PPN South Manchester 24/01/2019 
Best Western Plus, Pinewood on Wilms-
low, Wilmslow Road, Cheshire SK9 3LF  
Host:	Mike Chadwick
progressivepropertynetwork.co.uk/wilmslow

PPN Liverpool 23/01/2019 
One Queen Square, Liverpool, L1 1RH  
Host:	Andrew Budden
progressivepropertynetwork.co.uk/liverpool

PPN Blackpool 21/01/2019 
Ribby Hall Village, Ribby Road, Wrea 
Green, Nr Blackpool, PR4 2PR
Host:	Niki Torbett
progressivepropertynetwork.co.uk/blackpool

PMA Manchester
4th Wednesday of the month 
A J Bell Stadium, Stadium Way, Eccles
Hosts: Ben Clarke and Tom Arden
www.pmanetwork.co.uk/events

TPM Meeting Warrington
4th Monday of every month 
The Park Royal Hotel Stretton Road, 
Stretton, Warrington WA4 4NS
Host: Susan Alexander
http://thepropertymentor.eventbrite.com

TPM Meeting Wigan & Worsley
4th Wednesday of the month
Holiday Inn Express, Leigh Sports Vil-
lage, Sale Way, Leigh, WN7 4JY 
Host: Debra Long 
http://thepropertymentor.eventbrite.com 

Lifestyle Property Network
3rd Monday of the month
Village Hotel, Cheadle Road, Cheadle, 
South Manchester, SK8 1HW 

ASANA North West Property Meet 
1st Monday of each month 
The Willows, Douglas Valley, A6 
Blackrod Bypass, Blackrod, Bolton, 
BL6 5HX Hosts: Howard Cain and 
Kathy Bradley
www.asanapropertyinvestments.co.uk

Manchester Property Investor 
Breakfast 1st Friday of the month 
(7.30am – 9.30am) Village Hotel, 
Ashton under Lyne, OL7 0LY 
Host: Fraser Macdonald
www.meetup.com/Manchester-
Property-Investor-Breakfast 

We Buy Houses - Manchester
3rd Thursday of the month
New host: Bruce Lamb
Register at http://webuyhouses.co.uk/
rick-otton-meetups

Property Investors Meetup Cumbria
1st Wednesday of the Month
6.30pm at Edenhall Hotel, Penrith, 
Cumbria CA11 8SX
Host: Darren Williams
www.elitepropertysolutions.co.uk
FREE TO ATTEND 

Property Leverage Network 
Manchester 1st Tuesday of every 
month Chill Factore, 7 Trafford Way
Urmston, M41 7JA Hosts: Andrew 
Wilcock & Gary Collins
http://propertyleverage.co.uk/manchester

Warrington Property Investors’ 
Meet Up Last Tuesday of the month 
from 7pm-9pm 
Olympic Park, Unit 7 Olympic Way, 
1st Floor, Birchwood, Warrington, 
Cheshire, WA2 0YL (free parking)
Hosts: Patricia Li and Michael Hopewell
www.meetup.com/Warrington-
Property-Investors-Meetup/

ZONE 6

ZONE 7
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Hull pin 2nd Thursday of the month
Mercure Hull Royal Hotel, 170 
Ferensway, Hull, East Yorkshire, 
HU1 3UF Host: Neil Brown
www.hullpin.co.uk

Leeds pin 4th Wednesday of the month
Crowne Plaza Hotel, Wellington 
Street, Leeds, LS1 4DL 
Hosts: Jay and Nana Sharma  
www.leedspin.co.uk

Great North pin 
(Formally Newcastle pin)
4th Thursday of the month
Lumley Castle, Ropery Lane, Chester le 
Street, County Durham, DH3 4NX
Host: TBC
www.newcastlepin.co.uk 

Harrogate pin 
1st Wednesday of the month
Cedar Court Hotel, Park Parade, 
off Knaresborough Road, Harrogate, 
HG1 5AH New host: Paul Bellas 
www.harrogatepin.co.uk  

York pin 3rd Wednesday of the month
Hilton York, 1 Tower St, York, YO1 9WD 
Host: Michael Chamberlain 
www.yorkpin.co.uk 

 

Sheffield pin 
2nd Wednesday of the month
Mercure Sheffield Parkway Hotel 
(previously known as Aston Hotel)
Britannia Way, Sheffield, South 
Yorkshire S9 1XU Hosts: Paul Hastings 
and Stuart Cooper
www.sheffieldpin.co.uk  

PPN Sheffield 22/01/2019
Mercure Hotel, Britannia way, Catcliffe, 
Rotheram, Yorkshire, S60 5BD 
Host: Kevin McDonnell
progressivepropertynetwork.co.uk/sheffield

Property Leverage  - Leeds
3rd Monday of the month 
The Stables, Weetwood Hall, Leeds,  
LS16 5PS (Location subject to change)
Host: Rob Hodgkiss (07398858256) 

Property Leverage  - Wakefield
1st Wednesday of the month 
Kirklands Hotel, Leeds Road, Wakefield,  
WF1 2LU Host: Dominic Woodward 
(07794223136) 

Property Leverage Network – York
2nd Tuesday of every month
Beechwood Close Hotel
19 Shipton Road, YO30 5RE York
www.propertyleverage.co.uk

EPN Sheffield
1st Thursday of the month 
Table Arena Square Table Table, 
3 Arena Court, Sheffield S9 2LF
Host: Darrell Grayson
http://bit.ly/EPN-Sheffield

ZONE 8
Edinburgh pin 
3rd Thursday of the month
Capital Hotel, 187 Clermiston Rd, 
Edinburgh EH12 6UG Host: John Kerr
www.edinburghpin.co.uk 

PPN Glasgow 28/01/2019
The Corinthian Club, 191 Ingram St, 
Glasgow G1 1DA  
Hosts: Philip Howard & Aaron Percival
progressivepropertynetwork.co.uk/glasgow

PMA Glasgow 
3rd Wednesday of the month 
Hotel Novotel Glasgow Centre, 181 Pitt 
Street, Glasgow Host Victor Rhynas
www.pmanetwork.co.uk

Property Leverage Network - Glasgow
4th Tuesday of every month
Glasgow Pond Hotel, Great Western Rd, 
G12 0XP Glasgow, United Kingdom
www.propertyleverage.co.uk 

PMA Edinburgh
2nd Wednesday of every month 
Novotel Edinburgh Centre,
80 Lauriston Place, Edinburgh 
Host: Lokkie Cheung  
www.pmanetwork.co.uk

Discovery Hub Networking event
3rd Tuesday of the month
Jury’s Inn, Union Square, Guild Street 
Aberdeen, AB11 5RG
Hosts: Eduardo Prato and Lukas Princ
www.vectorpro.co.uk/network

ZONE 9

ZONE 10
Cardiff pin  2nd Tuesday of the Month
Mercure Cardiff Holland House Hotel
& Spa, 24-26 Newport Rd, Caerdydd, 
Cardiff, CF24 ODD Host: Morgan 
Stewart www.cardiffpin.co.uk 

Swansea pin 4th Thursday of the Month 
Village Hotel, Langdon Road 
(Off Fabian Way), SA1 Waterfront, 
Swasea, SA1 8QY Host: Bernadette & Ian 
Lloyd www.swanseapin.co.uk 

ZONE 11
Belfast pin 1st Tuesday of the Month
Balmoral Hotel, Blacks Road, Dunmurry, 
Belfast, BT10 0NF Host: Ian Jackson
www.belfastpin.co.uk  

Belfast Property Meet
1st Thursday of the Month 
The Mac Theatre, St. Anne’s Square, 
Belfast Host: Chris Selwood 
www.belfastpropertymeet.com

YPN Strongly recommend that you at-
tend your local property networking 
events. However, the events listed 
are not staged by Your Property 
Network Ltd. Please check venue 
and dates on the relevant website 
before travelling to the event.

LONDON
Harman Healy 30/01/2019 - 12:00pm
Kensington Town Hall, 195 Hornton Street, Kensington, 
London W8 7NX

NORTH WEST
Cumbrian Properties - The Agents Property Auction 
29/01/2019 - 18:00 The Auctioneer, Rosehill Estate, 
Carlisle CA1 2RW

WALES
Watts & Morgan 30/01/2019 - 19:00
The Bear Hotel, Cowbridge, Vale of Glamorgan, 
CF71 7AF

YORKSHIRE & THE HUMBER
Mark Jenkinson & Son 29/01/2019 - 14:00  
Platinum Suite, Sheffield United Football Club, 
Bramall Lane, Sheffield S2 4SY

PROPERTY AUCTIONS 
January 2019
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