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Where are your investment properties? 
I’d hazard a guess that most are in 
reasonably highly-populated areas 
as that’s where the greatest demand 
for property to buy or rent tends to 
be. A few brave souls, however, have 
ventured beyond the city limits to 
invest in rural property. And that’s our 
main focus this month as we explore 
whether there is a case to be made for 
investing in the country, and what sort 
of properties, projects and strategies 
work best out in the sticks.

Regardless of location, many of us will 
have encountered issues on a project, 
and sometimes serious ones. But few 
will have been challenged to the point 
of death threats, as happened to the 
owners of the HMO feature in Your 
Property Project this month. After that, 
other problems feel like a breeze.

With a host of other topics to inspire 
and educate you this month, I hope this 
issue will go some way to helping you 
along the road to being a successful 
property investor. And remember to 
head on over to the web site to check 
out the latest updates and Bitesize 
modules as well!

Until next month,

 Jayne Owen 
EDITOR
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ACV Asset of community value 
ADR Alternative Dispute Resolution
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
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
DCLG Department for Communities and   
 Local Government
DoT Deed or Declaration of Trust
EHO Environmental Health Officer
EIS Enterprise Investment Scheme
EPC Energy performance certificate
FCA Financial Conduct Authority
FLEEA  Insurance cover for Fire, Lightening,  
cover 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 
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
IHT Inheritance tax
JCT  Joint Contracts Tribunal – produce  
(contract) 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
NICEIC National Inspection Council for   
 Electrical Installation Contracting
NLA  National Landlords Association
OIEO Offers in excess of 
OMV Open market value
PBSA Purpose-built student accommodation
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
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)

PRS Private Rented Sector
R2R Rent-to-rent
REIT Real Estate Investment Trust
RGI Rent guarantee insurance
RLA  Residential Landlords  Association
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)

S24 or  Section 24 of the Finance Act (No. 2)
Section Act 2015 – restriction of relief for
24 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’.
SA Serviced Accommodation
SAP  Standard assessment procedure  
(assessment) 

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

THE YPN JARGON BUSTER
A list of the abbreviations and tech-talk used in this month’s YPN – and more …
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house in the country. Thousands 
of city dwellers up and down the 
land buy into the dream of the 
rural idyll every year – an old 

farmhouse, converted barn, rolling acres, 
a huge rambling garden … you get the 
picture. The property pages of the 
mainstream press would have you believe 
that every man/woman (and of course his/
her dog) want to swap the commute and 
the concrete for a pair of wellies and a 
country pile – and if it’s a crumbling one, 
even better.

Such dreams are seductive. Even for the 
hardest-nosed investors amongst us. But 
does it mean there’s money to be made?

The rural property question is one that 
we’ve wanted to address for a long time 
here at YPN. It’s a subject close to our 
hearts because although we talk about and 
invest in towns and cities, a few of us are 
and always will be dyed-in-the-wool country 
bumpkins.

As a rural dweller for most of my life, I can 
say that investing in rural areas can be 
a) high risk and b) very rewarding when you 
get it right. As in built-up areas, location is 
crucial. You need to investigate plans for 
the area; the more remote it is from major 
conurbations, the less forgiving it will be to 
changes in fortune. 

I have seen a village go from thrive to dive 
over a decade after two major employers 
moved out. Property prices plummeted 25 
years ago and are still in the doldrums.

I’ve also seen the opposite happen, small 
towns being rejuvenated over 10-15 years 
and going from run-down dump to chic 
destination centre. Just like up and 
coming city areas, property prices rise as 
more people want to move in. In turn, these 
people tidy up the scruffy places, the area 
becomes more desirable and the upward 
cycle continues.

Even fashion can have a part to play. 
A new hotel, restaurant or brand that 
“makes it” out in the sticks can draw the 
fash-pack and the travel writers for a 
couple of years. The area booms. Then they 
move on to somewhere else leaving this 
place off-trend once more.

The fate of areas like these can depend on 
employers and/or local council policy. For 
example, have business rate subsidies been 
introduced to attract new businesses to 
an ailing town or district? Such incentives 
can have an impact on both residential and 
commercial property prices.

On another note, if Grand Designs is 
anything to go by, some rural councils 
can be open to adventurous or innovative 
rural designs that can lead to 
development opportunities. Others will be 
more conservative and you might have 
to spend months battling the system to 
convert an outbuilding.

Over our years working with rural 
properties, we have experienced the good, 
the bad and the complicated. 

Here are just a few:

• Unable to get planning permission to 
convert an outbuilding to a holiday 

 cottage because it was constructed 
from the wrong type of stone

• Turning a large old farmhouse into a 
thriving sleep-14 holiday let

• Purchasing an adjoining former  
farmyard on a separate title to the main 
house to increase the curtilage of the 
property, then putting both on to a 

 single title and increasing the value of 
the whole

• Access issues where multiple  
properties are accessed via a single 
lane owned by one landowner,  
and having to go through title   
documentation with a toothcomb to find 
any reference to rights of way

• A very pleasant surprise when an 
 application for a terrace of four  

green-roof, upside-down houses on the 
coast went through without a hitch

• Bat surveys, tree surveys, wildlife  
surveys – these can delay an  

 application for months

So given all this, is it possible to make 
money from property in the countryside? 
In this feature, we have approached people 
who are both living in and making a living 
from rural properties. Both in very different 
ways – one from converting and selling 
dilapidated buildings, the other from 
holiday lets.

Jayne

ESCAPE TO 
THE COUNTRY
Can You Make Money in the Middle of Nowhere?

If you’re ready for country living and 
investing, then read on and be inspired!
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MELANIE AND 
SIMON OSBORNE 

Interview: Ant Lyons / Words: Angharad Owen

BACKGROUND
Simon and Melanie are not your ordinary 
property investors. Simon, an award-winning 
carpenter, owns his own carpentry and
joinery business, which works well alongside 
their renovations. Along with his wife, 
Melanie, a potter and designer, he shares a 
love and passion for renovating old buildings. 

The couple met 33 years ago and were 
married within eight months. It was love at 
first sight … or site, I should say … as they 
first met when Melanie turned up at Simon’s 
200-year old cottage to collect a greenhouse 
she had bought – and he was in the middle 
of some hands-on renovation work.

DEVELOPMENT AND 
COSTINGS 
City-based developments can be predictable. 
There are plenty of comparables available to 
grasp an idea of what your finished project 
will be worth. However, in the countryside 
each building is different. Projects are more 
bespoke and it can be difficult to come up 
with an average cost per square foot. 
A building can be so dilapidated that the end 
result may as well be a new-build. Many 
projects will require specialist renovation 
work. 

Melanie and Simon have enough experience 
of working with these buildings to have a 
rough idea of how much a project will cost. 
In recent years, they have increased their 
office efficiency by making use of 
cloud-based systems, and can now find 

information and accurate figures easily. 
They use their own building company, which 
keeps costs down. Their last project came in 
at £104 per square foot, whereas if they were 
to contract another builder, it may be at least 
£120 per square foot. 

When it comes to finding potential projects, 
they don’t look at properties that will appeal 
to owner-occupiers. It can be difficult to 
compete with them, so the Osbornes will 
often look for barns in clusters. An owner-
occupier usually only wants one barn to 
renovate. Purchasing a cluster creates a 
small community – which to many is a 
valuable feature in beating the isolation of 
living in the countryside, particularly if they 
are moving from higher populated areas.

When searching for projects, Melanie and 
Simon have repeatedly found that run-down 
barns are overpriced by estate agents. The 
agents don’t always know how to value this 
type of building correctly due to the lack of 
comparables, and can give the vendor an 
unrealistic impression of what it may 
be worth. 

n recent months, we have focused mainly on strategies that can be utilised in towns 
and cities – but what if you don’t live in an urban area? What if your next-door 
neighbour is a mile away, and your nearest Starbucks involves a 30-minute drive? 
Is it still possible to invest in property?

Melanie and Simon Osborne live in the depths of Devon, but have still managed to make a 
comfortable living from converting old barns into houses. Having worked together on these 
projects for most of their married life, they certainly know their stuff. We caught up with them 
recently to find out how they are making it work … 

When searching 
for projects, 
Melanie and 

Simon have 
repeatedly found that 
run-down 
barns are 
overpriced by 

Turning dilapidated barns into luxury houses
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CASE STUDY
Stenhill Barns
Property: Stenhill Barns, Nr.Launceston,   
 North Cornwall

Type of property: Two adjoining listed stone barns with  
 approximately one acre of land

Relevant history:  Redundant and derelict barns,   
 formerly for stock and also a grain  
 store. Floors  were heavily beefed up  
 with massive steel girders to 
 withstand the great weight. Remains  
 of machinery, cogs, etc, originally ran  
 by steam to transfer the corn to   
 the store.

Strategy:  Bought with planning for a two-  
 bed and a four-bed upside-down  
 house

Purchase price (2017):  £251,000

Open market value:  £285,000

Funding:  Private investors and crowd funding  
 build finance

Total money in:  £619,000 (including borrowing)

Duration:  11 months – finished in March 

Surveys/ Bat license held us up three weeks  
professional costs:  longer than we anticipated.

Sale price (estimated): £750,000

Profit:  £131,000
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When it is time to make an offer, Melanie 
and Simon bring a complete breakdown of 
figures and build costs, including 20% profit. 
Often, the offer is initially rejected. However, 
six months later the vendor or agent will 
sometimes come back and ask if they are 
still interested in buying – many of their 
properties are gained in this way. 

They have found that it is important to 
purchase with planning in place, or failing 
that, to purchase subject-to-planning. It’s
a risky strategy to buy a major rural 
renovation project without that in place. 
In one of Melanie and Simon’s previous 
developments, they had bought a listed 
barn with planning; however, the architect’s 
existing drawings did not comply with 
building regulations. It’s imperative to be 
flexible and willing to change plans in every 
sense of the word. 

It’s possible to use permitted development 
under Class Q (change of an agricultural 
building to a dwelling) if the building is not 
listed, nor in a conservation area such as an 
AONB. The building in question must have 
been used for agricultural purposes before 
the 20th March 2013, and may not be larger 
than 450 square metres. Buildings that meet 
this criteria can only be used for up to three 
dwellings. Furthermore, the building must be 
on an agricultural unit – not in a garden.

For modern agricultural buildings, it must 
not need substantial demolition and/or 
reconstruction to achieve a successful 
conversion. 

As Simon and Melanie both have a design 
background, until recently they drew their 
own plans. Despite often falling back into 
the habit of doing it themselves, they 
acknowledge that outsourcing enables 
growth, and now use architects.

FINANCING
Melanie and Simon raise most of their 
finance privately. They use their blog to 

inspire readers to be involved with their 
projects, and capital investors can start 
by putting in small amounts of money. It’s 
important to the Osbornes that no one feels 
excluded.

After the credit crunch, like many others, 
Melanie and Simon were treated badly by 
the banks. Now, they avoid banks as much 
as possible. Their goal is to complete all 
projects entirely through crowdfunding. At 
the moment, on a current project, they have 
worked with private investors to fund half the 
purchase costs and used a crowd funding 
body to finance the remaining half  as well as 
the full development costs. 

MATERIALS 
Melanie and Simon prefer to use natural 
materials where possible. Although due to 
installing underfloor heating in their most 
recent project, it became necessary to use 
engineered wood as opposed to solid oak 
flooring, their preferred option in previous 
conversions.

In the past, Simon has made as much as 
possible – from floors to doors – by applying 
his joinery skills. He would use old timbers 
and oak dock blocks from reclamation yards. 
However, they both feel they have now 

CASE STUDY
Saddlestone Barn
Property:  Saddlestone Barn, Nr. Bideford, North Devon

Type of property:  Listed stone barn with big gardens, pig shed and store  
 shed, plus option bought for a year on a five-acre field 50  
 yards away.

Relevant history:  A redundant and derelict barn, its most recent use as  
 riding stables, hence ‘saddle’ in its name.

Strategy:  Convert to a five-bed, five-ensuite luxury home

Purchase price (2001):  £105,000. Brought to us by an agent we did a lot of   
 business with. Went to sealed bids. Our agent helped us  
 reach the required bid to win it

Open market value:  Offers over £100,000

Funding:  Mortgaged another property we owned, and family put  
 in £100,000

Rate:  We paid our family 4% above base rate

Total money in:  £185,000

Personal money in:  £85,000

Duration:  Nine months

Sale price (2002):  £335,000, after living there for nine months.

Profit:  £150,000

They have 
found that 

it is important to 
purchase with 
planning in place, 
or failing that, to 
purchase subject-
to-planning.
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reached the point where it is not possible to 
do everything themselves. For their latest 
project, they have partnered with a local 
craftsman to design and create the windows, 
doors and staircase.
 
When designing the interior elements of a 
house or barn, they take on board the 
history and character of the building.
For example, they have replaced old lintels 
with bespoke, reclaimed oak that match the 
beams yet it’s as if the replacement has been 
there for 100 years. 

They use Polyx Oil to treat wood, and 
have done so for 20 years. It’s made 
from natural oils and waxes, and is 
recommended by many architects and 
reputable organisations. It’s durable,

doesn’t stain and allows the wood to breathe 
and mature underneath. Simon makes the 
point, “Why have a lovely piece of wood in the 
kitchen if you can’t put 
anything on it?”

SELLING THE BARNS 
Their typical clientele are retired 
professionals who move from the city 
to the countryside for a quieter life. 
A property within a small community 
sells well; as mentioned above, it beats 
the potential isolation of country life. 
As a result of creating such communities, 
Melanie and Simon have remained friends 
with many of the purchasers of their 
properties. Two even invest in their projects.

Some developers like to market their property 
before it is completed. But with a project or 
development of this nature, marketing too 
soon involves a viewer needing to use their 
imagination … and not everyone is able to see 
past the chaos, workers and mess. Most of 
the time, Melanie and Simon wait until the 
property is close to being finished before 
opening it up for viewings. That also allows 
them to work without too much input from 
potential purchasers – which can spiral out 
of control very quickly. 

They do not allow buyers to dictate what 
materials they work with, because they have 
the knowledge and experience to appreciate 
and work with the imperfections within rustic
materials. Many potential buyers do not. 

CASE STUDY 
Old Apple Barn
Property:  The Old Apple Barn, Nr. Bideford, North Devon

Type of property:  Listed stone barn with one acre of field

Relevant history:  A redundant and derelict barn, formerly an old apple store with  
 an old apple tree that produced the largest cookers and heaviest  
 crops we have ever seen … And the village had traditionally   
 shared out the apples, so it continued with neighbours calling by  
 at harvest time.

Strategy:  To convert to a five-bed, five-ensuite luxury, upside-down home. 

Purchase price (2000):  £75,000 (bought at open market value)

Funding:  We sold a property and funded it all ourselves.

Total money in:  £185,000

Duration of project:  Nine months

Structural works:  Added an extension by tumbling thousands of bricks in a 
 cement mixer to make them blend with the original finish which  
 was then finely scat. The extension doubled the size of the   
 property. Also built a big double garage in the same tumbled   
 brick, and a wood framed stables in the field. Melanie designed,  
 landscaped and planted the gardens

Sale price (2001):  £335,000 

Profit:  £150,000
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In rural locations, end values differ hugely 
from one village to the next. Near the coast, 
it’s not unusual for properties to be near 
London prices. When it is time for a valuation 
on one of their projects, Melanie and Simon 
take the opinions of three separate estate 
agents; therefore, they get a good idea of 
what the value of the property will be. They 
have worked with one agent in particular 
for many years. They’ve built up a good 
relationship, and the agent is aware what 
the quality of the property will be when it 
will be finished. 

Melanie and Simon have sold most of their 
properties, but have kept three to let. 
By happy accident, in some cases they 
have ended up renting to charities and 
companies who help those who are not able 
to live by themselves. One such property is 
an old building overlooking an estuary. It’s let 
to a private company who help young people 
with Down’s Syndrome. The four tenants 
live semi-independently with a carer, and 
have jobs in the village. Consequently, the 
Osbornes have recently been approached by 
an award-winning charity who help people 
who struggle to survive on their own, to rent 
an ex-HMO in a small town in Devon. And 
also a private care company working with 
7-17 year olds helping them re-establish their 
confidence after particularly hard starts in 
life. Melanie and Simon plan to continue to 
work closely with charities of this nature, to 
help those in need and to give old buildings a 
purpose to be used once again. 
 

MISTAKES & LESSONS
Over the years, Melanie and Simon have had 
few mistakes, but have learnt many lessons. 
When asked, they confessed that right at the 
beginning of their renovation career, Simon 
removed a rotten lintel from a window, 
believing it would support itself. Needless to 
say, it did not. Simon was only 21 at the time, 
and was working on his first cottage 
renovation. It was put down to inexperience 
and a lack of knowledge. 

Melanie and Simon advise those who want 
to begin converting barns that absolutely 
anything can be done. If the builder says that 
something is not possible, don’t just blandly 
accept what they’re saying. It’s more than 
likely that something can be fixed if it doesn’t 
look quite right. 

Otherwise, if the issue is left 
to fester, the relationship 
with the builder will break 
down, as well as not 
being happy with the 
finished product. 

What’s the point of doing anything if you’re 
not happy with the result at the end? 
As the developer, it is up to YOU how you 
want your finished building to look. Using 
new materials is not a necessity. It’s very 
easy to make it look like something has been 
a part of the property for hundreds of years. 
But on the other hand, new and old together 
can look spectacular too. 

When looking at structural issues on 
potential projects, it’s essential to make sure 
there are no massive cracks or bulges in the 
walls. An engineer will be able to give an 
expert opinion on this. Similarly, if a floor 
needs to be dug out, it’s important not to 
go below the stonework, even if it’s a cob 
building. Otherwise it may need to be 
underpinned, which could render the whole 
project financially unviable. 

One major countryside issue – look out for 
bats. Bats are legally protected in the UK. 
They’re also very common in old buildings. 
Finding bats can not only delay the project, 
but could potentially ruin it. It’s important to 
get a bat report, which is valid for one year. 
If bats are found, an emergence survey is 
needed, which can only be done at dusk 
or dawn between the months of May and 
September. 

An emergence survey is necessary as bat 
roosts are often not picked up during an 
inspection survey. A monitoring box is 
installed, which feeds data for a report. 
These reports are sent to Natural England, 
who can add a further delay to your project.

GENERAL ADVICE 
Obviously, Melanie and Simon cannot speak 
on behalf of all rural developers across the 
country, however they have noticed there 
isn’t much competition in their patch. There 
appear to be very few people interested in 
the properties they visit. 

This lack of competition may be down to a 
couple of factors. One, the government has 
only recently brought back in the legislation 
to allow planning on agricultural buildings 
after a 10-year hiatus. And two, it’s difficult 
to get financing for barn renovations, as they 
are a high risk to finance companies, who 
insist on the borrower having at least five 
years’ experience in order to be considered. 

Their main piece of advice for those wanting 
to start developing barns is to find a builder 
who understands old buildings. It’s 
imperative to see the builder’s previous 
work and to discuss any structural problems 
they’ve faced in the past. Melanie and Simon 
also take builders to see some of their 
former projects too, so the builder can have 
an idea of the standard and finish they’re 
searching for. 

Take inspiration from other houses and 
buildings. Melanie carries a camera with her 
when travelling and takes photos of details 
and materials she likes, because it’s not 
easy to remember it later when she’s 
looking for inspiration. It can also be difficult 
to explain to the architects and builders what 
she wants, so the photos can help to clarify 
her desired finish. There are other ways to 
find inspiration too – browsing Pinterest or 
AirBnB, for example. 

Finally, it’s important when renovating to 
have an eye for design. If you as the 
developer do not have that, then find 
someone who does. It’s vital to get the walls, 
the window designs, and the colours right. 
It’s critical to work with the building, not 
against it. Not getting this spot-on will result 
in the entire finish looking slightly awry. 
Melanie and Simon say...

“when something works, 
you don’t notice it because 

it just blends in.” 

CONTACT
Web: www.wrenwoodrenovations.co.uk 

YouTube: Search “Wrenwood Renovations” 

CLICK HERE TO LISTEN 
TO THE FULL INTERVIEW

Melanie and Simon write a weekly newsletter to keep investors and others updated on all projects. 
You can sign up to it here: http://wrenwood.replynow.ontraport.net/FollowBarnProject

As the 
developer,

it is up to YOU 
how you want your 
finished building 
to look. Using new 
materials is not a 
necessity.

http://bit.ly/YON0418SMO
http://wrenwoodrenovations.co.uk
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CASE STUDY 
Threshers Barn
Property:  Threshers Barn, Nr. Bideford, North Devon

Location:  On the edge of a small hamlet, some ten minutes from    
 the nearest town, set overlooking a picturesque and very    
 beautiful valley and the church tower beyond

Type of property:  Stone round house threshing barn with half-acre of land

Relevant history:  Redundant and derelict.

Strategy:  To convert to a four-bed, four-ensuite luxury home

Purchase price (2001):  £115,000. Contacted by an agent we did a lot of business    
 with. The buyer had pulled out not realising what it     
 would cost to convert.

Open market value:  £125,000

Funding:  Mortgaged our house, and family put in £50,000

Rate:  We paid our family 4% above base rate

Total money in:  £239,000

Personal money in:  £189,000

Duration of project:  Ten months

Post-works valuation:  Sale agreed before build at £295,000 and then sale price was increased  
 to £315,000 during build as market was shooting up fast.

Sale price:  £315,000

Profit:  £76,000

It’s important when renovating to have an eye for design. If you as 
the developer do not have that, then find someone who does
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http://commercialfinancenetwork.co.uk
http://info@cfnuk.com
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Richard Kerrison
“I turned my own home into a cash machine”

By Heidi Moment

Where are you based?
We’re in Holt, which is a pretty rural town in North Norfolk. It’s a lovely 
part of the world. It’s kind of on the road to nowhere - you don’t pass 
through it, you have to actually go there. Because of this it fits 
perfectly with holiday lets, because people come to Norfolk to get 
away from it all and have a relaxing break.

Can you tell us about your site?
We live on a disused farm, which we bought back in 1996. The site 
includes four buildings - one barn, which we converted into our home 
(and then later into our main holiday barn) and three stables. It was 
our dream home, all 10,000 square feet of it. If you look at that in 
terms of houses today, that’s about eight house’s worth, which is a bit 
crazy, because we’d only ever lived in small, two-
bedroom terraced houses before!

The area is local to me. I grew up eight miles away, so I know the area 
well and most of the people I do work for are either family members or 
people I went to school with, which really helps.

here is more than one way to invest in rural property. 
As evidenced by Melanie and Simon Osborne, 
converting barns or other redundant buildings is 
one option but perhaps one of the first things that 

spring to mind for many investors will be holiday lets. Second 
homes, however, are not always popular, particularly in areas 
where there is a dense concentration of them, such as parts 
of Cornwall and Welsh coastal areas.

In contrast, properties that are dedicated to tourism can be 
treated more favourably. How do these differ from holiday 
cottages? Not an awful lot in reality because the principle is the 
same, but they will be clustered on the same site – often an old 
farmhouse with a few converted outbuildings. The advantage 
of this type of property is that it can be a home-based business, 
which means that you are effectively turning your home into an 
asset. Richard Kerrison has taken this approach by turning his 
home, formerly a disused farm, into a rural cash machine.

How did you get into property?
I used to own a manufacturing business, supplying products 
to transport companies. My role was pretty hectic and involved 
frequent travel throughout the UK and Europe. I loved it before 
I became a Dad, but after my daughter arrived things changed. 
I knew so many guys who regretted not seeing their children 
grow up and I thought, “I’m not going to be one of those 
statistics.” So when my daughter was four years old, I made 
a life-changing decision to change direction. I sold my shares 
and have never looked back. 

At the time I didn’t know what I was going to do, until 
somebody said to us, “Have you ever thought about holiday 
lets? You’ve got a fantastic home in the country that would be 
really popular with holiday-lets.” That seed was all we needed to 
begin to turn our home into a cash machine. And here we are 
20 years later.

Buying farms or farm 
buildings take longer than 

standard houses, as there are lots 
of legalities, rights of way and 
boundary issues to get right. 
So, expect it to take up 
to six months for the 
purchase to go through 
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Case Study - Holiday barn
The Cour tyard Barn
The Property
The property was a disused barn 
with planning permission for a 4,000 
square foot courtyard barn for use as 
the main living space.

Strategy 
Luxury holiday let, rented out by the 
weekend to large groups of guests.

Works completed 
We converted the barn into a five-bed luxury home – a Rolls Royce! The lounge is 40 by 
20 foot, so it’s huge. It’s a bit on the scale of a village hall, really. All five bedrooms are 
huge - some are big enough to have two double beds in. There’s three bathrooms, a big 
utility room and a grand hall. We converted the garage into a games room – guests love a 
full-size snooker table! 

The barn was built in the 1890s, which means it was built with no footings, so we had to 
have a survey of the grounds done to see whether we needed to underpin it. Thankfully we 
didn’t have to, but some of the walls had moved out sufficiently, so we had to tie them in 
with a big steel frame. 

We insulated to the requirements of the day. We put self-cleaning K Glass in (which was 
pretty new at the time), double glazing and underfloor heating, and we’ve got 40 solar 
panels on the roof now. We like to be green.

We added the ten-kilowatt solar panel system about five or six years ago. We were 
originally running them with oil, but they didn’t have much of an impact so we switched 
to electric heating using an air source heat pump. We store the electric we produce and 
we make about £3,500 a year purely through the feed-in tariff. It’s totally worth doing. I 
definitely recommend renewable energy.

We left some of the internal walls bare brick to add character, but we drylined the 
exterior walls to add warmth and extra insulation.

When we converted the barn for ourselves we created three bathrooms. But if we were 
doing it again with the holiday market in mind we would make every bedroom ensuite. 
Guests are starting to expect ensuites now.

As the site used to be a dairy farm, it 
has an amazing water system – we’re 
on a water bore rather then mains 
water, so we were lucky that we didn’t 
have to change anything with the 
supply. In 2017 we had 2,000 people 
stay with us, but it still uses less water 
than the 200-cow dairy herd was using 
all those years ago. 

When it comes to electricity on site, 
we had to upgrade to three-phase 
electricity, as a standard supply wouldn’t 
be able to power all the buildings. This 
added a hefty amount to the refurb
(approx. £20k) but was totally 
necessary.

We make 
£3,500 a 

year by using 
renewable 
energy

Every 
bedroom 

needs to have 
an ensuite – 
very important
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The Numbers
• Open market value:  £80,000 to £120,000
• Purchase price      

(incl. all costs):  £81,700
• Total costs   
 including all refurb,     

acquisition, and     
sales costs:  £379,500

• Refurb cost:  £300,000
• End value 
 post refurb:  £1.2 million    

 (The farmhouse   
 next door to us sold   
 in 2016. It sold on the   
 first day it went on   
 the market at    
 £1.5 million)

• Monthly rental     
income:  £6,250

• Monthly bills:  £3,976
• Monthly profit:  £2,274
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Who are your customers/guests?
Interestingly, when we first started to rent out, it didn’t rent all the time. 
We used to move out for guests coming and then move back in again. 
But we don’t live there anymore; we renovated one of the stables for 
ourselves and moved in there, so the Courtyard Barn is just for guests 
and we’re full all year round now.

You might expect holiday lets to be seasonal, but that’s not always the 
case. Properties that sleep up to four people or more than ten people 
sell all year round, as long as you market them correctly.

We don’t actively market for weeks outside of school holidays. 
We used to, but now we’re in our 13th year we’re pretty established 
and we know the market very well. We aim ourselves toward the 
weekend market, because bigger properties like ours tend to attract 
people celebrating milestone birthdays, anniversaries, 25th wedding 
and 50th anniversaries, 90th birthday, all that kind of stuff.

We get people about to emigrate and want to get a few family 
members together. People who were at university together, or a group 
of nurses who just want to get away somewhere quiet in the country, 
lay in the hot tub and enjoy a few glasses of fizz.

A weekend will either be Friday-Saturday or Friday-Saturday-Sunday. 
Interestingly, we’ve had a couple of years where it went more to 
two-night breaks, because the schools have been very tough on 
children missing school on a Monday. We’ve now seen it go back to 
three nights recently, so maybe the schools are a bit more relaxed on 
fining parents for not having the children in on a Monday now. Not that 
I’m saying you should do that, but we’ve definitely seen more of that.

Our typical guests travel for two and a half to three hours to get to us, 
which seems to make sense. London is within three hours and we get 
a lot of guests up from London, the Home Counties and Nottingham. 
If you put a pin in North Norfolk, about 150 miles, that’s the radius that 
most people come from. 

How important is your marketing?
I hear all the time at various property meetings that you can set something up and you don’t 
have to do anything, but I disagree. Somebody has to focus on the marketing of the business 
all the time, as it’s pointless (and not profitable) to have a beautiful barn conversion if no-one 
comes to stay in it. Marketing is up to me, while my wife, Victoria, takes control of operations.

We get very few repeat bookings, due to our guests celebrating milestone anniversaries, so 
we are always looking for new customers. You could say there’s a ten-year cycle between 
milestones and we’re starting to see people come back now, because we’ve been in the 
business for quite a while.

We market through a number of sources. We are linked with a very large holiday company, 
we have our own website and we also use some local listings. Our bookings mainly come 
from the big holiday website (50%), from our own website (25%) and the rest is a mixture. 
At the moment we only get a few from Airbnb, Bookings.com and TripAdvisor, because I’ve 
spent virtually zero time marketing through those channels.

People tend to 
stay for two, 

three or seven nights, 
with an average stay 
of four nights

Properties 
that sleep 

up to 4, or more 
than 10, sell 
all year round
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What’s your pricing structure?
We have a different pricing structure for different times of the year. We reset the clock 
every year around the 5th of January when all the Christmas and New Year festivities have 
finished. 

We focus our marketing on weekend 
bookings so we have mainly 
weekend rates. The lowest for a 
two-night break, out of season in 
January would be around £800. 
Then it rises at half term and Easter 
with £2,360.00 for three nights or 
£2,950.00 for seven nights. Then you 
get into the May bank holidays when 
prices are £2,300.00 for three or 
£2,950.00 for seven.

June used to be a strange month to rent out but now it’s full all the time, because we 
attract a lot of hen nights and same-sex groups. A lot of places won’t cater for those, 
but we do. We live on site, so my wife is on crowd control for stag dos, and I’m on crowd 
control for hen dos. We never have any issues. Touch wood.

The six weeks in the summer is our absolute peak season, so prices rise again. At the 
moment we charge £3,000 per week for high season, Christmas, New Year, Summer, and 
then it phases out through the autumn. Funnily enough, the most expensive week of the 
year is October half term. People fight over that week. I guess it’s the last one before 
winter sets in. 

In the last five years I’ve managed 
to increase room rates and revenue 
whilst decreasing the amount of 
nights we sell. For example, two years 
ago, we sold 243 nights in the 
Courtyard Barn. The following year 
we increased our gross revenue by 
3%, but we reduced the amount 
of nights that we sold by 23. By 
working smarter we actually reduced 
our wear and tear by 10%, but 
grew the revenue by 3%.

Do you have many voids?
You could say we don’t have any voids at the barn.
 We focus on marketing weekends, and so far this 
year we are fully booked every weekend until June. 
In 2017, we had 53 bookings, which was split into 
51 weekends and two mid-week bookings.

We generally get one 14-night booking per year. 
In fact, we have a 14-night booking this year, which 
someone has paid the privilege of £6,050 for it. 
That’s £3,000 per week, and £25 per week for
their dog! 

We don’t actively promote mid-week bookings, as 
midweek holidays pay less than weekends, and 
they’re harder to manage too. So, the barn is
usually empty midweek, part of which is used for 
cleaning and changeover, but sometimes we have 
guests too. 

Have you converted any of 
the other buildings?
Time and time again guests who stayed at the 
Courtyard Barn would ask us, “We often come 
away as a couple and we sometimes come away 
mid-week because it’s quieter. Where would you 
recommend we stay?” We also had friends who 
owned B&Bs who told us, “We just can’t take 
the amount of people that want to book rooms.” 
This got us thinking about other buildings on site 
and we realised we were missing a trick, so we 
decided to convert the stables into a B&B, which 
we call the Orangery.

Now we have a B&B on site too, so we run a dual 
strategy, which allows us to open more rooms 
midweek. And if there’s extra demand during the 
week then we also have the option of opening the 
empty rooms in the Courtyard Barn, if needed.

People fight 
over October 

half term – it’s the 
most expensive 
week of the year

By working 
smarter we 

reduced our wear 
and tear by 10%, 
but grew the 
revenue by 3%
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Case Study
The Orangery
The Property
The property was originally two stables and a kennel, which we converted into 
a two-bed B&B.

Strategy 
As this is a B&B we rent it out by the night and we take people all the time - 
mid-week and weekends.

Works completed 
We added a half-hexagonal part, a built-on extension, a corridor, and we’ve put a 
massive glass atrium in, which inspired the name ‘The Orangery’, because it’s very 
much like the orangeries that used to be built onto country houses many moons ago. 
The kennel is now the kitchen, and the two stables are now bedrooms with ensuite 
showers. Everything is brand new.

There was a lot of salt in the walls from having horses in there, so we had to damp 
proof throughout. We then drylined the walls and created two large bedrooms with 
ensuites. 

We already had the electric supply, but we had to add new drainage. Again, we’ve got 
underfloor heating under Travertine floor. Travertine is great, because it stays cool in 
the summer and in winter is nice and warm because of the underfloor heating, and it’s 
nice and easy to keep clean.

As we are so remote we have to have satellite broadband and we’re currently putting 
up a 4G mast, so we’re going to enhance our service by logging into the latest 4G 
broadband technology, will give our guests a more stable (…excuse the pun!), 
connection, which means no time (lag) delay that you can get with satellite. 
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The Numbers
• Open market value:  £80,000 to £120,000  

 for full site
• Purchase price  The Orangery was  

(incl. all costs):  already owned 
• Total costs including 
 all refurb, acquisition, 
 and sales costs:  £80,000.00
• Refurb cost:  £80,000.00
• End value post refurb:  £300,000
• Monthly rental income:  £4,920 
• Monthly bills:  £2,976
• Monthly profit:  £1,944
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Who are your customers 
and how do you market 
this property?
People come and stay for a multitude of 
reasons. We’ve had people staying that 
are attending family parties, 
friend’s parties or, 
sometimes, funerals. 
We’ve even had people who 
are cycling around the UK 
and we happen to be on 
their route. 

We get a lot of people
staying here that are coming 
down to visit family and 
friends, whose houses aren’t 
big enough for them all to 
stay. Or they’ve come down 
with a dog, and their dog doesn’t get along 
with their friend’s dog.

We market the B&B very differently to 
the Courtyard Barn. We use sites such as 
LateRooms, Booking.com and Airbnb.

What about the B&B 
pricing structure?
The pricing structure is different again. With 
a B&B you charge by the night, so if people 
only book for one night, that’s fine, as they 
pay a higher rate for it. 

Our gross nightly rate is just under £78 a 
night. This is for the room only. With a B&B 
you want to entice people in with your rate, 

then upsell a breakfast or 
evening meal when the guest 
arrives. The reason for this is 
if a guest comes through 
one of the channels, ie 
Booking.com, you pay them 
15%, so you only want to pay 
that on the room rate, not 
on the breakfast. Me being a 
salesman, I always like to sell 
a breakfast! 

Do you have any further 
plans for this site?
We’ve still got more to do on the site and are 
looking to increase activity in the future. 

As well as the holiday barn that sleeps ten 
and the B&B, which sleeps four, we’ve also 
added two log cabins into the mix, which 
both sleep two. We took a few pine trees 
out and put a couple of log cabins in, with 
a separate electric supply and drainage 
system, and we’ve recently brought them
into the mix, as part of the B&B portfolio.

Next to The Orangery we’ve also got 
another big two-bedroom barn conversion, 
which my father-in-law lives in. At some 
point, that’ll come into our marketing 
mix too. 

We’ve got two hot tubs on site and we’re 
thinking about adding a third as well. Hot 
tubs are very appealing. We get a lot of 
all-lady groups, who book because of the 
hot tub and the fact that there are no near 
neighbours, so they can relax and chat until 
late in the evening. 

We had thought about putting a swimming 
pool in, but there’s no point having an outside 
swimming pool in the UK, and an indoor 
swimming pool would cost in the region of 
£150,000 so it wouldn’t be worth it, as you 
wouldn’t get your return. 
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CONTACT
Call: 07795 100479
Email: theorangery101@gmail.com
Website: www.roundaboutfarm.uk

Marketing 
Tips
• When marketing a property that 

sleeps four, market it as a two-
 plus-two or a four, because you pick 

up the two market and you pick up  
the four market and you pick up 
the two-adults-two-children market, 
hence the two-plus-two. Then when 
you get over the ten, you move into 
extended families and big parties.

• The group between four and ten is 
very seasonal, and there’s a lot more 
properties like that, in that category, 
making your competition greater. 

• Price your property according to your 
product. This takes some time and 
some trial and error to get right. Avoid 
pricing too low,  as you will attract 
the wrong type of guest.

• Market yourself as 4-star and do it 
well. People expect 5-star  properties 
to be absolutely  perfect and are quick 
to judge and complain when it doesn’t 
match their image. 

How do you fund your 
renovations?
It’s a mixture - bank finance, personal 
finance, mortgage and friends. We’ve been 
very lucky. We’re actually about to go into a 
refinancing phase, pulling out £400,000 for 
me and Victoria to start another project.

That sounds exciting. 
What else will you be 
focussing on in the 
coming year?
At the moment we’ve got a few things 
going on. We’ve got a house in Norwich, 
which we’ve started renting out by 
the night using a ‘serviced 
accommodation’ strategy. It’s going well 
and we’re planning to get more of these. 
Plus, we’d like to increase the capacity in 
our B&B and our log cabins, so we’ll be 
focussing more of our time and energy on 
that. You mustn’t just focus on the new 
bits. You’ve got to keep the original bits 
running as well.

How do you stay ahead of 
the competition?
When it comes to holiday properties, size and 
configuration of the rooms are the two most 
important factors. 

With houses that sleep 10+ guests, you often 
find that there might be four people sleeping
in one room or bunk beds in another. This 
can put people off. Our rooms can be changed 
depending on the guests’ requirements. Out of the five rooms, we can have four as doubles 
and one as a twin, or we can switch it so we can have two doubles and three twins. We’re 
changing it slightly in the next few months as well, so we can also have one double and four 
twins. That way, it will be more attractive for same-sex groups, as they can all sleep in a separate 
bed instead of sharing.

A lot of properties that might sleep a large number of people, can’t get them all in the same 
room to chat or eat together. We have a dining table that seats 14 people, so if we were to rent 

the Orangery, the Courtyard Barn and the 
two log cabins to a big group they would all 
be able to dine together. Fourteen people 
can also sit outside on the rattan furniture 
and on big leather sofas in the massive 
lounge in the Courtyard Barn. 

We’ve created 
a space that 

allows a big group 
to eat together, sit 
together and 
chat together

As we’ve gone 
along, we’ve 

tweaked things 
according to what 
we see the 
market wants

CLICK HERE TO LISTEN 
TO THE FULL INTERVIEW

http://bit.ly/YPNAPR18RK
http://theorangery101@gmail.com
http://roundaboutfarm.uk
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Investing In Rural Locations

any investors completely 
overlook the opportunities for 
buying and developing in rural 
locations. But I’ve worked on 
several rural developments over 

the years and, coming from the depths 
of rural Scotland myself, it’s something 
I personally love doing. So this month I 
want to talk about some of the things you 
may need to consider to make a success of 
investing or developing in a rural location.

Why might you want to develop in a rural
location, perhaps miles from anywhere, in 
the first place? Well, a very good reason is 
that most people don’t do it, or don’t know 
even how to do it! So there can be much 
less competition and lots of overlooked 
opportunities going begging. Land and 
property can be much cheaper in some 
cases, and there can be lots of opportunities 
to add value that aren’t possible in a city.

I think it’s true to say that rural projects aren’t 
significantly different from investing in a 
heavily populated area. That is, you need to 
consider supply, demand, location and costs. 
It’s just that some of these factors are more 
of a priority in the country than they would 
be in an urban area.

My first piece of advice is to research, 
research, research the area you’re planning 
to develop in before you buy. Really get to 
understand the area, the people who live and 
work there, and the market. (A visit – or
ideally several visits – is a must.) Be 
objective: the countryside may be beautiful 
but is it going to make you the return that 
you want?

In particular, understand the potential 
demand for your completed project, whether 
you intend to let it or sell it on. Often you’ll 
find that levels of demand are lower, simply 
because there are fewer people in a rural 
location. Sometimes though, demand could 
be higher because there are very few 
properties for tenants and buyers to 
choose from.

Take a closer look. What sort of tenants or 
buyers are there likely to be for your property, 
and how much can they afford to pay? 
It might also be sensible to budget for 
additional voids when letting in the 
countryside. Or, if selling, you might need 
to plan to hold it a little longer before you 
find the right buyer.

Next, in general terms rural property markets 
are more volatile than in the city. A small 
change in supply and demand can have a 
big effect on the market. So what does this 
mean in practice?

One thing you should look into is what the 
local industries are and what local 
employment there is. Rural areas are 
often heavily dependent on just a handful 

of industries. 
They can even be 
dependent on just 
one main employer. 
Consider how the local 
market might be affected 
if that employer announced redundancies 
or even closed down. While that wouldn’t 
necessarily be a major issue in a city it could 
really affect the economy of a rural area.

Going back to the idea of adding value, one 
thing to bear in mind is the commuter factor. 
Property in rural locations is sometimes 
bought by people who work in the city but 
don’t mind a long commute so they can live 
in splendid rural isolation. These people can 
be perfect buyers as they often have well 
paid jobs and can afford to pay more than 
locals. So check to see if the location is 
commutable or not. Also look to see if any 
new roads or rail services might make 
the area more commutable and so push 
prices up.

Holiday accommodation is another way of 
adding value. You can make much more 
money by letting a property to tourists by the 
week than to locals by the month. But to do 
this you need to check that there is a good 
demand for holiday accommodation in 
that area.

Planning and development
The next thing to consider with a rural 
project is the actual costs of the 
development. These are often more in a 
rural location, and for various reasons – 

Why You Should Consider It – and How to 
Develop Successfully in the Countryside

One thing you 
should look 

into is what the local 
industries are and what 
local employment 
there is.
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If you need more detailed assistance with any of the areas I’ve 
discussed here, or other parts of your property investment journey, 
you can book a FREE coaching call with myself or one of our coaches 
and mentors at www.thepropertymentor.com.

although they don’t always have to be. So 
needless to say it’s best to look into this 
before you even buy.

Let’s start with planning. In a city where 
there are lots of different building styles, 
planners are generally much more flexible 
about the appearance of your development. 
In the countryside, however, planning is 
usually more restrictive. Developments have 
to be aesthetically pleasing and match the 
existing local style and use the same 
materials, which could be more expensive in 
terms of materials and workmanship. 

So, for example, you might have to 
make your new build look like a farm 
building. Barn conversions are a good 
case in point too (as discussed in 
another article in this feature): 
converted barns must usually still look 
like a barn even if they are converted 
into a house.

National Parks, of which there are ten 
in England, three in Wales and two in 
Scotland, are another issue to consider. 
National Parks have very strict planning 
rules and planning applications are decided 
by the local park authority and not the local 
council. So check the map before you buy. 
Sometimes you won’t get permission to 
develop inside the park boundary yet just 
a few hundred metres away your 
development could be rubber stamped 
without any problems.

Planning isn’t always bad news though. 
Rural developments can offer opportunities 
to use innovative designs – such as a 
grass or ‘living’ roof or energy efficiency 
measures – which can add appeal to your 
project, make it much easier to agree 
things with the planners and even make 
it worth more.

Another case in point where costs can 
be higher is utilities. With an urban 
development these are nearly always 
available at the kerbside so you can just 
‘plug in’ but this isn’t necessarily the case 

in the country. So look at what is available, 
what you’ll need to provide and, very 
importantly, what it’s going to cost.

High utility installation costs could make 
your project marginal. But then again you 
could look at alternatives and turn this 
into an advantage. Sustainable and 
environmentally friendly buildings not only 
help save the environment but are popular 
with planners and with buyers too. They 
might cost a little more but can save money 
in the long term.

For example, not many rural locations have 
gas, although that could offer an opportunity 
to use modern technology like solar panels 
or ground heat source pumps. You’ll need to 
look at how you can connect to mains water, 
or there might even be a private water 
supply. Although things are getting better, 
some rural locations have poor broadband 
speeds (or even no broadband) which can 
put off some buyers.

Electricity is one utility you should look at 
very carefully in my experience. There are 
modern sustainable alternatives like wind 
power or even hydroelectrics but the 
chances are you’ll have to have a mains 
connection too. And even if you can see 
power lines nearby, it doesn’t mean a 
connection will be easy or cheap. 

To give you an example of one of my 
projects, there were power lines running 
less than half a mile away from a piece of 

land I wanted to develop. Even so I expected 
it would be quite expensive to install an 
electricity supply and I allowed several tens 
of thousands of pounds in the budget. But 
imagine my ‘shock’ when a quotation came 
in for the work for £85,000!

Remember that when it comes to installing 
utilities you can, in most cases, only have 
the work done by approved contractors. 
They can charge you what they feel is the 
cost to them with few alternative options. 
The actual cost of the materials and labour 

doesn’t really come into it, so it is 
essential to get a quote before you buy, 
rather than guesstimating.

To look on the bright side, however, the 
fact that the cost of installing utilities or 
developing as a whole is usually more 
in a rural location than in a city doesn’t 
mean you can’t make money from it. 
You might even be able to make more 
money because the plot was available 
at a low price, or from a higher price or 
rent or healthy demand from buyers. 
It just makes it especially important to 

research the area, look at the numbers and 
look at all the alternatives before you 
jump in.

In all honesty what do I think about rural 
developments? Yes there are some snags, 
and extra expenses, which is why most 
developers and investors don’t consider 
them. But that doesn’t necessarily make 
them unviable. I think the countryside is a 
great place to invest and there are lots of 
benefits that can make it appealing as a 
property opportunity, as well as very 
profitable. Just go into these kinds of 
projects with your eyes open, do your 
homework and do the numbers before you 
go ahead. 

Even then always have a back-up if 
things don’t go quite as expected … 
I’m a great advocate of not only 
having a plan A but a plan B and 
even a plan C too!

See the next article by planning expert Jonathan McDermott for more information on planning in rural areas.

Planning isn’t 
always bad 

news though. Rural 
developments can offer 
opportunities to use 
innovative designs

http://thepropertymentor.com
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Planning Considerations 
in Rural Areas By Jonathan 

McDermott

n 2012 the Department for 
Communities and Local 
Government was a bit thick. 
In their drive to simplify the 
planning system they sought to 

revolutionise the available government 
practice guidance by taking some 7,000 
pages over 25 Planning Policy Guidance 
(PPGs) and Planning Policy Statements 
(PPSs) to just 65 pages that would form 
the National Planning Policy Framework 
(NPPF).
 
This was (mostly) done by using the 
DELETE button. 

In rural areas the effect to Government 
Rural Planning Policy was profound. 
Planning Policy Statement 7: Sustainable 
Development in Rural Areas was published 
in August 2004, and for eight years was the 
benchmark planning policy document for 
rural areas. Its 27 pages included provision 
for frontage infill in rural areas, tests for 
tourism and agriculture-based businesses 
and most importantly the key rules for new 
dwellings in the countryside. 

It was reduced to three paragraphs in the 
NPPF, Paragraphs 28, 54 and 55. Of these 
Paragraph 55 is the most important for 
developers and states:  

55. To promote sustainable development 
in rural areas, housing should be located 
where it will enhance or maintain the 
vitality of rural communities. For example, 
where there are groups of smaller 
settlements, development in one village 
may support services in a village nearby. 
Local planning authorities should avoid new 
isolated homes in the countryside unless 
there are special circumstances such as:

• the essential need for a rural worker to live 
permanently at or near their place of work in 
the countryside; or

• where such development would represent 
the optimal viable use of a heritage asset or 
would be appropriate enabling development 
to secure the future of heritage assets; or

• where the development would re-use  
redundant or disused buildings and lead  
to an enhancement to the immediate  
setting; or

• the exceptional quality or innovative nature 
of the design of the dwelling.

Such a design should:

• be truly outstanding or innovative, helping to 
raise standards of design more generally in 
rural areas;

•	 reflect	the	highest	standards	in	architecture;

•	 significantly	enhance	its	immediate	setting;	
and

•	 be	sensitive	to	the	defining		characteristics	
of the local area.

All planning decisions are plan-lead 
decisions, they must have regard to the  
Local Plan or Core Strategy and the  

National Planning Policy Framework so from 
Para 55 we can gauge some general rules 
governing rural planning decisions. 

No, now what is the next question?

Within the open countryside outside 
towns and villages there is an overriding 
presumption against development unless 
the special circumstances in Para 55 dictate 
otherwise or the site is allocated in the Local 
Plan. This has always been the case, ever 
since the first true Town and Country 
Planning Act in 1947. 

Developments in the open countryside 
will seldom meet the tests of Sustainable 
Development outlined in Paras 7 and 14 of 
the NPPF and as such one must always be 
looking to an allocation of land or one of the 
key special circumstances in Para 55. 

It is very common for new property 
speculators to receive a refusal to the 
principle of the development of houses in the 
countryside because they have not met one 
of the key tests or (moreover) they have 
attempted to site a large housing estate in 
the middle of nowhere.
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The one happy exception to this comes in the 
form of Para 49 of the NPPF which states: 

49. Housing applications should be 
considered in the context of the 
presumption in favour of sustainable 
development. Relevant policies for the 
supply of housing should not be considered 
up-to-date if the local planning authority 
cannot demonstrate a five-year supply of 
deliverable housing sites. 

Here the Planning Inspectors and the High 
Court have been content to conclude that 
where a Council cannot demonstrate a 
five-year supply then any land that is not 
otherwise protected (National Park, Area of 
Outstanding Natural Beauty, Site of Special 
Scientific Interest, etc) could be fair game and 
assessed only on the principles of 
Sustainable Development. 

There has, however, been a gradual finessing 
of what Para 49 means in practice and in 
reality farmers’ fields in the North York Moors 
are still far from Sustainable.  

Developers can check up on the status of the 
council’s five-year supply by downloading a 
copy of the Annual Monitoring Report (AMR). 
This should be produced yearly by councils 
and will say succinctly how far ahead or 
behind they are.     

Getting allocated 
Larger developers do not leave things to 
chance. They have very large and expensive 
planning teams working with planning 
authorities to allocate sites in the next 
Local Plan. These are sites that are already 
secured in some way and are part of their 
land bank. 

Getting allocated changes the policy rules 
from a presumption against to a 
presumption for the development because 
the council themselves have concluded that 
they need the development in that location 
and there is a Policy Allocation to support it. 

Getting allocated establishes the principle 
of development and also the level of 
development that will be acceptable on the 
site. Smaller developers can engage with the 
same process using the Strategic Housing 
Land Allocation Assessment (SHLAA)
or encouraging a parish to prepare a 
Neighbourhood Plan. 

The SHLAA is one of the first stages of plan 
preparation and normally follows a ‘call for 
sites’ where landowners are encouraged to 
submit their site freely for assessment. 
Getting your site in the SHLAA (normally by 
filling out a simple form) starts the five-year

process of getting a site allocated within a 
Local Plan. 

The Neighbourhood Planning Process, 
brought forward by the Localism Act, 
enables parishes, villages, towns and 
neighbourhoods to engage with the Plan 
Making Process by preparing their own 
planning policy document. Again smaller 
developers can engage with this by providing 
a housing site for consideration or even 
instigating the process. Again this is a 
five-year wait but as said a Policy Allocation 
is worth it.

Special circumstances
If you’re in a rush and can’t wait five years or 
so then you need to use one of the Special 
Circumstances outlined in Para 55 of the 
NPPF:

• the essential need for a rural worker to 
live permanently at or near their place of 
work in the countryside; 

Again this has always been the case. Rural 
workers’ homes receive a condition or 
‘Agricultural Tie’ limiting who can occupy 
them. There has to be an established 
agricultural business – you can’t just make 
one up – and the building must be built at or 

near their place of work (not in the middle of 
nowhere). 

Buildings with an ‘Agricultural Tie’ can have 
this condition removed but only after a year 
of marketing at the market rate for an 
agricultural worker’s home. 

There are some agricultural businesses that 
do not need workers so beware of (inter alia) 
alpaca and lama farms as the Courts have 
gotten wise to this. Alpacas and lamas live in 
the high Andes mountains of South America 
and rarely come in to contact with or need 
humans for anything!    

• where such development would 
 represent the optimal viable use of a 
 heritage asset or would be 
 appropriate enabling development to 

secure the future of heritage assets;

In the open countryside, owning a listed 
building, finally, makes sense! If you’re lucky 
enough to own a listed barn, hall or other 
structure and the Council’s Conservation 
Planner agrees with you that the best use 
for the building is to turn it into a house then 
you may use this very special circumstance, 
as the duty to preserve a listed building  
outweighs the need to protect the   
countryside for its own sake. 

It is important to remember that listed 
buildings are protected for their Special  
Architectural or Historic Interest so before 
you run off and buy that amazing Grade 2 
listed abandoned asylum in the Dorset  
Countryside (no hints) remember that you 
should make friends with the Conservation 
Planner and Heritage England who will 
helpfully guide you on what bits you need  
to keep.    

Getting allocated 
establishes the 

principle of development 
and also the level of 
development that will 
be acceptable on 
the site. 
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• where the development would re-use 
 redundant or disused buildings and lead 

to an enhancement to the immediate 
 setting

This circumstance follows the principle of 
wrong development in the wrong location. If 
you’re able to secure such a site the council 
has a duty to secure an improvement to it. 

This provision works best for old or redundant 
buildings that are an eyesore and where the 
use, if restarted, would be undesirable. 
Importantly there must be previous 
development on the land. 

In the main this focuses on builders’ yards, 
open storage, car wreckers and other more 
nasty businesses (yes all of the above do 
exist within the countryside) that are best 
suited to an industrial estate and not the 
verdant green of the Chilterns.  

Well-designed housing on such sites is often 
considered preferable to the existing use and 
is supported using this special circumstance.  

• the exceptional quality or innovative 
nature of the design of the dwelling

Well you could always make them pretty! The 
high quality design circumstance applies the 
balanced argument that the design is so good 
it should be allowed in all other respects. 
To qualify, the design you (or your architect) 
produce must:  

• be truly outstanding or innovative, helping 
to raise standards of design more   
generally in rural areas;

•	 reflect the highest standards in   
architecture;	significantly	enhance	its		
immediate setting; and

• be	sensitive	to	the	defining	characteristics	
of the local area.

These are very big targets to hit and 
developers are often limited to one or two 
houses. A bespoke estate of architectural 
brilliance is highly unlikely but I remain to be 
pleasantly proved wrong. 

As you can tell, the above will still take 
time and as such one must not rush into a 
countryside project; leave at least 12 months 
free to get this sorted and expect at least one 
resubmission or one trip to see Mr Inspector 
before you get approval. 

Well … there is always 
Permitted Development 
Designed for the super busy and those who 
really need to be onsite now! The Permitted 
Development Allowances for Commercial to 
Residential Conversions are a viable quick 
method of getting new dwellings in the 
countryside. 

They may not be used for Listed Buildings, 
Areas of Outstanding Natural Beauty, 
Conservation Areas, a Site of Special 
Scientific Interest, a safety hazard area, a 
military explosives storage area, a scheduled 
monument, National Park or World Heritage 

Site. You will note that I have not mentioned 
Greenbelt in that list. 

Classes G, M, N, O, PA and Q of Part 3 of 
Schedule 2 of the General Permitted 
Development Order 2015 (as amended) are 
all available for the developer to utilise with 
the correct Prior Notification Application, and 
remain the most viable method of converting 
a building into a dwelling. 

However, these are not for the uneducated 
so it is always best to speak to a planning 
consultant BEFORE you buy to make sure you 
can rely on the valuable PD allowance.  

In conclusion
Development in the countryside is not 
impossible, however the pitfalls exist where 
the wrong strategy is used on the wrong site 
or where the developer does not have the 
time to wait for policy to catch up with their 
aspirations. 

High quality development which seeks to 
resolve a problem, save a listed building or 
is just architecturally excellent will always be 
rewarded. 

However, before entering any development 
speak to your friendly neighbourhood 
planning consultant (the RTPI has 
an amazing list) to get you on 
the right track from the start. 

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.      

Do you need to have a “feel” for the 
countryside to be a successful rural 
investor? Maybe, maybe not, but it might 
help in the long run. Perhaps more so than 
in highly populated areas, working in line 
with the council’s and local planners’ 
priorities can play a big part in the 
success of your project.

Although we have spoken little about BTL in 
this feature, it has a place in the country, but 
as with everywhere else, the figures have to 
work. The rules are the same as they are for 
towns and cities, but demand is lower. Often, 
the cost of acquisition and/or renovation 
along with reduced demand will render BTL 
unviable as a main strategy. 

When it comes to any sort of rural 
development, it pays to use a planning 
consultant who is familiar with local planning 

policy. Being aware of the council’s priorities 
is a must. For example, are they keen to 
promote tourism, or more interested in 
housing local residents who are being 
priced out of the market?

Despite the challenges, for committed 
country lovers the pros can outweigh the 
cons. It’s a great place to be and work, 
and there are stacks of 
opportunities to be 
creative.
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ATTRACTING TENANTS 
TO A RURAL PROPERTY

By James Davis

Maintenance 
Most buy-to-lets require similar levels of 
maintenance if they’re in a good condition 
to begin with. But for rural properties, there 
can be some added steps. For example, 
in the summer months you may not want 
to rely on tenants to keep a large garden 
maintained so you could consider hiring a 
gardener. And in the cold winter months, 
you’ll need to be aware of the piping 
systems freezing, particularly if your 
tenants are away for Christmas and leave 
the property unoccupied for a week or so. 
Ask your tenants to notify you if they’re 
away for more than 10 days, so you can 
make arrangements to run the hot water 
system through and avoid any burst pipes. 
For larger properties, it’s really important 
to keep on top of smaller maintenance 
issues. Ignoring them could lead to much 
bigger, more costly issues that could 
potentially disrupt your tenants or require 
them to leave whilst you conduct repairs. 

Rural properties have their charm for 
families looking to lay down roots in a 
rented property, but also, you could always 
consider the holiday let market. Whilst 
it’s more work and a constant turnover of 
checking people in and out, it can offer a 
much higher yield than a typical tenancy. 

n this edition, the Upad team are looking at the differences between marketing 
a rural property to let compared to a property in a town or city location. They’ll 
give their top tips on marketing a rural property online, from how to present it 
to attracting the right tenants. Plus, they’ll look at how maintenance issues can 
differ and what you can do to ensure your property stays on top form.

Advertising online
Many of the same rules that apply to 
advertising a property in the city exist for 
rural properties, but there are key 
differences. A rural property is unlikely to 
face much competition on the likes of 
Rightmove or Zoopla, but that doesn’t mean 
you should slack off your presentation.

Dressing a property is not as elaborate as it 
sounds! Essentially, you are presenting your 
rural property as a home to prospective 
tenants. Adding a few touches such as 
neatly made up beds, a few cushions or 
a rug, a vase of flowers or even a bottle 
of wine and glasses, can make all the 
difference. With renting on the rise, private 
renters are set to hit 7.2 million by 2025. 
Tenants are no longer renting short term 
so you should be presenting a home rather 
than just accommodation. 

The next key step is high quality photos. 
You don’t necessarily need to hire a 
professional photographer but with prices 
around £100 for a set of photos, you’ll find 
this is a small investment that will pay off 
over years of property advertising. High 
quality photos of a dressed property are a 
magic combination that will attract the best 
calibre of tenants. 

Next is to consider your target tenants. Just 
as you wouldn’t launch a product without 
first identifying your market, treat letting a 
property the same way. Rural homes are 
most likely going to attract families, and 
tailoring your advert to match this will help 
you let your property faster. Mention local 
schools, supermarkets and family-friendly 
restaurants as this will be the information 
they’re looking for. You should also highlight 
the main selling points of your property, 
such as a garage, large garden or lots of 
storage – again, these are attractive 
features to a renting family.
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It’s an odd one this month – I find 
myself sitting here with mixed 
emotions... 

On one hand I’ve sat through hours of nonsense in what seem 
like endless meetings ... but at the same time I’m pant-
wettingly excited about a project I viewed just 24 hours ago 
that would be the biggest and most amazing one we’ve done to 
date if it comes off.

So I’ll start with the rant and swallow the bitter pill first in the hope that 
the spoonful of sugar will do the trick later.

I’ve found myself in a strange (for me) situation over 
the past couple of months. We are in the middle of a 
project where the team undertaking the work seems 
to have adopted (from the start) a “can’t do” 
attitude. Everything is a problem or an issue, there 
is always someone else to blame and “finger 
pointing” is very much the name of the game.

It’s weird as whilst on occasion over the past decade 
I’ve had people let me down, it’s been rare for that to 
happen. We have tended to surround ourselves with 
people who get on with the job and do their best. 
But as we have taken on bigger projects we have had 
to work with teams that take a more “corporate” 
approach. Everything takes five times as long, nobody 
is willing to take the initiative or responsibility and 
everybody seems to want to sit in meetings 
discussing the same issues that I thought we had 
closed out weeks before.

It all feels a bit more corporate and I don’t mind 
saying I don’t like it one bit. I worked bloody hard 
to never have to sit through this kind of nonsense ever 
again (or so I thought) and being dragged into work 
politics is something I have very little interest in. It’s 
no wonder that so many people I meet want to “ditch 
the day job” – it’s not that they hate what they do – it’s 
that they can’t bear putting up with the bullshit that 
goes with it.

I have found myself dreading these weekly 
meetings and the barrage of emails that both precede 
and follow them. They are soul-sappingly dull and 
seem pointless – but I know that if we are aren’t sat 
there pushing it forward with an iron will, it could 
easily grind to a halt.

I’m still in love with the project referred to in the “Rant” section – 
we are just through the honeymoon period I guess and are starting 
to find out who does and doesn’t load the dishwasher and who 
leaves their dirty underwear on the floor!

But now I’ve found another – and she’s gorgeous.

Ten months ago I was sat on a beach with my family and some 
friends and I glanced up the cliff to the extremely grand building at 
the top. “I’d love to buy that,” I muttered to my pal as we bobbed about 
in the sea in the middle of May, well insulated from far too many long 
lunches. And yesterday I met the owner who is keen to sell and we are 
working on a proposal. How cool is that? I never ever thought in a 
million years that I could even be dreaming about these types of deals 
– they happened to other people who were better, smarter and more 
talented than me. So I’m sat here crossing literally everything that can 
be crossed that this one comes off.

I guess property is like this for all of us. The highs are REALLY high, the 
lows can be horribly low and the bits in between can be mind-numbingly 
dull! All those “I can’t wait till Monday morning to spring out of bed and 
start work” crew are definitely going to the same meetings I have to go to. 
I LOVE what I do 70% of the time, 15% of the time it terrifies me and 15% 
of the time it’s dull as dishwater, But whilst the percentages remain like 
this maybe I don’t have too much to moan about! I’ll just ensure I enjoy 
the ride as much as possible and hoover up as many of the free biscuits 
that I can in the meetings that I can’t avoid.

For now...
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his month we’re looking at something a little different in Your Property 
Project – two seasoned developers explain how they have managed to 
overcome the hurdles that were thrown in their way, yet still come out 

with something beautiful. We’re not talking about normal hurdles either, we’re 
talking death threats. How would you cope in that situation? We wanted to take 
this opportunity to discuss something that’s not really spoken about in the 
property industry a lot – the challenges and adversity that we might face, 
whether it’s with particular deals or more generally.

YPN: Could you give us a bit of 
background on yourselves?

Nick: Born and raised in Swindon, I moved 
up to Stoke-on-Trent when I was about 16 to 
play the drums in a band. I love music and 
did that for a few years, but it didn’t 
really work out. So, I joined the
Royal Navy when I was 20. 
I was in the service for nine 
years, working on nuclear 
submarines. I was earning 
good money; I was able to 
buy property from age 21. 
I met John two years ago, 
left the Navy in March 
2017 and we started 
Pegasus Property 
Group together.

John: Initially, I wanted to get into property 
to create a pension, with a view to getting 
as many properties as I could to retire at 
50. Then I lost my job in 2016 and had to 
change my mindset. It went from being my 
pension to a full-time business. This is now 
my long-term strategy for creating wealth. 

YPN: What does Pegasus Property 
Group do?

Nick: It’s a development company based in 
Stoke-on-Trent. We have a couple of 
business models that cover both the 
development and investment worlds, 
and can offer a hands-free solution for 
investors. Since we started 20 months ago, 
we’ve done about 30 projects for clients. 
It’s all kept in-house. We source, 
renovate and manage lettings. 
We specialise in HMOs, but also 
do single lets, flips, commercial 
to residential, a bit of everything 
really. 

We also have our own 
investments. When starting 
the company, we had no seed 
capital and needed to create 
some funds, so we 
generated cash by sourcing, 
and doing lettings and refurbs 
for people. That money is now 
invested back into our own 
portfolios. 

Interview & words: Richard Brown  Edited: Angharad Owen

In this feature, we are joined by Nick Leatherland and John Colclough, the founding 
directors of Pegasus Property Group. Nick first appeared in the pages of YPN a couple 
of years ago in an article on HMOs. Since then, alongside setting up Pegasus with John, 
he has further built up his HMO portfolio and worked with other investors. In this article, 
they talk candidly through some of the unexpected challenges they experienced on what 
should have been a fairly run-of-the-mill HMO conversion.
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YPN: Tell us about the recent project 
where you faced some challenges.

Nick: We’d like to think we’re fairly
experienced. I’ve been doing property for 
ten years. Most of our clients’ projects 
have gone pretty smoothly. We do a lot 
of due diligence, we’ve got a really good 
building team who know what they’re 
doing. And because of my military 
background I’m very into organisation 
and systems; I like everything to have 
check-off lists, because that’s how we 
did things on the submarines. 

This project should have been fairly easy 
and straightforward. We’ve done a bunch 
of these types of properties over the past 
two years. 

The house is a three-bed end-terrace 
Victorian property in the centre of 
Stoke-on-Trent. The lounge and dining 
room were to become bedrooms. We 
planned to knock the kitchen through and 
build an extension on the back to create a 
big, open-plan communal space. Upstairs, 
there were three existing bedrooms, and 
by splitting the master in two and 
converting the loft, we could get a total 
of seven bedrooms. 

We bought the property for £127,000 and 
the conversion cost was estimated at 
around £85,000, to include rear extension, 
loft conversion and en-suite bathrooms 
throughout, with a high-spec finish. It had 
to go through planning permission, so we 
submitted the plans. Nice and simple!

So, what happened next? We got over 
50 objections against the project. A local 
neighbour had gone knocking on doors to 
get a petition signed against us. 

What should have been a fairly 
straightforward project ended up turning 
into a bit of a nightmare.

The plans that went in were for sui 
generis, a change of use to a large HMO. 
We needed planning permission to do the 
extension as well, as we couldn’t do that 
under PD. Because of the objections, we 
got summoned to a meeting with the 
local MP. 

YPN: So everything seemed to be going 
fine, but then you were faced with the 
challenges relating to planning?

Nick: Yeah. It was the planning, and 
primarily the objections. Because we’ve 
done a bunch of projects like this before 
over the years, we know what to apply for. 
We know what the room sizes need to be. 
We’ve got a fairly good relationship with 
the planners, but we were not anticipating 
this massive local resistance. 

YPN: Have the objections affected you 
in any way?

Nick: We’ve literally had death threats. 
We’ve also had anonymous messages 
on our website saying if we move any 
tenants in they’re going to puncture the 
wheels on their cars. We did a foundation 
for the extension and somebody broke in 
and drew swearwords in the wet concrete. 
We’ve had people trying to break into the 
property to cause damage. Just all sorts 
going on really. Very unusual behaviour. 

The stated reasons for the objections 
were related to parking issues, but we 
heard rumours that residents were saying 
things like, “We don’t want those 
foreigners moving in here. They’re going 
to turn it into a ghetto.”

Description 6-Bed 
(under Permitted 

Development)

7-Bed 
(with Sui Generis 

planning approval)

Purchase price £127,000 £127,000

Gross Development Cost £236,590 £236,590

Gross Development Value £230,622 £260,547

Cash Left In after Refinance £63,624 £41,180

Net Annual Cashflow £12,424 £14,749

ROI after Refinancing 20% 36%

Time to Payback Investment 61 Months 34 Months
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It’s kind of funny, really. If people looked 
at our website they’d see that we do 
high-end, beautiful properties. In fact, we 
did another HMO nearby, which we had 
bought for £120,000. That was revalued 
at £180,000, arguably adding a £60,000 
value on to house prices on that street, 
which would surely be a benefit for all 
those residents. 

YPN: You mentioned death threats, 
threats of violence and people 
intimidating you and your team. How 
did you deal with all that?

Nick: We just laughed it off. The builder 
said, “Someone’s written swearwords in 
the foundations”. We thought it was very 
small-minded so just laughed it off. We 
were never scared of getting hurt. 

The reality is that for a lot of people, 
property can be quite unsexy. We think 
it’s great, though. You can make loads of 
money. We know that we’re buying old 
Victorian properties which are falling to 
pieces and are turning them into nice, new 
homes again. We believe we’re doing a 
good thing for the community, for society 
and for the economy, and we’re giving lots 
of people jobs. 
  
John: I don’t really take offence at things 
like that. I think that if someone’s trying 
to troll or bully you, you’ve got to be doing 
something good. In property, always keep 
in the back of your mind that something 
can go wrong. When it does, don’t let it get 
you down. 

YPN: Did it seem that the local residents 
were concerned about the tenants you 
would be bringing in?

Nick: Absolutely. They have objected to 
a few applications that have been 
submitted for properties in the area. Most 
of our tenants are foreign, but they’re all 
working professionals. They live in a HMO 
in a city-centre location and can walk to 
the centre so they don’t even need a car. 

John: When I received the email from
the local MP inviting me to a meeting, 
I thought, “Okay. That’s a bit strange.” 
I assumed a couple of people would be 
attending, including the MP. However, 
when I walked in through the door, there 
were about 15 people – it felt a dragon’s 
den. As well as the MP, there was his PA, 
two local officers from our area, about 
seven local residents, and the head of 
planning as well. 

They gave me a bit of a grilling. I had no 
idea what to expect, but had brought a 
photo album of previous projects with 
me to be prepared. I think a lot of people 
believe that HMOs or shared houses are 
of the same standard as they were 30 or 
40 years ago. When we had spoken to 
everyone, 95% of the people in the room 
were pretty happy. They never realised 
that we spent quite so much money on 
our properties. To be fair, it went a lot 
better than I thought. 

“The reality is 
that for a lot of 
people, property 
can be quite 
unsexy” 
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YPN: You were prepared to showcase yourself in the best 
possible light. That’s certainly a help. Because of the 
objections, did you go ahead with the six-bed conversion 
under permitted development?

Nick: Our planning consultant said, “It’s quite simple. You have 
a three-bed house – trying to go from three to seven bedrooms 
sounds a bit extreme on paper. Let’s go for six under permitted 
development, and ask for one more at the end. Prepare the 
seventh bedroom but lock it off, keep it unfurnished. When it’s 
finished	and	tenanted,	we’ll	go	back	and	resubmit	for	the	
seventh bedroom.” That’s where we’re at now. 

We’ve just resubmitted plans for the seventh bedroom. If it’s 
refused he has said we will go to appeal. He has a stack of 
similar cases where he has won at appeal. In his view, there is no 
reason to refuse permission on this property because it meets 
the criteria.

YPN: What made you realise what you’re good at and where 
you need to bring in support for the rest?

Nick: For me, it was being humble enough to say, “I don’t really 
know the answers for that. Let’s get somebody in who does.” 
When starting out in property, you need to be able to wear many 
hats and do many things. That’s important when you’re starting 
a business, because you learn from the ground up. As you grow, 
you need to start delegating, letting go and trusting other people 
to do their job.  

Part of being a property developer is that you’re a kind of glue, 
really. You glue people together. I think the developer’s core skill 
set is being able to find deals, analyse them, and raise finance, 
gluing all the team members together to make the dream a 
reality. That’s your job – to pull all those people together and 
build your team for that project. 

YPN: Are there other things that you’ve encountered, more 
general difficulties or challenges that you’ve had to overcome 
in your business?

Nick: We’ve had to learn to let go and delegate to other people 
because it allows us to grow as a company. At first, it may seem 
that others don’t do the job as well as you because you know it 
inside out and that’s frustrating, but working closely with people, 
building trust and having a win/win arrangement is, we have 
found, a great incentive. 

One of the biggest challenges for us has been to find a good 
building team. We’ve scaled up this business over recent months 
and haven’t done that by running around micromanaging 
everything. Once we found a good building team that we could 
trust, we really took off. In property development your building 
team is one of your most important assets.

YPN: I know, Nick, that you share a lot of your knowledge on 
social media, but you also share some of this knowledge in 
another way, don’t you?

Nick: Yes. I’ve written some short books. The most recent is 
called The Developer’s Refurb Manual. I’ve also done two others: 
The Commercial to Residential Conversion Guide, and The HMO 
Compliance Manual. 

“Part of being a property developer 
is that you’re a kind of glue, really. 
You glue people together” 
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CLICK HERE TO LISTEN 
TO THE FULL INTERVIEW

YPN SAYS
Property can be an unpredictable business at times and it is not always plain sailing. Hardly 
anyone mentions the challenges that we sometimes encounter, so fair play to Nick and John for 
sharing their experiences here. Things can go against us and challenge us occasionally. 
However, as illustrated, with good systems, due diligence, close management, a good support 
network or partners, staff, contractors and professional advisors, it can all help to reduce 
the risk. Short cuts such as the ‘developer hacks’ of the accountability partner / 
group can also help, but perhaps the greatest tip is one of mindset 
and attitude: remain fixed on your vision and goals and if you get 
knocked down, remember to get up one more time and 
eventually you will overcome all obstacles.

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

CONTACT
Website: pegasuspg.com
Unity project: unitycommunity.co.uk

The latest book talks about some developer 
hacks, little things that give us an edge over the 
competition. For example, we can desktop analyse 
a deal to work out how many flats or HMO rooms 
we can get into a building; this allows us to work 
out what the conversion cost could be based on 
previous projects. In the top right-hand corner of 
the EPC you’ll see the total square metres of that 
property. I could see a house right now for sale on 
Rightmove, find out it’s 110 square metres, and 
calculate the conversion cost.

YPN: Have you learned over time that perhaps 
going it alone is not the best way? 

John: Two heads are a lot better than one, because 
every single person’s got their own skill set. For 
example, in our business Nick likes marketing, he 
is the face of the company. I’m more about getting 
down to the nitty gritty, raising finance, doing some 
of the high-level back office stuff. 

If you don’t have a business partner, then at least 
look at trying to find someone to do the things 
you hate. If you hate marketing, try and find out 
someone who enjoys it and pay them to do it.

Nick: John loves spreadsheets and stacking deals. 
He does all the bigger conversions in the portfolio 
stuff that we do. I do all of the little projects and all 
the marketing. 

We also run a group called Unity, because property 
can be quite lonely. We’ve found that a lot of 
people’s pain was around that ‘property loneliness’. 
There are 45 developers in the group from all over 
the UK and some from abroad. It’s a community, 
where we can all help each other. 

YPN: We talked about the importance of 
having people around you in different ways, so 

business partners, members of the team, 
external contractors and professionals, and so 
on. But here it sounds like you’re networking 
and rubbing shoulders with similar, like-minded 
people, sharing and learning from one another. 
If you can short circuit that learning in some way 
it’s an excellent idea. 

Nick: It’s all about the little tricks and tips that you 
learn along the way. We’ve been able to streamline 
our processes to the point where it’s almost like a 
sausage factory now. We’re just banging out loads 
of projects. 

Sometimes I think that if you focus too much on 
the here and now you can really get dragged down 
with the negative stuff. You put an offer in, it gets 
refused. You put another offer in, it gets accepted, 
you do a survey, the survey says it’s bad, so you 
have to pull out. Or the builders screw something 
up or it goes over budget, or you can’t sell it, or the 
wrong tenants move in and they smash the house 
up. And so on. You’ve got to be strong and resilient. 
I quickly learned that if you just focus on the end 
goal, all the little steps in between become 
stepping stones. You won’t even care about them.

John: I think it comes down to that old saying of 
“it doesn’t matter how many times you get 
knocked down, it matters how many times you 
get back up.” 

YPN: I think that’s a perfect way of drawing this 
to a conclusion! No matter how many times you 
get knocked down, you’ve got to keep getting 
back up again. You do need resilience and 
strength of character and resolve to overcome 
these things, but you also need some smart 
things. You’ve talked about some hacks, 
systems, people, teams and community too.

http://bit.ly/YPN0418NL
http://pegasuspg.com
http://unitycommunity.co.uk
mailto:angharad%40yourpropertynetwork.co.uk?subject=
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http://furniturepack.co.uk
http://letusfurnish.co.uk
mailto:sales%40letusfurnish.co.uk?subject=
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I am currently sourcing properties 
nationwide which have discounts 
between 15 - 50% discount of its 
current market value. If you are 
already on my mailing list, you 
would see that we are offering / 
putting out around 10 deals a week.

If you would like to see some of these 

opportunities, please feel free to add 

yourself to my list by visiting: 

We currently have properties 
nationwide which include :

• 15% - 50% Below current 
 market value properties 

• Readymade, income 
 generating HMO opportunities 

• Blocks of apartments 

• Rent 2 Rent opportunities 

• Lease option deals 

• Serviced accommodation   
opportunities 

• Development opportunities   

• And so much more! 

DEALS 
DEALS 
DEALS

If you would like 
to have a chat with 
me about any of these, 
please feel free to call 
me on 07967 016425.

http://greensproperty.co.uk
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MARTIN RAPLEY’S REFURB INTRO SERIES

SPLITTING THE SERVICES
Interview: Jayne Owen / Words: Heidi Moment

How can you plan for it?
Start early, the applications for new 
connections will take a while. You will 
need to show on a drawing where the 
new services will enter your building 
and the location of meters for the gas 
and electrics (water meters will be in the 
pavement). If this sounds a bit daunting, 
don’t worry, your architect will help you 
with this.

There is an element of overlap between 
the new services, for instance it is possible 
for them all to use the same trench (at different levels), so work on all of them at 
the same time to avoid possible conflicts later on. 

What is it?
When you are converting a large building into separate self-
contained units, such as flats, you hear people talk about 
splitting the services, which means to make changes so that 
each self-contained unit has a separate water, gas and 
electric supply. 

It’s generally a more complex process than the term implies, 
as it often involves a complete reconfiguration and installation 
of new services. As you might expect this can be a long and 
expensive process, so it pays to know how to go about it
properly and get the professionals in. 

When do you need to do it?
If you are splitting a larger property into flats or apartments 
and you want to have each one on a separate title. Having 
separate titles is necessary if you want to sell or refinance the 
flats individually immediately following the refurb or at some 
point in the future.

It is perfectly possible to keep the whole building on one 
supply if you are retaining it for the longer term and renting it 
out. However, you will almost certainly have to pay for all of the 
services rather than the tenants, and adding it to the rent could 
make your rent look higher than other local comparables.

How do you do it?
Let’s look at a simple example where you are converting a 
house into two flats, one on the ground floor and one on the 
first floor. Both flats need to have totally separate electrics, hot 
and cold water, gas and central heating. So you need to have 
two of everything – one upstairs and one downstairs. 

The current building will more than likely have existing 
electrical cables, water and gas pipes snaking around between 
both parts of the property. So to begin with you need to strip 
out the whole of the upstairs, reconfiguring the ground floor 
by using the existing circuits as much as possible and making 
modifications where needed.  

After the strip out the flat upstairs will have no pipes or cables 
and no incoming gas, electric or water. So you need to bring in 
new supplies and, of course, the full installation of new pipes 
and cables. So the phrase ‘splitting the services’ sounds really 
simple, but in reality you’ve got a complete rewire and replumb 
of one property and some modifications in the other.

If you turn a big house into three flats, you’ll need to do a 
complete rewire and replumb of two flats, as well as the 
modifications to the ground floor flat. You might find by the 
time you’ve messed around with what’s left on the ground floor 
and made it all work, most tradesmen would say, “Well, I’m 
better off taking it all out and starting from scratch.” Meaning 
you have three flats to do. Unfortunately you won’t know this 
until you’ve started the rip out, so it’s useful to plan for this 
anyway, so it doesn’t take you over your budget.

Who do you 
need to help 
you with it?
You’ll need your local water, 
gas and electricity supplier 
plus your usual tradesmen 
(plumber & electrician).

How much does it cost?
The costs of new incoming services are different depending on where 
you are in the country. Prices are often affected by the location of the 
mains. Hopefully the mains will be easy to access, but if they are in the 
road (which they often are) your provider will require traffic management, 
which will add to the costs. 

Typical prices for new supplies

Budget £1,500 - £2,000 per new service that you need but don’t be 
surprised if you need to dip into your contingency on a few occasions. 
Using our example of converting a house into two flats you should 
budget £4,500 to £6,000 for all three new supplies to the top flat. The 
lower flat will keep the existing supplies. 

If you are doing larger projects you should still use the same budget
figures, the reason for this is that the more properties you have, the 
bigger the cables and pipes have to be and this offsets any economies 
of scale.

On the plus side there will not be any charge for the meter installations 
as these are provided free by the company that you purchase the final 
service from.

• Electrician for the rewire
 From £3,000 per flat, including materials and labour 

• Plumbing for water and gas  
 From £5,000 per flat, including materials and labour

(Both are a bit less as you go further away from London.)
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GUIDE TO WHAT 
TO DO & WHEN
Don’t be surprised if one 
service causes you more 
difficulty than the others.
1. Work out what you want and mark it on a drawing. 

To avoid any possible mix up mark  up a separate 
drawing for each service.

2. Find your local supplier for each service via an 
internet search. Most applications can be made  
on line.

3. Complete the application form and try to supply all 
of the information requested to save time.

4. If you need help with questions then ask a  
contractor, typically the electric application will ask 
for loadings but sometimes you can just answer 
this as ‘2 x 2 bedroom flats’ for example.

5. Don’t procrastinate. Put in as much info as you can. 
The suppliers can come back to you to request 
further information if necessary.

6. When you receive the quotes, check them carefully. 
It’s generally not possible to negotiate on the price 
without changing your requirements.

7. Even if you don’t need the connection straight away 
accept the quotes and pay the fee as this gets you 
into the system. 

8. If you are offered a connection date that isn’t 
 suitable then either re-arrange it or find out the  

notice period for you to confirm a new date.   
It’s really important to remember that none of  

 the suppliers will make a connection whilst you 
have scaffolding around the building so check 
things with your builder.

9. Make sure that you are clear what you need to do 
before each connection can be made.

10. If you need to change the date for a  connection 
then do this as soon as you can, don’t be surprised 
if the new date is six-eight weeks later.

11. Remember that following the connection of gas 
and electrics you will need to arrange for a supplier 
to install a meter.

CONTACT
Contact Martin with any questions you have 
regarding refurbishments. 

martin@refurbishmentmasterclass.co.uk
www.refurbishmentmasterclass.co.uk for full details of our 
mentoring and training courses. Tel: 07934 271371

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

How long does it take?
As you’re starting to see, there’s quite a lot of work involved and several logistics to 
get right. New service application times can be 10-12 weeks and you need to allow 
a week each for the electrician and plumber to run in the new pipes and cables. And 
don’t forget the fittings need to be installed as well. 

“Lead times on new services can 
be up to 12 weeks – so get your
application in early”

What issues might you come up against? 
How do you overcome them?

The new service application processes can be quite long-winded and if there is a
 query on the application you can very easily find yourself at the bottom of the pile 
again. Whenever you speak to anyone record their name and be very clear what the 
outcome of the call is, so you know what the next step is and who is responsible for it. 
If you don’t hear from them for a while then chase, as you might have been forgotten!

Are all tradesmen familiar with splitting services or 
do you need to find someone in particular? 
Generally all tradesmen will be able to carry out this work for you but it’s worth 
discussing your new service applications with them so that they can help ensure 
nothing gets missed.  

Anything else we need to know?
The application for the new supplies will be a lot easier if you have already 
registered the new property addresses (Flat A, Flat B etc) with the Post Office. 
There are a couple of reasons for this:

• When you make the applications the supplier will search their database 
of addresses, if the address doesn’t come up then it can lead to   
confusion and then potential delays with the application.

• You will need full addresses to get the meters connected and that’s  
made a bit harder if the supplies relate to the old address. Even if this 
doesn’t apply for the water installation it could cause you problems if you 
choose to sell the property and a solicitor can’t verify a connection.

mailto:martin%40refurbishmentmasterclass.co.uk?subject=
http://refurbishmentmasterclass.co.uk


42

REFLECTIONS 
FROM A ROAD 
TRIP TO KENT

This month, I would like to share with 
you a recent story of a property deal 
and my reflections from it.

First, a little context. I came across this 
opportunity from an agent, who was trying 
to assist a retired landlord to move on a flat 
with only 42 years remaining on their lease. 
After some careful research and negotiation, 
I agreed to pay £95,000 for a property with a 
potential resale value of £155,000 or more, 
which I planned to flip on. To obtain the 
higher end-value, I would need to do two 
things at a combined cost of around 
£25,000: extend the lease and undertake a 
light refurbishment programme. The result 
would be a tidy profit, realised within around 
six to nine months. The reason why six to 
nine months instead of having to wait two 
years to extend the lease was that I could 
start the lease extension process before 
I took legal ownership myself, which is a 
handy little tip in itself.

So, imagine how my somewhat smug 
expression started to change when I spoke 
to the tenant, who told me they were 

informed by the owner, and of course 
landlord, that the property was sold at the 
price agreed on the condition that she 
remained in the property. I had agreed to 
let the tenant stay on until completion as 
a courtesy to the owner and the tenant, on 
the condition that a Section 21 Notice was 
issued to coincide with completion of the 
purchase. Oh dear, we seem to have a bit of 
a problem here, or at least a communication 
breakdown!

I agreed to pay a visit to the tenant to have 
a chat and assess the situation, taking the 
four-hour round trip to the Kent coast to have 
a chat with Kim, as I will refer to her. When 
I met Kim, she was extremely nervous, the 
curtains twitched as I parked the car and 
when we met she was talking at 100 miles 
per hour and looked very afraid. She went 
on to tell me how she had moved down 
from London, along with her son, to escape 
an abusive relationship and to start a new 
life. The rented flat was supposed to be her 
‘forever home’, with a sea-glimpse and 
having the benefit of being close to her 
mother’s house.

Kim had spent her own money and time on 
the flat, including decorating, carpeting and 
undertaking repairs in the 18 months that 
she had lived there. Like me, you might be 
wondering why her landlord had not been 
doing these things, which started to become 
clear throughout the conversation. The flat 
had been condemned in the past for its poor 
condition and Kim explained that sometimes 
it was just easier to get on and take care of 
certain things herself!

“I agreed to pay a 
visit to the tenant 
to have a chat and 
assess the situation, 
taking the four-hour 
round trip to the Kent 
coast to have a chat 
with Kim, as I will 
refer to her”
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THE PROPERTY 
VOICE LISTENS

Reader 
Questions

“I am looking to buy 
discount properties 
at auction, is that a 
good idea?”
It’s an interesting question that many 
investors ask, particularly when 
starting out. I always respond with 
my two key principles of buying at 
auction. First, the auction room 
serves as a great place to observe 
competitive human behaviour, where 
emotion can overtake considered 
thought. Second, a property is in an 
auction for a reason; our job is to figure 
out what the reason(s) is and then 
establish whether we can live with it.

Therefore, I always recommend that 
before buying at auction, to do a dry 
run. Pick an upcoming auction, track 
two to three lots, read the legal packs, 
visit the properties and then attend the 
auction just to watch. You will learn a 
lot by doing this and it might save you 
thousands too! 

I like to look at unsold 
lots outside the auction 
room environment.

We also need to establish what is the 
motivation for this property being at 
auction? Is it a structural issue, legal 
issue, tenant or a vendor issue, or even 
a combination? Get to the bottom of 
the motivation, work out if we can 
live with it and then calculate the cost 
to put the issue right. Finally, set a 
maximum bid and stick to it!

You can find more of my Golden 
Rules for buying at auction here: 
http://www.thepropertyvoice.net/
buying-property-at-auction

Until next time from The 
Property Voice, it ’s ciao ciao.

Richard Brown is the author 
of “Property Investor Toolkit: 
A 7-Part Toolkit for Property
Investment Success”.

REFLECTIONS 
FROM A ROAD 
TRIP TO KENT It was obvious to me that Kim was a decent sort, who simply wanted to bring up her son in 

peace. However, she also had a responsible air about her, she prompted me to share bank 
details so she could pay the rent and it was very clear that she both looked after the flat and 
was a good neighbour, as confirmed by one of the other flat owners I met. I guess you could 
say that there was a clear distinction between Kim and the previous owner and landlord!

Coming back to my plans for the property, this was clearly at odds with Kim’s intentions. Now, 
some of you might be thinking that I am just a big, old softie when you read what happened 
next, but I will come back to this in a moment. I decided to change my plans and so retain the 
property and let Kim stay on as a tenant. Not only this, but I wanted her to have a decent, safe 
and warm home to live in. The flat was very cold and upon enquiry this was partly down to the 
broken seals on the windows and partly due to the inadequate electric heating. She was also 
unable to take a shower due to a water leak, which had not been attended to and the kitchen 
was not exactly functional either. So, I decided to undertake a light refurbishment, replace the 
heating, update the bathroom and kitchen and fix some of the other issues in the flat.

I had sized Kim up and could tell what sort of 
person she was, but also that she did not need to 
be evicted and rather needed some support from a 
decent landlord. For me, I had gone from a project 
that would put money in my pocket to one that 
would take money out of my pocket instead. 
However, I also had an income-generating 
asset and I do like to collect a few of these too! In 
contrast, I also happen to have acquired another 
property in Cambridgeshire, which is tenanted. 
Although in that case, I have insisted on completion 
with vacant possession, so the tenant must move 
out. The reason here being that whilst the tenant 
also wanted to stay, they were clearly not looking 
after the property, first noticeable by the smell that 
put some of my fellow viewers off on the viewing day!

So, with Kim, it is definitely not charity and this is still a good outcome for both of us, hence 
my point about not being a big softie. But, it did make me reflect on the key theme from this 
encounter. Property is a business that can mix both the heart and the mind at times.

The mind tells us it’s a business, so do a plan, run the numbers and be professional. We have 
clear legal responsibilities, including to provide warm, dry and safe homes for our tenants to 
live in. Finally we need to ensure that we don’t put ourselves in a position where we could 
compromise our own financial well-being.

The heart is subtler and allows our gut and intuition to guide us through our personal values 
and principles to know when to flex and when to stand firm. I also believe we have a moral 
obligation to our tenants that goes beyond just the minimum legal ‘rules’ and that there is a 
‘what goes around, comes around’ principle that keeps our conscience alert.

I can easily work with Kim and despite the fact that my initial plans were blown out of the water, 
I had also worked out in advance that rental was a decent plan B in any event. More importantly, 
I mixed the mind with the heart and so can truly feel that perhaps I have enhanced the life of 
a genuine, single mother to hopefully start to realise the promise of this ‘forever home’ with a 
decent landlord too. OK, so I could potentially be talking about an eviction in a few months, or I 
could be relaxing in the knowledge that one of my rental properties is being well taken care of 
by what promises to be a grateful and long-staying tenant. We shall see how the story unfolds. 

“I had sized Kim up 
and could tell what 
sort of person she 
was, but also that 
she did not need 
to be evicted and 
rather needed some 
support from a 
decent landlord”
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Leeds Building Society are one the main 
lenders within this market and have 
provided an option for holiday let 
properties for a few years now. They have 
some specific requirements, and can look 
at a holiday let in one of two ways when it 
comes to income and rental assessment.

Assessment of Rental Income on an  
interest Cover Ratio basis

Rental income will be independently 
verified by the valuer and must be at least 
140% of the interest payable on a rate of 
5.5% for purchases and capital-raising 
remortgages, and on 5.0% for like-for-like 
remortgages.

Evidence of holiday let rental income must 
be supplied and independently verified in 
one of three ways:

• The valuer’s confirmation (on a  
standard AST basis)

• Confirmed by an actual letting history 
of at least 12 months

• HMRC tax confirmation (ie SA302 
and a tax year overview) or confirmed 
by an accountant or a set of  
accounts

Assessment on an Income 
Affordability basis

If the property does not meet the minimum 
rental coverage (ICR basis), Leeds will 
consider the individual’s ability to  
support the mortgage from surplus  
personal income.

For applications being assessed on this  
basis, Leeds will require your last three 
months’ bank statements along with full 
proof of your personal income. 

Please note that if you are self-employed or 
a company director they will need a three-
year trading history.

Whichever way they are considering this 
application, Leeds will need to assess 
your full personal income and expenditure 
as they recognise the greater risk of void 
periods with this specialist letting.

General criteria overview 

• Maximum portfolio size of ten  
mortgaged rental properties

• Maximum of four rental properties, 
whether BTL, holiday let or a  
combination of both, can be mortgaged 
with Leeds Building Society

• Minimum income requirement: £40,000

• Property investment / holiday letting 
must not be the primary source   
of income

• Maximum loan to value on any one  
property: 70% purchase or valuation   
for refinances

• Maximum individual loan: £500,000

• Minimum property valuation: £50,000

• You must be an owner-occupier of your 
residential property for the last   
12 months

• Only single dwellings will be considered; 
no consent for multiple occupancy

• Property must be of standard  
construction and free of any occupancy 
restrictions. For this reason, holiday 
parks and properties with local  
ownership clauses are excluded.

For some investors, Leeds are an excellent 
option for a holiday let rental property with 
competitive interest rates from 

70% of purchase price/valuation
2.39% 2 year fixed 
£999 arrangement fee  

Or 

70% of purchase price/valuation
2.70% 2 year fixed 
No arrangement fee 

The Principality 
are another main 
lender within this
specialist market, and they offer a range of 
products for the investor looking to add a holiday 
let rental property to their portfolio or refinance an 
existing property.

Holiday let criteria key points

• Maximum loan up to £500,000
• Up to 75% loan to valuation/purchase price
• Maximum of one mortgaged holiday let in  

the portfolio
• Applicants must not own collectively more than 

three BTL properties
• Properties must not be in a holiday park or have 

any restrictions on occupancy
• Minimum income of £20,000 for any applicant 
 or £30,000 joint income for loans up to 

£250,000
• You must be an owner-occupier of your  

residential property for the last 12 months 
• Minimum age of 21 
• In addition to the standard proof of personal 

income, they will also request a local holiday  
letting agency letter confirming the weekly 
letting rates for the property for the low, mid 
and high seasons. They will then take an annual 
average and apply 145% at 5.5%

• Minimum property valuation £50,000

Principality also offer holiday let mortgages on 
all of their BTL products, so they have some very 
competitive options with rates including:

75% of the purchase price/valuation
2.45% fixed until 31/5/2020
£895 arrangement fee 
Or 
2.85% fixed until 31/5/2020
No arrangement fee

For the investor looking at longer term fixed rates 
they have an excellent option:
2.85% fixed until 31/5/2023
£1,395 arrangement fee added to the loan

MORTGAGE
UPDATE

he BTL mortgage market has seen quite a few rate 
changes over the last month, with a trend of lenders 
starting to increase the cost of fixed rate funding. However, 
there are still some very competitive rates available in the 
market and the BTL mortgage market remains buoyant.

By Stuart Yardley - Trafalgar Square Financial Planning Consultants

Given the focus on rural projects 
this month, I thought I would provide 
an overview of the more specialist 
markets within this sector and have a 
look at some of the providers who offer 
mortgages for holiday lets, along with 
a couple of specialist lender options 
that investors are considering.

Holiday Lets 
Holiday lets are a specialist area within the 
BTL mortgage market with some key lenders 
offering options for this type of letting. Each 
lender has their own criteria on how they will 
consider this type of letting, and the types of 
properties that are acceptable.

Holiday lets are a specialist option when it comes 
to lender options. A few other lender providers will 
consider holiday lets, but generally will only lend if 
the property also works on a standard single family 
rental basis when it comes to the assessment. This 
gives the lenders the comfort of the investor having 
a standard rental back up option should the holiday 
let rental not work out for any reason.

There is also then the option of the commercial 
banks who will consider a holiday let as a trading 
business and assess the lending based on the 
accounts for the business over the last two years.

If you would like to discuss your own personal 
circumstances please contact me.
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We have been using a few new bridging 
products, and there is one specialist 
product that works very well for investors 
who are seeking to borrow against the 
current open market valuation rather 
than the purchase price.  

Typical costs on this specialist product are: 

• 75% of the current open market value 

• 1.25% per month for up to nine months

• 2% arrangement fee deducted –  
minimum £1,000

• Lender legal fees to be confirmed

Some of the other popular bridging products, 
which are very flexible and have no 
restrictions on the cost of works you are 
doing or whether you plan further 
conversions are:

Option 1 
• 75% of the purchase price – minimum 

loan £40,000
• 0.85% per month for up to 12 months
• 3% arrangement fee
• No exit fee
• Lender will instruct your solicitors to act 

on their behalf with dual representation as 
long as they have two or more partners

Option 2 
• 75% of the purchase price – minimum 

loan £150,000
• 0.90% per month for up to 12 months
• 2% arrangement fee
• No exit fee
• Lender will instruct your solicitors to act 

on their behalf with dual representation as 
long as they have two or more partners

Option 3 

• 75% of the purchase price – minimum 
loan £40,000

• 0.49% per month for six months reverting 
to 1.24% for the next six months

• 2% arrangement fee deducted
• 2% exit fee 

Lender will instruct your solicitors to act on 
their behalf with dual representation as long 
as they have two or more partners.

All of these products are with a specialist 
bridging lender and can be used for all types 
of purchases, including conversions to 
HMOs. They are very straightforward bridging 
options that don’t ask for schedules of works 
or plans and costings. They also will instruct 
your own solicitor to act on their behalf 

(subject to having sufficient partners), which 
will limit the overall costs and keep the 
process as simple as possible.

You can also purchase in personal names, 
limited company names and LLPs without 
restrictions. This is quite popular with clients 
wanting to purchase within a limited 
company name and add value to refinance 
to a limited company BTL mortgage in six 
months to pull some equity out.

Some key pointers for when bridging may 
work well for you are:

• Property doesn’t have to be in a lettable 
condition day one

• Speed of purchase 
• HMO conversions 
• Auction purchases 
• Properties to buy, refurb and sell on 
• Change of use 

LIMITED COMPANY MORTGAGE OVERVIEW 
Limited company mortgage enquiries continue to increase. Here 
is an overview some of the single-let mortgages available for 
limited companies.

LENDER LOAN-TO-
VALUE

PRODUCT FEES

Kent Reliance 80%
3.69% 2 year 

fixed rate
1.5% arrangement fee

Paragon 80%
3.49% 2 year 

fixed 
0.5% arrangement fee

Precise 
Mortgages – 
remortgage 
only

75%
2.39% 2 year 

fixed

3% arrangement fee
Free valuation

£300 cashback 

Precise 
Mortgages

75%
2.89% 2 year 

fixed
2% arrangement fee

Precise 
Mortgages

75%
3.49% 5 year 

fixed
2% arrangement fee

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.

REMORTGAGES AND LONG TERM FIXED RATES 
PERSONAL BORROWING 
With rates starting to increase, we have naturally seen more investors 
looking to refinance properties to release equity to purchase, and also 
to take advantage of some of the excellent longer term fixed rates 
available to lock in rates while they are still low.  

Here is an overview of some of the long term fixed rates available for 
remortgages. As always let me know if you would like to discuss your 
own personal situation.

LENDER LOAN-TO-
VALUE

PRODUCT FEES

Precise 
Mortgages 

80%
3.64% 

5 year fixed
2% arrangement fee 

Virgin 
Money 

75%
2.64% 

5 year fixed
£1,995 arrangement fee – 

£500 cash back

Coventry/
Godiva

75%
2.65% 

5 year fixed

£1,999 arrangement fee – 
free valuation and free legal 

remortgage service

Skipton 
Building 
Society  

75%
2.56% 

5 year fixed

£995 arrangement fee – 
free valuation and free legal 

remortgage service

Coventry/
Godiva

65%
2.25% 

5 year fixed

£1,999 arrangement fee – 
free valuation and free legal 

remortgage service

http://trafalgarsq.co.uk
mailto:stuart%40trafalgarsq.co.uk?subject=
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http://arancurry.co.uk/freenypn1
http://arancurry.co.uk/freeypn2
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Legislation 
Update  

Last November, the Housing and 
Communities Secretary, Sajid Javid, said
the government would look at “bold options” 
to improve consumer redress across all 
aspects of housing in early 2018. That
included considering one Ombudsman-style 
service for estate and letting agencies, 
instead of the current three. In early Febru-
ary, one of the Government-approved redress 
schemes, The Property Ombudsman 
Service, announced it will withdraw its 
services over the next few months, and close 
by August. 

“Chief Ombudsman Lewis Shand Smith said:

“We are ceasing what we’re currently doing 
in the housing sector in a professional and 
planned way, because we believe it is not 
adding value. Rather than continue to offer 
a broken solution to a broken market, we are 
stepping away to listen to what consumers 
actually want” he adds.

We fully support Sajid Javid regarding the 
need for a single ombudsman for housing – 
only then will the housing sector be able to 
restore trust and ensure that consumers get 
a	much	better	standard	of	service. Housing	is	
one of the biggest issues we face as a nation 
and a fair, balanced, redress system will make 
sure that it serves the whole of society. We 
want to work to develop a model that works 
for everyone.”

What a “smart” way to blow away the two 
other contenders for a single ombudsman 
scheme. If there is only one scheme and we 
cannot let or manage property if we don’t 
join, I dread to think what the membership 
fees will be! 

ON SUNDAY 18TH FEBRUARY, DHCLG 
ANNOUNCED THAT AN EIGHT-WEEK 
CONSULTATION WOULD LOOK AT:

• introducing a single housing ombudsman 
to cover the whole of the housing market

• builders being required to join an  
ombudsman scheme, following on the 
commitment to expand redress to tenants 
of private landlords

• naming and shaming poor practice to help 
tackle the worst abuses

No mention of private landlords 
there … but wait for it!
The minister said:

“In the private rented sector, there is 
currently no obligation for landlords to 
register with a complaints system and this 
can often leave thousands who do not use 
a property agent without any option for 
redress.”

Landlords as well as letting agents will be 
forced to join that scheme in order to 
continue to let our properties. It may only 
apply to self-managing landlords but that 
remains to be seen. The consultation1 ends 
on 16th April. From that document:

“Tenants of private landlords might not have 
access to any redress scheme. A small 
number of private landlords have chosen to 
join	the	Housing	Ombudsman	scheme	or	one	
of the three private redress schemes, and 
some tenants will have access to redress 
because their landlord uses an agent. 
However	landlords	are	not	required	to	belong	
to a redress scheme where they provide 
services directly to tenants. In October last 
year the Government committed to requiring 
landlords in the private rented sector to join a 
redress	scheme	to	fill	this	gap.”

I am one of those landlords who chose to join 
a redress scheme. I currently pay less than 
£200 a year for membership and see it as a 
commitment to my tenants that I am 
prepared to be scrutinised should I ever let 
them down. That was my choice, and the fee 
is fair. I am not confident that fees will 
continue to be fair when there is only one 
scheme and I no longer have a choice.

Please reply to the consultation 
if you have strong views.

A Single Property Ombudsman Scheme

1. https://www.gov.uk/government/consultations/strengthening-consumer-redress-in-housing



48

£40,000 in fines and costs
A letting agency has had to pay a total of £40,000 
in fines and costs following two separate cases 
for sub-letting a property as an HMO without the 
landlords’ knowledge:

“Agency operating in Brent has been prosecuted 
for licensing and housing offences at Willesden 
Magistrates Court.

Easy Let Agency rented out a property from a 
landlord in order to re-rent it as a HMO	without	
the landlord’s knowledge. The company’s 
personnel, which also operates under the name 
Focus Property Management Limited, was 
slapped	with	fines	in	two	court	hearings	held	on	
25th January and 30th January.

In	the	first	case,	the	owners	of	a	five	bedroom	
terrace house rented out their property to a 
freelance	estate	agent	for	Easy	Let.	He	then	
illegally	sublet	the	house	as	a	HMO	behind	his	
landlords’	backs. 

Brent’s licensing enforcement team became 
involved when neighbours complained about lots 
of people coming and going from the property.
Investigating	officers	found	it	difficult	to	track	
down the people responsible because Easy Let 
Agency was listed under a false address.”

Eventually Brent Council did track them down; the 
result of their prosecution was fines and costs 
amounting to £19,180.

“In a separate sentence hearing on 30 January, 
Focus Property Management Limited was 
sentenced	to	a	total	of	£20,229	in	fines	for	
management regulation and licensing breaches 
for another rented property.” 3

The reason that this case is interesting is that 
Brent Council took legal action against the letting 
agents rather than the landlords. I expect the 
landlords had evidence that they had not agreed 
to the property being let as an HMO. Whether they 
had agreed to a rent-to-rent agreement or thought 
they were simply letting to the man who sublet 
the property is not clear. But this is good news for 
landlords who are victims when their properties 
are let as an HMO, and are neither licensed nor set 
up to meet the many HMO regulations. With the 
lowering of the criteria for 
mandatory licensing 
expected this year, we 
may well see more local 
authorities taking
enforcement action. 
I only hope they 
prosecute or charge a 
penalty to the person 
who collects 
the extra rent, 
rather than the 
landlord who 
is registered at 
Land Registry, 
which is what 
has happened 
in the past.

Article 4 Directions: Significant 
change – “a nice little earner”
Article 4 Directions were introduced in 
the Town and Country Planning (General 
Permitted Development) Order 1995. 
Originally intended to protect 
conservation areas and listed buildings, it 
was not until November 2010 that 
the DHhCLG Replacement Appendix D 
to Department of the Environment 
Circular 9/95: General Development 
Consolidation Order 1995 confirmed 
changes, made in April 2010, to enable 
local authorities to use this planning 
regulation to withdraw the ‘permitted 
development’ rights that would 
otherwise apply by virtue of the Town 
and Country Planning (General 
Permitted Development) Order 1995 
as amended (the ‘GPDO’). An Article 4 
Direction does not prevent the 
development to which it applies, but 
requires that planning permission for that 
development is first obtained from the 
local planning authority. Under Section 
2.3 of this document, a local authority 
can introduce an Article 4 Direction 
where the permitted development would 
“Undermine local objectives to create 
or maintain mixed communities.” This is 
the point where local authorities began to 
use this regulation to restrict the number 
of properties converted from family 
homes to HMOs.

We all know this – why am 
I writing about it now?
Under Section 3.9 of this document, 
“Any planning application required as a 
consequence of an Article 4 Direction is 
exempt from the usual planning 
application fee.”

This meant there was very little cost in 
applying for change of use. This is 
important because where an Article 4 
Direction has been introduced we have 
seen very few successful applications. 
Only those lucky enough to find a 
property (in the A4 area) that met the 
criteria for granting permission for an 
HMO have been successful. But the mere 
fact of the introduction of the Direction 
is a strong indication that the local 
authority intend to restrict the loss of 
family homes.

What has changed?
From 17th January, all planning
application fees were increased by 
20%, AND: 

“These Regulations will also introduce 
a new fee of £402 per 0.1 hectare for 

Permission in Principle applications, the 
ability for authorities to charge for 
applications for planning permission 
following the removal of permitted 
development rights through Article 4 
Directions or by condition; and for 
Mayoral and Urban Development 
Corporations to charge for providing a 
pre-application service.” 2

It is now more important than ever to 
check with your local authority’s planning 
department or website before buying 
family homes to convert to an HMO. 

Will we see the introduction of more 
Article 4 Directions? Local authorities 
have, until now, had to meet the cost of 
processing applications for conversions 
in A4 areas. Now that they can charge, 
they may see this as a “nice little earner” 
and introduce more Article 4 Directions. 
As we are all aware, few local 
authorities welcome the increased 
numbers of HMOs developed in recent 
years, despite the fact that they meet the 
need for affordable homes.

These regulations also introduced a fee 
of £96 for prior approval applications 
to PD rights introduced in April 2015 
and April 2017. This will apply to the 
PD right for change of use from light 
industrial B1 (c) to residential use C3, 
which came into effect on 1st October 
2017. This allows for the change of use 
of buildings up to 500 square metres, 
subject to prior approval by the local 
planning authority.

Continuing the subject of Article 4 
Directions, I have recently been made 
aware that one local authority has 
agreed to a “variation” of established 
use in an Article 4 area.  I won’t name the 
authority because I don’t want to poison 
the pot for the landlord, but this is the 
first case I know of …

The property is usually let to students 
but, for reasons that are not clear, the 
landlord failed to attract students for 
this academic year. The property has 
established use as an HMO, and if the 
landlord did not let it to unrelated 
people, established use would have 
been broken; the property could not be 
let as an HMO in future.

I can only say that it’s really good to hear 
that a local authority is willing to be 
flexible – all too often they are not. I 
know of other cases where landlords 
have been refused this variation and it 
didn’t occur to me that any authority 
would be so fair. It’s always worth asking.

2 https://www.gov.uk/government/uploads/system/uploads/attachment_data/file/670593/Chief_Planner_Newsletter_-_December_2017.pdf    3 https://www.brent.gov.uk/council-news/press-releases/pr6719
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Energy Performance 
Certificates
Yes I know you are bored of hearing about 
EPCs, but I hadn’t realised a massive 
impact of the legislation that started on 
1st April.

A very serious warning from David 
Whittaker, CEO of Mortgages for 
Business:

 “An	uncomfortable	task	that	falls	to	
brokers	to	flag	is	that	from	1st	April	2018,	
landlords will be obliged to hold an EPC 
rating the property higher than F or G for 
each property.

“Without one, landlords can’t let to a new 
tenant after April and can only keep an 
old tenant in until 1st April 2020,” he said.

Whittaker noted that new technology 
from providers such as EDM and Etech 
means lenders will have access to  
databases of this information and may 
refuse to lend on properties without an 
EPC post-deadline. 4

I wonder if the lenders have realised that 
only those properties let on existing 
Statutory or Contractual or fixed terms 
that run until April 2020 will be able to 
be let. I talked about this is my March 
article. If the property hasn’t got an EPC 
of E or above it cannot not be let, even 
to the same tenant, when the fixed term 
ends, unless the AST states that it will 
become a Contractual Periodic Tenancy 
at the end of the fixed term. If they don’t 
know now, I expect they will soon be 
aware of this and are bound to change 
their lending criteria.  

Increase in accidental landlords
increasing supply driving rents down
The main reason that rents have continued 
to rise in most regions is shortage of 
supply. Anecdotal evidence in many parts of 
the country suggests HMO rents are falling, 
which is probably due to the huge increase in 
supply over the past few years. There is also 
statistical evidence that rents in many parts of 
London have begun to fall. At the end of last 
year, it was reported that London saw average 
rent increases for new lets of only 0.4%; at the 
same time rents in the Midlands rose by 2.8% 

There are constantly calls to build more 
homes to increase supply and prevent people 
from being forced to rent, but what happens 
when people are not buying and homeowners 
are struggling to sell?

“Return of the accidental landlord: 
Homeowners	unable	to	sell	flood	the	market	
with	80,000	homes	to	rent

Tens of thousands of homeowners have 
become accidental landlords in the last year, as 
homes in the notoriously expensive South East 
and	London	struggle	to	sell. 

Around	80,000	homes	formerly	for	sale	in	
the previous six months have come up in the 
rental market in the last year, research from 
estate agent Countrywide reveals.

The decision by owners to keep hold of 
properties and let them, in order to move home, 
has come despite a tax crackdown on buy-to-
let	–	and	Countrywide	said one	in	12	homes	
available in the rental market has previously 
been up for sale.”

PROPORTION OF HOMES TO LET HAVING 
BEEN LISTED FOR SALE IN 2017 5

London    12.5%
North East   9.1%
North West   8.8%
Wales    8.2%
South East   7.6%
East of England   7.4%
South West   6.3%
Yorkshire and the Humber  6%
West Midlands   6%
East Midlands   5.9%
Scotland   5.6% 

The figure for London of 12.5% is the highest 
recorded since Countrywide began to hold 
records ten years ago. The increase in 
property available to rent is bound to have a 
negative impact on rent levels. The question 
is, why are these properties not selling? When 
we are told that it is landlords grabbing 
properties that prevents people from buying 
homes, there is a certain irony then in the 
fact that it is the people not buying these 
properties for homes that causes more 
people to become landlords. 

A narrowing of the North/South divide on 
property prices has been forecast over the 
next five years.

Lucian Cook, head of residential research at 
Savills, said in February, “We’re forecasting 
that prices in London only increase by a net 
figure	of	7%	over	the	next	five	years,	whereas	
in the UK we think it’s going to be twice that 
figure,	at	14.2%.”

Ambulance chasers are on our trail!
My thanks to Letting Agent Simon Topple for 
sharing this on Facebook.

When, in 2019, PPI claims can no longer be 
pursued you might wonder what the
companies who drive us mad with phone 
calls and emails will do. They have staff 
and systems in place to canvass for PPI 
complainants and pursue claims – will they 
just close their businesses? NO! They will 
look for another ambulance to chase … 
and from the letter above, it seems that 
landlords are the target. 

I really love that last line “If you are happy 
with your landlord please disregard this 
letter.” No problem, all we have to do 
is make our tenants love us more 
than money!

Mary Latham is the author of 
“Property for Rent - Investing in the UK: 
Will You Survive the Mayhem?”

New regulations on Mandatory 
HMO Licensing have just been 
published, to commence on 1st 
October 2018. 

There will be no grace period after 1st 
October. This is important, because 
tenants could go for Rent Repayment 
Orders if the licence application is not 
made by the start date, and a valid 
Section 21 cannot be served – 
that means applying ASAP. The 
instrument does say that the licence 
cannot begin until 1st October, 
therefore there is nothing to lose 
by applying early. 

http://www.legislation.gov.uk/uksi/2018/221/made

4 http://www.mortgagesolutions.co.uk/news/2018/01/02/opportunities-2018-plenty-lenders-happy-lend-past-65

5 http://www.countrywide.co.uk/news/countrywide-plc-monthly-lettings-index-november-2017
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Those who suggest that property 
investment provides a passive income 
continue to make me smile!

This month I want to address a couple 
of issues; one that signifies a change in 
legislation, namely the Minimum Energy 
Efficiency Standards which come into 
effect in April 2018, and also one that 
signifies a change perhaps in procedure 
regarding gas safety certificates.

Minimum Energy 
Efficiency Standards
You will no doubt have read my 
previous article about the Minimum 
Energy Efficiency Standards – 
however, I have received a number of calls 
and emails from readers who are concerned 
that their property will not reach a Band E 
score, and may still not even if some 
improvement measures are implemented.

To address these issues, we must look at 
a very poorly publicised exemption system 
from the Department for Business, Energy 
& Industrial Strategy (BEIS) which allows 
landlords the ability to register to exempt their 
properties if they fall in an F or G 
category. 

The critical point to note is that the 
exemption must be obtained BEFORE the 
property is rented, and so this scheme will 
not work as a get-out clause for a landlord 
who moves a tenant in without undertaking 
an EPC.

The exemption application itself can be 
submitted online and presently there is no 
fee payable to submit it.

The principal grounds for exemption can be 
considered as follows:

1. The works required to bring the property 
to Band F or G are prohibitively expensive 
and funding is not available

 
2. In the opinion of a relevant expert, the 

property cannot be improved because the 
recommended wall insulation would have 
a negative impact on the property

3. The relevant energy efficiency measure
  was required and sought; however, 

consent was refused or granted subject 
to a condition that the landlord could not 
reasonably comply with

4. That the proposed works would devalue 
the property by a figure in excess of 5%

5. An initial six-month exemption is 
 possible if you have just acquired the 

property

In respect of the exemption applications 
that I am currently dealing with on behalf of 
clients, all are utilising the first rule, known as 
Regulation 25, that funding is not available to 
undertake the improvement works. 

These applications may be very timely as I 
understand that the government is currently 
consulting with a view to withdraw this 
exemption and replace it with a capped cost.

As part of the application submission, you 
will need to produce the current EPC together 
with the ancillary evidence relating to one of 
the five exemption categories noted above 
and any expert reports.

Do ensure that any exemptions are applied 
for as soon as possible, as falling foul of the 
regulations could mean not only a fine of 
£5,000 but also the inability of being able to 
use the Section 21 route to regain possession 
of your property.

Gas Safety Certificates
And on the subject of Section 21 Notices, a 
recent case in one of the London courts has 

further highlighted the need to provide 
the gas safety certificate to the tenant at 
the outset of the tenancy in order 
to be able to successfully obtain 
possession using a Section 21 Notice.

This requirement was established 
a couple of years ago by the 
Deregulation Act; however, I have seen 
very few courts request sight of the gas 
safety certificate  let alone refuse to 
grant possession without it. The rules, 
which currently only apply in 
England, state however that “a copy of 
the last record made in respect of each 
appliance	or	flue	is	given	to	any	new	
tenant of premises to which the record 
relates before that tenant 
occupies those premises”

If your tenancy predates 1st October 2015 
then you will skirt these requirements; 
however, that will cease to be the case from 
1st October 2018.

This apparent change in the enforcement 
of the legislation has been compared to the 
Superstrike case which concerned deposits. 
Following that decision, landlords had the 
option of returning deposits to their tenants. 
In respect of this situation, it appears there is 
little the landlord could do other than hope the 
tenant leaves of their own free will.

May I therefore suggest that readers ensure 
that their tenant “move in” pack is
comprehensive, up to date and that you 
obtain proof of service of its contents prior 
to the commencement of any tenancy.

As always, I am happy to assist readers and 
can be contacted on 01843 583000 or 
graham@grahamkinnear.com

Graham is the author of 
“The Property Triangle”.

Could You 
Enforce Your 
Section 21 Notice?

By Graham Kinnear

s property investors, we have had to undergo significant change to our 
business model over the last ten years to adapt to the raft of changing 
legislation. We have seen the introduction of the tenancy deposit schemes, 
energy performance certificates and right to rent, as well as new measures 
to deal with identity fraud and money laundering. 

mailto:graham%40grahamkinnear.com?subject=
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DO YOU NEED TO JOIN 
A REDRESS SCHEME?
By Jacquie Edwards

’ve recently received an email from 
my Redress Scheme (Ombudsman 
Services) stating that they are 
ending their arrangements for their 

property offering – so I’ve had to do a bit of 
rethinking about who I will switch to. This 
has prompted me to share a bit more about 
Redress Schemes to help you determine 
(1) if you should be a member of a Redress 
Scheme and (2) if so, what Redress Schemes 
are available.

First, let’s talk about what a 
Redress Scheme is – you’ve 
probably seen them around 
quite a bit but never really paid 
attention to them unless you’ve 
had a major complaint with a 
company you’ve been getting 
services from (maybe your 
mobile service provider … that 
usually brings up a few horror 
stories). You may also have 
seen it under the name of an 
Ombudsman. No matter what
it is called, a Redress Scheme 
is basically a scheme that 
allows customers a way to 
move forward with any 
complaints against a company, 
if that customer doesn’t feel 
that the company is dealing with their 
complaint properly. So – a Redress Scheme 
operates to help resolve and settle the 
complaints as an alternative to using the 
courts, and acts similar to a mediator. 

Since 2008, it has been a legal requirement for 
all estate agents in the UK to be a member of a 
Redress Scheme, and in 2014 it became a legal 
requirement for all Letting Agents and Property 
Managers to join a Redress Scheme as well. 
The legal definitions of these are:

• Estate Agency Work means things done 
by any person in the course of a business 
pursuant to the instructions received from 
another person who wishes to dispose of  
or acquire an interest in land.

• Lettings Agency Work means things done 
by any person in the course of a business in 
response to instructions received from:

• (a) a person seeking to find another  
person wishing to rent a dwelling-house 
under a domestic tenancy and, having 
found such a person, to grant such a 
tenancy (a prospective landlord)  
 

• (b) a person seeking to find a  
dwelling-house in England to rent under a 
domestic tenancy and, having found such 
a dwelling-house, to obtain such a tenancy 
of it (a prospective tenant)

• Property Management Work means things 
done by any person (A) in the course of 
a business in response to instructions 
received from another person (C) where:

• (a) C wishes A to arrange services, repairs, 
maintenance, improvements or insurance 
or to deal with any other aspect of the 
management of premises on C’s behalf, 
and

• (b) the premises consist of or include 
a dwelling-house let under a relevant 
 tenancy.

This effectively means anyone involved in 
selling, letting or managing properties on 
behalf of someone else must be a member of a 
Redress Scheme. The definition is pretty broad 
so most people involved in property sales 
(including sourcing), rent-to-rent and even just 
helping out a friend to manage their property 
fall under the legislation that requires you to 

join a Redress Scheme. Usually, if you are only 
managing properties that you own you don’t 
need to register, the lettings and property 
management rules only come into effect when 
you are manage a property for someone else.
Now that you know whether you need to join 
a Redress Scheme or not, let’s discuss what 
your options for membership are. Up until a few 
weeks ago you had three options, but now that 
the Ombudsman Services has pulled out of the 
property sector, you’ve got just two options:

The Property Redress Scheme  
(https://www.theprs.co.uk/)

The Property Ombudsman  
(https://www.tpos.co.uk/)

Both offer essentially the same 
service in helping to resolve 
disputes between your 
customers and your business, 
should any arise. Both Schemes 
have a few different 
membership options, 
generally ranging from 
£100+VAT to £200+VAT per 
annum. I’m currently leaning 
towards The Property Redress 
Scheme as it is the newest 
scheme (set up in 2014 when 
the new lettings legislation 
came out), they have less joining 

requirements and I find their website to be a bit 
more user-friendly and helpful. 

Ultimately, as long as you are providing a 
quality service to your customers you shouldn’t 
ever need to rely on the Redress Scheme, but it 
is a legal requirement for many property 
companies to join and there are financial 
penalties for not doing so – so make sure you 
do your research and join up if you haven’t 
already. And if, like me, you were a member of 
the Ombudsman Services – Property, you need 
to change to one of the other schemes before 
6th August 2018.

Jacquie Edwards is the 
author of “Rent to Rent: 
Your Questions Answered”
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he latest proposal to come from the Labour Party, along with a 
number of other proposals affecting the welfare of animals, is 
a possible insistence in policy that landlords can no longer 
disallow pets.

“The fact is that the British are supposed to be pet lovers, but British landlords may not 
be such lovers of pets when those pets are in the properties they let out”, says David 
Lawrenson of LettingFocus.com.

Given the choice, it seems that a majority of private landlords would just say “No” to 
any pet larger than a goldfish. 

If anything, buy-to-letters tend to favour dogs over 
cats because it is thought that cats can do a lot 
of damage if they scratch soft furnishings.
And most landlords say “No” to large 
dogs, especially of the hairy variety.

By David Lawrenson

Are you 
reducing the 
size of your 
market?
At the moment, landlords are, of course, 
under no legal obligation to accept pets. 

But are landlords who refuse pets missing 
out and reducing the size of their market? 
And assuming that you do allow pets, what 
sort of safeguards can you put in place to 
ensure that little Fido or Fluffy does not 
ruin your property and end up costing 
you money? 

The leasehold 
question
If you are letting a flat or any property 
governed by estate regulations, such as 
most flats are, you should check the terms 
of the head lease to see if there is a 
prohibition on pets before you let to anyone 
with a pet. About 30% of leases are thought 
to have such a prohibition. It’s not clear how 
Labour’s proposal would deal with this, 
unless they also plan to revise years of 
archaic freehold-leasehold law at the 
same time.

It’s not just pet mess, either. A key reason 
for many leases having a bar on pets will be 
noise issues. Dogs that are left in a house on 
their own all day may tend to break out in fits 
of barking – and there is no doubt that it can 
be deeply unpleasant being in a flat (or house 
for that matter) that is adjacent to this kind 
of noise. 
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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”.

Increasing demand
It is not just the Brits who are pet mad. 
Now that we have pet passports, more and 
more foreign visitors on work secondment 
in the UK are bringing their pets with them, 
meaning that there is strong demand for 
pet-friendly accommodation even at the top 
of the buy-to-let market. 

But if you are a pet-friendly landlord and 
your accommodation is suitable for 
whatever the pet is, you could be at an 
advantage over other landlords – and you 
could charge a premium rent too. 

Finally, if you use a letting agent and you 
don’t mind pets, it is worth letting the agent 
know as it should help get tenants. Just 
make your rules on pets clear before you 
start the letting. 

The Dogs Trust has a useful “Lets with Pets” 
section for those tenants who want a home 
for a pet and for landlords who are 
prepared to consider it. 
See LetsWithPets.org.uk.

The downsides of accepting pets 
Even if you are OK with pets, it’s worth remembering that lots of other people may not 
be. Therefore, it might also be worth requesting in the tenancy agreement that the pet 
must not be in the house at times when workmen are on site to do maintenance jobs, 
or when prospective tenants come to view at the end of the tenancy. However, there is 
a risk that this kind of clause could fall foul of being an unfair term if tested in court. 

In my experience, about 15% of people are allergic to cat hairs and these people will not 
go into a property that has them inside. If a prospective tenant with such an allergy is 
coming to view your property, you could find that your 
market at the end of the tenancy is actually reduced. 

Similarly, let’s consider the case where you are letting 
a house share, where the tenants change rapidly 
over time as one person moves out and another 
moves in, and one of the tenants in the house 
has a cat. This will mean that the property 
could be a non-starter for the 15% who 
will not want to share with a cat. 

Some owners hate to be parted from 
their pets, even at death – so it is 
also worth making it clear in your 
agreement if you allow pets that their 
faithful friend must not be buried in 
the garden. 

Pet safeguards
Let unfurnished
One possible solution is to only let 
unfurnished property to pet owners. 
For landlords who let unfurnished or 
part furnished (say with just white goods) 
that may be fine, but if you already have 
a lot of furnishings in a house or flat, it is 
not that easy or practical to empty it and 
store all your stuff. 

Add a Pet Clause
You could set out within the terms of the 
tenancy agreement exactly which types 
of pets are acceptable and which aren’t. 
If you wish, the “Pet Clause” can be quite 
specific and state the breed as well as 
the age and even the name of the pets. 
This will ensure that a small dog is not 
replaced with something old, mangy and 
incontinent, who is constantly barking. 

Seek a reference
Another solution is to ask for references 
for the pet from a previous landlord to 
confirm that this pet is indeed a suitable 
“tenant” for your property. As with all 
previous landlord references, it is best to 
get a reference from a landlord prior to 
their current one – as the existing 

landlord may be willing to say anything to 
get rid of the tenant and their animal. And 
always validate that the person giving the 
reference really does own the property by 
checking on the land registry. Plus, if it is 
nearby and time allows, you could visit the 
tenant at their current place of residence.

Charge a higher deposit
Another safeguard is to ask for a higher 
deposit to protect against any damage. 
Many landlords ask for an additional 
deposit of one to three weeks’ rent on top 
of the normal standard deposit to cover 
the added cost-risk of a dog or cat. In 
addition, you could request a non-
returnable flea deposit which will be 
used at the end of the tenancy to get 
rid of any possible infestations.

But watch out because 
the Conservative 
government is 
planning to limit 
deposits to six 
weeks’ rent 
anyway.

http://lettingfocus.com
mailto:david%40lettingfocus.com?subject=
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The Beast from the East met 
Arsh  - The Pest From The West

Email: arsh@arshellahi.com  Web: arshellahi.com 
Property deal mailing list: Bit.ly/DailyBMVLeads
Elite property tribe: elitepropertytribe.co.uk
Facebook - https://www.facebook.com/arsh.ellahi.1
Linkedin - https://www.linkedin.com/in/arshellahi/
Twitter - https://twitter.com/arshellahi

Arsh Ellahi is the author of “Boom, Bust and Back 
Again: A Property Investor’s Survival Guide”

If you’ve made it through the blustering weather of March, you have done 
extremely well! I have spoken to many investors for whom February and March 
have been the most expensive months in a long time. The bad weather appears 
to have taken a toll on our properties leading to problems such as:

• Roof issues (tiles blowing off and causing massive leaks)
• Boilers breaking or going caput (the most common one)
• Garden fences and panels being blown around 

There are plenty more mishaps to add to the list. After nearly 30 years in property, 
I have picked up some useful hints and tips that have helped me prepare for such 
conditions. I’m glad to report that I didn’t have any problems.

How to prevent “The Big Freeze”
Heating and plumbing
Check your boiler and heating
system. Get your boiler 
checked and/or serviced by a 
Gas Safe registered plumber. 
Sudden cold temperatures can 
freeze your boiler’s external 
condensate pipe (see next 
point), which could cause 
the boiler to stop working. 
Insulating the pipes can 
help, or keep the heating on 
constant but low when it’s very 
cold. Setting it to a minimum 
of 14 degrees Celsius, for 
example, throughout the winter 
will prevent pipes freezing and 
frost damage.

Modern condensing boilers 
produce a waste by-product 
called condensate, which 
is mildly acidic water. It is 
imperative to safely get rid of 
this water into a drain. I have 
found that many installers tend 
to route the waste pipe straight 
out the wall and run it into an 
external drain – the easiest and 
most direct method. But the 
cold winters in 2009 and 2010 
meant that more thought had 
to be put into the installation of 
condensate 
pipes.

Several remedial options for condensate pipes 
are available where there is a risk of freezing up. 
The top four are:

1. Reroute into an internal drain, such as sink 
waste, internal stack (I have done this on all 
boilers, it’s a great help)

2. Condensulate, an insulated pipe within  
a pipe that replaces your existing   
condensate pipe

3. Trace Heated Wire – a heated wire strapped 
and insulated to existing condensate pipe, 
activates at 5 degrees C and lower

4. Weatherproof insulation fitted to existing 
condensate pipe

Know the location of the main stopcock. 
I cannot stress the importance of this. Many 
people only look for the stopcock in the event 
of an emergency. By this point, considerable 
damage could be caused. We have a tenant 
welcome pack for each property that clearly 
identifies the location of important features, 
including:

• Consumer unit board
• Mains stopcock
• Gas safety certificate
• Emergency contact details 

Insulation. Lag pipes and water tanks in 
exposed areas such as lofts, garages and utility 
rooms to prevent pipes freezing and bursting.

In addition:

• Keep the cupboard door under the sink open 
to let warm air move around the pipes

• If you have a property unoccupied for longer 
than 30 days, it’s worth draining the water 
system and switching the utilities off.  
However, if it’s in the winter months, keep 
the central heating system on at a minimum 

 temperature to prevent frozen pipes.

Roof
Tiles. Check for any cracked, missing or loose tiles and replace 
them. If a roof is in disrepair the weight of snow or high winds 
can prove hazardous.

Repair damaged chimneys. Look for cracks around chimney 
pots and at the roof join, also for loose render and render that’s 
come away from the stack. High winds and heavy rain can 
damage chimneys even further, so make sure they’re properly 
stable before extreme weather sets in.

In addition:

• Let warm air into your roof space by keeping the trap  
door open

Walls, windows and rainwater goods
Walls. Check the pointing on the brickwork on main house, 
outbuildings and garden walls. Look for any loose stone or 
areas in need of repair.

Window frames. Fill any cracks and put a coat of paint on 
wooden windows if needed. Extreme temperatures and wet 
weather can cause untreated wood to expand and rot. In 
addition, treating window sills helps prevent water and frost 
damage.

Guttering and drains. Clear guttering and drains of any debris 
such as leaves, mud and stones; they can block easily and 
freeze up.

Internal. Keep room doors slightly open to allow warm air to 
move around the house.

Fuse box and electrics
Electrics are a major source of insurance claims. If you haven’t 
done so in a while, get a registered electrician to check the fuse 
boxes and wiring in your properties.

All this might be old hat to you, but you would be surprised to 
hear how many people don’t make an effort to prevent these
issues. I like to think ‘prevention is better than cure’. The 
tips outlined above could save hundreds if not thousands of 
pounds … especially when we are warned about a cold spell.

Finally, one of the most important tips is to ensure that your 
tenants remain safe and warm in cold conditions. Some of 
them might be vulnerable. Staying in contact with your tenants 
will help to maintain a good tenant / landlord relationship. 

I hope you have found these tips of some use and that they will 
save you a little time and a lot of money in the future. 
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Having won Young Entrepreneur of the year 
in 2013 it was an honour and privilege to 
be nominated and then invited back last 
month, five years later, to compete against 
the heavyweights in the 2018 Entrepreneur 
of the Year. 

The level of competition was phenomenal. 
We (ie, the PPN UK group of businesses) 
were very proud and fortunate to be 
recognised among them. Taking home the 
award on 23rd February was another game 
changer for us as it acknowledges all the hard 
work our teams deliver year in, year out. 

Post-awards and amongst the 
congratulations, a lot of questions 
came my way as aspiring property 
entrepreneurs attempted to 
decipher the ‘silver bullet’ and 
‘secret sauce’ that separates 
those that get out of the
blocks and go the distance 
from those who have the best 
intentions but fail to pull the trigger.

The truth is, success and failure 
are both very predictable. So getting 
where you want to be in business and 
property is far more predictable than 
you think.

Within this article, in answer to some of the 
questions I’ve been asked, I’ll use elements 
of the Property Entrepreneur methodology 
to identify what enabled PPN UK to go from 
a concept and start up in 2012 to a national, 
multi-million pound leading UK property 
group five years later. 

The “Property 
Entrepreneur’s Journey”
Whether you are approaching business and 
property for the first time or established in 
the industry and ready to take your business 
to the next level, the “Property Entrepreneur’s 
Journey” is a predictable experience. It 
consists of three levels, four seasons and five 
challenges. This blueprint and methodology 
is available free of charge from Property-
Entrepreneur.co.uk, but right now I want to 
share how PPN UK has implemented it over 
the past five years to become the award 

winning group we operate today.

The secret to success 
is a never-ending story
As property entrepreneurs, you will 
require drive, discipline, dedication, 
persistence, unwavering belief and 
a high pain threshold as you ride 

the ongoing rollercoaster of business. It is not 
for the fainthearted.

That said, there are only five core elements 
that need to be applied to take your property 
business from idea and graft into established 
business with reward. I have used the 
methodology myself to build 15 companies in 
15 years, and seen hundreds of other aspiring 
property entrepreneurs use it too.

The five core elements
These elements enabled us to start PPN UK 
then scale it to double in size every year for 
five years. Master each of these in turn, and 
they will form the foundation from which your 
venture will thrive. 

1. Strategy 

This may sound academic, but don’t start 
until your strategy is finished. 

Being able to cut through the excitement of a 
venture, the noise of your market and the gut 
feeling of what you should do is an invaluable 
skill set. Be highly strategic in all that you do.

VISION 

In 2011 I spent a year studying the property 
market, its economics and the commercial 
landscape before we started. With this high 
value insight under our belts, we knew where 
we were going.

 

The Secret to Success is 
a Never-Ending Story
By Daniel Hill, ENTREPRENEUR OF THE YEAR 2018

egular contributor Daniel Hill recently won the Entrepreneur of the Year 
award, a well-deserved recognition of his achievements over the past few 
years. In this article, Dan outlines the resources and processes – both 
mental and physical – that have led him to win this prestigious award.
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In 2012 I took a blue pen and on a white 
board in the office and drew our vision for 
PPN UK. We then obsessed on this, adjusted 
as we went along and continued to refine 
it. Five years later, it is this same vision that 
now exists in the tangible form of PPN UK. 
Alongside the vision and the value this 
process brings, a framework of solid, well-
considered commercials must underpin 
these intangibles.

BUSINESS MODEL 

Your business model is without a doubt 
one of the most valuable assets you can 
develop. It is a major component for 
building a property business that is not only 
profitable for today, but also sustainable for 
tomorrow.

Your business model is the architecture and 
framework that underwrites everything you 
do to ensure it is viable, profitable and 
actually works in practice.

You can read more about this in the 
“Property Entrepreneur’s Journey” 
material but the key considerations here 
are the distribution of your focus, your 
positioning in the market, commercial 
balance, revenue streams and target 
margins. 

PPN UK has been very deliberately scaled to 
a ‘sweet spot’; poised to generate cash flow, 
profit and asset returns across a variety of 
sectors. A spread of risk profiles each 
strategically rides its own ‘crest of a wave’.

Nail this and you’re already operating in the 
top 10% of our industry.

2. Systems 

During the early start-up phase of building 
your property business, assuming you 
identify your path and gain traction, your 
progress will largely be defined by the 
volume of energy and time you throw at it. 
Regrettably, this is somewhat short-lived. 
The honeymoon period of adrenaline-driven 
entrepreneurship, development and growth 
is quickly replaced by the day-to-day grind of 
delivery and management. This happens to 
the best of us: you’ve hit capacity.

Thankfully, in 2018 systems are no longer 
the capital- and labour-intensive goliaths 
they once were. Following cyborg-like 
advancement, we now have more bandwidth 
and power at our fingertips than was used to 
get man on the moon. 

You 100% need systems to move things 
forward in your business. A word of advice 
though (namely from my own mistakes!) … 
don’t try to recreate the wheel. Track your 
time, establish where the thief of your time 
resides, and get yourself an off-the-shelf, 
cost-effective plug-in solution to claim it 
back. 

We have gone through all three levels of the 
“Property Entrepreneur’s Journey”. The step 
changes have certainly not been without 
challenges at each phase. 

Processes will break, you’ll make mistakes 
as you tread new ground and change will 
create resistance within your teams and 
even your client base. Once you have 
committed to the next step in your business, 
trust the process, find the systems then get 
your head down and drive it through.  

Once you’ve come out the other end, you’ll 
wonder how you ever survived at the earlier 
stages!

If you want to build a property business 
rather than create a job, be strategic. 

Work on it, not in it. 

3. Finance 

This might sound blasé, but there is money 
everywhere. Your challenge, should you 
choose to accept it, is to master the 
markets, margins and models to get as 
much of this flowing into and through your 
property business as possible. 

There are the two headline elements to this: 
capital and cash flow.

Capital. Businesses can be pretty capital 
intensive. Funds are required not only for 
the properties you want to acquire, but also 
for growth costs including team, resources, 
overheads, and concepts that may or may 
not work. Often this capital is required 
before you even have the revenue to justify 
it. Thankfully there are 101 funding options 
out there now, many of which are cheap and 
low risk. How much capital do you need?

Cash flow. This is the life blood of your 
business. Make sure you have solid cash 
flow streams to give you confidence and 
security in the business you are building, 
specifically its sustainability in the future. 

At the PPN UK group of companies, 
Multi-Let UK is our cash flow business. 
The security in this business comes from 
nearly 1,000 contracted revenue streams. 
These provide the confidence we need to 
employ sizeable teams across the UK and 
take on the associated overheads involved 
in running it.
 
Find a solid cash flow model with strong 
margins and use this as the foundation from 
which to build up your business. 

Don’t go into small margin sectors. Granted, 
if you’re doing 10%-15% net profit a year in 
the UK, you’re up there with the best of them 
in 2018. Challenge yourself, however, and 
see how high you can push this. 

“If you want to 
build a property 
business rather 

than create a job, 
be strategic”
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20%-40% is achievable when you have a 
solid business model – and know where 
to fish. 

4. Recruitment 

You could be the best footballer in the world, 
but you can’t win the game on your own.

In the early days when your margin is your 
salary, there will be a period of
indecisiveness where building a team is 
viewed as risky and expensive. In today’s 
market, you can de-risk this phase 
reasonably effectively by using freelancers, 
virtual support, pay-as-you-go suppliers and 
performance-related pay contracts.

My advice during this phase would be to 
scrutinise the surrounding numbers and 
understand the revenue you need to 
generate to drive it through to the next level. 
Then commit and push through. 

When you get through to the other side, your 
mindset will have shifted from viewing your 
team as an expense to a high value 
investment. This will be a game changer for 
you.

Using this model at PPN UK, it took us a 
year to hire our first full-time employee. 
In the two years that followed we
recruited over 30. That’s the only way 
we could achieve the growth rate and 
trajectory we aspired to. 

As the business has grown, we have learned 
a lot about how to manage the 
enterprises and lead the team. Now we 
spend a significant amount of time 
investing in our people and developing 
and protecting our culture. 

Recruit talent, train them well, provide 
enough runway for them to progress and a 
culture to thrive in. Arguably a tall order but 
the results when you do will never cease to 
amaze you. 

Talent flows. It will flow either through 
or out of your business. 

5. Sales and marketing

Last but not least, we all need a solid 
pipeline of leads and sales into our property 
businesses.

Much like modern-day systems, today 
we are seeing lower barriers to entry in 
achieving this pipeline in an industry and 
time where perception can arguably be very 
much the reality.  

Without a doubt, positioning within our 
industry is one of the highest value 
approaches you can take right now. 
Use the tools at your fingertips to establish 
yourself as a key person of influence. Raise 
your profile, build trust and do what we say 
on Property Entrepreneur - ‘create an 
audience’. 

Within our own group, we have used all of 
the media channels available in recent years 
to raise our profile, develop our position 
and fashion own our niches in the market. 
Producing high value content, publish-
ing relevant and up-to-date material and 
partnering with industry leaders is one of the 
highest returns on investment we 
consistently see. This has been one of the 

most effective ways of fast-tracking our 
progress as we’ve scaled.

Are you shouting your message from the 
rooftops … or watching from the social 
shadows?

Get posting!

Summary
Whilst high level, the above insight into the 
“Property Entrepreneur’s Journey” follows 
a very structured model that you can easily 
replicate in your property businesses. The 
methodology has been used by market 
leaders around the UK and is far more 
straightforward than you may think.

Success and failure are both very 
predictable!

Thank you all for your congratulations in 
recent weeks. It’s been a pleasure to share 
the journey with you all in recent years, and 
I look forward to working with many of you 
into 2018/19.

I wish you the very best of luck. 

All the best,    Dan 

YPN Says
Congratulations to Dan from all of the 
YPN team! We are delighted to see 
that his work is gaining recognition 
and being acknowledged by the world 
beyond the property industry. 

His commitment and energy has been 
as important as his business model on 
the road to success. In addition, he has 
been generous in sharing a great deal 
of what he has learned in the pages of 
YPN, from operating HMOs to larger 
refurbishments to entrepreneurial and 
business strategies. Best wishes 
for future success … 
and more case 
studies!

Contact
If you’d like to learn the details behind 
the Property Entrepreneur Methodology 
and how to apply the blueprint to 
your own property business, visit 
Property-Entrepreneur.co.uk to 
download all the information you need. 
And if you’re available on the dates, join 
us at one of two events we will be 
hosting this year. Places are first come 
first served but are available to be 
booked online now. 

http://ppn.co.uk
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A recent report published by Knight Frank has 
identified hotspots in residential development 
in London ranging from Southall in the West 
of London to Tottenham Hale in North London 
and West Ham in the East End. These have 
been selected by a combination of improving 
transport infrastructure encompassing the 
opening of The Queen Elizabeth Line 
(Crossrail) and local regeneration schemes.

Research published by Direct Line for 
Business identified Woodford, Leytonstone 
and Redbridge as property hotspots and 
found that locations with underground stations 
on the Central, Jubilee and Piccadilly lines 
offer the best investment opportunities.  
Transport hubs such as Kings Cross are 
often at the centre of regeneration schemes 
providing new housing and new facilities 
including office and retail space. Another 
promising location in London is Barking where 
11,000 new homes will be built on the bank 
of the Thames. A new overground station 
will connect to Central London in 22 minutes. 
Lucinda Turner, Director of Spatial Planning 
at Transport for London, commented “This is 
an incredibly exciting project for Barking and 
Dagenham, it will be a vibrant new area of East 
London. Our improved transport connections 
will be vital for those who live, work and visit 
there.”

HS2 will start from London Euston where the 
existing station will get a makeover. The next 
stop will be Old Oak Common where a 
new transport hub will be built in addition 
to stations for Crossrail and an overground 
service. 25,000 new homes will be built and 
according to online estate agent Tepilo, prices 

have already started to rise in this increasingly 
popular part of North West London. Tepilo also 
forecast that the arrival of HS2 in Birmingham 
will give a significant boost to house prices in 
the city even though it is a decade away. Jamie 
Adam, Head of Residential Development Sales 
in the North of England for Savills commented 
“When	there	is	confirmation	of	the	second	
phase	of	HS2	linking	Birmingham,	Manchester	
and Leeds I would expect a similar effect on 
house prices as experienced by Reading at the 
inception of Crossrail.” 

The latest statistics in the UK All City House 
Price Index published by property market 
analysts Hometrack confirm the continuing 
trend for strong growth in the London 
commuter towns. The latest year-on-year 
house price growth in Milton Keynes was 
10.6% with an average house price of 
£270,000. Peterborough and Northampton 
were in second and third place with average 
house prices of £173,000 and £197,000 and 
a year-on-year growth in house prices of 8.6% 
and 8.5%.

The year-on-year growth in house prices in 
the outer London boroughs continues to be 
higher than inner London as people move out 
in search of cheaper housing and are therefore 
likely to have a longer journey time to work. 
However, in line with the general trend in 
London house prices, the year-on-year 
increase in the outer London Boroughs has 
plateaued out to around 2% compared to 
around 5% in the previous year. According 
to statistics from the Office for National 
Statistics (ONS), several thousand people 
relocate every year to districts just outside 
London such as Thurrock, Epping Forest, 
Medway and Dartford.

The same trends are apparent in many of the 
major regional cities as people move from 
the city centres to the suburbs or even further 
out to commuter towns. A report published 
by Lloyds bank entitled The Affordable Cities 
Review found that the average house price in 
the major cities has increased by 36% in the 
past five years to £232,945 whereas average 
city earnings have increased by only 9% to 
£33,420.

What are the implications of this for BTL 
investors? First, before making a new 
investment, research existing and planned 
improvements to transport infrastructure. 
Second, are adequate improvements in 
transport infrastructure included within 
regeneration schemes? These do not have to 
consist of major transport projects, residents’ 
parking zones, cycling facilities and new bus 
routes are also important. Third, investigate 
the possibilities for investing in suburbs and 
towns that are popular for commuting, they 
may offer a higher rate of return than city 
centres.

The Buy-to-Let 
Market Overview

          By Chris Worthington

he theme of this month’s article is transport and the impact of transport links on 
the BTL market. It is well known that transport links are a key driver for economic 
development and the housing market is no exception to that. First, a round-up of 
new transport infrastructure that is either built or at the planning stage, and of 
transport links from commuter towns.

A recent article in the Bricks and 
Mortar property supplement in The 
Times reviewed the London commuter
towns of Hatfield, St Albans and 
Beaconsfield. The journey times 
to London from these towns are all 
around 20-30 minutes but Hatfield has 
lower house prices with an average 
price of around £320,000. However, 
St Albans and Beaconsflield are more 
attractive towns with historic town 
centres and better amenities. 
In Liverpool significant price growth is 
expected in the suburbs of Woolton, 
Mossley Hill and Calderstones, while 
in Birmingham the affluent town 
of Solihull has benefited from a 
ten-minute journey time to 
Birmingham Moor Street. The Times 
also reported that in Lancashire, 
improvements in transport 
infrastructure are increasing buyers’ 
confidence in towns close to 
Manchester such as Oldham, 
Rochdale, Stockport and Stalybridge, 
while Swinton, Shaw and Bury benefit 
from the Metrolink.
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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 ... 
Chepstow and the Forest 
Severn Bridge tolls abolished 
There is less than a year to go until drivers will benefit from free travel into Wales across 
the Severn Crossings thanks to the UK Government’s promise to abolish the tolls by 
31st December 2018. Secretary of State for Wales Alun Cairns said “the major level of 
tolls on the Severn Crossings have represented a drag and barrier to Wales’ economic 
growth for over half a century. In less than a year we will see the biggest economic 
stimulus for South Wales and the Valleys for decades.” 

The minister has invited local partners and businesses from South East Wales and 
South West England to explore how links between the two economies can be 
strengthened ahead of removing the tolls. This will cement the ties between the 
economies and communities of South Wales and South West England, creating a 
growth corridor spanning from Cardiff through Newport to Bristol.

The decision will strengthen the economic links and prospects of the South Wales/
South West natural corridor, boosting the Welsh economy by an estimated £100m 
and generating thousands of pounds of annual savings for regular motorists and 
commercial traffic. Regular motorists are set to save over £1,400 pa based on a 
monthly charge of £117.92 over 12 months.

Commuting from Chepstow and the Forest of Dean to work in the economic 
powerhouse of Bristol is already popular with people who have made the choice to live 
in a smaller town or, in the case of the Forest of Dean, an exceptionally attractive rural 
area. The abolition of the bridge tolls will be an additional incentive for commuters to 
make that choice, but what can they expect to find in terms of lifestyle and housing?

Chepstow
Chepstow is in Wales in the 
county of Monmouthshire. 
According to the 2011 
census the population is 
12,350. It is on the Western 
bank of the River Wye and 
was historically a centre for 
shipbuilding with a port 
trading mainly in timber. 
The local economy includes 
some manufacturing but the main industries are distribution, retail and tourism. 
Tourist attractions include the Norman castle, the 13th Century town gate and 
the cast iron bridge over the River Wye. Built in 1816, it is the world’s largest iron 
arch road bridge. Chepstow race course is the home of Wales’ most prestigious 
race meeting, the Coral Welsh Grand National. The town centre has over 130 shops 
and 100 car parking spaces. St Mary’s Street is pedestrianised and has a range of 
independent shops and restaurants. 

Chepstow is 18 miles from Bristol, 18 miles from Newport and 31 miles from 
Cardiff. Junction 2 of the M48 is not far from the town centre, connecting Chepstow 
to the M4 and the Severn Crossings. The A466 connects Chepstow to the Wye 
Valley; to the North East the A48 links Chepstow with Gloucester. Chepstow 
Railway Station is on the main line between Maesteg and Cheltenham Spa. Most 
connections with Bristol Temple Meads are via Newport or the Severn Tunnel 
Junction, eight miles from Chepstow.

The average house price in Chepstow is around £250,000, the average rent is 
approximately £8,600 pa giving an annual rental yield of 3.5%. By comparison the 
average house price in Bristol is around £300,000, the average rent is £14,520 pa 
giving an annual rental yield of 4.8% (source: www.home.co.uk).

A new waterfront development at Severn Quay offers a range of apartments, mews 
houses and town houses from around £300,000 to £525,000. 

The Forest of Dean
The Forest of Dean is situated just north of 
Chepstow, in Gloucestershire. It consists of 43 
square miles of mixed woodland and is one of 
the few surviving ancient woodlands in England. 
Historically the main industries were forestry, 
charcoal production, iron working and coal 
mining. The last commercial iron mine closed in 
1946 and the last large colliery closed in 1965. 
As the traditional industries have declined, the 
focus has shifted to leisure and tourism 
including hiking, caving, horse riding and fishing. 
Some high technology companies have moved 
to the area, attracted by the skilled workforce 
and grant aid.  

The average house price in the Forest of Dean 
is around £180,000, the average annual rent 
is approximately £6,250 pa giving an annual 
rental yield of 3.5% (source: www.home.co.uk). 
A wide range of housing is available including 
large detached houses in rural locations priced 
upwards of £300,000. Smaller houses and 
apartments are available in the towns and 
villages including Lydney, Cinderford, 
St Briavels, Clearwell and Coleford.

Commuting and the economic impact 
of the abolition of the tolls
Significant numbers of Chepstow and Forest of Dean 
residents work outside the area in Gloucester, 
Cheltenham, Bristol, Newport and Cardiff. Abolition of 
the tolls will be an incentive for more people to move to 
the area and commute to Bristol. House prices in 
Chepstow are considerably lower than Bristol; prices in 
the Forest of Dean are even lower. 

However, an increase in commuting will not be the only 
impact of the abolition of the tolls. The overall aim is to 
strengthen the economy of the sub region and the 
abolition of the tolls will benefit the local economy 
through an increase in the number of businesses moving 
to the area, and an increase in the number of tourists. 
The opportunity for BTLinvestors lies in the low cost of 
housing and the expectation that house prices and rents 
will increase as more commuters are attracted to the area 
and the local economy benefits from improved links to 
the sub region. 

mailto:chrisworthington32%40yahoo.com?subject=
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Why sourcing?
• Additional income streams
• Quit your day job
• Great access to deals for yourself
• Build seed capital
• Work your own hours
• A way to attract potential JV partners

There are many other reasons in addition to 
the above. Initially for us it was the additional 
income that it provided. As we improved, 
however, it also became a great way to at-
tract potential JV partners.

Skills that make 
good sourcers
So what qualities/skills do you need to be a 
good sourcer? I believe that you need to be 
good at five main skills:

• Communication

• Negotiation

• Finding deals

• An understanding of different  
 strategies and different ways of  

securing the deal. The more strategies 
you understand, the more opportunities 
that will present themselves

• Becoming the local expert in  
 the area you are sourcing

The sourcing 
process
Here is the typical process for sourcing 
a deal:

• Finding your patch

• Marketing – find deals and get the   
phone ringing

• Phone enquiries – make sure you have  
a system for handling leads. A script  
can help with this, particularly in the  
early days

• Research – check comparables for the 
property, and also check the title deeds

• Add the potential deal to the database

• View the property

• Build rapport with the vendor

• Assess how much refurbishment   
work needs to be done

• Make an offer

• Secure the deal – use an option or lock 
out agreement where appropriate

• Appoint a solicitor for the vendor and  
get legal pack sent out

• Find an investor – present the deal   
to them and sell it on

• Have a sourcing agreement ready and 
charge a commitment fee

• Instigate a Memorandum of Sale –  
instruct both solicitors

• Deal progression – stay in touch with 
both sides

• Exchange/complete

• Get paid!

• Hand the property over to the refurb team

• Refurb progression – stay in weekly  
contact with the team and with the buyer, 
and send photos of progress

• Complete the refurb

• Get paid again!

• Hand property over to the lettings team

• Maybe get paid again and again   
and again … 

A Deal Sourcing 
Masterclass

By Mark Lloyd

hen my business partner, Jackie Reeves, and I started investing in 
property, we also started a property sourcing business. We needed to 
produce a certain level of income in a relatively short time frame, and we 
could not see how that could be achieved solely through investing and the 

cash resources we had available at the time. Little did we realise the number of 
opportunities this would create for us.

Why should you consider property sourcing 
as part of your investing business?
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Mark Lloyd is co-founder of Property Mastery 
Academy and one of the main mentors behind 
their award-winning Mentorship Programme:  

www.propertymasteryacademy.co.uk

The ‘Rolls-Royce’ sourcing model
What does a typical sourcing model look like? This really depends how 
‘professional’ a business you want to run. Below is what we call the ‘rolls-royce’ 
sourcing model:

Research Days (sometimes also referred to as Discovery Days) are where you 
will invite investors to your area and give them reasons as to why they may 
want to invest there. You will show them around the area, point out the good/
bad areas, discuss deals, showcase refurbs, run the numbers, etc.

You would charge for the day and limit numbers to one or two investors. Why 
charge? You will be imparting a lot of knowledge on the Discovery Day so you 
need to receive some recompense. You can always offer this as a money-off 
incentive should they decide to purchase a property from you. You might ask 
why limit numbers to just one or two investors? There are many reasons, but 
the main ones are:
 
1. You will be able to build better rapport, for them to get to know, like and 

trust you. If you can do that, then they are more likely to buy from you. 
That is very difficult to do with a bus full of investors!

2. The more investors you have, the more chance there is of a dissenting 
voice, which then makes it very difficult to build relationships.

Remember, sourcing is essentially a sales business – BUT – in order to build 
trust with your investors, you need to be totally transparent with them.

Potential earnings
 
Aim to be different from your competition and give 
investors a reason to buy from you.

Once the investor has purchased a property through 
you, then offering to manage the refurbishment will 
produce another income stream. If operating
correctly, you will have built up a good local power 
team as you could potentially have a number of 
refurbishments on the go at any one time. Offering 
a professional service here will also mean that the 
lettings (should you decide to go that far) will be far 
simpler too, as you will know the quality and level of 
refurbishment that has been carried out.

What are the potential earnings for a sourcer? Well 
let’s take an example of one research day per month, 
sourcing one deal per month, one refurbishment per 
month and one letting per month:-

Research Day – say - £300

Sourcing Fee – say - £3,500

Refurb Management – say - 
£1,000 (based on £10k refurb)

Lettings Management – say - 
£100 per month (based on £1,000 pm rental)

This equates to an annual (gross) income of circa: 
£58,800, which for most people is a good income 
and more than a lot of investors earn! It is, however, 
very much an active income, and if you stop then you 
stop earning.

So how do you take sourcing to the next level? Once 
you have become proficient at finding deals (as we 
did) then you start to question why you are passing 
on some very good deals to other investors – 
particularly if you are looking to build your own 
property development/investing business. IF the 
deals stack up, as they should, then do you think 
finding JV partners will be easier – particularly if you 
have built up a sourcing business as above? You will 
have developed some very good skills in the process 
and therefore will have more to offer a potential JV 
partner than just the deal. Good deals will always 
attract money.

Be compliant
Lastly, to do this properly, you need to have certain 
things in place to in order to be compliant:

1. Register with HMRC for Anti-Money Laundering

2. Register with a Redress Scheme,   
such as The Property Ombudsman

3. Obtain Professional Indemnity Insurance  
(some Redress Schemes will require this)

4. Register with Data Protection Registrar.

Finding properties
There are many ways to find/source properties, and below are just a few:-

• Goldmine advertising
• Landlords
• Empty homes list
• HMO list
• For sale by owner
• Internet leads
• Sending out leaflets

• Websites – online estate agents
• Estate agents
• Letting agents
• Auctions
• Other sourcing agents
• TTP – Talk to people (Everyone)
• Administrators

http://propertymasteryacademy.co.uk


68

Sourcing tips
international clients
Geography. Be prepared to work on a wider 
geographic scale than when working solely 
with UK investors.

When we started out pre-credit crunch, the 
London property market was booming. It was 
the sole focus for many international investors. 
However, the market crashed and along with 
the new laws and regulations that were 
imposed afterwards led to a decrease in 
demand for prime London property.

As yields fall in one area you will need to look 
beyond that market for opportunities in other 
major cities. Even if an investor initially says 
they want to invest in London, you might have 
to propose alternative cities where property is 
cheaper and they can get a better return.

ROI. Clients want a good return on 
their money.

In the case of international clients, this can be 
more important than the property itself. 
For example, going back to the question 
of geography above, some international 
buyers are only attracted to investing in 
London. Sometimes though, they have an 
unrealistic set of criteria. So it’s not uncommon 
for us to guide them away from areas such as 
Mayfair, and suggest other boroughs where 
there are more properties that meet their 
conditions. Value for money is paramount.

Listen to the client. You must meet your 
client’s needs, preferences and expectations.

The question of value for money is crucial 
and must be balanced against their investing 
objectives. There’s no point in us trying to 
persuade them to do something they’re not 
comfortable with as we would end up losing 
our integrity. Our job (and yours, if you’re a 
sourcer) is to work alongside a client and 
guide them in the best direction.

Holding structure. Be prepared to help set up 
a limited company, or whatever structure that 
work for the client, to facilitate the purchase.

It’s common for us to assist clients with their 
UK banking requirements and create the 
necessary agreements and so on. This can get 
more complex if the client wants or needs to 
use a limited company structure to hold the 
property.

Be compliant. As a UK property sourcer you 
must have Professional Indemnity Insurance, 
be registered with the Data Protection 
Registrar and HMRC for Anti-Money 
Laundering, and be a member of a Property 
Ombudsman Scheme.

Sourcing 
for Clients
Tips for Working with Investors at Home and Abroad
Following on from last month’s in-depth article by Tina Walsh on How to be a compliant 
property sourcer and Mark Lloyd’s Deal sourcing masterclass article in this issue, we 
wanted to take a look at the subject from a different perspective. More specifically we 
thought it might be worth finding out more about ways of attracting and working with 
both international and UK-based investors, and how to keep the right balance of deals 
in the pipeline.

In this article, we are joined by Alexander Cohen from sourcing company One & Only Pro, 
who discusses what they do and how they work, and also offers up a few tips garnered 
from their years of experience. As most of One & Only’s clients are international buyers 
looking for property investments in the UK, they reveal some of the differences in working 
with investors from home and away.

Over to Alexander …

About the business
I have been trading properties around the UK for several years alongside developing a 
small portfolio of my own. A few years ago I took this a step further and set up One & 
Only Pro with my business partners. The original – and ongoing – purpose of this 
business was to assist high net worth individuals who wanted to acquire investment 
properties, by offering them a ‘one-stop-shop’ approach.

The international aspect of the business came as an accident – some of our existing 
UK clients had contacts abroad and referred us to them. Consequently we realised that 
many international investors wanted and needed support to source, acquire, let and 
manage properties, and our business gradually expanded in that direction. We help 
them through every step of the process – not just finding a property, but arranging a 
conveyancer, setting up appropriate bank accounts and being there for them until the 
transaction is complete. And beyond of course if we are letting and managing for
them as well.
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Contact
For more information, you can contact 
us by emailing Elaine Cotterill, or visit 
our website.

E:  elaine.cotterill@oneandonlypro.com
W:  oneandonlypro.com

We have created a blogging area on our 
website where we have monthly 
contributions focusing on different areas 
of the UK. We are looking for area 
representative bloggers who can submit 
monthly posts about their local market. 
For example, writing about details such as 
average rental returns, prices, specific areas 
of demand. This opportunity may lead to the 
utilising of services to source properties. 
If you’re interested, please contact Elaine 
for more information.

Sourcing is a property 
strategy that you can start 
with very little outlay. It can 
also be very lucrative. To 
become a sourcer, you will 
have to register with the 
appropriate bodies to stay 
on the right side of the law. 
Providing good customer 
service to your investor 
clients is crucial, as is getting 
the right balance of property 
pipeline vs buyers.

The process
When it comes to sourcing properties for other 
people, you need to be able to secure the property 
in order to handle it in the interim period on behalf 
of your client. Our method is to use a lock-out 
agreement and effect a straight purchase. The 
lock-out agreement reassures the vendor that 
we’re not wasting their time. The client then funds 
the deposit, and we manage the purchase process 
from there. In effect, in this role, you’re acting as an 
intermediary between buyer and seller. 

If you continue to support clients post-purchase, 
you will most likely need to manage a refurb on 
some of the properties. For this, we turn to agents 
who contact local contractors to get quotes, while 
we continue to liaise with the client. Once the client 
has approved a quote, we then organise the works 
and make sure they’re done to the right standard 
before the property is rented out.

Home vs away
Through experience we have found that there are some 
differences in dealing with UK-based vs international clients. 
The latter tend to look for an efficient service to help them buy 
an investment property quickly and easily – they’re cash rich, 
and need a company they can trust to find the best property to 
fit their criteria.

UK investors on the other hand like to be more involved in 
making decisions about the properties. They’re aware of the 
strategies and market trends, and are therefore much more 
specific about what they want and the ROI they expect. Most 
of our British clients come to us because they want to invest in 
an unfamiliar area – for example, Londoners who want to get 
better value for money outside of London, or parents who want 
to buy a property for a child who is going to university.

The importance of 
customer service
I mentioned earlier about listening to 
your client. For any product or service, 
the client is key. Sourcers must be led 
by the client and their requirements, 
that’s our guiding principle. There’s no 
point in providing a property where 
we think we might be able to get a 
better commission, or providing a 
conveyancer because they will pay 
us more. That will damage the 
relationship. If you’re in this for the 
long term, you have to focus on the 
client and foster a reputation for 
solid, reliable performance.

Each client has a set of individual 
needs or criteria. Some want to 
acquire a large portfolio consisting of 
different properties; others might only 
want to purchase one large, expensive 
property. It very much depends on 
their personal circumstances.

Another tip is to know your limits and 
not to take on too many clients. We 
have around 60 active clients on our 
books at a time. Our practice now 
when we’re at maximum capacity is to 
take the potential clients’ details and 
get back in touch when we have more 
availability.

When dealing with clients, don’t try 
to be too much of an expert. Many 
of them will have a background in 
business, and will be very
knowledgeable and on the ball. Work 
alongside them, don’t patronise, and 
make an effort to appreciate their 
background and speak in a way that 
they understand.

Balancing the pipeline
While the optimum way of working is to go out and find a property that matches a client’s needs, 
it is essential to maintain the balance of keeping a flow of suitable properties coming in.

There are numerous ways of finding properties and there is plenty of advice and information 
available on the subject. Over the years we have built up good relationships with agents, 
particularly in London, to the point where they now often approach us before putting a property 
on the market. They know that we always have a pipeline of buyers.

Because we’re always actively looking for properties, 
we also keep a list of investors and notify them of 
new deals; someone will usually be interested in 
the “non-commissioned” properties. One thing we 
rarely do, though, is to purchase new builds as 
these tend not to be suitable for most clients.

One risk is that of a property being down-valued 
at survey. It doesn’t happen often, but on the rare 
occasion it does and a client decides against it, 
we circulate it out to a list of cash buyers who can 
be ready to step in right away and pick up the deal.

mailto:elaine.cotterill%40oneandonlypro.com?subject=
http://oneandonlypro.com
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This month, Paul Absalom of EliteLandlords.co.uk 
answers your questions about insurance. Elite 
Landlords is operated by Acorn Insurance 
Intermediaries Ltd, who have been providing 
independent insurance advice to landlords for 
over 18 years.

Acorn operate several national schemes for landlords covering 
all aspects of insurance and protection for both residential and 
commercial property, as well as operating individual property 
cover for BTL landlords and investors. Their experience also 

extends to include professional indemnity and 
management liability, together with public and 
employer’s liability for tradesmen and contractors, and 
also all-risks and property developers’ specialist covers. 

I’m setting up a serviced accommodation business. 
What insurance do I need for the properties and for the 
business? 

By offering this type of letting option, you will be acting as the managing 
agent and facilities manager as well as the letting agent. Not only will 
you need to inform the current buildings insurer of the specific tenure 

and nature of the arrangement, but you also have the additional implied liability of 
providing the surrounding “professional advice” associated with these serviced lets. 

You will undoubtedly need the basic Public and Employer’s Liability as well as 
Professional Indemnity (PII) plus the usual Buildings Structure insurance. Please be 
aware that any insurer covering the Buildings Structure will need to be advised that 
you are providing serviced accommodation as this is classed as “non-standard” 
and may need referring to underwriters to ensure full cover will operate in the event 
of a claim.

This is something we are increasingly being asked to deal with these days. PII will 
cover you against the financial impact of giving incorrect advice or making a 
professional error or omission which then gives rise to a financial loss claim against 
you. This is completely different to Public Liability insurance (PL) which only extends 
to cover third party bodily injury or property damage physically caused by you in your 
duties carrying out your day-to-day business activities.

If a tenant “trashes” a 
property and it costs 
£1k-£2k to put right, is it 

worth claiming on the insurance? What 
will the impact be on the premiums?

Not all landlord policies include 
damage caused by the tenants 
themselves or people lawfully 

entitled to be on the premises. So firstly check 
if your policy includes this important cover. 
If covered, claiming should not prejudice your 
position; after all that’s why you pay for 
insurance.

Most landlord policies do not have a 
“No Claims Bonus” (as with vehicles) so one 
or two claims should not affect the insurer’s 
position or your premium. However, if a pattern 
seems to appear, or several similar claims 
occur on the same property, alarm bells will 
start ringing with underwriters who may feel 
that you are not making adequate provisions to 
restrict or stop a re-occurrence.

In these situations it is more likely a higher 
claims excess may be applied at renewal. It’s 
not uncommon for a standard £100 excess to 
be increased to £500 or even £1,000 for any 
malicious damage claim if there is a history of 
problems. We have even seen an “exclusion” 
for certain type of claims be applied in extreme 
circumstances. Having said this, some 
individual BTL policies do have an 
underwriting discount applied behind the 
scenes for “no claims”, so any claim may 
impact that “hidden” discount, effectively 
increasing your premium at renewal. 
To be 100% sure, discuss actual individual 
circumstances on your own policy with your 
provider.
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I have tenants in a first 
floor leasehold flat. 
There has been a leak in 

the flat upstairs which has caused 
damage in my property, but the 
upstairs residents are refusing to 
pay to fix the damage. Can I make a 
claim against my insurance policy?

Yes … however, cover will be 
restricted to the damage 
caused by the water to your 

flat and not extended to fix the actual 
leak itself. Your insurers would want 
confirmation that the actual leak had been 
fixed prior to paying out, as if it had not 
been fixed what would stop a re-occurrence 
of the same issues later?

This is a known and well understood 

problem, and is one of the reasons that 
Blocks of Flats are insured in their entirety 
in England, Wales and Northern Ireland. 
This way, any claim will be made on the 
block policy which should additionally have 
as standard “Trace & Access” cover to 
pay for the leak to be found and isolated, 
as well as material damage cover for not 
only your flat but also residual damage to 
upstairs accommodation and any affected 
common parts of the building.

I want to invest in commercial property. Could you 
advise what insurance I will need as the commercial 
landlord, and what the commercial tenant should 

have? Will my insurance vary according to the tenant’s business?

Buying commercial property has essentially the same insurance 
issues as residential let property. You need to protect the building 
fabric itself (Buildings cover) for all perils and in addition cover 

the loss of rent to you following a claim. So if a fire, flood or other insured peril 
prohibits the tenants being able to occupy the building, your income will be 
protected.

It is typical for the full annual rent under the lease to be covered for up to a 
two-year period enabling the property to be repaired or rebuilt if necessary and 
to reimburse you as the landlord for the loss of rent during that period. 
As well as material damage to the buildings you will also need 
Property Owner’s Liability, effectively extending Public 
Liability cover on any matter relating to the actual 
property itself. In addition, you may also wish to 
consider adding Legal Expenses cover, which 
will give access to free legal advice on various 
aspects of your let business and its 
professional interaction with your tenants. 
Some more expensive policies also include 
help in recovering rent arrears and eviction 
proceedings.

Premiums will definitely reflect what type of 
business is being operated at the property. 
For example, a metal fabricators with welding 
being carried out in the building will be rated 
higher than a basic admin/office let. Even some 
retail businesses and restaurants are perceived to 
be a higher fire or theft risk than others so it is always 
worth asking. Some commercial leases allow to recover your 
insurance costs; some even are full insuring and repairing leases so this 
is something to discuss in detail with your solicitor before purchase.

The tenants themselves will need to consider their own position and insure 
their own business assets. This may include their own contents, fixtures 
and fittings and any improvements they have made to your building to 
accommodate their business activities. They also will need to insure either 
Business Interruption, protecting their own gross profit in the event a claim 
that prohibits them being unable to trade, or as a minimum Increased Cost 
of Working, which would pay a lump sum for allowing them to relocate 
elsewhere in the event of an incident that prevents them from trading in 
your building. It is not for you as the landlord to provide this additional 
cover for them. Your lease would (or should) limit 
your liability on these potential issues.

As a portfolio landlord with 
more than ten properties, is 
there a quick formula I can 
use to gauge good value on 
insurance cover?

In short, the answer is “no”, there is no 
magical formula which you can apply. 
As a landlord with a larger portfolio, 
time is one of your most precious 

assets. I would imagine you have also grown to 
value good professional advice from your 
accountant and solicitor and their collective advice 
has contributed to the success of your business. 
You now need to find and build a good trusting 

relationship with a regulated specialist 
professional broker who would be tasked 

on your account to provide you with 
the best insurance cover and explain 

the advantages and pitfalls of the 
myriad of different policies and 
schemes for BTL landlords 
these days. 

By going direct to an insurer, 
there are no advantages for 
a professional landlord. You 
would be required to prepare and 

submit presentations to a variety 
of direct insurers and review and 

repeat annually to be assured you 
were getting the best available terms. 

In addition, many top property schemes 
are exclusively operated by scheme brokers 

like Elite Landlords who have negotiated special 
additional benefits and enhancements for their 
landlord clients, which typically would not be 
available by going to the insurer directly.

Do you have a property question that you want to put to the experts? Send it in by 
email with the title “Quickfire question” to jayne@yourpropertynetwork.co.uk 
and we’ll forward it to the relevant specialist.

Hopefully the above answers give you an insight into 
some common general questions that come up from time 
to time. If, however, you have specific questions that you 
would like answered directly, please feel free to email the 
team at Elite Landlords who will be pleased to respond to 
YPN members free of charge. info@elitelandlords.co.uk    

mailto:info%40elitelandlords.co.uk?subject=
mailto:jayne%40yourpropertynetwork.co.uk?subject=
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hough this is a short 
book, it’s packed full 
of useful information 
“through the eyes of 

a builder”. Toby is not your 
normal run-of-the-mill builder. 
Although he has been in the 
trade all his life, he also has a 
number of qualifications to 
his name including an NVQ 
(bricklayer) and an HNC in civil 
engineering. In addition, he is 
also a qualified plumber, has 
worked as an estate agent and 
is also a property investor!

In Chapter 1, he focuses on 
finding the right property and 
assumes that you know what 
type of property you want and 
have your financials sorted out 
(deposit etc). He shares a 
checklist of questions to ask the 
agent once you have found a property 
you want to view – you can then focus 
your time on the actual first viewing. He 
suggests that you take someone with you 
as a sounding board and as a second pair 
of eyes on this first viewing. Where possible, 
try and identify the vendor’s motivation (to 
see if a cheeky offer might be accepted).

Make a list of internal and external works 
(pointing, roof condition, gutter condition) 
that need doing and then cost them out. 
Perhaps these are works that the vendor 
could do prior to purchase or perhaps you 
could re-negotiate the purchase price. He 
also suggests that you take a video on 
your phone, which you can scrutinise later 
together with the floor plans.

Chapter 2 focuses on the second viewing. 
Again, Toby shares a very comprehensive 
and useful list of what you should check 
on the second viewing. I must admit that 
I do check quite a number of things on 
his checklist (eg boiler, fuseboard, damp, 
cracks) but never to the extent of 
opening every window and checking every 
light switch and socket. It’s important to get 
an idea of what it will cost you to remedy 
the works and faults – you can do this 
through using individual trades or, as he 
recommends, use a builder to do this for 
you. Very few builders will accompany you 
to the viewings but can give you a rough 
cost based on the information/photos 
you provide.

If the offer is accepted, you 
may be able to get trades in for formal 
quotes before the conveyancing is 
complete, and perhaps even give the trades 
a provisional date for the work to start. 
If using a main builder, it’s imperative that 
you prepare the program of works; a useful 
“gantt” chart example of this is provided. 

As an investor, he makes a cheeky offer 
regardless of when the property came on 
the market and leaves the offer on the table. 
Do make the agent aware of what needs 
doing and the likely costs. As he says in the 
book, “as least you know where you stand 
once an offer has been made”. The next 
section provides some tips on picking the 
right builder – generally avoid the cheapest 
and the ones who are available at very short 
notice. Get recommendations from your 
contacts (eg friends, family). Toby makes a 
compelling argument to avoid trades who 
offer days rates: they have no incentive to 
finish and often drag things out. He 
suggests: where possible, go for quotes 
and not day rates. With a quote, do ensure 
that you do get a breakdown. 

Before works start, it’s not uncommon for 
a builder to ask for an upfront deposit and 
then request staged payments as the 
project progresses. The way Toby operates
is that once he has built up rapport with 

a customer, on the next job the deposit is 
reduced or not taken (if it is a small one). For 
builders, there’s nothing worse than having 
to chase payment of invoices. All builders 
want timely payment but are happy for you 
to hold something back until snags are 
done. 

The next section is an interesting one as
it covers how the costs of works could 
increase if the builder is VAT registered (20% 
extra), so do check their VAT status. 
Most builders who undertake bigger 
refurbishments and new builds will be VAT 
registered. NOTE: not all works are charged 
at 20%, so read VAT Notice 708 (gov.uk), 
eg for converting a building or working on 
a listed building it could be 5%; new builds 
could be zero VAT. If you are involved in 
developing or converting property to sell, 
you may need to be registered with the 
Construction Industry Scheme (CIS), which 
allows tracking of NI and Income Tax (CIS is 
applicable to tradesman, builders and 
developers including those doing flips).

A point of contention between builders 
and customers is “unforeseen works” and 
“additional works” as both add to the cost. 
Unforeseen work happens, so you should 
allow a contingency. Additional work is 
usually requested by the customer and can 
add significantly to the cost, so make a 
careful plan at the outset. Ensure you 
communicate additional works in an email 
so a record exists and reduces confusion.

WHO IS THIS BOOK FOR

Newcomers to property will find this book 
the most useful. As Toby points out, sorting 
out financial aspects is one thing (ie 
deposit, mortgage costs) but you also 
need a good understanding of the physical 
aspects of the property (building works, 
maintenance) both prior to purchase and 
beyond. The book provides a useful 
resource enabling you to gain a good 
understanding of the latter. 

BOOK DETAILS  Date published: 2017  ISBN-10: 1979009317

KNOWING WHAT TO LOOK FOR WHEN INVESTING IN PROPERTY
By Toby Sloley

THROUGH A BUILDER’S EYE

Raj Beri 
www.rajberi.co.uk  
Email: raj@rajberi.co.uk 
Mobile: 07894 543931 

Further information: http://www.exeter-builder.co.uk/propertyfaults.html

http://rajberi.co.uk
mailto:raj%40rajberi.co.uk?subject=
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What Could You Achieve 
by This Time Next Year?

By Simon Zutshi

n this month’s article, I want to 
inspire you and help to build your 
personal belief as to what you 
could achieve with your property 

investing in the next 12 months.

I was really saddened to hear the news that 
Roger Bannister died on 3rd March at the 
age of 88. May he rest in peace. I believe his 
legend will live on forever. 

I am sure you know that Roger was the first 
person recorded in history to run the sub 
four-minute mile. Many athletes had previ-
ously attempted this record, including Roger 
himself. At the time, most people believed 
that it was just not possible to run a mile in 
less than four minutes. That was until Roger 
ran it in three minutes and 59.4 seconds, on 
the evening of 6th May 1954 in Oxford. 
Interestingly, at least half a dozen other 
athletes also achieved this amazing feat 
later that same year, the first being just 46 
days after Roger first set the record.

How did that happen? Quite simply, once 
Roger had run a mile in less than four 
minutes, everyone’s belief about it changed. 
Suddenly, what had previously seemed 
impossible was now possible because 
someone else had done it. This is a very 
important concept to understand, because it 
applies to you and your property 
investing success. 

If you want to do anything in life, you 
must first have the belief that it is 
possible, and then also believe that you 
can do it. As Henry Ford is quoted as 
saying. “Whether you think you can or 
you can’t, either way, you are right”. 
I totally agree with this. 

I have been teaching people 
how to successfully
 invest in property 
since 2003. And 
there is one 
factor that I 
have noticed 
all successful 
investors 
possess – that 

is the self-belief that they can do it. On the 
other hand, self-doubt can be one of the 
biggest obstacles to achieving your 
property investing aspirations. If you do 
have any self-doubt, this article will help 
you overcome that. 

The reality is that if you know what to do 
and keep doing it, investing in property can:

• replace your current income
• give you a safety buffer in case  

anything ever happens to your   
ability to earn

• build a solid pension for your future
• provide a legacy you can leave to your 

loved ones.

With this in mind, why on earth would you 
not focus on building your property portfolio 
now, so that you can start to enjoy the rest 
of your life, doing what you really want 
to do? 

One of the very best things you can do 
to build your personal belief of what is 
possible, is to gain inspiration and 
motivation from other people just like you 
who have achieved amazing results in a 
short space of time. If they have done it, 
so could you, if you model what they have 
done. 

Eleven years ago, I started my first 
Property Mastermind Programme. This is a 
12-month mentoring programme, on which 
you get to connect with, learn from and be 
inspired by up to 60 other delegates from all 
over the UK (and some from overseas). 
In March, we held the 10th and final 
workshop for the delegates on my 23rd 
Property Mastermind Programme (MM23). 
As part of this final workshop, we always 
invite some of the top performers to share 
on stage the details of their property 
journey, to inspire their peers in the room 
and share exactly what they have done and 
how they have done it. To earn the right to 
be on the stage, each of the top performers 
need to have reached the target of earning 
at least £50k profit per annum from their 
property investing, whilst on the 
Mastermind Programme. That is £50k+ 
of recurring income, after all expenses but 
before tax, which they will now receive for 
the rest of their lives, every year as long as 
they retain the properties.

On every Mastermind Programme, be-
tween 15% and 20% of delegates achieve 
this incredible target of £50k+ per annum 
recurring profit in the first 12 months. Most 
people take a bit longer and do it within two 
years, and some people take three years, 
which is still pretty amazing. MM23 were an 
incredible group of individuals from all walks 
of life, who really bonded and 
supported each other in the spirt of 
Mastermind. As usual there were more 
people who achieved the target than we 
had time to put on the stage, but we picked 
a selection of people to share their stories 
who we knew would be able to inspire their 
peers in the room and who I know will help 
to inspire you and build your personal belief 
of what you too could achieve. We always 

video record these inspirational case 
studies and you can watch the 

latest ones here: http://bit.ly/MM-
CaseStudies
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First of all, there is Andrew Tonks, a former 
helicopter pilot in the army who, with little prior 
investing experience, now has a passive income 
from his properties of £61k per annum. Andrew 
learnt than once you get good at finding deals, you 
will often find great deals that you don’t want but 
that you can sell to other people. With help from 
other delegates on the Property Mastermind who 
were already packaging deals, Andrew successful 
packaged two deals which he sold to other 
inventors that made him an extra £5,500.

In this article I want to give you a flavour of what some of these 
delegates – people just like you – were able to achieve in just 12 months. 

Then, there is Mi 
Zhou who was living 
in Shanghai in China 
and running her 
own fashion 
business. She 
first heard about 
the Property 
Mastermind 
Programme from her flat mate. Her flat mate 
was an investment banker whose mother had 
previously attended the programme a few years 
ago and was now earning more than he was 
earning working for a bank. Mi was inspired by 
her flat mate’s mother’s success, and decided 
to return to the UK where she had previously 
lived for a number of years, so that she could 
join the Property Mastermind to build a property 
portfolio. She wanted to gain a passive income 
to support herself so she could pursue her other 
entrepreneurial activities. Mi decided to joint 
venture with other people on the programme who 
had money, and was very successful in building 
a portfolio of professional HMOs in Manchester. 
Her personal share of the profits from that is 
£61k per year. 

Another entrepreneur who decided to join the Property Mastermind Programme 
was Tom Muir from Liverpool. Tom was successively running a fresh juice business 
which was making money but was really hard work. Prior to joining Mastermind, 
Tom had done some training elsewhere and was trying to do rent-to-rent in order 
to bring in some extra cash to supplement the profit he was making from his other 
business. He had not been able to secure any of these rent-to-rent deals until after 

he attended my three-day Mastermind Accelerator workshop, which 
helped give him the knowledge and belief to get rent-to-rent working 
for him.  Tom realised how important it was to surround himself 
with like-minded people, and so joined the Property Mastermind 
Programme to gain that much needed support and accountability. 
Despite being very busy running his business, Tom was able to 
build a rent-to-rent portfolio in Liverpool of over 100 units, 
giving him £10k profit each month. He also purchased 
three units with joint venture partners, which brings 
his total income to £18k per month. Then there is Garfield Reece who has a background 

in project management and had previously 
participated in some expensive training with 
another provider. He was slowly building his 
property portfolio and had been thinking about 
joining Mastermind, but really wanted to get more 
results from the original training before joining any 
more. However, at the start of last year he heard me 
speak at an event at which I was talking about 2017 
being the year of no excuses. Garfield decided to 
take the plunge and joined Property Mastermind 12 
months ago. He joined forces with Sabina Thorpe 
who, despite being new to property investing, is 
a very determined lady. Together they formed the 
Great Property Group and have now built up a 
portfolio giving then a recurring income of £160k 
per annum after all costs. 
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Is Property 
Mastermind 
right for you?
There are two Property Mastermind 
Programmes each year. One starts in April 
and one starts in October. There are more 
successful graduates from the Property 
Mastermind Programme than any other property 
training in the UK. For this reason, Simon Zutshi 
is very keen to maintain the impressive track 
record of results achieved, and so no one can 
just pay to come onto the Property Mastermind 
Programme. Instead, Simon wants you first 
to attend his advanced three-day residential 
Mastermind Accelerator, so that you can decide 
for yourself whether Simon is the right teacher 
for you, and you are right for Mastermind. On the 
three-day residential Mastermind Accelerator, 
Simon will teach you all of the strategies from 
the year long Mastermind Programme, after 
which many people have everything they need 
and so don’t actually need to do the full 
Mastermind Programme. However, if you decide 
that Property Mastermind is right for you, and 
you want the support and accountability, then 
what you paid to attend the 3-day course, comes 
off the investment to join the full 12-month 
programme. You can find out more about the 
Property Mastermind Programme here:

www.property-mastermind.co.uk

Jonathan Ioannou was very different from the other 
top performers. He was already involved in the 
property industry, working as an employee for a 
well-known property sourcing business. In his 
mid-20s, Jonathan was already successful, earning 
£42k a year and having purchased one investment 
property each year for the past three years. He had 
done all of this without any formal property education or 
training and so, maybe understandably, was very sceptical 
about property training companies. For this reason Jonathan was very surprised 
and critical when one of his friends, Alexander Seery, decided to invest in himself 
and join Mastermind three years ago. Despite having no money or experience, 
Alex did extremely well and ended the 12 months with an annual income after all 
expenses of £62k from his portfolio of properties.

Another one of their mutual friends, Curtis Jackson, who was an electrician in his 
mid-20s, was inspired by what Alex had achieved, and also joined the Property 
Mastermind the year after Alex. Jonathan was very negative about this and told 
Curtis he was mad spending that much money on his property education. That 
was until he saw for himself with disbelief what Curtis was also managing to 
achieve. By the end of his 12 months on Mastermind, Curtis had also done very 
well and had a recurring income after expenses of £98k per year.

Jonathan was very surprised and impressed by this and realised that maybe he 
had been too quick to judge Alex and Curtis. He decided to attend our three-day 
Mastermind Accelerator workshop to check it out for himself and find out how his 
friends had been so successful despite having no experience. Jonathan realised 
that despite already being in property he did not know everything and recognised 
that by working with other people on the Property Mastermind Programme he 
could achieve much more, much quicker than doing it on his own. In 12 months 
Jonathan secured ten properties (a combination of purchases, purchase lease 
options and rent-to-rent), which give him a net profit of £15k per month.

And finally, is Luke 
Spikes a successful 
entrepreneur who 
decided to create a 
property brand called 
Higgihaus Ltd for high 
end HMOs and Apar-
thotels, who achieved 
a very high rental 
profit of £202k per an-
num. A truly inspiring 
case study. 

I do hope you have found these latest case studies 
inspiring. Why not watch the full stories here: 
http://bit.ly/MMCaseStudies

Invest with Knowledge, Invest with Skill

Best wishes

Simon Zutshi
• Founder, property investors network

• Author of “Property Magic”, now into its 6th edition

• Founder of the Property Mastermind Programme

http://property-mastermind.co.uk
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ZONE 1
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

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  

Clapham pin 
1st Tuesday of the month
The Cinnamon, 55-57 The Pavement
Clapham, London, SW4 0JQ 
Hosts: Jahangir Khan and Luke Skelton
www.claphampin.co.uk 

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://webuy
houses.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)

London HMO Property Group
Host: Alan Wood
For information on the next event visit 
www.hmopropertygroup.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

PMA Heathrow
1st Monday of every month 
Hotel Mercure Heathrow, 
Shepiston Lane, Hayes 
Host: Justyna Wojech
www.pmanetwork.co.uk/events

PMA Croydon
1st Wednesday of every month 
Croydon Park Hotel, 7 Altyre Road, 
Croydon Host: Jason Hayles
www.pmanetwork.co.uk/events

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 Wednesday of the month 
14-15 Marshall Street, Soho, London 
W1F 7EL Hosts: Brendan Quinn and 
Luke Hamill 
www.meetup.com/CentralLondon
PropertyNetwork

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

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

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, Sut-
ton, 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/londonproperty-
breakfast

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

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

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

LovetheMojo
1st Wednesday of the month
Wework Aldwych House, London
https://www.meetup.com/LOVE-THE-
MOJO/events/243553700/

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

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

PPN London St. Pancras
1st Wednesday of the month 
The Wesley Euston Hotel & 
Conference Venue, 81-103 Euston St, 
London NW1 2EZ
Hosts: Jamie Madill & Steve Mitchell
progressivepropertynetwork.co.uk/
stpancras

PPN London Waterloo  
2nd Monday of the month
Park Plaza County Hall, 1 Addlington 
Street, London, SE1 7RY 
Host: Sachin Mishra 
progressivepropertynetwork.co.uk/
london-waterloo

PPN London Knightsbridge
2nd Tuesday of the month  
Royal Air Force Club, 128 Piccadilly, 
Mayfair, London W1J 7PY 
Host: Pippa Mitchell
progressivepropertynetwork.co.uk/
knightsbridge

PPN Canary Wharf
2nd Wednesday of the month
One Canada Square, Canary Wharf, 
London, E14 5AB 
Hosts: Ozan and Oktay Redjep
progressivepropertynetwork.co.uk/
canary-wharf

PPN Mayfair 
Last Thursday of the month 
The Washington Mayfair, 5 Curzon St, 
Mayfair, London W1J 5HE 
Host: David Seigler
progressivepropertynetwork.co.uk/
mayfair
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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: Lisa Oliver 
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 Host: TBC
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 Hosts: Wayne 
Freebody and 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
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: Lisa Hudson  
www.norwichpin.co.uk 

PPN Ipswich 
2nd Monday of the month
Holiday Inn Ipswich, London Road, Ipswich 
IP2 0UA Host: Halstead Ottley
progressivepropertynetwork.co.uk/
ipswich

PPN Peterborough 
3rd Monday of the month 
Holiday Inn Thorpe Wood, Peterborough 
Hosts: The PPN Team
progressivepropertynetwork.co.uk/
peterborough

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

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Colchester Trotters Bar, CO1 1QX
Hosts: Phil Sadler and Vito Anzalone

South Essex The Paul Pry, Rayleigh,
SS6 7AA Host: Joanne Dron

Cambridge/Peterborough
The Cuckoo, PE7 3UP.
Host: Chris Barnard

ZONE 3

PPN Brooklands 
3rd Tuesday of the month 
Mercedes - Benz World, Brooklands 
Dr, Weybridge, KT130SL  
Host: Mark Stokes
progressivepropertynetwork.co.uk/
brooklands

PPN Portsmouth 
3rd Monday of the month
The Langstone Hotel, Northney Road, 
Hayling Island, Portsmouth, PO11 
0NQ Host: Angie Lacoste
progressivepropertynetwork.co.uk/
portsmouth 

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

Premier Property Club Kent
2nd Tuesday of each month
Castle View, Forstal Rd, Maidstone 
ME14 3AQ
www.PremierPropertyClub.co.uk

PDPLA
2nd Monday of the month  
The Inn Lodge, Burrfields Road, 
Portsmouth PO3 5HH. 7:30 
Host: Joan Goldenberg  
www.pdpla.com

PMA Kent
2nd Wednesday of every month 
Bridgwood Manor Hotel, Walderslade 
Woods, Chatham Hosts: Estelle 
Barnes and Dimpy Pathak
www.pmanetwork.co.uk/events

Kent Property Meet
4th Wednesday of the month 
Brands Hatch Place Spa, Brands 
Hatch Road, Fawkham, Kent 
DA3 8NQ Hosts: Chrissy Kusytsch & 

Jazz Dokhu

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

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

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

THE PROPERTY HUB
1st Thursday of the Month 

http://thepropertyhub.net/meetups

Farnham The Wheatsheaf, GU9 7DR 
Hosts: Andre and Elise Brink

Reading Grosvenor Casino, 
RG2 0SN Host: Adam Vickers

Brighton & Hove The Poet’s Corner 
BN3 5BF Host: Phil Leppard

THE PROPERTY HUB
1st Thursday of the Month http://thepropertyhub.net/meetups

London Waterloo All Bar One, SE1 7PY 
Host: Matt Newman

London King’s Cross The Somers Town 
Coffee House, NW1 1HS  Host: Gavin Lloyd

Richmond Upon Thames The Cricketers, 
TW9 1LX Host: Roxane Brazeau

Epsom The Albion, KT19 8BT 
Hosts: Justin Richards and Andy Garnett

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/

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

Croydon Property Meet
1st Wednesday of the month 
Croydon Park Hotel, Altyre 
Road, Croydon. CR9 5AA 
Hosts: Rob Norton and Sel 
Fayyad
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ZONE 4
Bournemouth pin 
2nd Tuesday of the month
Sandbanks Hotel, 15 Banks Road, 
Poole, BH13 7PS
Hosts: Lex Mckee and Mark Waterhouse 
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 Host: Lee Pemberton 
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

Plymouth pin 
2nd Tuesday of the month
Elfordleigh Hotel, Colebrook, Plympton, 
Plymouth, Devon PL7 5EB
Host: Kevin & Sally Cope
www.plymouthpin.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 
2nd Tuesday of the month 
The Ocean Beach Hotel & Spa 
(Formerly known as Cliffeside Hotel) 
East Overcliffe Drive Bournemouth 
BH1 3AQ.  Host: Leigh Ashbee
progressivepropertynetwork.co.uk/
bournemouth

PPN Swindon
2nd Tuesday of the month 
Holiday Inn Swindon, Marlborough Road, 
Swindon, SN3 6AQ Hosts: Nick Chawala, 
Allan Harding and Aritri Mukherjee
progressivepropertynetwork.co.uk/
swindon

PPN Southampton
Last Tuesday of the month 
The Ageas Bowl, Botley Road, West End, 
Southampton, SO30 3XH 
Hosts: Samantha Brown
progressivepropertynetwork.co.uk/
southampton

PEN Exeter 3rd Tuesday of the Month  
Gipsy Hill Hotel, Gipsy Hill Lane, Exeter, 
EX1 3RN Host: David Harwood
www.pen-exeter.com 

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

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups 

Southampton The Social, SO15 2EH 
Host: Sarah Smith

Bournemouth Ludo Lounge, BH6 3RS.
Host: Nic Scudamore 

Swindon The Clifton, SN1 3PY.
Host: Yann Guillery and Shirley Hensher

Exeter The Ley Arms, Kenn, EX6 7UN.
Host: Tony van Bergen

Cheltenham The Swan, GL50 1DX.
Host: Joanna Surowiec

Bristol Channings Hotel and Bar, 
BS8 3BB. Host: Jon Hulatt

ZONE 5
Birmingham Central pin
1st Thursday of the month 
Novotel Birmingham Centre Hotel,
70 Broad Street, Birmingham, B1 2HT
Host Saj Hussain
www.birminghamcentralpin.co.uk  

Birmingham pin 
3rd Thursday of the month
Crowne Plaza NEC, Pendigo Way, 
National Exhibition Centre, 
Birmingham, B40 1PS
Host: Simon Zutshi
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 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 4DL
Host: Steve and Emma Barker-Hall  
www.stokepin.co.uk  

PPN Birmingham 
2nd Wednesday of the month 

The Chairmans Lounge, Edgbaston 
Cricket Ground, Edgbaston Stadium, 
Edgbaston Road, Birmingham, B5 7QU 
Host: Kirsty Darkins 
progressivepropertynetwork.co.uk/
birmingham

PPN Wolverhampton
1st Tuesday of the month 

Beefeater Wolverhampton Business 
Park, Greenfield Lane, Wolverhampton, 
WV10 6TA Hosts: Tim and Sue Gray
progressivepropertynetwork.co.uk/
wolverhampton

Premier Property Club (PPC) 
Birmingham 1st Wednesday of the 
month Hotel la Tour, Albert St, 
Birmingham, B5 5JE Host: Kam Dovedi
www.PremierPropertyClub.co.uk

Inspire Property Network
1st Tuesday of the Month
The Oak Hotel, 8640 Stratford Road, 
Hockley Heath, Warwickshire, 
B94 5NW 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
Dunchurch Park Hotel & Conference 
Centre Rugby Road, Dunchurch, 
Warwickshire, CV22 6QW 
Hosts: Andrew Roberts and Peter Lazell  
3rd Monday of the month
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

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Leamington Spa The Fat Pug, 
CV32 5BZ. Host: Carol Duckfield

Birmingham Around The World, 
B15 1AY Host: Kevin Cooper
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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 Tuesday of the month
Holiday Inn London Road, Newport 
Pagnell, MK16 0JA 
Host: John Kerr
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
Host: Samuel Ikhinmwin
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
2nd Tuesday of the month
Nelsons Solicitors, Sterne House, 
Lodge Lane, Derby, DE1 3WD 
Hosts: Mike Alder & Jamie Hayter
progressivepropertynetwork.co.uk/
derby

PPN Northampton 
3rd Tuesday of the month 
Hilton Hotel, 100 Watering Lane, 
Collingtree, Northampton, NN4 0XW  
Hosts: Andi Cooke & Lloyd Girardi 
progressivepropertynetwork.co.uk/
northampton

PPN Leicester
2nd Monday of the month 
Premier Inn  Braunstone Lane E, 
Leicester LE3 2FW
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

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/

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Derby The Tap, DE1 2ED. 
Host: Ryan Slater

Nottingham The Lion at Basford, 
NG7 7FQ. Host: Jonathan Challis

Leicester Heathley Park - Fayre & 
Square, LE3 9QE. Host: Mark Barnes

St Albans The Beech House, AL1 3EG.
Host: Chris Ryder

Milton Keynes Ye Olde Swan, MK6 
3BS. Host: Jason Smith

Liverpool pin 
4th Thursday of the month
The Liner Hotel, Lord Nelson Street, 
Liverpool, L3 5QB Host: Billy Turriff 
www.liverpoolpin.co.uk 

Manchester pin 
3rd Wednesday of the month
NEW VENUE - 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
Last Thursday of the month 
Best Western Plus, Pinewood on 
Wilmslow, Wilmslow Road, Cheshire 
SK9 3LF  Host: Mike Chadwick
progressivepropertynetwork.co.uk/
wilmslow 

PPN Blackpool
4th Monday of the month 
Blackpool Football Club, Bloomfield 
Rd, Seasiders Way, Blackpool FY1 6JJ  
Host: Chris Worden
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 
Daresbury Park Hotel, Daresbury Park 
Daresbury, Warrington, WA4 4BB
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

We Buy Houses - Manchester
3rd Thursday of the month
New host: Bruce Lamb
Register at http://webuyhouses.co.uk/
rick-otton-meetups

Property Leverage Network 
Manchester 1st Tuesday of every 
month Castlefield Hotel, Liverpool 
Road, M3 4JR Host: Nicola White
http://propertyleverage.co.uk/manchester

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

Property Leverage Network 
Manchester
1st Tuesday of every month
Castlefield Hotel, Liverpool Road,
M3 4JR Host: Nicola White
propertyleverage.co.uk/manchester

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

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Liverpool The Brewery Tap, L8 5XJ
Host: Tony Woods

Manchester The Kaz Bar at Tiger 
Tiger, M4 2BS  Host: Mark Morris

Chorley The Lock and Quay, PR6 9AE.
Host: André Simm

ZONE 6

ZONE 7
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ZONE 8
Hull pin 
2nd Thursday of the month
Mercure Hull Royal Hotel, 170 
Ferensway, Hull, East Yorkshire, 
HU1 3UF 
Hosts: Nicola and Rob McPhun 
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: John Woolley & Deon Kotzé 
www.newcastlepin.co.uk 

Harrogate pin 
1st Wednesday of the month
Cedar Court Hotel, Park Parade, 
off Knaresborough Road, Harrogate, 
HG1 5AH Hosts: David and Jenny 
Fisher www.harrogatepin.co.uk  

York pin 
3rd Wednesday of the month
Hilton York, 1 Tower St, York, YO1 9WD 
Hosts: Michael Chamberlain & 
Sam 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 Host: Naomi Watkins
www.sheffieldpin.co.uk  

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 Network – York
2nd Tuesday of every month
Beechwood Close Hotel
19 Shipton Road, YO30 5RE York
www.propertyleverage.co.uk

PPN Sheffield
4th Wednesday of the month 
Mercure Hotel, Britannia Way, 
Catcliffe, Rotherham, Yorkshire 
S60 5BD (formerly the Aston Hotel)
Host: Kevin McDonnell 
progressivepropertynetwork.co.uk/
sheffield

PPN Leeds
2nd Tuesday of the month  
Novotel Hotel, 4 Whitehall Quay, 
Leeds, LS1 4HR  Host: Mo Jogess
progressivepropertynetwork.co.uk/
leeds 

PPN York
3rd Monday of the month  
Hilton Hotel, 1 Tower St, York, YO1 9WD
Host: Laura Patterson
progressivepropertynetwork.co.uk/
york

PPN Newcastle
3rd Tuesday of the month  
Holiday Inn Washington, Emerson, 
Washington, NE37 1LB
Host: Derek Pape
progressivepropertynetwork.co.uk/
newcastle

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Sheffield Ink & Water, S1 4JB
Hosts: Rhys Jackson and Alice Lacey

Newcastle-Upon-Tyne The Tap and 
Tackle Bar, Kingston Park Rugby 
Stadium, NE13 8AF. Host: Al Robinson

Leeds Mr Foleys, LS1 5RG 
Host: Andy Norman

Doncaster Regent Hotel, DN1 2DS.
Host: Helen Elworthy 

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

Property Leverage  - Wakefield
1st Wednesday of the month 
Kirklands Hotel, Leeds Road, Wakefield,  
WF1 2LU Host: Dominic Woodward 
(07794223136) 

Edinburgh pin 
3rd Thursday of the month
Capital Hotel, 187 Clermiston Rd, 
Edinburgh EH12 6UG Host: John Kerr
www.edinburghpin.co.uk 

PPN Glasgow
Last Monday of the month 
The Corinthian Club, 191 Ingram St, 
Glasgow G1 1DA  
Host: Philip Howard
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

THE PROPERTY HUB
1st Thursday of the Month

http://thepropertyhub.net/meetups

Glasgow Dram!, G3 6ND. Hosts: 
Tony Ng, Nelson Wan, Luis Guarin  

Edinburgh The Grosvenor Casino, 
EH12 8NE Hosts: Bill McWilliam 
and Caryn Simpson

Aberdeen The Village Hotel, 
Kingswells, AB15 8PJ. Hosts: Scott 
Wilson and Dale Williamson

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 

The Property Hub - Cardiff

1st Thursday of the Month
Holiday Inn Cardiff North, CF15 7LH
Hosts: Carl Matthews and Luise L
http://thepropertyhub.net/meetups 

PPN Dublin
Deane & Woodward Boardroom, 
The Schoolhouse Hotel, 2-8
Northumberland, Ballsbridge, Dublin 4   
Hosts: Elaine Miscandlon & 
Stephen O’Sullivan
progressivepropertynetwork.co.uk/
dublin

Dublin Property Meet

3rd Wednesday of the Month
Red Cow Moran Hotel, Dublin 22, 
Dublin, Ireland  Host: John Power 
www.dublinpropertymeet.com

THE PROPERTY HUB
1st Thursday of the Month 
(unless stated)

http://thepropertyhub.net/meetups

Dubai The Scene, Dubai Marina Mall 
Host: Chris Battle

Hong Kong Check website for time 
Classified, Exchange Square.
Host: Kevin Isaacs

Stockholm Melt Bar, 
Malmskillnadsgaten 45, 111 38. 
Host: Tim Franzén

Jersey The Halkett, JE2 4WJ
Host: Jo Alford

Zurich Kennedy’s Irish Pub.
Hosts: Markus Zeller and Iain Mathews

ZONE 12

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 attend 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.
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http://ninjainvestorprogramme.co.uk
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LONDON
Phillip Arnold Auctions 06/04/2018 
Doubletrees By Hilton, 2-8 Hanger Lane, 
Ealing, London, W5 3HN 

Auction House London 11/04/2018 
London Marriott Hotel, Regents Park, 
128 King Henrys Road, London, NW3 3ST 
12:00

Barnard Marcus 16/04/2018 
Grand Connaught Rooms, Great Queen 
Street, London, WC2B 5DA 

Network Auctions 19/04/2018 
Grosvenor House Hotel, 86-90 Park Lane, 
London, W1K 7TN 14:00

Andrews & Robertson 19/04/2018 
The Montcalm Hotel, 34-40 Great 
Cumberland Place, London, W1H 7TW

Harman Healy 26/04/2018 
Kensington Town Hall, 195 Hornton Street, 
London, W8 7NX 12:00

Town & Country Property Auctions 
South East 12/04/2018 
Holiday-Inn London-Gatwick Airport, 
Povey Cross Road, Horley, RH6 0BA 19:00

Auction House Sussex 
12/04/2018 The Villas, 21-23 Clarendon 
Villas, Hove, BN3 3RE 14:30

Clive Emson Essex, North & East London 
30/04/2018 
The Chelmsford City Racecourse, 
Moulsham Hall Lane, Great Leighs, 
Chelmsford, CM3 1QP 11:00

Tayler & Fletcher Stow on the Wold 
04/04/2018 
Hyde Barn, Hyde House, Stow on the 
Wold, Cheltenham, GL54 1JX 18:00

Hollis Morgan 11/04/2018 
All Saints Church, Pembroke Road, 
Clifton, Bristol, BS8 2HY 19:00

Symonds & Sampson LLP 12/04/2018 
The Guildhall, West Street, Axminster, 
EX13 5NX 14:00

Auction House Devon & Cornwall 
18/04/2018 
Penventon Park Hotel, West End, 
Redruth, TR15 3AD

Countrywide Exeter 19/04/2018 
Sandy Park Stadium, Sandy Park Way, 
Exeter, EX2 7NN

Maggs & Allen 19/04/2018 
The Bristol Pavilion, Nevil Road, Bristol, 
BS7 9EJ

Auction House Devon & Cornwall 
20/04/2018 
Exeter Golf & Country Club Ltd, Topsham 
Road, Exeter, EX2 7AE

Greenslade Taylor Hunt Bridgwater 
26/04/2018 
Castle Hotel, Castle Green, Taunton, 
TA1 1NF

Moore Allen & Innocent 
26/04/2018 Norcote Sale Rooms, Burford 
Road, Norcote, Cirencester, GL7 5RH

Symonds & Sampson LLP 
27/04/2018 Digby Hall, Hound Street, 
Sherborne, DT9 3AA 14:00

WEST MIDLANDS

EAST MIDLANDS
Scargill Mann & Co 06/04/2018 
The Memorial Hall, Wirksworth, Matlock, 
DE4 4EU 15:00

SDL Auctions Graham Penny (Derby) 
11/04/2018 Pride Park Stadium, Pride 
Parkway, Derby, DE24 8XL 11:30

Savills (Nottingham) 12/04/2018 
Nottingham Racecourse, Colwick Park, 
Nottingham, NG2 4BE 

SDL Auctions Graham Penny (Leicester) 
17/04/2018 Leicester City Football Club, 
King Power Stadium, Filbert Way, Leicester, 
LE2 7FL 11:30

Eadon Lockwood & Riddle 18/04/2018 
The Maynard, Grindleford, Nether Padley, 
Hope Valley, S32 2HE 

Auction House Northamptonshire 
18/04/2018 Hilton Northampton, 100 
Watering Lane, Collingtree, Northampton, 
NN4 0XW

Midlands Property Auction - IAM Sold 
18/04/2018 Village Hotel & Leisure Club, 
Brailsford Way, Nottingham, NG9 6DL

Auction House Leicestershire 19/04/2018 
Readings Property Group, 48 Granby Street, 
Leicester, LE1 1DH 18:00

Howkins & Harrison - Rugby 19/04/2018 
Kilworth Springs Golf Club, South Kilworth 
Road, Lutterworth, LE17 6HJ

Auction House Lincolnshire, North Notts 
& South Yorks 24/04/2018 
Gainsborough Golf Club, The Belt Road, 
Gainsborough, DN21 1PZ

Shonki Brothers (London Road) 
25/04/2018 Leicester Race Course, Oadby, 
Leicester, LE2 4AL 12:00

Auction Estates 26/04/2018
Nottingham Racecourse, Colwick Park, 
Nottingham, NG2 4BE 14:30

SCOTLAND
Wilsons (Scotland) 19/04/2018 
Dalry Auction Complex, 6, Kilwinning Road, 
Dalry, KA24 4LG 19:00

SOUTH EAST 
HOME COUNTIES

SOUTH WEST

Butters John Bee 09/04/2018 
The Best Western, Moat House Hotel, 
Festival Way, Stoke-on-Trent, 
ST1 5BQ 18:30

Auction House Birmingham & Black 
Country 12/04/2018 
Walsall Football Club, Bescot Crescent, 
Walsall, WS1 4SA 18:00

John Earle & Son 24/04/2018 
Henley Golf & Country Club, Birmingham 
Road, Henley-in-Arden, B95 5QA

Auction House Staffordshire 25/04/2018 
Stoke City Football Club, The Britannia 
Stadium, Stanley Matthews Way, 
Stoke-on-Trent, ST4 4EG 19:00

Halls Worcester 27/04/2018 
Best Western Hotel Stone Manor, Stone, 
Kidderminster, DY10 4PJ
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EAST ANGLIA
Auction House East Anglia 11/04/2018 
Dunston Hall Hotel, Ipswich Road, 
Dunston, Norwich, NR14 8PQ

Auction House East Anglia 11/04/2018 
Holiday Inn (Wolsey Room), London Road, 
Ipswich, IP2 0UA

William H. Brown (Norwich) 12/04/2018 
Barnham Broom Hotel & Country Club, 
Honingham Road, Norwich, NR9 4DD 
11:30

Auction House East Anglia 13/04/2018 
Dukes Head Hotel, 5-6 Tuesday Market 
Place, Kings Lynn, PE30 1JS

NORTHERN IRELAND
Wilsons (Northern Ireland) 26/04/2018 
Mallusk Auction Complex, 22, Mallusk 
Road, Newtownabbey, BT36 4PP 19:00

NORTH WEST
Auction House Cumbria 05/04/2018 
Carlisle Racecourse, Durdar Road, 
Carlisle, CA2 4TS 12:00

Auction House Cumbria 05/04/2018 
Coronation Hall, County Square, 
Ulverston, LA12 7LZ 18:30

North West Property Auction - 
IAM Sold 05/04/2018
Village Urban Resort, Rochdale Road, 
Bury, BL9 7BQ

Michael C. L. Hodgson 06/04/2018 
Kendal Town Hall, Highgate, Kendal, 
LA9 4DL 14:30

Pugh & Company 17/04/2018 
AJ Bell Stadium, 1 Stadium Way, 
Manchester, M30 7EY

Landwood Property Auctions 
18/04/2018
AJ Bell Stadium, 1 Stadium Way, 
Manchester, M30 7EY 13:00

Edward Mellor Auctions 24/04/2018 
AJ Bell Stadium, 1 Stadium Way, 
Manchester, M30 7EY

Andrew Kelly Auctions 25/04/2018 
Rochdale Football Club, Sandy Lane, 
Rochdale, OL11 5DR 18:30

SDL Auctions Cheshire & North Wales 
25/04/2018 
Chester Race Course, Watergate Square, 
Chester, CH1 2LY 13:00

Auction House Cheshire 26/04/2018 
Willington Hall Hotel, Willington, 
Tarporley, CW6 0NB 15:00

Meller Braggins 27/04/2018 
Cottons Hotel, Manchester Road, 
Knutsford, WA16 0SU 15:00

YORKSHIRE & 
THE HUMBER
Robin Jessop 10/04/2018 
Allerton Court Hotel, Darlington Road, 
Northallerton, DL6 2XF 18:00

Mark Jenkinson & Son 10/04/2018 
Platinum Suite, Sheffield United Football 
Club, Bramall Lane, Sheffield, S2 4SU 14:00

Auction House Hull & East Yorkshire 
11/04/2018 
Beverley Racecourse, York Road, Beverley, 
HU17 8QZ 18:30

Regional Property Auctioneers 
11/04/2018 
Doncaster Rovers F.C, Keepmoat Stadium, 
Doncaster, DN4 5JW 14:00

South Yorkshire Property Auction - IAM 
Sold 19/04/2018 
New York Stadium, New York Way, 
Don Street, Rotherham, S60 1FJ

Pugh & Company 19/04/2018 
Leeds United Football Club, 
Elland Road, Leeds, LS11 0ES

WALES
Harry Ray & Company 07/04/2018 
Town Hall, 42 Broad Street, Welshpool, 
SY21 7RR 11:00

All Wales Auction - South Wales 
Auction 10/04/2018 
The Village Hotel & Leisure Club, 29, 
Pendwyallt Road, Cardiff, CF14 7EF

Auction House South Wales
11/04/2018
Village Hotel, 29 Pendwyallt Road, 
Cardiff, CF14 7EF 19:00

Morgan Evans 12/04/2018 
Llangefni Auction Saleroom, 34 Church 
Street, Llangefni, LL77 7DU

Auction House North Wales 
12/04/2018 
Bangor City Football Club, Bangor 
University Stadium, Holyhead Road, 
Bangor, LL57 2HQ 17:30

All Wales Auction - North Wales 
Auction 12/04/2018 
The Carreg Bran Hotel, Ffordd Caergybi, 
Llanfairpwllgwyngyll, LL61 5YH 16:00

Dawsons 25/04/2018 
Swansea Marriott Hotel, Maritime 
Quarter, Swansea, SA1 3SS 15:00

Town & Country Property Auctions 
Wrexham 25/04/2018 
St. Davids Park Hotel, St. Davids Park, 
Ewloe, CH5 3YB 18:30

Town & Country Property Auctions 
West Midlands 26/04/2018 
St. Davids Park Hotel, St. Davids Park, 
Ewloe, CH5 3YB 19:00

NORTH WEST 
HOME COUNTIES
Auction House Hertfordshire 
& WestEssex 05/04/2018 Knebworth Barns, 
Knebworth Park, Knebworth, SG1 2AX 14:00

Auction House Beds & Bucks 18/04/2018 
Venue 360, 20 Gipsy Lane, Luton, LU1 3JH 
14:30

Howkins & Harrison - Ashby 19/04/2018 
1, Market Square, Princes Risborough, 
HP27 0AP

Auction House Beds & Bucks 19/04/2018 
Hilton Hotel, Timbold Drive, Kents Hill, Milton 
Keynes, Buckinghamshire, MK7 6HL 14:30

NORTH EAST
Auction House North East 10/04/2018 
Ramside Hall Hotel, Carrville, Durham, 
DH1 1TD 19:00

Great North Property Auction - 
IAM Sold 12/04/2018 
Ramside Hall Hotel, Carrville, 
Durham, DH1 1TD

Agents Property Auction 30/04/2018 
Newcastle Marriott Hotel, High Gosforth 
Park, Newcastle upon Tyne, NE3 5HN
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http://landlordinvestmentshow.co.uk
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The 88bikes Foundation endows bicycles to girls throughout the 
world, especially the heroic survivors of human trafficking. 

Quorum has entered into a deep and enduring relationship with the 
88bikes Foundation.

Quorum donates 15% of all profits to good causes and our 
principal charity is 88bikes. At present we’re doing more than this – in 
fact we’re covering all of the charity’s running costs in order to bring 
down the unit cost of a bike so that donations go towards bikes and 
bikes only. Additionally Quorum would like to promote 88bikes as 
the charity of choice amongst its members and we’ve proven to be 
very persuasive in encouraging people in the property community to 
donate to this wonderful cause. 
To date, more than 500 have been raised through Quorum’s 
contacts and 88bikes.

But it doesn’t stop there.

Quorum is promoting industry-wide initiatives which will 
benefit both 88bikes and property landlords. The initiatives,
already adopted by several landlords include donating one new bike 
per new tenant, and contractually enforcing that late rental payment 
penalties are in aid of 88bikes.

Apart from generating much needed income for the charity, these ini-
tiatives clearly position landlords in a positive light and their relation-
ship with 88bikes can be leveraged to generate better tenants and 
shorter voids, whilst motivating tenants to pay rent on time without 
landlord and tenant falling out – truly a win:win:win situation!

Quorum looks forward to a long and enduring relationship 
with 88bikes and plans to help grow the charity and ensure that 
its selfless work reaches as many vulnerable women and young girls 
as possible all over the world.

How to make money AND 
help a good cause!

www.quorumclub.org | membership@quorumclub.org 

Quorum PC Ltd: registered in England with company no. 09961838

Registered office: Aston House, Cornwall Avenue, London, N3 1LF

http://quorumclub.org
mailto:membership%40quorumclub.org?subject=
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http://spareroom.co.uk
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http://wealthinvestingnetwork.com
http://fieldingfinancial.com
http://wealthinvestingnetwork.com
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http://ppn.co.uk
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mailto:info%40fosseytaylor.com?subject=

