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Is it my imagination or is there 
an air of optimism creeping into 
the property world?

Slowly but surely, we’re starting to see 
some activity again. Agents are open for 
business, builders and trades are heading 
back to site, investors are doing deals. 
Yes, it’s gradual and things are different 
to how they were before, but wheels are 
beginning to turn.

Yet we know from the people we have 
spoken to for this issue that many of you 
have continued to operate throughout 
the lockdown period. Investors might 
have	been	largely	confined	to	the	desk,	
but that hasn’t stopped them getting out 
and about virtually to complete deals that 
were in the pipeline and to root out new 
ones. In my view, each deal completed 
over the past three months should be a 
cause for celebration!

As always, there are also plenty of 
investor stories, case studies and 
industry updates this month, with 
some contributors sharing their 
perspectives, plans and proposed 
changes for investing life post-lockdown.

On	the	subject	of	changes,	from	the	next	
issue Raj Beri and Angharad Owen will 
take over as co-editors of the magazine 
for a few months while I focus on a new 
range of YPN products. As we’ve run 
through the handover in recent weeks, 
without	a	doubt	they	make	an	excellent	
team and are already chewing over lots of 
new ideas for content, case studies and 
expert	analysis	in	the	pages	of	YPN.
With ongoing best wishes for your health, 
wellbeing and investment success,

Jayne

Welcome to 
Your Property 
Network!

In The July Issue

Please note: Many networking 
meetings have moved online so if 
you’re	missing	your	networking	fix	
and are keen to connect, contact 
your local pin, PPN or independent 
meeting host or visit the websites 
to	find	out	their	online	meeting	
dates.
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Your Trainer: Kevin Wright

Creator of the Ninja Investor Programme, Kevin 
has been described as ‘outrageously positive’ 
partly because of his positive approach to property 
finance, but more recently as someone who took 
just two months to beat cancer. He started his
career in property investment in 1983 and has over 
20 years experience as a property finance and 
mortgage broker.

The Ninja Investor 
Programme Online 
Workshop Will Reveal:

The Fast Funding Formula™

The Negotiation Transformer™

The JV Pro-Fit Retainer™

The Rapid Cash Recycler™

and Ninja Investor Strategies™

For more information and to book in, email YPN@recycleyourcash.co.uk or visit:

www.ninjainvestorprogramme.co.uk

BEFORE YOU TURN THE PAGE BECAUSE 
YOU DON’T THINK YOUR BANK BALANCE 
IS BIG ENOUGH TO BUY PROPERTY FOR 
CASH - STOP!

Have you noticed that cash buyers always get the 
best deals? It’s those magic words “What discount 
will I get for cash?” Whether that’s buying a car, a 
new washing machine or a suit, cash buyers often 
pay less. 

Unfortunately, property is such a big ticket item 
that cash buyers are few and far between. The 
perception is that you need at least a six figure 
bank account to even consider becoming a cash 
buyer. 

This belief leads many property investors to ignore 
or miss out on the best deals. They think they 
simply don’t have enough in the bank. 

A cash buyer can buy unmortgageable properties 
– and some should be avoided – but there are more 
that are really good opportunities to build your 
property investment, but they’re only available to 
cash buyers.

SO HOW CAN YOU BECOME A CASH BUYER 
WITHOUT A BIG BANK BALANCE? 

That’s simple – bridging finance. Before you start 
into the ‘it’s expensive’ argument, let me ask you 
a question: if you had the choice between no deal 
at all or a deal where you make 40% profit – why 
wouldn’t you want to do the deal? 

Bridging finance coupled with smart negotiation 
can result in much bigger profits than the traditional 
BTL mortgage route. With the right lenders you 
can: 

1. Borrow against the VALUE of the property, not 
the purchase price. 

2. Buy unmortgageable properties with 
substantial profit locked into them. 

3. Make outrageously low offers to vendors – 
because they know that they will have to give 
a discount for cash, and cash buyers are rare 
creatures. 

Kevin Wright
Creator of the Ninja Investor Programme
www.ninjainvestorprogramme.co.uk

Yes, the interest rates on bridging finance are 
higher than traditional mortgages – but the 
opportunities it opens up to you mean you can 
buy properties like a cash buyer, quickly, cheaper 
and make much more profit. 

So few people ‘get’ bridging finance and cash 
buyers are a rare species – so the field is open to 
people who can see the opportunities and use 
bridging finance intelligently.

WHAT DO YOU NEED YOUR OWN CASH FOR? 

If you’re borrowing against the value of a property 
and you negotiate the price down (sometimes 
as low as 50% BMV) you can buy higher value 
properties with as little as 10% of the property 
value as deposit. 

If you learn how to buy fast, you can start putting 
your exit strategy in place (and getting your money 
out) even before completion. 

If you’re really smart you can get 100% of the 
purchase price – leaving your own cash for the 
refurb.

Isn’t it a no-brainer? 

Bridging should be the first choice of a savvy 
investor, not the last resort of the desperate 
investor.

To learn how to become a knowledgeable Ninja
Investor and level up your property investment
strategy. Join Kevin inside his Ninja Investor 
Online Programme today.

COULD YOU BE A 
“CASH BUYER”?
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The COVID-19 lockdown continues to 
challenge property investors up and 
down the land so what key lessons 
can the contributors of this month’s 
feature teach the rest of us?

At a general level, the contributors have focused on what 
they can control rather than what they can’t and it’s been 
a case of navigating the course the best they can. All have 
spoken about developing resilience, adaptability and 
being creative as key characteristics. They all allude to 
embracing online digital platforms to get things done 
and solve the myriad of problems for the broad customer 
base (guests/tenants/landlord/investors). In several 
cases,	client	expectations	have	needed	adjusting	due	to	
cautious	lenders	reducing	the	availability	of	finance	and	
this has resulted in the slowing down of transactions.

All the contributors have been in the thick of it to ensure 
that deals get over the line. These were a combination of 
personal deals or ones that their staff were facilitating 
– the latter brought the added pressure of staff logistics 
and staff motivation during lockdown. 

Many of our contributors have commented that in the 
“new normal”, investors may diversify their portfolio and 
perhaps a re-engagement with the vanilla BTL model will 
be attractive once again. For many, it has been a time 
to assess their business and perhaps spread risk in the 
future, which is a wise option in any investment model. 

Raj

BUSINESS AS 
(UN)USUAL
Your Deals 
Your Plans
Your Stories
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YPN: Give our readers a sense of how you 
got into property

Dan/Jamie: Although our backgrounds and 
upbringing are very different, we met at 
school and became best friends even though 
our personalities were like chalk and cheese. 
As young adults, we were successful in 
implementing a few ways to make money but 
spent most of it. During University, we were 
“inspired” by Homes Under the Hammer and 
felt that property was the right investment 
vehicle for us. We pooled our resources and 
decided	to	buy	our	first	house.	What	a	
complete	mess	we	made	of	our	fledging	
investment and we were both ready to quit 
on the property front! However, we decided 
to get some education and started 
implementing what we learnt, initially 
from my HMO room. It’s been hard work 
and we’ve gone through some tough times 
but the business has gone from strength to 
strength. 

YPN: When the COVID-19 lockdown mea-
sures were announced, how did you react 
as a business?

Dan: Our immediate reaction was one of 
concern due to the uncertainty but also 
excitement	as	we	knew	there	could	be	
opportunities. The reality for us was that we 
were already well adapted for the lockdown 
as we have been selling deals remotely for a 
number of years. The uncertainty stemmed 
from a number of quarters but the main 
concern was whether mortgage lenders 
would continue lending because 
approximately	65-70%	of	the	deals	we	
trade require mortgages. 

Jamie: I have a key leadership role in the 
business so was wary of how others in 
our business would view my certainty or 
uncertainty surrounding the COVID-19 events 
that were unravelling. I decided to speak to 

every member of staff individually and say 
"Look, you don't need to worry about your job 
as we have enough cash in the bank to cover 
the costs of running the business”. This was 
really important and gave everyone 
confidence.		I	also	had	to	tell	everyone	that	
“it’s going to be the hardest few months 
we've	ever	experienced	and	we're	going	to	
work harder than we've ever worked before”. 
This created the right mindset across the 
business.	Nevertheless,	the	first	two	weeks	
after lockdown were tough as lenders and 
solicitors just put the property world on 
“pause”.	At	one	point	we	had	30	deals	going	
through and it was proving impossible to 
complete on them so without a healthy cash 
buffer, we would have struggled. 

YPN: Tell us more about the deal you have 
managed to secure during lockdown and 
highlight the challenges you have had to 
deal with

Dan: We have managed to do a few deals 
during lockdown but let’s focus 
on the portfolio PLO deal which 
wasn’t on our books when the 
lockdown started. As we trade 
and package several deals/
month, it’s imperative for our 
business to have a pipeline of 
potential deals and alongside 
that, it’s important to maintain 
good relationships with people. 
Through our network we were 
originally put in touch with 
“Mick”	in	2015	–	he’d	been	
a landlord in the Northeast 
for many years. Mick was a 
“typical”	2007	investor	ie	same	
day re-mortgages and highly 
geared. However, a 
combination of portfolio 
mismanagement and some 
illnesses meant that he wanted 
out. However, he couldn’t sell 

Keep Calm & Carry On
HOW Dan and Jamie have managed to maintain morale 
and productivity during COVID-19 lockdown
Interview & Words: Raj Beri

he impact of COVID-19 has seen many property investors  
“shut up shop” and wait for things to get back to normal. 
Dan Buchan & Jamie York decided to take a different stance 
and by changing the way they ran their business coupled with 

supporting their staff to develop a new way of working, they have 
managed to achieve significant profits during lockdown.
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his portfolio as it was in negative equity. We felt that a Purchase Lease Option (PLO) was 
an	ideal	solution	for	him	so	we	explained	the	benefits/risks	to	him	and	ensured	that	he	
had independent legal representation. We arranged for the portfolio to change hands 
using	a	PLO	structure	and	sold	it	to	an	investor	in	2015	and	secured	a	fee.	Periodically,	we	
kept in touch with the owner and the PLO investor to ensure that everything was running 
as it should. We have a clause in all our PLOs which allows us to take control of any 
property or portfolio which is being mismanaged.

Jamie: Recently the portfolio came back to 
us from the investor who had decided not to 
exercise	their	option	to	buy.	During	the	five	years	
of controlling the portfolio, they had managed 
to	achieve	their	goals	of	cashflow	to	allow	them	
to leave their job. Their circumstances have 
now changed and they’re building up their own 
business and the capital accrued in the portfolio 
is	more	important	than	the	ongoing	cashflow.	
To	some	extent,	this	is	no	different	to	our	own	journey	which	involved	14	R2Rs	generating	
significant	cashflow	which	we	eventually	traded	for	a	fee.	

Readers	may	be	puzzled	–	if	it’s	such	a	good	cash	flowing	deal,	why	doesn’t	the	current	
investor continue controlling the portfolio? The reality is that people’s motivations change 
and	the	investor	had	now	moved	onto	other	exciting	challenges	in	his	life.

We sent the deal out to potential investors and the response was phenomenal, partly 
because people are sat in front of their computers and partly because a PLO was an 
attractive	proposition	as	traditional	lending	had	dried	up.	It	was	a	great	deal	for	cashflow	
but being the northeast, capital appreciation will be much longer term but still achievable 
due to the length of the option agreement, some of which we had negotiated with the 

bank	to	extend.

Dan: In	the	case	of	this	portfolio,	we	worked	with	the	owner	to	extend	
the mortgages where possible and this added further value to the 
portfolio.	However,	the	next	stages	of	packaging	this	opportunity	as	
a viable deal proved more challenging due to the lockdown. Sorting 
out	all	the	other	details	was	difficult	eg	getting	ASTs	from	letting	
agents,	sorting	out	EPCs,	gas	certificates.	Normally	we	have	F2F	
team meetings but as this was not possible, we started having daily 
virtual meetings to discuss challenges of the day. It was clear that 
callers were asking our team the same questions about the PLO deal 
so Jamie decided to record a video answering all the repeat 
questions that were coming up 
(https://www.youtube.com/watch?v=wx_oEVsJU6E). 

Jamie: As a general point, but pertinent for this deal, getting our 
team to develop the right mindset and to appreciate the controllables 
and uncontrollables of any business has been very important. We 
have little control over the pandemic but having and working with 
the right power team is something we can control so we have been 
very	proactive	-	everything	from	“are	you	able	to	work	flexibly?”	to	“are	
digital contracts legally binding?” and everything in-between. The real 
problems stemmed from the fact that almost all of this portfolio is 
tenanted and viewings were not possible, so someone buying this 
deal is either securing a brilliant asset or a horrible liability. How does 
one get an investor interested in securing the portfolio when no one 
eg investor, local builder, friend etc is allowed to view the properties?  

Option Information
Option price (agreed at the mortgage redemption amounts)  £900,513
Conservative value today  £818,500
Option fee  (£1 each)  £12
Average lease length  9.58 years
Conservative Growth Rate:  3.0%
Est value at end of term  £1,195,283
Est	profit	above	option price  £294,770

Rental Information 
 PER MONTH PER ANNUM

Gross Rental Income £4,574 £54,888
Mortgage amounts £1,849 £22,188
NET rental income £2,725 £32,700
NET rental income over lease term  £26,105.50

*Net	profit	from	rental	over	term	 	 £313,266

Profit/possible	equity	gain	from	uplift	over	term	 £294,770

Total  £608,036

Sourcing fee  £60,000

Net  £548,036

"During the five years of 
controlling the portfolio, 
they had managed to 
achieve their goals of 
cashflow to allow them 
to leave their job"
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Contact
If	our	readers	want	to	find	out	more	
about what you do and ways of working 
with you, how do they get in touch?

To prime the staff for 
remote working, we 
asked them to “work 
remotely” whilst in 

the office

NOW LISTEN TO 
THE FULL INTERVIEW
https://go.aws/2N0ApGh

For investors looking for hands-free 
investments: bit.ly/aspirehandsfree

Partnership program (education, 
accreditation): hello@jamieyork.com.

https://go.aws/2N0ApGh
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I did 7 deals in lockdown 
by solving problems

Interview & words: Heidi Moment

Andrew Holgate explains how he’s 
building his portfolio super-fast by 
solving landlord and client problems.

s a dynamic and excitable former 
Olympian rugby player from the 
Philippines, you don’t have to 
speak to Andrew Holgate for long 
to see he’s totally on the ball. 

In fact, if you didn’t know better you’d 
think he’d been doing this for years. We 
caught up with him to find out about his 
approach to lockdown, finding clients 
first and how networking is king.

20	deals in	10	months
As a newcomer to property, rent-to-rent 
was my go-to strategy. Due to the low 
initial investment required it’s a great 
starting point to build up good monthly 
cash	flow,	as	well	as	being	able	to	help	
other investors get a good return on their 
money	fast.	After	securing	my	first	
rent-to-rent	property	in	September	2019	
(a serviced accommodation unit in 
Luton), I knew this was a strategy that 
suited me and I’ve spent the last ten 
months working hard to build my
	portfolio.	I	now	find	myself,	with	over	
20	investment	deals,	seven	of	which	
were done in lockdown. The time has 
flown	by	and	I	couldn’t	be	happier	with		 	
how it’s gone.

Adaptable	and	flexible
Lockdown was a game changer, but as 
an athlete you're always told you need to 
adapt to the environment you're given. So 
although everybody's affected in the same 
way by the pandemic, being in lockdown 
and being limited to what we can and can’t 
do, how you respond is entirely up to you. 

When lockdown hit and people stopped 
travelling	and	leisure	guests	were	put	on	hold	indefinitely,	I	knew	I	had	to	adapt	my	business	
model	and	try	a	different	approach	to	fill	my	properties.	I	decided	to	turn	my	first	property	
(and some other units) into isolation units, providing homes for doctors, nurses and their 
families for the period they needed to isolate for, which could be anything from two to four 
weeks. This guaranteed me income for that period at least, as well as providing rent to the 
landlord.

Property is a people's business and I knew I 
wanted to be able to help people to solve their 
problems. I knew there would be other landlords 
out there with similar problems, who were losing 
income and were probably stressed out 
wondering	how	they	were	going	to	fill	their	
properties and get their much-needed rental 
income,	so	I	had	to	find	a	way	to	reach	out	to	
them and try to advertise my services and that 
was when I started networking online.
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Nationwide online 
networking
I started by following up on previous 
conversations with landlords I knew 
had properties but previously were not  
motivated and I also used a business- 
to-business networking platform, 
4Networking.	I	usually	attend	their	local	
meetups where we get to network in 
person, but now everything is online, 
I’ve been able to access landlords and 
other investors throughout the country. 
I simply started talking to as many
people as possible about who I am, 
what I do and how I can help them. Just 
getting those conversations going led me 
on the right track to getting more leads 
and closing more deals.

Of course, the added problem for a lot 
of landlords with empty properties and 
spare rooms was that no-one could 
move during lockdown, which meant 
further delays in getting any income, so I 
had to be creative when coming up with 
solutions to their problems. By reverse 
engineering the situation I thought 
about	the	client	first,	by	this	I	mean	the	
customer, guest or tenant who will rent 
the property. Then I thought about the 
landlord who provides the product. Then 
I matched my services to their needs, 
managing the whole process to ensure 
client and landlord happiness. 

“Reverse engineering 
helped me to find the 
right solution”

Find	the	client	first
While evaluating my business during lockdown and looking at what could I do differently to 
make	sure	I	could	maximise	each	investment,	I	realised	I	needed	to	find	the	client	(guests/
tenant)	first.	So	I	contacted	corporate	companies,	relocation	agents	and	contracting/
construction workers around the areas I was looking investing in. I found local building sites 
with International and European construction staff coming to the UK to work and asked them 
if they needed accommodation on a short-term basis, for anything from two weeks or two 
months. Once I had found about three to four of those clients, I knew I would be able to 
acquire	properties	and	fill	them	quickly.	

I	managed	to	find	a	team	of	45	contractors	from	Europe,	
who will be working on a site around Stewartby for the 
next	12	months.	Once	we	got	talking	I	asked,	“What’s your 
budget? How much can you afford? How long do you need 
the property for?” From there I was able to work out how 
to	utilise	their	requirements	by	finding	an	investment	to	
fulfil	their	needs.

After securing this team, they referred me to another company also based in Europe and looking 
for accommodation. Knowing I’ve got the clients / guests already secured means I am better 
able	to	sell	my	services	with	confidence,	knowing	I	can	100%	fill	the	rooms	and	bring	in	rental	
income. 

Doing it this way round has also given me a better return on investment, as I’ve been able to 
use the client’s upfront payments to put down payments on the properties, meaning I’ve got no 
money at all in the deal. 

“Finding the clients 
first means I have 
tenants ready and 
can do deals with 
confidence”

Case study  Rent-to-rent	3	flats		|  St Alban’s

I’ve spent a lot of time on social media 
during lockdown and have chatted to a large 
number of investors looking to improve their 
returns. One developer I came across had a 
lot of properties. Given the current climate I 
presumed some of them might be empty or 
struggling in some way, so I did some further 
research looking at some websites, their 
social media presence etc to try to get a 
handle on how their properties were 
performing. I could see he had several 
properties for sale and some for rent, 
with some being empty for over 18 months, 
so I knew there was an opportunity. 

I didn’t know his area very well, but through 
my network I found an investor who was local 
to the area and had the relevant local

knowledge	and	experience	that	agreed	to	
work with me to tackle this opportunity. We 
simply contacted the owner to say, “We can 
see you have a couple of properties available, 
how can we help?” and that got the ball rolling.

He	had	10	rental	properties	available	at	that	
time and was interested to hear how we could 
find	a	quick	solution	to	get	rental	income	in	as	
quickly as possible. Myself and the investor 
took on a few properties, one of which was 
three	brand	new,	high-spec	flats	that	were	
empty and had had no rental income for 
a couple of months. We also found other 
investors to take on the others for a fee and 
we’ve used that money as a set up cost for 
the three we’ve got. 
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NOW LISTEN TO THE 
FULL INTERVIEW
https://go.aws/2YArrEY

Temporary prices

Prices have had to change since lockdown 
and	where	operators	were	getting	£140	or	
£150	per	night	on	a	two-bed	property,	a	
more	realistic	price	at	the	moment	is	£120.	
Knowing things are a bit uncertain and 
budgets are becoming tighter due to 
lockdown I offered these properties at a 
premium price, as I want to ensure people 
have got a roof over their head and that it 
fits	their	budget	as	much	as	possible.		

Most of my properties have been occupied 
about	90	to	95%	so	far,	so	my	performance	
has been very good. But with the uncertainty 
of	the	market	I’m	now	basing	my	figures	on	
an	occupancy	rate	of	70%.	This	covers	
Monday to Friday, which is when contractors
will	stay.	45-50%	is	my	break-even	point,	
including rent to landlord, bills, utilities and a 
little maintenance, so anything above that is 
profit.	

I	expect	prices	to	go	back	up	after	lockdown,	
but	at	£120	per	night	the	landlord	is	still	
getting his income and there is still a nice 
profit	margin	for	me.	So	it	still	works.

Numbers
Set up cost:  £6,000 per flat

Legal and insurance:  £2,000 

Gross monthly rent:  £2,625 at 70%   
 occupancy per flat

Utilities and bills:  £317

Monthly payment £1,250 - £1,300
to landlord:  per flat   

Monthly profit:  £1,033 per flat at the  
 current market   
 / Post-Covid   
 expected to increase  
 to £1,744 

ROI:  186% ROI (based on  
 70% occupancy rate  
 at current market)

Post COVID 313% ROI (based on  
 70% occupancy rate)

Case study  Rent-to-rent HMO  |  Luton

Project on hold
When lockdown hit the project went on hold, 
which didn’t go down well with the landlord, as 
he was concerned about paying the mortgage 
and losing money. At that point we couldn’t do 
very much, but behind the scenes we spoke 
to	some	contractors	in	the	area	to	try	to	find	
some tenants to move in once the regulations 
eased up. We also spoke to the council to 
assess the feasibility of our plan.

As the property doesn’t have an HMO license 
yet, we’ve agreed to rent out the house to some 
contractors on a serviced accommodation 
strategy for the short-term. The landlord is 
very happy he’ll be able to get some income as 
soon	as	the	refurbishment	is	finished	rather	
than having to wait for the licence. Then once 
the licence comes through and the contractor’s 
tenancy agreement ends, we’ll start marketing
the HMO and switch to a guaranteed rent 
agreement with the landlord. 

Numbers
Achievable rent in current 
market on SA:  £3,200

Split 65% to Landlord:  £2,080

Split 35%:  £1,120  
 gross profit

Current net profit after    
bills and costs:  £730

The	landlord	from	my	very	first	
investment contacted me in regards 
to another property he had in Luton. It 
used to be his family home and it was 
very valuable to him from a sentimental 
point of view. He’d been renting it out 
as a single-let to a family, but since they 
moved out it has been empty and was 
a bit tired.  

After	explaining	to	him	that	serviced	
accommodation wouldn’t work for this 
property due to the location, we started 
discussing the possibility of doing it as 
an HMO. He didn’t know much about 
this, so I shared my knowledge with 
him and we agreed it was a good way 
forward. He’ll be making more than 
he was as a single-let and I’ll also be 
getting	a	nice	monthly	profit.	So	it’s	a	
win-win for both of us.  

To get it set up as an HMO it needed 
redecorating, as well as all the usual 
things	to	get	it	up	to	standard	(fire	
doors, smoke alarms etc). We agreed 
that he would pay for the refurbishment 
and I would furnish and dress the 
property ready for the tenants. 

I also helped him to understand what he 
could do with all the equity sitting in it 
and he’s now looking into buying more 
properties, which I’ll rent out for him on 
a guaranteed rent agreement. 

Contact
Email: andrew@holgatehomes.co.uk

Moving forward
Being in lockdown has been a blessing in a lot of ways, as I’ve 
really	had	time	to	reflect	on	my	brand,	services	and	systems.	I’ve	
really found my market, helping landlords to get guaranteed rental 
income for their properties by renting to the contracting market.

Working with international client companies is an important 
element of my strategy now. If I can 
ensure	I've	got	fixed	rental	incomes	
from certain companies paying 
commercial rates on a long-term 
basis that will really affect how I 
can move forward. 

https://go.aws/2YArrEY
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A BRIEF BACKGROUND 
Bernadette and Ian became accidental 
landlords	in	2004	after	moving	house,	and	
rather than sell their property, they let it out. 
“We sort of got used to the fact there was a 
cheque every month with money and we didn’t 
have to do anything for it,” Ian says. 

Despite both having successful corporate 
careers in IT, they were becoming 
disillusioned	and	getting	less	fulfilled	with	
their work. Over ten years, they grew a small 
portfolio, but didn’t delve into full-time
investing	until	2014	when	the	opportunity	
arose to move to Wales, Ian’s home country. 
“It was almost like the stars were starting to 
align in terms of this being the right decision,” 
Ian	reflects.	Together,	they	found	some	key	

areas to invest in South Wales and started 
building a strong property business. 

"Their chosen strategy was 
primarily, although not 

exclusively, HMOs, as they 
wanted high-yielding

 investments to replace 
their salaries."

Bernadette	left	her	job	first	and	they	survived	
on one salary while she undertook some 
property training. They have both since 
undertaken various courses and have 
invested in coaches and mentors throughout 
their time investing. Their goal was to achieve 
10	HMOs	in	12	months,	and	a	year	later	they	
had	achieved	five	HMOs	and	four	single	lets.			

Since then, they have focused on building 
their portfolio further. As well as HMOs, they 
currently have investments in the serviced 
accommodation industry as well as working 
on a commercial-to-residential development. 
In addition, both Ian and Bernadette now 
coach and mentor others who wish to follow 
their own journey.

WHAT WAS THE DEAL?
Even though the deal completed during 
lockdown, it was two years in the making. 
A key lesson Ian and Bernadette have learned 
over the years is that deals rarely land in their 
lap without some effort. Most are generated 
through time, patience and following up. Of 
course, the vendor must be motivated too. 
When using a lead-generating strategy like 
landlord letters, it’s important to remember 
that although people are inquisitive to begin 
with,	it	can	often	take	a	long	time	to	find	a	
solution that works for both buyer and seller. 

In this case, Ian and Bernadette’s landlord 
letter reached their vendor just as he was 
ready to make a change. He didn’t live near 
his portfolio and it was getting harder and 
harder to manage remotely. 

uying a portfolio can be a logistical nightmare at the best of 
times, however we all know that the past few months have not 
been normal. Instead of sitting back and using lockdown to 
relax, Bernadette and Ian Lloyd bought a portfolio of 20 self- 

contained flats split between three properties. They spoke to us about 
navigating the purchase through lockdown, the measures that were 
required and how they will move forward. 

Purchase as Exchange with 3-month delayed completion
Property Purchase Price Refurb Future Value Money Left In Monthly Income Monthly Cost Monthly	Profit Yield

Hanover Street £120,000 £70,000 £260,000 £5,000 £2,800 £1,240 £1,560 28%

Oystermouth Road £260,000 £20,000 £300,000 £20,000 £2,425 £1,110 £1,315 11%

Mount Pleasant £240,000 £100,000 £460,000 £5,000 £4,675 £2,400 £2,275 23%

£620,000 £190,000 £1,020,000 £30,000 £9,900 £4,750 £5,150

Note:	Oystermouth	-	no	plan	to	refinance	in	the	first	2	years.	Potentially	move	to	SA	after	this	time.
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The	portfolio	consisted	of	three	properties,	within	which	were	20	self-contained	
units. The vendor had placed all three properties on to one commercial mortgage 
and	this	structure	removed	the	flexibility	to	sell	them	individually.	

Out	of	the	three	properties,	two	were	classified	as	HMOs	as	they	hadn’t	been	
converted in accordance with building regulations, whereas one had. Despite the two 
being classed as an HMO, there was no shared or communal space other than the 
front	door.	12	of	the	20	lettable	flats	were	occupied,	and	only	one	of	the	properties	
was fully tenanted. 

Bernadette	and	Ian	needed	to	work	with	the	vendor	to	find	a	creative	solution,	as	his	
situation was unique, and as time and discussions went on, he was becoming more 
and more motivated. A purchase lease option structure was considered but would 
not	work	because	of	the	vendor’s	high	finance	cost,	so	after	months	of	deliberating	a	
purchase with a three-month delayed completion was agreed.

LOCKDOWN: 
IT ALL WORKED OUT 
IN THE END
Even with the logistical problems, 
they managed to complete only 
one day later than the original 
agreement. Despite all their hard 
work, the delay was caused by a 
last-minute request to change the 
deadline for the money transfer. 

“I think it’s absolutely amazing that 
we actually got it through in the 
time that we said, given everything 
that needed to happen. We were 
back to relying on Royal Mail!” 
said Bernadette. 

Bernadette and Ian put it down to 
their	solicitors	willing	to	be	flexible.	
Although they were working from 
home, many were still willing to 
travel	to	the	office	to	pick	up	
documents.

BEFORE LOCKDOWN
They	exchanged	on	the	28th	of	January,	a	few	days	before	Bernadette	and	Ian	went	
on a month-long holiday during February. Before leaving, they had ensured that 
everything was up to date and what could be done, had been done. The conveyancing on the three 
properties was progressing well. “We went on holiday with a belief that we could go away and enjoy this 
holiday, because we still had March and April to get through this process,” Ian says.

Thankfully, they had a great solicitor working on their case, with whom they’ve worked with many times in 
the past. Bernadette and Ian asked their solicitor to oversee everything. “Her attention is second to none, 
and she always gives us the heads up as quickly as possible on everything, so we felt quite secure that if 
anything was going to happen, she’d be aware of it and she’d be able to let us know,” Bernadette said. 

LOCKDOWN: THE FINANCIAL AND LEGAL IMPLICATIONS 
Although the portfolio was under one commercial mortgage, Bernadette and Ian wanted to 
finance	them	separately,	allow	the	flexibility	of	selling	or	remortgaging	them	in	the	future.	It	
involved working with three different mortgage providers and several solicitors. Even in the early 
stages of purchase, they had kept their end in mind. “It was more complicated, and it was 
definitely a case of pain today for less pain tomorrow,”	Ian	explained, “because dealing with 
mortgage companies and five sets of lawyers during lockdown is not highly recommended.” 

The country being at a standstill meant that they had to come up with different and innovative 
ways to get documents signed. While some solicitors were happy using technology like Zoom, 
Skype and WhatsApp, others insisted on having a wet signature with witnesses. “The day before 
all the of the companies shut as part of the lockdown, we met one set of solicitors outside a 
locked car park, and she watched us sign some documents through the window,” Bernadette 
recalled. 

Due	to	the	restrictions	on	lending	during	lockdown	and	a	significant	damp	report	on	one	of	the	
properties, one of their lenders decided they wouldn’t offer them a traditional HMO mortgage. 
“I think the mortgage companies were becoming a little bit nervous about what to approve,” 
Bernadette	explained. “They told us they weren’t prepared to lend.” Instead of withdrawing, 
the lender transferred them onto a bridging loan. This had a knock-on effect on their 
refurbishment schedule as the new product involved a higher upfront cost and the mortgage 
company wanted the refurbishment completed sooner than had been originally planned. 
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Contact
If	you	wish	to	find	out	more	about	the	
services they offer, don’t hesitate to 
get in touch: 

Bernadette: 
bernadette@procubedservices.com 

Ian: 
ian@procubedservices.com 

LOCKDOWN: RENOVATIONS 
Wales is still in lockdown at the time of 
writing, and any visits to the property must 
be	justified	as	being	an	emergency	visit.	
The ongoing lockdown has meant that, 
unlike England, construction work has 
not been able to resume on occupied 
properties. As the industry gradually 
reopens, it will be a slow process and 
there	is	likely	to	be	a	difficulty	in	finding	
contractors and materials due to pent 
up demand. 

Initially, the refurbishment was going to be 
done sequentially: the largest property with 
nine	flats	that	needed	the	most	work	would	
be	done	first,	followed	by	those	with	damp	
problems.	The	final	building	only	needed	
minor cosmetic works. 

“It stacked and fitted together quite nicely 
until the lenders changed the story and put 
us onto a bridging product,” Ian said. Now, 
the	first	two	renovations	are	needed	to	
be done in parallel and they have started 
scheduling the works. “We know all the stuff 
that needs to be done, so we’re starting to 
document that and breaking it down by the 
different trades,” Ian says. 

They’ve contacted some trades for some 
estimates, and they hope that they can 
begin the works soon, as long as the 
tradespeople observe social distancing and 
ensuring that there is a minimum impact 
to	tenants.	External	work	will	be	completed	
first,	and	then	they’ll	be	able	to	plan	
accordingly as lockdown eases. 

There will also need to be a detailed risk 
assessment outlining the potential hazards 
of what they’re asking the tradespeople 
to do and how they’re going to work. Of 
course, the main focus will be to constantly 
remind workers about social distancing, 
as well as creating the right environment 
where multiple people can comfortably 
work together at a two-metre distance. 

There’s no denying that this project will take 
a lot longer to complete, as anticipated, as 
multiple trades won’t be able to operate in 
parallel.

There’s no way to tell how much longer the 
project will now take. The full impacts of 
lockdown will be unknown until there are 
further	relaxations,	which	it	depends	on	
how quickly Wales returns to a degree of 
normality. Bernadette and Ian estimate 
that it will add at least a couple of months 
to the timeline. 

LOOKING FORWARD
Assuming the works are done in time, they 
still	hope	to	refinance	the	first	property	in	
about	six	months’	time.	However,	being	able	
to do so will also depend on the market and 
property prices, and if any of the properties 
are downvalued then they may not be able 
to	refinance.	Their	development	loans	are	on	
extended	agreements	for	up	to	two	years,	
which gives them a further degree of 
flexibility	regarding	the	future	of	the	portfolio.	

“It’s obviously going to cost a bit more. we’re 
paying interest on the money we’ve used to 
purchase the properties without being able to 
refinance as quickly as we planned. But I think 
we’re comfortable that the numbers will be 
fine in the long term,” Bernadette assured. 
All they can do is wait and see how the 
economy comes out of it. 

Looking back, they recognise that 
persistence is what got them through. Every 
time there was a challenge, it was a case of 
figuring	out	how	to	deal	with	it	rather	than	
thinking that it was impossible. Throughout 
their career in property investing, they have 
overcome	a	number	of	difficulties	and	
setbacks. Everything is just another obstacle 
to overcome. “We’ve spent quite a lot of time 
on our own development and our own 
mindset, and I think it’s a question of, if you 
think you can do it or you think you can’t, 
then you’re probably right,” which is one 
of Ian’s mantras. 

LOCKDOWN: 12 NEW TENANTS 
Under normal circumstances, they would have arranged to meet their new tenants. 
The lettings agency sent letters notifying them of the change in landlord, and 
Bernadette and Ian sent letters of introduction too, as is custom when purchasing 
tenanted property.. 

Some	of	their	new	tenants	are	on	benefits,	and	there	have	not	only	been	the	usual	
challenges with GDPR requirements, but also problems with getting the rent paid to 
them instead of directly to the old lettings agents. “It’s been challenging, and we’re still 
not on top of it by any means,” Bernadette said. “From the tenants who have spoken to 
us, I think they’re pleased we’re involved because we’re responsive to them.” 

However, not all tenants were as open to the change. The day after completion, they 
received a phone call from Environmental Health, followed by calls from the police, 
fire	services	and	neighbours.	One	tenant	was	dumping	rubbish	in	the	garden,	trashing	
his	flat,	starting	a	fire	outside	and	playing	loud	music.	There	has	been	little	
disruption since.
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roperty veteran and former estate agent Rob Jones has 
been busy spinning property plates over the past few 
months. He has been keen to make sure that all 
his businesses survived the lockdown period intact.

While we’re focussing here on just one of these businesses – 
Property	Investments	UK,	founded	in	2012	–	he	also	has	a	
development	company	as	well	as	a	mixed	residential	rental	portfolio	
that	he’s	been	building	for	15	years.	In	addition,	he	will	soon	be	
launching Property XYZ, a nationwide search platform dedicated 
to investment property.

The main emphasis for Property Investments UK is supporting 
investors with property content and sourcing, with the company acting 
chiefly	as	an	intermediary	or	introducer	between	property	buyer	clients	
and handpicked sourcing partner agents. It’s an interesting model as 
Property Investments UK doesn’t charge sourcing fees to clients but 
instead receives an introduction fee from the partner agent when the 
client	reaches	the	exchange	stage	in	the	property	purchase.

There were several 
transactions and
client deals in the 
pipeline when 
coronavirus hit, most of 
which were with their 
main sourcing partner who 
had secured a number of 
apartments across different locations. 
See	case	studies	for	examples	of	two	
new deals agreed during lockdown. 
     
Though Rob describes the buy-to-let 
strategy as “nothing too exciting, pretty 
mainstream”,	his	experience	over	the	
past	few	months	indicates	that	“nothing	too	exciting”	
is becoming very attractive indeed in the post-lockdown 
investing world.

Sourcing: ‘Business as 
usual’ during lockdown
Words: Jayne Owen

Rob Jones reflects on lockdown 
deals and post-Corona trends

Case study #1: Preston
This is a single buy-to-let apartment in the new Winckley Square development in 
Preston, looking out over a picturesque Georgian-style square. The development was a 
commercial to residential conversion	from	offices	to	luxury	apartments.

The apartment has two bedrooms and one 
bathroom and will attract the professional 
tenant market.

Purchase price: £120,000

Gross rental income pcm: £950

The buyer opted to make this a cash purchase.
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Case study #2: 
Colwyn Bay
This two-bedroom apartment is located 
in a unique church redevelopment, which 
is	due	to	complete	in	2021.	Although	
it can be rented out as a single let, the 
lease also allows use for short term 
letting.

Purchase price: £111,320 

RENTAL INCOME TARGETS FOR 
SHORT TERM LETS

Average nightly rate: £90

Occupancy: 67%

Gross rental income 
per month: £1,809 

Target net income after 
costs and management: £1,100

As serviced accommodation, this 
apartment would be suitable for both 
holiday lets and corporate stays.

As	the	development	is	not	yet	finished,	
the sale is agreed, ready to complete in a 
few	months'	time.	The	buyer	will	confirm	
the	method	of	financing	nearer	
completion.

The COVID-19 effect 

Rob’s	own	portfolio	contains	a	mix	of	
properties including single lets, professional 
HMOs and serviced accommodation, with 
property types ranging from one-bedroom 
apartments through to a large commercial 
to residential conversion, which created a 
mid-terrace nine-bedroom HMO, and many 
property	types	in	between.	He	has	a	mix	of	
tenant types across geographic locations 
including Llandudno in North Wales, Chester 
and Greater Manchester.

With	this	variety,	he	confirms	that	
Coronavirus has had an impact though not 
as much as one might have initially feared: 
“About 10% of tenants have been impacted, 
not because they’re in default or arrears, but 
because they put their hand up and said 
‘I might be in difficulty in a 
month or two months’ time’. 
So far, we’ve been lucky 
that all tenants have kept 
their jobs and managed to 
keep paying their rents, so 
the portfolio has weathered 
quite well.”

A handful of empty rooms 
where tenants moved out 
either just before or during 
lockdown have been 
trickier to deal with and he 
has deliberated at length 
about the right time to 
open up for viewings. 
Despite this challenge, he’s 
picking	up	positive	vibes	from	existing	
tenants as well as from the wider rental 
market and hopes that this sense of 
optimism will continue.

Rob is in a strong position to pick up such 
vibes through his network of contacts and by 
monitoring	traffic	levels	and	enquiries	from	
the Property Investments UK website. “We 
look at different trends and see early signs 
of people’s interest in the property market by 
looking at website traffic, how many enquiries 
we get and how many people opt to join 
the mailing list or subscribe to the YouTube 
channel. Activity slowed down by about half 
in mid-March. A month later we started to 
see traffic increase, but the leads increased 
at a faster tempo. Now (late May), traffic is 
back to where it was pre-lockdown at around 

55,000 visitors per month, while leads are at a 
higher level than they were in March.”

These are interesting insights into the 
property	market,	reflecting	that	people	put	
everything on hold as lockdown hit then 
started moving forwards again as the initial 
panic and confusion settled down. Many 
perhaps moving ahead with a different 
agenda to what they had before.

“Different people have different views about 
the property market, often driven by the media 
trying to create sensationalist headlines
that the market will crash. Others say it will 
increase. My view is somewhere in the 
middle, based on what we’ve seen. Yes we 
saw a reduction in activity but we still had 

people actively buying. 
Then when the property 
industry started to open 
again in May, we saw a 
spike in sales – one week 
we even hit a record in 
weekly sales.”

While he recognises that 
such	a	spike	can	reflect	
pent-up demand, there are 
signs that activity levels 
are remaining high. Rob 
and his team regularly 
speak to all sorts of 
people in the industry, 
from homeowners 
through to sellers, 

investors, estate agents, letting agents 
and other professionals across different 
geographic regions, and all are reporting 
activity at higher levels than before.

The biggest uncertainty at the moment
however is valuations. Even if the market is 
really active, if surveyors are cautious it will 
limit lending and transactions.

Yet when comparing the situation with 
2007-08,	Rob	feels	more	positive.	“My main 
memory from that time is fear. Whereas now, 
it doesn’t seem to be that – I think uncertainty 
is the key word. The buoyancy in the industry 
might be short-term, but I think the stimulus 
that’s been put into the economy has helped 
maintain some confidence about going 
forward.”

"So far, we’ve 
been lucky that all 
tenants have kept 

their jobs and 
managed to keep 
paying their rents, 

so the portfolio 
has weathered 

quite well.”
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The current situation has of course prompted 
everyone to review their plans. Rob is a great 
believer	in	mapping	out	a	path	for	10,	even	
20	years	into	the	future,	but	Coronavirus	has	
forced him to focus more on the short term 
–	what	will	the	next	30	or	90	days	look	like?

That leads to a different approach to 
planning and interacting with tenants, 
which has a knock-on effect to all areas,
including the type of properties they look 
at for new purchases and therefore on 
the type of sourcing they might do. Are 
one-bedroom apartments the future 
with their ease for social distancing, 
for	example,	or	will	family	homes	
with large gardens so people have 
private space be in greater demand? 
All of this feeds back into the type 
of content they create for Property 
Investments UK and the type of things 
that investors are buying.

“One thing we’ve seen, which might be an 
interesting trend, is a rethink about the types 
of properties and strategies that people are 
looking at. A lot more are thinking about 
mainstream buy-to-let again as the 
cornerstone of their portfolio because of the 
events of the past couple of months. Most 
strategies have been impacted but BTL for 
the most part has just continued to tick along, 
whereas serviced accommodation for 
example has been largely shut down in the 
short term,, barely able to trade. I think if 
people are heavily exposed in one particular 
region or property type, they might have 
changed their thinking about what they want 
to do.”

The serviced accommodation model, and 
other models, will recover but as yet we can’t 
predict	exactly	when	and	no	one	can	argue	
that operators’ incomes in most cases have 
been dramatically reduced over this period.

A	diversified	portfolio,	containing	properties	
that could be rented as either short term or 
long term lets so you can pivot if needed, 
without doubt helps to spread risk so that 
both capital holdings and income are 
protected in the event of any one sector 
being badly hit – in this case, by an 
unforeseen event. Drawing a distinction 
between long term and short term is valid 
here: a change of strategy can be a move for 
the shorter term whereas property investing 
is generally a long term goal, often forming 
part of a pension pot or a means of securing 
the future.

Rob sees the short and long term going hand 
in hand. “I think some people have panicked 
and maybe rethought their approach for the 
longer term which isn’t necessarily a bad 
thing. Sometimes it’s good to have your ideas, 
thoughts and strategy challenged. 

A problem and also a benefit of property is 
that there are so many options – and that’s 
one of the things I like about it. You can go 
down lots of different routes to make a 
fantastic lifestyle based on your aims in life, 
but that’s also a downside because it’s so 
easy to get distracted.”

Rob recommends keeping a core focus, 
but	to	consider	diversification	if	you	are	
over-exposed	in	one	particular	area,	whether	
that be property type or location. That doesn’t 
mean	ripping	up	all	your	existing	plans,	rather	
it’s a chance to assess whether you think that 
particular strategy in that location is going 
to	stand	the	test	of	time.	A	20-year	plan	
might just mean that waiting it out remains 
a valid option.

The past three months have also resulted 
in thousands of people re-evaluating their 
lives and what’s important to them. In terms 
of property investing, for some that might 
mean	a	decision	to	stick	with,	for	example,	
a	nice,	solid	8%	return	with	plenty	of	free	
time instead of dealing with the hassle of 
the	more	complex	strategies	to	get	a	much	
higher return. Consequently, an individual’s 
perception of what makes a good deal might 
change.

High-yielding deals at discount prices are 
often low value properties that can bring 
problems and hassle in terms of tenant type, 
neighbour issues or crime impact. While the 
potential	ROI	is	excellent,	rents	as	low	as	
£350pcm	per	tenant	or	
less in some parts of the 
country mean you need 
lots more of the same to 
achieve a decent income. 
Rob makes the point,  
“if you’re just focused on 
yield or discount, you can 
potentially get skewed in 
the wrong direction”.

Download podcast episode 44 
for more from Rob, his businesses, 
property insights and the soon-to-
launch Property XYZ!

Contact
E:   rob@propertyinvestmentsuk.co.uk

W:   propertyinvestmentsuk.co.uk & property.xyz

Linkedin:  https://www.linkedin.com/in/propertyinvestmentsuk/

Many investors have in the past, 
especially in their early investing days, 
been guilty of looking for unicorns. These 
are what they consider to be “the perfect 
deal” – fantastic discount, great yield, 
awesome	cash	flow.	In	Rob’s	experience,	
expectations	are	more	balanced	now,	
with the majority of people he speaks to 
looking at straightforward “vanilla”-type 
deals once again.

A great deal is actually very subjective, 
according to an individual’s 
circumstances, resources, chosen 
strategy and location. In addition, 
with different criteria applying to 
development or HMOs or rental 
properties, the reality of what people 
want	leads,	in	Rob’s	experience,	to	
quite a balanced view of the industry.

Furthermore, goals change over time 
as people’s portfolios and property 
businesses	grow.	For	example,	if	
someone has been using the rent-to-rent/
HMO strategy to get started, when they 
reach	the	point	where	their	cash	flow	is	
covered they won’t necessarily need 
more of those properties with the load 
of maintenance, tenant issues, voids, etc 
that they bring. Instead, they’re now in a 
position to consider a long term asset and 
capital appreciation.

“For most people, cash flow is the 
foundation and that may come from a job, 
career or property portfolio. Once that’s 
done, it opens up opportunities, you can 
open your eyes to what else is available.”

This brings us back to the question of 
diversification.	Rob	sees	some	people	
opting to diversify just within the 
buy-to-let sector, building a portfolio of 
higher-yielding properties in say the North 
or	the	Midlands	for	cash	flow,	then	taking	
on higher value properties in London or 
closer to home to balance out the 
holdings and achieve great capital growth.

“We’ve learned over the years that there’s 
no one way of doing it, it’s what’s right for 
you as an individual. You’ll have your own 
aims, your own dreams and your own 
ambitions. So be clear on that, stick to your 
why and focus on it.”

An opportunity to rethink
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Who are we?
Since we last wrote for YPN back in February 
2016,	we	have	undertaken	dozens	of	property	
transactions under various structures and 
through a host of property strategies. We 
have leveraged senior debt lending, as well 
as undertaken joint ventures and funding 
through	private	finance.	

However, now that the management of our 
portfolio has been outsourced, our primary 
focus	is	on	our	commercial	finance	
brokerage,	Venture	Finance.	As	qualified	
chartered	accountants,	our	financial	
background	and	in-depth	experience	of	using	
a	wide	range	of	finance	for	our	own	property	
activities meant setting up a commercial 
finance	brokerage	seemed	the	natural	next	
step.	Indeed,	our	experience	in	finance,	
property and business forms our key USP.

Launching the brokerage enabled us to not 
only generate multiple streams of income, 
but also gave us the opportunity to leverage 
our	experience	to	find	creative	solutions	
for	our	clients’	finance	requirements.	We	
have gained our clients’ trust by offering a 
personalised service in the knowledge that, 
as property investors ourselves, we walk the 
walk. This has been particularly important 
when formulating a client’s business case 
for our funders. There aren’t many funding 
challenges our clients face that we haven’t 
experienced	ourselves!		

The impact of the 
pandemic
The pandemic has certainly had an impact 
on	financing	activity.	In	the	first	month	of	
lockdown our brokerage’s transactions 
volumes were lower. This was particularly 
the	case	with	property	finance	enquiries,	
as buyers were suddenly faced with the 
obstacles of estate agents and surveyors 
being closed. And not to mention lenders
offering less attractive deals, such as 
significantly	reducing	LTVs	on	commercial	
mortgages. 

"We are even seeing an 
increase in lenders’ due 

diligence around how a client has 
been affected by COVID-19, and 

the steps they have taken 
to address this impact" 

For	example,	for	development	finance,	more	
questions are being asked regarding the 
availability of sub-contractors. Lenders 
are now taking a view on whether the 
proposed project timescales are realistic 
and whether any delays can work within 
the	profitability	of	the	project.	

Since the reopening of estate agents, 
surveyors resuming physical valuations 
and lenders returning to pre-pandemic 
LTVs,	enquiries	have	returned	to	expected	
levels	for	property	finance	transactions.	
However, the added due diligence from the 
lender still remains. 

Commercial Finance 
During the Pandemic
By Kiran Patel, VentuRe Finance

Coronavirus Business
Interruption Loan 
Scheme (CBILS)
We have been working with a number of 
alternative lenders who are accredited for 
the government-backed Coronavirus 
Business Interruption Loan Scheme 
(CBILS). Subject to a few narrow 
exceptions,	CBILS	facilities	are	available	
to SMEs with UK-based business 
activities and an annual turnover not 
exceeding	£45m.	SMEs	must	self-certify	
that they have been adversely impacted 
by COVID-19 and, generally speaking, 
cannot have been classed as a business 
in	difficulty	as	at	31	December	2019.	

There	are	now	over	40	accredited	lenders	
offering various forms of CBILS, but many, 
especially those found on the high
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Presenting a credible 
business case
Presenting a credible business case has 
always been important when applying for 
commercial	finance,	and	property	finance	is	
no	exception.	Lenders	are	being	increasingly	
cautious in the current environment, so
it’s now more important than ever to be 
presenting a robust business case. There 
are various constituent parts to presenting 
a good business case for a property deal, 
although the focus changes for different 
types	of	finance	–	development	finance,	
commercial mortgages, etc. 

Firstly, lenders like to see evidence of a track 
record in undertaking similar property deals. 
At a high level, this will be evident through 
their	review	of	your	filed	accounts,	but	
providing	a	breakdown	of	financials	on	a	
project-by-project basis, along with before/
during/after photos and the completion 
statements of any sales can all add weight 
to your case. 

Where you have a limited track record, we 
just need to ensure the correct measures are 
in	place.	For	example,	for	a	first-time	HMO	
investor,	we	ensure	an	experienced	lettings	
agent is instructed or for a newbie property 

developer	we	ensure	an	experienced	mains	
contractor is instructed following tender.

Affordability is also key to lenders, so 
showing	sufficient	income	to	cover	your	
existing	expenses	will	be	considered	over	
and above stress testing requirements. 
Finally,	cashflow	forecasts	for	your	business	
or property deal can also be useful in 
presenting a credible business case.

The long-term impact 
of the pandemic
I’m always being asked what the long-term 
impact the pandemic will have on the lending 
climate. Invariably, the answer to this 
question depends on a wide range of 
unforeseen factors. Forecasts by economists 
vary hugely with many predicting a V-shaped 
quick recovery, with a minority seeing the 
signs of a lasting depression. 

The level of success in containing the 
coronavirus itself will be a huge contributing 
factor, such as whether we are subject to 
second and subsequent waves as lockdown 
measures are eased. One key factor to 
distinguish	the	current	climate	from	the	2008	
recession is that we are not currently 
experiencing	a	purely	financial	crisis.	

Indeed, quantitative easing measures are in 
place,	similar	to	the	aftermath	of	2008.	But	
in the absence of an actual banking crisis/
credit crunch, such measures could serve to 
achieve	a	quick	recovery	regarding	finance,	
the property market and the overall economy. 
The	subject	is	more	complex	and	warrants	
its own separate discussion, but in short, I 
am optimistic towards a V-shaped recovery.

With the possibility of some form 
of social distancing becoming a 
long-term feature of everyday life, this 
would have an impact in the way we 
work across all industries. A big 
talking point here is the increased 
culture	of	office	workers	working	
from home – further to 
announcements	from	high-profile	
companies such as Twitter – and 
how this future work-from-home 

norm could affect the North-South divide on 
UK property prices going forward. 

In the short term, at least there is talk of 
offices	implementing	social	distancing	
measures regarding workstation separation. 
We are also seeing caution with surveyors 
when conducting property valuations, giving 
landlords the added pressure of ensuring 
tenants are not at home during surveys. Only 
time will tell whether some form of social 
distancing becomes a long-term norm and 
the	extent	to	which	this	may	happen.	

I think it’s important to assure readers that 
whilst policies have changed and criteria 
have	tightened,	commercial	finance	is	still	
very much available, so please do get in 
touch for a free consultation should you wish 
to	explore	your	finance	options.	We	are	also	
happy to talk through how we may be able 
to help your business with the government’s 
CBILS offering.

Feel free to give me a call or drop me an 
email and for more information please 
visit the Venture Finance website and our 
business pages on LinkedIn and Facebook.

Contact
Mobile:  07967 679 786 
Email:  kiran@venturefinanceuk.com
Website:  www.venturefinanceuk.com 

street, are restricting applications to 
existing	customers.	

We work with a number of the 
alternative CBILS lenders who also accept 
applications from new customers. The 
documentation required varies by lender, 
but as an indication you will need three 
years’	filed	accounts,	six	months’	bank	
statements, a business plan and perhaps 
some recent management accounts. The 
various CBILS facilities on offer are term 
loans,	asset	finance,	invoice	finance	and	
overdrafts. 

Our	experience	to	date	with	CBILS	has	
been interesting. The high-street banks 
have generally been slow to respond to 
CBILS enquiries, with some customers 
waiting weeks without even receiving an 
acknowledgment. Alternative lenders have 
subsequently become accredited, and 
we’ve found them to offer fast 
decisions and turnaround times.

However, as there is a huge appetite for 
CBILS facilities, all accredited lenders are 
being thorough in their due diligence with 
strict requirements around business track 
record,	profitability	and	existing	
debt ratios.

Venture Finance helps SMEs, property 
developers and investors with their 
funding requirements by working with a 
panel of 200 funders across all industry 
sectors. For SMEs, we typically arrange 
commercial mortgages, business loans, 
working capital finance and asset
finance facilities. Property finance 
includes development finance, bridging 
loans and commercial mortgages for 
investment properties including 
portfolios, HMOs, multi-unit blocks
and serviced accommodation.
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£422,000 Profit in 18 Months
How to get into Property Through Franchising

(From left: Chris Richardson, Bournemouth Franchisee, and a CGI 
of his project, Exchequer Grange.)

Being aware of how exciting and lucrative the property industry can be, Chris Richardson started looking for options 
to get into the property game. Rather than investing in his first buy to let or HMO, the experienced business owner and 
entrepreneur was interested in alternative ways to start making money from property. 

Learn More About the Sourced Franchise Opportunity

Visit us
sourcedfranchise.co

Email us
franchise@sourced.co

Call us
0333 123 1330

Follow us

FRANCHISE

Having weighed up his options, Chris 
decided to join Sourced Franchise, a 
hybrid between a training provider and 
a professional 
network, that 
offers much more 
than training to its 
members. 

Apart from training, 
the Franchisees 
get access to 
ongoing support, 100% funding for their 
own projects, marketing support and much 
more. “I didn’t have any property experience 
before joining Sourced,” Chris admits. 

Initially, the franchisee treated his Franchise 
as a part-time venture, which would allow 
him to get into the property industry and 
slowly scale his business. 

That remained true, until he came across a 
four-story office building for sale, located in 
a quiet cul-de-sac of Bournemouth’s town 

centre.  

The franchisee was 
instantly struck by the 
property’s potential. It 
came with a planning 
permission to convert 
the building into 14 self-
contained apartments 

and its central location made the investment 
an excellent serviced accommodation 
opportunity. 

All Chris needed was funding, which was 
provided by Sourced’s very own peer to peer 
lending platform, Sourced Capital. 

Unlike traditional funding options, the loans 
are based on the GDV (gross development 
value) of the projects, allowing Franchisees 
to borrow up to 100% of the purchase and 
build costs! 

With the support from Sourced Head Office, 
Chris carried out extensive due diligence on 
the project, put a plan of action together and
in no time, the contracts were exchanged. 

The project was launched on Soured Capital 
under the name ‘Exchequer Grange’ with 
the loan amount of £1,202,875, offering 
investors a return of up to 12% pa. The funds 
would cover the purchase and conversion of 
the office building. 

The Exchequer project was fully funded 
within 4 weeks of being launched, having 
appealed to numerous cash, pension and 
ISA investors.

Once the works are completed, the 
franchisee’s plan is to sell the serviced 
accommodation units within an 18-month 
period, generating a profit margin of 30%. 

The appointed contractor is currently 
carrying out the works on site and the 
project is en route to be completed on 
schedule. 

It really appealed to me to 
get support from people that 
have got that experience.

Build Your Property Business with Sourced
Based on a business model that works.

• So much more than a property training course
• Up to 100% funding for every profitable property deal you find
• No office, staff or experience required

Download the Sourced Franchise Prospectus at sourcedfranchise.co/prospectus

Chris at one of the 
training events held at 
Sourced Head Office.

The works are 
currently underway 
at the Bournemouth 
project.

Get Your FREE Copy Now!

Chris Richardson - Exchequer - Advertorial YPN July 2020.indd   1Chris Richardson - Exchequer - Advertorial YPN July 2020.indd   1 10/06/2020   12:37:1110/06/2020   12:37:11
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ver the past month 
we (YPN) have been 
running a number of 
videos on Facebook 
that briefly (in under one minute)  

outline a project we undertook, the  
purchase of a block of four flats which we 
renovated and sold for profit. In one minute 
we try and outline what the building was, 
what we did to it and the profit made. It’s 
geared around igniting someone’s interest 
in property. And if they want to they can 
then watch a full one-hour video where I 
talk through the project in detail including 
many of the challenges along the way and 
how we (just about) managed to overcome 
these.

In the recording, I talk through candidly how 
I	went	from	small	one-bed	flat	buy-to-let	
investments	to	developing	£5m	GDV	projects	
in a couple of years – with the help of some 
amazing JV partners and a team of profes-
sionals.

Now, in truth I don’t really like the video we 
put online. I have to talk about the amount of 
money we made – which makes me cringe. 
I think it comes across as a bit boastful – 
which I feel uncomfortable about. BUT we’ve 
got perhaps three seconds to capture some-
one’s interest and it does the job.

One aspect of this type of marketing that 
I had never envisaged was the massive 
amount of abuse that I would get from 
people who just assume that this project 
is a lie, a fabrication, an untruth. And even 
from those who just want to call me a C*** 
because they can.

We	get	probably	20	comments	a	day	calling	
me every name under the sun. And this is 
uncomfortable for me not because I care 
what these people think – I don’t – it’s that 
my genuine friends and family can see this 
nonsense.

I	was	telling	my	10-year-old	twins	about	it	(in	
a very toned down version) as I think it’s an 
important lesson. That what somebody else 
thinks of you is NONE OF YOUR BUSINESS. 
That there will always be haters – and these 
are often people who know nothing about 
you or your business. Keyboard warriors with 
nothing better to do than name call.
I	was	trying	to	figure	out	how	best	to	deal	
with this. In the end, I wrote a really long post 
detailing who we are and what we do, and 
that if anyone watched the webinar and was 
interested in property they could subscribe to 
YPN at the end of it. 

I stated the 
address of the 
property for 
anyone who didn’t believe it was real. 
And I talked through the challenges of 
development in that these projects take time, 
and you don’t get paid until the end, and you 
have very little control over the market. It was 
a very long and honest response to those 
who doubted what I said or just wanted to  
engage in a bit of online abuse. I’ve copied 
and	pasted	this	response	to	over	100	
comments online now. To date just one of 
these people has responded with a “fair 
enough – thanks for responding”.

I’m genuinely torn as to whether I should 
delete the troll comments, or keep posting an 
honest response. But why am I writing about 
this in the pages of YPN? It’s natural that 
many of us in property at times will raise our 
head above the parapet … and that as soon 
as this happens there will be people taking 
potshots at it.

I’ve	definitely	found	myself	feeling	
uncomfortable	talking	about	profits	etc	online	
in front of thousands of people. 
But	it’s	difficult	not	to	outline	a	project	
without mentioning money, especially given 
the reason for putting the video out there 
in	the	first	place.	The	problem	is	as	

soon	as	you	start	talking	about	profit,	there	is	
a perception that that is all you are interested 
in – “money obsessed property parasitic 
W*****” as someone eloquently put it. Of 
course we are in property to make money but 
that is just one element of it. There is also 
the pride in a job well done, the sense of  
achievement of creating a home from a 
wreck having overcome the obstacles along 
the way.

We are currently testing different marketing 
messages – some of which don’t mention 
profits,	some	of	which	are	geared	towards	
the more altruistic elements of property 
investing, that of buying smelly unloved 
properties and turning them into much 
needed quality homes. Do I believe that these 
messages will attract less vitriol? Probably 
not. BUT different marketing messages 
DO appeal to different people so it will be 
interesting to see the difference in
reactions when it’s a different face 
and different message.

RANT OVER

Ant Lyons
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ave you ever wondered how to use 
more than one strategy at the same 
time? Carys Davies and Rhys Lloyd 
of Custom Homes accidentally 

ventured into the holiday let sector after 
buying a portfolio of cottages in 
Pembrokeshire, Wales. Although their 
intention was to sell, they not only ended 
up running a portfolio of holiday lets, but 
also refurbished an apartment within the 
complex for less than £5,000 while 
renovating two derelict buildings, and 
fought for planning permission to expand 
the site! Talk about hitting four birds with 
one stone … 

Process of Purchase
When a local holiday cottage site came up 
for sale via auction, Carys and Rhys jumped 
at the chance to buy it, despite having limited 
prior	holiday	let	experience.	At	this	point,	
their	only	property	experience	had	involved	
buying	a	block	of	flats,	splitting	the	titles	and	
selling the freehold, as well as renovating 
properties bought at auction.  

Although they admit to buying the site on a 
bit of a whim, it wasn’t easy to conduct due 
diligence. The auction was in London, over 
200	miles	away	from	the	site’s	location	of	
Redberth, Pembrokeshire, and no viewings
were allowed. They knew they couldn’t 
consider buying it without at least seeing it, 
so they visited the site one Sunday afternoon 
and a caretaker kindly let them have a look 
around. 

Even at the auction, Carys and Rhys were 
skeptical on whether they would win, or even 
have the opportunity to bid due to their 
budget. The guide price was very much 
below the market value and it offered a 
great investment potential. Despite their 
scepticism, they won, buying the site for 
£400,000.		Rhys	reflected	on	when	he	bought	
it: “I remember I was writing a cheque out for 
the deposit and I was literally shaking.” Carys 
added: “We could buy a house in Swansea for 
that amount, and we’d just put it down on a 
deposit. We were thinking, what had 
we done?” 

The site consisted of nine holiday cottages, 
seven acres of land and two very derelict 
buildings, dating back to 1993. Two of the 
cottages had already been sold on a 999-
year lease prior to auction, therefore when 

they completed on the sale, Carys and Rhys 
had full control over the seven remaining 
cottages as well as the land and outbuildings 
as freeholders.

The Plan
Their plan for the site was to:  

• Sell the holiday cottages as a turnkey 

investment on a 120-year lease 

• Raise some finance to renovate the  

derelict buildings 

• Gain planning permission for the  

seven acres of land 

• Maintain control of the freehold 

Planning 
Armed with the limited available information 
on the site, Carys and Rhys understood they 
wouldn’t be able to get planning. Their 
architect had advised them that as the 
site’s	previous	owner	had	recently	finished	
converting the cottages from a pub, further 
planning couldn’t be granted. However, they 
continued	the	fight.	After	visiting	three	
architects, a planning consultant 
investigated further and won a long battle 
with the council over a previous development 
commencement.	A	certificate	of	lawfulness	
was granted to build a further nine cottages 
on site. 

They plan to comply with this 
commencement and build the new cottages 
later this year. “It’s been a battle. We didn’t 
think we’d get planning because the 
architects didn’t know the full story, and the 
vendor had passed away,” Carys	explained.	
They had to undertake their own research 
on the history of the site by phoning local 
people, who knew someone with some
information	like	electricians	and	ex-pub	
regulars,	and	finding	as	much	information	
as possible. They gained a potted history 
through word of mouth, and everyone spoke 
highly of the Old Lodge pub. “I still can’t find 
a picture to this day of what this pub used to 
look like!”	she	exclaimed.	

Holiday lets by accident

Interview and words: Angharad Owen

The story of a complicated BTS site 
that demanded a flexible approach 
and a swift change of plan …

“I remember I was 
writing a cheque out 

for the deposit and I was 
literally shaking.” 
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Selling the Cottages
A stipulation of the planning permission to 
convert the pub into cottages prevented 
anyone residing in the property for longer than 
30	consecutive	days.	They	had	been	newly	
refurbished	in	2010	by	the	previous	owner	and	
had a strong history as holiday lets. “When we 
took it over, everything was literally ready to go 
as if someone had just handed us a key after 
refurbishing it basically from new,” Carys said. 
She assumed that they would be sold quickly. 

However, selling the cottages took much 
longer than anticipated, because very few 
mortgage	lenders	provide	finance	for	holiday	
let properties, particularly those with a 
restriction. At the beginning of the sales 
process, a lot of time had been wasted. 
Although newly constructed, the properties 
looked tired and dated. Carys furnished and 
dressed seven cottages quickly to attract as 
many buyers as possible. However, many 
people were showing interest but weren’t 
actually aware what the restrictions entailed. 

Although they were eager to sell, they knew 
that putting all the cottages on the market at 
the same time could tire the market. Instead 
they focused on having one or two for sale at 
a time. Rhys owns an estate agency, which 
allowed them to have full control over the leads 
and viewings. They received several enquiries 
from people who wished to purchase the 
cottages for residential use and didn’t 
understand that it was a holiday let. 

As more time went on, they eventually started 
asking potential viewers several questions to 
determine if they were suitable buyers or not. 
“There was no point someone coming to view it 
and not being able to get finance for it, because 
we were talking about having £150,000 in cash,” 
Carys	explains.	Rhys	estimates	that	out	of	
every ten enquiries, there would be one 
viewing. 

The cottages were sold furnished and were a 
turnkey business. The price also included all 
forward bookings. Many of their buyers were 
drawn to it because they were new to the 
holiday let industry, and therefore were 
interested in a completely turnkey investment. 

It was important to Carys and Rhys to be as 
open and honest with potential buyers as 
possible. They were determined to share not 
only the good, but also the bad and the ugly 
relating owning a holiday let property. “It might 
sound negative, but we didn’t want people to 
go through the whole sales process and then 
they find out that there was something in the 
lease they didn’t like or weren’t aware of,” Rhys 
explained.	

All	cottages	were	offered	for	sale	on	a	125-year	
lease, a term that was open to negotiation for 
the right buyer. The relationship between 
freeholder and leaseholder is long term, and it 
was important to both Carys and Rhys that e
veryone was happy and comfortable. Although 
most	buyers	were	content	with	125	years,	one	
buyer was insistent on a longer lease, and they 
agreed	on	300	years.	

All but one 
Eventually, all but one cottage had sold. 
At	the	beginning	of	2017,	Sunflower	
apartment had been on the market 
for	£89,900.	A	sale	had	already	fallen	
through a day before completion, and 
finding	another	buyer	became	a	lengthy	
process. Even after reducing the price 
to	£79,000,	it	didn’t	get	as	much	interest	
as the other cottages because it was an 
apartment without a garden. 

“We thought ‘well, it’s not got massive 
potential because it is an apartment,’” 
Carys	admits.	While	raising	finance	for	
the renovation of the derelict cottages, 
they	took	the	flat	off	the	market	to	
refurbish it for as little as possible. 

Carys wanted to modernise it by 
painting the walls, changing the 
furniture, adding 
some details to 
the kitchen and 
investing in some 
new furniture. “I’m 
quite stingy as well, 
so it was a case 
of not wanting to 
spend much at all, it 
wasn’t worth it,” she 
confesses. 



25

She	changed	the	flooring	in	the	open-plan	
kitchen-living room and bathroom, but kept 
the carpets in the bedrooms. The kitchen’s 
tiles and worktops were changed, and all 
furniture was bought second-hand from 
Gumtree and eBay. While refreshing the 
furniture was important, its durability and 
functionality	were	equally	significant	as	it’s	
a pet-friendly property. Finishing touches 
included photographs of local attractions 
and Scrabble letters spelling Welcome to 
Sunflower.	

As	the	flat	didn’t	have	a	garden	like	the	other	
cottages, they added a designated patio area 
outside	specifically	for	occupants	of	the	flat.	

After the small refurbishment was complete, 
it	was	put	back	up	on	the	market	for	£99,950.	
Within two days, they had two offers … and 
completed the sale mid-January.  

Additional Income? 
As it became clear that selling the cottages 
would take much longer than anticipated, 
Carys decided to test out one of the 
properties as a holiday let to generate an 
income. It was successful, so she began 
marketing the other cottages too. “I had 
ended up with a portfolio of holiday lets that I 

didn’t really want, but I just thought I 
might as well get income out of them 
while trying to sell them,” she	explains,	
but she does believe that having proof 
of potential demand and income was 
beneficial	to	buyers	interested	in	the	
investment. 

She worked with an agency to begin with, 
as she wanted a professional company to 
take control due to the number of units to 
manage. However after a year or two, and the 
properties still hadn’t sold, Carys was 
confident	that	she	could	manage	the	
bookings herself and have full control over 
the lettings and save on costs. “I felt like I 
didn’t need the company to advertise for me 
because they were taking quite a high 
commission I thought to myself that I could 
do it like everyone else on booking.com, 
Airbnb and HomeAway,” she said. It became 
very clear, however, that very few bookings 
through OTAs were for the whole week. 
Cleaning costs quickly added up, and she, on 
the odd occasion, cleaned them herself to 
save money when the price of a night’s stay 
didn’t cover the cost of the changeover. 

The additional work of maintaining a 
high-standard holiday let, on top of trying to 
sell the properties and maintain the site as 
the freeholder was time consuming. Despite 
only	living	25	minutes	away	from	the	site,	
Carys felt she was spending all her time there 
and even went part-time on her day job at the 
local hospital to maintain the time 
commitment. 
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Get in touch
Email info@custom-homes.co.uk
Website:  www.custom-homes.co.uk
Instagram:  @_custom_homes_

Looking Forward 
Now that the properties have sold, Carys 
is still the freeholder and owner of the 
management company. Instead of an active 
role in the day-to-day management of each 
cottage however, she oversees the site and 
ensures that the grounds are kept well and 
insurance, ground rent and service charges 
are paid. 

With less responsibilities and more time, both 
Carys	and	Rhys	are	now	able	to	reflect	on	the	
project. They have a new-found respect for 
the holiday let industry and how much time 
is actually involved in running a successful 
short-term let business correctly. And also, 
how	difficult	it	would	be	to	do	it	remotely.	

With the construction of the nine 
new cottages in the pipeline, Carys feels she 
will be involved much 
more with holiday lets 
as they move
forward. 

They’re hoping to keep these for their own 
portfolio, along with the two renovated 
cottages. “We’re keeping those two because I 
feel we’ve done them up to the standard that 
we want,” she says. They had always intended 
to sell on the other seven, hence the reason 
they didn’t want to invest too much money 
into them. 

As well as their new development, Carys and 
Rhys have plenty of other property ventures 
on the go. They have just completed building 
two bungalows and are in the process of a 
refurbishment in the Swansea area, which 
they hope to sell on.

“We always seem to have many things on the 
go,” Rhys says. “It’s like going after one thing 
and then chasing something else! It’s a 
constant cycle, but a cycle we love.”  

Lockdown
The UK-wide lockdown caused their 
bookings to dry up overnight, particularly 
for	their	two	ex-derelict	cottages.	The	
renovation	had	been	finished	in	time	
for the summer season. Now, all 
bookings have been hindered for the 
coming months. 

At the time of writing, Carys and Rhys 
don’t know when they’ll be able to reopen 
the site for guests. Instead, they are 
planning to build the new cottages this 
year while it’s quiet and there is less 
chance of disturbing guests. “We thought 
that if this year’s a bit of a loss anyway, we 
might as well just go for it and get it done, 
to get ready for next year,” Rhys says. 

Once domestic travel within and to Wales 
is allowed again, it’s likely they’ll be busy 
once more. With additional features such 
as log burners and hot tubs, coupled with 
it being a dog-friendly site, they hope to 
entice people to visit during the colder 
months of October and November. 

Lessons Learned
They took every obstacle as a learning 
opportunity, and if they were to do it again, 
they would do things differently. “Next time, 
we have a much better idea of what to 
look for. We didn’t realise how heavy the
restrictions were, and while it’s not
impossible, it does make it a lot more 
difficult to sell,” Rhys	explains.	

Rhys encourages others to properly research 
the area of auction sites. Although their site’s 
address states Tenby and has the Tenby 
postcode,	it	is	actually	five	miles	away	and	

a ten-minute drive from the historic town 
centre.

It’s wise to check for any restrictions on 
properties too. “We got caught out a little bit 
by the restrictions, but that’s just doing due 
diligence,” Rhys admits. “Even if  a property 
has restrictions, don’t let that put you off – 
you just need to have more of a plan as to 
how you approach it.” One could also argue, 
however, that because of the restrictions 
many other buyers were put off, which 
allowed Carys and Rhys to buy it well 
below market value. 
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How  to ‘out-trump’ 
Covid-19’s financial 
impact by Property 

Crowdfunding 
Gareth Bertram 

 

Director at The Landlord’s Pension 
When it comes to your investments, Property 
Crowdfunding at 9% per annum trumps the financial 
negativity brought about by Covid-19. 

At a time when so many are hunting for the positives, we 
are excited to be at the forefront of the UK Property 
Crowdfunding market, offering an innovative response 
for those looking to minimise and turn around the effect 
of Covid-19 upon investments.  

Whether an SME business owner, cash investor or 
managing your own pension funds, the attraction of 
property investment far outweighs that of the volatile 
equities and commodities market in our current 
economic climate. That is a given, but that doesn’t 
negate the requirement for experience and knowledge to 
ensure your investments flourish. For some, 
understanding the level of risk is out of reach, rendering 
them unable to commit to property investment. Time 
might be a factor, for as we all know, investing in 
property means extensive time commitment, when doing 
it all yourself.  

Clarity of risk is key, in all aspects of investment. With 
the security of a tangible asset, property is even more 
viable an investment in times of economic turbulence. By 
confronting the effects of Covid-19 
within the property sector head-on and 
understanding the wider  market, we are 
able to offer you a unique and versatile 
Crowdfunding opportunity across the 
four main UK property sectors of Buy-to-
let, Commercial, Hotel and Residential. 
Our association with some of the most 
exceptional and trusted property 
companies in the UK means we have 
created an exclusive opportunity to 
diversify risk and ensure an enviable 9% 
per annum return.  

The combined effect of our association 
means we are able to offer an 
exceptional and high-returning portfolio 
of loans that are backed by the security 
of freehold property. So, not only is 

Property Crowdfunding with us more sustainable, it is an 
opportunity to invest in property without the time 
commitment, cost or risk associated by doing it yourself.  

There are a number of ways that you are able to invest in 
Property Crowdfunding with us and our experienced 
advisors will be able to answer all the questions you 
might have with a free, no obligation consultation.  

You might be a cash investor, looking for a positive 
change for your money. Maybe you are an SME 
business owner, researching new strategies and 
avenues for profit. Many of our clients are company 
directors who have taken control of their pension funds in 
order to reduce fees and grow their pot more 
resourcefully. Remember, you don’t need to be aged 55 
to take control and administer your own pension funds! 
Again, we can help. Our consultants are all experienced 
in property and self-administered pensions with many 
successes for their clients under the belt. We are in the 

enviable position of boasting 100% 5 star 
reviews and feedback on Google and social 
media. So, now might be just the right time to 
take control of your old or frozen workplace 
and private pension and invest them in 
property, rather than leave them stagnant and 
reliant upon the negatively impacted stock 
market.  

So yes, the impact of Covid-19 is vast, but so 
is the opportunity. For the market-savvy, this 
is just the beginning. Responsible investing 
with our Property Crowdfunding portfolio could 
be just the catalyst in your investment strategy 
that you have been looking for.  

Contact us today and embed your resilience in 
Property Crowdfunding. 

020 3907 8400 
“The best company to work with if you want to invest your pension in 

property or business” Property & Pension Experts 

Est. 2004 

Download your FFRREEEE and exclusive property 
SSAS pension guide at: 

www.thelandlordspension.co.uk/ypn 

“A combined association of  
trusted property companies,  

9% pa fixed returns” 
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Minimising the Stress 
of Property Investing
By Rupal Patel

ello again, dear YPN 
readers. I’ve gotten some 
great feedback from many 
of you on Part One of this 
series, so I am pleased to 

share the next three tips that can 
help all of us minimise the stress 
and hassle of being investors and 
landlords. Off we go …

4 Don’t Reinvent   
 the Wheel
When I was starting out in property, I was 
convinced that I was the only person doing 
what I was doing. No one had my targets. No 
one had my ideas. No one had my vision for 
where I was going, and I was going to blaze a 
trail	to	unexplored	property	heights.

Right?

Well,	not	exactly.	Because	a	simple	search	
on Google or browse through Facebook or 
flick	through	the	news	quickly	showed	me	
that thousands of other people were invest-
ing in property in dozens of different ways. 
Who knew!?

This small realisation was a huge relief, and 
thankfully, it came quickly. It meant that 
instead of trying to come up with a better 
wheel, I could follow tried and proven steps 
that other investors had tested before me. 
I could talk to investors who had bought 
HMOs, done lease options, developed a 
house	into	separate	flats	and	learn	from	their	
mistakes	and	their	experiences.	I	didn’t	have	
to	figure	it	all	out	on	my	own.

And neither do you. 

We can all talk to other investors, read books, 
join a Facebook group, hire a coach, read 
YPN each month, look for best practices, and 
tap	into	as	much	of	the	existing	knowledge	
out there as we can. (I still do all of this.) 
We don’t need to reinvent the wheel, and 
there’s only agony waiting for us if we 
try to do so.

5 Use Gatekeepers
I am not a phone person. I love talking to 
people, but my phone stresses me out. I 
don’t pick up if I don’t recognise the number, 
and I hate the back and forth of leaving 
messages and waiting for people to call 
back. I much prefer the check-when-I-
want-to-ness of email or the cut-to-the-
chase-iness	of	texting.

So becoming a landlord was not easy. 
People call you all the time. And you need to 
pick up. You need to be available. You need 
to know if there is an emergency or a lockout 
or a leaking tap. You need to be all-available 
all the time.

Or do you …?

Because the thing I 
eventually realised 
is that I didn’t need 
to be available all the 
time; someone did. Someone 
like a gatekeeper.

Gatekeepers come in many 
forms, but for our purposes, 
they are the people who do the 
screening	and	the	filtering	and	the	
responding for us. They are the ones 
who get the calls, take the messages, 
arrange	for	the	plumber	to	fix	the	tap,	and	
they are the ones who get things done so we 
don’t have to.

One of the key gatekeepers we use in our 
business is a call answering service. Anyone 
who	calls	our	office	number	gets	routed	to	
them,	and	the	service	is	available	24/7.	Our	
answering service takes down the important 
information and then emails it to us so we 
can address whatever the call was about in 
our own time. We don’t leave emergencies 
hanging (there is a different process we use 
for emergencies), but the everyday routine 
stuff	gets	sent	to	our	gatekeepers	first.

Using them has cleared more head space 
and eliminated more “who could be calling 
me now” stress than I can calculate, and 
having them there means we are freed from 
our phones. It also means that our tenants

and clients can get important information 
to us whenever they need to without 
interrupting us. Win. And win.

Having gatekeepers also makes it much 
easier and less stressful to manage the 
day-to-day running of our property business, 
and allows us to more effectively use 
another time-saving and stress-saving 
practice:	batching	(up	next!).
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6 The Beauty of   
 Batching
You may remember from one of my earlier 
articles that there were days (and days 
and days …) in the beginning when I felt 
like a headless chicken. It wasn’t just the 
running around physically, it was also the 
frantic “running around” mentally that was 
exhausting.	I	felt	like	my	head	was	always	
swimming with things and ideas and stuff 
that needed to get done: people I needed to 
follow up with, emails that needed sending, 
calls that needed making.

The work seemed endless, and I was 
jumping	from	fire	to	fire	trying	to	get	it	all	
done, but could never keep up. I was living in 
a near-constant state of feeling like I wasn’t 
accomplishing anything, and that’s when I 
remembered my friend and fellow investor. 

You see, one day I had sent this friend an 
email and got an auto-response that told me 
she only checks her email twice a day during 
X	and	Y	slots,	so	I	should	expect	to	hear	
from	her	during	her	next	email	checking	slot.	
It was a mini Eureka! moment.

What she was doing was batching: grouping 
like activity together and doing it during a 
specific	time	only.

Before I started batching, I was constantly 
spending a few minutes here and a few 
minutes there jumping from task to task. I 
was reacting to my day and to other people’s 
demands on my time instead of taking 

control of my day and creating a structure 
that works for me.

But once I started batching, it de-stressed 
my schedule and eliminated the mental 
load of worrying and wondering about when 
something was going to get done. Instead 
of doing a little bit of everything all day 
long, batching made me disciplined and 
productive: I started paying my invoices on 
the	15th	and	the	30th	of	the	month	instead	
of the minute after I got them. I created my 
YouTube and blog content on Mondays 
and Fridays instead of whenever inspiration 
struck. I started doing my coaching calls on 
Thursdays and Fridays instead of trying to 
wedge them into crowded days throughout 
the week. (I started doing laundry on 
Wednesdays and Saturdays, grocery 
shopping on Tuesdays and Thursdays …)

I started batching and batching and 
batching.

And all of this batching has stayed with me 
because it is powerful in its simplicity and 
simple in its potency. Once you start doing 
it, your life and your business will run more 
smoothly and easily, creating one mighty 
positive feedback loop.

If you’d like to chat about property, or are 
interested in learning about my mentoring, 
please get in touch. You can reach me at 
rupal@blueinfinityproperty.com 
and get more tips on investing, business, 
and leadership on our You Tube channel: 
www.youtube.com/blueinfinityproperty

Closing thoughts
As you’re starting to see by now, all of the 
tips	I	have	shared	so	far	fit	into	a	bigger	
picture. And that bigger picture is focused 
on making sure you build and grow the 
property business of your dreams without 
sacrificing	your	time,	compromising	your	
lifestyle, or throwing away your standards.

There’s no point in building a portfolio 
that replaces your income if you’re just 
swapping one stressful job with another. 
The sooner you start using these tips, 
the	sooner	you	will	see	the	benefits	in	
time saved, sanity gained, and money not 
thrown away, and the sooner you will gain 
both	financial	and	time-based	freedom.

So, which tip will you 
implement first?

“Before I started 
batching, I was 

constantly spending 
a few minutes here 
and a few minutes 

there jumping from 
task to task”
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‘MAYFAIR’ is a trading style of The Mayfair Consultancy, FCA reg 
304168. www.themayfairconsultancy.co.uk Call today on 01752 710 074 or 

07775600621. *An application fee may apply of max £150.  

Specialist Mortgage Brokers since 1994 

Respected buy to let  finance experts , Mayfair have chosen 
to advertise for only the second time in  over a decade. Nor-
mally busy dealing with  repeat  business, referrals or family 
of existing clients , senior partner Robert Smith is keen to 
state:- ‘I believe in property as an investment and do some 
myself ...thirty deals in twenty years, properties of all 
sorts ..HMOs, blocks of flats,  semi commercial and the like’. 

Having built enviable relationships 
with lenders over 25 years, we are 
occasionally consulted on product 
design and criteria.  We  have acted 
for over a dozen  estate agents as  
clients and even other brokers and 
IFAs that  value our expertise.  

We ARE NOT  going to talk pensions 
or investments….we talk property .  
Currently we are moving lots of busi-
ness away from the main banks    
onto better terms all round. 

If you think you would benefit from 
a chat to one of our team please call 
us today on 01752710074. 

 

SPECIALIST BUY TO LET      
BROKERS & LIMITED           
COMPANY EXPERTS 

OUR FIRST PORTFOLIO BUY TO 
LET DEAL FOR A LTD. 
CO. COMPLETED IN 

1995  

 PORTFOLIO EXPERTS, NONE 
TOO BIG OR TOO SMALL* £5M 

IS NOT UNCOMMON 

 

NO BROKER FEES 
FOR LOANS OVER 

£200K 
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n case you missed Parts 1-3, Jesse 
Fossey Taylor of ForTheLandlords.com, 
has shared his experience of purchasing 
and refurbishing 189 Canklow*. 

Lockdown forced the refurbishment to be 
halted	just	before	the	project	was	finished.	
At the end of last month’s article, Jesse was 
hopeful as he had some tenants lined up 
and his team of builders were planning to 
return to work on 18th May. Read on for this 
month’s update …  

In Part 3, nothing had really happened with 
189 Canklow, so I spoke about another one 
of our properties, Foljambe. That was also 
being renovated, when lockdown struck and 
hindered progress. Thankfully, we have some 
corporate tenants interested in both houses 
through a company I’ve worked with before. 
They’re unable to return to work during   
lockdown so there hasn’t been too much 
pressure	to	get	them	finished	in	a	hurry.

Almost finished …
As I announced at the end of the last article, 
the government had allowed construction 
work to begin again. We wrote to our build 
team asking when they would be able to 
restart and to give us their best estimation of 
a completion date for every job we had at the 
time, Canklow and Foljambe included. 

However, the lead builder didn’t want to bring 
all his guys out of furlough without knowing 
for certain that they’d have steady work. 
It took him nearly three weeks before they 
were	confident	that	there	were	enough	jobs	
and they would be able to get the necessary 
materials. Some things, like plaster, were in 
short supply and caused further delays. Walls 
can’t be decorated if they’re not plastered, 
can they?

Eventually, they started work on Canklow on 
25th	May,	and	is	due	to	be	finished	by	the	
end of June. Foljambe is getting very close to 
being	finished,	too.	

Looking at the budgets … 
I’m managing the refurbishment of Foljambe 
on behalf of a client. The estimates for the 
works	were	just	over	£16,000.	At	the	
moment, we’re just on budget. I’ll know in 
a few weeks if there are any contingency 
spends, so I’ll be able to report back on that 
next	month.	The	tenants	are	due	to	move	in	
mid-June too, so that house is right on track. 

The Canklow team aren’t quite up to speed 
just	yet	but	I	really	need	to	get	to	the	finish	
point.	Once	the	two	properties	are	finished,	
we plan to have them revalued. It’ll be   
interesting, particularly as it was recently
reported that house prices dropped at  
record rates last month. I’ll be aiming to 
get	a	revaluation	booked	in	next	month	so	I	
should have an update soon! 

However, I have a theory about reported 
house	price	drops.	A	£500,000	house	in	the	
home counties will have likely gone down 
in value, because at that price, people who 
are both buying and selling are sensitive to 
uncertainty. 

Whereas	with	£50,000-£60,000	in	the	sort	of	
areas where we buy, I think there is a strong 
chance that house prices will increase as 
landlords seek new and cheaper areas to 
invest. 

In an ideal world … 
If everything goes all according to plan, I’d 
like Canklow to be snagged and a tenant 

moved in by the time it’s valued. I think it 
gives	the	surveyor	a	bit	more	confidence	
when it’s rented out. Sometimes surveyors 
aren’t sure about rental demand and values, 
and	if	they’re	not	100%	sure,	they’ll	value	it	
down. I’m very sure about rental demand and 
comparables, so the best way to show it is to 
prove it by having a tenant in and living there. 

Goals for next month … 

In	summation,	next	month	I	really	hope	that	
both	Canklow	and	Foljambe	are	finished	and	
at	least	one	has	been	refinanced.	Canklow	
has been about as bumpy as it gets with a 
fire	and	then	the	coronavirus	lockdown.	But	I	
was	never	in	any	doubt	it	would	get	finished	
and rented! 

Following a Refurb Project 
from START TO FINISH Part 4

CONTACT JESSE
E hello@ForTheLandlords.com
P 03333 448 148

Do you want to see Jesse’s progress videos? 
Then go to 
www.ForTheLandlords.com/YPNhouse

*The previous articles are available in back issues on the app and the subscriber website.
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WHICH IS BETTER, AN 
ELECTRIC SHOWER OR 
ONE PLUMBED IN FOR THE 
MAINS? WHAT DO I NEED 
TO CONSIDER WHEN USING 
EITHER? 

In	my	experience	electric	showers	don’t	give	the	user	a	
nice	showering	experience,	so	it’s	always	best	to	connect	
the shower to the mains, if you can. 
I know a lot of property investors 
who like to put at least one electric 
shower in their property, just in case 
the boiler fails, but it’s possible to 
get around that problem by putting 
an electric override into the stor-
age cylinder. If the boiler fails, your 
tenant	simply	flicks	on	a	switch	and	
the electric element will heat up the 
water instead. This is a good Plan B 
to keep the tenant happy if the boiler 
breaks down.

Interview & words: Heidi Moment

BATHROOMS
Martin Rapley answers your questions about bathroom refurbishments. 

CAN I KEEP THE 
EXISTING BATHROOM? 

If your property has an avocado or peach suite or a cheap 
plastic bath it almost certainly needs to come out. If you’re 
lucky you might buy a house that has only recently had 
a	new	bathroom	fitted.	If	the	suite	is	white,	less	than	five	
years	old,	in	good	condition	and	the	tiles	are	fine,	it’s	
perfectly possible to just leave it, especially if you’re going 
to be renting it out. You might be able to freshen it up a bit 
with	some	new	flooring	or	different	wall	tiles	instead.	

A few other things to note:

• The cost of a bathroom suite is relatively low, so if you’re in two minds about your toilet or 
basin and are considering just giving it a good scrub, you’ll probably find it’s easier and not 
much more expensive to just replace it. 

• Always replace all the items (bath, toilet and basin),      
as leaving one old thing looks very out of place.

BATH OR SHOWER?
Whether or not you need a bath depends on your target 
audience, so you have to start by considering who you’re 
selling or renting the property to and what they will be 
looking for. Families will always want baths, as will 
starter type properties, small houses, two-bedroom 
flats	and	more	luxurious	family	homes.	But	a	shower	
may	suffice	in	a	one-bed	flat,	first-time	buyer	apartment,	
HMO or serviced accommodation apartment.

WHAT STYLE SUITE 
SHOULD I CHOOSE? 

When choosing a suite I personally like a 
P bath. The P part of the bath at the shower 
head end is much wider than the rest 
of the bath, which makes for a nicer 
shower	experience.	These	work	really	well
	in	houses	to	sell,	as	they	add	an	extra	
‘wow’ factor. They’re probably not necessary 
in rental properties, though, as they’re 
more	expensive.

SHOULD I CHANGE THE LAYOUT? 
Keeping	the	existing	layout	is	the	simplest	and	cheapest	way	to	refurbish	
a	bathroom.	When	you	start	reconfiguring,	you	add	in	extra	complications,	
as	well	as	extra	costs.	Moving	items	around	means	the	pipework	has	to	
be changed and if you want to move the toilet you’ll need to move the soil 
pipe, which can be problematic. So, unless you absolutely have to it’s a 
good idea to keep the toilet, and the rest of the layout the same.
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DO I NEED TWO BOILERS 
FOR A SIX-BED SIX-
EN-SUITE HMO? 

It’s a common 
misconception that you 
need to increase the water 
supply when installing 
more than four en-suite 
shower rooms in HMOs. 
Due to their lack of
knowledge regarding how 
HMO tenants use their 
bathrooms,	builders	often	over-specify,	aiming	for	100%	
usage. This isn’t necessary.

A large HMO with lots of en-suites will need a larger boiler 
to	service	them	all,	but	plan	for	around	60%	usage	at	any	
one time. This way you’ll save yourself from over-designing 
which will also save you money. 

“Plan for 60% usage 
at any one time – the 
chances of everyone 
wanting to use their 
shower at the same 
time is zero”

Plumbed in radiators that run off the main central heating system is always 
my preferred option, so when the heating’s on, the radiators are on. But 
sometimes it can be inconvenient, or even impossible, to get the pipes in. 
In this instance some kind of electric heater is more appropriate.
 
There are several options of electric heaters, depending on your audience and 
budget.	A	low-end	wall-mounted	fan	would	be	sufficient	in	a	low-end	budget	
HMO. In a higher end property you might want an electric panel heater or an 
electric towel rail, which heats the room as well as drying the towels.  

IS IT RIGHT THAT CHROME 
TOWEL RADIATORS ARE 
NOT VERY GOOD AT 
HEATING A ROOM?

Yes, that’s right. You often see chrome ones,
 because they’re cheap, but chrome doesn’t 
conduct heat as well as white does. So a chrome 
towel radiator will warm your towels up nicely, but
it won’t really heat the room. 

A white towel rail is a great option, as it heats the 
towels up on some of the bars, while the other bars 
heat	the	room.	On	a	higher	end	flip	you	can	go	one	
step further and install a plumbed-in towel rail with 
an electric override so that the towel rail can be 
turned on in the summer as well.

CAN I STOP MY TENANT 
LEAVING AN ELECTRIC 
TOWEL RAIL ON?

Yeah, you can, by installing 
an immersion override 
switch. These usually have 
three	or	four	settings	(30	
minutes, an hour, three 
hours etc) giving you some 
control over usage. Your 
tenant will have to turn it 
on, but it will only stay on 
for the designated time 
meaning they can’t leave it 
on all day, which will save 
you money.

HOW IMPORTANT IS IT TO HAVE A 
WINDOW IN A BATHROOM?

Again, it comes down to the end user. If you’re at the upper end, doing a family 
bathroom, a window adds some style and light to help make it a nice room. 
On the other hand, if you’re doing a HMO or smaller house a window isn’t 
essential at all. Sometimes you may even need to block up the window, if you 
are	reconfiguring	and	find	the	window	is	preventing	you	from	being	able	to	put	
a shower in.

SHOULD I TILE THE WHOLE ROOM?
A high-end luxury	flip	almost	certainly	requires	full	tiling,	
as is the trend at the moment, but you can get away 
with partial tiling (shower area and a little tile splash 
back	above	the	sink)	in	a	lower	end	flip,	HMO	or	single	
let. It all depends on your end user, as well as your 
budget. 

The difference in price using standard run-of-the-mill 
tiles	at	£15	per	square	meter	could	be	around	£400,	for	tiles	alone.	When	you	
factor	in	that	the	tiler	is	one	of	the	most	expensive	tradesmen,	you	could	see	
your costs go up considerably if you’re tiling more than one bathroom. 
With tiling you absolutely get what you pay for too, so this is not an area to 
scrimp on.

Time is also a consideration and if you’re converting a house into an HMO and 
each	bedroom	will	be	an	ensuite	you	may	find	you	get	a	bottleneck	when	it	
comes to tiling. If time is of the essence this can affect whether you decide to 
tile the whole room or just part of it. 

“Large tiles use 
less grout and 
take less time 
to fit, which 
reduces cost” 
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ARE SHOWER BOARDS A GOOD 
ALTERNATIVE TO TILING?

Made of laminated board that’s	finished	on	one	side,	shower	boards	come	in	all	kinds	of	
designs	to	suit	your	taste	and	they’re	straightforward	and	cheap	to	fit	(compared	to	tiling).	
They	come	in	various	sizes	and	thicknesses.	The	very	thin	ones	(3mm	or	4mm	thick)	will	
show	to	a	certain	extent	any	undulations	in	the	walls	that	you	fix	them	to,	but	the	thicker	
ones	(8mm	–	10mm)	will	pretty	much	stand	up	on	their	own.	

Shower boards work really well in the right property. I’m yet to see a shower board that 
looks	right	in	a	high-end	executive	style	house,	but	they	look	great	in	rentals	and	because	
there is no grouting or silicon around the bottom, you don’t get that nasty yellow effect 
over time. Plus they’re really quick to install and your carpenter can put them up, which 
is cheaper and quicker than tiling. So for speed and volume alone, if you’re doing lots of 
bathrooms, they’re a great option. 

WHAT’S THE BEST 
EXTRACTOR?

In all new bathrooms and bathrooms 
with no window, you’ll need to install  
an	extractor	to	remove	the	excess		
moisture from the room and protect it 
from condensation. 

You get what you pay for with fans. At 
the basic level you can install a fan that’s 
connected to the light, so as soon as the 
light is turned on the fan starts working. 
They	usually	run	for	10	to	15	minutes	
after the light has been turned off to take 
the moisture outside.  

The cheap fans rattle and make a lot of 
noise, and they can also blow air back 
through them, which you don’t want.  
Because of this tenants often turn them 
off, which creates more opportunity 
for condensation issues. No amount 
of educating tenants changes this, so I 
always make sure to cut this off before 
it happens, by installing better quality, 
quieter fans that don’t bother tenants.

If	you’re	concerned	about	excessive	
moisture, go for a fan connected to a 
humidistat – a sort of thermostat that 
measures heat and humidity and will 
switch itself on if it senses humidity in 
the air. This is a good way to make sure 
the fan is getting used, without relying on 
the tenant to use it.

You can take this one step further 
by installing a two-speed fan, which 
runs continuously to move air around 
the bathroom, then when the light is 
switched on it gets a boost and goes 
faster. Continuously moving air around 
is really useful in houses where you’re 
not sure if tenants are regularly opening 
windows. Anything that helps eliminate 
condensation is a good idea and it’s 
worth spending the money in the early 
days rather than having to redecorate 
further down the line. 

“Two-speed fans move 
air about continuously, 

which helps to eliminate 
condensation issues”

WHICH IS BETTER, AN ELECTRIC 
SHOWER OR ONE PLUMBED IN TO
THE MAINS? WHAT DO I NEED 
TO CONSIDER WHEN USING EITHER? 

In	my	experience	electric	showers	don’t	give	the	user	a	nice	showering	
experience,	so	it’s	always	best	to	connect	the	shower	to	the	mains,	if	you	can.	
I know a lot of property investors who like to put at least one electric shower 
in their property, just in case the boiler fails, but it’s possible to get around that 
problem by putting an electric override into the storage cylinder. If the boiler 
fails,	your	tenant	simply	flicks	on	a	switch	and	the	electric	element	will	heat	up	
the water instead. This is a good Plan B to keep the tenant happy if the boiler 
breaks down.
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SHOWER SCREEN OR 
SHOWER CURTAIN?

Again, this depends on your end user. Shower 
screens	definitely	look	more	stylish,	but	they	
can	be	expensive.	Be	very	cautious	of	the	
cheap	ones	—	they	are	flimsy	and	can	easily	
get	broken	by	tenants.	Try	to	find	a	mid-range	
one instead. Curtains can look OK, but you 
run the risk of leakages if the tenants have 
the curtain on the outside of the bath. They 
also get mouldy, so you need to replace them 
every so often. 

CONTACT
Contact Martin directly with 
your refurbishment questions, on:
martin@refurbishmentmasterclass.co.uk 

NOW LISTEN TO THE
FULL INTERVIEW
https://go.aws/3hy4VVL

ANY TIPS ON 
BUYING TAPS? 

This is another area where you get 
what you pay for. Here are a few tips for 
choosing the right ones for your project:

• Cheap taps wear out more quickly 
than expensive taps, so avoid the 
cheap ones.

• Avoid waterfall style taps in a rental 
property. They look great but are 
really hard to clean.

• Don’t feel you have to buy the taps 
from the same supplier as the 
washbasin. Taps are all inter-
changeable, so you can buy them 
from any merchant.

COSTS
•	 Improving	an	existing	family		 	

bathroom — £2,000 to £3,000

• Create a whole bathroom in the corner  
of another room – approx. £3,000

• High-end bathroom, including stand-  
alone shower etc – up to £5,000+

HOW SHOULD 
I FINISH THE 
FLOOR?

In my opinion there’s only one 
solution	for	bathroom	floors	-	
vinyl sheet. It looks good and 
feels good under foot. Plus it 
goes down really quickly and if it 
gets damaged it comes up and 
gets replaced really quickly, and 
of course it comes in various 
colours, styles, patterns and 
qualities. So, you should be able 
to	find	something	that	works	for	
your project, regardless of your 
end user. 

The other option is ceramic or 
porcelain tiles, but these can 
be	expensive	and	you’ve	got	
to	be	100%	certain	there’s	no	
movement	in	the	timber	floor	
beneath. Any movement will 
cause the tiles to crack, so the 
sub-base has to be spot on. 
Tiles can also feel cold 
underfoot, which is why in 
high-end properties you might 
consider	installing	underfloor	
electric heating, but of course 
that’s not relevant for an 
entry-level HMO. 

“Vinyl sheet 
flooring is versatile 

and easy to 
work with”

WHAT’S THE MINIMUM 
ACCEPTABLE SIZE FOR 
AN HMO ENSUITE?

There are no regulations to dictate the   
minimum size, so it comes down to what you  
can	realistically	fit	in.	I’ve	seen	some	that	are	
really tiny, but they do their job, and the tenant is 
happy because they have their own bathroom. 

A few things to be aware of:

• Short projection toilets don’t stick out  
much from the wall, so are better for smaller 
spaces.

• There are plenty of small basins out there  
but avoid putting in anything less than 
450mm wide.

• The smallest showers you can buy are 
generally 760mm square. These are really 
small, so aim for 900mm square or larger for 
anything high end. 
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June 2020
In May, the National Residential Landlords 
Association (NRLA) reported that 44% 
of 4,500 landlords surveyed had taken a 
temporary financial hit to support tenants 
whose income had been affected by 
COVID-19. A total of 54% of landlords were 
experiencing issues with tenants paying 
the rent or unexpected voids and 60% 
of landlords had lost at least a month’s 
income. Support for tenants included rent 
reduction or deferrals, rent-free periods, 
early release from tenancies and refunds 
of service charges from HMOs. Many 
landlords also reported providing free 
or reduced rent accommodation to key 
workers. 

Ben Beadle, chief executive of the NRLA, 
commented: “This research proves that 
the vast majority of landlords are doing 
everything possible to support tenants 
through difficult times. We need 
landlords to have the confidence to 
stay in the market otherwise we are 
going to end up with a worsening 
housing crisis as more tenants 
chase fewer properties.”  

The government has permitted 
the housing market to re-open 
with permission for estate agents, 
surveyors	and	removal	firms	to	
operate as long as they have safety 
precautions in place. Estate agents 
report a pent-up demand and a 
sense that buyers and sellers are 
gearing	up	to	execute	transactions.	

Viewings are permitted, although 
many estate agents have opted 
for virtual viewings using videos. 
One of my tenants in Bristol recently gave 
notice to end their tenancy because they 
are buying a house and to eliminate any risk 
they kindly agreed to take the video of the 
virtual tour themselves. 

Head of country residential at Savills, 
Andrew Perratt commented: “In line with 
government guidelines, we continue to offer 
virtual viewings as a first option and have 
had little resistance from clients to this 
approach, with some actually preferring to 
begin their search in this way in the current 
circumstances.” 

So the market is adapting, and some of 
these adaptations are likely to become 
permanent, not only because of COVID-19, 
but	because	they	are	more	efficient.

However key questions remain for BTL 
investors, not least the impact of the 

The buy-to-let MARKET OVERVIEW
coming recession on the housing market 
and the duration of it. There continues to be 
very	mixed	views	on	this	from	economists	
and property consultants, especially with 
regard to house prices.

In April, because of the of the low level 
of transactions when estate agents were 
closed,	the	Office	for	National	Statistics	
(ONS) suspended the monthly UK House 
Price	Index.	At	the	time	of	writing,	that	was	
still the case and it will be interesting to 
see	the	trend	of	the	index	for	the	remainder	
of this year when publication is resumed. 
The	index	is	based	on	actual	sales	prices	
from the Land Registry and it is therefore 
the	most	reliable	index	for	historical	data.	
The ONS will continue to closely monitor 
the	flow	of	transaction	data	and	will	carry	
out an analysis to assess the impact on the 
COVID-19	on	the	House	Price	Index.	
Turning	to	rents,	Savills	expects	that	any	
down turn in rents will be short lived as 

some	first-time	buyers	lose	the	opportunity	
to buy due to loss of income or tighter 
mortgage restrictions, and will therefore 
remain in rented accommodation for the 
time being.

London and some other major urban areas 
experienced	the	worst	of	COVID-19	and	
this has created an interest in property in 
smaller towns and rural areas. A report 
published	by	legal	firm	Taylor	Wessing	
found that moving to a house in a less 
populated area with a large garden and 
easy access to the countryside will appeal 
to	some	people.	Similar	findings	have	
been reported elsewhere, but is this a 
real change in the market or simply an 
aspiration reinforced by COVID-19? City-
centre living will continue to be essential 
for many people because of the nature of 

their job, but in future, access to a garden 
or communal green space seems likely 
to be a good selling point with a premium 
on purchase prices and monthly rents. 
Excellent	broadband	connections	will	be	
essential for a move to a rural location, 
and despite frequent assurances from the 
government, that is not the case everywhere 
in the UK as I know only too well from 
holidays in Devon and Cornwall.    

General uncertainty in the market will 
continue to be a concern for BTL investors 
for some time. A full recovery in the housing 
and rental market depends on a substantial 
recovery in the economy, possibly by mid 
2021.	

How should BTL investors deal  
with this over the coming year? 

A recent article published by mortgage 
broker Mortgages for Business made 
the case for new investments with low 
interest rates and the prospect of an 
increase in house prices and rents by 
the	end	of	2021.	The	report	also	found	
that many potential home buyers will be 
put off from buying at this time because 
of uncertainty about their future income 
placing BTL investors in a strong 
position. Some home buyers will also be 
put off from enquiring about a mortgage 
at this time, whereas with advice from 
an	experienced	mortgage	broker,	BTL	
investors have the possibility of a  
re-mortgage based on the rental income 
and releasing equity in their portfolio to 
fund a new investment. 

There is one other strategy that may 
suit some BTL investors in the current 
situation, especially with regard to 
security of rental income and eliminating 
void periods. In my home city of Bristol, 
the housing team of the local authority 
works with private landlords to place 
fully vetted tenants in rented property 
with the rent guaranteed by the council. 
The	range	of	benefits	includes	no	
agency fees, a free property inspection 
and a comprehensive support 
programme for the tenant and the 
landlord. Other local
authorities have 
similar programmes.

By Chris Worthington
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2021 GOLD RUSH REPORT
ECONOMIC RECOVERY – THE BEST TIME IN HISTORY

‘THE WORST RECESSION IN 300 YEARS’	–	Bank	of	England,	June	2020

To be honest, I never thought I’d be writing this article! 

As many of you will know, I’ve been writing these business-in-property 
articles	for	YPN	since	2013.	In	that	time,	we’ve	seen	changes	in	the	
market, the economy, the government and all things strategy, but 
nothing	anywhere	near	as	significant	as	this.	

In the 12 weeks since I wrote my last article, the world has been locked 
down, the economy turned inside out and life, business and property 
has been impacted and changed to a degree that we have never 
seen before.   

Within this article, I will share the most up-to-date economics,
statistics, strategies and forecasts to help you to see through all the 

media hype and to understand where we actually are, where we are 
actually going and what you need to do to capitalise.

Whilst we are now heading into the worst recession and most
challenging	climate	for	300	years,	which	will	cause	many	injuries,	
casualties and fatalities … all things considered, my headline 
sentiment	is	you	should	be	very	excited!

Disclaimer: Please note all data, models, information and statistics shared are 
accurate	at	the	time	of	writing	(June	2nd	2020).	Due	to	the	almost	daily	pace	of	
change,	please	download	the	full	2021	Gold	Rush	Report	on	which	this	article	is	
based for the most up to date market insights as changes are announced. 

www.Property-Entrepreneur.co.uk/GoldRush

The UK Economy
What is ACTUALLY 
happening out there?

Rishi	Sunak,	Chancellor	of	the	Exchequer,	has	
warned that “the UK is heading for a severe 
recession, the likes of which we haven’t seen.”
We	also	discussed	this	on	the	Official	
Property	Entrepreneur	Podcast	E011,	and	it	
has	been	later	qualified	by	Bloomberg	and	
the Bank of England. 

Businesses, sectors and in some cases entire 
industries have been forced to close and 
reviewing only a few of the headline 
statistics,	the	significance	of	this	impact	
can be effectively illustrated:

• Worst recession since 1709

• GDP down over 25%

• Company closures due to  

insolvency potentially up   
over 50%

• 1.8m new claimants to   
Universal Credit since   
March 16th 

• 25% (8.4m people) of UK  
workforce furloughed

• Unemployment expected to 

exceed 10% 

• Additional 3m jobs gone by 
summer if hospitality fails to 
open sufficiently

These high-impact statistics and 
forecasts	make	the	significance	
of the economic state of affairs 

reasonably black and white. Throw on top 
these	Brexit,	challenges	with	the	EU,	
emerging friction with China and you’d be 
well within your rights to say the outlook for 
business is looking pretty bleak indeed. 

HOWEVER!
With great challenge, comes great 
opportunity.	Having	personally	experienced	
the difference between building businesses 
through the boom versus the bust, I can 
confidently	that	say	without	exception,	when	
you master the rules and know how to play 
the game it can be far more fun, fast and 
lucrative.

I’m	going	to	explain	in	very	simplistic	terms	
how	the	next	12	to	18	months	is	going	to	be	

the best time not only in history, but in our 
lifetimes to be a property entrepreneur.

The 2021 Gold 
Rush Report
For full details and insight on the following 
models, surrounding economics and how 
to	capitalise,	download	the	full	2021	
Gold Rush Report from 
www.Property-Entrepreneur.co.uk/
GoldRush. 

Reading the market coupled with effective 
timing is everything. In the simplest of forms, 
the below model describes the four stages 
of the economic cycle, which is supported by 

decades of data, economics, booms, 
busts and cycles. 

The Economic Cycle
 
In simple terms, the UK economy is 
a machine controlled by a number of 
levers, primarily government stimulus 
or controls, in a bid to drive activity/
spending, economically known as 
Gross Domestic Product (GDP). 

MATURE MARKET

Starting top left, when the UK 
maintains a high GDP with a low level 
of stimulus from the government all 
is very well. There is lots of air in the 
economic balloon, from which the 
government derive their credibility, 
taxation	and	income.	
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BOOM/BUBBLE

Once these game-changing initiatives have 
been put into action, the economy kick starts 
and once again, the trajectory of GDP 
returns to a progressive position of growth, 
confidence	and	stability.	

The masses then shortly follow. The 
commercial	confidence	and	bull	market	
returns as competition increases, margins 
are compressed and the cycle and market 
heads back towards one of maturity. 

The Best Time in History
Whilst the cause of this recession could not 
be	foreseen,	the	damage	is	significant	and	
the economic landscape unique. However, 
the journey to recovery and opportunity to 
capitalise is highly predictable. 

Recessions and Gold Rush recovery phases 
present the most lucrative playgrounds for 
entrepreneurs who understand how to 
master the market.

This unique circumstance and landscape is 
highly unlikely to ever be seen again in our 
lifetimes. As the government does everything 
they	can	to	stimulate	the	economy,	the	next	
18 months is the opportunity of a lifetime. 
Those who make it now, will make it big.  

COVID-19 Pandemic
The Economic Recovery 
 
Despite	the	worst	recession	in	300	years,	
your ability to capitalise through this period 
is limited only by your level of understanding. 
The	above	model	shows	the	next	three	
phases the UK will now progress through 
as we begin to focus on a recovery. The 
economic journey through and recovery 
post-lockdown is highly likely to be as 
follows:

PHASE ONE  THE DARK

The	first	phase	was	one	of	pitch	black	
darkness, almost impossible to navigate as 
no one knew what was coming, where we 
were heading or what was yet to come.

PHASE TWO THE DUSK

As we start to move out of lockdown and 
return to some sort of new normality, the 
level of light is slowly starting to increase. 
Through a dusk-like landscape, our various 
industries and sectors begin to return to 
business. 

As industries open up and activity levels 
start	to	increase	through	2020,	our	level	
of visibility and understanding will do too. 
We’ll	begin	to	see	the	true	extent	of	the	
damage, impact and economic scarring 
caused by lockdown to each element of 
the UK economy. 

Through the summer and towards the end 
of	2020,	the	clarity	and	understanding	
achieved	from	this	phase	will	influence	a	
focused strategy to recovery, and 
capitalisation will aggressively commence. 

PHASE THREE 
THE DAWN AND DIALS 

As	we	come	out	of	the	Dusk	of	2020	and	into	
the	Dawn	of	2021,	we	should	have	a	clear	
view of the entire landscape with the 
required data and stimulus required to 

THE GOLD RUSH

To move out of recession/depression, 
the government must stimulate activity 
by providing incentives, opportunities 
and motivation to kick start the 
economic	flywheel	and	drive	forward	
commercial activity, and in turn GDP.

To do this, the government are likely to 
reduce	taxation	and	the	cost	of	finance,	
and launch initiatives and promote 
growth. They’ll do everything they can 
to mobilise the country’s entrepreneurs 
through support and motivate them to 
identify opportunities, drive growth and 
create jobs. Therefore unemployment is 
reduced and in turn, increased spending 
to drive GDP. 

During this phase, there’s a limited 
window in which the government not 
only get out of the way of entrepreneurs 
and allow them to lead the recovery, but 
they provide an arsenal of initiatives to 
promote the essential business and 
economic growth. This will blow air 
back into the economic balloon, from 
which the government can derive their 
credibility,	taxation	and	income	post-
recovery. 

RECESSION/DEPRESSION

Bottom left however, when government 
stimulus is low and GDP is caused to fall 
due to an economic change, adjustment 
or shock, eg the Global Financial Crisis 
(GFC) or COVID-19 outbreak, low stimulus 
coupled with low GDP causes a downward 
economic trend, thus triggering a recession. 
If left unresolved for a sustained period, this 
moves into a depression. 

The air has come out of the economic 
balloon and action is required to get things 
going again. 
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execute	a	very	aggressive	period	of	
economic growth and development driven 
by entrepreneurs. 

By the time we reach the Dawn phase, the 
government will have formalised their 
long-term growth strategy, initiatives and 
stimulus packages. It will likely include 
access	to	funding,	reduced	taxation,	
relaxed	planning,	incentives	to	recruit,	
reduced compliance levels and many more. 
Some of these will be launched ahead of 
time,	and	others	will	be	further	refined	and	
developed, enabling us to leverage these 
resources to gain traction as the 
government cheer on from the side lines. 

As property entrepreneurs, we’ll be able 
to drive our ventures at pace through the 
growth phase of recovery, capitalising as 

we progress to the GDP to the vibrant 
position the government and economy 
require.  

For those who are educated and focused, 
the	2021	Gold	Rush	will	be,	in	my	opinion,	
the best time in history to capitalise as a 
property investor. 

WALKING THE WALK
It wouldn’t be good of me to just tell you 
what to do without doing it myself! Granted, 
we’re only a couple of weeks into the Dusk 
phase, however a couple of very early   
examples	of	how	we’re	executing	the	five	
steps are below: 

Strategy Moved two developments from  
 high-end professional to public  
 sector and LHA.

Systems	 Invested	£36,000	in	new		 	
 automation technology   
	 to	increase	efficiencies.

Finance	 Increased	liquidity	by	£490,000		
 via Bounce Back Loan and  
	 CIBLS.	Further	£1.42m		 	
 en-route.

Capacity Recruited a new senior team  
 member and 13 new   
 acquisition team members.

Marketing  Acquired our seventh HMO  
 lettings agency, invested   
	 £9,000	in	advanced	lead		 	
 generation and increased   
 investor database by over   
	 100	clients.	

I trust the information provided is of value 
and provides both the insight and action 
required for you to align your focus, efforts 
and get ready to capitalise.

You can download a copy of the full Gold 
Rush Report below. If you are serious 
about starting, systemising or scaling your 
business in property through 2020 and 
2021, you can find out more on the inside 
rear cover of this magazine! 

Exciting	times	ahead,	look	forward	to		
meeting you soon!

All the best,

Daniel Hill 
PPN UK Group

Five Steps to Capitalise 

1 STRATEGY 

Master the macro and microeconomics of 
your market to either identify a niche or ride 
a wave. Hoping for the best or burying your 
head	in	the	sand	is	a	sure-fire	fast	track	to	
failure right now. Get up to speed, adjust 
your sails and get ready to change.  
  
2 SYSTEMS

Times of challenge present game-changing 
opportunities. You will have no doubt 
identified	weaknesses	in	your	business	
during the pandemic, and now is a time to 
be investing into your business operations. 
Efficiency	and	scale	are	two	key	criteria	for	
commercial success.

3 FINANCE

Make sure you have a solid handle on your 
model, margins, forecasts and working 
capital. Now is a time to be liquid and seize 
opportunities, not holding on for dear life 
just	hoping	to	make	payroll.	Cash	flow	and	
capital are going to be key through the Gold 

Rush. Make sure you are geared up and 
ready for it. 

4 CAPACITY

Make sure you have a team with both the 
expertise	and	the	capacity	you	require.	
You’re going to have to work pretty hard just 
to stand still in the year ahead, but with a 
labour	market	more	fluid,	skilled,	flexible	and	
accessible than ever, make sure you rally the 
troops and go into this with a team. 

5 MARKETING 

Whether it’s investors, deals, partners or 
sales you are looking for, the world has 
changed and opportunity is now 
everywhere. But you’re not the only one 
looking for it and you need to be on top 
of	your	game.	I	believe	around	5%	of	the	
UK property industry charge premium 
prices and have waiting lists of clients
and investors. Meanwhile the rest are 
competing	on	price	and	are	fighting	for	deal	
after deal. Make the investment today to 
position your business, create an audience 
and develop the credibility you require to not 
only survive, but thrive in the months ahead. 
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MAKING A 
MILLION

IF YOU’RE 
GOING TO SET 
A GOAL, SET 
A HIGH ONE 

In this month’s article, I thought I would 
do something different and provide the 
story of one of our mentees, Jeanett 
Bellamy. Her target was to create £1m 
equity, and her story is below … 

We all have reasons for what we do. 
I’m	57	years	old	and	I	come	from	a	very	
poor background. Most of my early life 
was spent wishing for what everyone else 
seemed to have. I now have that and more, 
so why do I keep going? What drives me?

Apart from enjoying myself, I do it for my kids and 
grandkids. I never want them to be in the position I was 
when I was growing up. To secure it further, my husband and 
I are creating systems, trust funds and trainings to make sure 
income passes through generations. Not only will they inherit it, 
but they must also know how to grow and secure it. 

I joined the PMA mentorship programme to push me and help 
me focus on developing something I could teach my children 

and their partners to follow. Hopefully, 
they’ll replicate it and teach   
their kids. 

After leaving school, I’ve had a variety 
of jobs, including fruit farm worker, 
cook, draughtsman for combat aircraft, 
deliverer, driver and borough councillor, 

as well as volunteering for charities, 
working within our family business and 

sitting on local committees to fundraise 
for	our	MP.	I	have	various	qualifications	and	

have attended many training courses. I believe you 
should never stop learning – EVER! 

Where did I start? I had bought	my	house	20	years	ago,	a	small	
BTL	with	£30,000	equity	and	I	owned	11	acres	of	greenbelt	land.	
Although I wasn’t starting from zero, my goal was to generate 
deals and plans to get £1m above the worth of my current 
assets. I wanted to get the deals in place over a year and realise 
the money over two or three years. 

Project 1
When buying my BTL, I had intended 
to get planning on the side, but still 
purchased the house below market value 
in case the planning wasn’t granted. I put 
in	a	deposit	of	less	than	£30,000,	because	
money is made when buying, not selling. 

I achieved planning consent to convert 
the house from a two-bed to a three-bed 
and build another three-bed on the side. 
My eldest son joined me as a joint venture 
partner, and he oversaw the development. 

The cost to get planning and build/
alter	the	houses	was	£205,000	with	a	
GDV	of	£560,000	for	the	two.	Both	were	
mortgaged	as	BTLs	at	£210,000	each,	so	
most	of	the	profit	was	pulled	out	to	reuse.	
£140,000	equity	remained	as	well	as	
income from rents. 

Profit: £215,000	split	equally	with	my	
son,	so	£107,500	each.	I	could	move	that	
into	the	next	project,	as	well	as	the	initial	
£30,000.	

Lesson: I offered a builder friend the 
opportunity to JV before planning was 
granted. He believed I wouldn’t get the 
consent through, but I ignored him. Many 
will give you their opinion even if they don’t 
know what they’re talking about! 

Project 2
This project was a joint venture with 
my daughter. We purchased a semi-
detached	house	for	£280,000.	

Profit: We planned to build a new 
house	next	door	and	extend	the	lower	
level	of	the	existing	house,	which	we	
estimated	a	cost	of	£170,000.	The	
expected	valuation	of	the	finished	
houses	is	£610,000,	and	anticipated	
profit	is	£160,000.	The	profit	is	shared	
between myself and my daughter 
equally, so we each walk away with 
£80,000.	

Lesson: Life sometimes throws a 
curve ball! The build was delayed as 
my daughter got pregnant. Luckily, 
there were no mortgage costs as 
my daughter lives there as a tenant. 
Remember to always account for the 
cost of any no-income period.
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Mark Lloyd is one of the main  
mentors behind Property Master 
Academy’s mentorship programme.   
For more details go to:   
www.propertymasteracademy.co.uk

Project 3
I	wanted	to	maximise	my	own	home.	I	am	
fortunate to have a large plot with access to 
the	rear	via	a	car	park	next	door.	To	develop	
it, I needed direct access to the road. I had 
the money from the previous project to roll 
into this one. 

My deeds showed a tiny piece of land, but 
my neighbour said it was his. However upon 
further research, it looked like that small 
piece of land had been taken from Highways 
England. I asked the Land Registry and they 
said the thickness of the boundary line could 
be ten feet on the ground, so it couldn’t be 
proven either way. I submitted paperwork for 
a ten-foot wide driveway and started digging 
the same day. 

Of course, my neighbour moaned that I was 
digging up his land but I had permission 
from Highways England to begin works. I put 
in planning for a three-bed bungalow with its 
own access. 

Profit: Expected	end	value	of	£450,000	with	
a	minimum	of	£150,000	profit.	

Lessons: Don’t just look at what you’re 
going	to	build	but	how.	Extra	unplanned	
groundworks	cost	£60,000.

Project 4 
This was another joint venture with my son. 
We	bought	six	allotments,	three	with	road	
frontage and three behind. The middle one 
was	purchased	first	for	£40,000.	I	set	about	
tracing the other owners, as they had been 
left	for	over	20	years	and	the	owners	had	
moved all over the country (and one to the 
USA). 

The vendor of one of the front allotments 
agreed to sell, but only with a covenant to 
not	build	any	houses.	I	agreed	to	a	25-year	
covenant	and	bought	it	for	£1,000.	After	a	
pre-app and a favourable report for more 
than one house, we offered the vendor a 
further	£30,000	to	remove	the	covenant.	

One of the other allotment owners placed 
their plot into an auction. It was bought for 
£60,000,	and	I	approached	the	new	owners	
to suggest a JV for the planning stage. I 
submitted a planning application for three 

houses, but only two would be approved. We 
negotiated with the new owners and agreed 
an	option	to	purchase	their	plot	for	£100,000,	
subject to planning. 

Profit: If we were to sell the plots with 
planning, they would be worth between 
£200,000	and	£250,000	each.	However,	my	
son wants to live in one of them, so to build 
them	out	the	end	values	show	a	profit	of	
£729,000.	As	it’s	a	joint	venture,	the	profit	is	
split	and	my	son	and	I	each	get	£264,000.

Lesson: Many people would have seen the 
development potential for these plots of the 
past	20	years,	but	it	was	too	hard	to	track	the	
owners. It took me nine months to do so and 
it only cost my time and a few stamps. 

Also, always clear the site before submitting 
planning. People who are against the 
development	will	use	any	excuse	to	block	
you.	Our	neighbour	delivered	over	100		
letters just to get complaints.

Project 5
This is a total long shot, but it involves 
my plot of land. Due to it being on the 
greenbelt, it will always be hard to get 
planning for anything conventional. 
It’s on the edge of a village, but not 
included in the local plan process. 
I’ve not included it in my £1m target 
because	of	its	difficulty,	but	it	will	be	
an	extra	bonus	if	achieved.	

My best chance for planning would 
be to create something classed as 
exceptional,	so	I’m	having	plans	
drawn up for two properties in an 
acre each, sunk into the soil to protect 
the view and the environment. They 
would be hopefully valued at around 
£1m each, and if planning is granted, 
the	profit	from	these	two	houses	
could be a million. 

Project 6
This was brought to my attention by 
my builder. It’s a wooden one-bed 
chalet bungalow in an acre of land with 
outbuildings.	There	are	five	acres	to	the	side	
with road frontage on three sides. It cost 
£520,000.	

Although we’ve only had brief discussions so 
far, I’m looking at a minimum of two houses 
worth	£1m	each	or	five	detached	houses	in	
an acre. 

Potential profits: £500,000. 

Where’s my £1m?
Project 1 

	£107,500	(purchased	from	someone	I	
know so off-market)

Project 2 

£150,000

Project 3 

£80,000

Project 4  

£364,000	(purchased	from	someone		
my son knew so off-market)

Total so far - £701,500 

Potential:
Project 5  
£1m (purchased from someone I know 
so off-market)

Project 6 

£500,000	(purchased	from	someone	my	
builder knew so off-market)

The	profits	from	one	will	roll	onto	
the	next,	but	the	planning	phase	is	
continuous.

My children are gaining knowledge from 
being	involved,	they’re	seeing	the	profits	
and are learning what they have to do 
to get them. In my opinion, there is no 
substitute to learning on the job! 
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SHOULD we be worried about
property values dropping?
There has been a lot of talk over the last 
three months about the COVID-19 outbreak 
and the knock-on effect it would have, 
particularly on the property market. In this 
month’s article, I thought I would share my 
opinion of what to expect over the next  
24 months.

It is pretty much a given that we will fall into 
a recession as a result of the pandemic. 
The	government	have	tried	extremely	hard	
to keep the economy going, but personally I 
still think we are yet to see the worst. Up to 
now, the government have been pumping 
money into the economy, trying to keep many 
businesses	afloat.	But	what	happens	when	
they turn off the tap? 

General public 
You do not need to be a genius to realise that if the government had not offered to cover 
the costs for companies to furlough their staff, a lot of businesses would have had no 
choice but to lay off their employees. This would have spiked the unemployment rate 
to	record	highs.	Even	with	the	furlough	scheme,	the	unemployment	rate	has	hit	3.9%	
according to government statistics. Naturally, because many people are now reliant on 
government aids such as Universal Credit, this will impact the economy in many ways. 

For example:

•  Less income and therefore an impact 
on spending and lower output

•  Ability to apply for mortgages/
serviceability on existing mortgages

•  Not having the ability to create savings 

•  Affordability on rent as Universal 
Credit may now not cover the full 
amount 

Whatever way you look at it, the outlook is 
grim. Turning to property, many landlords 
will have no option but to consider letting 
their properties to people who claim 
Universal Credit. 

The options are:

•  Leaving the property empty (at a cost)

•  Letting a property and getting some 
income – but perhaps not as much  
as before

Landlords who own properties in parts 
of the UK with much higher rents than 
the	benefit	rate	will	suffer	as	a	result.	For	
example,	if	their	rent	is	£1,000pcm,	and	
Universal	Credit	only	pays	£800pcm,	it	is	
unlikely that the tenant (who is already 
feeling the hardship) will be able to make 
such a shortfall, and therefore there will 
be a strain on the tenancy. 
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Property developers 
Property developers will also see the strain 
as property sales slow. If we refer to the 
effect	of	2008,	and	property	prices	drop	circa	
20%	(which	is	generally	the	same	amount	
of as developer’s 
profit	margin	in	
a development), 
developers may face 
either not selling their 
properties because 
buyers won’t be able 
to get a mortgage. 
Even	if	they	do	find	
a	buyer,	the	next	
battle is ensuring 
the surveyor values 
the properties at 
the price required 
by the developer. 
If the property is 
downvalued	at	circa	20%,	developers	will	face	
either losing money or breaking even at best. 

Back	in	2007	and	2008	I	was	in	this	position,	
and it’s a place I never wish to revisit. As 
soon as the bank had an idea of the crash, 
they started to trigger a revaluation of the 
development in the new climate and started 
to reassess their gearing/loan to value. The 
majority of development lenders will typically 
lend	circa	60%	of	the	purchase	price	and	

Portfolio landlords
Similar to what has been mentioned 
above, banks like to be assured that 
they are always within their lending 
parameters to ensure that they are 
not over-leveraged. They always 
think that, in a worst-case scenario, 
they will make a loss from the resale 
if the property gets repossessed. 
They	confirm	this	in	their	terms	and	
conditions by asking for revaluations 
in certain economic scenarios. A 
downward turn in the market could be 
one	of	them	–	and	I	expect	this	will	be	
the case as a result of the pandemic.

Whilst writing this article, I have just 
received an email from my Lloyds 
relationship manger to ask for a 
current rent schedule for my portfolio. 
I sit here today in a very comfortable 
position – my portfolio is all on 
capital repayment mortgages at 
approximately	50%	gearing,	so	there	
is no fear of the bank asking me to 
revalue as they are in a very secure 
position.	I	set	this	up	back	in	2008,	
to	avoid	me	ever	experiencing	that	
stress again. However, their request 
of a tenancy schedule is an indirect 
request	to	confirm	that	sufficient	
income is coming in to service the 
debt level. 

I would seriously suggest that all 
property investors  take stock of their 
current situation, to see where their 
portfolio lies in the current climate. 

As always, I wish you all the very best 
within	this	difficult	period.	

100%	of	the	development	cost,	based	on	the	
valuation of the time. 

As property values start to drop, the lenders 
will be very cautious of the lending levels, 
especially as many banks faced issues in 
2007	and	2008,	and	they	also	don’t	want	to	

be in that position 
again. I wouldn’t 
be surprised if the 
bank asked for the 
development to 
be revalued, and 
if the values have 
dropped, they ask 
the developer to 
come up with a 
contingency plan. In 
2008,	Lloyds	asked	
me to instantly 
replenish the 
development so it 
was in equity. If I 

couldn’t, they told me they would be looking 
to recover the development. Back then, I was 
geared	at	80%	and	as	the	property	prices	
dropped	by	20%,	the	bank	was	at	100%	
gearing. 

We had to restructure the loans, which cost 
thousands in fees, not to mention the months 
of sleepless nights. I envisage the banks will 
be on top of this more than ever, not only for 
developments but also on portfolio landlords. 

Contact
Mailing List  www.arshellahi.com/deals 
Facebook Profile  www.facebook.com/arsh.ellahi.1
Facebook Page  www.facebook.com/ArshEllahi123
Instagram  www.instagram.com/arshellahi
Youtube  www.youtube.com/c/ArshEllahi
Linkedin  www.linkedin.com/in/arshellahi
Twitter  twitter.com/arshellahi

If	you	have	a	question	you	would	like	me	to	answer	in	next	month’s	article,	please	email	
me: arsh@arshellahi.com and I’ll aim to answer as many as I can over the coming months.

As always, you can connect with me on my 
social	feeds	by	finding	me	on:	

 As soon as the bank 
had an idea of the crash, 
they started to trigger a 

revaluation of the 
development in the new 
climate and started to 
reassess their gearing/

loan to value. 

Finally, to get access to all my 
updates and whereabouts, 
please sign up to my 
weekly newsletter at 
www.arshellahi.com
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Lockdown deals: 
A winning mindset Bill Mann 

ou have to have a winning 
mindset at the best of times. 
But how do you approach 
constructing a deal when the 
whole market is facing extreme 

uncertainty? Vendors are in the midst of 
possibly the most traumatic experience 
of their lives, and you too may now be 
questioning your life goals and priorities
in light of the pandemic. Lenders and 
valuers are still very cautious after their 
initial closedown. The residential market 
will remain subdued for some time and the 
commercial market has seen the biggest 
single shock in living memory.

There are three elements to creating the right 
mindset, and in each case, you will have to 
decide what is right you ...

Clarity of Vision
For most people the shock of the pandemic 
and	lockdown	has	caused	them	to	reflect	
on where they are in life and what they want 
from the future. We have the time, and good 
reason, whilst we are at home and the pace 
of life has slowed down to review this. For 
some	people	this	is	a	conscious	exercise,	
but for many others these questions are 
ruminating in their sub-consciousness. I 
have a number of clients whose priorities 
have changed and are now using this period 
to make changes to their lives and have a 
different vision of how they want their lives to 
be going forward. They have a vision of what 
they want their ‘new normal’ to be and are 
working towards that. This often includes a 
change to their professional and 
business priorities.

This can have a direct impact on your 
business and investment strategies. It will 
depend on how you have been impacted, 
how resilient your business and portfolio has 
been, or will continue to be, the risks that you 
perceive, and whether your personal 
objectives have changed. If your objectives 
and goals have changed, then chances are 
your investment strategies will too. You 
may want to take less risks, reduce your 
working hours, or liquify some of your 
assets to pursue other goals. 

"Alternatively, you may be 
inspired by opportunities 
that you see and be 
prepared to take more 
risk, grow faster or 
adopt a new approach 
to investment."

Whatever the impact has been on 
you personally, take the time to
understand what this means for 
your objectives and property 
investment goals.

Before considering new deals and 
opportunities, test these against your 
objectives and goals. What may have been 
the right deal for you in the past may no 
longer be the case, or vice versa – possibly 
opportunities that you would not have 
considered previously are now just right.

A ‘good’ deal
What makes a good deal now?  There has 
been much written in social media about the 
impact	on	property	prices,	whether	existing	
deals should be renegotiated, where to pitch 
new offers, and so on.
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A good deal is not the lowest possible price, it has to be a win-win for 
purchaser and vendor. I have seen too many people have sleepless nights 
worrying that they are paying too much and perhaps could get a better deal, 
or waste months negotiating just to save a few thousand. More often than 
not, these deals fall apart after several months of haggling and negotiation, 
and	often	after	expenses	have	been	incurred.	Usually	because	the	vendor	
has been pushed to the point where he or she feels like they are on the 
losing side of the deal. At this point they will either pull out or accept a 
higher offer elsewhere. Have a win-win mindset and do the deal quicker 
and	with	more	confidence	of	success.	What	does	this	look	like?

• Firstly, do not judge your deal by what is happening at a national level, or 
even the market down the road. Market variations will continue to exist 
and possibly even increase. With the right research, your knowledge of 
specific market data and price trends will increase, and you will be in a 
better position to judge a deal. Therefore, you will worry less about what 
might – or might not – be a good deal, and have more tangible data to 
base your views on.

• Your primary criteria as an investor is the 
numbers, and whether you will get the 
required return on your investment. 

 Understand the numbers and your 
tolerance on the purchase price. If the 
numbers do not stack up then it is not a 
win for you and not a deal. If the numbers 
do stackup, then your primary criteria has been met and anything else is 
a secondary concern.

• Is it a good deal for the vendor? Many investors will be looking for and 
expecting to find some good deals. In a falling market, it is tempting to 
push for a better deal, but when does this become exploitative and push 
the vendor into an uncomfortable situation? The more you understand 
the vendor’s needs (rather than wants) the easier it will be to see if a 
win-win deal can be had. The vendor will have his or her numbers too, 
and if you can construct a win-win deal you will both feel satisfied and 
happy to complete. This applies equally well to distressed sellers.  
There is obviously also a moral and ethical argument for trying to 
achieve a win-win.

• And the final test, does it feel like a good deal to you? Even if the   
numbers are positive and it looks good on paper, what does your instinct 
and gut feel say? If your heart is not in total alignment with your head, 
there is usually a good reason. Identify what it is and address it.

Remember, if there is a lender involved, then any purchase is subject to a 
valuation which will provide a benchmark on whether the agreed price is 
around market value. This means that some subjectivity can be removed, 
and if necessary further discussions can be had with the vendor. It provides 
more objectivity to the deal and provides a basis for a rational discussion 
with the vendor if need be.

Contact
Email:   Bill@thekeepcalmguy.co.uk

LinkedIn:  https://www.linkedin.com/in/billmannuk

Website:  www.thekeepcalmguy.co.uk 

Bill Mann has been investing in 
residential property for several 
years. He has a portfolio of 
HMO and single-let properties 
in the South East, and provides 
management services for other 
landlords.

A	qualified	executive	coach,	Bill	helps	individuals	and	
business leaders remove any self-doubts or limiting 
beliefs and achieve their full potential, based on what is 
right for them and their values.

In	2005	he	was	directly	caught	up	in	the	London	
terrorist	bomb	attacks	on	7/7.		Shortly	after	this	he	
lost his wife to cancer. This was one of the reasons he 
changed direction and began his property journey. His 
coaching	is	deeply	rooted	in	his	experiences	of	dealing	
with psychological challenges, the personal motivation 
of	his	clients,	and	finding	the	right	solutions	for	each	
of them.

Bill is The Keep Calm Guy.  Read more about his story 
in How to Keep Calm and Carry On.  Listen to his 
webinar on Navigating Change at 

www.thekeepcalmguy.com/replay

An open mind
During	a	period	of	extreme	uncertainty,	by	definition,	
unexpected	issues	and	opportunities	may	arise.	So,	
an open mind is essential before, during and after 
doing a deal. 

An open mind will help you see opportunities where you 
might not have been looking. Speak to people in your 
network, observe what is happening in our market, and 
look at the problems that people are facing which you 
may be able to solve. Stay open to new possibilities, 
because the opportunities that arise in a changing market 
unfold over time.  We are yet to see how the full impacts 
of the pandemic play out on the market and society at 
large, and some of the opportunities that will arise will 
only become clear further down the line.

An	open	mind	will	also	find	creative	ways	to	overcome	
obstacles, and there will be some new challenges ahead 
too.	It	may	be	financing,	regulation,	market	dynamics,	and	
so on, but I am sure we will encounter new hurdles and 
will	have	to	find	creative	ways	to	get	over	them.		

Finally, keep an open mind about how you work and who 
you work with. One of many positive aspects of the 
recent lockdown has been the kindness, support and 
compassion shown by many people. This includes 
strangers being open to new contacts and networking, 
people being far more open to collaboration and joint 
ventures, or simply just providing introductions and 
referrals. And pay it forward. By helping and supporting 
people in your network you will also open doors to 
new ideas and new discussions – who 
knows where they might lead.
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How to fund your new property investment 
company tax-efficiently using borrowed funds 

ue to the Section 24 mortgage 
interest restriction for private 
landlords, investing in residential 
property via a property company is 

now a mainstream investment approach for 
the landlord community.  

However, given that a new property company 
won’t already have its own funds to invest 
with, it is normally the company’s owner that 
provides funds – but how can this be done, 
using	borrowed	funds,	and	in	a	tax-
efficient	way?

Why can’t my company just 
raise its own finance? Why 
does it even need me, its owner?
Most property investment companies (PICs) 
in	the	post-Section	24	era	are	newly-formed	
SPV companies, and so as a brand-new 
company, it won’t have any assets or cash to 
invest with. 

SPV means a special purpose vehicle – 
a company (in most cases) that has a 
‘special purpose’ – for a PIC, to buy and hold 
rental property. This is distinct from a 
company	that	may	already	exist	and	have	
an	existing	trade	(eg	a	contractor-type	
company, or a company that has an 
existing	trade,	such	as	a	retailer,	café,	etc).	

The vast majority of mainstream BTL lenders 
won’t lend to a company unless it is an 
SPV, and so usually this means that a new 
company needs to be formed to invest in 
residential property.  

Of course, on day one of the new company’s 
life, it has no assets or cash. So, like a child 
is reliant on a parent in its early years, the

company is reliant on its director-
shareholder for funds with which to invest. 

This then leads to the key question … how 
can a property investor fund a new PIC, 
using borrowed funds, tax-efficiently? 

Back-to back loan via a main 
residence
Probably the most common way that 
landlords get started in their property 
investment career is to borrow against their 
main residence.  

This is often the cheapest way to raise funds, 
as interest rates and fees for main residence 
borrowing tend to be lower than BTL lending 
(whether in personal or company name). 
Many lenders these days are more sensitive 
to borrowers with high levels of unsecured 
borrowings (unlike the Wild West old days 
of BTL when many landlords had a myriad 
of cheap personal loans and no/low-interest 
credit cards!). 

Fortunately,	tax	relief	is	available	for	interest	
on loans used to lend to a PIC, assuming the 
company is a ‘close company’ and the owner 
owns	more	than	5%	of	the	shares	(a	close	
company	has	five	or	fewer	shareholders	
generally). 

The interest is known as ‘qualifying loan 
interest’ and allows the PIC to pay the 
director-shareholder’s personal mortgage 
interest, without creating a tax charge, in 
return for the use of the funds.  This is 
sometimes known as a ‘back-to-back’ loan, 
ie an indirect way for the company to 
borrow investment capital, since there 
are few sources of unsecured 
loan finance for new 
companies.

For example:
Mr Smith has an 
unencumbered residence worth £250,000 
and realises how cheap 60% residential 
mortgages are (currently less than 1.5% for 
most borrowers!).  So, Mr Smith borrows 
60% of £250,000 (£150,000), on which the 
monthly interest is £187 per month.  

Mr Smith then transfers the £150,000 into 
his PIC bank account, as a Director’s Loan 
(labelling the transfer as ‘LOAN’ when doing 
the transfer via internet banking).

The company balance sheet now shows 
a £150,000 cash balance, and an equal 
and opposite Director’s Loan balance of 
£150,000.  The company’s net worth remains 
nil, as Mr Smith is a creditor of the company 
(the company owes him back the £150,000 
he has lent to the company). 

After a month, the first mortgage payment is 
due on the £150,000 borrowed.  The Direct 
Debit for the payment is via Mr Smith’s 
personal bank account, however all the 
funds have since been lent to the PIC. So, 
Mr Smith transfers £187 from the company 
bank account – before the Direct Debit is 
taken – to fund the mortgage payment from 
his own bank account. 

As the loan is a ‘qualifying’ loan, and the 
interest is ‘qualifying’ interest, the £187 
income received by Mr Smith from his 
company is offset by the £187 mortgage 
interest charged ie no tax arises as no profit 
arises, and Mr Smith’s Director’s Loan to his 
company remains at £150,000. 

  Mr Smith then realises 
that he can set up a 
standing order from his 
PIC to his personal bank 
account, to automate the 
process (he can’t simply 
transfer the mortgage 
Direct Debit from his 
personal account to the 
PIC bank account, as the 
mortgage lender is   
expecting to see a  
monthly mortgage   
payment made from  
his personal bank  
account). 

By specialist property accountant Stephen Fay FCA



49

Conclusion
Generally, corporate BTL lenders prefer to 
lend to SPV companies, however this means 
that usually the company won’t have its own 
investable funds, and so will need to borrow 
from its director-shareholder, in one way or 
another.  

Many landlords start their property portfolio 
by borrowing from their main residence … 
and	in	the	new	post-Section	24	world,	where	
residential property investing is commonly 
via a limited company, this remains a 
common way to fund the company’s need 
for purchase deposit funds (along with a 
company BTL mortgage). 

Qualifying	loan	interest	tax	relief	allows	for	
borrowed personal funds to be lent to a PIC, 
and for the PIC to then pay the company’s 
director/shareholder’s interest charge, so that 
the company effectively bears the interest 
cost of the borrowed funds. 

Finally, the main constraint to the growth of 
a PIC is investable capital … borrowing from 
a SSAS pension and director’s ISA are new 
ways for a property company to grow using 
its director’s overall assets … a case of 
necessity being the mother of invention!

A few things to note:

REPAYMENT MORTGAGES

For repayment personal mortgages, the capital part of the mortgage payment 
will	reduce	the	Director’s	Loan	account	accordingly	–	for	example:

If	Mr	Smith’s	capital	repayment	mortgage	payment	was	£687	(of	which	£500	was	
capital	repaid,	and	£187	interest),	the	PIC	would	pay	Mr	Smith	£687	to	cover	the	
mortgage	payment	in	full,	however	the	£500	capital	element	would	reduce	Mr	
Smith’s	Director’s	Loan	to	£149,500	(of	course	Mr	Smith	hasn’t	‘lost’	anything,	as	
the	amount	owed	to	the	lender	has	also	reduced	to	£149,500).		

Practically, payments can be made from the company bank account through
the year to cover the mortgage payment, and then the amount to be treated as 
interest paid vs capital paid can be calculated using the year-end residential 
mortgage statement. 

PART-BUSINESS, PART-PRIVATE MORTGAGE BORROWINGS

Interest	can	be	claimed	from	the	PIC	to	the	extent	that	the	personal	mortgage	
was	used	to	fund	the	company.	For	example,	if	Mr	Smith	borrowed	£150,000	and	
used	£75,000	to	fund	the	company,	and	£75,000	to	fund	a	new	home	extension,	
then	he	would	simply	claim	50%	of	the	mortgage	interest	from	the	company.	
The	remainder	would	be	a	private	expense.		

Of course, as a repayment mortgage is paid, the capital part being repaid in this 
case would allocated to the non-business capital amount owed ie after Mr Smith’s 
first	repayment	mortgage	payment	of	£687,	he	would	owe	£149,500	in	total,	
split	£75,000	business	element,	and	£74,500	personal	element.	In	this	way,	the	
maximum	possible	amount	of	interest	would	be	tax-deductible	as	the	mortgage	
balance (and therefore interest) reduces over time.

Sometimes the maths can get a bit tricky for cases where there are multiple 
tranches of borrowings, over several years, over several companies … but doing 
the maths is worth it!

OTHER TYPES OF LOANS

Property investors are an inventive breed!  Having enough investable funds is 
usually the constraint in the growth of a PIC – but an interest-bearing loan from 
any source can be transferred to a PIC and the interest would be ‘qualifying 
interest’ just as personal mortgage interest would be.  

So, personal loans and credit cards, 
loans from friends, family, joint venture 
partners, etc can all be transferred to a 
PIC and the PIC would then pay the 
company’s director-shareholder as 
outlined above. Although the most 
common way to fund a new PIC is via
a personal residential mortgage, 
ANY type of personal borrowing can be 
treated as a back-to-back loan.

SECTION 24 POSITION

Finally, note that as it is the company 
that is effectively bearing the cost of the 
interest,	the	‘Section	24’	mortgage	
interest restriction is not relevant, as 
Section	24	does	not	apply	to	PICs	–	
neither	does	Section	24	apply	to	
SASS & ISA loans …

Other sources of 
inveStment capital are … 
SASS LOANS

Many company property investors will choose to 
convert their pension to a SSAS pension (Small 
Self-Administered Scheme) – which then allows the 
SSAS	to	lend	up	to	50%	of	its	value	to	the	PIC.		

The PIC pays interest on the loan to the SSAS, which 
is	tax-deductible	for	the	PIC	and	not	taxable	in	
the SSAS. This can be a good way for younger 
investors to access their pension for residential 
property investing before they reach retirement age 
(now	55,	but	age	57	from	2028	onwards).		

The main issue with taking a SSAS loan is the 
cashflow	impact	of	taking	a	short-term	(typically	
five	years)	repayment	loan.	For	instance,	if	a	new	
company	property	is	purchased	with	a	25%	capital	
repayment	loan	from	a	SSAS,	the	cashflow	
generated by the property purchased might be used 
to fund the SSAS deposit loan repayment ie the 
property	might	not	make	much	cashflow	due	to	the	
short SSAS loan repayment period (albeit the 
company	has	a	significant	boost	to	cashflow	at	the	
end	of	the	five	years,	having	cleared	the	SSAS	loan).	

ISA LOANS

It is possible for a PIC to borrow from the owner’s 
ISA (Individual Savings Account). For investors with 
substantial ISA funds, this can be another source 
of new investment capital into the PIC, while also 
being	able	to	pay	tax-free	interest	to	the	ISA	(ie	this	
achieves	the	tax	benefit	of	reducing	the	company’s	
corporation	tax,	but	without	creating	taxable	income	
in the ISA).  

Crucially,	a	key	benefit	of	taking	an	ISA	loan	is	that	
the	ISA	‘tax	wrapper’	remains	in	place	around	the	
ISA	funds	–	so	the	tax-free	status	isn’t	lost,	which	
would be the case if the ISA was simply closed and 
the funds invested into the PIC as a simple Director’s 
Loan. 

An	example	of	a	platform	that	facilitates	ISA	
Director’s Loan lending is:

https://www.rebuildingsociety.com
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The Mortgage Works 
TMW have continued to provide a full product range throughout 
the	restrictions	and	have	been	excellent	for	property	investors.
TMW have a full range of BTL products for investors looking
at personal borrowing or within a limited company. The HMO 
products are still not available, but hopefully these will return soon.

Example	of	some	of	the	rates	available	are:

Purchase and remortgage products for investors with ten or 
less mortgaged BTL properties held in personal names only (not 
limited companies)

75% loan to valuation or purchase price 

• 2-year fixed rate until 31/7/2022

• 1.64% 2-year fixed – 2% arrangement fee added to the loan

• 1.89% 2-year fixed – £1,995 arrangement fee added to the loan

• 1.99% 2-year fixed – £995 arrangement fee added to the loan 

75% loan to valuation or purchase price

• 5-year fixed rate until 31/7/2025

• 2.04% 5-year fixed – 2% arrangement fee added to the loan

• 2.04% 5-year fixed – £1,995 arrangement fee added to the loan

• 2.19% 5-year fixed – £995 arrangement fee added to the loan 

65% loan to valuation or purchase price 

• 10-year fixed rate until 31/7/2030

• 2.74% 10-year fixed – £1,995 arrangement fee added to the loan

• 3.24% 10-year fixed – £1,995 arrangement fee added to the loan*
 
*With this option, you are only tied in and have early repayment charges for 
the	first	five	years,	but	the	product	is	still	a	10-year	fixed	rate.	You	are	free	to	
sell	or	refinance	after	five	years	without	early	
repayment charges. 

All the above options have a free mortgage valuation and free legal 
remortgage	service	or	a	£250	cash	back	for	new	purchases.

Mortgage update By Stuart Yardley
Trafalgar Square Financial 
Planning Consultants

ith restrictions starting to be lifted and the property market 
resuming, we have seen many changes in the mortgage 
market with the return of standard loan to values. Specialist 
lenders are also returning to the market which is excellent 
news for investors.

Most lenders have resumed instruction of physical valuations, but as you 
can imagine there are some restrictions and conditions around access to 
the properties.

This month, I thought I would provide an update on where the market 
currently is and on the lenders’ requirements.

Mainstream Buy-to-let lenders 
The mainstream high-street BTL lenders have all returned with lending 
available for standard BTL properties in personal names. We have seen 
lenders who had restricted criteria during the lockdown removing the 
temporary	criteria	and	returning	to	the	norm	of	lending	with	75%	borrowing.

Here is a selection, together with available criteria: 

Virgin Money 
Virgin Money have been the latest lender to relaunch their BTL mortgage range, 
and are the only mainstream lender that have options for BTL products up to 
80%	loan	to	value.	

Virgin	are	an	excellent	lender	for	the	market,	and	having	them	back	with	a	full	
range of products for the investor is great news.

Key criteria points: 

•	 Minimum	valuation	for	loans	up	to	75%	LTV	is	£50,000.	For	loans	over	75%	
LTV,	the	minimum	valuation	is	£100,000

•	 Minimum	earned	income	£25,000	(not	including	rental	income)	

•	 Must	be	a	property	owner	currently	–	not	available	for	first-time	buyers	

•	 The	rental	income	must	cover	145%	of	the	mortgage	interest,	and	this	will	be	
calculated in one of the following ways:

• 2- and 3-year fixed-rate products will be calculated at a notional rate of 5.50%

• 5-year and longer fixed-rate products will be calculated at a notional   
rate of 4.50%

• Top slicing of income available 

• Lending only available for personal borrowing and no limited company 

• Standard BTL properties only – no HMOs

Headline rates include …

75% loan to valuation or purchase price

•	 1.63%	2-year	fixed	–	£1,995	arrangement	fee	added	to	the	loan

• 1.77%	2-year	fixed	–	£995	arrangement	fee	added	to	the	loan

•	 2.04%	5-year	fixed	–	£1,995	arrangement	fee	added	to	the	loan	

80% loan to valuation or purchase price 

• 3.25%	2-year	fixed	–	£995	arrangement	fee	added	to	the	loan

•	 3.48%	5-year	fixed	–	£1,995	arrangement	fee	added	to	the	loan

It’s	excellent	to	have	a	mainstream	lender	back	offering	a	higher		
loan to value if required for an investor.



51

Limited company options 
75% loan to valuation or purchase price 

• 2-year fixed rate until 31/7/2022

• 2.84% 2-year fixed – £1,995 arrangement fee 
added to the loan

• 2.99% 2-year fixed – £995 arrangement fee 
added to the loan

• 3.29% 2-year fixed – no arrangement fee 

75% loan to valuation or purchase price 

• 5-year fixed rate until 31/7/2025

• 3.29% 5-year fixed – £1,995 arrangement  
fee added to the loan

• 3.39% 5-year fixed – £995 arrangement  
fee added to the loan

• 3.49% 5-year fixed – no arrangement fee 

The products all have a free valuation provided.

BM Solutions
BM	Solutions	have	resumed	lending	at	75%	
loan to value. Along with their standard range 
of products for the investor, they have 
products	up	to	60%	or	75%	LTV.	

All lending is for personal 
borrowing and they do not offer 
any limited company options.

Headline rates include …

75% loan to valuation or purchase price 

• 2-year fixed rate until 30/9/2022

• 1.55% 2-year fixed – £1,995 arrangement fee 
added to the loan

• 1.76% 2-year fixed – £995 arrangement fee 
added to the loan

• 2.11% 2-year fixed – no arrangement fee 

60% loan to valuation or purchase price 

• 2-year fixed rate until 30/9/2025

• 1.29% 2-year fixed – £1,995 arrangement fee 
added to the loan

• 1.52% 2-year fixed – £995  

• arrangement fee added to the loan

It’s	excellent	news	for	the	market	that	we	have	
BM	Solutions	and	their	excellent	competitive	
interest rates available.

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

Lender Loan to 
Value

Product Fees

The Mortgage Works 75% 2.84%	2-year	fixed £1,995	arrangement	fee,	
free valuation

The Mortgage Works 75% 2.99%	2-year	fixed £995	arrangement	fee,	
free valuation

The Mortgage Works 75% 3.29%	5-year	fixed £1,995	arrangement	fee,	
free valuation

The Mortgage Works 75% 3.29%	2-year	fixed No arrangement fee, 
free valuation

Paragon Mortgages 70% 2.95%	2-year	fixed 1%	arrangement	fee,	
free valuation

Paragon Mortgages 70% 3.64%	5-year	fixed No arrangement fee, 
free valuation

Precise Mortgages 75% 3.34%	2-year	fixed 2%	arrangement	fee

Precise Mortgages 75% 3.64%	5-year	fixed 2%	arrangement	fee

Kent Reliance 75% 3.59%	2-year	fixed 1.5%	arrangement	fee

Limited company mortgage overview 
If	you	are	looking	at	a	limited	company	purchase	or	refinance,	the	structure	of	your	
company will be key to the options available. Each lender does have their own 
individual criteria on the director’s/shareholder’s personal circumstances and 
company structures, so you will need to discuss with your broker. 

As limited company lending options resume, I thought I would provide a current
overview of some of the rates to give you a guide of the market.

As I have previously discussed, each lender has a very different view of shareholdings 
and directorships. Some lenders ignore minor shareholders, and others insist that all 
shareholders need to be party to the mortgage and give personal guarantees. When a 
shareholder	is	required	to	be	party	to	the	mortgage,	they	must	fit	that	lender’s	criteria,	
so it’s important you discuss this with your broker upfront. 

Remember that all rates are subject to change, so contact me or your broker to discuss 
individual products.

Specialist lending market 
We have also seen the relaunch of lending options from 
the specialist lending market. This is great news and 
I hope these will continue to improve over the coming 
weeks.

One Savings Bank 
OSB, with the lenders Precise Mortgages and Kent 
Reliance,	have	returned	to	the	market	at	75%	loan	to	
value. Their range of products include single family lets 
within limited company or personal names and 
remortgages	of	HMOs/multi-unit	blocks	of	up	to	six	
bedrooms held in either ownership. 

They are still not in the market for the purchase of 
HMOs, but hopefully this will follow in the coming 
weeks. 

The minimum valuation/purchase price is currently at 
£75,000	for	both	lenders.	

This is currently a limited product range and some of 
the more specialist areas of lending are not available, 
but it’s great to have one of the main specialist lenders 
back on the market offering a full range of products. 

However, Kent Reliance are now able to look at 
refinances	within	six	months	where	a	property	has	
been purchased with cash or bridging and has either 
completed a full refurbishment or been converted into 
an	HMO.	This	is	excellent	news,	as	this	is	a	strategy	
regularly used by investors.

I will keep you posted of further updates and changes 
to	their	product	range,	as	I	expect	quite	a	few	changes	
over	the	next	few	weeks.

Of some of the other specialist lenders, we have also 
seen the return of Foundation Home Loans with a full 
range	of	specialist	lending	products	up	to	75%	loan	to	
value,	which	again,	is	excellent	news.
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ast month, we looked at portfolios 
owned in personal names, which 
is the simplest form of ownership. 
However, most of the time, us 

property investors don’t like going it alone. 
We like to get into business partnerships 
and do joint ventures (JVs). There are 
many reasons to do so, such as sharing 
responsibilities, pooling resources and 
complimentary skill sets to name but a few. 

What	we’ve	experienced	though	is	a	lack	of	
planning for when things go wrong – a bad 
deal,	an	unexpected	change	in	the	market	
(think COVID-19), a death of one of the 
partners or a falling out. What we’re going to 
focus on in this article is the importance of 
having a written agreement in place. Without 
this, there are many issues that could arise. 

For clarity, there are two types of partnership. 
The	first	can	be	any	number	of	people	who	
come	together	to	form	an	official business 
partnership. In property investing, usually 
this would mean a business partnership 
for holding property long term. Think 
husband and wife, brother and sister, father 
and	son	or	some	friends.	If	it’s	an	official	
business partnership, then here’s some key 
information for you to consider: 

Business Partnership
• Jointly own and run the business

• Jointly and severally liable – the 
partnership liabilities incurred by a 
partner become the responsibility of all 
the partners. Partners therefore have 
unlimited liability for each person, all your 
own assets can come into play to repay 

the debts. 

• Profit share by agreement or equally

• Partners are technically self-employed, 
so pay personal income tax and NI as  
per a sole trader

• Like sole traders, partnerships are able  
to employ staff

• Governed by the Partnership Act, unless 
there is a partnership agreement which 
sets out the terms of the partnership

• Under the Partnership Act 1890, if a 
partner dies then partnership must be 
dissolved

ADVANTAGES

• Decision making and responsibilities 
shared

• Cover if one partner absent

• Simpler tax treatment when compared 
to director/shareholder of a limited 
company 

• Confidentiality – accounts aren’t declared 
to Companies House as they would be for 
a limited company

DISADVANTAGES:

• Unlimited liability

• Joint and several liability

• Decision making may be hindered as 
more parties need to agree

• Usually more legal formalities than   
a sole trader

The key point to take out of this is that under 
the	Partnership	Act	1890,	if	a	partner	dies,	
the partnership must be dissolved unless 

there is a formal written agreement 
in place. The most important thing 
to consider if one partner dies is 
that	there	is	sufficient	insurance	to	
pay off any outstanding debts as all 
partners will be jointly and severally 
liable for them. 

There are a couple of events that are 
certain in regards to ownership of 
the property within the partnership, 
an owner will either:

1. Die owning the property

2. Sell or gift the property

By understanding the risks and 
implications of the above, and 
working with your accountant, 
solicitor	and	financial	adviser,	you	
can set up your agreements to 
cover all the risks that could arise 
and	mitigate	any	taxation	issues.	If	
one of the partners dies, does the 
partnership need to be dissolved, 

cease trading, all assets sold and all liabilities 
repaid? In most instances, selling up is 
certainly not part of the plan of growing a 
portfolio for long-term wealth creation. 

“By making sure you have the 
correct protection policies in 

place, putting a little effort in up 
front will save a lot of pain and 

heartache should the 
worst happen.” 

You don’t have	to	figure	this all out on 
your	own.	You	can	use	our	experience	and	
expertise	to	help	you.	This	will	allow	your	
portfolio to make more money in the long 
run and avoid paying large, unnecessary 
legal	and	tax	bills.	These	can	be	set	up	in	
trust too so that they pay out to the right 
people quickly and outside of your estate for 
IHT purposes. 

Many	investors,	as	a	result	of	Section	24,	are	
moving into business partnerships prior to 
incorporating their portfolios. When doing 
this, it’s crucial they understand the different 
rules that they are now governed by during 
the interim period before they incorporate. 

The second type of partnership is a joint 
venture. This is where two investors (or 
more!) come together to pool resources and 
skills to carry out a property deal. See the 
case	study	for	an	example.	

But there’s another element of JVs that also 
needs to be considered. Usually, there is at 

PROPERTY PORTFOLIO PROTECTION (PART 2 OF 3) 
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Case Study
There were three partners 
who joined together to form 
a JV. One was a builder, one 
took	care	of	the	finances	and	
the other who was a former 
estate agent who sourced 
and managed the deals. This 
set	up	was	a	perfect	mix	of	
complementary skills, and they 
had two main strategies:

1 Buy, refurb and hold 

2 Buy, refurb and sell 

All the partners were of similar 
age. One of the partners was a 
fit	and	healthy	man	in	his	early	
40s,	who	went	on	a	cycling	
holiday and died of a heart 
attack. 

Apart from the total shock 
of the situation, it left the 
business partnership in a 
bad place. There was no 
formal agreement in place, 
although some things had 
been discussed. Luckily for the 
family of the deceased partner, 
the other two partners were 
loyal to their word and agreed 
to see out the deals that were 
ongoing before re-assessing 
things and looking after the 
family. 

Unfortunately for the two 
remaining partners, having 
just lost their friend and 
trying to keep the business 
moving forward, they ran into 
decision-making problems 
with the deceased partner’s 
family as there was no formal 
written agreement to refer 
to. The family didn’t have 
any real understanding of 
how the business was being 
run, the costs involved or the 
profit	margins.	This	led	to	do	
disagreements between the 
parties.  

They came to an amicable 
arrangement in the end, but 
had there been an agreement 
as to what happens on death 
to each party’s shares, it could 
have been a much easier, 
smoother and less stressful 
process. Also, having a policy 
that would have paid out 
quickly to the family would 
have meant that everyone 
could move on with their lives. 

least	one	key	person	in	the	deal.	For	example,	a	
common	JV	is	where	someone	finds	a	deal	and	
has all the elements to pull the deal together, such 
as being local to it, having knowledge of the area 
and the skills to carry it out, and so on, but has no 
money to do the deal – we’ll refer to this person 
as the Deal Maker. An investor may put in the 
money for the deal but has no other real input. If 
the investor dies, the investor’s estate can call in 
the loan, which with some work, could be done by 
the Deal Maker. 

Flip things around, if the Deal Maker dies or has 
a critical illness, this leaves the investor in a far 
trickier situation to recoup their funds. They may 
not	have	the	time,	skills,	knowledge	or	experience	
to be able to complete the deal, and it may be 
quite	difficult	to	find	a	replacement	partner	in	the	
venture. In this instance, the partners could set 
up a key person insurance for the Deal Maker. 
With this in place, if anything happened to them, 
the investor would have a lump sum to be able to 
find	and	employ	a	suitable	replacement	to	get	the	
project	finished	and	their	investment	returned,	all	
while avoiding a potentially large loss! 

People do sometimes consider the impact of a 
death of one of the parties, but often overlook the 
impact of a critical illness. Many critical illnesses 
leave people incapacitated for life or require a 
long and slow road to recovery, which can also 
impact massively on a project’s success.  

These	are	the	top	five	mistakes	that	people	 	
can make:

1. Think you’re invincible and nothing will 
happen to you! – According to Aviva, 46% of 
their life insurance payouts in 2018 were to 
people under the age of 69. Also, the average 
age of someone contracting a critical illness 
in the UK is 49. 

2. Assume that the family you leave behind 
know enough about your business plans 
and operations – What have you told them 
or given them to show your plans for the 
business if something were to happen  
to you?

3. Undervaluing your business – Do you know 
the value of your business? How have you 
worked it out? 

4. Not fully understanding the laws by which 
your agreement is governed – As described 
above, knowing what happens to the 
partnership or mortgages on death is crucial. 

5. Not having a formal written agreement in 
place – This is the most important of them 
all, by doing this, you should cover all the 
others!

The good thing is there’s a solution to avoiding 
these mistakes and they are simpler to 
implement than you may think. If you’d like 
support on this then please get in touch and our 
expert	team	can	help.	

It’s worth noting that some property deals are 
structured under an LLP, which is a halfway house 
between a business partnership and a limited 
company.	I’ll	be	covering	these	next	month.

I hope this article has given you some food for 
thought.	There	has	been	no	legal,	tax	or	financial	
advice given, however, it just goes to show how 
many things you need to consider when planning 
on getting involved with other people in business 
and property investments. 

It’s good to seek out specialists that can help you 
with this. If any questions have popped into your 
head on anything we’ve covered then please get 
in touch. Everyone’s circumstances are different 
and unique – that’s the beauty of property 
investing – and so what may be right 
for your friend or colleague 
may not be right for you.

Until then stay safe and 
positive,

Gareth
garethmorgan@firstfinancial.solutions

www.firstfinancial.solutions



54

Legislation Update
By Mary Latham

Extension of eviction ban
The	government	has	extended	the	
suspension of new evictions in England and 
Wales	until	23	August	2020.

AND …

“The focus of [a new cross-sector, 
task-and-finish working group] is on 
preparing the courts for the lifting of 
the suspension including how best to 
support parties, including vulnerable 
renters. The group will also include 
rules, guidance (including to private 
landlords as well as social landlords), 
the provision of information and the 
sharing of best practice.”

(Source: https://www.gov.uk/
government/news/ban-on-evictions-
extended-by-2-months-to-further-
protect-renters)

Lord Chancellor and Secretary of State for 
Justice, Robert Buckland QC MP, said:

“Extending this ban will give people 
invaluable security in these turbulent 
times and work continues at pace to 
ensure vulnerable renters remain 
protected long after the ban ends.”

And breath …

There is no doubt that some tenants have 
taken advantage of the situation and 
failed to pay some or all of their rent. I 
know that several landlords have helped 
tenants with either a payment plan to be 
deferred until after lockdown or in some 
cases a temporary reduction in rent. Others 
were not in a position to do this, but since 
the	government	has	made	financial	help	

available to most people and increased 
Universal Credit payments, tenants should 
have paid their rent.

In my opinion, it is still worth talking to 
delinquent tenants before going for eviction 
because none of us know how Covid19 will 
impact on the future rental market as we 
hear of more and more businesses failing 
and	job	losses	increasing.	The	extension	
until 23rd	August	means	that	we	need	to	find	
other solutions, which might include waiving 
some rent arrears where you can afford to, in 
order to get the tenant back on track. A case 
of “Better the devil you know”?

Reminder: it is VITAL to have all your 
documentation in place because there 
may not be personal appearances 
in court rooms for some time, either 
for accelerated possession – which 
doesn’t need a hearing – or normal 
possession. Documentation or any 
new Pre-Action Protocol, which I 
suspect is what Robert Buckland is 
referring to, may well be the basis of 
the hearing.

I	will	be	updating	on	this	in	the	next	
issue and also looking at mediation 
services, which may also be in the 
future of the Possession process. In 
the meantime, serve a valid Notice if 
you need to and wait until we know 
more. If you have valid grounds for 
Section 8, I would serve both that AND 
Section 21 because I believe this is the 
end of the road for Section 21.

This month’s changes:
• Extension of eviction ban

• EPCs

•  Online system for rent and arrears 
payments

• Viewings

•  Student lets post-coronavirus

• Tenant Fees Act

•  Electrical safety standards in the PRS 
(England) Regulations 2020

•  Article 4 Direction in Birmingham

A few tiny pieces of good news!

Energy Performance Inspections 
(EPCs)
EPCs are now required to sell, offer for 
let or continue to let any property in 
England and Wales.

While Energy Assessments could 
continue from 19th May, the government 
has given 21 days’ allowance if we 
can prove that “all reasonable efforts” 
have been made to obtain a valid EPC 
but that it could not be done in time. 
After that, EPC legislations will be 
enforceable. This allows for tenants 
who will not allow an Assessor into 
the	property	or	for	difficulty	finding	an	
Assessor to carry out the inspection.

All the usual precautions applying to 
viewings should be put in place to 
protect the Assessor and any tenants  
in occupation.

Rent and arrears payments

A new online system for landlords to 
claim direct payment of rent and rent 
arrears has been introduced.

We can now apply online for direct 
payment from Universal Credit. Money 
will be taken from their future Universal 
Credit payments to cover rent arrears 
and paid directly to the landlord who is 
making the claim, as with the current 
UC47	offline	system

“This is a new online service 
for landlords to request direct 
payments of rent or rent arrears. 
It replaces the existing UC47 
process.”

(Gov.uk: bit.ly/YPN145-ML1)

If	a	tenant	is	finding	it	difficult	to	pay	
their rent, use this service to request 
payment directly from their Universal 
Credit rather than allowing arrears to 
build up and ending in eviction. Even 
when the courts are open again, an 
eviction will probably take some time to 
achieve.

Landlords tell me this is simple to 
use and payments are made quickly: 
https://directpayment.universal-credit.
service.gov.uk/
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Property viewings 
allowed under strict 
conditions
The Health Protection 
(Coronavirus, Restrictions) 
(England) (Amendment)  
(No. 2) Regulations 2020
https://www.legislation.gov.uk/
uksi/2020/500/regulation/2/made

This covers preparing for viewings 
and moving in to rented properties.

For guidance on conducting viewings 
from 21st May, see: 

https://www.gov.uk/guidance/
government-advice-on-home-
moving-during-the-coronavirus-
covid-19-outbreak

This	explains	how	to	sanitise	a	
property to keep yourself and 
prospective tenants etc. safe during 
viewings and moving in.

I re-let one of my own single let 
properties in May and it worked 
very well. Demand was much higher 
than	I	had	expected	and	I	was	able	
to choose my perfect tenants while 
keeping us all safe. They were able to 
inspect the property after it had been 
cleaned thoroughly, while wearing 
masks and rubber gloves.

(hopefully) see the end of COVID-19. 

Some students want to be released from 
rental contracts, while others have deferred 
their overseas or home placements and now 
intend	to	study	at	their	university	for	next	
year. Let’s hope that these two balance one 
another out and that landlords remain calm 
and reasonable.

I honestly cannot see a judge awarding a 
year’s rent to the landlord where a student 
had not taken possession and wants to 
back out. If this happens to you, it would be 
better to move quickly to replace that tenant 
or	tenants	rather	than	waste	time	fighting	
to hold onto reluctant tenants, especially as 
early evidence shows new demand.

Even if the government doesn’t step in and 
simply allows the legal process and tenancy 
deposit protection to deal with these cases 
because of Force Majeure (an event beyond 
the control of the contracting parties), I don’t 
believe we have any chance of enforcing the 
contract. 

Tim Frome, Associate Director at Hamilton 
Fraser, speaking on behalf of MyDeposits, 
agreed:

“Tenants certainly could argue force 
majeure in that if the universities are 
not fully open then circumstances have 
prevented them moving in. It is actually 
more simple than that in that under 

contract law you have to mitigate your 
losses so if someone says they will not 
be moving in then yes you can probably 
keep the deposit but you cannot hold 
the tenant responsible for the rent as 
well. No court would uphold that claim 
in the present climate.”

This means that, while MyDeposits may 
release the deposit of an individual, they are 
very unlikely to release the deposits from the 
rest of a group to cover the rent not paid by 
one who did not move in as part of a joint 
tenancy.	I	will	follow	up	on	this	for	my	next	
article.

Some good advice from Paul Shamplina, 
Founder of Landlord Action:

“If landlords have pre contracts 
signed, but not executed with tenants 
refusing to move in, open lines of 
communication. Practicality and 
common sense has to prevail, mediate. 
The government have made it clear 
that students have to pay their rent and 
of course you may have their parents 
as guarantors. If a student refuses to 
move in, the landlord cannot afford that 
property lying empty for the term of 
the tenancy and risk trying to pursue 
the student for unpaid rent through the 
courts. Who knows if a judge deems 
this contract broken?”

The student market
The annual migration of student tenants 
usually begins on 1st July as the student 
community move from one accommodation 
to another. Will COVID- 19 change this? 

Some universities are planning what is 
being called a “blended approach” – online 
lectures with individual support and small 
working groups. This allows students and 
staff to remain safe without interrupting the 
delivery of education. Many universities have 
announced their intention to do this for the 
first	term;	others	say	it	will	continue	for	the	
whole	year.	I	expect	this	will	evolve	as	we	
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When asked if any allowance would be made 
for COVID-19, Stewart Donohue, Principal 
Planning Officer, Planning Policy, Planning 
and Development at Birmingham City 
Council confirmed that there will NOT be a 
delay to the start date.

They are making some concessions to 
COVID-19 where works have been delayed. 
When asked about properties under 
construction or not tenanted because of 
COVID-19 restrictions, Stewart said:

“The Article 4 Direction is still 
due to come into force on 
Monday 8 June and so the 
deadline for declarations of 
HMOs to be made to the City 
Council by that date continues 
to apply. However given the 
current circumstances we 
do not expect that properties 
which are due to be tenanted 
will have to be occupied 
by that date. Submitted 
declarations must be 
accompanied by evidence to 
demonstrate that the property 
will be occupied as an HMO. 
This might include signed 
tenancy agreements (where 
new tenants have already 
signed up but have not yet 
been able to move in to the 
property), plans for the work 
being undertaken, contracts 
with trades people, building 
control commencement 
certificates etc. Any evidence 
submitted should clearly 
show that the property will 
be an HMO when the work is 
completed.”

There will of course be limits depending on 
how long it is before lockdown eases or ends 
but in future any “family home” Class C3 will 
need planning permission to change the use 
to	C4	(three-six	occupiers)	HMO.	

Properties used for other purposes

Like most big cities Birmingham has lost 
a lot of family homes to uses other than 
traditional HMOs:

Reminders …

The Tenant Fees Act applied to all 
tenancies	from	the	end	of	May	2020	
regardless of when the tenancies 
were signed.

NB: End of tenancy cleaning can 
therefore only be recovered from 
tenants’ deposits, not charged as  
a fee. 

Electrical Safety Standards in the 
Private Rented Sector (England) 
Regulations 2020 applies to all 
new specified tenancies from 1st 
July	2020;	and	all	existing	specified	
tenancies from 1st	April	2021.	This	is	
for single lets, HMOs having had this 
requirement for some time.

NB: Make sure you give new tenants 
a	copy	of	the	certificate	BEFORE	the	
tenancy begins.

The government has not delayed 
the start date but has made the 
concession if landlords “have taken 
all reasonable steps to comply with 
their duties under the regulations, they 
are not in breach of the duty if they 
cannot comply.” This will allow for 
delays caused by COVID-19 but is not 
intended for anything else.

Article 4 Direction  
in Birmingham
An Article 4 Direction will apply to  
 the whole city of Birmingham from   
8th June 2020. 

If	you’re	not	familiar	with	this,	Article	4	
Directions are a planning tool used by 
local authorities to protect areas of natural 
beauty or to control the development of 
properties which may cause an imbalance 
in the community. The area in question 
must be designated and a consultation 
of stakeholders carried out, followed by a 
period of up to a year before the date of 
introduction. Once this date has passed, the 
details of the designation come into being 
with no further notice.

A fee of £462 will be charged for 
applications for a change of use from C3 
(single dwelling house) to C4 (small HMO 
for 3-6 people). 

For the avoidance of doubt, this doesn’t 
change	larger	HMOs	(more	than	six	
occupiers)	–	these	are	not	Use	Class	C4	
and have always required Change of Use 
planning permission. It also has nothing to 
do with licensing.

And now turning to some not-so-
good news for some landlords 

Short Term 
Lets, Serviced 
Accommodation Use 
Class C1 or Sui Generis
“C1 Hotels - Hotels, boarding and guest 
houses where no significant element of 
care is provided (excludes hostels)”

When Stewart Donague was asked 
where we stand with these properties:

“The use would be defined by 
the number of occupants and 
the duration of stay. In some 
instances the use is C1; in 
others sui generis. The relevant 
use would be assessed on a 
case by case basis.”

A property in this Use Class would 
not be an HMO. Therefore it does 
not need to be licensed and is not 
affected by the Article 4 Direction, but 
neither will it have Established Use 
as an HMO after 8th June. So, you will 
need planning permission if you want 
to change use to an HMO in future. 
There may also be implications for 
borrowing, which I will cover later.
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My	go-to	person	on	financing	property	deals	
is Lisa Orme, Specialist Mortgage Adviser, 
Keys UK Limited. This is what she told me:

“If you can prove that the property 
has been let as an HMO for 
continuous use for a minimum of 
10 years, or importantly, prior to 
when the Article 4 direction was 
introduced which is often a shorter 
period of time, then you should 
be able to obtain a Certificate of 
Lawful Existing Use or Development 
(CLEUD) instead of applying for 
planning permission. 

Proving continuous use can be an 
issue however; old licences, tenancy 
agreements, utility bills, council tax 
bills, rental adverts, etc can all help. 
Lenders will often insist upon seeing 
these in many cases as will the 
council to issue the Certificate. 

The problem tends to be that sellers 
often don’t have or can’t be bothered 
to produce this information for 
buyers, so if you’re buying an HMO 
that doesn’t already have planning 
permission and the seller isn’t 
forthcoming with proving it, I’d give 
it a wide berth! 

Whether you are buying or 
refinancing a property you already 
own, not getting either planning 
permission or a Certificate of 
Lawful Use for a HMO in an 
Article 4 area isn’t an option if 
you require lending; lenders are 
significantly more savvy over HMO 
requirements these days than they 
used to be and requirements for 

planning approval will usually be 
sought at underwriting. Even if it 
isn’t requested at this stage it will 
invariably be requested at legals. 
You don’t want to have paid out for 
valuations and other fees only to 
find it falls apart at legals.”

If you are already under contract to an 
Exempt	Accommodation	provider	or	have	
been letting as serviced accommodation, 
this	insight	from	an	experienced	and	
respected specialist, is too late – but for 
anyone considering these options it needs 
very careful consideration. 

“The problem tends to be 
that sellers often don’t have 

or can’t be bothered to 
produce this information for 

buyers, so if you’re buying 
an HMO that doesn’t already 

have planning permission 
and the seller isn’t 

forthcoming with proving it, 
I’d give it a wide berth!” 

COVID-19 hasn’t stopped legislation 
moving forward. PLEASE don’t be 

distracted and get caught out.

Exempt 
Accommodation Use 
Class C2 or Sui Generis
“C2 Residential institutions 
- Residential care homes, hospitals, 
nursing homes, boarding schools, 
residential colleges and training 
centres”

Most	exempt	accommodation,	
which is not owned or controlled by 
a local housing authority, a non-
profit registered provider of social 
housing/registered social landlord 
will be Sui Generis and may need 
planning permission for the Change 
of Use from C3 or C4. This is not 
changed	by	Article	4	which	only	
applies to changes from C3 to C4. 

Properties owned and managed 
by the above organisations are not 
HMOs (C4) and therefore do not 
need an HMO licence nor have they 
got Established Use as an HMO 
after 8th June.

The legislation doesn’t allow for 
properties which are not managed 
by	the	Exempt	Organisations.	They	
may well lease them, but they must 
remain “in control”, rather than the 
owner-landlord managing them. 

If	a	property	is	leased	as	Exempt	
Accommodation, it is no longer 
classed as an HMO and this may 
impact on the value of the property 
and, importantly, the amount that 
can be borrowed against it. This is an 
important consideration if you intend 
to	refinance.
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By David Lawrenson of LettingFocus.com

What Coronavirus has taught us about

With their old 
tenants gone and 

their tenancy ended, 
landlords had to obey 
the no-viewings rule 
and could not easily 

market to other 
tenants.

contractual periodic tenancies

When the coronavirus panic was 
at its height, the government 
told letting agents and landlords 

they could no longer conduct viewings of 
properties. 

This was a problem for many landlords I 
know in London whose 
tenants had succumbed 
to the main-media 
hysteria, given notice 
to end their tenancy 
agreements and headed 
back to the countryside 
and the safety of being at 
home with Mum and Dad.

If	the	fixed	term	of	their	
tenancy had ended 
already (and they had 
not already signed onto 
another tenancy with 
another	fixed	term),	
then their tenancy will have rolled over onto 
what’s called a periodic tenancy. And the 
only notice they would have had to then give 
was whatever the period of the notice was 
– and if rent was paid monthly, that would 
mean one month of notice. 

With their old tenants gone and their 
tenancy ended, landlords had to obey the 
no-viewings rule and could not easily market 
to other tenants. So they were now facing 
voids, with no rent coming in.  

This brings me to the issue of what notice 
period a tenant could be forced to give, once 
a	fixed	term	in	an	assured	shorthold	tenancy	
has	ended	(and	when	there	was	no	fixed	
term	in	the	first	place).

This has actually been much discussed on 
various websites, with many different legal 
opinions and a lot of misunderstanding. 

Scouring the internet, I think I can credit 
Shelter with having the most succinct 
summary on their site. To paraphrase, it says 
that if the original tenancy states that, at 
the end of a fixed term, the tenancy would 
roll on to become a contractual periodic 

tenancy, then the notice 
period the tenants must 
give would be whatever 
was stated in the original 
tenancy agreement.  
(My italic emphasis.) 

However, if the tenancy 
agreement was silent on 
the matter, the tenancy 
would effectively become 
a periodic tenancy, and the 
notice required from the 
tenant would be whatever 
the period was, usually 
monthly. Therefore, a 

month’s notice would be all that a tenant 
needs to give.

Here is a link to their site where it comments 
on this matter: https://england.shelter.
org.uk/housing_advice/private_renting/
ending_a_periodic_tenancy

Here’s what do I do  
with our tenancies …
For years, we have always stated in our 
assured shorthold tenancy agreements that 
after	the	fixed	term	ends	(unless	ended	by	
us or the tenant earlier), the tenancy simply 
continues as a contractual periodic tenancy, 
with	42	days’	notice	required	to	end	it	from	
the tenant. (Of course, if it is the landlord 
wishing to end a tenancy, after the fixed term 
has ended, they would normally need to give 
two months’ notice.)

We	have	been	letting	for	over	30	years	and	
have let many properties to many tenants in 
that time, and have never had a problem with 
this notice period from a tenant. 

What happens in practice is that we can 
usually	find	another	tenant	who	can	start	a	
new	tenancy	much	earlier	than	in	42	days’	
time. If it suits the current tenant who is 
leaving, we can end the current tenancy 
earlier	than	the	given	42	days,	and	make	a	pro	
rata rent payment back to the leaving tenant. 
Everybody is happy. 

But	we	rather	like	the	42	days	to	be	stated	in	
the tenancy agreement, because sometimes 
stuff could happen where one would like 
the notice period to be longer than a month. 
We might be away on holiday and unable to 
perform	viewings,	for	example.	

And in the weird economy-destroying 
coronavirus times we have lived through, 
when viewings are banned, and you cannot 
secure new tenants, anything more than just 
a month is a real and obvious bonus!

Going further, it would seem possible that one 
could even ask for two or even three months 
(maybe longer still than that), though this 
would seem a little unfair to me – and may 
even run the risk of being an Unfair Contract 
Term. Still, as far as I know, the question 
of really long notice periods in contractual 
periodic	tenancies	after	a	fixed	term	has	
ended has never been tested in court. 

So ask for a longer period of notice than a 
month in your original tenancy agreement, 
once	any	fixed	term	ends,	because	you	may	
just need it … as I wouldn’t be surprised if 
further lockdowns are on the government’s 
mind. 

The situation in Scotland may be different. 
This article applies to England and  
Wales only.

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: “Successful 
Property Letting - How to Make Money in 
Buy to Let”, and “Buy to Let Landlords 
Guide to Finding Great Tenants”.
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Life after lockdowN
By Paul Shamplina founder of Landlord Action and brand ambassador for Hamilton Fraser

for landlords

What will life after lockdown look like 
for landlords? 

It has been suggested that judges will be 
expected	to	complete	ten	hearings	a	day	in	a	
bid to clear the  backlog, but with an estimated 
25,000	cases	stuck	in	the	legal	system,	of	
which	10,000	are	from	private	landlords	and	
an	expected	rush	of	new	possession	cases,	it	
is going to take some time before things are 
back to normal.

If courts had been able to re-open in July, as 
previously thought, it was understood that 
block possession hearings would initially be 
heard via telephone or on virtual meeting 
platforms to help keep solicitors, court staff, 
tenants and landlords safe.  We do not yet 
know if this will remain the case in September, 
but if it is, then that in itself will be no easy 
task for the courts.  They will have to chase 
down participants for each hearing, which 
could be challenging if some people are not 
familiar with virtual technology. 

It will take many months, even years, for 
people to recover from this crisis and 
adequate support to prevent homelessness 
is absolutely essential. However, I do believe 
that	existing	possession	claims	should	be	
treated separately to any tenancy issues that 
arise as a result of the COVID-19 outbreak. 

Cases where rent arrears had already built up 
for months, and landlords had sought action 
prior to the pandemic, should be prioritised 
as these landlords will be taking the greatest 
financial	hit.

Other landlords who have been heavily 
affected are HMO landlords, and in particular 
those operating in the student rental market, 
as many students have returned home and 
therefore don’t feel they should have to pay 
their rent. Students are also unlikely to be 
taking up new tenancies until universities 
outline plans for the new academic year. The 
rent-to-rent industry has been hugely affected 
and we at Landlord Action are handling 
numerous cases in this sector at present.  

I think it is possible we could see a resurgence 
of landlords taking direct commercial 
tenancies	with	councils	on	three	to	five-year	
agreements so that they have rental 
security, but landlords will need 
to educate themselves on 
the new Universal Credit 
system. However, 
overall, I believe the 
worst hit will be the 
commercial property 
sector. 

This brings me on 
to landlords who do 
not have an active 
possession case but are 
perhaps considering serving 
notice on their tenant. The 
government guidance notes that, despite 
restrictions on moving home being lifted,  
“this does not represent a return to normality.”

Every landlord’s circumstances are different 
and the urgency in which someone may 
require possession of their property will be 
dependent	on	their	own	financial	situation.		
With that in mind, I cannot offer advice on 
whether a landlord should or should not serve 
notice on a tenant.  However, I would ask 
landlords to consider several factors which are 
going	to	impact	the	rental	market	over	the	next	
few months, including:

• Rise in unemployment
• Possible rent falls
• Delays in the eviction process
• Tenants’ hesitation to move 

•  Restrictions making moving more 
challenging 

As we have mentioned before, The Ministry  
of Housing, Communities and Local  
Government is looking to strengthen   
pre-action protocol requirements. This will 
enable tenants to have an added degree of 
protection, because instead of embarking 
upon the eviction proceedings immediately, 
there will be a duty upon landlords to reach out 
to their tenants, discuss their situation, and 
try	to	find	an	affordable	repayment	plan	rather	
than go to court. With this in mind, landlords 
struggling to communicate with their tenants, 
may wish to consider mediation, such as the 
service recently launched by The Property 
Redress Scheme.  

https://tenancymediation.theprs.co.uk

Remember, good tenants do not become bad 
tenants	overnight.	These	are	extraordinary	
circumstances, and everyone is impacted in 

some way. If a tenant is currently 
keeping up with rent payments, 

or has fallen slightly 
behind due to current 

circumstances but is 
making every effort 
to engage positively 
with the landlord, 
then working together 
will strengthen the 

relationship. This could 
not only lead to a more 

positive and cost-effective 
outcome for all, but is likely to 

help maintain the tenancy in the 
long-term. 

In reality, the true impact of this pandemic is 
unlikely to be felt until the last quarter of this 
year	and	the	first	quarter	of	2021	when	the	
furlough schemes have come to an end and 
businesses	can	re-evaluate	their	finances.	
Sadly, none of us have a crystal ball but I 
have been collaborating with some leading 
names in the industry via dozens of webinars, 
podcasts, radio interviews and Facebook live 
posts to answer as many landlord questions 
as possible.  

I am now embarking on a series of ‘life after 
lockdown’ webinars with Property Investors 
Network, so please feel free to send me your 
questions and I’ll do my best to answer each 
and every one. 

Paul.Shamplina@landlordaction.co.uk 

It has been a tough few months for 
everyone, with both landlords and 
tenants being financially challenged as  
a result of the lockdown.  

The government’s decision to suspend 
all ongoing housing possession action 
from	27th	March	was	the	right	one,	
not least to prevent the spread of 
coronavirus but also, because no tenant 
should be at risk of eviction as a result 
of being affected by COVID-19.  

However, Secretary of State for Housing 
Robert Jenrick has now announced an 
extension	to	the	ban	on	evictions	until	
the end of August. So, as the country 
slowly tiptoes out of lockdown and 
letting agents reopen for business to 
enable home moves, many landlords 
with pre-COVID-19 possession cases 
remain trapped with mounting rent 
arrears. 
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Graham KINNEAR

t appears that the current efforts 
of lockdown have yielded a 
positive result with incidences of 

coronavirus reducing. Property folk will 
therefore be turning their attentions to a 
post-lockdown environment, and so this 
month I wanted to review some of the 
actions that should probably be on your 
to-do list.

Electricity
It would be prudent to remember that you will 
need to have an electrical test undertaken at your 
residential properties prior to a new tenancy from 
July	2020.	There	may	be	a	backlog	of	work	for	
contractors following the lockdown, and so if you 
are planning on letting a property, then it would be 
an idea to get the electrical inspection booked  
in now.

Maintenance
It is likely that you elected to adopt an Only If 
Urgent policy in respect of routine maintenance 
of your properties. Now that most construction 
contractors are working again, you should make a 
list of the maintenance jobs that are outstanding 
and start to get these booked in. It is doubtless a 
false economy to try and continue to avoid routine 
maintenance. It is invariably cheaper than adopting 
a reactive approach to building works.

Gas Safety
You	should	ensure	that	all	gas	safety	certificates	
are up to date. Some may have lapsed if your 
tenants were self-isolating around the renewal date 
and it is an important legal requirement that you 
have	valid	certificates	for	each	of	your	properties.

Legionella
The risk of the legionella bacteria 
is enhanced when water is 
left standing. Many landlords 
and those running serviced 
accommodation will have units 
that may have remained empty 
since March 23rd. Consequently, 
you must ensure that the water 
system	is	thoroughly	flushed	
through prior to reoccupation of 
the premises. It would also be a 
good opportunity to descale all 
the tap outlets and check any 
tanks in the loft too. For those 
landlords who have yet to have 
undertaken a Legionella Risk 
Assessment in compliance with 
Approved Code of Practice L8, 
then this would be a perfect time 
to get your house in order.

Acquisition
Many of you are hopeful that a lack of 
confidence	in	the	market	could	bring	some	
purchase opportunities. You may well be 
correct, and so it is important to ensure 
that you are suitably equipped to take 
advantage. I would suggest that you revisit 
discussions with your banks, funders 
and JV partners to establish whether 
the various lines of credit that you had 
arranged prior to the COVID-19 outbreak 
are still available and whether still on the 
same terms. Knowing the availability and 
cost	of	finance	is	key	to	being	able	to	
discern whether an opportunity is viable. 
Furthermore, it has been rumoured that 
conveyancing	firms	may	increase	their	
fees in a post-COVID-19 world, and so it 
may	be	sensible	to	try	and	agree	a	fixed	
fee rate with your conveyancers if you are 
to continue to be a regular customer.

Sales
Given it is likely that social distancing 
will be with us for some months 
ahead, give some thought about 
how you dispose of properties. If 
viewers are to be allowed in property 
unaccompanied, then you will want 
to ensure that no items ‘go missing’ 
during this process. You will also 
need to identify and address potential 
hazards such as the broken airing 
cupboard door or dodgy loft hatch, 
given that you will not be escorting a 
buyer around the property. It may set 
you apart from some competitors if 
you were to invest in a facility whereby 
you could offer virtual viewings and 
then a subsequent, physical viewing 
for those seriously interested. 

In summation, it feels positive that 
the world appears to be starting to 
get back to some normality. We must 
however have an ongoing respect for 
the virus and continue to take any 
necessary precautions as we go about 
running our property businesses.

I would be very keen to hear how readers 
are adapting their working practices in 
response to the COVID-19 situation.

Programme
Post-Lockdown

EPCs
The enforcement of the Minimum 
Energy	Efficiency	Standards	(MEES)	
came into force on 1st April. Given that 
local authorities were requested to 
take a pragmatic approach due to the 
COVID-19 situation, I am not aware 
of any enforcement action having yet 
taken place. That said, this enforcement 
is likely to start with some gusto once 
normality is resumed. I therefore urge 
you to check the EPC register that you 
have a valid EPC with a rating of E or 
above, failing which you must get the 
property reassessed and undertake 
the improvements required to score a 
minimum of 39 points.
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HMO Q&A
Hi everyone, and welcome back to my article! If you’re new here, we give you the 
opportunity to ask any HMO related questions and I’ll do my best to answer them. 

Most of the questions are taken from my Facebook group, The HMO and Property 
Community Group. If you have any questions for the next issue, either ask in the group or 
contact one of the YPN team!

Let’s get straight into this and start this month’s HMO Q&A!

Q. Are hardwood floors in HMO 
bedrooms a good idea? What are 
your thoughts? 

A. This is a great question! My 
thoughts	on	hardwood	floors	is	that	
they are easier to keep and they do 
tend to last a lot longer than normal 
carpeted	floors.	However,	hardwood	
floors	can	be	very	cold	and	they	do	
transfer noise very easily. 

My suggestion would be to adopt 
a	hardwood	floor	in	kitchens,	
bathrooms and other communal 
areas	that	have	high	traffic.	Places	
like hallway stairs and landings may 
affect the tenants because of sound 
transfer. My suggestion would be for 
bedrooms to have a nice rug or mat 
that you can throw over the wooden 
floor	to	absorb	the	sound	and	to	
create a more comfortable living 
space.

So to summarise – carpets in the 
noisy	areas,	wooden	floors	in	the	high-
traffic	areas.

or otherwise. As soon as any potential 
drug abuse in a property is brought to our 
attention, we have a protocol we adhere to: 

If the tenant is at the property at the time, 
and it’s very apparent there is drug misuse, 
then we immediately challenge them face-
to-face.	We	explain	that	it’s	a	verbal	warning	
and that they’re not only breaching the 
tenancy agreement but also breaking the 
law. Unless it stops with immediate effect, 
then we say we have no choice but to call the 
police and report the offence. 

However in your case, the tenants were not 
present. We’d send a written warning letter to 
the tenant, either through recorded delivery 
or in person. The letter would stipulate that 
the misuse of drugs is not permitted on 
premises and it was clear on the date of 
inspection that some or all tenants were 
partaking in drug abuse. Your evidence 
would	be	the	smell	of	cannabis	and	finding	
drugs paraphernalia scattered around the 
house. 

Your letter should be strongly worded and 
explain	that	this	behaviour	goes	against	
your values and principles, and of course, 
is illegal. To ensure that it stops with 
immediate effect, you’ll be conducting 
inspections	regularly	over	the	next	six	
months.	Finally,	the	letter	should	explain	
that if the behaviour does not cease then 
you’ll be forced to call the police and report 
the offence, which can carry a criminal 
conviction. 

Once the letter has been delivered, put into 
force	regular	visits	to	the	property,	giving	24	
hours’ notice to your tenants. Luckily, one of 
the elements of cannabis is that the smell 
lingers for a substantial amount of time, 
which means even after your tenants have 
had	24	hours’	notice,	it	will	still	be	obvious	if	
they are continuing to use cannabis within 
the property. 

If	this	is	the	case,	then	the	next	thing	to	do	
would be, subject to current requirements, 
give notice of eviction under the relevant 
grounds of the Housing Act adhering to 
the current government guidelines. If the 
problem continues to persist, or indeed 
gets worse, during this period, it should be 
reported	to	the	police	using	101	on	every	
occasion. Collate all of the log numbers in 
case you have to refer to them if your case 
goes to a possession hearing in court. 

Drug use, antisocial behaviour and threats to 
the person are all serious offences and need 
to be dealt with as proactively as possible. 
Please don’t ignore it thinking that it’ll go 
away,	because	in	my	experience,	it	will	only	
ever get worse. 

As long as you are dealing with these 
incidents as they are reported and treating 
them seriously, it will eventually get better 
but you must act within the law.

Q. I recently visited one of my HMOs to do 
some general monthly periodic inspections. 
The tenants weren’t present at the time, as 
per my coronavirus outbreak guidelines. As 
soon as I walked into the property, it was 
clear that one or some of the tenants had 
been smoking what smelled like cannabis, 
and I saw clear plastic bags with a herbal-
like substance inside lying around in some 
of the tenants’ rooms. The use of drugs 
is not tolerated in my properties and this 
is stipulated in the house rules, which all 
tenants must sign when they move in. 

I am confused about what my rights are 
at the moment. I am aware we are unable 
to give anything less than three months’ 
notice to tenants if we need to evict them. 
But I’d like them to stop using drugs 
straight away, how do I deal with this?

A. Thank you for asking this great question. 
This is quite a common problem, and 
perhaps more so than you’d like to believe. 

We	also	have	a	very	specific	drugs	policy	
within our portfolio and every tenant 
signs it before they move in. However, I 
do understand that not every tenant will 
abide by the rules whether they’re in writing 
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Q. How do you assess the demand for 
HMOs in a particular area? 

A. It is, of course, of utmost importance 
that we choose our investing area using 
as much information as possible to  
future-proof our business. 

I	can	only	speak	from	my	own	experience	
on how we conducted due diligence, but 
it’s a well-trodden path and has worked 
really well for us. 

There are many platforms available to 
help conduct research, but they all come 
at their own risk. First of all, most people 
will recommend using websites such as 
spareroom.co.uk, which is the biggest 
platform in the UK for recruiting tenants 
for HMO properties. Some people place 
Dummy Ads – a false advert in a chosen 
area to determine demand. 

Please do not adopt this strategy! Placing 
these Dummy Ads is not only an offence, 
but it can also mislead the market causing 
landlords to decrease their prices, as they 
may see the fake adverts as competition. 

As property investors, we must always 
act ethically and transparently. Here are 
my top tips on how you can choose your 
investing area moving forwards: 

I recommend investing as close to home 
as possible, because HMOs come with 
more work than a single let. This is 
particularly important if you’re looking to 
self-manage. However, you still need to 
know the supply versus demand in your 
area to ensure you have a solid business 
foundation … 

A great way to test your area’s demand 
is to search for advertised properties on 
spareroom.co.uk. The results may well 
be surprising! Each property has a unique 
reference number (they usually start with 
a hashtag), copy down this number for 
five	to	ten	properties	in	your	area.	Follow	
these adverts daily until they disappear. If 
they’ve gone, this will mean the property 
has been taken off the market and it’s 
safe to presume that it’s been rented. It’s a 
great and ethical way of following supply 
and demand online. 

Currently, the coronavirus pandemic 
is	going	to	affect	the	statistics.	I	firmly	
believe that the PRS will start to get really 
busy, particularly HMOs, as these are an 

attractive proposition for tenants on a 
budget.

The	next	part	of	your	due	diligence	should	
be to contact local letting agents. My 
advice would be to talk to a minimum of 
five	active	agents	in	the	area	who	have	
experience	with	your	chosen	strategy.	

Call them up and ask them the  
following questions:

Q. The coronavirus pandemic 
has given me the opportunity to 
re-evaluate my business and plan 
for the future. I’m concerned that if 
the economy dips to the predicted 
levels, it may reflect onto the PRS. 
I’m struggling to work out what 
the best strategy would be moving 
forwards. Do you have any ideas on 
where you think the PRS is heading? 

Thank you once again for 
reading the article, and as 
always, I look forwards to 
the	next	session.

1.  How many HMOs do they 
currently manage?

2.  On average, how many voids are 
they managing at the moment?

3.  On average, how long does it take 
them to fill a room? 

4.  What do they believe the area 
is like in terms of supply versus 
demand?

Finally, we have the good old-fashioned 
networking events, albeit these are largely 
now online. However you can still attend 
the networking events, and when given 
the opportunity, ask people if they are 
investing in your chosen area and ask for 
their opinion and advice. 

If they see you as competition, they may 
not give you the correct results, but in my 
experience	most	people	are	honest	and	
want to help.

We often hear the word saturation. It’s 
been around for a long, long time and I 
have	been	hearing	this	since	2002	when	
I entered the market! Things have not 
changed and people will always refer to 
areas being oversaturated. But here’s 
the thing – saturation only occurs in 
the middle of the market. This is where 
the stock is middle range with things 
like brown teak furniture and magnolia 
woodchip wallpaper. Believe it or not, this 
will	reflect	probably	more	than	80%	of	the	
stock in your area, and this is where the 
saturation level will be.

If you want to beat this saturation element 
in your area, then you need to be above 
the	80%	and	do	things	differently	at	a	
better and higher quality. This way, you 
will have a lot less competition and more 
opportunity	to	fill	your	rooms	quicker	and	
to keep your tenants longer.

A. This is a really, really good 
question, and of course the following 
is based simply on my opinion. I 
think it’s a given that the economy is 
about to go into recession – I don’t 
think it can go any other way. We 
will have less jobs, less opportunity 
and wages won’t be as high as we’ve 
experienced	in	the	past.	The	country	
will	experience	more	redundancy	and	
unemployment than it has done for 
many years. Of course it will affect 
the PRS, as renters will have less 
choice when it comes to affordability. 

It’s my belief that the PRS will remain 
strong after the coronavirus, with 
HMOs being one of the strongest and 
most affordable strategies for private 
renters. This is because HMOs offers 
low-cost, affordable living with all-
inclusive bills, enabling tenants to 
budget	their	income	more	efficiently.	

As we move into the new normal, 
people	may	find	themselves	having	
to	travel	further	in	order	to	find	
employment, and HMOs can cater to 
this transient lifestyle. We will have to 
see how things evolve, but I believe 
HMOs will become the most popular 
strategy for years to come. 

That’s it for this month! 
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BY SUSAN ALEXANDER

CAN I STILL ACHIEVE  
MY GOALS IN 2020?

Where has the time gone? When lockdown 
came a few months ago, much of the 
property industry shut down. Now, as we 
open up again from where we left off, you 
might imagine that nothing has changed. 
In fact, so much has changed. And whilst 
the full impact of that change may not 
be felt for a number of months, the 
opportunity as always, is right now. 

I know for some of you, you may not have 
done	much	towards	your	2020	goals	over	the	
past few months and may be imagining they 
are now out of reach. This certainly doesn’t 
have to be the case! In fact, there are lots 
of possible ways to make the most of the 
changing circumstances. I want to share with 
you how you can get back on track quickly, and 
still achieve your goals for this year.

Recognising the opportunities in the current environment
There will be opportunities in both residential and commercial sectors right now 
and in the coming months, you just need to consider where the more immediate 
opportunities lie within these for your investment strategy.  

For	example,	if	you	are	looking	at	residential	property,	think	about	the	empty	properties	
on the market right now, particularly those that have been empty for a number of 
months. Many sellers will have endured the ongoing costs of their empty property 
whilst not being able to sell or do anything else with it. In some cases, the sellers will 
have had their income reduced, either through being furloughed or worse. Some may 
even	have	more	unpredictable	times	financially	and	will	be	looking	for	a	definite	result	
on their property. 

Now,	I	don’t	say	this	for	you	to	take	advantage	of	these	people	in	their	difficult	position.	
But they need a solution to their situation, and you could potentially provide it. 

If you are in a position to move reasonably quickly and can offer them a price that will 
work	for	them	and	for	you,	this	could	be	a	win-win	solution.	If	they	can’t	find	a	buyer	at	
the price they need, you could potentially offer them a purchase lease option, enabling 
them to mitigate the ongoing monthly costs and you could still potentially get a good 
price for the property in the future.  

Similarly, in the commercial market, whether you are looking to retain for commercial 
use or considering conversion to residential there will undoubtedly be some immediate 
possibilities. There will be many businesses who have now realised they don’t need 
the same space they previously had. Whether that’s because they now acknowledge 
employees can work just as effectively from home and therefore may need smaller 
premises or no premises at all. Or, in some cases their business may have grown or 
shrunk considerably in just a few short months and therefore either need to upsize or 
downsize	quite	quickly.	Reaching	out	to	businesses	and	helping	them	find	solutions	to	
their situation can create some fantastic opportunities for you. 

Whatever type of property you are considering for your investment strategy, focusing 
on the most favourable circumstances in the current environment, will help you secure 
more of the right deals quickly.
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Using your and your team’s 
strongest skills 
If you really want to catch up on the 
time you have lost over the last couple 
of months, the fastest route is to use 
the skills you already possess. To be 
the most effective in the time remaining 
in	2020	–	although	I	would	always	
encourage you to keep learning new 
skills and advancing yourself – it would 
be easier to commit as much time 
as possible to 
something you 
already know how 
to do well. 

This is an ongoing 
journey though, 
and not just about 
the	next	six	months	
so don’t give up on 
your own personal 
development. 
Consider	finding	a	balance	of	doing	
what	you	already	know	over	the	next	
six	months,	and	in	the	meantime	spend	
perhaps an hour or two each week on 
learning new skills and continuing to 
develop yourself.  

You will have no doubt heard or been 
told at some point how important having 
a good team around you is, and it’s 
essential now more than ever. There  
are many talented people out there  
who can help you succeed – you just 
need to add the right ones to your team 
if you haven’t already done so. Figure 
out your skill gaps and identify the right 
people to work with you. 

If you are absolutely committed to 
achieving your goals this year, you may 
need to increase the amount of work 
you do in the time remaining. To do so, 
it	may	be	necessary	to	find	additional	
people and skills to those already in 
your team. You don’t have to employ the 
skills directly, most of what you need 
will be available for you to use on an 
ad-hoc basis. Ask for referrals from your 
contacts to help you quickly identify the 
right people and build the quality and 
skills you need to achieve success.

If you haven’t already 
started your property 
investment journey, 
hopefully you have 
been doing lots 
of learning and 
making some new 
connections during 
lockdown. Now is the 
time for you to step 

forward	with	confidence	and	put	all	your	
learning into action. 

For you, creating a team with the right 
skills will be imperative. Don’t worry 
though – you don’t need to have everyone 
in place from the outset. Consider what 
you	need	to	help	you	make	your	first	
steps forward and focus on that right 
now.	If	you	feel	you	lack	the	confidence	
or are uncertain of what to do when, then 
I’d say the person you need in your team 
is a property mentor. As a mentor, I’ve 
helped hundreds of clients put in place 
all the fundamentals quickly to move 
forward	and	take	action	with	confidence	
and clarity.

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 me at  
www.thepropertymentor.com. 

Now is the time for 
you to step forward 

with confidence 
and put all your 

learning into action. 

Being focused,  
organised and diligent
The	more	focused	you	can	be	over	the	next	
few months, the more momentum you will 
build and the greater success you will have. 
Be very clear about what you are looking for. If 
it helps, create a set of criteria for the type of 
opportunities that will and won’t work for you 
and consider what the critical elements of your 
deals need to be.  

For	example,	if	you	are	looking	for	HMOs,	the	
number of rooms might be one of your criteria, 
which will allow you to quickly discount any 
properties that are too small or too large. 
Of course, this might mean you miss out on 
something that could have worked. 

However, it will also mean you can quickly 
move through those that do work for you 
and keep you very focused on generating the 
right leads that match your criteria. 

Being organised at this time is going to be 
essential. The best way to do this is to use 
simple tools and techniques to keep you 
efficient.	If	you	have	lots	of	opportunities	
on the go and don’t use software to 
manage	them,	create	a	simple	workflow	(eg	
opportunity, letter sent, viewing arranged, 
offered, deals agreed, future follow up) and 
mark them up as you progress each one to 
help you stay focused and know where every 
deal is in your pipeline. If you are someone 
that likes to use technology, there are lots of 
really helpful free apps that can help you  
stay organised.

Another must is to manage your time well. 
Start by creating a list of must do tasks each 
week. Once you have your weekly list, you 
can allocate times for them by creating slots 
in your diary each week to make them part  
of your normal routine going forward. 

One helpful tip if needed: set a timer when 
you work, particularly on tasks where you  
get easily distracted.

The more diligent you can be, the better. 
Establish a weekly routine and only deviate 
from it in absolute emergencies. If you really, 
really	want	to	achieve	your	goals	in	2020,	it’s	
imperative you stay on track. 

In summary, focus on three  
main points:

1.  Recognise where the immediate 
opportunities are, considering the 
current environment 

2.  Use your strongest skills and those 
in the team around you 

3.  Be focused, organised and diligent
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CONTENT SHARING
to Build Authority and Audience

By Richard Brown aka

Over the years, I have seen many content 
sharers come and go in the property 
community. Many display ‘content sharing 
fatigue’	after	a	three	or	four-year	flurry,	
before retreating for a second wind or 
disappearing again. In other words, they 
often burn out.

You see, there has to be both a give and a 
get for it to be sustainable. Everyone LOVES 
free education; I certainly did. However, 
unless we pay the piper, the rats will surely 
return! So, let’s address the elephant in   
the room …

The difference between content sharing and 
content marketing is that you only get paid 
for one of them.

Content sharers in it for the long-term need 
to	find	ways	to	monetise	their	content.	There	
should be no shame in that. Valuable content 
from	knowledgeable	and	experienced	
content sharers should be rewarded in 
some way. A forum post like, a thank you 

note or a social media 
recommendation will fuel 
the	fire	for	a	time,	but	it	won’t	
cook the food and put it on 
the table. There, I said it.

Monetising content can be a direct 
exchange,	such	as	through	fees,	training/
mentoring fees, membership subscriptions 
and such like. Or, it can be an indirect 
exchange,	such	as	through	referral/
advertising income, secondary services 
provision, or even property investment 
potential.

I	have	benefitted	from	all	of	these	at	various	
points in time. They serve not only as 
additional sources of income, but also added 
motivation to keep going for as long as I 
have to date. There is both a give and a get 
reward cycle, you see.

Content sharing can evolve into content 
marketing. In fact, I would argue that it needs 
to become a marketing activity for it to be 
sustainable.

Content sharing can also be a great way 
to build authority, a network or tribe, and 
even income or investment to support our 
endeavours. This feature is aimed at two 
types of people therefore: 

1.  Those who seek to develop their profile 
for commercial purposes 

2.  Those who love the idea of giving away 
what they know

I started to publicly share property content 
at least eight years ago, if I recall.

Firstly, it was an extension for me to curate 
knowledge and information for my own 
learning and development – an inward 
learning interest. 

Secondly, it became a passion to put 
out what I believed to be more accurate, 
collated information following the 
 wild-west days of property education 
across the Internet in the noughties –   
an outward serving interest.

Later came a third objective … to develop 
more of a public presence to attract others 
towards me in order to exchange value – a 
mutual commercial interest. 

“Everyone lives by 
selling something”  

Robert Louis Stevenson
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You	can	possibly	gather	that	the	first	
category might survive the second 
category. However, as I fall into both 
categories, I am not here to judge.

Here are some of the biggest tips that 
I can share as a content sharer:

Be congruent – Match your business 
brand values to your personal values 
to stay in alignment.

Know your audience – Work out who 
your audience is and communicate to 
them in a way that answers their key 
questions. 

Pick a channel – There are lots of 
media channels. Pick one or two to 
perfect, show up consistently and 
stick to what you know to begin 
with. This should also be where your 
audience hangs out!

Be creative (or at least resourceful) 
– there are loads of ways to generate 
content ideas: trends, hashtags, forum 
property chatter, your case studies 
and	your	expertise	being	the	top	ones.

Ignore the haters – “Never argue with 
an idiot. They drag you down to their 
level then outwit you with experience” 
– Mark Twain

Knowing 
your 
audience
When sharing content, 
it should address these 
three key questions:

1. Who do I want to communicate with?

2. What message do I want them to receive?

3. What response or action do I want them  
 to take on?

Pick your channel(s)
This is where your message is shared. 
Consider this, the top search engines by 
media type are as follows:

Words – Google
Videos – YouTube
Images – Instagram
Books – Amazon/Kindle/Audible
Multimedia – Facebook
 Music streaming and increasingly 
other audio – Spotify
Video streaming – Netflix
Business to business – LinkedIn
 Face-to-Face (and now virtual)  
– MeetUp and Eventbrite

Within each category, there are also 
other players such as WordPress, Twitter, 
Snapchat, TikTok, Pinterest and so on. 

Begin by considering where your target 
audience is most likely to hang out and 
start sharing your content where they are 
most	likely	to	find	it.	Of	course,	most	people	
hover across multiple channels, so there 
is a temptation for you do the same. But 
don’t. I would start where you are most 
comfortable. If you are a writer, start a 
blog; a video geek, a YouTube channel; a 
photography nut, Instagram. 

I would suggest mastering one or two 
channels	first	(going	deep),	before	
attempting to conquer all of them (going 
wide). However, content marketing is all 
about gaining eyeballs and eardrums on 
your	content,	so	expand	as	and	when	you	
are comfortable and can commit to more.

A few words of caution at this stage from 
my	experience	and	observations:

  1.  Don’t share content at the expense of 
delivering what you get paid to deliver.

  2.  Be careful about burnout, so start small. 
I personally build in planned downtime – 
August and the year-end are usually low 
output times to recharge.

  3.  Be consistent. Commit to what you can 
and will be able to stick to for at least a 
year. Then review.

  4.  Don’t simply become that nice guy/gal 
who people follow simply to suck all their 
great content from. Marketing leads to 
money changing hands somehow.

  5.  Metrics are not all created equally. Likes 
and follower count are vanity numbers – 
they don’t pay the bills!

  6.  Be authentic and ensure that the results 
are what you really want out of business 
and life.

  7.  Don’t try to mould yourself into a robot 
overly chasing hashtags and trends. 
Retain your soul, it’s more precious than 
you think!

  8.  Outsource and use systems/apps to 
lighten the load.

  9.  Not everyone that follows you in one 
place follows you in every place, so make 
sure you cross-promote, repurpose and 
share your content across channels and 
media.

10.  ‘Own the racecourse’. The safest channels 
are the ones you own outright, so that’s 
typically a blog and a contacts list (email, 
CRM, etc). Third-party platforms and your 
audience can disappear. Who remembers 
Myspace?

Content Generation
Here are just 10 great ways to find 
content. 

  1.  Forum posts and social media questions

  2. YouTube videos and podcast topics

  3. Amazon book search by genre

  4. Personal story and journal

  5. Your project updates and case studies

  6.  Lessons learned and biggest  
successes/failures 

  7. How-to	explanatory	shares

  8.   Reviews and recommendations  
(eg books, podcasts)

  9. Tools or systems you use or developed

10.  Content curation – share other people’s 
content but always add your own spin on 
top to create your identity and authority

Haters and trolls 
The more we put yourself out there, the more 
we will face opposition, sadly. Fortunately, 
the haters will be in the minority, so try and 
focus on what really counts – ourselves and 
our	core	audience	–	not	the	1-2%	who	dislike	
what you do. However, also be humble and 
open. Could you learn from the message, 
if not the messenger? If there is too much 
hate,	do	you	need	to	reflect?

Where might you sit in terms of passion, 
mission, profession, vocation or purpose, 
when it comes to sharing your content?
[see diagram for reference] 
www.humanbusiness.eu/purpose-venn-diagram/

I will close this month’s article by relaying 
what a lovely lady asked me when helping 
me with some of my own marketing 
systems: “You are not like most of my clients, 
as you are not looking for masses of people 
on your database to sell things to, why   
is that?”

I responded by saying that I am fortunate 
enough to have reached the stage of relative 
sufficiency.	I	want	to	work	the	most	closely	
with the people I can have a beer or a coffee 
with. I want to genuinely get to know them 
and best serve their interests though my 
knowledge	and	experience.	I	guess	that	
suggests that I have found my content 
sharing purpose …
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With the volatility of the 
markets in response to the 
COVID-19 pandemic, it’s 
crucial that traders and 
investors are aware of the 
steps they must take to 
succeed. 

Although these steps aren’t 
necessarily easy, they are 
simple to follow and are vital to 
overcome the challenges 
of this time. 

Step 1: Stay calm when 
everybody around you 
is panicking

Don’t let the emotions of others 
influence	your	own,	because	
when emotions go up, 
intelligence comes down. 
Remaining calm will get you 
in the right mindset to make
decisions. It will also support 
your personal development by 
focusing on yourself, learning 
and growing in order to thrive while everyone 
else just survives. 

Step 2:  
Understand the markets

There’s a whole generation who thinks 
that we’ve only ever seen a bull market 
(that markets only ever go up). Since 
2009,	we	have	been	in	the	longest	bull	
market in modern times, so you can 
be forgiven for thinking that that’s all 
the market does. But it’s not true, and 
sometimes we’re in a bear market 
(when they’re going down). 

The reality is that markets go up, 
down and sideways — and all at 
varying speeds. Refer to step one 
and stay calm. 

Step 3: Learn how to sell short

Don’t just buy something and sell at the top. 
You also need the ability to sell short and buy 
to cover in order to make money when the 
markets go down. It’s incredibly important but 
most people don’t understand it. 

Step 4: Risk management

When trading, you must always use risk 
management and have a stop loss so that you 
only	ever	risk	1%	of	your	entire	portfolio.	My	
company,	Investment	Mastery,	are	up	8%	on	
Forex	at	the	moment,	while	everyone	else	is	
down	20-40%.	Why?	Because	we’re	trading	
using risk management techniques to 
minimise	losses	and	maximise	returns.	

Step 5: Diversify your portfolio

You will have heard this umpteen times before, 
but it’s so important. People tend to go in too 
big all at once at a certain price. Then when 
the price falls, they don’t have any more to take 
advantage of this new lower price. 

There is also a tendency to be in stocks of the 
same kind, whereas it’s advisable to trade in 
a variety of stocks across different industries. 
Rather than trading Intel, Cisco and Dell, which 
are all part of Nasdaq, why not consider oil, 
gold, silver and cryptos? 

Step 6: Think long term

In the words of Warren Buffett: “This is just 
noise in the short term.” 

The idea is to not panic. Instead, look ahead at 
the future of the market. You may have bought 

stocks that are down right now, but were they 
good solid companies? If they were, then they’ll 
go back up. Be prepared to sit tight and await 
the recovery of the market. Don’t panic in the 
short term. 

Step 7: Understand that you only 
lose when you sell

When investing — not trading — we 
must have a long-term view. Just as 
in	step	six,	you	may	be	in	a	stock	right	
now	that’s	down	50%,	but	if	it	was	
something solid, it’s likely to recover 
and come back up again. The idea 
right now is not to sell if you don’t have 
to. Instead, it would be advantageous 
to continue to buy during these lows, 
and feather in to lower your average 
price. Until you sell, you haven’t 
realised your losses. So don’t panic 
and be prepared to play the long game. 

Step 8: Get your 
mindset right

It’s okay to take a step back so you 
can see clearer. This is a time of great 
overwhelm, and there’s so much 
happening around us that we cannot 
control. Trading from the wrong  
mindset	is	not	going	to	benefit	you.	
Don’t be afraid to switch off and take 
a break from trading for a while. Build 
your support network, centre yourself 
again and only return to it when   

y you feel ready. 

Step 9: Replicate the	experts	not	
the newbies
 
Make sure that you’re listening to people who 
have	been	actively	trading	for	more	than	20	
years. They have seen this type of thing before 
and have a perspective on what is happening 
right now. 

Step 10: Learn from your mistakes

It’s okay to make mistakes … as long as you 
never make the same mistake twice. Use this 
time	to	learn,	so	that	next	time	you’ll	be	making	
money, not losing it.

To discover more about how you can apply 
these 10 steps and use trading and investing 
as a vehicle to thrive in this crisis, download 
a FREE copy of my book, the Lunchtime 
Trader here: http://investment-mastery.com/
ypn-ltt-book. 

To your success!

Marcus de Maria

10 Steps Traders Must 
Take During This Crisis!
By Marcus de Maria
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Book reviewed by: 

Raj Beri 
www.rajberi.co.uk  Email: raj@rajberi.co.uk 

Further resources at: The Ultimate HMO Success System 
(Facebook group) and www.centreround.co.uk

ollowing on from her first excellent 
book, the current offering details 
why Wendy started investing in 

HMOs and delves more deeply into her 
five-step system and other systems to 
help budding HMO investors do the 
same.

Section one describes her “journey” 
into property and the challenges she 
has	faced	in	working	towards	financial	
freedom. She shares how she was 
introduced to the world of HMOs, initially 
through purchasing a student HMO pre-
BTL days, which required a face-to-face 
meeting with the bank manager! The 
next	informative	chapter	describes	the	
history of HMOs though the ages and 
brings the reader up to date with current 
regulations/legislation. Wendy’s tabular 
description	of	the	impact	of	Section	24	
tax	changes	is	as	clear	a	written	version	
as I have seen.

Section	two	of	the	book	describes	the	five-
step system Wendy has developed and in 
providing details of each step, it forms the 
largest chunk of the book. She highlights that 
her desire from the outset has been to create 
a system or recipe for her own business – 
this has also now been used to teach others. 
In chapter six she discusses: Find It. To 
identify the right areas, she encourages the 
reader to ask some key questions relating to 
goals	and	expectations.	She	also	provides	a	
list of questions one should be asking of the 
investment area. Research and due diligence 
focusing on supply/demand is paramount 
and her general advice is to initially 
concentrate on nearby areas. 

The	next	steps	should	be	to	undertake	a	
full analysis and use online tools to gather 
data about house prices, local council plans, 
tenant demographics etc, before starting to 
shortlist the right type of property in the area 
of choice. Sourcing properties can be done 
using a number of techniques and gathering 
facts about the vendor and the property 
are	all	part	of	the	process.	The	next	section	
provides a fully worked deal assessment 
example	and	will	be	particularly	useful	to	new	
HMO investors. She also describes details of 
how to establish a property sourcing pipeline.

Chapter seven focuses on Fund It, and it’s 
divided into a number of important areas 
that need consideration. The process of 
purchasing is highlighted to include the 

power team    
required, the funds required    
and	tax-efficient	structures.	In	an	example	
case study, Wendy also demonstrates the 
power of having a JV partner (investor) 
to	secure	an	HMO	deal.	The	next	section	
describes, in some detail, the types of 
investors one can work with compliantly 
to secure funds. Another way of realising 
capital is buy BMV, combined with property 
remodelling to add value and facilitate 
refinance.	

The focus of chapter seven is  
Finish it. It is conveniently split  
into four phases: 

1.  Pre-build: specification  
and planning

2.  Refurbishment, fitting and kitting

3.  Decorating and finishing

4.  Dressing and photos

I really liked the way this section was split 
up as it will prevent the budding HMO starter 
from getting overwhelmed. Getting together 
a power team and project managing them 
is a key part of the four phases to reduce 
overruns in time and costs. If you have little 
experience	or	desire	to	do	this,	it’s	possible	
to appoint a project manager or utilise a 
builder who can also project manage. In 
the subsection of project assets, Wendy 

covers	areas	such	as:	floor	plans,	project	
specification,	budget	and	the	schedule	of	
works. She also provides plenty of guidance 
and tips to help you in choosing the right 
builder. Phase two is all about monitoring and 
managing the refurbishment. In phase three, 
Wendy provides numerous tips on decorating 
and	interior/exterior	finishing	including	a	list	
of	15	tips	for	HMO	interiors.	Phase	four	then	
completes the process with guidance and 
tips on dressing and photography to really 
showcase	the	finished	product.

The chapter on Fill It covers all aspects 
of getting the HMO tenanted. It’s a 
comprehensive chapter that covers 
legislation and whether one should use an 
agent. One can prepare the property to rent 
by following the guidelines listed, then start 
the marketing campaign – Wendy discusses 
the	AIDA	acronym,	which	will	help.	The	final	
section of the chapter provides a detailed and 
useful	seven-step	system	to	finding	tenants.	

Chapter ten discusses aspects of future-
proofing	and	includes	developing	systems	
for a more streamlined business. Wendy 
lists the key areas of information an HMO 
investor needs to implement and then 
discusses	aspects	of	creating	efficiency,	
consistency and predictability for the growing 
HMO business. Wendy also covers the three 
core areas that needs attention: maintaining 
customers, managing the property and 
maximising	profits	with	useful	suggestions	
for each.

The	final	section	covers	future	trends	
including scaling up, as well as the right time 
to outsource and leverage. The stages of 
growth in the HMO business are discussed 
to include developing the right systems and 
processes from start-up to owning multiple 
HMOs. Another section discusses the 
importance	of	branding.	In	the	next	chapter,	
the future of HMOs are considered and a 
diverse range of topics discussed eg housing 
supply, lending regulations and co-living.

Who is this book for?
I have reviewed a number of HMO books 
over the years and this one is the pick of the 
bunch. Written in a conversational style, it 
is very well structured and it’s a great blend 
of	personal	experiences	and	detailed	help/
advice for the HMO investor. I strongly 
suggest that the reader add this book  
to their must read.

How to create the life of your dreams with just five properties

EXTRAORDINARY PROFITS
FROM ORDINARY PROPERTIES

By Wendy Whittaker-Large
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n this month’s article, I thought I 
would comment on what I think 
the best property investment 
strategies will be for the next six 

to 12 months. 

First of all, whenever considering which 
investment strategy to use, you need to look 
at what is happening in the property market 
to ensure you choose the correct strategy 
based on the current market conditions and 
where you think the market is heading.

There is no doubt in my mind that, 
unfortunately, the UK is going to slip into 
recession. This means that businesses will 
close and people will lose their jobs. As a 
result, the property market will see a fall in 
prices. 

“Personally, I don’t 
think it will be as big 
as the 2008/2009 

property crash” 
Let’s be honest, no one really knows what 
will happen to property prices, but if I had to
take a guess, I would say that I think it could 
be	an	average	value	reduction	of	15%.	Some	
areas may be more and some areas may 
be less. 

Why	do	I	say	15%?		Well,	the	Bank	of	
England have predicted such a drop, and 
I think that many property surveyors have 

taken this on board. 

I am in the process of re-mortgaging a 
number of my properties, one of which is a 
large	house	in	Halifax	that	I	converted	into	
seven	apartments	about	six	years	ago.	It	
currently	has	a	mortgage	of	about	£512,000.	
I	thought	the	value	may	be	around	£900,000,	
so plenty of equity. 

However, I was shocked when the surveyor 
valued	it	at	£750,000.	He	commented	that	
it was because of the potential effect of 
COVID-19 and lockdown. That is more than 
a	15%	downvaluation	because	the	surveyor	
didn’t know what’s happening to the market 
and so was being over cautious. The 
problem with this is, actually, it is the 
surveyors who are helping the market to 
come	down.	It’s	a	self-fulfilling	prophecy.	

It’s worth mentioning, that before we see 
property prices fall, which I think will be 
towards to end of the year, I believe there 
will be a mini boom due to the amount of 
transactions going through. These will be the 
ones that were stalled over lockdown, but 
don’t be fooled by this. It will be very short 
lived. 

What does all this mean 
in terms of property 
strategies?
First of all, I personally think it would be 
unwise	to	flip	a	property.	This	strategy	
should only be used in a rising market. It’s 
going to be a great time to buy property, as 
long as you know what you’re doing and if 
you’re willing to hold it for the long term, or 
until prices recover. 

Will property prices recover? The 
fundamentals of the UK property market 
remain unchanged – we live on a small but 
popular island, with a limited supply 
of accommodation and an increasing 

The best 
property 
strategies 
to use post-lockdown
Simon Zutshi
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population. That means in the long term, 
property prices and rents should continue to 
rise. Remember that the property market, like 
any market, is cyclical - sometimes prices go 
up and sometimes prices go down.. It’s all 
about picking the most appropriate strategy 
for what’s happening at the time. 

When rumours that property prices are 
falling start buzzing, I’ll often hear investors 
say that they’re going to wait until the market 
hits the bottom before buying. Although this 
is a great idea in theory, the main challenge 
is that no one will know when the market will 
bottom out. If you can somehow work out 
when this will be, please let me know and we 
could both make lots of money!

In reality, if you do wait until property prices 
have hit the bottom and everyone thinks that 
the prices can only go in one direction (up), 
then it means that sellers are far more 
positive that someone will come and buy 
their home for more money. This means 
it will actually be harder to get the great 
discounts that you can negotiate when the 
market is coming down. 

Increased demand for 
HMO rooms
When times are hard, people have to rein 
in	their	expenses	to	save	money.	I	believe	
many people who are living on their own in 
apartments may decide to save money on 
rent and bills by either moving home to live 
with their parents, if that is feasible, or 
moving into shared accommodation,
which is more cost effective than living 
on their own.

This means that in tough times, demand for 
HMOs increases. Some people worry about 

oversupply of HMOs, which 
is indeed the case in many 
areas, however, I believe that 
there is only an oversupply 
of very average HMO rooms. 
If you have good quality 
rooms that are better than 
the average available on 
the market, then you should 

have	no	problem	quickly	filling	rooms	as	and	
when they become vacant. With this in mind, 
I	expect	HMOs	will	continue	to	be	a	great	
strategy for the long term. 

Discounted property 
for sale 

There will be plenty of 
opportunities to buy 
discounted property, 

including residential and
commercial. Even some 

development sites could be 
discounted. 

A	fall	in	market	prices	may	mean	difficulties	
to	finance	these	purchases	in	the	traditional	
manner. Mortgage companies have already 
increased interest rates and some have 
lowered	the	maximum	LTV	that	they	are	
prepared to lend. 

This means that not only is it now harder 
for	the	average	person	to	get	finance	to	buy	
property, but also that demand might be less 
than the supply, thus causing property prices 
to fall further and the market to slow.

Creative solutions
In market conditions like this, property 
investing tools such as options and PLOs 
become far more viable. As sellers realise 
that there aren’t many 
buyers who are able 
to purchase their 
property, they will 

become more open to creative strategies 
when the market slows.  

For this reason, the market conditions over 
the	next	12	months	will	make	it	far	easier	for	
us as investors to use creative strategies. 
Both purchase options (POs) and purchase 
lease options (PLOs) are tools that can be 
used in conjunction with pretty much every 
other property investment strategy. They are 
a way of controlling an asset without 
buying it. 

Most people are either unaware or don’t 
know how to use these tools correctly. For 
example,	PLOs	only	really	work	in	certain	
circumstances where the seller wants to sell 
the property but doesn’t necessarily need 
the money urgently. They must also have 
favourable mortgage conditions. 

I see many investors try to use PLOs on 
every	deal	they	find,	and	this	is	a	big	mistake.	
Unsurprisingly, most sellers aren’t willing to 
enter these creative solutions and therefore 
the investor will incorrectly conclude that 
the PLOs don’t work, ever. It’s just a case of 
knowing how to use them correctly. 

To	finish,	keep	an	eye	out	for	some	emails	
from YPN about some free training videos 
that I’ve created about PLOs and some 
online masterclasses where you can get all 
your questions answered about these 
powerful	investing	tools.	Exciting	times!	

Invest with knowledge, invest with skill, 

Best wishes, 

Simon Zutshi
Author of Property Magic

Founder of property investors network
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How are Development projects being affected by Covid-19? 
What opportunities will be on the property horizon with 
the new market conditions?

YPN Total Development is one of the 
most comprehensive Development 
webinar programmes in the industry!

With Martin Rapley and expert property development panellists. Hosted by Michelle Cairns

Development and refurbishment are an integral 
part of most property strategies. However many 
new investors do not have a construction 
background and can easily be put off by the
unknown costs and risk for projects to go wrong.      

Understanding the basics of development is 
key to ensuring you keep your hard-earned 
profit and will give you the confidence to 
scale up your portfolio.

There are many areas that fall under the 
umbrella of ‘Development’ but our programme 
will guide you through the abundance of options 
and provide you with the support and knowledge 
you need to maximise your success.

Whether you are stepping up from a lick of paint 
and replacing carpet or venturing out to more 
profitable and challenging sites, we will be 
covering all the issues you face in your projects; 
how to spot them, how to solve them and an 
idea of the costs involved. Here are just some
of them!

• Damp
• Structural issues 
• Adding value through development 

strategies
• Dry rot
• Japanese knotweed
• Cracks in the walls
• Working with builders and trades

Do these challenges put you off starting your 
next project? You don’t have to wait any longer, 
now is your chance to learn which challenges 
to avoid and which to embrace. 

Get started with confidence today! 

Making money from development projects 
means understanding your numbers, managing 
your team and your time and taking a leap of 
faith to try something new. With the right 
support and knowledge you can go after the 
projects you’ve always wanted to!

If you want to REALLY understand the 
opportunities, the costs and the realities 
of development projects, then TOTAL 
Development is for you!

TOTAL Development consists of fortnightly 
webinars with experts, advisors and active 
investors in this area. These sessions will cover 
what you need to know, along with deep-dive 
interviews with investors who are willing to bare 
all about their projects to reveal the nitty-gritty of 
the business. Not just the highs but also the lows 
so you can learn from their mistakes. 

Members will also have access to a private 
Facebook group where you can discuss all things 
Development, pose your questions to the 
experts and get access to the full webinar library.

TOTAL Development live webinars run twice 
a month, on the 1st and 3rd Wednesday
of the month at 8pm. Our recent interviews
feature case studies with Dick and Peter 
Dabner, Billy Turriff and Martin Rapley.
We cover the key areas to consider when 
looking for your next project, including how 
to stack a deal, understanding the costs of 
a power team and how to choose the right 
builders for you.

Make your development projects a TOTAL 
success! Join us today at 
www.yourpropertynetwork.co.uk/Totaldev

WHAT WILL YOU 
DISCOVER?

Here’s a taster …

The best development projects 
to start out with. 

What properties have the best floor 
plan, scope for development and 
best opportunities to add value.

Inspirational case studies. 

Investors will be sharing details of 
their deals – purchased and lease 

options – from 3 bed to 6 bed 
conversions, blocks of flats and 

commercial to residential.

Working with trades. 

How to give yourself the best chance 
to work well with tradespeople. 

Set yourself up to win.

Finance and funding. 

How can you fund your development 
projects? What are the potential 

tax savings? Working with JV partners

Easy ways to make add value in 
auctions properties. 

What problems to look out for in 
auctions that you can solve 

with the right team.

As well as creating a schedule 
of works, project managing, 

permitted development, 
planning gain and lots, lots more!

Webinars are hosted by YPN team 
member Michelle Cairns and 

development and refurbishment 
specialist Martin Rapley. 

 Join YPN TOTAL DEVELOPMENT at 
www.yourpropertynetwork.co.uk/Totaldev 
to make your next development project a TOTAL success.

Always wanted to do a 
development project 
but not sure how to 

assess a deal?

Tired of dealing with 
builders who don’t 

understand what you are 
trying to achieve?

Looking to add value to 
a project but want the 

confidence to choose the 
right one? 

TOTAL 
DEVELOPMENT 

IS FOR YOU
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ACV  Asset of community value 

ADR  Alternative Dispute Resolution

AI		 Artificial	intelligence

APHC  Association of Plumbing   
 and Heating Contractors

ARLA  Association of Residential   
 Letting Agents

Article 4  An	Article	4	Direction	removes		 	
 permitted development rights   
	 within	a	specified	area	designated		
 by the local authority. In many cities  
	 with	areas	at	risk	of	‘studentification’,		
 there are restrictions on creating HMOs  
 so you will have to apply for planing  
 permission. Check with your local  
 planning authority.

AST  Assured Shorthold Tenancy

AT  Assured tenancy 

BCIS  Building Cost Information Service  
 – a part of RICS, providing cost   
 and price information for the UK 
 construction industry.

BCO 	 British	Council	for	Offices

BIM   Building information modelling 

BMV  Below market value

BPEC British Plumbing Employers Council  
	 –	qualifications,	assessments	and		
 learning materials for Building   
 Services Engineering sector

BRR Buy, refurbish, rent out 

BTL  Buy-to-let

BTR  Build-to-rent

BTS  Buy-to-sell

C2R Commercial to residential conversion

CCA  Consumer Credit Act

CDM  Construction Design and Management

CIL  Community Infrastructure Levy -  
	 The Community	Infrastructure	Levy is		
 a planning charge, introduced by the 

Planning	Act	2008	as	a	tool	for	local	
authorities in England and Wales to 
help	deliver	infrastructure to	support	
the development of their area. It came 
into	force	on	6	April	2010	through	
the Community	Infrastructure	Levy 
Regulations	2010.	
(Source: planningportal.co.uk)

CIS  Construction Industry Scheme –  
 Under this, contractors deduct   
 money from a subcontractor’s 

payments and pass it to HMRC.  These 
deductions count as advance payments 
towards	the	subcontractor’s	tax	and	
NI. Contractors must register for the 
scheme. Subcontractors don’t have to 
register, but deductions are taken from 
their payments at a higher rate if they’re 
not registered.

CGT  Capital	gains	tax

CML  Council for Mortgage Lenders

CPD  Continuing Professional Development

CPT  Contractual periodic tenancy

CRM  Customer relationship   
 management (eg, CRM systems)

CTA  Call to Action

Demise A demise is a term in property law that 
refers to the conveyance of property, 
usually	for	a	definitive	term,	such	as	
premises that have been transferred 
by lease.

DHCLG  Department of Housing, Communities  
 and Local Government (formerly DCLG  
 – Department for Communities and  
 Local Government)

DoT  Deed or Declaration of Trust

DPS  Deposit Protection Service

EHO  Environmental	Health	Officer

EIS  Enterprise Investment Scheme

EPC  Energy	performance	certificate

FCA  Financial Conduct Authority

FHL  Furnished holiday let

FLEEA  Insurance cover for Fire,   
Cover	 Lightening,	Explosion,	Earthquake		
 and Aircraft impact, but no other  
 perils. Some times issued for a   
 property that has been empty for  
 some time

FPC  Financial Policy Committee

FRA  Fire risk assessment 

FSCS  Financial Services    
 Compensation Scheme

FTB  First time buyer

GCH  Gas central heating 

GDP Gross domestic product

GDPR  General Data Protection Regulation

GDV  Gross Development Value

GOI Gross operating income

HB  Housing	benefit	

HHSRS  Housing Health and Safety   
 Rating System

HMO  House of Multiple Occupation

HNWI  High	Net	Worth	Individual	a	certified	
high net worth investor is an individual 
who	has	signed	a	statement	confirming	
that he/she has a minimum income of 
£100,000,	or	net	assets	of	£250,000	
excluding	primary	residence	(or	money	
raised through loan a secured on that 
property)	and	certain	other	benefits.	
Signing the statement enables receipt 
of promotional communications  
exempt	from	the	restriction	on		
promotion on non-mainstream pooled 
investments. (Source: FCA)

HP  Hire Purchase

HSE  Health	and	Safety	Executive	

ICR  Interest Cover Ratio

IFA	 Independent	financial	advisor

IHT 	 Inheritance	tax

IRR Internal Rate of Return 

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)	

MHCLG Ministry of Housing, Communities  
 & Local Government

MVP  Minimum viable product

NALS  National Approved Letting Scheme

NICEIC  National Inspection Council for   
 Electrical Installation Contracting

NLA (former) National Landlords 
 Association, merged with RLA to  
 become NRLA 

NRLA National Residential Landlords   
 Association

A list of the abbreviations and tech-talk used in this month’s YPN – and more …
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OIEO  Offers	in	excess	of	

OMV  Open market value

ONS 	 Office	for	National	Statistics

OTA Online travel agent

PBSA  Purpose-built student   
 accommodation

PCA Property Care Association, a trade  
 organisation for specialists who  
 resolve problems affecting   
 buildings

PCOL Possession claim online

PD  Permitted Development / Permitted 
Development rights – you can 
perform certain types of work on a 
building without needing to apply for 
planning permission. Certain areas 
(such as Conservation Areas, National  
Parks, etc) have greater restrictions. 
Check with your local planning  
authority.

PI  Professional Indemnity insurance
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 
1,500banks,	building	societies,	credit	
unions, insurers andmajor investment 
firms.	(Source:	Bank	of	England)

PRC Pre-cast reinforced concrete. Often 
used for residential construction in 
the post-WW2 period, but considered 
as non-standard construction and 
difficult	to	mortgage.	Most	lenders	
will not lend unless a structural repair 
has been carried out in accordance 
with approved PRC licence,  
supervised by an approved PRC 
inspector. Legal evidence of the 
repair is issued in the form of a PRC 
Certificate	of	Structural	Completion.	
(Source: prchomes.co.uk)

PRS  Private Rented Sector

R2R  Rent-to-rent

REIT  Real Estate Investment Trust

Reserved  A planning term: outstanding
Matters details of an outline planning approval 

to be resolved by a separate “reserved
matters” application, see  
https://www.planningportal.co.uk/
info/200126/applications/60/	
consent_types/6	for	details.

RGI  Rent guarantee insurance

RICS Royal Institute of Chartered Surveyors

RLA (former) Residential Landlords   
 Association, merged with NLA to  
 become NRLA 

RoCE Return on Capital Employed

ROI  Return on Investment

RP  Registered Proprietor, refer ring   
 to the name on the title of a   
 property Land Registry

RSJ  Rolled-steel joist – steel beam 

RTO  Rent to Own

RX1  Form used to register an   
 application to the Land Registry to 

place a restriction on the legal title of 
a property to protect the interests of a 
third party. The restriction will prevent 
certain types of transaction being 
registered against the property   
(eg, sale, transfer of ownership or 
mortgage)

S8 or Named after Section 8 of The   
Section 8 Housing Act 1988. A Section 21  

Notice (or Notice to Quit) is served 
when a tenant has breached the 
terms of their tenancy agreement, 
giving the landlord grounds to regain 
possession. Strict rules apply.   
See https://www.gov.uk/evicting-
tenants/section-21-and-section-8-
notices for up-to-date information. 

S21 or Named after Section 21 of The  
Section 21  Housing Act 1988. You can use a  
 Section 21 Notice (or Notice of 
 Possession) to evict tenants who  
 have an assured shorthold tenancy.  
 Strict rules apply.    

 See https://www.gov.uk/evicting-
 tenants/section-21-and-section-8-
 notices for up-to-date information. 

S24 or  Section	24	of	the	Finance	Act		
Section 24  (No.	2)	Act	2015	–	restriction	of relief  
 for finance	costs	on	residential	
 properties to the basic rate of Income  
	 Tax,	being	introduced	gradually	from		
	 6	April	2017.	Also	referred	to	as	the		
	 ‘Tenant	Tax’.

S106	 Section	106	agreements,	based		
Section 106  on	that	section	of	The	1990	Town		
 & Country Planning Act, and also  
 referred to as planning obligations,  
 are private agreements made 

between local authorities and  
developers. They can be attached to a 
planning permission to make 
acceptable development that would 
otherwise be unacceptable in 
planning terms. Planning obligations 
must be directly relevant to the 
proposed development and are used 
for three purposes:

1. Prescribe the nature of development

2. Compensate for loss or damage 
created by a development

3. Mitigate the impact of a development
(Source: planningportal.co.uk)

SA  Serviced Accommodation

SAP  Standard assessment procedure
(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

UC Universal credit

UKALA  The UK Association of Letting Agents

USP  Unique selling point

VOA	 Valuation	Office	Agency
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ATTENTION STUDENT  
LANDLORDS &  
LETTING AGENTS
4 BED PACKAGE OFFER - £3850 INC. VAT  
FULLY INCLUSIVE OF DELIVERY & INSTALLATION
WE EVEN TAKE AWAY THE PACKAGING!

4 x open storage beds (choice of size)
4 x double wardrobes with built in draws
4 x matching desk and metal tolix chair
2 x 2 seat sofa
1 x 4 seat dining table

Do you need tenant proof furniture that gives the WOW 
factor and enables you to potentially achieve a higher rent?

At Landlord Furniture Co we know that students are now 
wanting more from their accommodation, our furniture is on 
trend and built to last. 

We are here to help landlords across the UK achieve the 
highest standards possible at an affordable price.

* Each extra bedroom  
package £600 inc. VAT

Delivery takes a maximum 
of 10 working days from 
date of confirmed order

WWW.LANDLORDFURNITURECO.CO.UK

Unit 1 & 2 St Johns Industrial Estate, Elder Road,  
Lees, OL4 3DZ

0161 633 2651  |  info@landlordfurnitureco.co.uk
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UPCOMING  AUCTIONS
LONDON
McHugh & Co 6-Jul-20 12:00 
Online Auction 

Allsop Commercial 7-Jul-20 
Online Auction 

Lambert Smith Hampton (National) 
8-Jul-20 15:00Online Auction 

Lambert Smith Hampton 
(National) 8-Jul-20 15:30 
Online Auction 

Lambert Smith Hampton 
(National) 8-Jul-20 16:00 
Online Auction 

Lambert Smith Hampton 
(National) 8-Jul-20 16:00 
Online Auction 

Acuitus 9-Jul-20 Online Auction 

Harman Healy 9-Jul-20 12:00 
Online Auction 

Harman Healy 9-Jul-20 12:00 
Online Auction 

Harman Healy 9-Jul-20 12:00 
Online Auction 

Strettons 14-Jul-20 12:00 
Online Auction 

Town & Country Property Auctions 
London 14-Jul-20 12:30 
Online Auction 

Lambert Smith Hampton (National) 
15-Jul-20 16:00 Online Auction 

Network Auctions 15-Jul-20 9:00 
Online Auction 

Allsop Residential 16-Jul-20 
Online Auction 

Phillip Arnold Auctions 17-Jul-20 
12:00 Online Auction 

BidX1 22-Jul-20 9:00 
Online Auction 

Lambert Smith Hampton (National) 
22-Jul-20 16:00 Online Auction 

McHugh & Co 23-Jul-20 12:00 
Online Auction 

Auction House London 28-Jul-20 
12:00 Live Stream

Barnard Marcus 28-Jul-20 
Online Auction 

Barnett Ross 29-Jul-20 12:00 
Online Auction 

Lambert Smith Hampton (National) 
29-Jul-20 17:00 Online Auction 

Lambert Smith Hampton (National) 
29-Jul-20 16:00 Online Auction 

Lambert Smith Hampton (National) 
29-Jul-20 16:30 Online Auction 

Savills (London - National) 29-Jul-20 
TBA Online Auction

NORTH WEST
Landwood Property Auctions 
1-Jul-20 11:15 Online Auction 

Landwood Property Auctions 
1-Jul-20 11:30 Online Auction 

Smith & Sons 1-Jul-20 
Online Auction 

Auction House Manchester 
7-Jul-20 14:00 Online Auction 

Venmore Auctions 
15-Jul-20 13:00 Online Auction

Pugh & Company 
16-Jul-20 12:00 Online Auction

Sutton Kersh Auctions 
16-Jul-20 12:00 Online Auction 

Town & Country Property Auctions 
Cumbria 16-Jul-20 19:00 
Online Auction 

Town & Country Property Auctions 
Wrexham 16-Jul-20 18:30 
Online Auction 

Auction House Cumbria 23-Jul-20 
12:00 Live Stream

WEST MIDLANDS
Cottons 8-Jul-20 12:00 
Online Auction 

Purple Bricks 9-Jul-20 12:00 
Online Auction 

Sunderlands & Thompsons 10-Jul-20 
18:00 Online Auction 

Butters John Bee 13-Jul-20 
Online Auction 

John Earle & Son 14-Jul-20 
Online Auction 

Auction House Staffordshire
 21-Jul-20 19:00 Online Auction 

West Midlands Property Auction - 
IAM Sold 23-Jul-20 Online Auction

WALES
Astleys 6-Jul-20 15:00 
Online Auction 

Seel & Co 8-Jul-20 Online Auction 

John Francis 22-Jul-20 15:00 
Online Auction 

Paul Fosh Auctions 23-Jul-20  
Online Auction 

SOUTH-EAST HOME 
COUNTIES
Town & Country Property Auctions 
South East 6-Jul-20 19:00 
Online Auction 

Pearsons Auctions 8-Jul-20 11:00 
Online Auction

Connect UK Auctions 17-Jul-20 
13:00 Online Auction

Dedman Gray Auctions Ltd 
22-Jul-20 14:00 Online Auction 

Town & Country Property Auctions 
Dorset & Hampshire 22-Jul-20 18:30 
Online Auction 

Auction House Kent 2
3-Jul-20 19:00 Online Auction

Auction House Sussex  
23-Jul-20 14:30 Online Auction 

Clive Emson Kent & South East 
London 24-Jul-20 11:00 
Online Auction 

Clive Emson Essex, North & East 
London 27-Jul-20 11:00 
Online Auction 

Clive Emson Sussex & Surrey 
28-Jul-20 11:00 Online Auction 

Fox & Sons (Southampton)
29-Jul-20 13:00 Online Auction 

Clive Emson Hampshire & Isle of 
Wight 30-Jul-20 11:00 Online Auction

EAST ANGLIA
Auction House East Anglia 
22-Jul-20 11:00 Online Auction. 

Goldings 22-Jul-20 14:15
 Online Auction 

Auction House East Anglia 
23-Jul-20 14:00 Online Auction 

William H. Brown (Norwich) 
23-Jul-20 11:30 Online Auction 

Auction House East Anglia 
24-Jul-20 12:00 Online Auction 

SOUTH WEST
Strakers 9-Jul-20 19:00 
Online Auction 

Cooper & Tanner Auctions 14-Jul-20 
Online Auction

Kivells Auctions 15-Jul-20 19:00 

Online Auction Wood’s Auctioneers 
15-Jul-20 Online Auction 

Symonds & Sampson LLP 16-Jul-20 
14:00 Online Auction 

David Plaister Ltd 21-Jul-20 19:00 
Online Auction

Cooper & Tanner Auctions 23-Jul-20 
17:00 Online Auction 

Cooper & Tanner Auctions  
23-Jul-20 17:00 Online Auction 

Countrywide Exeter   
23-Jul-20 13:00 Online Auction 

D J & P Newland Rennie Wrington 
28-Jul-20 19:00 Mendip Spring Golf 
Club, Brinsea Farm, Honeyhall Lane, 
Congresbury,	Bristol,	BS49	5JT	

Maggs & Allen 28-Jul-20 19:00 
Online Auction 

Clive Emson West Country  
29-Jul-20 11:00 Online Auction 

Hollis Morgan 29-Jul-20 19:00 
Online Auction

YORKSHIRE AND 
THE HUMBER
Auction House Hull & East Yorkshire 
8-Jul-20 18:30 Online Auction 

Pugh & Company 14-Jul-20 12:00 
Online Auction 

Sharpes 14-Jul-20 18:00  
Online Auction 

Mark Jenkinson & Son   
15-Jul-20 14:00 Online Auction 

William H Brown (Leeds)  
28-Jul-20 12:30 Online Auction 

Feather Smailes & Scales  
30-Jul-20 Online Auction 

NORTH WEST HOME 
COUNTIES
Romans 22-Jul-20 13:30 
Online Auction

NORTH EAST
Great North Property Auction - IAM 
Sold 22-Jul-20 Online Auction 
Auction House North East 
28-Jul-20 Online Auction 

Agents Property Auction 
30-Jul-20 Online Auction

EAST MIDLANDS
SDL Auctions Knight Frank 
2-Jul-20 11:30 Online Auction

Fidler Taylor 4-Jul-20 19:00 
Online Auction 

Bagshaws Bakewell 6-Jul-20 
Online Auction

Auction House Northamptonshire 
8-Jul-20 11:30 Online Auction 

Auction House Leicestershire 
9-Jul-20 18:00  Online Auction

SDL Auctions Graham Penny (Derby) 
9-Jul-20 11:30 Online Auction

Auction House Lincolnshire, North 
Notts & South Yorks 14-Jul-20 
Online Auction 

Auction House Copelands 
15-Jul-20 19:00 Online Auction

Bagshaws Residential 
15-Jul-20 11:30 Online Auction

The County Property Auction 
15-Jul-20 15:00 Online Auction

SDL Auctions Graham Penny 
(Leicester) 21-Jul-20 11:30 Online 
Auction 

SDL Auctions Graham Penny 
(Nottingham) 23-Jul-20 11:30 
Online Auction 

SCOTLAND
Town & Country Property Auctions 
Scotland 8-Jul-20 14:00 
Online Auction 

Wilsons (Scotland) 14-Jul-20 
Online Auction 

Wilsons (Scotland) 28-Jul-20 
Online Auction 

NORTHERN IRELAND
Wilsons (Northern Ireland) 
8-Jul-20 Online Auction

Wilsons (Northern Ireland) 
22-Jul-20 Online Auction

As the current situation is changing frequently - some auctions are moving online. Please check the EIG website for the latest info.
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Will we see a change in the type 
of properties that people want to 
live in in the post-corona world?
Three months is a long time to be stuck at 
home. That home might be owned or rented, 
a house, apartment or a room, and the 
enforced time in it has given an awful lot of 
people an opportunity to think and 
re-evaluate their environment.

Among the people who have been 
re-evaluating are a) our tenants, and b) the 
people who we want to buy properties that 
we build, renovate or convert from previous 
commercial use. As landlords, investors and 
developers, we need to recognise and 
understand any new trends that emerge 
from	this	period	of	reflection.

Property portals have already seen a change 
in the types of properties that people are 
looking for. Although at this stage we can’t 
rule out a short-lived knee-jerk reaction to 
incarceration in built-up areas with little in 
the way of greenery, early indicators suggest 
that outdoor space will be a more important 
factor than it was pre-lockdown.

Rightmove has already reported a higher 
number of searches for rural properties as 
more people have discovered that they can 
work well from home. We can take it as read 
that good broadband connections will be 
high on the list of must-haves for people 
considering such a move.

Data from property rental app Movebubble 
has revealed an increase in demand for 
properties with gardens and/or with bike 
storage. A survey they carried out in mid-May 
indicated that natural light and outside space 
in the form of a balcony, yard or garden, 
were the top two most desired features in 
a property. Again, these are early indicators 
that the great outdoors is going to play a 
bigger part in people’s lives than it did before.

While	the	survey	may	reflect	a	frustration	
among city-dwellers, if this trend continues 
I	think	we’re	going	to	see	a	conflict	between	
the recent movement towards micro-homes 

versus the type of environment that people 
really want to live in.

The last three months are, one hopes, a 
once-in-a-lifetime event … but we can’t be 
certain. COVID-19 will continue to carry the 
potential of a danger-to-life threat until there 
is a treatment or a vaccine, so regional or 
mini-lockdowns remain a feasible option in 
the interim. Not since World War 2 have we 
seen an event that has had such an impact 
on the way we live our lives. And major 
events usually lead to major change.

If early trends are indicating that people are 
more likely to want access to a garden or 
some form of outside space, even if it’s just 
the local park, we must factor this into our 
investing plans. What’s the point in investing 
in tiny apartments or buying in a concrete 
jungle if tenants/buyers are not going to want 
to	risk	being	stuck	in	a	confined	space?

Yet the argument of limited space and 
affordability still applies, particularly in 
London. I don’t believe demand for rooms 
in shared houses in city centres is going to 
disappear any time soon but with lockdown 
fresh in their minds, incoming tenants may 
be more inclined to look around to see 
where they’d be able to wait out their time if 
confined	to	barracks	again.	They	might	just	
choose a property with a garden and space 
to work from home, over one without.

Coronavirus has led to a collective shift in 

awareness, which is going to feed through 
into the property markets. Health, hygiene 
and wellbeing will be much higher up the 
priority lists, as will workplace safety and 
working patterns. It’s not just tenants and 
homebuyers who have recognised that 
working from home might be an option, 
but also their employers. It won’t take 
businesses long to work out that 
homeworkers	can	mean	less	office	space	
and therefore lower overheads.

I heard very recently that one of the big 
housebuilders has changed their site plan 
for a new development because of the 
coronavirus impact. They have increased 
space between houses, changed the layout 
of the houses to allow for home-working and 
incorporated more green space within the 
development.

So what can we learn from all this? At the 
moment, I’d say to keep our ears to the 
ground and watch out for long-term shifts 
in sentiment from tenants and buyers. In 
addition, we will need to factor in a faster 
adoption of green solutions. The government 
has	already	expressed	that	environmental	
issues will be given high priority in the 
recovery	plan	and	we	can	expect	this	to	
feed through to housing. 

In the short term, accept that outside space 
will play an important part in the properties 
that you offer for rent or for sale, and might 
even be the deciding factor. When 
considering an investment property or 
development, just ask yourself the million 
dollar question: would I want to be stuck in 
this space for three months? Having said the 
above, we may, after all, just be creatures of 
habit and return back to our previous way 
of	living	–	who	knows	whether	three	to	six	
months	is	really	sufficient	to	change	the	
habits and behaviours of a lifetime.

Jayne

WHAT WILL THE 
FUTURE LOOK LIKE 
FOR PROPERTY 
INVESTORS?
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