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WELCOME

WHAT’S NEW IN PROPERTY?
In the last two years, we’ve seen people moving house to achieve a better quality of life coupled with strong demand in 
the market. The property market will always have its fluctuations and we always advise our clients according to high ethical 
standards, sustainability and long-term benefit. For example, the mortgage provider we recommend doesn’t believe in 
stretching people to the limit, but would rather find a realistic option that gives them the flexibility to overpay or shore up in 
tougher financial times.

WHO ARE WE?
We’re a boutique agency specialising in the luxury sector, recently voted best Estate Agent in Newbury by the British Property 
Awards for the 2nd year in a row. This award is based on mystery shopping so we’re especially proud to have achieved this 
recognition for each of our full years in business.

If you’d like Kai Carter Estates to help you achieve the lifestyle or optimal property investment you dream of, we’re always 
here to help you so please do get in touch.

Natalie Carter 
Founder & Director 
Kai Carter Estates

T  01635 745055 
E  hello@kaicarterestates.com 
W  www.kaicarterestates.com
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I wish you a warm welcome and thank you for reading Exceptional 
Homes issue 4! 

I’m Natalie Carter, Founder and Director of Kai Carter Estates.

The discerning buyers, sellers and landlords that I have the pleasure of 
working with often ask for advice on all manner of property matters. 
This can be anything from the practicalities, legalities and finances of 
buying property to upgrading homes so they are just right and then on to 
maximising their property investment portfolio.

Specialising in the luxury sector, I’m very in tune with the requirements of our clients, sometimes beyond what 
they’re initially aware of!

Here you’ll find curated information drawn from my own experiences of working with luxury homes, and 
collaborations with some of our region’s finest home moving, improving and financing specialists. I sincerely hope 
you find this information valuable for your current and future home ownership needs.
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One benefit of having a good agent 

show your home is gaining honest 

feedback; something I seek out during 

and after the viewing and share with 

the sellers. Along the way, I’ve gained 

invaluable insight into what buyers will 

value, and what might put them off.

We often hear sellers say “people need 

to take the house as it is” and understand 

they do not want to invest time and 

money in a property they are about to 

sell. While sellers tell us their house needs 

the right buyer to fall in love with it, many 

buyers don’t have the vision to see past 

what’s on show. It’s worth making some 

simple tweaks that can help buyers fall in 

love with your house.

These simple tasks can be completed 

at little or no cost and will help 

your property stand out from the 

competition, with the potential to add 

thousands if not tens of thousands to 

the perceived value of your property 

and achieve a quicker sale.

You’ve created a beautiful home – 

show it off!

1. TO DECORATE OR
NOT TO DECORATE?

Clients often ask me for advice on what 

improvements they should undertake 

before their house goes on the market. 

Usually what they have in mind will add 

little or no value, whereas there are 

other improvements that will help, at a 

modest cost. 

Touch up scuffs and stains on walls and 

doors with leftover paint you may have 

kept, or with sample pots that match 

the colour. 

Consider repainting old or bold 

paintwork in white or a bright neutral 

colour.

Ask your estate agent’s advice on what 

additional improvements would benefit 

the house. It could save you thousands 

spent unnecessarily, and earn you 

thousands extra for your house.

Initial viewer feedback was that the 

house needed updating. The sellers 

painted the kitchen for a new, fresh 

feel. It worked, the house sold 2 weeks 

after relaunch!

2. DECLUTTER
This is probably the most controversial 
point! No one sees their belongings as 
clutter, and indeed your knick-knacks 
and decorations may be beautiful and 
definitely sentimental. However, they 
can be distracting and make rooms 
appear smaller.

Potential buyers will see the piles of 
paperwork and ornaments rather than 
the beautiful kitchen, light streaming in 
and the calm feel they are looking for in 
a home to make their own.

The less there is to distract a buyer, 
the more able they will be to imagine 
their own belongings in the house and 
picture themselves living there.

Excess ‘stuff’ also adds to the stress 
of moving – you either have to sort 
through it or pay to move it when your 
home is sold. 

Knick-knacks will need to be boxed up 
anyway, why not make a start and pack 
away some of the things that may stand 
between a buyer and an offer.

3. FINISH THOSE 
MAINTENANCE JOBS

Finish any maintenance work you’ve 
been meaning to do or are halfway 
through. Fix broken door latches, 
taps, curtain rails and dead light 
bulbs. Consider replacing a damaged 
worktop. 

The stain from a past water leak can 
spell trouble for a buyer, and will 
inevitably be questioned. It could be 
the water tank has been replaced, 
however precious time will have been 
spent addressing a seemingly negative 
point rather than focusing on the 
positives. A buyer may even forget the 
detail and remember your house as ‘the 
one with the water leak’. 

We want your house to be perceived as 
pristine rather than unloved. 

4. SPRING CLEAN AND
NEUTRALISE HOUSE SMELLS

A good clean can help brighten rooms, 
remove musty smells and make the 
house look fresh and feel inviting. 

Clean windows inside and out, clean the 
carpets, cooker hoods, architraves, de-

scale taps and attend to all those nooks 
and crannies that get overlooked in the 
weekly clean. You may not notice these 
things but a buyer might.

Every house has a smell, but we won’t 
notice the smell in ours because we’re 
used to it. Be sure to eradicate the 
smell of smoke, pets and mustiness by 
cleaning thoroughly – even curtains 
if they’re old, and carpets if you have 
pets. Put some subtly scented plug-in 
air fresheners around the house and 
light candles before viewings.

5. TIDY THE GARDEN

Trim overgrown bushes to showcase a 
spacious, beautiful garden buyers will 
want to sit in. Pressure clean the patio, 
remove weeds, fix broken fences or 
gates and scrub off any mould.

Remove empty pots or fill them with 
plants, mow the lawn, and lay out the 
garden furniture making the best use of 
patio and decking areas.

In winter, put out any winter-proof 
furniture and enliven bland areas with 
seasonal plants. 

CASE STUDY
We represented a unique period 
home for sale, which was filled 
with belongings and memorabilia. 
The owners were clear they 
wouldn’t pack anything away until 
it came time to move.

After a 45 minute viewing (it was a 
large home that took time to view) 
the viewers commented “it’s going 
to take them forever to move 
out of that house”. They made 
no comment on the beautiful 
period features or the large 
rooms, instead, their overriding 
impression was of the seller’s 
belongings. A missed opportunity.
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6. MAKE SURE EVERY  
ROOM HAS A PURPOSE,  
AND THE RIGHT PURPOSE

You may have rooms that you don’t use 
anymore. A lack of furniture can make a 
room look smaller. Virtual staging is an 
option (speak to your agent about this), 
or you may be able to repurpose furniture 
from elsewhere in the house.  

If you’re using the lounge as an office and 
the dining room as a spare bedroom, it 
can be hard for buyers to envisage how 
these critical living areas will work for 
them. Consider repurposing these rooms 
to show off the space you have.

This garden annexe was being used for 
storage. We virtually staged it using CGI 
to create a valuable garden office, which 
was just what the eventual buyer was 
looking for.

7. CURB APPEAL

Buyers often drive past a house before 
requesting a viewing. So why doesn’t 
every one of them book a viewing? It 
could be the area isn’t for them, or it 
could be the exterior of your house 
didn’t motivate them to look inside. 

We walk in and out of our homes every 
day, so take an objective look. Walk 
down your road past each house and 
take note of how they are presented. 
What did/didn’t appeal to you? The 
exterior presentation sets the tone, so 
check it is clean, tidy and inviting. 

Tidy the flowerbeds, cut the grass, repaint 
the front door, and fix gates, fences or 
walls. Place a few feature pots with plants 
if the exterior looks a little bare.

8. PREPARE YOUR HOME’S CV

I ask my sellers to fill out a property 
information questionnaire, covering 
details such as the type and age of the 
boiler, restrictive covenants, planning 
permissions and appliances included 
in the sale. It’s well worth briefing your 
agent on this information – and making 
sure they have it to hand during a 
viewing – to avoid viewers walking away 
with unanswered questions. It may also 
identify small changes you can make to 
increase value.

Many of these questions will be asked 
by your solicitor further down the line. 
By starting early you can even out the 
workload over a period of time so you 
can focus your energies where they’re 
needed as the process gets underway 
and be ready to give your potential 
buyers the information they need to 
make an offer.

9. ADD SOME ‘STAGING’ TOUCHES 

Along with presenting a clean and tidy 
house for viewings, consider adding 
some extra touches that give the house 
a luxurious lifestyle feel. 

A room can be updated with on-trend 
cushions and throws, dated bedding 
can be replaced or covered up with 
neutral sheets. Fresh fluffy towels 
and minimal premium toiletries in 
bathrooms, a bowl of fruit in the kitchen 
and fresh flowers in living rooms. A lit 
scented candle in the hallway will help 
with a great first impression as your 
viewers arrive.

10. ASK FOR ADVICE 

Importantly, ask your agent for advice 
before doing any work. Often what 
sellers think needs doing is different 
from what a good agent knows buyers 
will appreciate and can save you 
spending money on the wrong tweaks. 

It’s worth seeking advice well in advance 
of putting your property on the market, 
to give you time to carry out any work 
required.

Likewise, if you’re planning a major 
renovation and/or extension with a view 
to adding value, ask an agent for their 
opinion on the market value of the work 
you have planned. 

We’re here to help!

Newbury office: 01635 745055  
Windsor office: 01753 316115 
hello@kaicarterestates.com  
www.kaicarterestates.com

06

CASE STUDY
A lovely family home had been 
on the market for 4 months, with 
no viewings. It was beautifully 
presented inside and the back 
garden was beautifully manicured. 
However, the front garden had been 
neglected so from the curb the 
house looked as though it had been 
empty for a while.

We advised some minor landscaping 
of the front garden, remarketed it at 
the same price and had 6 viewers, 
2 of whom had been looking in that 
area for months but had previously 
overlooked this property.

After 

ARCHITECTURE  |  PROJECT MANAGEMENT  |  INTERIOR DESIGN

LANDSCAPING  |  PURCHASE CONSULTATION

We love revitalising old buildings, while respecting their original 
structure and period features, to create the home and lifestyle you’ve 
been dreaming of. We have in-depth knowledge of historic building 
construction techniques and conversation best practice.  

Creating dream homes
that exceed expectations

01635 528188
mail@absolute-architecture.co.uk 
absolute-architecture.co.uk

Before



DECLUTTERING 
& DOWNSIZING  

A plan to ease your move

• Pass your children’s items to them to 

store if they still want them

• Gift sentimental items. Your 

childhood toys may be valued by your 

grandchildren

• CDs, DVDs, Photos – digitalise where 

you can. There are companies who can 

do this for you

• Make money by selling items you no 

longer need

CONSIDER THE SPACE  
YOU’RE LIKELY MOVING TO

If you’re moving from a four-bedroom 

home to a two-bedroom home, you only 

need to move two beds, dressers and 

bedside tables. Old bedding can go 

too. It costs money to haul big furniture, 

and if there’s nowhere to put it you’ll 

end up with a cluttered home or paying 

for storage, then probably getting rid of 

it anyway.

Look carefully at the floor plan of your 

new space and do a walk-through to 

get a feel for where you can place your 

tables, chairs, sofas, cabinets, books etc. 

Decide what will fit where and consider 

doing away with the excess.

MAXIMISE THE STORAGE  
SPACE YOU’RE MOVING TO

You can make your storage space go 

further by adding shelves, vertical 

clothing hangers and vacuum storage 
bags to fit in the loft or under the bed. 

Just remember to check if what you’re 
storing is really worth keeping! Your new 
home should be a happy place where you 
can relax and revive so be mindful of how 
you build a home there, and what with.

We work closely with clients to help 
them with their plans to move and have 
several decluttering and organising 
professionals who can help you if 
required. Call us for more information.

Newbury office: 01635 745055  
Windsor office: 01753 316115 
hello@kaicarterestates.com  
www.kaicarterestates.com
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Have you ever moved house with boxes of things 
you’d meant to sort through before the move?   

Are they still in the loft now?!

Having a good clear-out is always a worthwhile 
exercise, especially if you’re moving house and 

definitely if you’re downsizing.

HOW DECLUTTERING CAN SAVE 
AND EVEN MAKE YOU MONEY

Removals can be expensive, so why 

pay extra to move things you no longer 

need, and which could simply clutter 

your lovely new home? Never mind the 

time and stress it takes to pack, move 

and unpack things. The earlier you start 

to sort through things, the less stressful 

it will be. No one has time at the last 

minute!

You could find a trove of things that, 

while no longer of use to you, are of use 

to someone else. Try selling what you no 

longer need on Facebook Marketplace, 

eBay and Gumtree.

HOW DECLUTTERING CAN 
IMPROVE THE APPEAL,  
AND VALUE OF YOUR HOME

How we live in our homes is different 

to how we sell them. We love our 

things, but buyers may not. Many 

times I’ve had feedback from viewers 

about the amount of ‘stuff’, which they 

clearly struggled to see past. You want 

your home to shine. Creating a clear, 

neutral space will make your home 

appear larger and it will be easier for 

buyers to imagine themselves and their 

belongings in the space you have. The 

more appealing your house looks to 

buyers, the higher price it will achieve.

THE RULE OF THUMB

Is it beautiful, useful or seriously 

sentimental?

• Beautiful: If it’s something you love, 

and have room for, keep it

• Useful: If you’ve used it in the last year, 

keep it. If not, do you need it?

• Sentimental: Do you really want to 

keep it or can you gift it to relatives?

ACTION PLAN

• Go through every box – especially 

those you haven’t looked in for years. 

Perhaps set a target of reducing every 

2 boxes to 1



SELLER INSIGHT

there as you think of them.  Things 
like the instructions for the washing 
machine, the tool you need to remove 
the shelves from the oven, the spare 
filters for the bathroom taps, the permit 
for the refuse centre, swatches for the 
carpets and even a list of paint colours 
and brands used.  This will stop things 
that the buyers could need being 
packed up and moving with you to your 
new home.

5. ANTICIPATE WORK

You will not know what a buyer, their 
solicitor, or surveyor will ask you to fix 
before you sell, but you will probably 
have an idea. Unless you are selling a 
fixer-upper, there will be things buyers 
will expect to have been done. For 
example; if it’s been years since you 
last had the boiler serviced, it is likely 
the buyer will want you to do that.  You 
don’t have to get all the work done 
now (take advice from your agent as to 
what will add value). But do get some 
quotes now for things you think could 
be an issue. If anything comes up later, 
you will know instantly how much it will 
cost and how long it will take to fix. You 
can then negotiate with the buyer, or 
get the work done promptly, keeping 
everything moving.

A WORD FROM  
KAI CARTER ESTATES

Right from the get-go, Karen was 
prepared for the house sale and had all 
the information needed for us to launch 
her property quickly, and accurately. 
During the sales process Karen moved 
abroad, an 8 hour time difference away. 
We are online into the evening; this was 
especially crucial in this case as it meant 
each day we had 8 hours of overlap to 
communicate by email and Skype.

The sales process moved smoothly, and 
we worked closely as a team to iron out 
the final details before completion. We 
appreciate that not all sellers can be as 
organised as Karen due to their own 
circumstances, so we work with each 
client to identify their needs and time 
pressures, ensuring we can provide 
them with the best service according to 
their needs.

The power of social media,  
and small businesses

I had been a customer of Karen’s from 
her days running a wonderful deli, 
where I could always find different and 
delicious foods from small suppliers she 
selected. Her Facebook posts regularly 
had me running down the shop to buy 
her latest and greatest products!

Meanwhile Karen was following me on 
Instagram, and approached me when 
she was looking to sell her house. Karen 
always provided exemplary service to 
her customers, and I was honoured she 
chose me and Kai Carter Estates as a 
small business to represent her and her 
home. It just goes to show the power of 
social media, and small businesses, both 
of which are integral to my business.

Natalie Carter 
Founder & Director 
Kai Carter Estates

5 top tips for a stress free, organised sale
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No matter how great your estate 

agent is, there are things that you, 

the seller, will need to do. If you get 

prepared in advance, not only will 

your team be more able to respond 

to buyer questions and demands, 

but you will also save time later, at a 

point when timing could be critical, or 

you may be dealing with something 

unexpected. You have nothing to lose 

from being organised.

1. CHOOSE A GREAT  
TEAM RIGHT AWAY
My number 1 tip is to choose a good 
team: an estate agent and solicitor you 
trust, respect and can communicate 
with (and who will communicate with 
each other). Do not wait until you have a 
buyer, and will be under pressure to get 
the ball rolling, to choose your solicitor.

2. BRIEF YOUR AGENT
A good estate agent will ask you a lot 
of questions about your home. But no-
one will know it better than you do. If 
there is something you love, make sure 
you tell your agent. Take some time to 
think about why you chose the property. 
Walk around your house and think of 
something great about each room. Write 
these things down for your agent, or tell 
them. These are the things the agent 
will want to point out to buyers. Giving 
your estate agent a list of what fixtures 
and fittings are included, excluded 
or negotiable will help them answer 
questions from buyers, and help prevent 
any misunderstandings later.

3. COMPLETE CONVEYANCING 
QUESTIONS EARLY
There are standard forms your solicitor 
will ask you to complete as part of 
the conveyancing process. You can 

make a start on them right away, long 
before you have a buyer. If you haven’t 
appointed a solicitor you can see 
specimens of the forms on The Law 
Society website. 

Most property sales will require the 
completion of a Property Information 
Form (TA6) which will ask you about 
boundaries, disputes, planning, 
warranties, insurance, environmental 
matters, rights, parking, occupiers and 
services.  Even if you don’t complete 
the form ahead of time, read it and 
make sure you have the information to 
hand that will enable you to complete 
it. Doing so will help you identify any 
issues that need resolving, to avoid 
delaying – or losing – a sale.

You will also probably need to complete 
the Fittings and Contents Form (TA10) 
which asks about what is included in the 
sale (curtains, fridge, carpets etc).  You 
may not be able to fully complete this 
until you have finished negotiating with 
your buyer, but having a draft will be 
very helpful to you.

4. CREATE A BUYER’S PACK

Designate a drawer or box for small 
things you will leave in the house when 
you move out and start putting things 

I recently sold a house for 
my lovely client Karen. 
She was ahead of the game 
throughout the sales process, 
which smoothed the way for 
a quick and easy sale. On 
completion I joked that she 
should write some Top Tips 
for other sellers. Organised 
as ever, Karen replied in 
hours with her Top Tips and 
they are wise words indeed. 
Over to Karen...
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HOW TO CHOOSE 
AN ESTATE AGENT

When we buy a new car, book a holiday, or order a sofa we’re usually 
looking for a balance of quality and price. The same applies to estate agents. 

In a sea of choices, how do you choose the right one for you?

Estate agents sometimes have a poor 
reputation, which doesn’t surprise 
me. I myself have had some shocking 
experiences including viewings that left 
out critical information, to negotiating 
the price on the sale of my home 
because the agent was more focused on 
agreeing on a quick sale than achieving 
the best price. I felt they were acting 
more for the buyer than me! Sound 
familiar?

Your home is a significant asset, so 
finding the right agent to represent you 
and your home is crucial.

THE THREE BREEDS  
OF ESTATE AGENT

Estate agent options these days are 
broadly split into:

• Online 
• High street 
• Bespoke

Online agents typically work on a flat 
fee basis in which case the agent will be 
incentivised to find a buyer quickly (to 
get the fee), but not to achieve the best 
price, as the amount paid will not impact 
them. If you’ve paid their fee upfront, 
they have no incentive to sell the house 
at all! 

High street agents are often still 
viewed as the safe bet, however, they 
do sometimes struggle to keep up 
with innovations in marketing and 
younger staff may still be learning how 
to negotiate and mediate during the 

sales process. They work on a numbers 

game – list enough properties and 

some will inevitably sell.

Boutique agencies have been growing 

in numbers and popularity in the 

last few years and often specialise 

in specific price and geographical 

markets. They’re also able to quickly 

respond to market changes and 

innovations. They’re worth checking out 

to see how they match your home.

What’s really important is to find an 

agent who understands you and your 

home, can identify the right target 

markets, reach them and manage 

enquiries quickly and effectively, 

right from the first enquiry through 

negotiation to exchange of contracts.  

Word to the wise – you won’t find quality 

marketing and service or achieve the 

best price by using a cheap agent – you 

get what you pay for!

MYSTERY SHOPPING  
YOUR TARGET AGENTS

Before inviting agents to your home, 

call them pretending to be a buyer and 

evaluate your experience. I’ve mystery 

shopped quite a few agents and it’s most 

revealing!

1. How quickly do they respond? Buyers 

now almost exclusively shop online and 

they may send out 20 enquiries in 1 

evening for houses of interest. If they 

don’t hear back from one of the agents, 

will they call again?

2. Can they answer your questions? If 

not, how long does it take them to reply 

with the answer? If they are slow or 

don’t respond at all, buyers may choose 

another property instead.

3. Do they check if you are ready to buy, 

with a budget suitable for your property, 

or just browsing? Sellers spend time 

preparing their houses for viewings. They 

want to know that the viewers are ready, 

willing and able to buy. Weeding out 

day-trippers and lottery-winner wannabes 

saves time and disappointment.

4. How quickly can they offer you a 

viewing that fits your diary requirements? 

Some buyers require viewings outside of 

office hours or Saturday mornings, can 

the agent accommodate this?

VALUATIONS

A common trick is for an agent to 

overvalue a home in order to win the 

listing. The agent will then spend 

the next few months disappointing 

you before asking for a drop in price. 

Meanwhile, you’ve lost the impact of the 

initial launch and your home becomes 

stale, which in turn reduces the perceived 

value. 

A valuation should be backed up with 

statistics and market knowledge. It’s 

worth asking the agent how close (on 

average) the final sales price is to the 

initial list price, they should have this 

statistic to hand. It’s also worth asking 

what percentage of the properties they 

list go through to completion. 

MARKETING

This is absolutely critical. How your home 

is presented makes all the difference in 

levels of interest and perceived value. 

Creating exceptional marketing will 

achieve the best possible price. Look at 

examples of how properties are marketed 

on the property portals and note what 

stands out to you

VIEWINGS

Each viewing should be tailored to the 

buyer’s specific needs, with detailed 

knowledge of the property. If the agent 

doesn’t know the answer to a question, 

they should find out, quickly. Can they 

offer this level of service? Or do they 

have to wait until someone in the office is 

back from the weekend/a week’s holiday 

to find out? In the meantime, the buyer 

may have offered on another property.

FOLLOW UP AND FEEDBACK

Feedback is critical to understanding 

if there are particular issues buyers are 

unhappy with, so they can be addressed 

if possible. Will the agent follow up 

quickly with you to secure honest 

feedback?

NEGOTIATIONS

If your house is priced correctly your 
agent should defend that price during 
negotiations. Price negotiation must be 
carefully managed, taking into account 
viewer feedback, buying position and 
levels of interest.

SEEING A SALE THROUGH 
TO COMPLETION

A significant number of sales don’t 
make it to completion for various 
reasons. The biggest being it simply 
takes too long. The perception is that 
a sale will take 3 to 6 months to go 
through which needn’t be the case at 
all! 1 to 3 months is the optimum time 
frame. This keeps everyone focused 

on their new home instead of sitting 

around for months becoming stressed 

and frustrated with the process, 

sometimes to the point of pulling out.

Be sure your sales progression agent 

is knowledgeable and can work 

proactively with solicitors, buyers 

and sellers to make this happen, with 

holiday cover so there’s no interruption 

in progress.

TRUST

Taking into account all of the above, 

which agent do you trust? Moving is one 

of life’s most stressful events. Choose an 

agent who will smooth the process for 

you, keep you informed and support you 

every step of the way.

For a no obligation chat about marketing 

and selling your home, please do call us, 

we’re always happy to help!

Natalie & The Kai Carter Estates Team

Newbury office: 01635 745055  
Windsor office: 01753 316115 
hello@kaicarterestates.com  
www.kaicarterestates.com
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The British Property Awards are 

based solely on professional judges’ 

mystery shopping experiences. This 

year, Kai Carter Estates has been 

awarded Best Agent in Newbury by 

the British Property Awards for the 

second year in a row. Apparently, 

some of the other agents in the 

running didn’t even respond to 

enquiries. Imagine if someone was 

enquiring about your home and the 

agent didn’t even reply!

“Natalie has been fantastic all 
the way through. She was always 
contactable, she’s dealt with 
everything herself personally which 
for us was great. You’ve got the one 
point of contact, there’s just one 
person organising everything and 
doing the viewings so you get the 
consistency and she knew absolutely 
everything there was to know about 
the house… it was really good from 
start to finish.”

Gill, Seller

“Kai Carter was the difference 
between selling and not selling.”

Samantha, Seller

“Natalie is a consummate 
professional. She understands 
the importance of buyer profiling 
and targeted marketing when it 
comes to selling a property. She 
brought in a good number of 
proceedable potential buyers, 
achieved a decent offer, diligently 
followed up with all parties, 
resolved any issues along the way, 
kept us updated throughout, and 
completed the sale yesterday. A 
previous sale through a different 
agent had fallen through and we 
are delighted with the service 
received from Natalie.”

Nikki, Seller



3. FINE-TUNE YOUR WISH LIST

By now you will have a feel for what is 
available and where within budget. Often 
buyers end up buying a house different 
from their original wish list because they 
find a house that just has the X factor.

Perhaps properties on your wish list 
don’t have as many bedrooms as you 
originally wanted but have the most 
amazing view or potential to extend. 
Amend your property search in line with 
your new wish list.

4. VIEW PROPERTIES ON  
YOUR SHORTLIST
Once under offer, book viewings for the 
properties on your shortlist. This should 
be no more than 10.

Take a copy of your wish list and mark 
each requirement out of 10 for the 
properties you view, including a column 
for ‘X factor’. The results may surprise 
you and will certainly help you identify 
which houses best meet your needs and 
feel right for you.

DOES IT WORK?
Yes! I personally have chosen all my 
properties using the above process. I’ve 
viewed between 4 and 7 properties in 
one day before picking one, knowing 
that my shortlist is the best match in the 
market for me.

I also have clients who bought a 

house I was representing for sale, it 

was the first one they’d seen. This was 

their second property purchase, their 

first property was also the only one 

they viewed. Peter explains how they 

achieved this:

For further advice don’t hesitate to 

contact us. Happy house hunting!

Natalie Carter 
Founder & Director 
Kai Carter Estates

CASE STUDY
“When we have started our 
property searches we were clear in 
our minds what we were looking 
for. The time spent was looking 
online and rating properties on 
their suitability, so there was no 
need to expend an enormous 
amount of time looking at 10 
properties.

“Looking at properties online 
we first embrace then remove 
the subjectivity. We’ll look at 
properties that appeal to us, then 
turn them into a spreadsheet 
number – numbers don’t lie!

“We start with 3 categories; 
inside, outside, location and agree 
how to score properties based 
on compromise; while one of us 
values décor more than layout, 
the other is vice versa. An agreed 
scoring system gave us something 
tangible to work with.

“We then score each property on 
factors within these categories 
that are important to us; layout, 
usability of the space, degree of 
modernisation, size of garden, 
how appealing the local area 
is etc. Each element is given a 
mark out of 10 to create a price 
comparison, according to the value 
the property has to us. We use 
the price per square footage of 
the house, then attribute a value 
per acre – we had a minimum 
and maximum amount of land we 
wanted, so anything under or over 
our criteria started to score down. 
If any element scored 6/10 it 
wasn’t great for us, anything that 
was 8/10 or above increased the 
appeal and value.

“We arranged a viewing of the 
property at the top of our list to 
see if it ticked the right boxes in 
reality, which it did, so we were 
confident our analysis was right.

“Since having our offer accepted 
we’ve only become more 
confident in our decision.  We 
can’t wait to move in!”

Sometimes buyers don’t 
want to put their house on 
the market until they’ve 
found the perfect house 
to move to. However 
most sellers only want 
proceedable* buyers to view 
their home. This can leave 
buyers feeling as though 
they’re in a ‘chicken and 
egg’ situation.

HOW LONG WILL IT TAKE  
TO SELL YOUR HOME?

While unproceedable buyers may feel 
confident that their own home will sell 
in days, in reality it can take weeks or 
months. In the meantime the house 
of their dreams will likely sell to a 
proceedable buyer. One way around 
this is to buy before you sell (possibly 
with a bridging loan), though few buyers 
choose this path.

There is another solution and that’s to 
fine-tune your property search while 
your house is on the market, or before, 
so by the time your house is under offer 

you know exactly what you want, with a 
short list of properties to view. 

1. DEFINE YOUR REQUIREMENTS
Think carefully about what you want to 
achieve from your move. Is it extra space 
or a change in lifestyle, or both? This 
should include things you do and don’t 
want from your next property.

Create a ‘wish list’ of your requirements:

• Location/s

• Size (beds, baths, receptions)

• Outside space (garden, garage)

• Style (period, contemporary)

• Condition (no work required, cosmetic 
update required, complete renovation)

• Situation (rural, semi-rural, views)

• Facilities (walking distance of school, 
train station, shops)

• Budget

2. RESEARCH
Start your property search online using 
the property portals, e.g. Rightmove.

• Set your search criteria according to 
your wish list

• If you can’t find what you want in your 
chosen area try expanding your search 
+1 mile or +3 miles

• Maybe you need to increase your 
budget to get what you need, in 

which case speak to your mortgage 

advisor. This doesn’t necessarily mean 

paying more – a great mortgage 

advisor can get you the best rates 

which can mean securing a lower 

interest rate which means you can 

borrow more without paying more

• For properties that catch your eye, 

look at virtual viewings, property 

videos and floorplans

• Save properties you’re interested in 

(you’ll need to create an account on 

the portal to do this)

• Familiarise yourself with the road and 

neighbourhood by driving by or using 

Google Street View

*Proceedable: Able to start the sales process 
immediately, either by being a cash buyer or 
having their house under offer.

HOW TO 
CHOOSE A 
HOUSE IN 
ONE DAY
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Top Tip: Reading the Market

During this process you’ll get 
a good feel for the market. 
Properties on your short list will 
go under offer, some will reduce 
in price, new properties will come 
onto the market for you to add to 
your shortlist. This will give you a 
feel for the speed and pricing in the 
market for your target properties.
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HOME STAGING 
HOW IT HELPS SELL HOMES

How we live in our homes and how we sell homes are two different things. With so 
many new properties around – staged to perfection – lived-in homes must find their 

own way to stand out. 

Crucially, this doesn’t mean you have to create and live in a show home, or even 
spend money. We sprinkle this magic onto your property for you, and the results speak 
for themselves – our properties get 58% more interest online than those advertised by 

other agents*.

Fiona at Fushia Design is one of 
the stagers we use for ‘media day’; 
when we photograph and film a 
property. With a background in 
interior design, Fiona has a great 
eye for staging homes specifically for 
the sale and rental market. 

Over to Fiona at Fushia Design…

When a house is put on the market, 
the first challenge is getting people 
through the door, which all starts with 
the online presence, and with so much 
competition out there, it’s important 
to get it right.  Your property needs 
to say “Stop! Look at me, I’m exactly 
what you’re looking for.” But how do 
we do that?

With bespoke staging and styling, 
specifically aimed to appeal to your 
potential buyers. That’s how. 

In North America, Australia & New 
Zealand, property staging has been 
successfully used for many years and is 
now a growing industry here in the UK. 
But is it all smoke and mirrors? 

Absolutely not, we simply make sure 
each room has a defined purpose, 
highlighting features and showing 

the property at its absolute best. We 

think about who our potential buyers 

are and dress each room accordingly, 

giving them an idea of how they could 

make your property their home.

We offer a range of services from 

lifestyle staging, where we add ‘frou 

frou’ and enhance your existing 

furniture, to totally furnishing and 

accessorising an empty property for 

*Rightmove data report 2022

After 

Before
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More interest = more viewings = more offers and therefore the best price. 
It really is a sprinkle of magic!

the duration of the market period.  
All styling is done to perfection, 
in preparation for professional 
photographers and videographers.

We put ourselves in the buyer’s shoes 
and think about their first impression 
of each room and how we can make it 
stand out.  For example, a bedroom, 
beautifully decorated in natural shades, 
though lovely and relaxing doesn’t 
call out to you in a photograph. Now 
imagine the same room with a pop of 
colour, a little rearranging of furniture 
and some additional accessories. A 
touch of styling and pizzazz can stop 
potential buyers from scrolling past 
and get those feet through the door.

Kitchens and bathrooms often sell 
properties, so it’s always important 
they look their very best. Consider 
a bathroom all in white. It looks very 
crisp and clean, but perhaps a little 
chilly? We like to soften this look with a 
combination of coloured towels (if this 
is the en-suite, we’ll carry the colour 
through from the bedroom). Then add 
plants, flowers and luxurious toiletries. 
It’s now not just a functional room but 
more like your own personal spa.

The kitchen is often the hub of any 
home, a place for family dinners, 
catching up with friends and even 
parties. So, what we do is create an 
atmosphere by dressing the worktops 
and table, being sure to add enhanced 
home styling and not clutter. This way 
our buyers can imagine making new 
memories there.

These are just a few examples of our 
lifestyle staging, but we also work 
on empty properties and supply 
everything from sofas & beds to recipe 
books and magazines. If a property 

is empty, it can be very difficult to 

imagine how your sofa will look and 

more importantly, whether it will fit 

into the lounge. These properties can 

be tricky to market, with bare walls, 

sometimes threadbare carpets and 

with the only interesting feature being 

a window, they’re not very inspiring. 

Empty properties predominantly take 

longer to sell and often result in price 

reductions which is why staging is a 

valuable investment.

Let’s not forget the garden, an area 

that’s often overlooked and during 

lockdown, we realised the value of our 

outdoor space. When staging, these 

are wonderful areas to work on, they 

are places to have fun and laugh; for 

sipping sundowners; for children to run 

about and let off steam. And, if you are 

very quiet, you might be lucky enough 

to spot a teddy bears’ picnic.

The team at Fushia Design are qualified, 

highly experienced interior designers 

and stagers. We work throughout 

Oxfordshire, Berkshire and the 

Cotswolds, making sure your property 

looks stunning and is market ready. 

Several of our clients have loved our 

staging so much, they commission us to 

work with them on the interior design of 

their onward home or rental portfolio. 

We regularly work with Kai Carter 

Estates to stage their properties for 

photography and video, if you sell your 

property through them, they will cover 

the cost of staging for you. Alternatively, 

we can work with you on a bespoke 
basis in line with your needs.

We also regularly work with clients 
who are downsizing, it can be quite a 
daunting prospect, particularly when 
it’s been the family home and you’ve 
lived there for a number of years. We 
ensure your property has maximum 
buyer appeal for the right target 
markets, with minimum spend. Call for 

a chat to see how we can help.

CONTACT US

Fiona McBride 
01491 352 491 
www.fushiadesign.com

After

Before

Before

After
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OVERSEAS 
PROPERTY 

MARKETING
Several of our clients own homes around 
the world, and while Kai Carter Estates 

is proudly focused on the Home Counties, 
it doesn’t stop us from spreading our 

wings further when needed.

We were recently commissioned to 

create a suite of marketing materials 

for a gorgeous arts & crafts villa in the 

south of France, ready to launch to the 

international market. Here’s how we 

did it.

Having understood the needs of our 

client we created a bespoke marketing 

plan to deliver optimal value. We then 

flew our top team to France for a 36-

hour visit during which we captured 

stunning photographs and video with 

drone footage (essential for this semi-

rural property), including a peek at the 

surrounding villages and towns. 

Our completed marketing pack 

included:

• Staging 

• Photography

• Video, including drone

• Location photos & video

• Floorplan

• Copywriting

• Copy translation to French

• Brochures – English & French

• Rightmove placement

• Provision of high-resolution 

marketing materials to their 

supporting agent in France

What a great project to work on! If you 

have an overseas property you’d like 

help to market, please get in touch. 

DRUDAS, HAUTE-GARONNE, FRANCE 

A stunning villa set in 7 acres of land in 

a quiet, private location, minutes from 

local villages and towns. Beautifully 

finished and maintained, it offers 

perfectly balanced accommodation for 

family gatherings and quiet retreats. 

This villa is full of character and charm 

at every turn and offers a wonderful 

lifestyle opportunity.

• 4 Beds, 4 baths, 3 receptions

• 7 Acres of landscaped gardens  

& forest

• 10 metre heated swimming pool

• 2000 bottle wine cellar

• Beautifully decorated & maintained

• Gated, private plot

• Surrounded by quiet countryside

• Close to Grenade & Launac

• 35 Minutes from Toulouse

Newbury office: 01635 745055  
Windsor office: 01753 316115 
hello@kaicarterestates.com  
www.kaicarterestates.com
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Liberty Garden Buildings Ltd,  Yew Tree Garden Centre, Hatt Common, Ball Hill, Newbury RG20 0NG

T: 01635 255533  E: office@libertygardenbuildings.com  www.libertygardenbuildings.com 

Home Offices • Garden Rooms • Rotating Pods • Summerhouses • Greenhouses • Sheds

Liberty Garden Buildings

Come and see our impressive display of show buildings for 
inspiration and ideas within Yew Tree Garden Centre.

Our focus is providing a high level of personal 
service, establishing our client’s needs and supplying 

quality buildings on time and within budget.



HOW TO CHOOSE  
AN ARCHITECT 

Your relationship with your architect may be one of the most important working 
relationships you’ll have during your renovation or new build home project. In 
today’s market, with rising prices and uncertainty on supply in the trade, it is 

even more important you employ the right architect to help you create the home 
you are dreaming of. 

The right architect should be someone 

that shares your vision – someone 

who can see your dreams and help 

you realise them. A quick Google 

search will return myriad results that 

may leave you more confused than 

enlightened! Here are our tips to help 

you find the right architect for you.

TRUST YOUR INSTINCTS

Don’t be tempted to rule out architects 

that charge a fee for the first visit/

meeting – the best architects are busy 

and you are very likely receiving good 

advice and creative inspiration talking 

to them so there is a value attached. 

Trust your instincts. The best projects 

are realised when the architect and 

client instinctively understand each 
other. You’ll spend a lot of time 

working together, revealing your 

dreams, wildest aspirations and day-

to-day practical needs. Family politics, 

births, life plans and finances will 

need to be considered, so it’s crucial 

that you feel comfortable with your 

architect and that they can empathise 

with you.

LOCAL KNOWLEDGE CAN BE KEY

Working with a local architect is always 

helpful. They will know the area, have 

relationships with planners, builders 

and suppliers, and they will be more 

available to you. 

Seek recommendations from friends, 

look at buildings you like in the area 

and find out who the architect was 

– planning records can help. Local 

architects will also know the way local 

planning works, its restrictions and how 

to manoeuvre around them to try and 

get your dream home. 

CHECK SOCIAL MEDIA 

Don’t just rely on an architect’s website 

– social media is often a great place to 

see the work in progress that perhaps 

hasn’t made it to the website yet. Social 

media also tends to be less formal than 

a website; you may be able to get some 

clues about whether the practice or 
architect you are considering will be a 
good match for you.

IT’S NOT ALL ABOUT THE FEE 

After careful consideration, you may 
be happy to place your trust in one 
particular architect – in which case, you 
need to make sure you are happy with 
their proposal and away you go. Or, you 
may invite proposals from more than one 
architect. Consider these carefully but 
remember that the difference between 
fees will be a tiny proportion of your 
overall spend. A good architect will 
design, specify and manage your project 
efficiently and add more value to your 
home.
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ABOUT KATE COOPER 
Kate Cooper is an architect and 
founder of Berkshire-based Absolute 
Architecture. Call or visit us online for 
more information.

01635 528188 
www.absolute-architecture.co.uk



Claire at Studio 12 Designs is 
known for balancing design with 
practicality and having a great eye 
for colours, fabrics and furnishings 
– I challenge you to visit her studio 
and leave empty handed! 

Claire and her network of suppliers 
each has decades of experience 
in designing, curating and 
implementing high spec design 
projects, tailored to their clients’ 
individual needs. Here Claire 
discusses the possibilities for bespoke 
and customisable interior design.

With the wealth and choice of products, 

making your home your own is easier 

now than it has ever been, but how do 

you make your home as individual as 

you are and tell your story?

Thankfully, it is possible to cater for 

specific project requirements using 

furnishings customised, made to 

measure, bespoke, or in combination; 

allowing you to be creative and spark 

trends rather than follow them. 

Customisation provides the client 

with variations upon request, while 

bespoke means that everything begins 

and ends with an idea specific to 

your individual wishes, providing that 

unique opportunity for self-expression 

resulting in something that is personal, 
special, luxurious in every sense, and 
unique to you.

Selecting the right materials, methods 
and craftsmanship is integral to the 
success of any customised, made to 
order, or bespoke piece. Vein patterns 
in marble will be specific to a quarry, 
colour and grain patterns in wood 
will be unique to the tree, and batch 
numbers on rolls of wallpaper and 
fabric must always match when used 
in the same room.  Some processes 
cannot be controlled 100% however, 
resulting in ‘inclusions’, bubbles, shape 
and colour variations. These are not 
flaws but unique and intrinsic to the 
piece put there by the kiln gods!

As you would expect, bespoke is 
associated with the highest quality 
materials and craftsmanship and 
involves time to translate ideas into 
concept designs. At the highest level, 
fully bespoke interiors consider every 
tiny detail from the size and finish 
of a screw head to the perfection of 
thousands of crystals for the grandest 
chandelier. Every element is analysed, 
considered meticulously then made 
specifically to the client’s wishes.

When you want something that little 
bit different or to fit a specific space, 
custom made is a good place to 

start as it provides the client with 

choice backed by quality.  Notably, 

high quality manufacturers and 

suppliers all offer this service including 

upholstered furniture, lighting, fabrics, 

wallcoverings and rugs. Upholstered 

furniture can be customised by using 

your own choice of fabric, modifying 

the seat depth or arm height. While 

the firmness of seat and back cushion 

fillings can be tailored to suit your 

comfort requirements. 

We work with a variety of British 

companies and industry leading brands 

such as Porta Romana, Sanderson 

Design Group, Lewis & Wood, Cole 

& Son, GP & J Baker, Todd Knights 

and many individual craft specialists. 

Some of these companies have design 

archives going back centuries. They 

are the epitome of design excellence 

with stories that cannot be summarised 

but are entrenched in tradition and 

history. Yet while this may sound like 

an overwhelming amount of options, 

interior design experts are here to help 

curate the right approach for you. 

Whatever you choose must be right 

for you and architecturally right for 

your home – be it modern, Georgian, 

Victorian... If your home is a blend 

of eras these features can be joined 

together by the right finishes. 
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BESPOKE & CUSTOMISED 
INTERIOR DESIGN 

CREATING YOUR PERFECT, PERSONALISED HOME

Interior design encompasses purpose, function, usability and also art, textures, 
mood… I love seeing how homeowners personalise their homes so they’re just right 

for them. The options are endless and the finished result is usually spectacular. 



When commissioning a piece, it helps 
to maintain close communication 
throughout the process. This can 
include visits to the workshop to see 
progress, which can be a real thrill.

Porta Romana, famed for their 
exquisite furniture and lighting 
throughout the world is based in 
Surrey. They nurture established and 
emerging British artisans and are 
consequently able to keep the majority 
of their production local and pieces 
fully customisable. 

So, whether you want to amend the 
depth of your Stanley console, or 
increase the height of your Laurel 
mirror, it can be done. Likewise, if you 
have an idea or concept for a brand 
new piece, collaboration on something 
totally bespoke is possible. 

LIGHTING

Lighting provides a wonderful 
opportunity to express your taste 
and style. Not only a source of light 
but also a piece of art and sculpture. 
Made in the Surrey Hills every Ottie 
table lamp for Porta Romana will be 
slightly different. The lamp’s spotted 
surface is both playful and decorative, 
whilst the encapsulation lends a sense 
of weight and sophistication. The 
lampshade must not be forgotten as its 
shape, colour and opacity all affect the 
success of the piece within the interior 
design scheme.

FABRICS & WALLPAPERS

When using fabrics and wallpapers it 

is important to ensure that the scale of 

the pattern is correct in relation to the 

architectural features of the room, to 

create the right ambience and impact. 

Being able to change the scale is a 

very useful design tool providing the 

ability to make a dramatic difference 

without sacrificing the scheme.

Lewis and Wood specialise in this 

service for their fabrics and wallpapers, 

printing wide width wallpapers 

as individual drops to the height 

proportions of your wall.

CURTAINS & BLINDS

Made to measure is generally associated 

with soft furnishings and as we know, 

moving from one house to another the 

curtains and blinds will rarely fit. 

Handmade to measure curtains 

and blinds can be taken to the next 

level and made extra special and 

personalised with contrast fabric for 
the lining, trim added to the leading 
edge, contrast fabric hems, tops and 
headings. So many decisions to make 
without even considering the choice of 
how to hang and dress them!

Choosing a beautiful pole of the correct 
diameter to hang them from to complete 
the ensemble requires technical skill and 
know-how. Todd Knights are specialists 
in this field to ensure that the pole, track 
or pelmet frames the window treatment 
correctly, working with the architecture 
rather than against it. The finish and 
shape of the brackets and finials are used 
in harmony with the fabrics and interior, 
creating a bespoke look that’s tailored 
just for you.

ABOUT STUDIO 12 DESIGNS
Our homes are our greatest investment 
not just financially but emotionally, as 
a unique expression of our individual 
and family life story.  To tell that 
story, there are many questions to 
be answered and decisions to be 
made. This is when working with an 
interior designer is of great advantage. 
Using their professional training and 
experience enables a client to bring all 
the elements, dreams and aspirations 
together. If you have recently moved 
and want to make your new house 
your home, or have an idea of what 
you want to do but don’t know how 
to make it a reality please do get in 
touch.

Visitors are welcome to the studio 
Wednesdays and Fridays 10am – 4pm. 
All other times are by appointment. 

Claire Tull 
The Design Room 
9 High Street 
Theale RG7 5AH

0777 92279 633 
clairet@s12d.co.uk 
www.s12d.co.uk24

Adam’s Eden 100%  

Adam’s Eden 50%  

The Laurel Mirror is sculpted to resemble 
folding leaves. The cast composite has 
been forged and beaten, then hand-
finished in the Porta Romana workshop.

ToddKnights 
www.toddknights.com

Specialists in making 
houses into homes since 1998

Bespoke, inspired design to meet 
your unique requirements for 
refurbishment, redevelopment and 
decoration including: spatial planning 
for your furniture and lighting, 
specifying and selecting finishes and 
accessories.

Our clients trust us to look after them 
on their design journey because we 
have the professional training skills, 
experience and resources.

Design journeys start with a 
conversation. Contact us to find out 
more about our interior design service.

T: 07779 279633   E: enquiries@s12d.co.uk   www.s12d.co.uk
Visit us at The Design Room, 9 High Street, Theale, RG7 5AH



them is a protracted, complicated and 
laborious process. This depends on what 
you wish to do and who is guiding you 
through the process. Using a professional 
with appropriate knowledge, experience 
and expertise is key.

If newly acquired, we would always 
recommend that clients live in their new 
home for a year prior to finalising ideas 
for alterations, if possible. This is hugely 
beneficial given the effects of natural light 
as the seasons change – you will soon 
know where you want to spend more 
time, the preferred use of each room 
and whether remodelling, rather than 
extending the space makes more sense.

It is amazing how often we hear the 
words “if only we’d lived in it first”. 
You might also realise that some rooms 
could have multiple uses, for example, 
a home office during the day and TV/
cinema room during the evening 
or perhaps a larger spare bedroom 
could double up as a second office 
with clever use of screens to divide 
the spaces. Could outbuildings be 
used more effectively as additional 
accommodation?

Once you have established your initial 
ideas and plans, getting the necessary 
consents is vital:

• Do we need planning permission?

• Do we need Listed Building Consent?

• What professional advice do I need

• Who should I approach?

There is a misconception that only 
external works to a Listed Building 
require consent but this is not the case; 
if a property is Listed any works that are 
not deemed routine maintenance and 
repair require Listed Building Consent, 
particularly where they affect the historic 
building fabric, layout and/or significance 
of the property. It should be noted that it 
is no longer a civil offence but a criminal 
offence to alter listed buildings without 
the required paperwork.

Enforcement Officers are taking their 
responsibility much further and much 
more seriously. Large fines can be issued 
together with a requirement to reinstate 
but that’s not really the point – once that 
original fabric is lost, it’s lost forever. An 
experienced adviser will be able to tell 
you what and who is needed and how 
to go about it. Whether it’s a projects-
based company that can co-ordinate 
and hand-hold through the whole or 
part(s) of the process or an architect-led 
scheme depends on your preference 
and budget.

The planning system can be 
complicated but at its heart is 
considerate and promotes considered 
design. In some circumstances, the 
adviser may recommend ‘sounding-out’ 
the local authority by means of a pre-
application submission but this is not a 
requirement nor always necessary and 
can incur additional cost and delay.

The requirements for applications 
will depend on what you want 
to do and whether your home is 
designated (protected) in any way. For 
example, does it lie within an Area of 
Outstanding Natural Beauty (AONB) or 
a Conservation Area (CA)?  Is it Listed 
or local authority protected by means 
of an Article 4 Direction for example? 
All or any of these could mean a 
more involved process as your normal 
permitted development rights (under 

the General Permitted Development 

Order 2015) are restricted to varying 

degrees.  

Although your adviser will have 

significant knowledge and 

understanding of planning policy and 

process including the relevant National, 

District/Local and Neighbourhood 

Policies and Design Guidance in some 

more complicated scenarios they 

may recommend using a Planning 

Consultant to further support and 

inform any application aiding the 

decision-making process and ensuring 

the best possible outcome.   

The consultant will prepare, or arrange 

to have prepared, the required 

accompanying documents which focus 

on Heritage, Significance, Setting, 

Design, Impact and Access. They should 

also advise as to whether input is needed 

from an ecology, arboricultural (tree) and 

sustainability perspective amongst other 

things and whether any CIL (Community 

Infrastructure Levy) may become payable. 

We often represent the sale of 
period properties and they’re just 
wonderful to work with! They’re 
an important part of our heritage 
with so much character and charm. 
As with any property, they need 
to meet buyers’ needs which, over 
the years, requires modernisation. 
I’m delighted to see that planning 
departments recognise this and 
will work with owners to upgrade 
properties sympathetically to ensure 
the balance of historical integrity 
and usability is maintained. That 
said, there’s a way to go about it!

Laura from Period Home Projects 
has a wealth of experience 
in working with owners and 
planning authorities to maximise 
the likelihood of planning being 
approved and has been an 
invaluable ally to some of my 
clients. Over to Laura…

So, who doesn’t love the look of our 
traditional vernacular architecture, from 

medieval humble workers’ cottages 
to grand Georgian manor houses and 
villas or even simple well-proportioned 
Victorian & Edwardian terraces? After all, 
what’s not to like?!

For some, admiring them from a distance 
is enough. Concerns over maintenance 
and upkeep costs, issues around damp, 
potentially costly defects (mainly caused 
by the use of modern impermeable 
materials and finishes during the C20th) 
and draughtiness can be off-putting, 
added to which traditional floor layouts 
do not always suit the desire for more 
open-plan living.  

For others, the ability to ‘call-home’ such 
wonderful heritage properties, often 
described as having a soul of their own 
given the many generations of previous 
inhabitants, is an opportunity not to be 
missed. Many are keen to be custodians 
of these historic homes for future 
generations, enjoying the many benefits 
of well-built, well-designed, mostly 
well-proportioned buildings but often, 
understandably, wish to modernise, alter 
and personalise them.  

There is also a perception, particularly 
with Listed Buildings, that getting 
permission to alter, let alone extend 

PLANNING 
PERMISSION 
FOR PERIOD 
PROPERTIES
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PHP often works with SMS Planning 
Consultancy and Suzanne Scott 
comments “The planning system 
is becoming more and more 
complicated. The ‘simplification’ 
central government talks about 
doesn’t really translate at the local 
level. Planning officers are getting 
busier and busier with increasing 
case-loads meaning less time to look 
at each application. This is why it is 
vital to have the right professionals 
on board right from the start of any 
project, otherwise, the process can 
become messy or complicated or, 
even worse, mean that planning 
enforcement gets involved! 

Planning is a legal process, and many 
people underestimate the time and 
costs involved. A good professional 
adviser will always appraise you of 
these things prior to you making any 
commitment to them. This is not 
an area to skimp on as it can be the 
difference between the success or 
failure of your project.”



As might be expected given the world’s 
current challenges, one of the success 
criteria is often the balance between 
conserving the heritage asset (including 
appropriate remedial works to remove 
modern impermeable materials, where 
required), and improving its sustainability 
and energy efficiency weighed against 
the desire for a new extension, for 
example.  

Planners and Conservation Officers 
tend to prefer a holistic approach to the 
property where all the known proposals 
are included within one application (albeit 
that these works could take years to fully 
implement) in order to add context and 
perspective. Their assessment of the 
proposals influences the decision and any 
conditions attached.

Adopting the right tone and approach, 
exercising sound judgement, and 
being aware of the sensitivities around 
dealing with traditionally constructed 

buildings really helps to smooth the 
process and justify the client’s plans. 

If the local authority knows the adviser 
and is familiar with their ethos, previous 
cases and rationale, they are more likely 
to trust their judgement. It also goes 
without saying that a good adviser will 
not only know what has a greater chance 
of getting consent but how to go about 
securing it.

Finally, make sure your neighbours have 
been consulted before submitting the 
application to keep them on board 
with your plans. This can be via casual 
conversation, a letter or even an open 
house event inviting them to view your 
proposals and ask questions. Although 
there may be negative comments, 
objections are only acceptable if 
on planning-related grounds (e.g. 
overlooking, scale implications, visibility 
from the highway, etc.) most of which can 
often be designed out if required.

ABOUT PERIOD HOME PROJECTS
Laura Millbourn qualified as a 
Chartered Surveyor in 1994, 
then worked in London for 
many years refurbishing prime 
residential properties. Her passion 
for preserving our traditionally 
constructed heritage buildings 
with their original fabric and period 
features led her to set up Period 
Home Projects in 2014.

Laura advises on all types of projects 
with an emphasis on combining 
traditional building materials 
and techniques with appropriate 
energy efficiency works and retrofit 
measures to produce sustainable, 
comfortable and healthy homes fit 
for 21st-century living. 

+44 (0)7721 996380 
enquiries@periodhomeprojects.co.uk 
www.periodhomeprojects.co.uk 
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CHARTERED SURVEYORS Our customers say Excellent

RICS Building Surveys | HomeBuyer Surveys | Structural Engineering

Get an instant quote online... please visit www.allcottassociates.co.uk

COMPREHENSIVE  
IN-HOUSE ADVICE

ONE-TO-ONE  
SUPPORT

INDUSTRY-LEADING  
DETAILED REPORTS

  
Absolutely fantastic, couldn’t have asked for more.  We received a detailed report 

with photographs of any issues...  We would definitely recommend...  Very reasonably 
priced and well worth the money we saved nearly £3500 by using this survey  
to amend our offer!    
Charlotte & Charles 

  
We had a level 3 Building Survey...  It was a very detailed survey in language  

we were able to understand.  Shared it with some building contacts who advised it  
was one of the best surveys they had seen.  The surveyor also went out of his way to 
confirm some questions.    
Anonymous 

  
Excellent, swift and thorough service.  Would recommend.    

Anonymous 

0333 200 7198 | info@allcottassociates.co.uk 
www.allcottassociates.co.uk
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clients used theirs for Christmas lunch, 

they loved that the family were close 

together and the pile of washing up was 

far from view so they could relax and 

focus on family time.

Pods come in several sizes and layouts 

from small, seating 6, to larger rooms 

suitable for 2 home workers as separate 

desks. The rotating pods can spin to 

make the most of the sun and views. 

Once you’re inside, it feels like you’re a 

world away from everything.

GARDEN OFFICES

“We’ve had a relatively young 

audience looking for garden offices, 

away from the noise of the house, with 

privacy for video calls. Home workers 

often like to have a start and end to 

their working day – once they lock 

it and leave it, they’re on personal 

time, that’s pretty important I think. 

Garden offices also work well for 

meetings – rather than have people 

traipsing through the house they have 

a dedicated, professional work area 

to host clients and colleagues. Being 

away from family life they’re easier to 

keep tidy and all your work materials 

are within reach.

Garden offices start from 2.4m  x 1.8m 

and the largest we’ve fitted is 6m x 4.8. 

They can come with smart heaters and 

built-in blinds so they work year-round.

MULTI-PURPOSE BUILDINGS

“Where there’s a need for more than 

one function in a garden room we 

can create multi-purpose rooms. This 

can either be one room that has two 

functions, or a room with a partition. We 

recently installed a garden room that 

had an office area for the father and 

a separate games room for the kids. 

The office was for daytime use and the 

games room for evening and weekend 

use so it was the perfect solution to two 

requirements.

GARDEN BARS AND BBQS

“Having a social space at home 

became incredibly popular when social 

gatherings were restricted, and this 

trend has continued. For parents, it 

avoids the need for babysitters and 

taxis. With our weather, the most 

flexible option is to create a space 

that can house a bar with seating and 

heating in a covered area and an open 

space for a BBQ and good weather, also 

possibly with heating.

GREENHOUSES

“Greenhouse sales have gone through 

the roof as people continue to maintain 

the home vegetable and fruit garden 

they created during the lockdowns. 

They’re great for teaching children 

about where their food comes from. 

Greenhouse design has come a long 

way – they can look really lovely and 

add a centrepiece to a garden so 

we’re delighted to see so many people 

installing them.

WHEN IS PLANNING  
PERMISSION REQUIRED?

“90% of the buildings we install come 

under permitted development, so they 

don’t require planning permission. The 

height and what you put inside the 

building is critical here, we work closely 

with clients to advise on a solution that 

avoids the fuss and paperwork where 

possible.

MORE INFORMATION
For more information or to arrange 
a visit please contact David at:

www.libertygardenbuildings.com

GARDEN ROOMS
OFFICES, PLAYROOMS, PUBS & PODS

I’ve been researching garden room 

options on behalf of several clients 

over the last couple of years and I’m 

so impressed by the range of options 

available, from functional to stylish.

I visited David Acheson of Liberty 

Garden Buildings which has an incredible 

selection of garden buildings to look 

at on site. David shared his views on 

the latest trends, customer needs and 

the options available, as we adapt our 

homes to meet our new lifestyle needs.

CURRENT TRENDS

“It’s been another busy year! So 

many people are focussing on their 

garden to make it more beautiful and 

functional. They’re investing what 

we call ‘cruise money’ – what they’d 

usually be spending on holidays – to 

create sanctuaries at home to enjoy, 

even if that’s a work environment. The 

biggest requirement we’re seeing is for 

a dedicated recreation space away from 

the hum and buzz of the main house. 

Often it needs to be multi-purpose to fit 

the needs of adults and children.

STATIC PODS & ROTATING PODS

“These have been particularly popular 

recently due to their distinctive design: 

they have the look of a contemporary 

sculpture and have been equally popular 

with modern and traditional homes. 

They’re also popular in hospitality as 

they have the ‘wow factor’ and can come 

with heating and sound to create a really 

special outdoor space.

Pods have the widest variety of uses 

we’ve seen from buyers, from home 

offices to poker rooms. One of my 

We’ve seen quite a bit of 
‘shed envy’, where one 
neighbour wants to outdo 
the other with their new 
garden room!
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With the greater prevalence of home working there’s been a big focus on 
maximising reception space in and outdoors to create home offices, games 

rooms, bars and retreat spaces.

In some cases, this space needs to be multi-purpose and ideally achievable 
without the need for planning permission. 



The subject of mortgages 
often comes up when 
chatting with buyers 
and sellers, and I often 
hear them discussing 
limitations when I’m 
pretty sure there’s a 
solution out there for 
them. 

So I sat down with Jon 
Stockdale, our lovely 
mortgage advisor from 
Jigsaw Mortgages, to 
answer some frequently 
asked questions and 
perhaps reveal some options 
that could benefit you.
1. I’ve found the perfect house but 
mine hasn’t sold yet. How can I secure 
the property before mine has sold?

Bridging loans can be a great idea to 
secure the property you want, but there 
are risks involved. For example, it may 
take longer than you think to sell your 
existing property, and you may not get 
the price you expect for it. Speak to 
an estate agent who can give you an 

honest valuation and projected timeline 
to sell, so your expectations are realistic.

A better option may be Let-to-Buy, 
where you remortgage your existing 
property (e.g. take out a 75% mortgage 
on it), and use the capital you’ve 
released to secure a mortgage on your 
next property. You can then rent out 
your previous property until it’s sold, or 
keep it as an investment. Keep in mind 
if you’re buying an additional property 
you’re liable for an extra 3% stamp 
duty, refundable if you sell your existing 
property within 2 years. 

Another option is a Refurbishment Buy-
to-Let, where you secure a bridging loan 
to buy a property in need of renovation/
refurbishment. This gives you 6 months 
to get the work done, without having to 
make mortgage repayments, at the end 
of the 6 months you let the property out 
and pay off the loan.

A good broker can talk you through 
the options, specific to your goals and 
financial position, to help you choose 
the best option.

2.My mortgage conditions are  
pretty strict because I’m not a 
‘regular’ customer.

There is no regular customer, everyone 
is different and every mortgage has a 

gift for the right borrower, waiting to 
be discovered.

Often, buyers will stick to their existing 
mortgage provider and/or high street 
bank, but no bank will create a special 
deal just for you, and it’s inevitable that 
market conditions and perhaps your 
circumstances have changed since you 
last mortgaged/remortgaged. 

Each lender, including banks, has maybe 
50 or 60 mortgage products, whereas 
I have access to the whole market of 
around 3000 mortgage products.

I can get 40 year mortgages to make it 
more affordable for you on a monthly 
basis, 5 times salary, and I can also get 
mortgages that run up to the age of 75, 
depending on occupation.

It doesn’t cost anything to talk to a 
broker, so let us see what we can do  
for you.

3. Can I consolidate my mortgage and 
credit card debt by remortgaging? 

Yes, but be mindful that it turns short 
term debt into long term debt. So 
although moving a credit card debt 
charging 30% interest is cheaper if you 
add it to a mortgage at 2% interest, it’s 
more expensive in the long term. This 
is because it can take decades to pay 
off if you don’t address it, which can be 

MORTGAGES  
& FINANCING   
FAQ
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Due to demand, we’re delighted to announce we’re now offering a lettings service.  
As always, this will focus on exceptional properties, with exceptional marketing and  
an exceptional level of service including: 

LETTINGS SERVICE
Launched by Kai Carter Estates

We offer various several levels of service from simply finding  
a tenant to fully managing properties.

If you have a property to let, please contact us to discuss  
how we can help you.

01635 745055 
hello@kaicarterestates.com 
www.kaicarterestates.com

• Staging
• Professional photography
• Targeted social media marketing
• Careful vetting of tenants

• Accompanied viewings
• Strong negotiation
• Dedicated landlord & tenant support

Berkshire • Surrey • South Oxfordshire • North Hampshire

Kai_Estates_0001_Lettings Advert_V2.indd   1Kai_Estates_0001_Lettings Advert_V2.indd   1 20/01/2023   15:3420/01/2023   15:34



done by, for example, overpaying your 
mortgage. This can knock years off the 
term of the mortgage and save you a 
significant amount of interest. 

4. Is my mortgage provider’s survey 
adequate or should I get my own?

Mortgage surveys have changed in the 
last few years. A basic (Homebuyer) 
survey used to be fairly standard where 
a mortgage is involved. But in recent 
years, many lenders have switched to 
‘online’ or ‘drive-by’ surveys to check 
the price being paid for a property looks 
about right, this especially applies where 
the loan to value ratio is 75% or less.

Broadly speaking there are two types  
of survey:

i. Homebuyer survey*

This used to be a basic mortgage 
requirement, and covers:

•  Standard type and construction of 
houses, bungalows and flats that are 
apparently in reasonable condition

•  Identifies serious or urgent defects

•  Surveyor’s opinion of market value 
and cost to rebuild (for insurance 
purposes)

ii. Building survey*

This is customisable according to 
the property you’re buying and is 
recommended if you are buying 
a property of unusual build, poor 
condition and/or are considering 
significant alterations.

Check with your broker if your mortgage 
provider will be conducting a physical 
survey. If not it is highly recommended 
you commission your own survey to 
identify any issues that may affect value 
and/or require additional investment.

A survey can take 2 to 3 weeks to 
complete so it’s worth looking at whether 
you want your own survey well in advance 
of your target exchange date.

5. How do I choose  
a mortgage broker?
A good place to start is to ask your 
friends for recommendations based on 
their own experiences. 

Use an experienced broker - over time 
we get to know how and when certain 
lenders are better than others. This 
especially helps when dealing with 
‘unusual’ mortgages such as Buy-to-Let, 
and mortgages for contractors.

An experienced broker will know the 
trick to getting the right product, 
based on the borrower’s individual 
needs. And we know where the devil in 
the detail is!

JON STOCKDALE

Jon has over 40 year’s experience in 
financial services. He specialises in 
securing residential, Buy-to-Let and 
commercial mortgages and financing 
across all demographics. Jon is 
renowned for securing a mortgage 
deal where others may have  
struggled, while the care and  
attention he pays to his clients helps 
ease the stresses of the process. 

If you’d like Jon’s advice  
he can be reached via  
Kai Carter Estates or at 
jonstockdale@jigsawmortgagesltd.com

*For more information visit www.kaicarterestates.com/which-survey 

Your property may be repossessed if you do not keep up repayments on your mortgage.

Jon Stockdale secured a mortgage 
for our Director, Natalie Carter, 
against the odds. 

“I was working as a contractor and 
couldn’t find a high street bank or even 
a lender on the comparison sites who 
would consider me for a mortgage.

I’d all but given up hope when 
I decided to try a broker. Jon 
understood my situation and was 
positive right from the start. 

He not only secured me a mortgage 
but got me a better rate than I’d 
hoped for. He worked with my 
accountant to ensure the right 
information was provided and hand-
delivered documents to me to speed 
up the process. 

Jon even called me on the day I got 
the keys to congratulate me, which is 
more than my estate agent did!

Since then he’s provided ongoing 
advice that continues to save me 
money.

Jon is a rare gem who genuinely works 
in the best interests of his clients.  I 
can’t recommend him highly enough, 
and I’m delighted to recommend him 
to my clients.”

Natalie Carter

CASE STUDY JARGON BUSTER
Loan to value  
This refers to the amount of money 
you need to borrow to buy a house. 
For example, if you are buying a house 
for £500,000 with a £100,000 deposit 
and the other £400,000 covered by 
a mortgage, you are paying a 20% 
deposit and will need a mortgage for 
the other 80%. So your loan to value 
ratio is 80%. 

Buy-to-Let  
This refers to when you buy a house 
specifically to rent it out rather than 

live in. If you are buying a property to 

rent out, you will need a specific buy-

to-let mortgage.

Let-to-Buy  

Let-to-buy actually involves having two 

mortgages - a buy-to-let mortgage 

on your previous home so you can 

rent it out, freeing up capital to get a 

residential mortgage on the property 

you want to buy. You let out your 

previous home so that you can buy 

your next one.
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Domestic kitchens with a professional feel

“In Nick McColgan and Snug Kitchens, we have 
found a level of passion, design acumen, dedication 

to quality and impeccable service that beats the 
competition hands down. It is their consistent 

attention to the tiniest details and intuitive ease in 
interpreting our vision that makes them the perfect 

match for us. Thank you Snug!”
(Multi Michelin Star Chef Alain Roux)

To discuss your project:
info@snugkitchens.co.uk

01635 30060



PURCHASING 
PROPERTY THROUGH 
A LIMITED COMPANY 

Is it really beneficial?
With changes to tax regulations affecting multi-property owners over the last few 
years, it’s become increasingly difficult to make investment properties financially 

viable. While we understand why the government has made these changes, we still 
need landlords and rental properties! 

When purchasing investment properties, it’s worth considering the benefits of buying 
through a limited company. Paul Shorten, an Independent Financial Adviser from 

Blacktower Financial Management Ltd shares the key advantages and disadvantages. 

Traditionally, only a minority of property 

investors would purchase a house 

through a limited company, with many 

being directed down this route by 

their accountants. This has drastically 

changed over the last few years in 

response to the changes to mortgage 

tax relief. Let’s explore this in more 

detail.

TAX EFFICIENCY

If you are a higher-rate taxpayer with an 

investment property owned personally 

rather than through a limited company, 

you could be liable for 45% annual 

tax charges on your rental income, 

regardless of whether or not you have 

a mortgage. In contrast, rental income 

through a limited company structure 

would be liable to corporation tax, 

currently 19%.

So the tax saving is significant on 

income from rental properties owned 

via a limited company as opposed to 

personally. But there are other factors 

that must be considered.

INHERITANCE TAX

Placing a property within a limited 
company structure could also help with 
minimising inheritance tax (currently 
40% on assets over the inheritance 
tax threshold). With some clever 
structuring and the use of shareholders 
within the company, you reduce or 
even eradicate this tax implication.

Benefactors would already own part of 
the limited company so the inheritance 
tax due would in turn be reduced. It’s 
important to note that ownership of 
shares and control of the company are 
two different things. For this reason, 
putting properties into a limited 
company is often seen as beneficial to 

putting them into a trust. 

DISADVANTAGES OF A LIMITED 
COMPANY STRUCTURE

As with all financial planning, there 

are advantages and disadvantages 

to buying properties via a limited 

company structure and careful 

consideration is needed based on your 

personal circumstances.

• Cost and time. There are cost 

and time implications to running a 

limited company

• Accounts. You may require detailed 

accounts, which may in turn require 

the support of a professional 

accountant

• Mortgage rates. If mortgaging the 

property, you’ll need a lender who 

will offer a mortgage to a company 

structure rather than a personal 

borrower. Many lenders charge 

higher interest for limited company 

structures than individual buyers

• Additional tax. If you want to draw 

income from your limited company 

you will need to declare this as a 

divided; subject to tax from 8.75% 

to 39.35%. It is key to manage the 

frequency and amount of money 

accessed in order to best manage 

the potential tax implications.

TRANSFERRING PROPERTY  
INTO A LIMITED COMPANY

If you already own an investment 

property or properties as an individual, 

you may now wish to transfer it/them 

into a limited company structure to 

leverage the tax benefits. This is of 

course possible; however, it does come 

with additional financial implications:

Capital Gains Tax

If you do not set up the limited 

company at the outset, you will need 

to sell the property to your limited 

company. At this stage, you could be 

personally liable for capital gains tax 

(CGT) of up to 28% on the increase 

in the property value since originally 

purchased. 

However, once owned by the limited 

company, there will be no CGT on the 

sale of the property at any stage in the 

future*. 

Stamp duty

Stamp duty would also be applicable 

on the repurchase of the property 

by the limited company. Anyone 

buying a second home is subject to 

an additional 3% charge on the rate of 

stamp duty owed.

Summary

Depending on the size of the property 

portfolio involved, a limited company 

structure could bring substantial 

tax savings on your rental income. 

However, as with all financial planning, 

it is important to seek the services of 

an Independent Financial Adviser in 

order to establish the right options 

for you, your portfolio, and your 

objectives.
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MORE INFORMATION
For more information and/or 
independent financial advice, 
please contact:

Paul Shorten 
Independent Financial Adviser

Blacktower Financial 
Management Ltd.

Paul.Shorten@blacktowerfm.com

*Rules and regulations change all the time and there are alternatives even to the above. 

Speak to a good Independent Financial Advisor for more information. 

This article is for information only and should 
not be seen as advice or recommendation to 
act. If you wish to take action, please seek 
Independent Financial Advice first.



STAMP DUTY 
How to save thousands with  

multiple dwelling relief

NAVIGATING STAMP DUTY

When Stamp Duty Land Tax (SDLT) was 

first introduced in 2003, the top rate for 

residential purposes was 4%.  However, 

as property prices and transactions 

have grown, and the need to raise taxes 

increase, we have seen new rates and 

rules introduced such that the highest 
rate of SDLT is now 17%.

Navigating the SDLT rules has never 
been harder, and the benefit of 

obtaining relief has never been greater.

MULTIPLE DWELLINGS RELIEF

Multiple Dwellings Relief (MDR) has 

been in existence since 2011 but until 

relatively recently was not well known. 

However, since the introduction of the 

3% surcharge for additional residential 

properties, its use has become far 

more widespread as the SDLT cost of 

purchasing residential property has 

continued to increase.

THE RELIEF

The calculation of the relief itself is 

relatively simple, with taxpayers able 
to divide the consideration paid for 

the transaction by the number of 

dwellings being purchased. The SDLT 

is calculated on the lower amount, 

and then multiplied by the number of 

dwellings to reach the final result. Take 

for example the difference in SDLT on 

a £2 million residential purchase with 

and without a qualifying claim for two 

dwellings:

WHEN CAN YOU MAKE A CLAIM?

A claim can be made when you are 
purchasing more than one “dwelling”. 
The key for a claim therefore relies 
on the definition of dwelling. This is 
unfortunately where things become 
more complex as the definition in the 
legislation of dwellings is arguably wide 
and open to interpretation.

Multiple Dwellings Relief calculation for two dwellings:

Normal Calculation:

Homes with annexes are more popular than ever, providing dedicated space for offices, 
guests and multi-generational living.

There’s a hidden benefit to annexes too – they can save you a significant sum on Stamp 
Duty Land Tax. It’s surprising how few people are aware of this – some solicitors even 
overlook this during conveyancing. Over the last year I have mentioned this to many 

buyers and sellers who had been unaware. I’ve seen them save tens of thousands of 
pounds. So I reached out to an expert to explain everything.

Mark Stemp from Crowe specialises in private client tax matters, he explains the basis 
for multiple dwellings relief and the savings achievable.

As you can see MDR can be a very valuable relief.

ABOUT MARK STEMP

If you have any questions about 
the issues discussed in this article 
or to discuss your individual 
circumstances, get in touch with 
Mark Stemp.

Mark Stemp 
Crowe UK

0118 959 7222  
mark.stemp@crowe.co.uk

The legislation defines a building (or 

part of a building) as a dwelling if “it is 

suitable for use as a single dwelling, or 

it is in the process of being constructed 

or adapted for such use”. A common 

area which we see in practice is where a 

residential property has an annex which 

has all the facilities you would expect of 

a separate dwelling.

WHAT FACTORS SHOULD  
YOU BE LOOKING AT?

Given this wide definition, it is 

necessary to consider HMRC guidance 

and previous case law, which leads to 

the following common factors when 

reviewing the position:

• Facilities – are there sufficient facilities 

for the building to operate as a 

dwelling (cooking, bathing, living 

areas etc)?

• Access – does the dwelling have its 

own secure access?

• Privacy – is the dwelling self-

enclosed, does it have sufficient 

independence from any adjoining 

properties/dwellings?

• Utilities – is the dwelling separately 

supplied for utilities?

• Council Tax – does the dwelling have 

its own separate council tax rating?

• Legal issues – are there any legal 

constraints such as planning 

permissions or covenants, which 

might prohibit the use of the building 

as a dwelling?

• Marketing material – how has the 

building/property been marketed for 

sale? Does it indicate that the vendors 

believe they are selling more than one 

dwelling?

It is worth noting that none of the above 

necessarily focus on how the additional 

dwelling is actually used, and whilst 

actual use is a good indicator of status, 

it is not the determinative factor, with 

the legislation instead relying on its 

“suitability”.

Often dwellings will have some, but 

not all, factors in their favour - and a 

balanced view based on the overall 

picture will need to be taken.

COMMON PITFALLS

As well as the above, taxpayers need to 

be aware of specific anti-avoidance rules 

connected with MDR and its interaction 

with other parts of the SDLT statute.  

In particular:

• by virtue of making an MDR claim 

you are evidently purchasing more 

than one dwelling.  This means that 

the rules determining whether you 

pay the 3% surcharge on additional 

dwellings are slightly different and can 

mean that, in certain circumstances, a 

higher rates charge could arise

• any relief claimed through an MDR 

claim is clawed back if a purchaser 

alters the dwellings within three years 

from the date of purchase in such a 

way that means the relief would no 

longer be due (e.g. converting two 

flats into one larger flat)

• any dwelling which is subject to a long 

lease at the point of purchase (more 

than 21 years) does not attract relief.

HMRC FOCUS

During the pandemic HMRC has been 

diverting staff from traditional roles 

to help with the increased burden 

produced by COVID-19 initiatives such 

as the furlough scheme. This led to 

roughly a 75% fall in SDLT enquiries in 

the year to March 2021. 

However, as demonstrated above the 

savings made with MDR can be large, 

and it stands to reason as life starts to 

return to normal that HMRC will once 

again turn its focus on areas such as 

MDR. This combined with the potential 

uncertainty in some claims means that 

taxpayers should carefully consider the 

merits of a claim.
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PUTTING A SECOND 
HOME INTO TRUST

Advantages & disadvantages
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A second home may be a holiday 

property used by the family for many 

years, a flat in London used for work visits 

to the capital, or a property kept as a 

future investment for children.

There is a way to keep an additional 

property and make it work for you and 

your family’s future security, and that’s by 

gifting it or putting it into a trust.

I spoke with Rebecca from Fidelium 

Financial Planners to find out how best to 

approach this.

AN EXPERT’S VIEW

For many property owners there will 

come a time when they start to think 

about giving away the property with a 

view to reducing the ultimate inheritance 

tax (IHT) bill.

How is that best done and what are  
the key tax considerations?

Gifting is relatively easy but there are two 

key tax problems that you need to be 

aware of. Firstly, it is necessary to avoid 

it being a reservation of benefit (gift with 

reservation) for IHT, and secondly, a gift 

is a disposal for capital gains tax (CGT) 

purposes.

Reservation of benefit/gift with 
reservation for IHT

If you make a gift and continue to receive 

benefit from the property, whether in 

the form of rental income or use of the 

property, the gift will be ineffective for IHT 

and still fall within your Estate.

If you want to retain the income the 

property can generate, there is little that 

can be done about that.

The reservation of benefit rules state 

that for the most part there is a choice 

between giving away the asset and 

the income it generates and avoiding 

IHT, or retaining it but accepting the 

IHT liability. In some cases there could 

be a compromise whereby you gift a 

part of the property and part of the 

income is retained. This becomes 

more complicated however by seeking 

professional advice it becomes a viable 

solution.

Capital Gains Tax 

The second main problem to overcome 

is the fact that Capital Gains Tax is 

payable on a gift, in a similar way to a 

sale, and with a second property which 

has been owned for some years, that 

tax liability may well be significant.

This is where a trust can be extremely 

useful. If you make a gift into a trust 

then, although the gift will constitute 

a disposal, there is the ability to 

‘holdover’ the gain arising to avoid an 

immediate charge.

The tax has not been avoided but 

simply deferred, but this avoids the 

CGT being an obstacle to making the 

gift which you want to make for IHT 

reasons.

Gifting a (second) property to a 
discretionary trust

A trust can be a good way to cut the 

tax to be paid on your inheritance but 

professional financial advice is required 

to get it right. 

If you put property into a trust then, 

provided certain conditions are met, it 

no longer belongs to you.  This means 

that when you die the value normally will 

not be counted when your inheritance 

tax bill is calculated. 

Another potential advantage is that a 

trust is a way of keeping control and 

asset protection for the beneficiary.  The 

trustees have a legal duty to look after 

and manage the trust assets for the 

person who will benefit from the trust in 

the end.

In a discretionary trust, the trustees have 

absolute power to decide how the assets 

in the trust are distributed and the power 

to make investment decisions on behalf 

of the trust.

This can be an effective, but not a 

simple solution, and is important to 

be aware that it becomes a formal 

legal arrangement, which will mean 

the property is no longer yours but 

instead belong to the trustees. There 

are additional costs creating and 

administering the trust plus preparing 

and submitting tax returns.

Chargeable Lifetime Transfers

Importantly when making a gift into a 

discretionary trust for IHT purposes, this 

is deemed to be a chargeable lifetime 
transfer, and ordinarily you are limited 
to putting no more than £325,000 per 
person (£650,000 for a couple) into the 
trust assets without an immediate tax 
charge. Anything over and above this 
level suffers an immediate tax charge 
of 20%. Additionally, for an inheritance 
tax saving to be obtained, you need to 
survive for seven years since the creation 
of the Trust.

Further tax charges would also 
potentially arise during the lifetime of 
the trust, on every tenth anniversary of its 
creation, depending on the value of the 
assets within the trust. 

Finally, it is also worth noting that if in 
future you need local authority nursing 
care, any gift made to a trust can be 
set aside if the local authority considers 
it was done deliberately to deprive 
yourself of assets.

HMRC collected £5.2 billion in 
Inheritance tax receipts during 2019/20 
and will no doubt increase as property 
values increase over time. This goes 
hand in hand with the desire of many 
parents to help their children on the 
property ladder. Unsurprising finding 
viable planning solutions for effective 
reduction of estates through gifts is more 
sought after than ever before.

This article is for information only 

and should not be seen as advice 

or recommendation to act. If you 

wish to take action then please seek 

independent financial advice first.

41

Many buyers I work with are buying their next property in addition to, 
rather than as a replacement for their current property. Some buyers also have 

an investment property portfolio. In recent years changes to taxation on the 
purchase of and income from second homes has limited their financial viability. 

Yet not all multiple home owners are ‘in it to make a buck’.

MORE INFORMATION

For more information and/or 
independent financial advice, 
please contact:

Rebecca Nkoane 
Independent Financial Adviser at 
Fidelium Financial Planners Ltd. 

rebeccan@fidelium.co.uk 
www.fidelium.co.uk

Fidelium Financial Planners Ltd is authorised and regulated by the Financial Conduct Authority. 
The Financial Conduct Authority does not regulate tax and estate planning. Registered in England No 09548030.



SOLICITORS
The importance of a good one!
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In fact conveyancing doesn’t need to 
be a painful process and the risk of a 
failed transaction can be minimised. 
While many view conveyancing as a 
commodity, the expertise and service 
level you commission can make or break 
the sale of your home.

I’ve worked with Manisha Bhula of 
Blandy & Blandy Solicitors on several 
successful sales now, she gives her 
insights into conveyancing.

Q. What are the most common 
reasons a sale falls through?

A1. The transaction is taking too long

The longer the chain, the more likely 
the delays. The chain can only move 
as quickly as the slowest solicitor, and 
some really aren’t very pro-active, 
taking a long time to reply to enquiries. 
Some sellers decide to break the chain 
and move into rented accommodation 
to reduce the risk of the sale falling 
through. If this isn’t an option, ask your 
agent to check everyone in the chain is 
using a good solicitor.

A2. Survey results

If something problematic comes up in 

the survey that will cost the buyer time 

and money to fix, they may reduce 

their offer and the resulting negotiation 

can take time. Or they may pull out of 

the purchase altogether. 

Sellers can reduce the risk of this 

by considering any structural or 

maintenance issues their property may 

have before putting it on the market. If 

there are issues with the property it’s best 

to be honest with your agent up-front 

so buyers are aware, before offering, of 

potential additional costs.

A3. Problems with communication

It’s really important solicitors and agents 

stay in touch to keep things moving 

and resolve issues. Equally important is 

for sellers to answer enquiries quickly. 

Where everyone works together 

unnecessary delays can be avoided 

and everyone in the chain can be kept 

informed of where we are in the process.

Q. How long should the 
conveyancing process take? 

A. The common perception is it takes 
3 to 4 months, however it should take 6 
to 8 weeks. It can be done in 4 or less 
depending on circumstances. One sale 
went through in 48 hours!

Q. Indemnity policies are 
becoming very common and 
the liability to pay usually sits 
with the seller. What are the 
main reasons a buyer’s solicitor 
requests one?

A. These are required to protect the 
buyer against potential consequences 
of missing documentation for alterations 
to the property or ambiguities relating 
to the title. You may be able to acquire 
this paperwork but it could take months 
and cause the sale to fall through. That’s 
where an indemnity policy comes in. They 
usually cost from £50 to £300 but can cost 
significantly more and cover e.g. 

• Lack of planning

• Lack of building regs

Conveyancing – the legal process of buying a house – is mystifying to many. 
Who knows what all the to and fro is about, why it takes so long and how 
to get things moving when you don’t understand what the hold-up is. 

Approximately a third of sales fall through in the conveyancing process. 
When this happens you still have a legal bill to pay, but no house move 
to show for it. 

• Breach of covenant

• Fensa and heater certificates 

If documentation is missing speak to 

your solicitor before you talk to the 

local authority, there are indemnity 

policies that can cover issues so the 

sale can proceed quickly. They can be 

very useful in resolving issues so long 

as the buyer is willing to accept an 

indemnity.

Q. When should a seller  
appoint a solicitor?

A. Ideally when you start marketing the 

property. This gives time for the required 

protocol documents to be completed, all 

property documentation to be gathered 

and your solicitor to write a draft 

contract. This means once an offer has 

been accepted a draft contract can be 

issued straight away.

Q. How do I choose a solicitor?

A.  There are several ways to evaluate 

the right solicitor for you:

Check independent review websites, 

these can be very revealing.

Check if you will have a dedicated point 

of contact you can talk directly to. Have a 

chat with them, do you feel comfortable 

with them? 

Will there be a back-up contact if your 

main contact is out of the office, who is 

knowledgeable about your case and can 

keep things moving?

Check they are accredited with Lexcel 

and CQS, this means they will be on 

the majority of ‘lender panels’ (solicitors 

recommended by lenders) which will 

save time.

Don’t be guided by price, the level of 

service you’ll receive is important in 

seeing your transaction through quickly 

and successfully.

Top Tip: 

Be prepared. Collect all your 
documents together for 
planning permissions, building 
regulations and anything 
relating to the house. This 
saves time as your solicitor can 
hit the ground running. 

When you bought your 
house may have been given 
a property information pack 
by your solicitor. This will be 
very useful to the solicitor 
representing the sale of your 
property, please send it to 
them if you have it.

A WORD FROM  
KAI CARTER ESTATES
One of the best pieces of advice 
I give buyers and sellers is “get a 
good solicitor!” They really do make 
all the difference. Last year I sold 
a property to a lovely couple who 
struggled to understand the legal 
process and jargon. Consequently 
their solicitor never once returned 
their calls or emails as they simply 
couldn’t be bothered to explain 
what was going on. Two weeks 
into the conveyancing process the 
buyers said they wished they’d 
taken my advice and gone with a 
better solicitor. It took another 3 
½ months of constant chasing to 
complete the transaction, which 
almost fell through a few times due 
to the delays.

A good solicitor is a critical part 
of your team, as is a good estate 
agent. I often find myself chasing 
the whole chain as not all estate 
agents are on the case. We also 
work with sellers to identify any 
issues that could scupper a sale 
before you even go to market, 
and advise clients on how best to 
proceed to increase the chance of a 
successful sale. 

Selling your home is one of the 
biggest transactions you will 
undertake, make sure you have the 
right team in place to support you 
and put you first.

Manisha Bhula, Blandy & Blandy 
0118 951 6800 | www.blandy.co.uk
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WHICH SURVEY? 
WHICH SURVEYOR?

There is often confusion about the different types 
of surveys available and what best fits your needs. 
In many cases, your mortgage company will carry 
out a survey. Do you need another?

Did you know that mortgage 
surveys are sometimes done 
virtually? If you have a low LTV 
(loan to value) ratio (e.g. if you’re 
borrowing less than 50% of the 
cost of the home), all your lender 
cares about is covering their own 
costs, which in some cases is just 
the land and not even the house. 

Think of it like a car’s MOT Vs a service. 

An MOT checks critical elements for 

basic roadworthiness. A service looks 

more thoroughly and provides a detailed 

report including upcoming issues, 

maintenance, efficiency, and estimates 

for repairs. It’s the same with house 

surveys. The mortgage company survey 

is likely to be more like an MOT. A full 

survey will be like a service; and will give 

you a ‘red, amber, green’ list highlighting 

what’s good, questionable and urgent, 

with associated costs. 

With this in mind, savvy homebuyers 

often commission a full building survey 

on the house they’re planning to buy, 

especially if it’s old, unusual and/or they’re 

planning to carry out structural work.

I’ve worked with Allcott Associates for 

years now; they’re a specialist surveyor 

offering detailed reports on large, period 

and/or unusual properties. Tim Allcott is a 

partner in the business, RICS certified and 

specialises in residential surveying, listed 

buildings, and conservation. Here Tim 

explains the different types of survey and 

what to look for in a surveyor.
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KAI CARTER ESTATES’ THOUGHTS
We regularly sell unusual properties, be they period, riverfront, multi-building, 
extended, renovated etc. We work closely with sellers to identify potential 
issues upfront and will disclose any issues we’re aware of. For buyers, we do 
recommend a building survey for older, non-standard properties so buyers have 
a clear idea of what they’re buying and any associated costs. 

Please feel free to discuss survey recommendations and requirements with us at 
Kai Carter Estates, or reach out to Allcott Associates.

Tim Allcott, Allcott Associates 
0118 968 0805 | www.allcottassociates.co.uk

WHAT TO LOOK FOR IN A BUILDING SURVEYOR
Just like your estate agent, and solicitor, your surveyor needs to be a trusted member of your team. You need to be able to 
rely on their knowledge to make an important decision. 

Going into a little more detail, here are some examples of what each survey type covers:

Homebuyer Survey Full Building Survey

Format Standard format from a template. Bespoke report. You can ask the surveyor to look at any 
particular concerns you have.

Defects Included Only visible defects are included. Visible defects along with potential hidden issues.

Property Value Includes a market valuation and an estimated cost to 
rebuild the home should it be destroyed. 

If requested, can also include a market valuation and estimated 
rebuild cost.

Repair Costs Covers only issues that need urgent attention and those 
that affect the property’s value.

Aims to identify repair work (which can be factored into price 
negotiations). Includes cause of defects, consequences of not 
acting, options, timescale and cost of remedial work.

Maintenance Costs Repairs and maintenance needs are covered in brief, but 
costs are not included.

Identifies future maintenance requirements of the property. 
Includes the scope, frequency and costs of maintenance.

Examples:

Windows Heavy curtains and possessions will not be moved to 
inspect windows. One window of each type will be 
opened on each side of the property.

Curtains and possessions will be moved (if feasible) and the 
surveyor will try to open all windows.

Roof space The surveyor will go into the roof space and visually 
inspect areas they can see. They will not move stored 
possessions to investigate any hidden areas.

Along with an inspection of what is clearly visible, where 
possible, the surveyor will lift corners of insulation to assess the 
insulation itself and the ceiling below. They will move some 
possessions to allow a more thorough inspection.

Floors Only exposed floors are inspected. Floor coverings, 
including carpets, will not be lifted. If easy to access, the 
surveyor will look under the flooring.

Moveable floor coverings will be lifted to inspect floors. Any 
slopes and deflections will be measured. If possible, the 
surveyor will carry out an inspection of the area below the floor, 
by either entering the floor void or by using cameras or mirrors.

LEVEL 3:  
Full Building Survey

LEVEL 1:  
Condition Report

LEVEL 2:  
HomeBuyer Survey

A concise report that gives a brief 
overview of the home’s current state, 
and outlines any urgent issues. Only 
recommended for modern properties 
that look in good condition.

A detailed report; from a visual inspection 
looking for serious issues that are readily 
evident in accessible areas. Structural 
integrity is not covered in detail, making 
these suited to fairly new, conventional 
homes in reasonable condition.

The most comprehensive assessment, 
which will give you a clear understanding 
of the home’s structure and condition.  
A Full Building Survey will even include 
estimated costs for any repairs. 

These surveys are recommended for 
larger homes, those with unusual features, 
renovation projects, or older homes. 

WHICH SURVEY TO CHOOSE

EXPERTISE
Does the surveyor have experience assessing 
the kind of property you want to survey?

Does the surveyor have access to specialists 
that may be required, for example, if a 
structural engineer needs to be consulted?  

CONSULTATION
The post survey service is just as important 
as the survey. Will the surveyor explain the 
results and answer follow up questions?

Reading  |  Henley-on-Thames  |  London 0118 951 6800   www.blandy.co.uk
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Our recommendations are NOT based 
on referral fees, but on the quality of 
service provided. As always, we are 
focused on building the right team for 
a successful sale for our clients above 
all else. 

Exceptional marketing  
and service
Once the house is ready to sell we will 
launch it to the market with the same 
attention to detail and high level of 
service as we always provide. 

CONTACT US

If you have a probate property you are or 

will be selling, feel free to call anytime for 

a chat about how we can help you. We are 

available from 9am to 9pm, 7 days a week.

Newbury office: 01635 745055  
Windsor office: 01753 316115 
hello@kaicarterestates.com  
www.kaicarterestates.com 

Losing a loved one can be an incredibly difficult time, hampered 
by navigating paperwork and logistics. When relatives and friends 
live far away, the probate process and subsequent probate property 
sale can become even more cumbersome. 

With this in mind, Kai Carter Estates offer a Probate Property 
service to take as much of the strain away from executors and 
family as we can. 

Easing The Sales Process

PROBATE  
PROPERTIES

TLC WHEN YOU NEED IT 
Each client is different so we 
personalise our service according to 
your needs. This means taking the time 
to listen and understand your needs 
so we can tailor our service for you. 
If and when the stress starts to take 
hold, we’re always here to talk things 
through. We are on your side, always. 

We are recognised for our personal 
attention and value the trust we earn 
with our clients. 

Our core values are honesty, integrity 
and trust, on top of which we have 
built a platform of exceptional service 
and positive results so there will be 
no compromises when working with 

us at a time when these values matter 
perhaps more than ever. 

SERVICES OFFERED
We tailor our service according to your 
needs and can advise you on the best 
solution during a discovery meeting, call, 
zoom or email chat.

In many cases, a probate property is ‘sold 
as seen’. However, some sellers may wish 
to spruce the property a little in order to 
maximise the sale price. With this in mind 
we offer the following services:

Straight forward sale
If the property is ‘sold as seen’ we 
will work our magic using physical 
and/or virtual staging, along with 
professional photography and video to 
show the property to its best degree. 
See ‘Premium marketing for premium 
return’ below for more details on how 
we market properties. 

Preparing a property for sale
• Professional cleaning

• Gardening

• House clearing 

• Furniture donations to charity

• Packaging & shipping treasured items

A little more property TLC
In some cases, a property may require 
a little more attention. If required we 
can arrange remedial works e.g., minor 
repairs and repainting.

Connecting you  
with the right team
If you choose to opt for a straightforward 
sale service from us, we can recommend 
various property professionals who are 
exceptional in their respective fields be 
that probate, conveyancing, decorating, 
removals, etc. 

“Natalie was personal, caring, 
approachable, genuine but most of 
all a perfectionist and hard working! 
She was available for any questions, 
at any time and followed through 
with whomever was needed: 
buyers, lawyers, different agencies, 
mortgage advisors, packaging and 
removal companies, you name it she 
was successfully on the case!”

Samantha, Seller

“Natalie has been fantastic all 
the way through. She was always 
contactable, she’s dealt with 
everything herself personally. You’ve 
got the one point of contact... so you 
get the consistency and she knew 
absolutely everything there was to 
know about the house… it was really 
good from start to finish.”

Gill, Seller
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ABOUT  
KAI CARTER ESTATES
A carefully curated approach is needed when selling unique luxury homes. While 
properties are often treated as commodities, a luxury home needs a specialist approach. 
Expertise is needed to accurately value, optimally market and successfully negotiate the 
sale of unique luxury homes. 

At Kai Carter Estates, our focus is on finding the right buyer at the right price and 
facilitating a successful sale with minimal stress. Each house is assigned a dedicated 
agent who will work closely with both sellers and buyers. Our sellers and buyers are busy 
people who appreciate attention to detail and exceptional service so we go above and 
beyond to provide that.

An exceptional home needs 
exceptional marketing; it needs to be 
seen by the right people, and stand out 
from the crowd. Sellers have poured 
love and attention into their homes, 
and the marketing needs to show them 
off to their highest potential and reach 
the right people. Exceptional marketing 
is far more than putting snaps on a 
property portal and being patient.

Our marketing plans are customised 
for each unique home and our highly 
organised team ensures that everything 
we need to sell your home is in place. 
Come launch day, we are ready to 
manage enquiries, answer questions, 
and generate valuable viewings. This 
is essential to fuel the momentum as 
interest builds.

TAKING FULL ADVANTAGE OF 
SOCIAL MEDIA AND TARGETED 
MEDIA STREAMS 
Social media marketing is a crucial 
part of any holistic marking strategy, 

and is far more than simply posting 
an advertisement and expecting 
someone to reach out to buy. It is 
an exciting and highly effective way 
of reaching and interacting with 
potential buyers. The ability to reach 
buyers who will love a house, but 
had not considered the location is 
incredibly valuable, especially when 
dealing with exceptional homes. 
Many estate agencies have yet to 
adapt to this relatively new approach 
of marketing properties. 

TAILORED VIEWINGS 

The homes we sell have so much to 
offer and each buyer has a different 
wish list. We take time to get to know 
our buyers, and understand their 
needs and desires before booking 
a viewing. By tailoring viewings for 
each prospective buyer we can focus 
on what interests them and how the 
house will deliver what they want from 
their next home. 
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Natalie the owner of KaiCarter, 
is one of the few agents I have 
ever met who actually SELLS 
properties rather than waits in 
an office for punters to pass 
by... Her effort in understanding 
the property, designing and 
executing superb marketing, 
targetting the market and 
“seducing” contacts through 
to completion is almost unique. 
She takes on a few properties at 
a time which means that focus 
is uninterrupted and highly 
effective. Sold my apartment 
well and then my son’s after 3 
days... Expect emails at 05:30 
and phone calls on Sunday 
morning or Thursday evening at 
22:30! She is relentless – and it 
works – and gets the results!

Anthony, Berkshire

EXCEPTIONAL MARKETING 

NEGOTIATING STRONGLY
Worthwhile negotiation takes into 
account not just price but special 
conditions and timings. Agreeing the 
right balance of all these factors is 
critical to a successful sale.

WORKING WITH THE WHOLE TEAM 
TO COMPLETION
Selling a home and moving is a complex, 
sometimes emotional, process, with 
many parties involved. Having the right 
team in place makes all the difference.

For the sale of our property we 
chose Kai Carter Estates over 
traditional high street agents 
because of Natalie’s targeted 
approach to marketing. From 
profiling the likely buyers, to the 
impressive virtual staging and 
well produced sales brochure 
and video, to generating good 
interest largely through digital 
marketing, Natalie ensured we 
had a steady stream of viewings 
– both virtual and in-person – 
from serious potential buyers.

Nikki, Buckinghamshire

We, as your selling agent, play a central part in your team and 
see ourselves as the glue that holds the sale together. The 
importance of this can’t be underestimated. Any delays, or lack 
of communication, increase the chance of the sale falling through. 
By remaining involved right through to completion, we reduce the 
burden on the seller, can keep the process on track, and stop little 
niggles from turning into big issues.

I’m so grateful to have put my trust 
into Natalie and Kai Carter and 
decided to change estate agent. 
She made the sale happen and in 
time for the Stamp Duty Holiday! 
Natalie is on top of the numbers, 
she beautifully curated the 
brochure, she was fantastic with all 
the viewers and she was there all 
the way through post sale!

Capable, knowledgeable, 
enthusiast, genuine and an 
absolute STAR!

Highly recommended.

THANK YOU Natalie I couldn’t 
have done it without you, you 
truly made a difference. I know 
where to go when I sell next :-)

Samantha, Berkshire

SUPPORTING THE COMMUNITY
We are actively involved with the 
Rotary clubs of Windsor St George 
and Newbury Phoenix, organising 
events for our community, and raising 
funds to support local charities.

SUPPORTING LOCAL BUSINESSES
We are big advocates of our 
wonderful small business community. 
We actively use and promote local 
businesses; buying supplies and 

services locally and promoting 
independent businesses alongside 
the properties and communities 
we represent. Around 90% of our 
suppliers are local to our Newbury 
and Windsor offices.

SUPPORTING THE ENVIRONMENT

Our marketing materials are 
recyclable, and our branded goods 
are high quality, designed for long-
term use. 

COMMUNITY & THE ENVIRONMENT
Community is at the very heart of what we do; 
its what makes a house a home.

50 51



TIME BEFORE 
MOVE

ACTION

4 WEEKS Research removals options (and storage if necessary)

Prepare to change your address by creating a list

Choose and enrol in schools

1 TO 4 WEEKS Sell unwanted items and furniture

Buy packing materials

Start packing non-essentials

2 WEEKS Select home insurance

Choose new broadband, phone & TV providers

Arrange for mail to be redirected

AFTER 
EXCHANGE

Confirm moving date

Send change of address notifications

Pack

Inform utilities and service providers

Arrange child & pet care

Organise food & drink – use up what you can and set aside moving day food and snacks

Disassemble furniture and begin to unplug TVs, stereos, computers etc.

Remove pictures & hooks

Book handyman

3 DAYS Designate a box for essentials – medication, toiletries, chargers, kettle, cups, cleaning 
supplies, big bags

MOVING DAY Clean the house

Make a home – assemble beds, hook up TV, curtains up, champagne!

AFTER YOU’VE 
MOVED IN

Safety & access check

Complete your change of address & utility/services set up

Put down roots – meet the neighbours and join local groups

HOUSE MOVE CHECKLIST
Moving house is one of life’s most stressful events, so it’s worth investing 
time in planning to not only reduce this stress but also make sure 
important milestones and actions are achieved. 

This checklist covers the key actions for a smooth move and when to  
tackle them. To download a full list, click on the QR code or visit  
www.kaicarterestates.com/insights
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RECENTLY SOLD 
HOMES

Kidmore End, Oxfordshire

Sunninghill, Berkshire

Sunninghill, Berkshire



5554

Baughurst, Hampshire

Brightwalton, Berkshire Windsor, Berkshire North Moreton, Oxfordshire

East Ilsley, Berkshire

Church Crookham, Hampshire



To request your own copy email us or scan here.

Windsor office: 01753 316115
Newbury office: 01635 745055

hello@kaicarterestates.com
www.kaicarterestates.com
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