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A

fter the sparkle and
promise of the new year
has started to wane,
February feels a bit drab. It’s
still dark, it’s still cold and there
doesn’t yet seem like there’s a
light at the end of the tunnel.
(Apart from Dry January finally
being over!)
It was for these exact reasons that we
decided to focus on some particularly
inspiring stories this month.
Within the property industry, there
always seem to be more and more
people who have way more experience
than we do. But lest we forget, everyone
started somewhere. So when the YPN
team sat down to plan this issue, our
main criteria was to find people who
had only been investing in property
for a maximum of two years — thus
still qualifying them as “new” to the
community.
The four investors featured in our lead
are incredible individuals who have
achieved so much within that short
time. They have utilised strategies such
as rent-to-rent, HMOs, sourcing and
flips, and each have overcome their
own challenges.
We hope that you’re as inspired by
these up-and-comers as we are, and as
always, we wish you the best on your
own investment ventures!

Angharad and Raj
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Developing multiple streams

of property income

step by step from the ground up
Interview and words - Raj Beri

W

orking from the ground up,
Scott Williams has learned
by trial and error but kept
a positive mindset and continued
to develop. As a young person
and fairly new to property, he
has continued to explore which
sectors of property he wants to
be involved in. In this interview,
he provides a candid account
of the challenges he has faced
with self-doubt and confidence,
but how he has continued
to develop multiple property
businesses which should be an
inspiration to all budding “newbies”.

My first entry into property as an
apprentice was complete luck but I am
a big believer in creating one’s own
luck. I was fortunate in that my
employer was only a few years
older than me and mentored me
on running a business, money
management and property
investing. Those early stages
have been beneficial to my
journey and have defined the
way I have developed over the
years.

YPN: Tell us more about yourself and
about the type of things you tried as you
joined the ranks of the world of work.
Scott: Before I got into property, I went
through school and then onto sixth form,
the latter probably for the social side as a lot
of my friends were going and I just tagged
along. Unfortunately, I was expelled due to
bad grades, so I decided to attend college
and do BTEC Sport with aspirations to go to
America through a scholarship. That never
materialised but I did get to America on the
Camp America scheme and it gave me a
chance to think about my future. A lot of my
college friends went on to university but I
really wanted to earn money and experience
real life.

On returning from America, I explored
the government website to look for
apprenticeship opportunities. During
an interview for a property developer
apprentice, I literally offered to work for free
just to gain some experience and I was able
to secure the job offer through applying my
initiative. My mentality has always been to
try and go that extra mile, which worked for
me during my apprenticeship interview and
has continued to work for me.

I was mainly hired as cheap labour
but the two business partners of
the company fell out, so I had to step
up to become a kind of site manager! I
had no idea what I was doing but having
been accelerated into the role, it was a case
of sink or swim. Apart from supervising,
my other roles were to keep the work
progressing, so I did block work, brickwork,
joinery and was a gofer. I did this role for
around nine months but eventually got
to a point where I wasn’t really learning
anything, the future outlook was bleak and
the monetary reward at £3.30/hour was
dismal. I was working very long hours for
no extra pay and eventually started to feel
undervalued, so left.
The whole period of being an apprentice
was a strange one. On the one hand, I felt
undervalued but on the other hand, I actually
learned an incredible amount, and this has
helped me during my property journey. The
level of responsibility I was given has helped
me to grow my confidence and develop
much, much quicker having been thrown in
at the deep end.
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Due to the ongoing range of mixed emotions,
it was really difficult for me to stay focused
and on track as I had no gauge of whether
my actions would lead to success. I would lie
awake at night thinking: “This is not working;
I need to change career and perhaps just go
back to a normal job?” So, self-doubt was
a constant companion. Thankfully, I have
really supportive parents who were there to
advise and support me and put things into
perspective. I started to read a lot about
mindset and about successful people and
developed a belief that “if they can do it, so
can I.” My admission to reading is strange for
someone who hardly read anything whilst at
secondary school!
After I left the apprentice role, the only
source of income I had was a sideline eBay
business where I essentially sold items for
other people and took 20% commission. The
business wasn’t riveting and self-doubt was
creeping back once again, but reading The
Rrichest Man In Babylon sparked the flame
again. I started delivering leaflets promoting
my eBay business and met someone on their
driveway who turned out to have an incredible
business as an Amazon reseller. He invited
me into his office for a chat and that led to a
job opportunity. That incident has been the
biggest lesson in my life, ie you need to turn
up and just do things (take action) because
opportunities will arise. I worked as an
assistant buyer for around six-seven months
but it wasn’t really for me as I enjoy interacting
with people rather than being stuck in an
office.

Case study
Marsh Green Road
This was a flip project in Sandbach,
Cheshire. This project was purchased
into a Limited Company solely owned
by the investor. We then had a deed
of trust written up stating any uplift in
value would be split 50/50 on the exit.
Purchase Price

£145,000

Refurb

£23,220

Costs

£7,463

Total costs

£175,683

Resale

£215,000

Profit

£39,317

Project duration

6 months

YPN: What reignited the interest		
in property?
Scott: In my office job, all I ever talked about
was “the property market’s doing this, the
property market’s doing that.” This made me
realise that the property sector held the most
interest for me and I managed to secure a job
as a property lettings negotiator. The scope of
the job was limited and I wanted to achieve so
much more so almost immediately, I started
looking at taking on a franchise business. I
didn’t pursue this route but learnt a lot about
the whole franchise model which will be
useful as one of our plans is to franchise
our lettings business. The whole franchise
episode was another lesson in that any skills
you acquire today may prove useful later.
There have been pivotal times in my life where
certain things have happened and that’s been
the driver for me to achieve my goals, which
are to become financially free and create
amazing businesses. A huge motivator for me
has been seeing my parents go through rough
periods, but then to put the work and effort
in and develop successful businesses. I have
lived through that process and it has helped
me develop a hunger to be successful.
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My main driver for becoming a property
investor was to create a passive income but
let’s put things into perspective and share
the actions I took. Whilst I was working as
an apprentice, I had bought a BMW which
I absolutely loved. Firstly, I sold the BMW
and bought a cheap run-around and then I
started living really frugally to save as much
money as possible. To earn even more
money, I approached the letting agent to see
if I could do any extra work eg gardening or
maintenance. When nothing materialised,
I used my savings to train as a Domestic
Energy Assessor (DEA), doing EPCs which I
continued to do until recently. The DEA role
also taught me a huge amount about selfemployment and about marketing myself
and developing relationships in order to
secure work.
At that time, I also reached out to my old
boss who offered to pay me a finder’s fee
if I could locate decent properties for him.
I decided to explore the property sourcing
concept further and contacted the director
of a local HMO letting agent on LinkedIn
who I knew through networking — he
suggested we meet up and this led to a
full-time position. So, I ended up working full
time Monday - Friday for the letting agent
but continued working as a DEA. I also
did gardening work and started running a
photo booth on the weekends. That was
pretty much my life for three-four months by
which time I had had enough and wanted to
explore how I could buy property.

Matt had started investing in property and
had just bought a three-bedroom terrace
property that he wanted to convert into
an HMO. Obviously, I had a bit of HMO
knowledge so ended up providing him
free advice on what he could do with his
purchase. That initial conversation started to
develop and we ended up in partnership and
the Amplo brand was born. Both of us knew
our locality so it was easy to decide where
to invest but we were undecided about the
strategy(ies) we would deploy.
Somewhat unusually and perhaps thinking
more like opportunists, we viewed many
properties and made a lot of offers – our
thinking was that if anything was accepted,
we would then figure out what to do with
the house. Our initial focus was to generate
cashflow but only through small HMOs
(mini-mos) as they would give us the best
flexibility to convert back to BTLs if the need
ever arose. Although we had confidence
and I understood the property market, we
were still novices in the whole property
investing cycle from buying a good deal to
the refurbishments.

I started looking for a suitable deal in
January 2019 and securing the first one
took six months. I think I must have viewed
almost 100 properties and offered on 75 of
them. Most offers were rejected but I built
up brilliant relationships with the agents, and
they all knew that Scott would be making
ridiculous offers. As with most things, I
got on really well with some agents and
not so well with others. The benefit of this
experience is that agents now call me if
they think that a property will fit my criteria
and I believe that if you are open with them
and have integrity, relationships can be
readily built.

At times, I felt that I was missing out but my
philosophy has been to put the hard work
in now so that later, I will have more time to
spend with family and friends. Having said
that, my progress hasn’t come without tears,
criticism, losing friends and lots of other
sacrifices along the way.
For me, it’s never been about making lots of
money but more about the type of person
you become in creating this wealth. I don’t
believe anyone can cheat the process as
it takes time, education, and experience to
make progress and I always say to people:
“It doesn’t matter when you start, you just
have to start.”
YPN: What gave you further
encouragement to become a property
investor?
Scott: The key moment for me was when I
figured out that I didn’t need my own money
to invest in property and could do it via a
JV or a loan. Without a concrete plan in
place, I left my job with around £20,000 in
savings which could support me for around
12 months. During that time, I started to do
everything I could to generate opportunity
and through networking, I met my (now)
business partner Matt, who had already
been successful in affiliate marketing.
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Case study
Rigg Street

This was a two bedroom house that
was converted into a four-bed HMO,
with 1 bathroom and seperate WC.

Property Acquisition/Development
Purchase Price		

£57,000

Mortgage/remortgage

£39,900

(Loan amount)			
Cash in		

£17,100

Renovation		£34,765
Furnishing		
£4,000
Buying costs (Ltd company) £8,550
Planning cost		

£300

Estimated end value		

£110,000

New remortgage (75% LTV)

£82,500

Cash left in (after refinance) £21,000

Rental Data
Monthly rental income

£1,325

Mortgage interest payments 3.59%
Monthly mortage amount

£255.33

Monthly running costs

£416.11

(insurance, maintenance etc)

Net monthly cashflow

£653.56

Gross yield (%)		

14.45%

Net yield (%)		

7.12%

Return on investment (ROI) 37%
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After lots of viewings, we finally agreed to buy a threebedroom terrace for £65,000. Had we not bought the
property at a great price, we would have been in real
trouble financially due to the problems we had with the
builder. During this whole house hunting period, I was
not earning money and to make matters worse, we failed
miserably at our first refurb. We had no specification,
no schedule and pretty much ended up just getting a
builder’s quote and hoping for the best. Most of the
ensuing problems were our fault and we made a lot of
mistakes, because we kept changing the specification
and arguing about the cost with the builder. However,
the reality is that without mistakes you’re not going to
learn, develop or grow. Personally, the only time that I’ve
learnt and grown is when I’ve made mistakes but taken
responsibility for them.
YPN: How have your property businesses evolved in
the last few years?
Scott: Having learnt from our initial mistakes, we
appreciated that we needed to improve but nevertheless,
we started looking for deals and to approach investors.
We were very transparent regarding the successes and
failures we had had to that point and in this way, we
built trust and managed to do two flips with separate
investors.
The beauty of flips is that they’re clean and
straightforward with no long-term JV arrangements.
The profits from the flips were reinvested into building
our portfolio. One of the flips is probably my favourite
because (a) it was a beautiful house which I could have
lived in myself (emotional attachment) and (b) it was
structured creatively and bought into the investor’s
company via a Deed of Trust. It was a probate property
on the market for £185,000 and I made a typical Scott
Williams offer of £ 145,000, which was accepted. It
required a fairly light refurbishment and we sold it for
£210K for a tidy profit.
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We will continue to do
flips post-COVID because
I do love that side of the
business and doing deals
with other people’s money
is pretty exciting. So far,
the profits have been
ploughed into purchasing
long-term holds and
we currently have three
HMOs. However, one
is being sold because
we now have other
businesses that are cash
flowing and we want to
build a more streamlined
portfolio which is not
overleveraged, so some
of the mortgages will be
switched to repayment.
I have always considered
myself as an ideas
man and I am always
exploring ways to start
a new business or grow
the current business to
increase profits. That’s
how our lettings business
started. I have had first-hand experience
in property lettings and have seen how
letting agents operate. I knew there was
opportunity to improve this sector but my
hang-up was that I didn’t really like any
aspect of lettings. I didn’t like managing
tenants or managing properties. Thankfully, I
reconnected with Zoe, who I have grown up
with and in her I saw the same hunger and
passion that I have, so I suggested that we
should work together.
We decided that running a lettings business
together made the most sense so as from
January 2020, Amplo Lettings was born.
We now manage around 68 units including
HMO rooms and BTLs and it has grown
to a size where we are now recruiting an
apprentice. We are obviously entering a
competitive space but our business is built
on brand strength and efficiency through
technology – no disrespect but much of
our competition are dinosaurs.
Using strong input from Zoe, who is a
whizz kid at technology, we are building a
modern lettings business that attracts a
certain clientele rather than the old-school
landlord. Using technology for the lettings
and having a good understanding of the
property investment market also helps with
the reach of our brand. We work a lot with
London investors who want no hassle and
just want to entrust their investment to a
good property management agent based
in Crewe.

top tips
1
2

Develop integrity and trust and
build relationships with people on
that basis by having a long-term
view and always thinking ahead.
Always be a sponge for
knowledge. Speak to people who
are doing what you want to do
because people in the property world
love sharing. Get some education –
in my case I wanted knowledge and
accountability and networking, so I
enrolled on a 12-month mentoring
programme.

3

Be patient, keep going, trust the
process and take action. If you
combine tip 1 with tip 3, the
opportunities are sure to follow.

YPN: Where are your businesses heading
in the next few years?

something we could set up and also felt that
none of the potential competition was using
modern/efficient approaches. In a way,
it was the same type of blueprint we had
already adopted for the lettings business.
We have been working very hard behind
the scenes but Amplo Leasing (the
furniture finance business) is growing very
quickly through marketing, promotion and
networking. Finally, bringing us right up
to date, in November 2020 we went into
business with our mortgage broker to form
Amplo Commercial Finance. Obviously, he
brings his expert financial knowledge to the
table and we are providing support through
marketing and business development.
Developing modern approaches to these
businesses has been key, but I never forget
that building people relationships is also
paramount. We have a good mix in the team
but even at 24, I am a bit old school (for
someone who is a so-called millennial) as
far as technology is concerned and I tend
to focus on my strengths around building
relationships.

Scott: We understood from an early stage
that just investing in property wasn’t
likely to generate the sort of income we
desired or build the type of businesses we
wanted. We have always been looking for
a service business
and previously, we
leased furniture for
one of our HMOs.
We felt that this type
Email
scott@amplogroup.co.uk
of business was
Facebook https://www.facebook.com/AmploScott

CLICK HERE LISTEN TO
THE FULL INTERVIEW

Contact

Instagram

www.instagram.com/scottluiswilliams

LinkedIn

www.linkedin.com/scottluiswilliams
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how one
young woman
achieved it
Interview and words: Angharad Owen

22-year-old Evie Stockford began investing
in property when she was 19. Using the
rent-to-rent strategy, she has built a
portfolio of HMOs and SAs in Oxford — a
challenging area for investors due to the
high property prices — and now has a
turnover of over six figures. Read on to find
out her story and how she has overcome
her own perceived limitations to become a
successful businesswoman.

Before property

Picking a strategy

I always wanted to own my own business,
but I never really knew what I wanted to do.
When I was younger, I would put together
business plans and present them to my
parents, and at 17 I started a clothing line
while I was still at college. To be honest, it
wasn’t well thought out and I soon realised it
wasn’t my passion, so it didn’t last very long.
I had looked into other options, and liked the
idea of BTLs but the thought of saving the
capital was daunting. It would have taken a
lot of time and hard work, especially at 19
when I wasn’t being paid an amazing salary
and my partner and I were saving for our first
house at the time.
Although I hadn’t explored property fully,
my partner found Paul Preston’s seminar
advertised on Facebook. It was free, so we
decided to go. On the seminar, I learned
about rent-to-rent, having never heard of the

Rent-to-rent was an attractive strategy
because it didn’t need a lot of capital to begin
with. The only initial upfront costs were for
a deposit and furniture, which wasn’t nearly
as much as I’d need for a mortgage deposit.
I thought it was a good way to get in, make
some good cash flow, to save money and
eventually buy some BTLs. My main goal is
to have a large portfolio in Oxford.
strategy before, and it all went from there.
Three months later, in April 2018, I got my
first deal.

“Looking back, it’s weird how it all
happened because it was quite out
of character for me. It seemed that
everything happened by accident but
it all fitted together nicely.”

I started with rent-to-rent HMOs, because
I thought they sounded a little easier than
SA, and nowhere near as intimidating. I
concentrated on them for the first year, and
I then met someone at the Oxford pin who
focused on rent-to-rent SA in Oxford. We
connected and she gave me the confidence
to move forward with SA, which I will forever
be grateful for as this is now my favourite
strategy. I only wish that I had started
sooner.
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Growing up in Oxford means that I know
the city well. Although I now live in Dorset,
my family still live there and I visit regularly.
I’m able to do most of the day-to-day
management from my phone, but I will do
inspections and more of the physical work
when I’m in the area.

My first deal
My first deal, which was a rent-to-rent
HMO, was found via an estate agent. I
had no references, no guarantors and no
experience, and they thought I would be
a huge risk to the landlord.
As a result, I had to pay six months’ rent
upfront as well as the deposit. This was
my entire life savings! My partner and
I had been saving for a house — I had
saved almost everything I had earned
since leaving college at 18.
Now that I have more knowledge and
experience, I probably wouldn’t go for
this specific deal. But back then I was
naive and I also had the courage and
determination to succeed. I’m grateful
that I did push through and it worked
out well.

Case Study

Hobson Road NORTH Oxford
This was my first rent-to-rent SA. It was
an interesting and stressful experience,
but I put it down to the fact that it was
my first. I had done a lot of research
about SA and met a lot of people who
were also doing it, so I felt as though
I knew what I was doing. But putting
theory into practice is intimidating.
I took over the unfurnished three-bed
property in the summer of 2019. Not
only was it my first SA, but it was
the first time I’d needed to furnish
somewhere. Previously, my rent-to-rent
HMOs were already furnished, so I’d
only had to introduce small things like
cushions and flowers. It was exciting to
put my own stamp on it!
I ended up trying to sort out all the
furniture within one week, and it got
quite messy. I probably should have
planned it a little better. It took a further
two weeks to complete, and luckily, the
landlord agreed to a rent-free period for
that time, which took away a bit of the
pressure.

Type of property

Semi-detached,
three-bedroom
house

Deposit and
upfront costs

£10,000 on
furniture. £2,125
deposit (Returned
at the end of the
tenancy)

Monthly
payments agreed

£700pcm on rent

Funding method

Savings

Deposit paid

£2,125

Amount of funding

£12,125

Total money in

£12,215

Personal money in

£12,215

Duration of project

Took around 2
weeks to complete,
we were given a
two-week rent-free
period to get the
property set up

VALUATION & INCOME
Monthly
income

Fully occupied at 100%
occupancy rate = £4,500 net
profit. Profit £2,400pcm

Monthly costs

Around £400 in bills, mostly
taken up by the council tax.
Totals: £2,100pcm

Net monthly
cash flow

£4,500 take off bills and
rental payments £2,400 if
fully occupied at £150pn

% Return on
money left in

Over a 3-year period at
100% occupancy this would
be 613% with an
annual of 204%
Over a 3-year period at 70%
occupancy this would be
212% with an annual of 70%

In total, I spent £10,000 on furniture.
I really didn’t need to do that at
all, but I went a bit overboard
because I was excited. I enjoyed the
furnishing process, as I’ve always
been quite interested in interiors.
Also, arranging photoshoots and
preparing the Airbnb adverts
were new to me, and I wanted the
property to look its best. It’s still my
favourite property.
Lessons: As I’ve secured more SA
units, I’ve learned to plan the timings
of deliveries better. If something is
getting delivered, I’ll make sure that
I’m there. I also didn’t need to spend
as much as I did on furniture. While
my other units may not look as
nice, they perform just as well. But
it was a learning curve and it’s now
something I know I don’t need to do.
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Case Study

My typical property

Silver Greys Headington, Oxford
Type of property

Detached, fivebedroom house

Upfront costs

Deposit only which was
£2,937 (Returned at the
end of the tenancy)

Monthly payments
agreed

£2,350pcm on rent

Funding method

Savings

Deposit paid

£2,937

Amount of funding

£2,937

Total money in

£2,937

Personal money in

£2,937

Compared to what else is on the
market in Oxford, this property
really stood out. And because it
was newly refurbished, I probably
won’t have to spend anything on
the property for the duration of
my tenancy. The rooms rented
out so easily that there’s hardly
any management at all. It works
well and it earns around £650 per
month. Although it’s not the biggest
earner, it’s a very steady income.
Lessons: I probably could have
found better deals with cheaper
rents, but I would have had to put
a lot more effort, money and work
into them. My return on the time I
put into the property wouldn’t be so
great. Whereas for this property, I
do the bare minimum and I’m still
getting a good return. It’s a balance
I’m willing to compromise on.

This is a five-bed HMO in Oxford near
to one of the main hospitals. As you
can see from the numbers, the rent to
the landlord is really high.
Rent is high in Oxford anyway, but this
one is of a very good standard and
the landlord could easily get a much
higher rent than what I’m paying. I
couldn’t negotiate it down any further.
The property was newly refurbished
before I took it on, and the rooms are
beautiful so getting tenants was easy.
I started advertising a week before
I picked up the keys, and within that
time I had five tenants who had paid
deposits and were waiting to move in.

VALUATION & INCOME
Monthly income

Fully occupied £3,500 net
profit. Profit £650pcm

If HMO, bills inc?

Yes, all bills are included.
This includes: WIFI,
Water, Gas, Electric,
TV License, Council Tax
and a bi-weekly clean

Monthly costs

Around £500 in bills and
£2,350 in rent. Totals:
£2,850pcm

Net monthly
cash flow

£3,500 take off bills and
rental payments £650 if
fully occupied

% Return on
money left in

Over a 3-year period with
no voids this would be
697% with an annual of
232.03%

For HMOs, I look for properties with
between four and six bedrooms, with five
or six bedrooms yielding the best profits.
While some investors love to have more
rooms, I don’t tend to look at larger
HMOs. I’ve found that tenants often
don’t want to share a house with a lot of
other people, so four to six bedrooms is
usually a happy medium.
SA units tend to have less of a structured
criteria. I have a few one-beds and the
biggest I have is a three-bed. I’d say that
two or three-bed properties work best,
because you can fit more people in.
They often appeal to a larger audience
and you can usually achieve a higher
nightly rate.
I learned all this by speaking to other
people who had done rent-to-rent HMOs
and SA. Facebook groups and YouTube
were beyond helpful! People were more
than happy to share what had worked for
them, what mistakes they had made and
offered a lot of advice.

Tenants
For my HMOs, I target young professionals.
We have a lot of tenants who work for the
NHS, as there are some quite big hospitals
in Oxford. There is also a big BMW factory,
where a lot of them work too.
I think I’ve been lucky with my tenants.
Although most are older than me, I’ve never
seen this as a problem. I try to portray a
professional image in the the way I come
across on emails or speak on the phone, and I
think that’s helped to build our relationship.
Being young has helped on a more personal
level as well. While I obviously have a
professional side, I’m relatable because I’m
close to their age. Tenants feel they can talk
to me and that I’m approachable, compared to
staff members in a large lettings agency. But
I have made sure to maintain boundaries by
not being too friendly or becoming someone
they think they can manipulate because I’m
younger than them.
I put that message out there and laid the
ground rules from the beginning. From the
start of their tenancies, I was clear on how the
relationship would work and what they could
expect from me and vice versa. Some tenants
will try their luck when they first move in, but
as long as you react in a professional manner,
then you can create a good relationship.
Although I think it’s worked in my favour, I still
feel sometimes like I had to prove myself
to them!
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Being young and in property
I’ve always felt like I was a bit different,
in that unlike many other people my
age, I just didn’t want to go out partying
or to weekend events. But property can
be lonely, and sometimes I feel as if I’m
missing out and that I have grown up
too fast, as most people my age are still
at university. However I have achieved
everything I’ve ever wanted and I wouldn’t
change it for the world.

Achieving my freedom
When I started doing rent-to-rent, I was
working full time as a financial assistant.
All my evenings and weekends were spent
on property and building the business. I
eventually transitioned to working three days
a week, which meant I had two extra days
to work on rent-to-rent. In November 2019, I
was able to leave my job and I am officially in
property full time. It’s been great!
I have always wanted to work for myself
rather than for somebody else. I was working
on property alongside my job, and I knew
for certain that I didn’t want to carry on with
that job forever. When I achieved my goal
of becoming my own boss, it was amazing.
I’m expanding and potentially moving into
different areas of property investing. At the
moment, I only have rent-to-rent, but I would
like to look at BRR and BTLs. I feel as though I
have more options now that I’m full time.
I don’t think I’ll ever give up doing rent-to-rent,
but I want to diversify so I don’t solely depend
on this strategy. Going forward, if a good rentto-rent opportunity were to arise, I’d definitely
consider it, but I don’t want to actively search
for these deals as much as I have done.

Covid-19
My HMOs fared well throughout the
pandemic, to be honest. We had a few
tenants who were furloughed or made
redundant and needed a payment plan
to pay their rent, but it’s not been a huge
problem.
SA, however, was a bit more tricky. I
usually focus on holiday lets, but I had
to diversify and put in contractors and
other people who needed short-term
accommodation, like people between
house moves. While I was still able to
cover the costs, it meant that I wasn’t
able to make as much profit as I’d like.
I’m very much looking forward to going
back to normal!

I’ve met other property people at
networking meetings, and as a result,
most of my friends are older than me.
But we have the same interests and
passions so have a lot in common.

Challenges
Being young, I have felt that some people
don’t take me seriously. I’ve walked into
meetings with landlords and estate agents
who don’t think that I own my company. They
didn’t understand what I wanted to do and
some even laughed at me. I have to explain
that I do have experience and will always
provide examples of the properties I manage.
It’s been a big obstacle and I’ve found it quite
difficult to prove myself in that way.

Learnings and advice
The biggest lesson I had to learn was to be
confident, and that I could do anything I put
my mind to. I’m a strong believer in thinking
that if you can do it, then you will do it and
that you can achieve anything you mind to,
no matter how big or small. And of course,
having the determination to make sure you
follow that through.
To anyone who is just starting out — just
keep going. Do all the research you can, and
utilise YouTube and Facebook by asking as
many questions as you can. Don’t be afraid
of taking advantage of someone else’s
knowledge; they know what they’re doing
because they’ve done it before. There’s no
harm in asking.
Finally, keep putting in the time and effort if
you want to be successful. Work on it over
the weekends or in the evenings when you
might be tired. Prioritising your business and
what you want may not be easy, but it’ll be
worth it in the end.

I used to struggle with confidence, and was
quite shy before I started my business. I’m
a completely different person today to who I
was two years ago though. Taking one thing
at a time and overcoming the small hurdles —
like the first time I ever met a landlord, or the
first time I had to explain what I wanted to do
— has helped me overcome my shyness.

Looking forward

When I met a landlord for the first time, I
wouldn’t say I played it up, but I did pretend
to be more confident than I was. Thankfully I
already had one property under my belt, but I
honed in on the things I had learned on Paul
Preston’s seminar and on YouTube videos.
I had really researched the HMO licensing
that Oxford required, so that knowledge was
helpful too.

Plus, after moving into our own home last
November, I am now fortunate enough to
have enough capital for a BRR or a BTL. I’ve
been speaking to a lot of mortgage advisors
and brokers, and I’m starting to explore my
options and understand what I can get for the
amount I have saved. I’m just seeing what’s
out there!

While it obviously all depends on the
coronavirus situation, this year I hope to
expand on the rent-to-rent SA side of the
business. I have also met a landlord who is
looking to give me a few HMOs on a rent-torent basis, so that will be exciting.

Of course, I still need to do a lot more
research, and I’ve been doing a lot of reading
about it. I would like to meet people who have
been there and done it so I can speak to them
about their experiences, and might even see
if there are any courses. I’m excited about
starting to explore it and hopefully, I’ll have
one by the end of the year.

GET IN TOUCH
Website:

www.thatpropertygirlevie.com

Email:

office@pegasusestate.co.uk

Facebook: Evie Stockford
Instagram: @eviestockford
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A Perfect Start
Building a Business from Entry Level Investments
Interview and words - Jayne Owen

T

echnically speaking Peter
Williams does not quite fit the
bill of “new” investor as defined
within this feature. He’s been in
the property game for the best part of six
years and started a sourcing and project
management business with his business
partner three years ago. Yet while he has
accumulated stacks of experience he’s
still only in the early stages of investing
in his own right.
What makes Peter’s property story
particularly interesting is that he’s
achieved all this by the age of 25. In
my book, that’s pretty good going. And
because their sourcing business, Elite
Property Sourcing, targets single family
rental houses in the Welsh Valleys, their
deals are a great example of entry level
property investments that are perfect for
new investors.

Park Road, Treorchy: A case study
Treorchy in Rhondda Cynon Taf is
one of those places that is a good
solid bread-and-butter rental area
for investors and landlords. You
can still buy houses at reasonable
prices (although they are
increasing) and there is plenty of
demand for family homes to rent.
Peter picks up the story …

Purchase
“I found this end-of-terrace
property on Rightmove,
on the market with a local
agent. It was purchased for
and funded by an investor
with whom I have a very
good relationship. He has
done multiple deals and
projects with us before.”

Purchase price
(cash purchase):

£58,000
Open market value:

£65,000
Stamp duty:

£1,740
Legal costs:

£850

In this article, Peter		
talks through one
of their recent
investment deals
sourced for an
investor and also
explains what
motivated him
to get involved
in property
at such an
early age.

Works
“It is a large house over three storeys. There
are three bedrooms on the top floor, a large
lounge in the middle floor and kitchen and
bathroom on the bottom floor.
On the surface, it didn’t seem like the
property needed that much work doing to it.
It was structurally sound and the previous
owners had installed a combi boiler three
years earlier.
“However, it turned out that it needed to
replastering throughout, all the windows
and doors had to be replaced and a new
bathroom and kitchen installed. The existing
bathroom was an awful green colour – just
have a look at the case study photos!
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“We did consider the possibility of installing
a bathroom on the top floor but eventually
decided against it. In this area of the
Valleys, downstairs bathrooms are normal,
and making one bedroom really small or
losing it completely wouldn’t have made
financial sense.
“Being able to make a judgement call like
this is one of the benefits from my time
working as an estate agent. You get to
know and understand the housing stock
and people’s expectations really well. You
also build on the experience that you gain
from working on previous projects. Putting
a bathroom in upstairs wouldn’t have given
us back out what we put into it in financial
terms, so instead we spent a bit more on
making the house look really nice.
“For a refurb the costs were quite high,
but being a large house it took a lot of
materials and a lot of hours to paint,
decorate and lay the flooring. And the
kitchen is one of the nicest we’ve put in
any house so far.”

Revaluation
“The biggest issue we had with this
project was that it got caught up in the
Covid-19 lockdown. Work started in
January 2020 and fortunately we got
most of the work done in the early weeks
of the year. By the time we went into
lockdown we were 85% complete but it
did slow things down and pushed us back
another two months. At least we didn’t
have to carry any finance costs.
“Despite that, this was a really good deal
and I’m delighted with the revaluation
figures. They exceeded our expectations,
which was amazing.”
Post works valuation:

£120,000

Remortgage @ 75% LTV:

£90,000

Mortgage rate:		3.59%
Money back out of deal:

£2,762

“Outside, we scraped back and repainted all
the window reveals. The garden was also a
lot of work – it was a jungle and you could
barely stand up in it – and an asbestos
shed had to be professionally removed. We
flattened and overhauled the garden and it
looks so much better now. The tenant and
the investor are both over the moon.
Total build costs:

£26,648

Total money in:

£87,238

Monthly rental figures
“The investor who bought the property could
have sold it on and made a decent profit but his
strategy is to buy and hold so he was perfectly
happy to remortgage it and rent it out.
“As he got some money back out of the deal,
you could say that he got paid to buy the house.
If I could find one of these a month for myself I
would be a very rich man!”
Rental income:		

£595

Mortgage payment:		

£269.25

Insurance:		
£15
Management fee @ 10%:

£59.50

Net cash flow:		

£251.25

ROI:		
Unlimited
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Getting started
in property
Peter’s property story starts in estate
agency back in 2015. He was drawn to a
career in this field because his father was a
professional landlord and he was surrounded
by property while growing up.
Working first as a sales negotiator before
becoming a valuer, Peter’s days in estate
agency were to provide valuable experience.
One of the most important things he learned
was to exercise a degree of caution when
considering a project. He saw that people
with a construction background were better
equipped to spot problems and less likely
to bite off more than they could chew. He
explains: “If you don’t recognise problems
quickly and then buy a property that has big
issues, that’s where you can come undone. I
learned early on that you needed to know what
you were getting yourself into.”
While he didn’t have construction experience
to draw on, Peter had completed a three-year
apprenticeship as a bench joiner immediately
after leaving school. His knowledge of the
tools was enough to enable him to spot what
might need updating in a property and give
potential buyers a very rough estimate of
costs. This, he found, helped when it came to
selling a property.
His role and experience as an estate
agent ultimately led to a former colleague
approaching him in 2018 with a proposal
for starting a sourcing business. To Peter,
this seemed like a no-brainer. “We had seen
so many people coming through our estate
agency branch buying investment properties
then renting them out with us and making
a decent amount of money. We knew the
formula worked. We just needed to get out
there and start doing it.”
This proposal was the impetus he needed
to make the move into starting his own
business. He had a little money behind him
after some successful side-hustle trading on
the cryptocurrency markets, so the timing
was ideal.
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Property sourcing
Before jumping in blindly however, Peter and his new
business partner took the time to talk to investors at
networking events to find out exactly what they wanted.
“We had our eye on properties in the Valleys because of
their low asking prices and high rents. They offered a
better yield then you could get in most places in the UK.
Not only that, we saw that South Wales would be on the
rise because of the plans to drop the Severn Bridge toll
and because of the infrastructure projects in those areas.”
When they showed people at the networking events
examples of what was available, demand was
unquestionable. Their sourcing business was born.
The next step was to match up a pipeline of properties
with a list of people who wanted to buy. “We started by
identifying a few properties on Rightmove that looked
like they needed some work. Then we would view and
take photos, and I would price up the work based on my
knowledge and on the experience of a contact from my
apprenticeship days who had become a contractor with
his own team. I often took him with me on viewings, and
together we would compile an estimate for the work that
needed to be done.
“When we were confident of the purchase price, the refurb
cost and how much it would rent for, we then knew exactly
how much we would have to put in and how much we
could get back out. From those figures, we were able to
create an investment package. We took these packages
to networking events in London and the South East and
that’s how we started to build our investor mailing list.”

With some momentum behind them, they posted details of deals
on their website and social media pages, and they continue to
get three or four people per day joining the mailing list.
The question of “which comes first – the deal or the investor?”
is a delicate balancing act for every sourcer. On reflection, Peter
concludes: “find the property first and the money will follow.” In
his view, in finding the deal first, all you risk is your time – the
property could be sold before you find an investor. “However, if
you find an investor first and say ‘Yes, we’ll go out and find you
this deal’ and you don’t live up to their expectations, or it takes you
months and months to find it, it doesn’t do your relationship with
that investor any good and you might lose them to a competitor.”
The deal packages they sold to investors also offered the buyer
the option for Peter and his team to project- manage the works.
This proved popular and a valuable solution for investors. “Most
of the time, the investors we were meeting were cash rich but
time poor. They wanted these houses as investments and saw
how good the deals were, but they just didn’t have the time to do it
or people in the area they could trust.”

Becoming an investor
When they started, as a way of proving the success
of the model, Peter and his brother bought their first
investment property themselves using the money
gained through the cryptocurrency trading and used it
as a showcase deal.
Since then, they have acquired six further BTL
properties and have also done two flips to build capital.
Peter describes it as a juggling match – funds are
limited and when they are tied up in one house, they’re
not available to buy another. Going forward, their plan

is to add at least two BTLs to the portfolio each year,
but they also want to continue the sourcing business –
“and the only way to do that is to get the properties and
sell them on to investors and get paid the fee for that.”
It’s yet another matter of balance to factor in but for
Peter, finding more property to keep and rent out is a
goal for the next few months. And in the meantime,
he plans to continue using his experience to projectmanage refurbishments in investment properties 		
for clients.
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Planning ahead
Any form of planning is a challenge
at the moment because no one really
knows what is going to happen over the
next year. Aside from the Covid-19 issue,
Peter anticipates some uncertainty in the
market after the stamp duty holiday and
government support ends in March.
“I will keep an eye on the market and if
a really good deal that I can’t turn down
comes along, I will probably go for it. At
the end of the day property is property.
It’s bricks and mortar and difficult to go
wrong unless you buy the wrong house in
the first place.”

Be a compliant sourcer
If you plan to set up your own sourcing
business, you must …
• Register with the Information
Commissioner’s Office.
• Register your business with HMRC.
• Register with an ombudsman scheme –
The Property Ombudsman or the
Property Redress Scheme.
• Register for Anti Money Laundering
Legislation.
Be patient.
“Property investing has become more and
more popular over the past three years since
I’ve been sourcing property. That has increased
competition and driven up prices but while it’s
not as easy to get an offer accepted at a price
that works for you, it is still possible to find
good deals. It just might take a bit longer.”
Wait until the dust settles.
“I’ve mentioned uncertainty and there’s a lot
going on at the moment. If you’re new and
thinking of starting, it might be worth waiting
until the dust settles so you can make more
stable plans.”
Establish good relationships with agents.
“One of the best ways to secure a deal is to
have a good relationship with agents. It’s not
possible to have great relationships with every

single one – there are too many – so pick one
or two and become their best friend! Send
them a gift every time they send you a good
property deal to show that you appreciate
them.”
Try marketing direct to vendor.
“This is expensive and takes time because from
1,000 adverts, three people might contact you
and only one is serious. But it’s a very good way
of finding deals. Alternatively, you can seek out
a sourcer who already does it and buy through
them.”
Collaboration is easier than competition.
“When you do go direct to vendor, aim to get to
a point where the deal works for both of you.
Again, that comes down to good relationships.
Instead of trying to price somebody out of a
house, it’s better for both of you rather than
neither of you to benefit.”

• Take out professional indemnity and
public liability insurances.
Peter also advises setting up the correct
bank accounts at the beginning and if you
are uncertain of your responsibilities, to seek
professional help.

Contact
Website:

elitepropertysourcing.com

Facebook: facebook.com/elitesourcersltd
Instagram: @elitesourcersLTD
Email:

peter@elitepropertysourcing.com

CLICK HERE LISTEN TO
THE FULL INTERVIEW
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New to Property –
Again!
B

Second Time Around + New Approach
= Huge Gains for Joanne Sainsbury

eing a property newbie once is tough. So
you could be forgiven for thinking that
someone who decides to start again
with a clean slate 20 years later is either
asking for trouble or just plain mad. Neither is
true for Joanne Sainsbury, who last year leapt
into property investing as a second starter after
intensive training opened up possibilities beyond
what she had previously imagined possible.
In 1999, Joanne bought two single let flats. After that, life got in
the way of investing until she sold her retail business in 2019 and
decided to put the proceeds into more property. It was a decision
that took her down a route she had never anticipated and instead
of resting on her laurels and winding down to retirement, she
dived into a new property business. Joanne takes up the tale …

I’ve been in business for over 35 years but
everything I am doing now is totally and
utterly new to me. Over those years I have
run two gift shops in Stratford-upon-Avon,
a chain of restaurants and a petrol station
yet despite the experience gained from all
of that, I felt quite intimidated in property
at first. I always seemed to be the oldest
person in the room at any property event.
I had fallen into the trap of thinking I was too
old to do it but now I’m re-educating myself
and it’s exciting. It’s proof that it’s all in the
mind and if you want to do something, age
doesn’t matter.
Transitioning into running a property
business after years in retail has been
straightforward, but there are important
differences between this and what I
was doing before. One of the things I’ve
learned is how important it is to work
with professionals who have specialist
knowledge. I discovered this when the
limited company structure I initially set
up for the property business turned out to
be incorrect and I had to dissolve it in the
middle of a property purchase. I had acted
on the advice of the accountant who had
handled my retail business but it wasn’t
relevant for property.

First time around
Compared to what I did 20 years
ago, I’ve taken a very different
approach to property investing this
time around.
I bought the first two flats, in
Leamington and Warwick, from the
proceeds of fantastic success in
selling Ty Beanie Baby toys. I’d had a
very profitable two years and made
enough money to put deposits down
on these two flats, with enough left
over to pay for private healthcare for
my mother.

Words - Jayne Owen

Newbie for the second time
After selling the shop I took a break for a few
months. I was still interested in investing in
property though and had put an offer in on another
BTL flat in Coventry.
Looking for inspiration, I took a trip to the
Homebuilding and Renovating Show at the NEC.
There I discovered YPN, signed up right away and
also got a free copy of Property Magic.
I stayed up all night reading that book. The next
day I called the agent and withdrew the offer
on the Coventry flat. From reading the book, I
immediately saw that my money could be put to
better use than by buying another single let flat.
From there it all escalated quickly. I started
going to pin meetings, did an HMO course and
a few other ones, then attended the Mastermind
Accelerator in October 2019. Going on to do the
12-month Mastermind programme was a huge
decision because it was such a big financial
commitment. My husband eventually persuaded
me that it would be worthwhile and I started
last April.
I have now adopted the HMO strategy and shifted
my geographic focus to Redditch and Daventry.
Leamington and Warwick are both too expensive
but I am however contacting landlords there to
hunt for PLO opportunities.

These are standard BTLs and I still
own them today. In fact, I’ve recently
managed to get an uplift in rent in
one of them because of what I’ve
learned over the past few months.
Doing a complete refurbishment
after a tenant moved out meant that
we were able to get an extra £125
pm practically overnight.
After buying these flats however, life
and circumstances took over and I
focused on the retail business until
I sold it in 2019. I did buy a property
for my mother to live in but that
was a heart decision rather than a
financial one – it wasn’t bought as
an investment and was eventually
sold on because she wasn’t happy
there.
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I did a lot of research before deciding on an
investment patch. I rejected Coventry, which is
closer to me, because the HMO market seemed
to be saturated. Redditch and Daventry both have
plenty of industry and offices, good infrastructure
and lots of blue-collar workers. The standard of
existing HMOs wasn’t brilliant and I felt there was
scope to introduce a better product.
To secure deals, I’m using a combination of
acquisition strategies including purchase, rent-torent and purchase lease options. I’ve also started
working with a private investor who helps to fund
projects on a loan basis.
My first HMO project (see case study) was
finished by June last year and fully tenanted
shortly afterwards. All tenants have to date
continued to work throughout the Covid crisis.

Repurposing
One of the things we were taught in the early
days of training was to look at any properties we
already held to see if they could be repurposed.
This prompted another project.
We owned a bungalow four miles outside
Stratford-upon-Avon, which had previously
belonged to my mother. We had rented it out as
a single let for 10 years and now, looking at it
with fresh eyes, I realised it would be perfect for
serviced accommodation.
After doing a lot of due diligence and research,
we found that there were plenty of one- and
two-bedroom properties available in and around
Stratford, but not many nice places with four
bedrooms that could accommodate a larger
group. The bungalow had three bedrooms so we
decided to create a fourth at the same time as
doing some major upgrade work.

Learning from challenges
However, I started to have second thoughts.
The Covid situation was getting worse and
worse and I worried that we wouldn’t be
able to let it after spending so much on it.
The person who was going to be running it
had stopped trading in the first lockdown so
after a lot of deliberation, I decided to put
the bungalow on the market for sale instead
of letting it out.
That meant I had to cancel the furniture
order, but I didn’t want to take the risk of
keeping the property. The alternative exit
strategy, to let it out again as a single let,
would not have yielded a good enough ROI
after taking into account the cost of works.
Something I hadn’t bargained for was having
to spend £900 on getting gas installed. It
seemed simple enough on paper as there
was gas in the area and it should just
have been a matter of getting the property
connected to the mains. However, it took
them ten days to find the gas pipe. The
situation was quite farcical as they had to
dig up the whole road. You really do learn
an enormous amount as you encounter and
solve problems.
The work was finished in October and we
hope to sell it soon.
Mortgage:

£216,000

Works:		

£75,000

Sale price:

£482,500

The works were funded by a private investor
via a six-month loan. Once the property is
sold, after paying her back we will still have
a lump sum to invest in more HMOs.

We gave notice to the tenant. She was due to
leave in March but then had to shield when the
pandemic struck. She eventually left in July. It
was a very stressful time because we could not
be certain whether she would be able to leave or
not and the builder was already booked. I had paid
him a deposit but there was a high risk that we
would lose our slot.
In the end, it all went to plan – we started work
in July after she moved out and I ordered all the
furniture.
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Investing goals
My original objective for investing in property
was to replace the income I’d had from the
shop. With a better understanding of the
potential, my husband and I have now adjusted
the plan so that he can give up work in three
years’ time (but we are not telling his employers
this …).
I wouldn’t describe the income as passive yet
– I hate the term passive income, because it’s
not! My goal when I started was to build the
portfolio over five years then to outsource the
management either to an agent or through rentto-rent by the end of that period. I’m one year in
now and so far am right on track.
My objective for 2021 is crystal clear: by the end
of the year I will have at least three more HMOs,
each with four-six bedrooms. They will be in
Redditch or Daventry. Ideally they won’t need
too much work, just repurposing from single
family use to HMO. I have one in the pipeline
already.
Having the five-year plan keeps me really
focussed. I have two end goals. One, which is
ongoing, is to create a legacy for our teenage
daughter. The other is to build a house on a
plot of land (to escape from said daughter!)
that we have bought in the Azores at the end of
the five-year period when the portfolio is under
management and the income truly passive. I
have no idea yet how much time we’ll be able
to spend there because of Brexit, but it’s still a
great motivation.

Joanne’s top tips for
starting in property
Get the right power team. I learned the hard
way and ended up putting a purchase at
risk because I’d had the wrong advice about
the limited company ownership structure.
It was the mortgage broker who spotted it.
He told me that no lender would lend to this
company, so I had to start again. This time
I used a property tax specialist accountant
who invests in property himself. Get the
right professional advice from the outset.
Believe in yourself. You really can do it if
you believe in yourself. I know it’s a cliché
but getting the property education made a
huge difference to what I believed I could
do. Without it, I wouldn’t have had the
confidence to tackle so much and wouldn’t
have achieved what I have done over the
past year.
Your network is your net worth. That’s
another cliché but it’s so true. Surrounding
yourself with the right professionals and
knowledgeable people and taking advice
from them makes a world of difference.
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Case study

The Old
Bakery

PURCHASE AND FUNDING
This was a three-storey four-bedroom house
built circa 1900 that was originally, as the
name implies, an old bakery. I got it through
an estate agent who called me to let me
know it had gone on the market. I went
straight around to see it and made an offer
which was accepted by the end of the day.
It was in a terrible condition when I bought
it. The previous owners had been there for
40 years and never done any work on it.
They’d had lots of cats and dogs, and there
was mess and faeces everywhere. It was
the dirtiest, most disgusting property you’ve
ever seen. Even the builder refused to let his
team in there until we’d had it professionally
cleaned and fumigated.
However, I saw that we could turn the house
into a lovely five-bed HMO with spacious
rooms and an open plan kitchen/diner.
Purchase price:

£156,000

Deposit (30%):

£51,800

I used my own funds, the proceeds of selling
the shop, for the deposit and a bridge-to-let
mortgage product from Precise Mortgages to
fund the renovation. To get this approved, the
valuer needed to see the plans and schedule
of works and understand what we were
planning to do with the property. From this, he
calculated the post works valuation figure.
The bridging element of the loan was
arranged for six months. I had hoped I’d only
need it for three, and the project was in fact
finished after three months despite lockdown.
However, the surveyors were not working so I
had to wait for the final valuation. That meant
paying for another month on the bridge. It
was frustrating. My initial inclination was to
fight it, but I decided in the end that it wouldn’t
be worth the time or energy it would take to
do so.

GRANT
I wasn’t particularly happy with the
end valuation, but there was no point
in arguing about it. It was my first one,
which is not necessarily going to be your
best one, but in fairness it has worked
out really well, especially as I got an HMO
lifetime grant from the council.
HMO Lifetime grant

£5,900

Getting the grant took ages – I really had
to fight for it. Stickability is an essential
quality in this business. It’s specific to
Redditch Borough Council and can be
used for things like a new boiler and
radiators, electrics or fire safety. I used it
for electrics as the whole property had to
be rewired.

WORKS
Because of the lower-than-expected end
value, I scaled back on the refurbishment
costs as much as I could. LNPG were
instrumental for supplies and I got the
kitchen for a really good price.
Kitchen & fitting:		

£5,000

Main building work fire 			
compliance etc:		
£11,100
Full rewire:		

£8,000

Bridging mortgage:

£104,000

3 shower rooms:		

£9,000

Bridging rate pm:

0.75%

Plumbing / heating:

£6,000

Flooring:			

£3,500

Painting and décor:

£4,400

Total bridging costs (approx): £7,000
Post works valuation:

£190,000

Mortgage rate, 2-year fixed: 3.04%

Total refurb costs (inc other
miscellaneous items):
£47,000
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RENTAL
It’s been rented out now for six months.
Regardless of the valuation it has been a great deal
and generates good monthly cash flow.
Rental income (pm): £2,340
Mortgage:

£366

Bills:

£410

Furniture hire:

£217

Net cash flow:

£1,347

For now, I’m tenanting and managing the property
myself. I used the Go Tenant! product and
marketed the rooms on all the platforms including
Openrent, Spareroom and Facebook.
I’m a great believer, perhaps because I’ve been
in business for so long, in learning how to do
things myself before handing the process over to
someone else. It means that I understand what’s
involved and know whether I’m being too harsh or
otherwise on my agent.
Not everyone agrees with this approach and
people are often encouraged to outsource from
day one. But it works for me. The other thing I’ve
done myself is all the decorating. Why? Because
I enjoy it! The family came in and helped and The
Old Bakery was in fact a real family affair. It’s all
very well systemising and streamlining but we
have to do things for enjoyment too.

BOUNDARY ISSUE
The project has been straightforward
but the property itself has some
complexities, which is no so unusual
with older properties. It has a flying
freehold with the upstairs of the nextdoor property going over our ground
floor bathroom. I also saw on day one
that there was a boundary issue, as
the neighbours have built a fence that
encroaches one metre over our land.
I got hold of the title deeds from the
land registry. These evidenced that the
fence was in the wrong place so I tried
to sort it out. I highlighted the issue to
both my own and the seller’s solicitor,
and spoke to the people next door.
Nobody, however, did anything about it,
and not even the mortgage company
were interested. As we got closer to
exchange I became more and more
stressed about it. But then I thought,
“well if no one else is bothering, why
am I?” So I went ahead and completed
despite the issue because I came to the
conclusion that it was not a problem
for me. I’m not going to live there and I
will be keeping it for the long term. But
it will be a problem for the owners of
the property next door when they sell.
It was a lesson in managing only
what’s under your own control. I tend
to get frustrated when things are out
of my control but over the years I have
learned to pick my battles.

GAS METER
Another challenge was having to get
the gas meter moved. We were creating
a bedroom where it was originally
sited and I debated for a while whether
it could stay where it was. However,
given that the meter-reader would
need access to someone’s bedroom, I
could see that would lead to hassle and
disruption. In the interests of being a
good landlord, I got it moved outside.
It was a £600 cost that I hadn’t
anticipated, plus additional work for
the builder in having to drill through a
thick wall. This all happened during the
lockdown period as well, so did cause
a slight delay. It’s annoying, just one of
those niggly things that happen, but
completely understandable during this
terrible pandemic.

Contact
Joanne Sainsbury
Director, Silkwood Property (West Midlands) Ltd
Telephone: 07711 953350
Email:

silkwoodproperties@btinternet.com

Linkedin:

https://bit.ly/2T30szw

Facebook:

https://bit.ly/345kS0W

You can listen to Joanne speaking about
her experiences on Your Property
Podcast episode 61.

152

25

Iiiiiiit’s GROUNDHOG DAY!
I

’ll start off this rant by saying I consider
myself extremely fortunate. Neither I
nor my family members are ill – we have
our health and are therefore far more
fortunate than many others. This pandemic
has been brutal; few days go by when I don’t
read on social media that one of my friends
has lost a loved one. My condolences and
thoughts go out to you.
For the purposes of this rant I would like to
speak to those who are like myself –
fortunate that one of the main challenges of
the current phase of this lockdown is
extreme boredom.
Any fans of The Smiths out there? Remember
the lyrics “everyday is like Sunday,
everyday is silent and grey” – ain’t that the
truth!
The weather is bloody miserable and we are
all stuck at home staring at the same walls. It
really is Groundhog Day – each day the same
as before. I spend my days on Zoom calls
and staring at the computer screen. MondayFriday are spent waiting for the weekend to
come … and at the weekend there is even less
to do and I find myself looking forward to the
return of the working week.
It’s now been over a year since I last saw
many of the team I work with at YPN, and
I have business partners that I realised
shockingly I did not see in the flesh during
the whole of 2020. Mrs Ant and I are
watching a boxset so even the TV we
watch in an evening is indistinguishable
from the evening before.
The tedium is occasionally broken
by the excitement of finding
out a tenant is not paying and
is refusing to communicate
with the agent, or that a boiler
has gone wrong. Last week was
tremendously exciting – I had a
filling fall out and had to visit
the dentist, and I found myself
wondering what I should
wear!
Everybody I speak to just
says the same thing …
“boring, isn’t it?!” The
hours drag and the days
roll into one. Last week
I genuinely could not

remember what day it was. I rolled out of
bed, walked the dogs (thank goodness for the
dogs) and called my business partner for our
daily catch up. He proceeded to tell me it was
Sunday, (we never speak on Sunday as that’s
our family day), and I honestly had no clue –
it could have been any day at all.

“I really do think it’s driving me a bit
mad. I’m furiously getting the kids
to do their trumpet practice with me
and making them do workouts at the
end of a school day – the time when
I would normally be in a CrossFit
class.I find myself pouring over
holidays that I dare not book not
knowing if we will ever be able to
go on them.”
It’s all so frustrating not being able to make
any plans – and even more frustrating
not knowing at what point the powers that be
might deem the level of infections and deaths
to be at an “acceptable level” for things to
gradually return to some form of normality.
I obsess over the daily vaccination statistics

fully aware I can in no way translate this as
to what this means as to when we can come
out of this reluctant hibernation.
I’ve definitely lost my zeal and zest for life.
All the things I like to do I can no longer do …
can’t go away, can’t spend time with friends,
can’t go out for a meal, can’t see brother and
aunties and cousins. Can’t really do a lot. And
it’s tipping down so I can’t even hang out in
the garden.
And I know I am not alone in feeling like
this. The very best we can expect from this
pandemic is a boat-load of boredom. Others
would very much wish they could say the
same – that the worst they experienced was
this crushing dullness.
So I’m going to be positive. I am one of the
very, very lucky ones. And I’m going to look
forward and past the current situation. On
a personal note, we are making lists of the
places we want to visit when that is possible
again, the friends we will see and what we
will do.
From a business perspective things have not
ground to a halt at all. In many ways we are
busier than ever – and so I’m focusing on
projects that I can see a genuine result from
in the short to medium term. We are doing
virtual viewings on commercial buildings
to convert to residential, we are working to
improve the YPN App and in our gym
business we are looking at new sites
and possible acquisitions to grow our
portfolio.
Things really are not all bad. But I
need to give myself a kick up the
backside to remind myself of this
fact. It’s very easy to wallow and to
think “woe is me.” I’m sure there will
be thousands of YPN readers who are
experiencing similar feelings of ennui
to me, and I hope that by reading this
you realise you are not alone. We
genuinely are in this together and
this WILL pass. We WILL meet
again – and I
for one cannot
bloody wait!

Ant
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Extensions

By Mark Doyle

any people want to extend a property and it can be
a relatively straightforward task, but it can also be made
much more complex whether by accident or design.
The creative design and scale of an extension is only restricted by the
available budget and ambition. The catch here is that if you overdevelop
or overspend, you’ll exceed the ceiling price for the area, and then
you’re simply throwing money away.
This article attempts to give a brief 				
introduction, some pointers and a starting			
point if you’re thinking of doing an extension 			
and wondering where to start.

What does an extension cost?
Without being too political, it all depends which
part of the country your property is in whether
it’s in a high-value area or elsewhere. It comes
down to the cost of labour, as the cost of
materials is more stable and you can always
order online and ship from a distance.
A simple single-storey extension will typically
cost between £1,000m2 - £2,000m2.

Where do You Start?

Do you need planning permission for an extension?

Probably the best place to begin would be to
determine the ceiling value for property in your
area, and even on an individual road. Look for
those with completed extensions to obtain a
full value. Once you have an idea of the likely
completed value of the property, you need to
work out what you think it’s worth in its current
condition and then determine how much it will
cost for you to build your extension.

Most property investors have heard of permitted development rights, but there are
limitations to many of them. So in this case, and specifically for extensions, a previously
extended property may not qualify, or a property older than 1948, and so on. Permitted
rights for planning were originally introduced specifically with property extensions in
mind and some of these ‘rights’ are covered below:

Adding square meterage increases
the value of a property!
Obviously, if you measure the wall and ground
area of the property where you want to build
the extension, you can determine the floor area
of the proposed extension and get a rough
indication of the cost. However, do you need
to submit for planning permission, or can
you utilise permitted rights? If you do a quick
search online the permitted development rights
are easily found. However, with reference to
the link to the right, it’s no surprise that most
extensions would utilise the full width across
the rear of a property and extend outward
some four to six metres.

• A single-storey rear extension can extend outward by 8m for a detached house and
by 6m for a semi or terraced property.
• A double-height extension can extend
outward by up to 3m but must not be
closer than 7m to the rear boundary.
• A side extension must take up less than
50% of the width of the original property.
• The building materials proposed must be
like the existing property.
• The proposed extension must take up
less than 50% of the size of the land
around the original property.
• The proposed single-storey extension
must be less than 4m in height (or less
than 3m high if within 2m of the property
boundary) and can’t be higher than the
existing property.

For a Brief Extension Permitted
Development Rights, please visit:
https://www.planningportal.co.uk/
info/200130/common_projects/17/
extensions
Just because you think your extension
qualifies under the rules for permitted
development rights, it doesn’t mean it
does as there are several exceptions to
the rules, so double check! Speak with
your council’s planning department and
see if they want you to utilise the Prior
Approval process and clarify the fee,
although at present it’s around £100.
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How to Optimise Your
Spend and Minimise
Your Costs
If you’re like most investors and want
to optimise your project, adding square
meterage is what increases the value
of a property. So, an obvious tip to keep
costs under control is to keep your
extension simple — make it square
or rectangle, with a flat or gradually
sloping roof and utilise commonly
available materials, such as an inner
cavity wall of concrete block.

Case Study

Simple 12sqm extension
to create a small lounge
for an HMO in Salford.

Whose Help Do I Need?
Your project team for an extension
needs to include a builder and/or
various trades, a structural engineer
and someone to produce your
drawing for building regulations
(unless you’re keen and competent
yourself!). However, if you are using a
large multi-national for a lightweight
‘conservatory-type’ extension or a
competent builder, they will no doubt
have the other skills package included
as part of their service!

This is probably the cheapest and most basic
extension with simple excavated strip footings, a
brick cavity wall, an insulated concrete floor slab,
a pitched roof and two concrete lintels placed in
the external wall — firstly, to create the opening
into the extension and secondly for a new rear
door. This room was large enough to have a wallmounted flat screen TV, a chair and sofa and it
satisfied the HMO officer to license the property.

The Numbers

Opening to small new lounge

Purchase price:

£120,000

Conversion:

£60,000

Extension cost:

£10,000

RICS GDV:

£190,000

Left in the deal:

£52,000

Mortgage:

£720 pcm

Gross rent:

£3,160 pcm

Net rent: 		

£1,530 pcm or £18,360 pa

ROI: 		

35%

The smallest rear extension!?
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All lightweight
construction extensions
add floorspace and they
can be cost-effective
to improve a property.
The real issue however,
is how they are viewed by valuation surveyors,
underwriters and the mortgage industry. Firstly,
yes, they are recorded on valuation survey reports
but unless they are substantial and provide a truly
temperature-controlled space, rarely do they add
any value over the construction cost to the property.
Secondly, the refinance industry usually records
the property as ‘coming with a conservatory or
lightweight building’, hardly recording it as a benefit.
Ironically a well-constructed ‘garden building or
office’ will be better received and is more likely to
add value being sold with (for example) a garden
office! Throughout the UK, the finance industry has
a positive bias towards traditional older building
construction techniques of bricks and mortar over
for example lightweight panels (eg SIPS).
Unless your project is extremely simple, you will
need an architect or someone capable of drawing
your construction drawings to include building
regulations details. From these drawings your
building inspector or the council building control
officer will determine what works they need to view
prior to completion of the works and to award you
a completion certificate. You will also need this
paperwork to refinance or sell the property.

What Issues Will Need
Consideration?
Any brick construction will need
foundations, and although it’s preferable
to avoid buried structures, drains (for
example) often run around the rear/side
of a property and they may be in the way.
If this is the case, you would need to fit
new manholes and reroute the drains
around your foundations. These works
will need to be inspected by your building
inspector.
Similarly, your ground conditions may
comprise clay (like London and the South
East), which is capable of shrinking and
swelling which can cause structural

When you break through the external
wall of your property, you will need a pair
of steel I-beams to support the original
cavity wall. This will need a structural
engineer to calculate the dimensions of
the steels themselves and, perhaps more
importantly, the bearing area, carrying the
weight and sitting on the padstones on
either side.

The 5 Stages

What About Bigger and
Better Extensions?
The larger the project the more you will spend, and
even in areas where labour costs are reasonable
you can expect to spend £60,000 to £100,000.
For this investment, you need to make sure the
project has a clear exit, such as either keeping the
property for your home or perhaps a flip as it’s
unlikely to work as a rental property.
Obviously, the cost of the works is relative to the
ceiling value!

Case Study

movement. Ground conditions of variable
sand and gravel layers may need piled
foundations extending to a greater depth.
Equally, you may have substantial tree
roots or even old, buried watercourses,
any such issues you will need to resolve
to the satisfaction of your building
inspector, such as extending your
foundations down to a lower level.

of an extension
1 Setting up your site
2 Demolition, ground and
drainage works
3 The build, structure, 		
roofing, external works
4 Services and 1st fix
5 Internal fit out, 2nd fix		
and finishes
Piles in place

Foundations excavated

A 30sqm extension to
create a new kitchen/
diner. Preston, Lancs

This property was in an excellent
location (in a flood plain), and to
optimise the location it needed a larger
extension. The challenge was that it was
sited between a river and a stream, and
required full planning permission. Due to
the ground conditions, piled foundations
were driven to refusal (approximately
six metres’ depth) and a reinforced
ring beam was poured on top to allow
traditional block and brick construction
to commence. Two large steel I-beams
span the opening on top of a pair of
steel columns to allow the opening to
be as large as possible. The fit out was
modern with a high-quality finish and
a top end technology Wi-Fi controlled
specification.

The Numbers

Aluminium sliding
folding doors fitted

Reinforcement for
ground beam in place and starting concrete pour.
View inside
new extension

View of new kitchen

• Property already owned
• £100,000 Refurb & Extension
• £325,000 GDV
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Can You Save Money on an
Extension?
The more work you bring others in to do
for you, the more you will spend. Some
professions and trades can’t be avoided,
but if you’re budget conscious aim to do as
much work as you can yourself. Some of the
duties are obvious such as labouring, site
tidying, fetching, unloading and of course,
cleaning. You could probably also build flatpack furniture, protect surfaces, painting,
fix curtains, do landscaping and planting,
and that’s without assuming you could do
plumbing, electrics or joinery. Every day you
spend working on site will save you £150-£200
in labour costs!
If you want to add some character or a touch
of design flair, recycling yards exist across
the UK. So, could you get some reclaimed
materials, such as floor slab fill material, lintels
or even steel I-beams, stone slabs, re-use old
Welsh slate or even folding sliding doors (from
as low as £100 in good second-hand condition
versus new at say, £3,000)?

much of the work as you can. You can ask
your architect for assistance with this or you
can agree a full written list of the works with
your builder and sign off on this and this will
count as a legal agreement between the two
of you. If you’re not sure what needs to be on
this list (or specification), ask someone more
experienced than you, or go onto Facebook or
the forums for input.
If you’ve read this article and believe that
you’re capable of saving money by project
managing the extension yourself and
employing sub-contractors, realise that lots
of others before you have done the same
successfully. You will need to put together a
project schedule, work out your timeline for
the works, be able to source the materials and
arrange for timely delivery to site. You’ll also
need to be able to communicate face-to-face

with tradesmen, learning their terminology and
telling them what you want. But don’t let this
put you off, as most tradesmen understand
that people don’t really understand what they
do! And if they’re not nice people to be around,
then they’re probably the wrong people to have
on your project.
Perhaps most importantly, don’t 		
vary the works once
you start on site, as
these changes or
‘variations’ will add
significant sums
to the cost.

If you’re employing a builder to do most of
the work for you, agree a fixed price for as

Tips for Building an Extension
1 Use several free extension
cost calculators
2 Get building regulations
drawings completed
3 Plan out your project in detail
4 Get multiple builders and/or
trade quotes
5 Never vary what you want
after you’ve started on site!

Case Study

Be Sensible!

A 50sqm extension across ground
and first floors was constructed for a
new kitchen/diner with a new master
en-suite bedroom above. Southport,
Merseyside.
This detached 3-bedroom country cottage was
in an excellent high-value location and perfect for
extension to become a 4-bed house for a flip.

The Numbers
Purchase price:

£245,000

Refurb and extension: £130,000
GDV:

£480,000

Front view of new side extension
Side view of new twostory extension

Ultimately, only you will know what you
want to achieve from a property project.
But as can be seen from the case
studies above, when done correctly,
extensions can add value to a variety of
projects. You always learn as you go so
if you take good advice: ‘measure twice
and cut once.’ Knowing others can do it,
so why can’t it work for you as well?

CONTACT
Mark is happy to chat with anyone
that may need some assistance and
can be contacted on 07973 971530
and at mcdoyle39@gmail.com
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How to make double
the average UK salary
from a single deal
at their office so
they could “prepare
us before we went
there.” This sentence
raised a red flag for me to start with! Prepare
us for what exactly!?

S

ometimes you do a deal that
becomes a total game changer for
your property business and makes
you think bigger. When it happens,
there’s no going back. From that point on,
you can’t get as excited by smaller deals.
It’s a bit like when you’re at the pool watching
people jump off the three-metre diving board,
and you think, wow I could never jump off
that - it’s way too big and scary. But one
day, you finally summon the courage to
stretch yourself and what you believe you’re
capable of doing. Slowly, shakily you climb
the steps to the three-metre board. You
get to the top and look down and instantly
think you’ve made a mistake! It’s too late by
then, because someone’s climbing up the
ladder behind you, and people have noticed
you standing, about to jump and are now
watching you. You’re not gonna back down
now are you, chicken!?
So with a gut-wrenching feeling, you jump!
Splash! You go under the water and it takes
what feels like forever to resurface, but
you do and guess what? Not only have you
survived, but you feel AMAZING! After the
thrill of that, there’s no excitement for the
one-metre diving board anymore. You’re a
three-metre jumper now!

The Opportunity
As with any bigger deal, the challenges that
my business partner, Toby, and I had to
overcome to get this deal done were also
bigger. The property in question (when we
found it) was a four-storey building in the
centre of Bedford. It had a tenanted retail
unit on the ground floor, and three fivebedroom apartments one above the other
with a communal stairwell to get to each.
We had the opportunity presented to us
thanks to a good relationship we’d built
with an agent in the area. We had worked
with them before and always stayed close
since we did a couple of single-unit rent-torent deals earlier in our career. They wanted
to show us around, but suggested meeting

We met at their office and the agent
explained to us that the place had a lot of
“potential” — a word often used by agents
to describe total dumps! She explained that
it had previously been rented by a charity
who were paying top dollar to the landlord to
allow them to house people with addictions.
They were supposed to be maintaining the
place, but the work had got away from them
a bit and they’d had to walk away leaving the
owner with a problem.
Prepared for whatever we were about to
see, we walked to the property and we were
not disappointed! The place had tonnes
of “potential” … starting with a human
poo waiting for us on the front door step,
followed closely by used needles scattered
around the front door.
Trying to see past this terrible first
impression, we headed upstairs and
although it did get better, it wasn’t a lot!
After I pushed open the door to one of the
bedrooms, a stench of stale vomit hit my
nostrils, making me gag. The rooms were
furnished, but with the exception of one
room, all the mattresses were urine stained
and the furniture had certainly seen
better days!

This deal was our three-metre board that
changed our perception of scale. Now
don’t get me wrong, this isn’t a brag article,
because there’s also a five-metre board and
a 10-metre board. In fact the record for high
diving is currently 58.8 meters, so there’s still
more to do and we know that we’re by no
means at the top yet.
But what this is, is a story of how you can
start to think bigger in your own business.
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Heading to one of the bathrooms my hopes
didn’t get much higher. And sure enough as
I entered the room, the whole place stank of
damp. As I trod on the lino, my whole foot
sank into the floor. We lifted the lino and
found completely rotten floorboards to go
with the catalogue of delights this place had
to offer.
Throughout all the apartments, there were
holes punched in doors, God knows what
smeared on the walls and key marks all
over the place where people had taken their
frustrations out on the plasterwork.
At the time of writing this, I’ve almost
capped off my 100th property deal, so
I’m not afraid of a property that looks like
a crack den. I have certainly seen my fair
share of sights, but this place was by far the
worst I’d been in. But the expression “where
there’s muck there’s brass” is as true now as
when it was first spoken, so we put on our
business heads to see what we could do
with the place.
Thankfully, the kitchen and bathroom
units (save for the rotten floorboard) were
actually in an okay condition. We figured out
that to do a good job of the place, we’d need
to rip out all the carpet tiles and replace all
lino in the kitchens and bathrooms, burn all
the furniture, replace the broken floorboards
and redecorate the place top to bottom

with new furniture in all rooms. We
also realised that we would be able to
convert the living rooms into additional
bedrooms, turning three five-bedroom
apartments into three six-bedroom
HMOs.
Sitting down and calculating our
investment, we worked out we were
going to need close to £40,000 to
do all the work we wanted to do. Our
initial thoughts were: “Wow that’s a
lot for a property we’re only renting,
so probably not worth going any
further!” Things didn’t get better
when we spoke to the agent to ask
the price the landlord wanted ...

The Negotiation
We’d assumed that because of the state
of the place, we’d be getting it for a total
steal, but our expectations were way off!
“What are their expectations?” I asked
the agent over the phone.
“They’re prepared to negotiate, but really
they want £5,500pcm for the place.”
Silence.
“Seriously?” I pressed.
“Yes, that’s what the landlord had
been receiving from the charity
that had it before. They were
paying him £366 per room and
he wants something similar.”
“I’ll have to get back to you,” I
said, confident that this was
some sort of joke and there

was no deal to be done when their
expectations were so sky high.
Toby was ready to walk away at that point,
and rightly so! It was a crazy expectation.
We chatted for a while and decided that
we had nothing to lose by at least putting
an offer in, even if it was going to be
absolutely miles away from the landlord’s
expectations. At least we’d put our cards on
the table and had made an offer.
Our initial offer was:
• £3,000 lease fee
• No deposit
• Three months rent-free
• We would pay to refurb the place
• Five-year lease agreement
• We would deal with minor 		
maintenance during our tenancy
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An important thing to do when making
an offer that you know is miles off the
landlord’s/vendor’s expectations is to add
weight to it with a clear explanation of why
the offer is what it is, so it comes across as
a carefully considered offer and not just a
cheeky ask.
A lot of training programs will tell you
that unless you’re embarrassed by your
offer then it’s not low enough. This, in my
experience, just results in lost credibility
with the seller or landlord as well as
frustrating the agents, so it’s not what we
teach to our students. Instead, make an
offer that works for you financially even if
it’s miles away from the initial expectation,
and then back up that offer with facts to
give it weight.
Remember, in a negotiation you have to
change the mind of the other person and
move them towards your way of seeing
things. To do that you need to appeal to
their logical mind with facts and figures,
their emotional mind by enhancing their
pain so they want the solution, as well
as selling the benefits of that solution to
increase their desire for it. Just throwing
low numbers in their face in the hope that
enough low offers will finally get you a
good deal doesn’t do any of those things.
In fact, they are likely to just cause people
to dig their heels in and entrench their
position making them even harder to move.
So, with that in mind, we explained that
we wouldn’t be able to offer more due to
the condition of the place, meaning there
would be a major piece of work to make
it habitable. We explained that if they
tried to rent it in its current condition they
could expect a visit from the council’s
environmental health officer before long!

We told him that his place would be far
better cared for, and that when we invest
money to upgrade its condition, we would
want to keep it in that state so that if he
does want his property back in the future,
he can have it back in a nice condition
rather than stepping into a crack den. We
also informed him of our credentials and
how many deals we had done in the area
already. We explained what type of tenants
we’d be housing, and how we manage
them to make sure they behave in the
property. We emphasised how much it was
costing him to have it sitting there empty
when we could be transferring £3,000 to
his account tomorrow morning instead.
Unfortunately our initial offer wasn’t
accepted — shock! The landlord didn’t
come back with a counteroffer either,
which was a bit discouraging so we
let it sit empty for a while. Suddenly I
felt some affection for the poo on the
front door step, as it would be sure to
put people off nicely, meaning it would
sit there empty a while longer with
mortgages and council tax still to pay
every month.

When this happens, it doesn’t mean
it’s a done deal but it does mean that
you can at least come to the table to
discuss things which is exactly what
we did. The agent arranged a meeting
with the landlord at a coffee shop in the
middle of Bedford, where he explained
why he wanted what he wanted
and gave us some insight into his
expectations.
We asked him a lot of questions. A
really important thing in negotiations
is to create a solution that results in
everyone winning or you won’t have a
deal — you’ll have one happy party and
one annoyed party and things will fall
over quickly. To create that win, you
need to know what’s important to the
vendor, so we asked what they cared
about and what his problems with his
previous tenant were. (Not because
we didn’t know, after all it was pretty
obvious from a brief glance at the place!
But more to remind him of the issues
that come with the sort of tenant who
is willing to pay way over market value.)
We needed him to understand that
the price he was receiving previously
was essentially compensation for the
state it was left in and not a realistic
representation of what the building was
worth.
After a lot of talking, selling the benefits
of working with us, a minor concession
on the price we were offering, and
further concessions on the timing of the
three months rent-free and a deposit,
we agreed on a deal.
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The Deal
Upfront Investment
Deposit: 			

£3,100

1st month rent: 		

£3,100

Refurb:		

£30,000

3 months rent-free
(to allow us to carry out the work and
recover some of our investment):

£9,300

Total:			

£26,900

Cash Flow
18 x £485 = £8,730
Rent 		

£3,100

Bills 		
		
		

£1,500 (council tax, energy,
water, wifi, maintenance
allowance voids allowance)

Profit 		

£4,130 pcm

Breakeven

6.5 months

ROI		

184%

To finance the project, we needed to reach out
to our investor network because we didn’t have
the best part of £40,000 sitting in the business
account at the time.
Having investors on board seems to be
something a lot of people struggle with when
building their property business. We dedicate a
whole module of our training to helping people
understand how to raise finance because of this
blocker so many people face. Many people seem
to be under the misconception that you need to
be raising hundreds of thousands of pounds at
a time in order to fund projects effectively, and
this feels daunting because the average person
in most people’s lives doesn’t have hundreds
of thousands of pounds sitting waiting to be
invested. It may be the case that you have to
raise large sums for big developments, or buyrefurb-refinance projects, but for the majority
of rent-to-rent projects, you will already know
enough people in your immediate network who
could invest in your project, you just haven’t
approached them about it yet.
The average rent-to-rent deal will cost around
£5,000 although often a lot less. Think about
it right now — if you had to raise £5,000 and
doing so meant you could make an extra £1,000
per month, who would be the first people you
approach? And then ask yourself why haven’t you
done so yet? As long as you keep it professional
and offer something based on a solid business
foundation, then there should be nothing to be
afraid of. The worst they can say is no thank you,
and you’re no worse off than you were when you
hadn’t asked.
Luckily, because we’ve been operating since
2016 we have our go-to investors established
already. We agreed a £40,000 loan at a rate of
7% pa and moved ahead with it.

Finding Tenants
After completing the refurb
project, applying to update the
HMO licences where we had
to, and so on, we turned our
attention to finding tenants.
We’d been banking on the NHS
bringing a load of nurses into the country from the Philippines. We
had had a couple of meetings about it and even showed their accommodation
teams the property and agreed pricing. But just as we finished the project, it all
fell through, leaving us with 18 empty rooms that we thought were going to be full
from day one!
As luck would have it, a team working in the local area saw our Spareroom
adverts and reached out to us. After a couple of weeks a team of 12 people
moved into the property, tipping us into a solid profit. The final flat was filled with
more traditional tenants the old fashioned way — by marketing on Spareroom,
OpenRent and Facebook.
Securing that team of people led to us pitching and securing business to
accommodate an additional 34 people working on the same project. The story of
how we did it is too much to describe in the space remaining in this article, but
I’m sure if you ask YPN nicely they might let me write about it in a future issue!
As with anything new we learn in the course of running our seven-figure property
business, it does also feature heavily in our training materials as we bring our
students the most up-to-date information on what’s working and what’s not in the
world of property.
Looking back on this project, it was the
perfect stretch for us. It made us start
thinking about our business not just in terms
of individual houses, but how we could
look at blocks. We had to reconsider our
marketing as to how we could market more
effectively to groups of people, so that we
don’t spend forever trying to fill individual
rooms. It has forced us to think bigger in all
areas, and I’m excited to continue doing so.
I hope you’ve found reading about our
project as exciting as I found working on it,
and that it has inspired you to think bigger
in 2021!

GET IN TOUCH
To contact me directly or for
regular free property content from
behind the scenes of my business,
connect with me on social media:

Facebook @chrispeelproperty
Instagram @chrispeelproperty
For property tips and training, join
our facebook group: The Property
Abundance Community, or follow
me on Clubhouse @chrispeel
where I’ll be leading discussions in
property investing in 2021.
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How to write the
perfect schedule
of works
T

o recap parts 1-3
of Momentum
Investing, we
already know what
sort of house to
look for at what
price (between
£50,000 and
£150,000). Ideally,
it will need a bit of
work, but the cost of the property
itself plus the renovations should not
be more than 80% of the new value of
the property when it is in tip-top condition.
When purchasing a house, four equally
important numbers need to be considered:
the end valuation, the cost of renovation, the
rent and the purchase price.
In this article, I’m going to focus on the cost
of renovation, and more specifically, how
getting the right list of works can accurately
influence the cost. This list is called the
schedule of works.
A big mistake that I see a lot of investors
make is paying too much for the renovation.
This will, inevitably, kill any deal. Conversely,
I also see a lot of investors not spending
enough money on certain areas, such as
central heating, addressing damp and
electrical safety and so on. So, having the
right schedule of works will not only help you

• Specify all the touch items yourself (the
things that you and a tenant can see):
By that, I mean tiles, carpets, kitchens,
cabinets, paint, etc. You need to specify
what you want and at what price. Make
sure the builder knows so they can buy
themselves, don’t you buy it. If you buy

Any room can be broken down into seven
elements:
1 Decorating: I always assume this needs
doing.
2 Flooring: I will always put in new carpets,
so again, I’ll automatically include it.
3 Ceilings and walls: Obviously you will
decorate, but do they need any work
before you do this? Eg, replastering,
filling a hole in, fixing a crack, removing
polystyrene ceiling tiles, wallpaper
stripping, etc.
4 Joinery: Skirting boards, architraves,
floorboards. Do you really need new doors
or can they be repaired? What’s the price
difference between the two options?

save money, but also allow you to focus on
which jobs are the most important.
Every schedule of works starts with an
implied level of fit and finish. When buying
a house that’s sub-standard, it needs to be
brought up to standard. But first, you need
to have a very clear understanding of what
that standard is to you. Ours is magnolia
walls, white gloss woodwork and a Coca-Cola
coloured carpet. Some like white walls and
a grey carpet. This will be refined over time
and it’ll eventually be incorporated into your
schedule of works.
Knowing this will be useful when viewing
properties, as you will need to constantly
consider your standard when looking around.
I always start writing the schedule of works
when I’m on viewings, and sometimes I take

Tips on creating the schedule of works:
• Aim for a turnkey schedule of works.
Once you give your builder or tradesman
the key to the property, they should
only give it back when all the works are
complete. And remember, if something
isn’t on the schedule, then you could end
up doing it yourself, so make sure it’s as
detailed as possible, that it captures all the
small jobs that are easy for a builder to do
whilst they are there.

a builder with me for guidance. Builders will
usually begin at the top of a house and work
their way down, so I like to walk through the
house in the same way, just so I can keep
things in a nice logical order.

it, any issues with the product is your
responsibility.
• It is not an exercise in interior design.
If you put your stamp on a property then
you’re just as likely to put people off. Your
aim is something neutral. A good way to
determine what’s popular is to look at the
catalogues of the big homeware stores
(B&Q, Homebase, Howdens, etc). Whatever
is on the front page is what most people
want.
Creating a schedule of works seems like a lot
of work at the beginning, but it will eventually
become a cut-and-paste exercise, because
each property is quite similar and builds on
the last one.

5 Windows: Do they open and close
properly? Are the handles there? Are there
key locks? Double glazing?
6 Central heating: Are the radiators warm?
Is it serviceable? Are there radiators?
7 Electrical work: It might just be changing
face plates, or you might need to move
or install a socket. All bedrooms need
at least two double sockets, and if it’s
a larger room, it’ll need three. A living
room will need three and, depending on
size, a kitchen will need at least four at
different heights to accommodate larger
appliances. And don’t forget about lights
and light switches as well!
Throughout the viewings, I’ll make a note of
each of these things for each room, and then
go around the outside of the house as well to
see if anything needs doing externally.
After your viewing, type up your notes, as
it’s the best way to get a clear view of what
needs doing and you can apply costs to each
job. You shouldn’t make an offer until you
understand how much the works will be.
Next month, I’ll explain how to contract a
builder and how to ensure your schedule
of works gets built within the right
timeframe, budget and quality.
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12-MONTH GOAL SMASHED

IN JUST 5 MONTHS
T

here’s no question that 2020
was a tough year for many,
and yet there are some who
chose not to let the pandemic stop
them achieving their goals. One
such person was Kate Roxburgh. 12
months ago I hadn’t even met her,
but in a short space of time she has
achieved all that she wanted and
more. Below is her
story …
My property
journey began
in 2009
as a naive
28-year-old
on a safe and
comfortable
teacher’s salary. I
had been saving for
a few years to buy a flat in
South West London, and had no idea about
the global crisis that had just occurred.
I ended up being the very last recipient of the
Key Workers Loan Scheme at that time in
the area, and finally exchanged at 5pm on a
rainy Friday evening after hours of pushing
the reticent management team to agree to
the loan. By September 2009 I was the proud
owner of a brand-new two-bedroom ground
floor maisonette with private parking and its
own garden in South West London.
Fast forward to 2016, when I was married
with three step-children and living in a
lovely cottage in the Yorkshire Dales. The
flat in London was now being rented out
because I was at least aware enough that it
was a good asset. Our middle son decided
that he wanted to go to music college in
Manchester, and given that he would be only
16 years old when he started we needed a
solution to him finding accommodation. I
knew that paying student rent for the next
five years wasn’t the best financial choice,
but we were limited given his age. I began
to look at flats to buy, so that he could live
with a friend who was due to start university
at the same time. The rent from the friend
would cover the cost of the mortgage.

Fast forward again
to March 2020.
We bought the flat in Manchester,
although my son and his friend didn’t end
up going to university there. We sold the
flat in London with a healthy £105,000
profit, and we purchased four more BTL
properties in the North.
I was pleased with what I had achieved
so far, but was frustrated at my lack of
bravery and the fact that I knew I was
really still playing in the shallow end. My
BTLs were bringing in a nice and safe,
but relatively small, income. My portfolio
might provide a moderate pension pot
but I wanted to see what I could achieve
if I really committed and stepped out. I
needed to educate myself and I wanted
some support to push myself so I could
make bolder decisions from a position of
knowledge.
After lockdown was announced, it
seemed I was one of the few lucky ones
that actually benefited from this period.
As private tutors, our business was not
affected too badly and as landlords, we
lost very little rent. I also gained some
time due to the lack of travel and other
activities. I am a big believer in counting
your blessings and making the very
most of them, so I was determined to
make good use of this extra time, when
thousands of others weren’t in that
position.

… WITH
A LITTLE
HELP

experience with them. One such investor
was Maria Tompson who very kindly
gave me 45 minutes of her time on a
Zoom call, and she was a real inspiration.
She asked me about my goals and very
gently suggested that I was capable
of much more than I realised, and
suggested that I cut my timescale in half.
I went away from that Zoom call with the
realisation that I needed two things; to
rewrite my goals and make them bigger,
and a mentor to keep me accountable
and help fill some of my knowledge
gaps.
I had spent 12 months looking at
mentorship schemes and property
training, and wasn’t impressed with most
of what I saw. A lot of the advertising
promised the world at slashed down
prices as long as you clicked the button
in the next 12 hours — a total turn off
from the beginning.
I was scrolling through Google one
day, when one particular advert caught
my eye for Property Master Academy.
It was stylish and professional and
certainly not overstated. I quickly filled
in the online form, pressed send and
sceptically assumed I’d get the same
old, slightly over-familiar reply that I
hated. So when I received a short but
professional reply from Mark Lloyd a
few hours later suggesting a telephone
call to talk things through, I was
pleasantly surprised.

I wrote myself a rigid timetable that
fitted in work, fitness and education. I
wrote goals and set daily, weekly and
monthly tasks that would take me up to
September 2020 when term would start
again and lockdown would be a distant
memory (so naive!). I downloaded
Audible books, podcast series and
YouTube videos, and watched and
listened to every mindset and property
investing book and programme that I
could find.
I wrote to property investors that I liked
the sound of, asking for advice or work
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We had a 45-minute conversation
the following day, where I talked
about my position and my
requirements. Mark listened and
suggested a route forward that
would suit what I was looking
for. I came off the phone feeling
elated that I had finally found a
company that was professional,
knowledgeable and affordable. I
signed up to a rent-to-rent course, as
this had been a strategy that I had
spent some time researching and it
fitted my current position and goals
really well.

Latest Project: 8-bed HMO
Monthly rent required by landlord

£1,050.00

Monthly cash flow

£1,010.97

Set up costs
Breakeven point (months)

Fast forward
to December 2020
I now own Maidenscott Properties Ltd
with five properties signed, all on fiveyear commercial leases consisting of 27
rooms. They were empty when I took
them over and I now have 23 rooms rented
out to happy tenants. I have had three
more landlords contact me asking if I’d
take on their properties, and I have a lot
of great feedback from both the landlords
that I am working with and the tenants in
the properties.
The rent-to-rent course that I have been a
part of for the past five months (overseen
by Mark Lloyd and run
by Justin Whittemore)
has been one of the best
learning experiences of
my life. I went into the
course having spent a lot
of time thinking about
my ‘why’ and what my
goals were, and I was
determined to put
everything that I was
taught into practice
regardless of how
uncomfortable 		
it was.

£480.00
0.47
I was being taught by people who had
achieved huge things in property and had
50 years of combined property experience,
and so I was not about to debate the
necessity of social media or videos for my
website or weekly blogs. If I was told to do
it I would do it.
This mindset, together with the knowledge
and support of Justin and Mark and the
rest of my group, has got me to this point.
My original goal for this year was to have
acquired four rent-to-rent properties with a
total of 20 rooms making a profit of £100
per room in my first year up to August
2021.
As I write this in December 2020, I have
acquired five properties with a total of
27 rooms and I have a great set up. I am
following the advice of older and wiser
mentors, working really hard and we are
achieving results beyond those that I
believed I was capable of.
I often think that I am lucky in life, but I am
realising more and more that if you work
hard to set up strong foundations and are
consistent in the everyday things, then
when those ‘lucky’ breaks come, you are in
a great position to make the absolute most
of them. I am determined to keep working
on those foundations and I can’t wait to
take advantage of every lucky break that
comes my way.

Justin Whittemore is the lead mentor
behind Property Master Academy’s
successful Rent-to-Rent Mentorship
Programme.
Mark Lloyd is one of the main mentors
behind their successful Elite Mentorship
Programmes, along with Jackie Reeves
and Peter Licourinos
For more details, email		
mark@propertymasteracademy.co.uk
or call 01252 73004
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Are You Prepared To Say YES
When Others Are Saying NO?
For this month’s article, I have decided
to write about how I managed to build
a decent sized portfolio by simply
saying yes, and to explain the logic
behind it.
Have you ever heard the famous quote
from Sir Richard Branson:
“If someone offers you an amazing
opportunity and you’re not sure you
can do it, say yes — then learn how to
do it later.”
I literally took this piece of advice many
years ago and decided to say yes to
every opportunity that crossed my path.
Why would I do that? Well, it was simply
to allow exclusivity to the opportunity
in so that I could assess it fully or learn
how to do it later.

How I Used it in Property
I decided that every time someone came to me with an opportunity and asked if I was interested,
I would say yes. However, I would be clear that by saying yes, that the owner or agent would give
me time (or a window/timeframe) to fully assess the property to ensure that it meets my criteria.
I then developed this further so that I could take advantage of every opportunity and monetise
every lead. I appraise every property I look at in two ways:

Is this a property
I would buy myself?
I ask myself whether it fits within my
investing parameters, ie is it in the right
location and does it fit in well within my
existing portfolio? If the answer to these
questions is yes, I will start to look at the
property in greater detail and arrange a
viewing to assess further.
If it doesn’t, I will not dismiss it. But I will now
look at it from a slightly different angle.
Would this property be suitable for another
property investor?
Just because it may not fit my investment
parameters, it doesn’t necessarily mean it will
not meet other investors’ criteria.
As a result of this way of thinking, I am now
able to look at every single property and
assess it with a view to monetise every lead.
The key is to be able to add value so that
another investor can look at the property (that
you have packaged for them) and be able to
understand your vision and why you think it is
a good investment opportunity.

Looking at properties in these ways have
allowed me to build a significant deal
sourcing business as I can now monetise
every lead.
On average when I package a deal, I
generate approximately £2,000-£3,000 per
property. Now, think about all the properties
you dismissed in 2020. How much you
could have earned from them? Is this a
lightbulb moment for you?

This may include:
The property may be sourced below market
value – Some investors are happy to accept
lower BMV deals than others, as every investor
has their own criteria. Not everyone is after a
25%-30% discount. Many will accept a 10%20% discount, knowing that some money will
be left in the deal if the property boasts other
merits.
The property may have multi-let potential –
Thus making it a good potential to generate a
healthy cashflow.
The property may be within close proximity
to key landmarks such as city centres, large
employers, universities, hospitals etc –
Showing any potential investor the demand is
there for the property.
The property has the potential to be
extended/developed further – Potential
to add value, or increase value through a
planning gain.
Looking at multiple exit options –
Demonstrating how an investor could
potentially pull out some, if not all, of their
money.

I also consider that every property doesn’t
have to be a BMV opportunity. I learnt very
quickly in circa 2003 that trying to find deals
that stack 25%-30% are not as common as
we would all like. Therefore, I had to adapt
my approach and strategy so I could look
at properties and appraise them even if
they are:
• Purchased at the full market value
• Potentially in negative equity

I have the mindset:

• T
 aking properties on a rent-to-rent basis

‘If I do not buy it, I am pretty sure another
investor will’

• Controlling properties and adding value
with an option in place
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These are just some of the tools that I use
to negotiate the deal. I always go into every
negotiation with what I would call

The 3 Pillars Of Sourcing ...
• Can I Buy It From You?
• Can I Sell It For You?
• Can I Rent It From You?
With the Buy, Sell, Rent mindset, I
have equipped myself and should be
in a position to do a deal with every
vendor or opportunity that I come
into contact with. Many will only look
at a property with a single vision
and therefore will lose most of the
opportunities they look at. I call this
the tunnel vision approach, whereas I
use the funnel vision approach.

I learned from a speed awareness course
(please don’t judge me!) that by using the
tunnel vision approach, you can only see an
opportunity right in front of you, whereas the
funnel vision opens it out to almost a
wide-angle vision where you can see
everything around you. I adopted this piece
of advice so that every time I drive down a
road, I can see all the properties for sale,
rent, and boarded up.

I know this wasn’t what they were meant to
teach me on the speed awareness course,
but it has certainly helped me. I now see
opportunities everywhere. I also use this
approach when I look at an opportunity. I
appraise it with the wide-angle approach
and look at all the potential options that
property may have, and work accordingly to
the strengths of the property.
Using this advice in 2021, I believe that we
will see many opportunities as an aftermath
of Covid-19. These will include commercial/
retail opportunities as well as many
residential opportunities.

Remember the key phrase – Just Say
YES and buy yourself that time. If you
instantly dismiss it, you will be passing on
the opportunity for someone else to take
advantage and thus missing out on an
opportunity to monetise that lead.
If you would like some more information
about how I monetise these leads and turn
them into a deal, please get in contact by
emailing me: arsh@arshellahi.com
I have many videos recorded on this very
subject, which I am happy to share with you.
As always, I wish you every success on your
journey.

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

Contact
Mailing List

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

www.arshellahi.com/deals

Facebook Profile www.facebook.com/arsh.ellahi.1
Facebook Page

www.facebook.com/ArshEllahi123

Instagram

www.instagram.com/arshellahi

Youtube

www.youtube.com/c/ArshEllahi

Linkedin

www.linkedin.com/in/arshellahi

Twitter

twitter.com/arshellahi

Finally, to get access
to all my updates
and whereabouts,
please sign up to my
weekly newsletter at
www.arshellahi.com
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45 ways

Hi, and welcome back to this series! The
two previous articles showed you how to
Buy Well and Add Value, and this month
the B.A.R (Buy well, Add value and Repeat)
method is completed with
the “Repeat” lesson.

PART 4

to buy property
There are several different ways that
we can Repeat this process:
• We can Repeat with the bank’s
money. This is in the form of
mortgages and other commercial
lending – banks are happy to take
a charge over a property and lend
money against the property value.
• Rent-to-rent/Options (other people’s
tied up capital). You could use these
strategies to enter into a lease with
the property owner, which allows
you to control the rent and cashflow.
• Investors/JVs (other people’s
money)

THE PROBLEM WITH DEALS
WITH MONEY LEFT IN:
• You run out of deposits eventually,
no matter the size of your nest egg
• If you have investors, you have no
way to repay them
• Stops you buying future deals
• Uses your money. You are
sophisticated investors – your ROI
should be 15% or infinite with nil
in deals
• Banks are lending residentially
at 1.95%

To keep a flow of deposits coming back to you, you need to look at
how you can create value and then recycle that back out. This way
you protect your precious initial pot of money.

Long-Term Refinance
Firstly, let’s look at the long game.
Property has historically always gone
up in value. One of the simplest ways
to invest and make money from
property is to buy property, rent it
out and wait. Now I know this is a
very simplistic view, but if you take
a longer-term overview of property,
you will see that property prices
always increase.
Bricks and mortar always
increase in value – despite the
odd blip
Despite recessions and other
economic crises, actual house
prices in the UK since 1975
have almost tripled, from
£89,383 (in 1975) to £217,274
(in 2018), with average house
prices peaking at £253,420 in
2007 (just before the global
recession).
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Invest in property now
With interest rates being at a historical low,
the cost of borrowing money to invest in
property has never been more accessible or
low cost.
Banks like security when they lend, and
property is one of their favourite securities –
again helping when you apply for finance.
Once you’ve bought your first property and
it has increased in value – either over time
or because of improvements made to it –
you can refinance and take out the profit
element and use that to reinvest into another
property.
In this way, over a period of time, you are
recycling your initial capital, taking it out of
one property and putting into a new one. And
then repeating the process.
If property prices double and you have
used finance, then you double the financed
element too, which you get to keep.
If you have tenants in those properties
covering the mortgage payments and fees
each month, then this can be a great way to
scale your property investment business.

Ten-year house price
property growth
But you don’t have to park your
money for nearly 50 years! Property
prices tend to increase every ten
years. Using the same data, the
average property prices were:
• £151,976 – 2001
• £199,605 – 2011
• £217,274 – 2018 (the latest
figures available)
This is supported by the
Government’s Land Registry house
price data, which shows that the
average house price across all
property types – semi-detached,
detached, terraced houses, flats and
maisonettes – have increased.
Average house prices:
• £84,620 – January 2000
• £167,469 – January 2010
• £234,742 – January 2020
You can see the house prices nearly
doubled between 2000 and 2010
– and nearly trebled in value by the
time we get to 2020.
On this basis, you are nearly
doubling the equity of the property
every ten years.

Park your money
in property
Then, just sit back and wait for your
property to increase in value!
We know there are other ways
to make money from property
faster and with more leverage, but
sometimes it is useful to remember
that over time property prices
continue to trend upwards.

Short-Term Refinance
When I talk about short-term finance, I like to
use a little story to help explain it.
The airline industry only makes money when
the aeroplanes are in the air and paying
customers are on them. When the aeroplanes
are on the tarmac, they’re not making any
money. After a plane arrives at its destination,
the idea is to turn the aeroplane around and get
it back up in the air again as soon as possible.
So, the airlines make money by efficiently using
their money-generating assets – planes. Their
processes are geared to use their assets by
keeping them in use all the time.
In this analogy, your aeroplane is your risk
capital.
To start investing, you may have a small pot
of money and that is your risk capital. When
using the short-term refinance principle, the
idea is that your risk capital is your deposit

to recycle through a property. Therefore
you’ll keep using the same money over and
over. You put the money in, you add the
value and then pull the money back out,
as fast as you can. This way, your money
is flowing through your property, coming
back out on refinance, and magic happens.
Your wealth is transformed and you create
a great new asset of an infinite or high
return on investment.
Shorter-term refinancing needs to be
considered with your broker and a
knowledge of the products on the market.
From the beginning of the project, you
should discuss your plan with your broker
that you’d like to refinance once it is
complete.
Refinancing is not something you want
to do regularly as it can be costly with
administration fees and early redemption
charges (ERCs), but if you can refinance
and get another property with the money
back out of the property then you should
consider how this will help you grow

I hope this was useful, please don’t forget to
head over to my Facebook page for loads of
free property investing tips.
See you next month!
Rick is the author of
“House Arrest: A Practical Guide
on How to Replace Your Income
through Property Investing”.
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how
to
stop worrying
By Rupal Patel

F

or almost a year now, the
world has been gripped by
Covid-induced worry. But I’m
not here to talk about the C-word,
dear readers (thank goodness!),
but pandemics of worry and anxiety
that can afflict us all at different
stages of our lives and at different
stages of our businesses.
Because what Covid has brought into stark
relief for me is how much human beings
worry about things completely out of our
control. We all do it. Whether it’s worry over
how someone will respond to a business
pitch, how a seller will respond to our
offer, how an investor will respond to our
newest project, or any manner of big and
small personal, business, health, and
relationship-related things going on in
our lives.
And one of the best antidotes
I’ve ever found for dealing with
worries is to do this: play the
Worst-Case Scenario tape
to the end. What I mean
by this is to take
whatever we are
worrying about and
go to the worst
case: we get sick,
we get fired, we
lose the deal, we
lose the money,
whatever it
is. THEN, to

accept that as a reality (even if it’s not nor
ever will be), and THEN to spend our time
and effort trying to claw back the potential
impact or scale of that worst-case event.
I did this mental exercise a few years ago
for our property business with regards to
Brexit (does anyone even talk about that
Boogeyman anymore?!). I assumed the
worst of the worst-case scenarios I could
imagine: a flight of tenants from the UK and
an economic nose dive. I accepted this as a
theoretical reality, and then thought through
all of the ways we could adapt our business
to minimise the impact if we had to: convert
some of our HMOs into single lets, take
on tenant buyers, create additional, nonproperty-related streams of income …
And every time I’ve played the
worst-case scenario tape
to the end, two things
have happened: 1) I’ve
realised the worst
case is almost always
survivable and that it
is never as scary as
it first seemed,

and 2) giving a concrete form to my worry
eliminates almost 100% of the fear around it.
An amorphous anxiety becomes something
with a name and a shape, and once I know
what that name and shape is, I can think
through how to deal with it concretely if I
ever have to. (And of course, I may never
have to.)
Playing the Worst-Case Scenario tape
reminds me – or forces me to find – all of
the things I can control. And the same can
be true for all of us.
Because the thing about worry is that it
depletes us in every way possible way. But all
the effort and energy that goes into stoking
the worry can be channeled into stoking
solutions instead. Name the beast. Accept
the worst-case scenario. And then put on
your big girl pants and figure out how you will
handle it if it ever happens!
Now some of you may be saying: “But I
need to worry. I need to wring my hands
and wallow in self pity and get it out of
my system.” And I totally get that. We
can’t always think our way through strong
emotions. I am the same way sometimes.
I need to vent and wallow and immerse
myself in negativity before I can move on
and be proactive and positive.
That’s why the other grown-up thing I do –
and we can all do – in the face of worry is to
put a deadline on it. To give ourselves only
X days or Y hours to worry and then decide
that after that time has passed, we’re done.
We will gnash our teeth and drive ourselves
crazy for a FIXED amount of time. And then
we’ll grow up and move on. We’ll play the
Worst-Case Scenario tape to the end and
start finding solutions instead of staying
mired in the problem.
Easy? No. Simple? Yes.
This is how we stop worrying and start living.

If you want more invaluable advice about
managing worry and stress, I highly
recommend the book that inspired this
post: “How to Stop Worrying and Start
Living” by Dale Carnegie. As a leader,
property investor, and a human, it will
be one of the best gifts you can give to
yourself.

152

49

12 ways to become your own

bank or financial broker
By Richard Brown aka

“Money’s too tight to mention” was an 80s’ song made more
famous by Simply Red. Investing in or developing property is
one of the most capital-intensive activities we could aim to do
as individuals, so no wonder money can become too tight to
mention for us at times!

At some point in time, we will either think we don’t have enough money to start, continue or we
may well run out of money before reaching our ‘big hairy audacious goals’ of financial freedom,
lifestyle and choice.
So, that’s that then, is it?
…Well, this would be a short article if it was. So, what’s the answer?
…Become your own bank or finance broker!
I can’t work miracles and conjure cash from thin air unlike the Central Banks! What I can
suggest are some ways in which you might be able to raise that additional funding for your
property plans and goals under your own steam. Here then are 12 ways to become your own
bank or finance broker:

Self-Generating

Personal Equity Raise

• Savings & Bonuses

• Equity Release

• Garage/Loft Clearance

• Second Charge /Further Advance Lending

• Alternative Income Streams

• Alternative Asset Refinancing

Using a Company

Self-Broker Fund-Raising

• Pensions

• Friends & Family

• Intercompany Loans

• P2P & Crowdfunding

• Directors Loans

• Private Finance & JVs

Self-Generating
Savings and Bonuses – This is the
one everyone knows about. It’s slow,
boring, virtually risk-free and it also
means you owe nothing to anyone to
boot. You might need to become an
‘extreme saver’, much like members
of the F.I.R.E (financial independence
and retire early) community to
accelerate the process. However,
saving is the cornerstone of all good
personal financial management, so it
has to start the list off.
Bonus tip: Using tax-free
wrappers, such as an ISA, can
reduce the tax deductions that can
eat into your savings growth.
Garage/Loft Clearance – When I
started investing in property, one of
the ways in which I raised money was
to get rid of all my old sh*t. I became
an eBay and car boot legend, if only
for a single summer. Nearly all of
us have accumulated a seemingly
unending pile of clutter over the years,
so it’s time for a clear out. In fact, I
might have to have another go at this
having just spotted various unused
electronic devices lurking in drawers
and boxes around the house.
Alternative Income Streams –
If saving is a form of delayed
gratification with your money, then
a side hustle or second job is the
equivalent with your time and/or
knowhow. When I was a student I
worked at KFC to help support my
grant income (that dates me, I know!).
However, that was two sources
of income at the tender age of 18
already. Fast forward a few years and
I have operated side hustles, second
jobs and multiple businesses/income
streams to generate additional funds
to invest.
Bonus tip: The Rent-A-Room
Scheme allows you to earn up to
£7,500 per year tax-free by taking
in a lodger at home.
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Using a Company

Personal Equity Raise
Equity Release – Some people
looking to get started in property start
at home … literally! If you have equity
in your home and can safely justify
and afford the increased repayments,
it can be the cheapest borrowing you
can ever take on. Keep in mind that
this is still borrowing and being your
home should mean taking extra care
to make sure you don’t overstretch
yourself.
Bonus tip: You won’t find them
too easily but an offset mortgage
would allow you to have a flexible
drawdown facility that you can dip
in and out of for project funding.
Second Charge/Further Advance
Lending – If you have enough equity
in your home or an investment
property, you could take a second
charge or further advance on it to
release additional funds. The further
advance is usually permanent or long
term, but often with a second charge
it can be used with bridging finance
and so could be for a short period of
time. This would allow it to be repaid
once you’ve completed your property
project and sold/refinanced out.
Bonus tip: Did you know that you
can use second-charge bridging
finance on your own home
through regulated lenders?
Alternative Asset Refinancing –
When you are clearing out the garage
or loft, keep your eyes peeled for
some fine art, vintage wine or the odd
classic car! If you find something like
this, then there are some specialist
lenders that will offering borrowing
secured against such assets, and
I’m not talking about the pawnbroker
either.

Pensions – One of the best-kept secrets
of the property community is the SSAS
Pension. A SSAS (small self-administered
scheme) is basically a company pension
for your business, whether it’s a property
business or not. You could also transfer
your own old pensions into your SSAS to
make it a source of funding to your property
business in the form of loan-backs or direct
investment into qualifying investments. If
you want to know more, then I suggest that
you get a copy of SSAS Pension Legacy by
Richard Philip Parker.
Bonus tip: Personal and company
contributions to any pension scheme
are tax-deductible, so HMRC could
become your bank too.

Self-Broker
Fund-Raising
Friends and Family – I have a saying
… the closer the source of funds is to
our heart, the lower the rate! OK, so
that’s not always true but … whether
an interest-bearing loan, gifted deposit
or even an early inheritance, the
people closest to us usually want us to
succeed in life and achieve our goals,
so maybe it’s worth a conversation at
least.
Bonus tip: Treat any commercial
arrangement with friends and
family seriously, with a clear
business/investment case, taking
great care of their money and
always commit what is agreed to
writing to save any relationship
misunderstanding arising later.

P2P and Crowdfunding – I have
included this here as often you can go
to these sites directly to raise funds
without a middleman. P2P is usually to
raise debt and Crowdfunding usually
for equity, where lots of everyday and
not-so-everyday people are looking for
a decent return on their money.
Bonus tip: Don’t forget that you
need to present yourself as being
both ‘bankable’ and/or ‘investible’,
so I suggest that you sign up as
a lender/investor first to see how
others do that.

Intercompany Loan – If you already
have a business or contracting service
company and have accumulated cash
and profits, then one of the ways to
utilise these in your property business
in a tax-efficient way is by lending from
your existing business into your property
trading or investment company.
Director’s Loans – Similarly, withdrawing
funds from a company you own can be
another source of funding, particularly
for short periods of time.
Bonus tip: Make sure that you repay
any director’s loan withdrawn from
your company quickly to avoid the
worst of the tax issues and do also
take professional advice.

Private Financing & JVs – Ah, the Holy
Grail of the property investment community,
coming in last! If I told you that it took me
the first half a decade of being in property
to raise £250,000 and then the second
half to raise over £4m, it probably tells you
something. OK, so I didn’t really know what I
was doing in those first five years to be fair,
and it took some time to build a track record,
credibility and not to mention self-belief.
However, accessing private investment
and in particular as development finance or
equity was literally a game-changer.
Bonus tip: If you chase the cash it
will elude you … but if you relax and
let the cash chase you it will flow
towards you.
There you go, a quick run-through of how
you could become your own bank or
finance broker to raise funds for property
investing and developing, taking you from
Money’s Too Tight to Mention to another 80s’
classic, Money’s For Nothing and out of Dire
Straights, if you like.
Did you learn at least one that you didn’t
know before? If so and for your reference,
this article is a taster from my forthcoming
book on Property Financing.
Final bonus tip: If you like what you
see here, then get yourself on the book
pre-release list. Just drop me an email
admin@thepropertyvoice.net and ask to go
on the New Book Release List, then you’ll be
one of the first to hear.
Richard Brown is the author of
“Property Investor Toolkit: A 7-Part
Toolkit for Property Investment
Success” and “#PropTech”.
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Crisis and Recovery
Lead to a Lifestyle
Evaluation

From Consultant to Development
to … Development!

Words: Jayne Owen

A

t this time of the year, and especially when
we’re in yet another lockdown, it’s good to get
some inspiration to get us through the dark
days. Claire Sheehan is one of the most inspiring
people I have ever spoken to. Not only is she a
successful investor who has become a property app
developer, she has overcome
some pretty dark days of her
own to get to this point.
Her story is one of triumph. A
devastating health diagnosis
prompted her to re-evaluate her
life but she remained flexible
enough to change direction
when things didn’t go to plan
and a different opportunity
opened up. I hope you are as
inspired by Claire’s story as I
have been by speaking to her.

Jayne

27th January 2012
My story starts nine years ago when I was diagnosed with a form of breast
cancer that is one of the biggest killers. It was 27th January. The date is
etched on my mind.
I was working as an independent business consultant at the time. My
professional background is in credit and risk management and although
I loved my job, the diagnosis, treatment and recovery led to a conscious
decision to do something different.
Until that point I’d had a work hard, play hard ethos stemming from the
corporate culture in Sun Microsystems where I worked in the early days of
my career. I met my husband there and we partied a lot and had fun. That
culture wasn’t uncommon in large companies at the time, particularly in the
IT industry. It was amazing really, and experiences like this set you up for
where you want to be and what inspires you. But it all came tumbling down
on 27th January 2012.
I went through a year of hell. Even though I was fortunate that the cancer
was caught in time, I thought my time was up. The tumour was aggressive
and growing fast. The consultant warned me I had a tough year ahead and
though he was fantastic and reassuring, there were no guarantees.
I had an operation, a lumpectomy, to remove the lump and my lymph
nodes, then went straight into chemotherapy every other week for five
months – it was an aggressive treatment to try and beat it quickly.
In the alternate weeks when I wasn’t having chemo treatment I carried on
working in my consultancy. That kept me going – I enjoyed it and it did
wonders because it was something different to focus on.
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Another operation, a mastectomy, followed
and I had a further shock afterwards
because they found three more tumours
that hadn’t been detected before. That led
to a course of radiotherapy and yet another
operation because of mobility problems in
my arm and shoulder after the mastectomy.
By the time all this was finished it was
November – I’d had 10 months of intensive
treatment. The situation had affected my
whole family. While for me it was a matter
of putting one foot in front of the other
and getting on with it, in some ways it was
harder for them, especially my husband
Alastair because he felt he couldn’t do
anything.

Discovering property
The notion of property was not new to us. We had been buying, renovating and selling for
years though living in the properties while working on them. I’d also become an accidental
landlord ten years earlier.
We thought BTL would be the answer and built up a portfolio of single let houses and flats
around Woking (near home) quite quickly. But as time went on we saw lots of apartment
buildings going up and thought they would affect the rental market.
We also discovered that BTL is a slow road. We both wanted the option of not having to
work, and it wasn’t happening fast enough. The portfolio just about covered my income
but not Alastair’s so it was time to rethink – we didn’t want to have to wait another few
years to reach our goal. There had to be a better way.

An experience like this changes you and
we both realised we wanted something
different from life. I loved my job but we
wanted choices, or rather the financial
freedom to give us choices – to work or not
work, to retire early if we wanted to, just to
have options about what we did.
The following January my husband was
made redundant and we went travelling
for three months while deciding what to
do next. We can’t be very creative though
because we didn’t have any light bulb
moments during those three months! So
after one more operation when we got back,
I returned to work in my consultancy role
again.
We were back on the merry-go-round,
managing to save but not sure what to do
with those savings. Then a couple of years
later Alastair was motivated by the Rich Dad
Poor Dad book. We now understood saving
vs investing for passive income.

Build-to-rent –
the answer?
We went to a property exhibition at ExCel
in 2017 to get some inspiration, each of us
going to different seminars to see what was
available.
Because we both have a financial
background, we’re quite sceptical. Neither
of us had done any property training before
and we couldn’t get enthusiastic about
what was on offer. Towards the end of the
day however, Alastair found White Box and
spoke to Lloyd Girardi and decided there
and then to go on his one-day course on
build-to-rent.
The concept made complete sense to us.
We went on to do their three-day course and
worked out that we could scale up what we
were doing by developing five to ten units at
a time instead of buying one at a time.

The challenge of finding the right site
I was still working in the consultancy but threw myself into searching for development
opportunities during evenings and weekends. I found lots of sites and ran them through the
spreadsheet analyser we had received on the course and modified to fit our own criteria.
Our search patch was large, a radius of about 40 miles around Woking, but we eventually
realised this was too broad because build costs varied massively from one area to another. We
narrowed it down to cover Reading, Wokingham, Woking and Basingstoke.
The next step was to find out the build costs within this narrower area. I spoke to lots of people
including builders and a quantity surveyor, and used an online estimating tool to get an idea of
costs. From all that I came up with an approximate build cost. It wasn’t anywhere near as good
as getting a quote from a builder for a specific project, but good enough to give us a ballpark
figure.
I also discovered that property is a numbers game. We had started looking for new build sites
only but eventually widened the net to include large houses that could be converted. From the
hundreds of sites that I found and analysed, there were a few potential projects. In many cases
though, vendors were unrealistic about prices; it was difficult to find one that worked and to get
the deal accepted. I learned lots about planning at this point too, by referring potential deals over
to Jon McDermott (Town Planning Experts) to check over.
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Early in 2018 my consulting contract came
to an end and I went into property full time.
A couple of months later, we had two
offers accepted. Despite deciding
on our Berkshire patch, these
sites were on the South Coast in
Hampshire. We were drawn to this
location because we love the sea, we
knew the area because Alastair’s
parents live there and we were also
looking at collaborating with
Jon who is based
in that area.
We walked away
from the first
of the two projects
due to a bat issue, which
would have caused the project
to take too long. The second was
a lovely house overlooking the sea that we
planned to convert into 11 flats. I spent six
months working on the deal and the plans,
then it all came to nothing because the
neighbours put a ransom strip on the shared
driveway. That killed the deal.
In spending so much time and effort on
that one deal, I had stopped searching for
others so did not have a pipeline of deals
built up. We were at a standstill and had to
start again almost from square one. It was
frustrating.

Combining finance,
IT and property
knowledge

My focus and passion has been in improving processes and efficiency to help
companies manage credit risk better and use less resources. My projects have
saved corporations millions of pounds because they got cash in faster and more
efficiently as a result. My roles have encompassed the whole order-to-cash life cycle.
In short, I understood processes, finance and IT systems.

Spotting a different opportunity
A few months later, in 2019, Jon invited me to assist delegates as a
sort of financial mentor on his bootcamp in Malta. In addition to my
financial background, he had seen me churning through and analysing
the numbers on so many sites and I had honed the skill of being
realistic about what it took for a deal to work financially.
Some were very competent on the numbers and had their own way of
analysing deals. Others though wanted a sounding board or were doing
“back of a fag packet” calculations, and I found that many of the sites
these people were looking at didn’t stack. They were making offers on
properties where I could see they were going to lose money.
The numbers don’t lie. It’s vital not to put your head beneath the sand
about the finances. People can get emotionally involved or see so much
potential in a property that it’s disheartening then when the numbers
don’t work. But massaging them to make it work is a dangerous route.
I came away from the
bootcamp determined
to create a calculator
to help developers
run through some
numbers quickly and
avoid wasting time
on deals that wouldn’t
work. They could
instead focus on the ones
where they could make a
decent profit.

Throughout my career I have
managed and implemented IT
projects for finance functions over
several corporations, many of
whom were FTSE100 international
companies.

Finally I had the lightbulb moment – why couldn’t I help
property developers benefit from the technologies that I had
implemented in the corporate environment?
My experience enabled me to put the
process flow steps of analysing a
development into a logical sequence.
Those steps could then be built into
technology. I couldn’t believe it had
taken me so long to come up with this
idea. I had been so focused on finding
a development project that I hadn’t put
the two things together.

“One of my
main objectives
for the app was
to help investors
churn through
potential deal
sites faster.”

I got to work right away on designing
a system for a new online platform
and app with a calculator and built-in
workflow management, and on finding software developers
to code and build it. We launched the Property Developer’s
Assistant, MyPDA, app on 27th January 2020 – as you recall,
a very significant date for me.
MyPDA does what it says on the
tin. A data source feed, based
on criteria that you set, creates
a “tile” for the property. From
that tile you can create a
project for a property of
interest.
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All the relevant information is dragged in
from the listing and you then store all your
information in that one place. With the help
of the QDA, a Quick Deal Analyser, you can
get a rough, broad brush potential profit
figure for the scheme you have in mind and
if it doesn’t work, you can move on quickly.
It’s a big time saver.
One of my main objectives for the app was
to help investors churn through potential
deal sites faster. If you only look at 10 per
month, your chances of success are much
lower than if you’re going through 100 or
200 per month.
We joined forces with Lloyd and Andi
(from White Box) on this venture because
even though I went part way down the
development route, my path changed
when I started to work on the app. They
have been there and done it, they have so
much experience and can provide a strong
perspective on the development side. Our
vision and ethos about helping developers
were in line so it made sense to collaborate.
As MyPDA’s free version, ‘MyPDA Lite’,
approaches its first anniversary we are
excited to be launching a new level, ‘MyPDA
Pro’, encompassing lots more financial and
analytical detail that will be a significant
game changer for developers, particularly
those looking for detailed due diligence for
their projects. MyPDA Pro launches any
day now, bringing me full circle back to that
significant date – but this time on a much
happier and more positive note!

MyPDA illustration
Sites often don’t work because the
vendor’s asking price starts too high.
MyPDA gives developers the tools to
see what the deal is really worth, as
demonstrated in this illustration below.
Vendors don’t usually consider things
like stamp duty, warranties, selling fees,
finance costs etc, and sometimes forget
that the developer needs to make a

CONTACT
W mypda.co.uk
E clairesheehan@mypda.co.uk

profit as well. It’s too easy for developers
(especially when new) to forget to include
these types of costs but they can be
the difference between the success and
failure of a project. The app helps them
minimise their financial risk by including
these costs in the calculations from the
outset.
MyPDA shows a realistic value based on
what it has planning for or for what the
proposed development might be. If the
price advertised is the price you could pay
in calculation B, sales would be quick!

Proposed scheme
(as per illustration)
• Strategy: Build-to-rent
• Three-storey block of
apartments, subject to
planning permission
• Three one-bed
apartments
• Three two-bed
apartments
• Space for corridors/
communal areas
• Costs include: build
costs £130 per sq ft,
10% build contingency,
10% finance on
all costs
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DESIGNED TO HELP
YOUR BUSINESS
SIMON CLEMENTS

D

esign can help you
create a solid brand and
make the most of your
marketing, and the importance
of getting it right should not be
underestimated.

If you think good design is expensive.
You should see the cost of bad design

In this article, YPN’s very own veteran creative
designer Simon Clements discusses why
investing in design, and getting it done right,
is an important stepping stone to help your
property business grow to new heights.
Over to Simon ...

Graphic design ...
Many people, in my experience, think
of it as just making things look pretty.
Whilst making assets look visible and
aesthetically pleasing are a small part
of it, there are many more elements of
professional design than many business
owners realise.
Here are some of my key points of how
design, done right, can benefit your
business and help its growth.

1 GETTING YOU NOTICED
It’s a busy world out there, with many different companies
vying for the same visibility and attention that you are.
Therefore, it is imperative that you stand out from the
crowd, which is where great design comes in.
By delivering your message in a way that is creative,
structured and on brand, your business will gain maximum
impact and ensure that you stand out. This of course, can
lead to engagement and subsequently sales.

You can be the
best at what
you do.
But if people
don’t know
about it,
it’s irrelevant
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FIRST
IMPRESSIONS
COUNT

2 LOOKING THE BUSINESS

Make sure you’re
making the right one.

The truth is that yes, you can create your graphics
yourself or by hiring a ‘bargain designer’, and these
options can have their place, BUT the reality is that it
is going to look like it has been done ‘on the cheap’.

Investing in design, and getting it done in the right way, through correct
processes, will make you look much more professional and give you
more credibility with your potential clients. It’s great that you think it
looks good, (it really is important that you are happy with it, as it is after
all, YOUR business) BUT it needs to work in the correct way too.

3 CONSISTENTLY CONSISTENT
Marketing isn’t a ‘throw all of your eggs
in one basket’ situation. You need to be
ever present and shout about yourself
and your services across many channels.
Your design should be consistent across
everything that you do, with your aim
being to make your brand instantly
recognisable – think McDonald’s, and the
Golden Arches. This brand consistency
will keep you in the mind of your
audience, so they recognise your brand
and what it stands for, and will think of
you when they need you.

Yes, you can hire a professional designer
for a one-off job, but by finding the
designer that works for you and fits with
your values and vision, this will allow
you to build up a relationship. Here is
where the value really speaks for itself,
as working alongside a designer for all
of your design needs for your company
allows them to get to know your brand.
Having a designer that really knows your
company and its core values, and most
importantly, how to get those across to
your audience, will in turn bring ...
You’ve guessed it: Brand consistency.

5 PROUD & POWERFUL

Combine this pride in the business
brought about through professional
design with your passion and

So there you have it, my top
insights into why design
shouldn’t be overlooked as
part of your marketing.
I hope I have shown why you
should consider investing in
getting it done right, and the
benefits that this will bring to
you and your business.

So, you have a great product or service. You
know what you need / want to say, but for
whatever reason, it doesn’t come across the
way you would like it to, in an ideal world. If
this is the case, unfortunately, it’s likely that
your brand and its message will be lost in
translation.
As mentioned at the beginning of this article,
design is so much more than pretty pictures.
Knowing how to structure a piece is vital to
ensure that whatever message you are trying
to convey is obvious to potential customers
and clients. This is just one of the ways in
which a creative professional can benefit your
business and its marketing.
It’s also worth mentioning that different
ways of promoting your business need to be
approached in their own way — for example,
facebook banners, billboards etc — in order to
make the most of them. A designer will know
how to make use of different media and will
guide you through the creative process, to
ensure that the outcome suits the purpose.

One of the main objectives with every
project that I undertake, is for the client
to love the end result. That said, there
is nothing better than a client who, upon
completion of a project for them, also has
a new found love for their business as
a whole, and feels re-energised to push
forward with their brand!
In the longer term, It gives you a chance to
imagine new products, new services, new
ways that the business can grow – and that
will make anyone feel pretty good about
things.

4 GET YOUR 			
MESSAGE ACROSS

drive for your business – now that’s pretty
powerful.
In short, if the end result is something
that we can both be proud of, it’s a
win win!

ABOUT SIMON
Simon is owner of SC23 Creative and
has been part of the YPN team since day
one, creating the magazine that you are
reading right now.
He is passionate about helping businesses
realise their full visual potential and help
them get seen, in the right way!

You can find out
more about Simon
and SC23 Creative
at www.SC23.co.uk.

If any readers would like
a free, no-obligation
consultation to discuss
where you are and where
you could be with your design
output, feel free to contact
Simon by emailing
Simon@SC23.co.uk or
calling 02477 360058.
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Clubhouse
Are you in?
By Michelle Cairns

S

haking up the way our
property community is
interacting, an invite-only
audio app is on the scene to rival
the big social media giants and
podcast platforms.

most people don’t know about the app yet.
I’m very fond of Clubhouse, it replicates real
life, what if like 20 people got together at a
dinner party and … everybody got to listen to
it. It makes sense why it is working; I love the
audio format, I think a year from today a lot,
lot, lot more people will be on it.”

Imagine switching on the radio and
overhearing conversations between top
property experts — the kind of people you
would normally find in this magazine and in
the global spotlight. Then imagine pressing
a button, jumping into the conversation and
asking a question!

“Property is not just about
houses, but finance, marketing
and business. And this is a place
you can learn what the best in the
industry are doing right now.”

This app is something different not just
because of the nature of the live audioonly content but the interaction between
members. For the first time you are seeing
big names on these virtual stages, such as
Gary Vee and Rob Moore sharing their ideas
in a live and open forum, similar to that
of podcasts, but one of the key elements
is the opportunity to engage with these
multimillionaire entrepreneurs. Gary Vee
says: “Clubhouse is wildly, wildly underrated…

What surprises me is the openness with
which they are willing to take questions, live,
and share their thoughts. In a time of the
country’s closure, restrictions and social
shut down – this platform offers a new
opportunity to connect, with the chance for
quality content and social cohesion that has
brought much dynamism and excitement to
what has been a grim start to the year for
many amidst the lockdown.

Rob Moore
Clubhouse
The Next
Big Social
Media
Platform:
I’ve been obsessing in
Clubhouse for 2 weeks straight,
and it looks like I’ve built the 2nd
biggest entrepreneur following
in the UK (accidentally). Gaining
up to 1,300 new followers a day
and connecting with some huge
names. Enjoying it too. This is
BLOWING up. It’s vital you get
in on it NOW to get early mover
advantage. You could grow a
huge organic following (1,300
a day would cost you £7k+
in marketing budget!). Huge
influencers are answering their
DMs. Never seen anything like it.
@robmoore

What a great platform to very quickly create
a space for your niche and find your tribe.
One of the joys of this app – still in its early
beta stage – is that because it’s so new there
are no adverts yet and no way to message
other members, so there is an element of
being burden free from another messaging
app – however of course this is bound to
change as it grows.
Watch this space to see how the app
unfolds, but for now it’s worth checking out
who is on there and following key people in
our industry who are hosting some thoughtprovoking conversations.
Where else would I have the opportunity
to ask the likes of Daniel Priestley, Rob
Moore and Gary Vee a question with instant
answers and a mastermind-style discussion
with a peer group of that level without paying
thousands of pounds?
Like anything there are downsides: some
people like a platform to hear the sound of
their own voices and others will use it to
push a hard sell and pitch. As the app gains
more publicity and opens up the doors to
more users there will be more people in the
‘rooms’ and the noise may drown out the
gold. This app suits anyone who is more
auditory and a fan of networking, however be
aware that because it meets some of our key
basic human needs of connection, variety
and significance it can be super addictive!
Let’s see how it unfolds, but for now it has
certainly given me some interesting golden
nuggets that are immediately actionable.
Top tip – If you’re waiting for an invite be
proactive, ask around and offer to pay the
one you get when you join, forward.

Arsh ELLAHI
Clubhouse has taken the property space by storm.
Investors have flocked to the new platform where they
can listen to speakers from all around the world share
their property / real estate experience. Influencers have enjoyed a new
worldwide audience to build on their existing base. Imagine listening to an
open mic podcast where the topic can go anywhere depending on who is
in the room — listeners can get involved however already we can see some
influencers are trying to monopolise the platform by restricting who speaks
in their room. At present only Apple users can access this but it is certainly
a space to watch as they open out to Android. @arshellahi

Sarah Poynton
Clubhouse is one of the most magnificent ways to build
an audience we have seen as marketers in a long time. Its
beauty is that we are all on a level playing field. People that are
almost impossible to connect with on other platforms are all of a sudden
available. The risk is you spend hours and hours distracted by content and not working on your
business. The opportunity is that you can host rooms and give yourself a platform for your audience
(investors) to get to know you. I highly recommend being a creator on the platform to connect with
new people. Don’t just be a consumer of the content! @sarahpoynton
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The buy-to-let MARKET OVERVIEW
This edition of the buy to let (BTL) market overview is the first of a series of three
articles that will aim to provide research and information to guide investment strategies.

T

his month, the focus will be in
where to invest with a comparison
of locations for BTL investment in
the UK. Next month the focus will be on
the impact of trends in the UK economy
on BTL investment. The final article will
explore future strategies for investment
in the current uncertain climate. Turning
to the question of where to invest starting
at city level. Where should BTL investors
be going for a weekend break combined
with researching the vitality of a city as a
place to invest? Seven Capital, a leading
UK property developer with a focus on
regeneration, has published a list of the
top ten cities to invest in UK property.
It’s based on a composite score taking
into account house prices, average rental
yields (the annual rent divided by the value
of the property) and forecast house price
growth in five years.
Birmingham topped the league table with an
average house price of £202,000, a rental
yield of 5.4% and a forecast house price
growth in five years of 14%. Manchester
came second with corresponding figures of
£242,000, 5.4% and 16%. Liverpool was in
third place with figures of £187,000, 5.3%
and 8.5%
The Seven Capital report also highlights the
main regeneration projects and “success
factors” in each city. In Birmingham, HS2
and the Midland Metro, in Manchester
employment opportunities for young
professionals and the hub of the Northern
Powerhouse. In Liverpool, the Liverpool
Waters scheme will transform the city’s
northern docks, regenerate a 60-hectare site
and provide 17,000 new jobs. Liverpool also
has some of the highest yielding postcodes
in the UK with yields in postcode L1 of
around 8%.

The “Buy to Let City Tracker” published by
Aldermore Bank uses a similar methodology
to produce a league table of places to
invest, with the addition of the metrics
of the lowest number of vacancies and
the percentage of the local population in
rented housing. Manchester is top of this
league table with one of the biggest rental
markets in the UK at 31% of the housing
and low vacancy rates. Seven of the top ten
locations are in Southern England including
Oxford (4th), Brighton (5th) and Bristol (7th).
Wales appears to be less appealing for BTL
investors with Newport (49th) and Swansea
(50th) at the bottom of the league table.
However Cardiff performs reasonably well
at 27th place, boosted by the benefits of
being a capital city.
The Aldermore buy to let city tracker
found that some of the highest
yields are in Yorkshire including
Hull (9.2%), Barnsley (7.9%) and
Doncaster (7.9%). Jon Cooper,
head of mortgage distribution at
Aldermore commented: “The buy to
let city tracker shows that across
the UK there are still great short and
long-term gains to be had with a
number of towns and cities providing
excellent rental yields with room
for capital growth. The changing
needs of renters, whether moving
to a new location or a different type
of property to fit flexible working
demands, has created investment
opportunities for landlords.”
London has some of the lowest yields
in the UK primarily because of the high
house prices, especially in central London.
The high house prices have caused home
owners to move to the outer London
suburbs or even further out to towns
such as Bracknell, St Albans, Sevenoaks
and Basingstoke. A recent article in
The Observer newspaper highlighted
Winchester, Exeter and York as new
property hotspots for people leaving
London. Demand is also on the rise even
in more distant locations such as North
Norfolk where the train journey to London
via Norwich has a journey time
of around three hours.

By Chris Worthington

The significant trend towards moving out of central
London to the outer boroughs or to the above
commuter towns will place an upward pressure on
house prices and rents in those locations providing
new opportunities for BTL investors. The arrival
of Covid-19 has enabled many people to work
from home. This seems likely to continue giving a
further boost to the return on investment. Whereas
in London, according to the latest Rental Market
Report published by Zoopla, average rents are
falling and the annual growth in house prices at
2.1% is below the UK average of 2.6%.
(Source: UK House Price Index published by Hometrack.)

Conclusions
Many BTL investors invest only in their
home town or city but on above evidence,
they should be considering looking at other
possible locations. And this principle applies
across the UK especially for investors aiming
to build a portfolio.
However there are always variations in house
prices, rents and yields even within a relatively
small geographical area, and the first step for
many investors will be to look closely at these
before looking
further afield.
Yields are a key metric for BTL investors
and again, there is considerable variation
within towns and cities and across a region.
Investors should do the math and work out
the yields for possible new investments. In
the long term, the forecast capital growth
becomes a more important consideration and
property in major regeneration areas should
do well in that respect.
The housing market in London is arguably
a special case, with very high house prices
and rents especially in prime central London.
The flight to the suburbs and beyond has
been reinforced by working from home, and
the housing and jobs markets in provincial
cities is also likely to be affected by the trend
towards moving out of city centres. Time for
BTL investors to head for the hills?
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Mortgage A

By Stuart Yardley of Trafalgar Square Financial Planning Consultants

update

s we start this year under tighter restrictions, we are receiving a
clear message from lenders that it is business as usual. Lenders,
and more importantly physical valuations, are still taking place.

Lenders now have the processes in place to continue current lending, 		
and we haven’t seen a negative impact on rates or criteria in the market,
which is good news for investors.
The valuers have strict protocols for physical viewings, so it’s important
that you are aware of them if you have a valuation being carried out
during this period.

Appointment booking risk assessment
As part of the initial risk assessment, the
property occupier will be asked the following
three questions:
1. Are all members of the household happy
for us to attend, or does anyone have
any concerns?
2. Is anyone in your household, or anyone
being met at the property isolating,
in quarantine, showing symptoms,
vulnerable, shielding, over 70, have
underlying health issues or pregnant?
If yes to number 2, above the booking will
not be progressed and the case will be put
on hold until safe to complete. The booking
clerk will set a call back for after the date
when the isolation period has ended.

3. If occupiers wish to remain in the
property, they will be requested to
remain in one room for the duration of
the inspection, moving to an alternative
room for the surveyor to then complete
the inspection.
4. The occupier must open external
windows and doors where possible to
maximise property ventilation prior to
and during inspection.
5. The occupier is to ensure all the internal
doors (including meter, boiler and hot
water cylinder cupboards) and the loft
hatch are opened prior to inspection.
6. All pets should be removed or secured
prior to inspection.

Before the inspection you will receive a call
from the valuers advising of the following
property inspection protocols:

7. Social distancing rule (two metres/six
foot) to be mutually respected at all
times or the inspection may be aborted.

1. Only fit and healthy surveyors will attend
and they will be wearing full PPE.

We have also had a few lender updates, with
Foundation Home Loans improving their
product ranges and Precise
Mortgages launching
a range of Winter
Warmer limited
edition products.

2. The occupier will be asked to vacate
the interior of the property during the
valuation/survey and the valuer will
confirm the likely time required to
complete the inspection of the property.

Foundation Home loans are a specialist
lender who have ranges of products for
investors financing in personal names or
through a limited company and will lend
on single family lets, HMOs, short-term lets
and multi-unit blocks. They have a tiered
product range available for any investors
with historical credit blips. Also available are
options at 80% of the purchase price/loan
to value.
They have also launched some fee-assisted
remortgage limited company products,
which is great news as this reduces the fees
involved in with limited company refinances.
Here is an overview of some of their new
rates:

Limited Company
REMORTGAGE ONLY
75% of the valuation
• 3.54% 2-year fixed – 1% arrangement fee added
• 3.74% 5-year fixed – 1% arrangement fee added

65% of the valuation
• 3.34% 2-year fixed – 1% arrangement fee added
• 3.59% 5-year fixed – 1% arrangement fee added

All of these options come with a free
valuation, £250 cashback on completion and
no application fee.

PURCHASE AND REFINANCE
PRODUCTS FOR LIMITED COMPANY
SINGLE FAMILY LETS INCLUDE:
80% of purchase price/valuation
• 4.09% 2-year fixed – 2% arrangement fee – 		
£125 application fee – valuation fee payable
• 4.59% 5-year fixed – 2% arrangement fee – 		
£125 application fee – valuation fee payable

75% of purchase price/valuation
• 3.24% 2-year fixed – 2% arrangement fee – 		
£125 application fee – valuation fee payable
• 3.54% 5-year fixed – 2% arrangement fee – 		
£125 application fee – valuation fee payable
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Another couple of products that stand out
are the options for a remortgage within six
months’ ownership, as well as a five-year
fixed product where you are only tied in for
three years with early repayment charges.

EARLY REMORTGAGE PRODUCT FOR
REFINANCES WITHIN 6 MONTHS’
OWNERSHIP
• 3.65% 5-year fixed – 2% arrangement fee – £125
application fee – valuation fee payable

5-YEAR FIXED WITH 3 YEARS’ EARLY
REPAYMENT CHARGES
• 3.69% 5-year fixed – 2% arrangement fee – £125
application fee – valuation fee payable

HMOS UP TO 6 OCCUPANTS
75% of value/purchase price
• 3.44% 2-year fixed – 2% arrangement fee – £125
application fee – valuation fee payable
• 3.74% 5-year fixed – 2% arrangement fee – £125
application fee – valuation fee payable
• 3.85% 5-year early remortgage fixed – 2%

Precise Mortgages

SHORT-TERM LETS – AIRBNB, ETC
75% of value/purchase price

Precise have launched some Winter Warmer
fixed-fee products to their range that are
ideal for larger loans and limited companies.

• 4.14% 2-year fixed – 2% arrangement fee – 		
£125 application fee – valuation fee payable
• 4.79% 5-year fixed – 2% arrangement fee – 		

HMOS OF UP TO 6 BEDROOMS

£125 application fee – valuation fee payable

As you can see, they have a strong
proposition with options for many different
types of property and circumstance.

75% of the purchase price/valuation

Some headline key criteria:

• 3.69% - 5-year fixed – £3,995 product/
arrangement fee added to the loan

• £75,000 minimum valuation
• No minimum personal income

• 3.39% - 2-year fixed – £2,995 product/
arrangement fee added to the loan

LIMITED COMPANY SINGLE FAMILY
LETS

• Lending in England and Wales
• Up to four applicants/directors
• Limited companies must be property SPV
• Short-term lets must also cover the
standard rental stress test rates for a
single family let
If you have any questions or individual
properties you would like to discuss with me,
please give me a call or send me an email.

75% of purchase price/valuation
• 3.39% - 5-year fixed – 2% product/
arrangement fee added to the loan
As you can see, the market remains
competitive. And with physical valuations
remaining in place, it really is still business
as usual.

arrangement fee – £125 application fee – valuation
fee payable (available for remortgages within six
months’ ownership)

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

LOAN-TOVALUE

PRODUCT

FEES

Kent Reliance

75%

3.04% 2-year fixed

2.5% arrangement fee,
£145 application fee

Precise Mortgages

75%

3.14% 2-year fixed

2% arrangement fee

The Mortgage Works

75%

3.74% 5-year fixed

£995 arrangement fee,
free valuation

The Mortgage Works

75%

3.34% 2-year fixed

£995 arrangement fee,
free valuation

Paragon Mortgages

70%

2.95% 2-year fixed

1% arrangement fee,
free valuation, £299
application fee

Molo

75%

3.00% 2-year fixed

1% arrangement fee upfront

Paragon Mortgages

70%

3.34% 5-year fixed

2% arrangement fee,
free valuation, £299
application fee

Precise Mortgages

75%

3.49% 5-year fixed

2% arrangement fee

Foundation Home
Loans

75%

3.34% 2-year fixed

2% arrangement fee,
£125 application fee

As always, I am available should you require any advice on a BTL
mortgage, residential mortgage, commercial finance, bridging
finance or development finance. I work with investors all over the
country with property investment opportunities from their very first
BTL property to experienced landlords, so please give me a call or send me an email.
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Class B2, B8, C1, C2, C3 and C4 all remain
as they were previously. (You can breathe
now, HMO landlords!)
Learning and non-residential institutions,
which is any use not including residential
use, for the provision of education, the
display of works of art (otherwise than for
sale or hire), a museum, a public library
or public reading room, a public hall or
exhibition hall, or in connection with, public
worship or religious instruction, a law court
— all now fall within the new use class F1.

2

021 promises to be a year of
change for the Planning System
in England. We are (at the time
of writing) waiting on the outcome of two
consultations launched by the Government
in 2020 which will see fundamental
changes being brought into the planning
system and more new permitted
development allowances!
So in this first article of 2021 from me, I
wanted to reflect on the major planning and
permitted development changes that have
happened in 2020 and where things might
be going in 2021. Whilst this may seem a
little tardy on my part, fear not dear reader
as I was simply waiting on the result of the
judicial review brought by Rights Community
Action vs SoS to see whether we were going
to be allowed to keep the new toys that the
Government has given us. Happily, I can
report that the Government won a judicial
review! And all that I am about to report on is
now permanent.

Use Classes
Looking at use classes first, the big change
in 2020 was essentially a big rollback of
changes that had occurred since the C1950s’
Use Classes Orders. Our long-established
classes were rolled back into super-classes
providing more flexibility to shift within
class. The purpose of this change is to allow
greater flexibility for properties to change
use, primarily within high atreet locations,
where planning policy still maintains the
doctrine of shops first!
In summary your new use classes look like
this:
Classes A1, A2, A3, A4, A5, B1(a,b and
c) D1 and D2 are all deleted from the 1st
September 2020.
Shops (not covered by the definition in
F2), financial and professional services,
restaurants and cafés, offices, research
and development of products or processes,
industrial processes compatible with a
residential area, clinics, health centres,
crèches, day nurseries, day centres,
gymnasiums or area for indoor sports and
recreations (excluding swimming pools
and skating rinks) — these are now all
Class E uses, and you do not need planning
permission to move from a Class E use to
another Class E use even if the building is
within a town centre or conservation area.

Local community uses, such as a shop
mostly selling essential goods, including
food, to visiting members of the public in
circumstances where (i) the shop’s premises
cover an area not more than 280 metres
square, and (ii) there is no other such facility
within 1000 metre radius of the shop’s
location; a hall or meeting place for the
principal use of the local community; an area
or place for outdoor sport or recreation, not
involving motorised vehicles or firearms;
an indoor or outdoor swimming pool (don’t
understand this one); or skating rink (really
don’t understand this one!) — these all now
fall within class F2.
The Sui-Generis bucket of uses for
buildings that do not fall easily within a
prescribed use class is expanded to a full
shipping container of uses including:
Theatres, amusement arcades/centres or
funfairs, launderettes, fuel stations, hiring,
selling and/or displaying motor vehicles,
taxi businesses, scrap yards, or a yard for
the storage/distribution of minerals and/or
the breaking of motor vehicles, ‘Alkali work’
(any work registrable under the Alkali, etc.
Works Regulation Act 1906 (as amended)),
hostels (providing no significant element of
care), waste disposal installations for the
incineration, chemical treatment or landfill
of hazardous waste, retail warehouse clubs,
nightclubs, casinos, betting offices/shops,
pay-day loan shops, public houses, wine bars
or other drinking establishments, hot food
takeaways, cinemas, music and concert
halls, bingo and dance halls.
For any prior approval allowances that
previously relied on the former use classes
such as O for Office to Residential (Class
B1(a)) and M for Retail to Residential
(Classes A1, A2 and some specified SG
uses) these PD allowances were placed in
a state of limbo until the 31st July 2021,
so you can still rely on the old permitted
development allowances until then.
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Changes to
Existing Permitted
Development
Allowances

New Permitted
Development
Allowances

The existing prior approval allowances
were altered in 2020 in order to take
into account the results of some
rather dodgy applications. The biggest
changes of note are below:

In 2020 the householder PD allowances were
expanded and we got a whole new part of
the General Permitted Development Order …
Part 20!

• Natural Light — All of the
prior approval allowances for
new dwellings had Natural
Light inserted as a material
consideration in order to combat
those applications that saw
windows to bedrooms and living
spaces as optional extras!
• The National Standards — All
of the permitted development
allowances that create new
dwellings will now be subject to
the National Floorspace Standards.
This will affect any application
made after 6th April 2021 and is
in order to address wide ranging
concerns on flats that are below
the national minimum threshold.
• Internal floorplans — All prior
approval applications must now
be supported by internal floorplans
that outline the room layouts and
position of windows.
• Oh, and Class PA — Light Industrial
to Residential — went the way of
the Dinosaur in 2020!

For Householders
Householder allowances have now been
expanded and include the provision (through
prior approval) under Class AA for the
enlargement of a dwellinghouse (not HMOs)
by construction of additional storeys. That
‘not HMO’ part is important as the provision
expressly prohibits an existing HMO using
these allowances and prohibits the extended
house going to an HMO under PD as well.
There are obviously detailed restrictions on
exactly what you can do but the headline
provisions are that:
• You may build a single additional storey
plus a roof on a single-storey house and
up to two additional storeys plus a roof
onto a two storey house.
• The building must not be within a
heritage asset, Area of Outstanding
Natural Beauty (AONB), wildlife
protection area, The Broads, National
Park, Site of Special Scientific Interest
(SSSI), safety hazard area, military
explosives storage area or within
three kilometres of the perimeter of an
aerodrome.

• The allowance is for purpose-built
houses constructed between 1st July
1948 and 28th October 2018 that have
not been previously altered by the
addition of another floor.
• There is a maximum height limit of 18
metres with further limits on roof height
and new floor-to-ceiling height which
naturally limit the overall height of the
addition, however this is assessed on a
site-by-site basis.
• The addition must be constructed on
the main elevation with no external
structures to hold it up and no other
works other than to strengthen existing
walls or existing foundations.
Suffice it to say that this is a prior approval
application and the council is allowed to
assess impact on any adjoining premises,
design, air traffic and defence asset impact
and impact on a protected view.

For Existing Building Owners
The new allowances for building owners
allow for the addition of new dwellings
to be built in the airspace above existing
buildings and are set out within this
article. Again, these are all prior approval
matters and as such the council can
consider a wide range of issues relating
to the proposed development, which will
include: transport and highways impact,
air traffic and defence asset impact,
contamination, flooding, the external
appearance of the building, natural light,
amenity impact, impact on a protected
view and fire protection for buildings
above 18m in height. In addition to these,
internal floorspace will become an issue
to consider after 6th April 2021. Broadly
these PD allowances are similar, so I
have attempted to summarise them
below:
• Class A – New dwellinghouses on
detached block of flats
Allows for the construction of up to two
additional storeys of new flats on top of
an existing detached block of flats, and
any or all engineering works necessary,
removal and replacement of plant,
removal and replacement of services,
removal and replacement of any means
of access to and egress from the
building, and installation of bin stores.
The building must be a purpose-built
detached block built between 1st July
1948 and 5th March 2018 that is not a
heritage asset, AONB, wildlife protection
area, The Broads, a National Park, SSSI,
safety hazard area, military explosives
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• Class AB – New dwellinghouses on terrace buildings in
commercial or mixed use
Allows for the construction of up to two additional storeys of
new flats on top of an existing terraced buildings in commercial
or mixed use, and engineering works necessary, removal and
replacement of plant, removal and replacement of services,
removal and replacement of any means of access to and egress
from the building, and installation of bin stores
The existing building must be purpose built between 1st July
1948 and 5th March 2018 and in use as shops, financial and
professional services, restaurants and cafes, offices, betting
office, payday loan shop or launderette with or without flats
above.
The building cannot be within a heritage asset, AONB, wildlife
protection area, The Broads, a National Park, SSSI, safety hazard
area, military explosives storage area, or within three kilometres
of the perimeter of an aerodrome.
New floors must be built onto the front elevation with limits on
roof height and floor to ceiling height and up to a maximum of
18m.
storage area, or within three kilometres of the perimeter of an
aerodrome.

YOU MUST CREATE FLATS and you cannot change use to HMOs
without planning permission.

New floors onto the front elevation with limits on roof height and
floor to ceiling height and up to a maximum of 30m.

No visible external supports, no new plant where none exists and
no development beyond the land associated with the building.

YOU MUST CREATE FLATS and you cannot change use to HMOs
without planning permission.
No visible external supports, no new plant where none exists and
no development beyond the land associated with the building.
• Class AA – New dwellinghouses on detached buildings in
commercial or mixed use
Allows for the construction of up to two additional storeys of
new flats on top of an existing detached buildings in commercial
or mixed use, and any engineering works necessary, removal
and replacement of plant, removal and replacement of services,
removal and replacement of any means of access to and egress
from the building, and installation of bin stores
The existing building must be in use as shops, financial and
professional services, restaurants and cafes, offices, betting
office, payday loan shop or launderette with or without flats.
The building must be a purpose-built detached block built
between 1st July 1948 and 5th March 2018 that is not a heritage
asset, AONB, wildlife protection area, The Broads, a National Park,
SSSI, safety hazard area, military explosives storage area, or
within three kilometres of the perimeter of an aerodrome.
New floors onto the front elevation with limits on roof height and
floor to ceiling height and up to a maximum of 30m.
YOU MUST CREATE FLATS and you cannot change use to HMOs
without planning permission.
No visible external supports, no new plant where none exists and
no development beyond the land associated with the building.
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• Class AD – New dwellinghouses on detached
buildings in use as dwellinghouses
Allows for the construction of new flats immediately
above the topmost storey on a detached building
in use as a house. This provides for up to two
additional storeys on a two or more storey house or
one additional storey on a single-storey house
And:
Any engineering operations necessary, safe access
to and egress from the new and existing flats,
construction of storage, waste or other ancillary
facilities reasonably necessary to support the new
flats.
The existing building must be purpose built as
a house between 1st July 1948 and 5th March
2018 and not previously extended by means of an
additional storey either through planning permission
or Class AA (additional storeys to houses)
The building cannot be within a heritage asset,
AONB, wildlife protection area, The Broads, a
National Park, SSSI, safety hazard area, military
explosives storage area, or within three kilometres of
the perimeter of an aerodrome.
• Class AC – New dwellinghouses on terrace buildings in use as
dwellinghouses
Allows for the construction of new flats immediately above the topmost
storey on a terrace building in use as a house. This provides for up to two
additional storeys on a two or more storey house or one additional storey on
a single-storey house.
And:
Any engineering operations necessary, safe access to and egress from the
new and existing flats, construction of storage, waste or other ancillary
facilities reasonably necessary to support the new flats.

New floors must be built onto the front elevation
with limits on roof height and floor to ceiling height
and up to a maximum of 18m.
YOU MUST CREATE FLATS and you cannot change
use to HMOs without planning permission.
No visible external supports, no new plant where
none exists and no development beyond the land
associated with the building.

The existing building must be purpose built as a house between 1st July
1948 and 5th March 2018 and not previously extended by means of an
additional storey either through planning permission or Class AA (additional
storeys to houses)
The building cannot be within a heritage asset, AONB, wildlife protection
area, The Broads, a National Park, SSSI, safety hazard area, military
explosives storage area, or within three kilometres of the perimeter of an
aerodrome.
New floors must be built onto the front elevation with limits on roof height
and floor to ceiling height and up to a maximum of 18m.
YOU MUST CREATE FLATS and you cannot change use to HMOs without
planning permission.
No visible external supports, no new plant where none exists and no
development beyond the land associated with the building.
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For 2021 — The Super E
If that was not enough excitement for one article,
the Government gave us a hint of the new permitted
development allowance they are proposing from the
new range of Class E uses. We knew this was going to
happen, as they have given a date of the 31st July to
sort this out.
What is proposed at this stage is an amalgam of the
existing Class O and M Prior Approval Allowances
covering all of the uses within the new Class E (too
many classes, McDermott must do better!). You can
read what is being proposed at: http://bit.ly/YPN152-1
and in summary, the new suggested allowance is set
out below:
The new building:
• MUST be on the same footprint as
the old

For Demolition and Rebuild
For those buildings that could not
be converted, the Government
introduced Class ZA of Part 20, which
allows for the following exciting
opportunities!
• Class ZA – Demolition of
buildings and construction of new
dwellinghouses in their place
Demolition of a purpose-built and
VACANT blocks of flats, offices,
research and development and light
industrial buildings (you cannot
demolish an occupied building), and
the construction of a purpose-built
block of flats in its place together
with demolition and construction,
including a basement, removal and
replacement of plant, removal and
replacement of services, removal and
replacement of any means of access
to and egress from the old building,
and installation of bin stores.
The existing and proposed buildings
cannot be within a heritage asset,
AONB, wildlife protection area, The
Broads, a National Park, SSSI, safety
hazard area, military explosives
storage area, or within three
kilometres of the perimeter of an
aerodrome, and must have been built
before 31st December 1989 with an
external footprint of 1,000 square
metres or less and no higher 		
than 18m.
The building must have been vacant
for more than six months and not in
an unsafe condition.

• No higher than seven metres
above the height of the old
building or 18 metres (whichever
comes first)
• No more than two more storeys
higher than the old building.
• Floor-to-ceiling heights of a
maximum of three metres, or
the same as the floor below
(whichever is smaller).
The determining issues are
tantamount for a full application for
development, and include:
(a) transport and highways
(b) contamination risks
(c) flooding risks
(d) the design
(e) the external appearance of the
new building
(f) the provision of adequate
natural light
(g) the impact of the development
on amenity
(h) impacts of noise
(i) the impact on business and
new residents
(j) the impact of the development
on heritage and archaeology
(k) the method of demolition of
the old building
(l) the plans for landscaping of
the development
(m) any — (i) air traffic and defence
asset impacts of the
development, and (ii) impact
on a protected vista

“Having first simplified the change of use in such
cases, we want now to build on this providing further
flexibility to allow this broader range of uses to change
to residential use. This will support housing delivery
and attract the additional footfall that new residents
will bring. Current permitted development rights
already provide for shops, financial and professional
services, and offices to change to residential use, and
these will continue to apply until 31 July 2021. We
propose to draw these together into a single right that
provides for the change of use from any use within
the Commercial, Business and Service use class to
residential (C3). This single right would provide clarity
and greater planning certainty and support the delivery
of a significant number of additional homes, developing
brownfield sites and making effective use of existing
commercial buildings and help to prevent them being
left empty. All homes would be required to meet the
nationally described space standards. This will come
into effect from 1 August 2021.”
More on this to follow as the consultation progresses.
So what did 2020 teach us? Based on what we already
know, 2020 was a landmark year for changes in the
planning system and 2021 continues this trend. It is
clear that the Government’s Build, Build, Build agenda
seeks to use development and construction as a
means to level up and drive the economy forward. How
successful these allowances are will depend on how
they are interpreted by councils and how well they are
executed by developers.
Fundamentally, when any new allowance comes along
we are being trusted with a new toy in the hope that
we will not re-engineer it and I can only encourage
developers to use these new and
emerging allowances wisely.
It is, after all, far easier to take
the toy away than it is to give
it in the first instance.

Jonathan McDermott is
a Chartered Town Planner,
Principal Town Planner for
TownPlanning Expert and educator
with WhiteboxProperty Solutions on Property Developers
Secrets and Property Planning Masterclass.
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Construction
Health & Safety
Graham KINNEAR

evelopers are always keen to get
started on site. However pre-planning,
particularly in respect of health and
safety, is a critical part of the development
process.While substantial improvements
have been made in construction health and
safety since the 2001 Construction Summit,
it is sadly the case that every week one
person is killed on a construction site and
many more are injured or suffer health
problems.
This number is still far too high and
consequently I wanted this article to serve
as a useful reminder for you to review your
health and safety practices and take some
time to see if you can make your projects
even safer.
Compliance with health and safety has
improved dramatically over recent years and
it is now commonplace for site workers to
wear hard hats, high visability clothing and
protective footwear. Beyond that, site staff
need to be adequately trained in the role that
they are to perform and the processes they
undertake need to be safe. If you are unsure
of your site safety obligations then you must
take professional advice as the penalties for
non-compliance are severe.

I would suggest you start with some of the
recent guidance notices by the HSE including
HSG150: Health and Safety in Construction.
In addition, the Health and Safety Executive
offer a helpline on 0845 345 0055 which you
may find useful.
In addition to the safety of site personnel, it
is also important that the site itself is safe
and minimises the risks that could otherwise
harm visitors to the site or passing members
of the public. A twice daily walkthrough of
your site should enable you to highlight
any issues and put procedures in place to
monitor or reduce risk.
Each site should have a Construction
Management Plan produced that identifies
all of the potential risks and deals with
ways to minimise them and promote site
safety. It is essential that such a document
is produced, read and reviewed by all those
who will be on site.
Among some of the main categories of your
Construction Management Plan will be as
follows:
Working at Height. Consideration should be
given to access heights for safe working and
also a consideration of the materials to be
used and how they can safely be put into
position. This could include weather
conditions as well as ensuring
operatives are using the correct
equipment, be that a scaffold
or a more portable scaffold
tower. Generally the use of
ladders for working at height
is considered too dangerous
in this modern world. For
further information please
refer to the Work at Height
Regulations 2005.
Hazardous substances
should also be considered
as part of your Construction
Management Plan. Depending
on the building you are working
on, you may encounter
asbestos, lead, solvents or
other hazardous substances
during the construction phase,
such as the dust created from
kerb or paving cutting.

All of these risks need to be assessed
and mitigated. Such mitigation measures
could include the use of different materials
or using tools fitted with dust extraction
or water suppression. Another useful
reference material is Dealing with the
Risk of Buildings published by the HSE.
Another consideration could be the risks in
terms of manual handling. There are many
materials that go onto a site and great care
should be taken during their movement.
Heavy items over uneven ground at a
location that the worker may not be
immediately familiar with can enhance the
risk levels. Consider the materials specified
and see if there are any safer alternatives.
The foregoing is not, by any means, an
exhaustive list. Indeed there are many
risks on a construction site that should be
considered. To achieve your health and
safety goals, it may be prudent to employ a
health and safety officer for the duration of
your project. Such an appointment is often
more cost effective than you may think and
so is certainly something you should look
into. A health and safety officer is trained
to highlight issues that could present a risk
and seek to reduce them to a level which is
as low as possible.
Such an appointment will get you in the
habit of regularly thinking about site
safety and help you to analyse the various
processes on site to ensure it is safe.
From the arranging of regular scaffold
inspections, to the ongoing training of site
staff, to the management of traffic and
deliveries, you should be able to prepare a
thorough Construction Management Plan
to provide all of your health and safety
measures for a project. Works on site
simply should not start without it.

As always I am happy to assist
readers of YPN and can be
contacted on 01843 583000
or graham@grahamkinnear.com
Graham is the author of
“The Property Triangle”.
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rent-to-rent
know who you are working with
By Paul Shamplina founder of Landlord Action and brand ambassador for Hamilton Fraser

A

s far back as 2013, I
wanted to set up a rentto-rent association so
that the practice was
more widely recognised and
landlords and tenants could have
greater reassurance that they
were dealing with an accredited
company. It is a very different
setup to that of a letting agent
and I do not believe it should
be bundled together. The past
year has really highlighted the
disparities between a professional
rent-to-rent company and a
rogue, and I would urge landlords
entering into such agreements to
really carry out their background
checks before proceeding.

The practice of sub-letting a residential
rental property to another landlord or
rent-to-rent company (sometimes referred
to as guaranteed rent), is an arrangement
that many property owners have found
appealing and can benefit both parties.
The property owner can be a hands-off
landlord but gets a guaranteed rent for the
term of the contract, usually three or five
years, and the property is guaranteed to be
returned in good condition, all signed by the
rent-to-rent company or middle landlord.
The rent-to-rent company gets to rent
out the property as if they owned it and
collect a full market rent from the tenants,
paying the owner a lower sum, pocketing
the difference. If the rent-to-rent company
divides the house and lets out the individual
rooms (effectively making it an HMO), the
arrangement can be extremely lucrative.
There are plenty of companies that offer
an excellent rent-to-rent service, such as
Northwood.
Unfortunately, it is also an area that is laden
with problems and difficulties and it can
be very easy for landlords to get caught
out. I sit on the advisory council on the
Property Redress Scheme and we have
seen a significant number of complaints
against guaranteed rent providers relating
to service standards and non-payment of

rent to landlords. I have also highlighted
some extreme examples in the latest series
of “Nightmare Tenants Slum Landlords” on
Channel 5.

Landlords who use rent-to-rent companies
often assume that this would not
be their responsibility but that of the
middle landlord or rent-to-rent company.
However, the Goldsbrough & Anor v CA
Property Management Ltd case at The
Upper Tribunal (Lands Chamber) (2019)
demonstrates that this is not necessarily
the case.
Two tenants filed a Rent Repayment Order
because they discovered the absence of an
HMO licence. The two tenants were entitled
under the Housing and Planning Act 2016
to full repayment of their rent during the
unlicensed period.

Unless you are dealing with a
reputable company, unscrupulous
rent-to-rent companies are often very
unreliable, dividing houses up into
room sizes that do not meet minimum
standards, operating without the
correct HMO licences, failing to pass
on rent to the property owner and not
maintaining the property.
One landlord we have been working with
has lost £40,500 in a guaranteed rent
scheme through a rogue company.
Gulam Sumar handed over his two sixbedroom houses in Harrow to the rent-torent company in early 2017 in return for
guaranteed monthly rent. Soon after, rent
arrears started building up and neighbours
at both properties were complaining about
anti-social behaviour.
When Mr Sumar finally got access to his
property he found stolen goods, credit cards
and drug paraphernalia. There was also
£24,000 worth of damage.
However, this is not the only way things
can go wrong for landlords. Recent
legislation has introduced something called
a Rent Repayment Order (RRO), where a
court can order a landlord to repay rent
in compensation to a tenant where the
landlord was letting the property illegally, for
example without a licence.

You would naturally assume here that the
owners were well and truly out of it because
they had sub-let to a management company
that had taken on full responsibility, but
no. Despite finding that the management
company was in fact the landlord, the
tribunal was faced with a challenge from
the two tenants. They argued that the
company was acting merely as an agent,
and that the owners of the property were in
fact liable.
The tribunal agreed with the tenants and
held that the owners of the property were
liable to repay the full compensation.
We have seen many landlords fall victim to
rent-to-rent scams, particularly in London.
Here are some important tips for landlords
considering rent-to-rent:
• Take great care when entering into a
rent-to-rent arrangement unless you are
certain the under landlord (rent-to-rent
company) is reputable
• Legally the arrangement is complex
and requires a water-tight commercial
contract – an AST simply will not do
• Owners should seek legal advice before
signing any sub-letting agreement
• Make sure the property is properly
licensed and meets all the regulatory
requirements for the intended use
Landlords remember, we are on your
side and here to help.
www.landlordaction.co.uk/eviction/
take-action
Action Line 0333 363 8136
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compare like
with like

By David Lawrenson of
LettingFocus.com

nsure you are comparing like with like
when you are looking at the performance of
different areas in terms of property prices
over time. Often you hear people saying how
much their property has gone up over time and how
it is worth X% or Y% more.

But is that really true?
A modern house or flat today is clearly amuch better product
than the house or flat of 20, 40 or 60 years ago.
Going back half a century, most properties
would not have double glazing and many
did not have central heating. Kitchens and
bathrooms were very basic too.
Houses of yesteryear are nowhere
near as comfortable as the houses
we see today, having usually had
a lot of money lavished on them
since. So comparing a house
or flat price with 50 years
ago is a bit like comparing
apples and pears. Both are
fruits, but they are very
different.
And this is also true
when looking at
house price trends
over time by area.

There
are many
property portals where
you can track how house prices have
changed over time.
All you need to do is to enter a postcode or a town, select flats, terraced
houses, semi-detached houses or detached houses, and then select a
timeframe. You get a smart little chart showing the trend over time.
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The information is, of course, compiled from data
from the land registry for completed housing
transactions, so tend to be a month or two in arrears.
On most portals, the charts will also show many
transactions completed in each month, which is
also useful. In months that were very quiet for house
sales, like March to July 2020, the low numbers of
transactions will make the average house
price figure have less meaning and
have less statistical validity. Some rural
postcodes will have less transactions
anyway.
In general, one is always best off
looking at a trend over a year or so
as the average house prices will
tend to jump about a lot from
one month
to another,
even when
there has
been a lot of
transactions.

But there is more
to watch out for …
If an area has had a lot of new housing stock
built over the time period you are looking at,
and if that housing is also lot grander than
what was there in that area before, this can
make price comparisons over time of less
use too.

A good example might be the area around
Vauxhall and Waterloo in London.
If you take any train out from Waterloo main
station towards Clapham Junction, you won’t
be able to miss the huge number of new tower
blocks containing thousands of shiny new
flats.
These relatively upmarket new-build flats
built over the past twenty years – many sold
to overseas investors – will be much more
upmarket than the average of what was there
before seven or fifteen years go.
This has changed the nature of the “average
flat” in the area – and it means that when you
are looking at a period from now to 15 years
ago, a lot of the growth in house (or in this
case, flat) prices has probably mostly been
due to the new stock being much better than
what was there before. In other words, you
are not comparing like with like. It is the old
“comparing apples with pears” problem again.

The Great CoronaPanic will have made this
problem worse – severely cutting demand
for these properties as people increasingly
opt to swap the centre of a dead city for the
outer suburbs and shires. Plus, the demand
from business and holiday travellers has been
poleaxed too.
There are many factors to consider when
investing for the long term in an area. Having
an understanding of coming regeneration,
the future state of the local economy,
demographic changes and future housing
supply are all things we teach our clients
to look at. All this information is available
publicly. No one needs a crystal ball.

Looking at the past is always fun, but of
more importance for any investor or landlord
is what will happen in an area in the future
and what sort of property you should you be
buying now, either to let or to improve in some
way to add value.
As an example, if we take the new-build flats
outside Waterloo, it is my view that too many
of the same type have been built. This will
depress prices of these flats for the next
few years.

152

75

152

76

152

77

152

78

152

79

152

80

152

81

152

82

152

83

152

84

