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Preparing to Sell 
 
Selling your home is one of the most important financial, practical and emotional decisions you will 
ever take. It is said to be one of the most stressful life events and yet so many people fail to prepare 
for it in any way. We are here to help you through the critical early stages of the preparation and to 
ensure that you get the best sale possible.  Think of the preparation stage like you would any big event; 
it needs to begin at least a month before going to market.  Do your homework so that you don’t make 
ill-considered decisions that leave your property stuck on the market. 
 

1. Do your homework then listen to your chosen estate agent  
Get some expert advice; estate agents will know what the market is doing locally, how much 
properties like yours are generally selling for, what else is on the market in your price bracket 

and its selling history. Go on to those agents’ websites 
to see if you like the way they present photos and 
selling details. Ask friends and colleagues if they have 
recent experience of selling and if so, which agent they 
used. Spend time on the property portals, Rightmove 
and Zoopla for instance. Who is marketing properties 
like yours in your area? Go on to those agents’ 
websites to see if you like the way they present photos 
and selling details. Make shortlist of agents and then 
invite them to meet you and carry out a valuation. Ask 

lots of questions until you are confident the person you choose will do everything they can to 
sell your house at the best possible price for you. 
 
Putting your house on the market at too high an initial price is a common cause of houses 
failing to sell and then becoming ‘stale’ on the websites yet still many agents report that home 
owners have an unrealistic expectation of value. Don’t simply go with the agent offering the 
highest valuation; listen to all the opinions and reasons for the difference in valuation and 
don’t be seduced simply by the highest price. 
 
Internet-only agents are popular due to lesser costs involved; make sure you still prepare your 
property for sale. So many photos on internet-only sites are badly presented. Your photos are 
the shop window, they are the first and could be, the only, impression that potential buyers 
have of your home. 
 

2. Suss out the competition 
Look very carefully at what else is on the 
market in your area in your price bracket. 
Look at the bracket higher and at the one 
lower than yours. How does yours 
compare? Consider the space on offer, the 
location of each and the presentation of 
the photos. If necessary take a drive out 
and drive past the homes that seem 
comparable to yours on the website. Kerb 
side appeal is important. Selling your 
house is a competition, you are competing with all the similar houses on the market for the 
buyers. 
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3. Be your own viewer and notice what you see 

Start by driving up to your own house. As you get out, pause for a moment or two and really 
look at the first impression your viewers will get. Walk through your house slowly, write down 
the strengths and the challenges you see in each room. Don’t forget the hallway, stairs and 
landing. 
 
Take photos of each room as it is now. Often we notice in photos what we don’t notice in real 
life. View the photos on as large a screen as possible, your laptop or television if you can. Ask 
a friend you trust to give an honest opinion to view the photos with you and talk through the 
aspects of your house you want to emphasise to buyers. Decide what to do about the areas 
that need tidying, decorating or repairing.  Ask your estate agent for their thoughts. They 
won’t suggest you spend money unnecessarily on changing a kitchen or bathroom for 
example, but they might suggest you paint cupboard doors for a fresher, more up-to-date 
look.  
 

4. Become your buyer 
Ask your estate agent what they think is the most likely profile of the people who will buy your 
house. Your reason for selling may make this apparent, for example, if you are downsizing 
because your family has grown up and become independent, then your buyers may be a 
couple with young children.  
 

What will your buyer be looking for in the 
house they buy? Consider, for example, 
whether your home will look dated to a 
younger family. It is relatively inexpensive to 
go for simple solutions like giving 
everywhere a fresh coat of lighter paint and 
buying new cushions for your sofas. These 
solutions will certainly cost a tiny fraction of 
the first drop your estate agent is likely to 
suggest should your house fail to attract 
much interest. The competition is tough, 

you need to be selling the great things about your home and about the lifestyle your buyer 
can enjoy by moving there.   
 

5. Notice what you notice when you view to buy 
It is likely that if you are selling you are also 
looking to buy. You will be looking at lots of 
photos and probably a number of houses. Use 
this as another opportunity to inform how you 
need to sell. What do you notice when you 
look at the homes you are viewing? Is it the 
lovely space and light they offer, or are you 
finding it tricky to see past clutter and dirty 
carpets? Remember to relate what you are 
seeing to what you are offering in selling your 
home. 
 

Remember, you are competing and you need to win! 


