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ESTATE AGENTS 

-  Rapport /  Relationships - getting in their “good books” 

-  Remember that in most cases, you are not their customer  

-  The mindset of an estate agent (changes with the market)  

-  Regulation that they follow  -  currently NAEA,  REDRESS SCHEME,  AML PROCEDURES  
                                                                    -   Licensing and qualifications under a new body forecasted by 2022 for Estate and Letting 

-  How I made my offers with them 
 
VIEWING -  Many like to go in branch first.   
                             Be normal -  not a “professional property investor” 
                             Ask relevant questions 
                             Get agents email address 
 
CALCULATE NUMBERS QUICKLY  
 
MAKE OFFER  - assessing circumstances.  Sometimes you can do the “non-offer” offer. 
 
FOLLOW UP ON EMAIL 
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ESTATE AGENTS MORE TIPS… 
-  Be consistently in their eye line (even when it seems pointless)  

-  Read the market well - agents attitudes follow the market and not vice versa  
E.g. in a “hot” market offering MIMO levels on everything can be damaging for you  

-  Be nice to them - you may need them (valuations and to sell your own stock)  

-  Incentivise them (legally)  

-  Be respectful  

Agents Best Price 
Guide (great for 
valuation packs)  
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LETTING AGENTS 

-  HELP WITH MARKET QUALIFICATION  
 
    -   BEST PRICE GUIDE  
    -   DEMAND SEARCH  

 
WHAT?  WHERE?  HOW MUCH?  HOW 
FAST? 
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LETTING AGENTS 
-  Fees on the whole - negotiable - race to the bottom 

-  Types of properties managed -  there IS a difference 

-  Where do they advertise? 

-  Viewing turn around times 

-  Regulatory bodies -  Redress Scheme, Insurance, CMP Insurance, Public Liability Insurance, AML registration, 
ICO and Data Protection Policy  

-  Deposit Protection Process and evidence  

-  Management numbers and numbers per employee.  How do they operate - property managers or departments? 

-  Management Terms and Conditions including  
   -  fees on rents received 
   -  level of works agreement (maintenance process)  
   -  sales fees  
   -  exit costs  
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LETTING AGENTS -  MORE TIPS 

-   Work WITH them - it shouldn’t be them and us - you both want the same outcomes 
    E.g.  run your own adverts, share your own contractor (if you prefer)  

-  Own your Sh*t -  make sure there are no excuses that you cannot rent out your 
property (supply and demand, finish is good etc).  Run your own (genuine) adverts.  

-  Out of hours process? 

-  There is no such thing as a “waiting list” in most areas any more  

-   Request honest and direct feedback, and take it well.  

-   View them as an insurance policy 
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