




Raise your hand if 
you’re also feeling fed 
up! We’ve all had our 

fill of bad news over the past 
12 months, so to level things 
up, we at YPN have decided 
to share some positivity. 

Very few property investors begin their 
investing career with the expectation 
of winning an award. And despite an 
incredibly difficult year, the prestigious 
Property Investors Awards went ahead 
in 2020. My huge congratulations to all 
who were nominated and won!

With positive news in mind, we wanted 
to share the stories of some of the 
winners. In our main feature this month, 
we take a deep-dive into some of the 
winning deals and get to know the 
investors behind them. What does it 
take to win an award? How, during 
the arguably most difficult year for 
construction in a generation, did they 
manage to complete their projects? And, 
possibly most important of all, what 
they have learned along the way? 

To continue your monthly dose of 
inspiration, our pages are, as usual, 
jam-packed full of advice, tips and 
education regarding everything property. 
I particularly enjoyed Mary Latham’s 
insight into her own investing history 
and Valeria Romano’s guide to designing 
space. 

Finally, I’d like to say a huge thank you 
to YOU, our readers. The magazine 
wouldn’t be able to continue without 
your support.

Happy spring! 

Angharad 
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PIA x 2: Property 
Development of the 
Year and Property 
Investor of the Year
Double accolades for Winter Melia Developments’ Church Conversion
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Interview and words - Jayne Owen

How we started

Before property, I was in business. I started importing clothes when I was 16 
and actually bought my first home three years later. From clothes I moved on 
to importing mirrored furniture, starting with one unit at a time and growing 
that business until I was importing container loads eventually becoming one 
of biggest retailers for this type 
of furniture in the UK, creating my 
own brand and opening a retail 
outlet. After that I went into the 
hospitality business.

We started at auction. After losing 
out on everything we bid for in 
about ten auctions, we were really 
frustrated and started to ask 
ourselves, “is this ever going to 
happen?” 

However, we finally had a winning 
bid on a three-bed semi in 2015. 
We did the renovation ourselves, 
then refinanced it and rented 
it out. That house is still in our 
portfolio today.

Phil Melia’s company scooped not just one but two Property Investors Awards in 
2020. Phil, together with his close friend and now business partner Karl Winter, 
formed Winter Melia Developments in 2015 and their hard work was rewarded 

when they took home both Property Development of the Year and Property Investor 
of the Year awards in November.

Going from zero to award-winning multi-million pound developments in just five years 
is no small achievement. So how did they do it? Their story is inspiring because they 
started where so many of us do – by buying one three-bed house at an auction.

In this article, as well as telling us about his own background Phil explains how Winter 
Melia Developments evolved to focus on large and unusual heritage projects and goes 
into behind-the-scenes detail on the award-winning Church Place development.

Over to Phil …
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Karl and I decided 
to combine 

forces five years ago 
to create Winter Melia 
Developments. He was 
working for one of the big 
developers in Liverpool 
at the time so had the 
property knowledge while 
I brought the business 
experience.



Working with 
heritage buildings
After doing a few single dwellings, we 
acquired our first listed building three 
years ago. It was also an auction purchase, 
which we converted into a mixed-use 
development of ground floor retail with 
five self-contained apartments above. 
It went well above our original bidding 
limit but Karl could see the potential and 
forced us to keep on bidding. We paid 
around £235,000 and it turned out to be a 
great acquisition as it’s now worth around 
£900,000. We still hold this in our portfolio 
as well.

This project opened our eyes to what you 
can and can’t do with listed buildings. A lot 
of people shy away from them because of 
the restrictions but getting knowledge and 
experience early on helped us overcome 
that fear. Instead we began to seek them 
out, approaching local councils about 
working with them to rejuvenate these 
properties. 

We have adopted a 
design-led approach and strongly 

feel that listed buildings offer 
something that typical new-build 

square, boxy rooms don’t. We 
like to put our own stamp on a 
project both in terms of design 

and finishing.

Retaining original features has led to 
a demand for the properties we create 
because they have character. Churches 
in particular are not being built anywhere 
any more, so if we can convert them we 
find there is a decent potential for capital 
growth on the project.

To make a project viable, we look for 
buildings in areas where there is a 
combination of high rental demand and 
reasonable capital growth. Conversion 
costs for listed or heritage buildings are 
higher than new build costs, so we have 
to offset the risk by pitching the end value 
at the right level. To achieve that, we work 
mainly in the more affluent suburbs around 
Merseyside and the Wirral, and have a 
couple of projects in Chester as well.

While location is vital, the building itself 
also has to have a structure within which 
we can implement a viable scheme. To be 
able to sell or rent the dwellings, they must 
be desirable for a buyer or a tenant.

Church Place:  the case study
Church Place met all our criteria. 
It is in Hoylake, a seaside town on 
the west side of the Wirral, quite 
an affluent area with plenty of 
demand and some capital growth.

It already had planning in place 
when we bought it. That is 
unusual for us but it was a good 
opportunity. We felt however that 
the scheme of 18 one-bedroom 
apartments didn’t really work so 
we examined it to see if we could 
increase the GDV by amending 
the planning. It was a long 
process – we ended up with three 
amendments. 

The first amendment was forced 
upon us because the original 
architect had misread the floor 
heights. Sticking to that plan would 
mean losing two apartments. That 
gave us a few sleepless nights, but 
we came up with an alternative 
strategy to turn the two one-bed 
apartments below into two-bed 
duplexes. We had to go appeal to 
get that through.

The final scheme was 17 
apartments over three floors – ten 
in the converted church and seven 
in a new build extension. We had 
in fact retained 18 apartments 
then a Swiss buyer approached 
us in December 2019, wanting 
to take the whole of the top floor 
as a single 1,800 sq ft three-bed 
apartment. We had two one-
bed apartments on the plan but 
they even paid for the planning 
amendment to achieve what they 
wanted.

The following month, they pulled 
out. As we had already started 
construction and installed the 
steels for the amended roof design, 
we decided to go ahead with the 
amended scheme. It worked out 
well and ultimately provided a 
better mix of apartments.

Case study details
Location:   Hoylake,   
  The Wirral

Purchase price:  £607,500

Cash deposit:  £320,000

Scheme:  Church   
  conversion to 
  17 apartments

Planning costs (amendments): £15,000

Development costs (approx.): £1,300,000

Total costs:  £2,039,000

Funding through 
Assetz Capital 
peer-to-peer lending:  £1,550,000

Rate:  7.9%

Cost of funds:  £169,000

Project duration:  20 months

Post-works valuation:  £2,980,000

Sales (13 apartments):  £2,055,000

RETAINED APARTMENTS

Combined value of 
4 retained apartments:  £925,000

Mortgage amount:  £620,000

Mortgage rate:  3.25%

Money left in:  £305,000

RENTS PCM:

3-bed apartment:  £1,500

2-bed apartment with    
stained glass windows:  £1,100

1-bed apartment ground    
floor with outdoor space: £795

1-bed apartment top floor: £750

Total  £4,145

Mortgage payment pcm: £1,798

Net cash flow pcm:  £2,347

Return on money left in:  9.2%



For the most part, we worked with 
the same team as on previous 
projects. Buying the building with 
planning did prove a bit of a challenge 
though because we had to refer our 
questions back to the architect who 
dealt with the original application. 
However, after the issue with the 
floor heights we rather lost faith in 
them and switched to using our own 
architect.

This type of property demands 
specialist knowledge and work, and 
the building team is no exception. 
Karl had already worked on a couple 
of church conversions before we 
formed Winter Melia and that gave us 
confidence to tackle such a project. 

Confidence in your knowledge and 
ability and that of your team is 
important. If you have any doubt 
– about any project, but especially 
at this scale – then you shouldn’t 
consider it. You have to be ready to 
take it on.

As Church Place wasn’t listed, we 
were able to adapt and amend 

planning more easily but still had 
to have the confidence that our 
team could deliver a project of this 
magnitude. Crucially, they all had 
experience of working on churches 
before.

You’re going to encounter hurdles 
on any project and this was no 
exception. One expensive and 
unanticipated problem we had to deal 
with was that one of the bricklayers 
kicked through the stained glass 
window. He thought it was too dusty 
in the room and wanted to let some 
air out … That cost about £7,000 to 
repair and led to an uncomfortable 
conversation with the contractor. Not 
ideal!

The key is to approach things that 
you know you can deliver. It’s a 
long time between acquisition and 
realisation of the development and 
it’s the developer who harnesses the 
risk throughout the whole process. 
That’s why doing thorough due 
diligence up front and making sure 
that the numbers are on point from 
the start is so very important.

Funding the project
Assetz Capital funded the project. We hadn’t used peer- 
to-peer lending before but this offer of 60% purchase and 
100% development funding at 7.9% was a strong deal. 
Especially as it was our first time on a scheme of this size.

It wasn’t an easy process though. We had to jump through 
a few hoops with brokers and the business relationship 
manager, and a few goalposts got moved on the final day. 
That was frustrating but despite not getting off to a very 
good start with them, we maintained a good relationship 
throughout the rest of the development.

Completing the project
Given the chaos that Covid-19 wrought last year, we were 
fortunate to have done the bulk of the building works by 
the time we went into lockdown. The church conversion 
was completed the previous December and the new build 
apartments were finally completed and signed off in May. 

Construction challenges
Old buildings always bring problems and you have to factor   
potential issues into the budget up front. 

During the rip out, we found two separate basements that 
we had no idea existed. They were not on the site plan and 
to make matters worse, there was a boiler with asbestos 
lagging in one of the basements. We had to stop work for 
two weeks while that was removed, then had to get a new 
structural design and detail and infill the basements with 
concrete.

We had a 15% contingency in the budget to cater for the 
unknown. That is quite high compared to a new build 
development, but we wanted to be certain we could deliver 
on the projections.

Old buildings always 
bring problems and 
you have to factor 

potential issues into 
the budget up front. 

The team

We like to hold at least 20% of the 
units we create in every development 
we do and retained four on this 
scheme. Because we both sell and 
hold, we do maximum due diligence 
on both the sales and rental market. 
Our preference is to undervalue 
the finished product at this stage, 
then over-deliver to ensure a good 
reception from both markets.

Church Place far surpassed our 
expectations. Our original GDV 
estimate was £2.1m and we 
achieved £2.98m, and the rental 
yields were over double what we had 
anticipated. We had, however, worked 
out that rental demand would be 
strong because we saw from the due 

diligence that supply was limited.

We realised we were going to exceed 
our conservative GDV estimate 
during construction, so probably 
spent more than if we had stuck 
with that original figure. That gave us 
some leeway on the finishing and we 
were able to apply some of the latest 
interior design principles because 
we were confident of getting a good 
return.

That confidence came from strong 
demand in off-plan sales. They 
were so popular that we realised 
we should charge more for the 
apartments, which contributed to  
the uplift in GDV.

Selling vs retaining apartments
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Sales challenges
As part of the sales 
process we created a show 
apartment. It’s a beautiful 
space, featuring the top of 
the stained glass window 
in the living room. We fitted 
it out to a high standard 
with big chandeliers to 
really show off the development. 

From there, we started selling off-plan, 
using the agent from whom we bought the 
property. We do this with all our projects as 
an extra incentive for the agents. However, 
although they were one of the best agents 
in the area and had a good reputation, they 
had a team restructure in the middle of 
our development and the level of service 
went downhill. We started hearing negative 
comments from potential buyers, which was 
a red flag, so we switched agents halfway 
through the project.

That sounds simple enough but on a 
development like this it’s not straightforward. 
Reservation fees for off-plan apartment 
sales were £2,000 and we already had some 
pre-sales and reservation fees in. We had 
several meetings with them to express our 
concerns. They were understanding and 
eventually brought someone in who knew 

what they were doing but 
for us, it was a bit too late 
as we had already turned to 
another leading agency in 
the area.

The new agency produced 
a marketing plan and 
took over the scheme 
but inevitably there were 

arguments between the agents over who 
had introduced buyers XYZ and so on. We 
left them to fight it out between them. As far 
as we were concerned, we would honour the 
arrangement with the original agent for any 
sales that came through them, but it was 
not tenable to stay with them. The fees were 
high –we could have set up our own on-site 
team for that cost – and we expected a level 
of service to reflect that.

Sustainability
Sustainability in terms of environment 
impact is a big question for developers 
though it’s a bit of a headache when it comes 
to working on heritage properties. We work 
closely with consultants and structural 
warranty providers to make sure everything 
is up to standard, but another angle is to 
consider the sustainability in terms of the 
long term use of the building itself.

Some local residents opposed the planning 
due to the size of the project, but putting 
an old building to good, sustainable use is 
imperative for everyone. Without conversion, 
this old church would have stood there 
deteriorating for years and years. That’s no 
use to anybody.

Working on listed buildings adds to the 
construction cost by about 20% and that’s 
something we have to factor in at the 
start of the process. When it’s not listed, 
it’s easier. With the heating, for example, 
we installed gas central heating in every 
apartment because we were able to put flues 
in whereas with listed buildings, you have 
to use electric. Higher heating bills in that 
scenario are a concern for some potential 
buyers but we can only work within the 
parameters we’re given. I’m sure everyone 
appreciates the preservation of the fabric 
and essence of a listed building, and for the 
owner, it becomes one of the prices to pay 
for living in such a beautiful property.

Rentals
The apartments that we retained were transferred 
into an SPV holding company at the end of the 
project and we got a commercial mortgage to 
cover all four of them.

We were really pleased with the rents that 
we achieved. Most of the tenants are either 
downsizers or young professionals, and that’s one 
of the benefits of developing in an affluent area.



NOW LISTEN TO THE 
FULL INTERVIEW
https://bit.ly/3ji0Giz

Contact Breezemove
Website:  breezemove.co.uk

LinkedIn: linkedin.com/company/breeze-move

Instagram:  @breezemove.co.uk

Facebook:  facebook.com/BreezeMove.co.uk

Phil’s book recommendation:
Black Box Thinking by  Matthew Syed
This book focuses on what people do and how we look 
at things, encouraging you to open your mind and think 
differently. We see things in black and white but the world 
isn’t a black and white place. It pays to look beyond what’s 
right in front of you. In property terms, it’s easy to just look 
at a deal as offered, but think outside the box and weigh 
up other strategies. Can you create an uplift in value? 
What can you see that others might not?

Contact Winter  
Melia Developments
Website:  wintermeliadevelpments.com

LinkedIn:  linkedin.com/in/phil-melia-6123072a

Facebook:  search for Winter Melia Developments

Instagram:  @wintermelia
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Documenting the 
learnings
Every project is a learning curve and 
one of the things that Karl and I do on 
each one is to compile a list of every 
obstacle that we have overcome. We 
literally write them down and work out 

what we can learn to prevent anything 
similar happening on future projects.

This project yielded a list of two A4 
pages! I’ve shared some of them in this 
article, and it’s a good way to educate 
yourself before the next scheme. The 
ultimate goal is to eliminate the list … 
or at least shorten it to one page on the 
next project!

The impact of the awards
Winning the Property Investors Awards has been 
a huge accolade personally and for the business 
in being recognised on a national scale. It has 
raised the profile of Winter Melia Developments 
and a lot of people have reached out to us since 
about projects or funding or with feedback. That’s 
been quite nice because until now we’ve always 
kept a low profile in the area, just keeping our 
heads down and getting on with it.

Going forward, I think the recognition of the 
awards will provide some leverage, as they 
indicate we have a proven track record for 
delivering a scheme of this scale.

We have a strong pipeline of projects and want 
to make sure we keep delivering over and over 
again. We’re in the game for the long term, not 
to make a quick buck then get out again. We’re 
proud of our brand and of what we’ve done and 
we want to build on that in the years to come. 

Next steps
We’ve got the next project lined up 
already –another church, believe it or 
not, but this time it’s listed. Planning is 
going through at the moment and we 
are ready to start construction as soon 
as it’s approved. We’re also looking at a 
large listed building in Chester.

Beyond bricks and mortar, we have 
been working on a proptech start-up 

called BreezeMove since 2017, which 
launched last October. It’s designed to 
streamline and speed up the archaic 
property transaction process in this 
country, and I’ve had conversations at 
government level to make it happen. 
We’re working with estate agents to roll 
it out and have just brought the former 
commercial director of RightMove 
on board to help move the business 
forward. It’s very exciting!



HMO Deal 
of the Year
Unique approach leads to 
award-winning property

YPN last spoke to Valter Pontes 
pre-pandemic in March 2020. At the 
time, he was focusing on sourcing, 

but since then he has built an outstanding 
portfolio throughout the country, while 
having developed an incredibly unique 
approach to investing and determining 
demand. He has also gained international 
recognition. This article, however, will focus 
on the property that led him to win HMO 
Deal of the Year at the Property Investors 
Awards 2020. 

Originally from Portugal, Valter began 
investing in property in 2018 by building a 
sourcing business. A year later, he won Simon 
Zutshi’s Mastermind 26 and was nominated 
for PIA’s New Investor of the Year. Last 
year, in 2020, he not only was featured in 
Forbes magazine but was also a finalist for 
Entrepreneur of the Year at Growing Business 
Awards. Despite having only being in the 
property business for three years, he has now 
amassed a portfolio of £10m. 

Before buying anything … 
While many investors ask themselves where 
they should invest and mould the strategy 
to fit the area, Valter has created a process 
whereby he does things differently. “I don’t 
really like that approach,” he says. “I’m more 
analytical. I wanted to see the data. I wanted 
to see the demographic.” He searches the 
data that’s available to the public, including 
employability, to see if there is a demand for 

the product he wishes to create. He partly 
attributes his approach to not being from 
England and therefore wishes to develop 
a greater understanding of an area and its 
demographic. 

Much of the data 
Valter collects is from public 
sources such as the Office of 
National Statistics, and other 

portals such as Rightmove and 
Spareroom, depending on the 

information he requires.

Within a specific area, he will look at whether 
there are enough of his preferred type of 
properties and whether it is a popular location 
for professionals to live, as that is his chosen 
demographic. He also studies employment 

rates and salaries, as this is a good way of 
determining demand and affordability. Valter 
tells of some areas of Liverpool where the 
area was great in terms of the data, but the 
unemployment was so high that he realised 
people wouldn’t want what he was offering. 
“For example, I want to see the average 
salary in an area,” he explains. “I take away 
the national insurance contributions and tax 
payments, and I see if they can afford my 
room.”

After the data has been gathered, he then 
uses it to determine whether his model and 
strategy will work in the chosen area. Using 
this method of market research prior to 
investing has allowed him to constantly push 
the local ceiling rental prices for HMO rooms.

He compares this process of thorough due 
diligence to those of other large corporate 
companies that tend to do market research 
before investing. Undertaking it will allow him 
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to determine if there is indeed a demand 
for his product, as he doesn’t want to 
invest time and money if there isn’t. 
Before investing anywhere, Valter needs 
to have a relative certainty that people 
can afford what he’s offering and he can, 
therefore, present a good product. 

“I brand my company as 
luxury,” he adds. “So 
people need to pay a bit 
more for the room. 
I wanted to see if 
people can  
afford it.”

The 
Property
Due to Valter’s vast 
experience in sourcing 
properties, he has, naturally, 
become very good at finding deals. He 
found this house using a strategy he 
calls the 90-day method, which means 
he specifically searches the portals for 
property that has been on the market 
for more than 90 days. Over time, he 
has found that it is at this point vendors 
are increasingly motivated to sell and 
consequently begin to reduce the price.

A buyer had previously put forward an 
offer of £280,000 on the house, but the 
sale had fallen through. Four months later, 
Valter stepped in and made an offer for 
£260,000. This offer was accepted. By 
this point, it had been on the market for 
almost a year.

It was originally had a C3 class for 
residential purposes and it wasn’t in a 
great condition. There had been little to 
no maintenance, and there hadn’t been a 
refurbishment for a very long time. Valter 

knew immediately that it would involve a 
full back-to-brick refurbishment, rewiring, 
re-plumbing, insulation and some  
roofing repairs. 

The works 
As well as the roofing work, the 

house needed a layout 
reconfiguration to turn it 

from being a five-bed 
into a six-bed with all 
en-suites. The garage 
was converted 
originally to become 
a self-contained 
unit for serviced 

accommodation, 
however during 

the pandemic, Valter 
decided to repurpose this 

space to become a home 
office for his tenants to work from. He 
hopes to eventually use it as serviced 
accommodation as intended in the future. 

Installing seven bathrooms (plus one WC) 
cost the not inconsiderable amount of 
£15,000. Valter desired each room to have 
its own distinctive style with different tiles 
and finishes. “It was quite a lot of work,” 
he added. Due to material shortages 
during the pandemic, a set of tiles for one 
of the bathrooms wasn’t available so he 
improvised by using leftovers from all 
of the other bathrooms to create a very 
unique effect. 

In total, the refurbishment cost £130,000, 
half the value of the purchase price.  
Valter acknowledges that it’s about  
having some money available to spend. 
“The ROI is incredible and I always get all 
my money out on the remortgage,”  
he says. “It works out for me, because I 
wanted to create a completely different 
product. I want to differentiate myself from 
other investors.”

Case study 1 
Skipton Road
End of terrace Victorian stone property

Strategy:  BRRR

Funding methods:  Bridging and own  
 cash and exit to  
 BTL mortgage

Purchase/Acquisition 
costs, inc legals, etc:  £2,500

Deposit paid:  £65,000

Amount of funding:  75% Bridging Loan

Purchase price  £260,000

Refurbishment costs
(including breakdown of refurb/build expenses)

Breakdown of project costs (£)

 Bathrooms:  £15,000

Kitchen: £7,000

Windows:  £3,500

Doors:  £2,000

Garage extension:  £34,500

Furnishing:  £18,000

Electrical works:  £1,500

Plumbing:  £2,500

Misc: £6,000

Labour:  £40,000

Total:  £130,000

Other professional costs
Architect fees:  £3,000

Structural engineer:  £525

Planning application:  £300

Asbestos survey:  £500 

Asbestos removal:  £2,000

Structural survey:  £800

Sale price or finished value
GDV:  £450,000

Gross and/or net 
rental amount: £52,200

Per room rate 
(for HMOs): £700-750

Net profit (on sale or refinance)
On refinance:  £2,100

ROI: 40%



Delays, delays … 
While any project rarely goes 
according to plan, this project suffered 
from two major delays. Originally, it 
had been scheduled to be completed and 
tenanted within four months, and instead it 
took nine. The most significant delay was 
the first lockdown back in March 2020. “I 
didn’t panic, but I was afraid that we would 
be in lockdown forever,” he admits.

On top of the nationwide material 
shortage, which meant that one tradesman 
had to travel from Harrogate to London for 
some plaster, much of the construction 
industry came to a screeching halt.   
“I would say it was the hardest project so 
far,” he adds. 

The second delay was due to finding 
asbestos in a cupboard, despite having 
undertaken an asbestos survey earlier 
in the process. They were at the second 
fix stage, and the site needed to close 
for a further three weeks for it to be 
removed safely. As all investors will know, 
delays cost money. The asbestos 
removal cost an additional 
£10,000, which was not 
only recouped in the 
mortgage, but was 
covered by the 
government in a 
150% tax rebate. 

Valter learned a major lesson due to the 
asbestos discovery — from now on he will 
ensure that either he or a team member is 
scheduled to be on site when a surveyor 
is due to attend. “Just to make sure they’ve 
done every part of the property thoroughly!” 
he says.

This project also taught him the 
importance of having a procurement 
schedule to find materials and having a 
plan to store everything. Valter has no 
desire to endure a materials shortage 
again! At the time of writing, lockdown 
three has just begun, but so far Valter 
hasn’t felt the pinch as much as the first 
time. His projects are still continuing, and 
he attributes this to early storage of all 

necessary materials. 

Valter started advertising 
the rooms during the first 

lockdown, five of which 
were rented before the 
project was finished. 
The unique nature of 
the rooms and decor 
meant that they were 



easy to rent during a pandemic, despite the 
highest rents in the area of between £700 
and £750 per room per month. A testament 
to his thorough market research prior to 
investing! 

“People are willing to pay a bit more to 
have a better place,” he says. Having the 
additional space, currently being used as 
an office, really helped. He says that the 
tenants not only use it to work, but set it 
up as a cinema room or an exercise room 
to train. “Renting was quite easy,” he adds. 
“Because I think the product almost sold 
itself.”

Valter works closely with his in-house 
interior designer to create his established 
boutique-style rooms. “I’m really not very 
good. I think I’d put the bed on the ceiling, 
that’s how bad I am,” he laughs. “I’ll stick 
with what I know and what I’m good at, and I 
leave my team to do what they’re good at.”

Together with his interior designer, he 
creates mood boards for inspiration and 
generates 3D models to get an idea of how 
the final project will look. Once approved, 
a schedule of works is created which is 
passed onto the builders. 

Differentiating himself from other landlords 
and HMOs in the area through his interior 
design choices is important to Valter. 
Otherwise, he acknowledges, he would 
create a product that’s very similar to others 
on the market, which wouldn’t enable him to 
create the ROI and cashflow he requires. 

Valter purchased this property using a 
12-month bridging finance agreement. 
He was particularly grateful for having 
the extra time on his loan, as he didn’t 
need to worry about extending it or 
finding the money quickly to repay and 
refinance. Instead, he could focus solely 
on finding solutions to his problems. The 
loan covered 75% of his purchase price, 
and the deposit and refurbishment was 
funded through a company loan from his 
sourcing business.

Valter had bought the house with the 
intention to convert it and use it as 
an HMO, so he his exit plan was to 
remortgage and pull out as much money 
as possible. Apart from the bridging 
loan, he didn’t use any external funding 
so most of the money tied up in the deal 

was the money loaned from his other 
business. Consequently, his only concern 
was to pay it back before the end of the 
tax year. 

He knew that if he sold the property he 
would lose money due to the uncertainty 
of the property market at that time. 
Instead, he focused on finishing the 
project within the 12-month bridging 
term. 

Upon completion of the refurbishment, 
the house was valued for £450,000 on a 
commercial valuation. This allowed Valter 
to release his initial investments, repay 
his company loan and see £160,000 
profit. The property generates just over 
£52,000 gross profit per annum, with 
a net income of between £1,800 and 
£2,000 per month. 

Purchasing and exit strategy
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Purchase price: £240,000

Refurbishment costs
(including breakdown of refurb/build expenses)

Breakdown of project costs (£)

• Bathrooms:   £15,000

• Kitchen:  £9,600

• Windows:   £2,000

• Doors:   £2,000

• Garage conversion     
into an en-suite bedroom:  £10,000

• Furnishing:   £15,000

• Electrical works:   £3,500

• Plumbing:   £3,500

• Misc:  £9,400

• Labour:   £40,000

• Total:   £110,000

Sale price or finished value
GDV:   £445,000

Gross and/or net 
rental amount:  £53,400

Per room rate 
(for HMOs):  £700-780

Net profit (on sale or refinance)
On refinance:   £2,144

ROI   100%

Case study 2
Nightingale Drive



NOW LISTEN TO THE 
FULL INTERVIEW
https://bit.ly/2MU25Q2

GET IN TOUCH
Website:  www.yourbestplace.co.uk

Email:  info@yourbestplace.co.uk

Facebook:  pontesvalter

Instagram:  @valter_pontes
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Advice for others 
Before choosing an area to invest, Valter urges 
all investors to undertake some research 
to ensure that the demand for the product 
is there. Acknowledging the potential over-
saturation of some parts of the country, he 
says that the only way to stand out from the 
competition is to differentiate. “You don’t want 
to just be another shared house,” he says. “See 
if there’s demand. Read the data.” Although it 
might be boring, Valter encourages investors 
to let data be the guide to their investments, 
rather than emotions or sentiment.

As a result of this project, Valter has a 
newfound appreciation of the importance of 
systems. Before he even makes an offer on a 
property, he already knows how the property 
will stack up and what the demand is. He wants 
to ensure that there is not only enough room in 
the bedrooms for the en-suites, but that each 
bedroom is at least 10 square metres. 

“I would say create systems beforehand,” he 
advises. “I thought that you just buy a five 
bed and convert it into six.” However, he has 
since learned that there are a huge amount 
of systems  and planning involved, and that 
getting these right at the beginning with the 
right people not only helps the project go 
smoothly, but can also save money. 

Finally, it’s important to know strengths and 
weaknesses, and to delegate anything that 
you’re not good at. “Don’t put the bed on the 
ceiling!” he reminds us. 

Looking forwards
Valter has now reached a good 
cashflow position within his current 
strategy, so he’s excited to start 
looking into doing some bigger 
projects in the near future. He 
hopes that it’ll be a similar process 
to what he’s already learned, just 
with different systems in place. He 
would also like to include some 
commercial conversions in his 
portfolio, but overall, Valter hopes to 
continue his success. 

He says: “I buy properties in the 
North and I buy in the South. I’m 
just going to keep on doing what 
I’m doing. I’ve been doing it for two 
years and I’ve achieved this much — 
don’t change what works.” 

Winning the award 
As mentioned at the beginning of this 
article, this project won HMO Deal of 
the Year at the 2020 Property Investors 
Awards. Valter puts his success down 
to the fact that he goes the extra 
mile to differentiate himself from the 
competition. “It’s a very unique product,” 
he says. “We are creating a luxury living 
space but with a boutique hotel style.”

For example, one of the additional details 
in this house is having a thermostat in 
each room, so that tenants can regulate 
the temperature of their space. It can 
even be customised to tenants’ work 
schedules. After speaking to tenants who 
live in his other HMOs, Valter realised that 
heating is often a subject of contention. 
There is also a cleaner who attends 
weekly to clean the communal areas. 

“I think it’s a different model than most,” 
he says. “I think it helped the final project 
to be different to that of most investors.”
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Going From HAVING Property 
as a Hobby to Commercial 
Developer of 
the Year

153 17

Interview and words - Raj Beri

YPN: Could you each give a brief 
background of what you did before 
property and why/how the interest in 
property started?

Malkit: I followed the tried-and-tested route 
of university and then secured my first job 
in IT, although it was at the peak of the dot-
com boom. I was recruited into a fairly large 
firm with around 350 people, which was 
whittled down to 175 staff two years later 
due to ongoing redundancies. I remember 
thinking: “I’m going to need something else 
to fall back on, and need to create another 
source of income, but what?”

Sanjay: I have been involved with a family 
business that has been operating for 
over 50 years. This sounds like a cushy 
option but it was tough because I was 
always being guided towards it. Even after 
university, the expectation was that I would 
join the family business, which eventually 
materialised.

Malkit and I were at 
school together so 
have known each 
other since we were 
10 years old. The 
idea to do something 
together came, like 
all good ideas, from a 
great night out where 
I had had one too many 
and slumbered off to bed. Malkit stayed up 
to speak to my dad and that conversation 
led to the idea of doing something together. 

We decided to focus on property and our 
first venture in our early 20s was buying 
one-bedroom flats. It was a simple model 
of doing our day jobs and saving up enough 
to buy one-bedroom properties for a bit of 
extra income to build up a pension pot.

Malkit: It’s important to note that we 
recognised each other’s qualities and 
realised that we had complementary skills. 

Fortunately, we have 
known each other for 
a long time, which 
has really helped. 
Sanjay is the more 
social animal and 
loves interacting with 
people, networking, 
etc, whereas I am 

more academic. One of 
my key roles is the more detailed behind 
the scenes analytical stuff – looking back, I 
have to admit that it’s worked out really well.

Speaking candidly, property probably started 
off as a hobby, but over time, we progressed 
to slightly bigger projects by adding value 
through extensions. This rationale was 
driven by a number of considerations: (a) 
we wanted to expand our knowledge and 
capabilities so each year we set more 
challenging targets, whilst appreciating that 
implementation is a step-by-step 

Like many people, Malkit Purewal and 
Sanjay Kumar started their property journey 
by buying the occasional BTL as a pension 

supplement plan because they were concerned 
about their future income. By sowing early 
seeds, they built strong relationships with both 
residential and commercial agents to facilitate 
their buying activity. 

In this interview, they cover their progress in 
property from the humble BTL, to HMOs, 
to commercial conversions, with the latter 
rewarding them with the Commercial Developer 
of the Year award at the coveted annual 
Property Investor Awards (PIA) ceremony.

What was reassuring in this interview is that they 
have applied the tried-and-tested methods of 
building relationships and have also embraced 
new technologies as their businesses developed 
(new investors take note!).



process; (b) we wanted to increase 
the revenue from each of the single-let 
projects we developed. Ten years ago, 
we ventured into the HMO market and 
started creating four to six bedroom all 
en-suite HMOs and this was followed 
by more mainstream developments 
culminating into becoming full-time 
property investors.

YPN: What led to the decision to 
become full-time property investors 
and how did you solve the usual 
conundrum of deciding strategy(ies) 
and financing the deals?

Malkit: Capital appreciation on the 
single lets was great but they were 
only generating around £100-£150 
per month cashflow. We started to 
evaluate strategies that would increase 
the monthly income and settled on 
developing a portfolio of HMOs. 

With the smaller BTLs, we both had good 
salaries and at that time, one could get 
95% mortgages so very low deposits 
were required. As an example, buying 
a one-bedroom flat required a £10,000 
deposit, which was fairly easy between 
the two of us. We were able to refinance 
these to release equity due to capital 
growth (we are in London after all!). 

“Of course, the capital 
appreciation model only 
works in certain areas 

and at certain time 
points of the property 

cycle.” 

That’s why we started increasing the 
square footage of properties through 
extensions. But even then, the 
increased borrowing is tied to the rent 
achievable, so the real game changer 

for us was diversifying into HMOs. At 
that point it became paramount that we 
worked with a knowledgeable broker so 
that we could scale quickly and not have 
to wait around for months to refinance.

Fortunately, we managed to find the right 
person who had great relationships with 
the right lenders and we established 
key processes whereby we could buy 
the property using short-term bridging, 
undertake the works to achieve a higher 
valuation and recycle our funds quite 
quickly. The progress we made was 
a key milestone for me as my day job 
included long hours with the punishing 
daily commutes into Central London. 
The continuing and growing side income 
from property excited us both and our 
goal to eventually become full-time 
property investors eventually became a 
reality.

Sanjay: It’s also important to point out to 
readers that in deploying our model, we 
continued with our day jobs, which really 
helped with the financing of projects. 
Upon refinancing, the equity released 
was simply reinvested back into more 
property investments until we got to 
a point where we could start drawing 
dividends (income), down the line. 

Case study
Gore Road, Burnham
This former office was converted into 10 modern 
self contained flats by converting the loft and 
utilising the under croft car parking.

ACQUISITION AND DEVELOPMENT

Purchase Price (ltd company): £670,000

Renovation costs: £500,000

Estimated end valuation: £2,250,000

Mortgage/remortgage 

(loan @ 75% LTV): £1,555,076

RENTAL DATA

Monthly rental income: £8,995

Monthly mortgage amount 

@ 4.74% interest: £6,143

Monthly running costs 

(Insurance, maintenance etc): £200

Net monthly cashflow: £2,652

Cash left in (eg after refinance): £0

Return on investment (ROI): Infinite



Although the initial progress 
was slow and methodical, 
Malkit and I made the 
decision some time ago 
that we wanted to create 
our own portfolio and 
wanted to create something 
we could be proud of. We 
also wanted to get out of 
the mindset of needing a 
regular income from the 
day-to-day job, be that for 
an employer or working in 
the family business.

Malkit: To clarify that, we both wanted to replace our work-related 
incomes and HMOs was our chosen strategy. The standard of HMOs 
in our area of focus was poor and we knew we could do better in the 
neglected professional market. Our sweet spot from day one has been 
high-end HMOs with five to six en-suite bedrooms. We wanted positive 
feedback from the council, the agents we used and the tenants. 

Although the cashflow generated per room per HMO is important, 
we also wanted to focus on design, style and brand, and we wanted 
tenants to remember our rooms as the stand-out ones.  

Branding is important and that became a priority recently because we 
decided to bring property management in-house to provide a better, 
more personal service and we have rebranded as Savoys Properties. 
This new business will manage our own properties and those we have 
developed for investors — inevitably, the initial phase of this transition 
is more hands on as the team is growing and taking shape.

YPN: You recently won the Commercial Developer of the Year award 
at the Property Investor Awards. Tell us more.

Malkit: For the last few years, we’ve been focusing on HMOs and 
commercial to residential conversions where we convert offices or 
mixed-use premises into residential flats. For example, we purchased 
a takeaway in Reading and converted it to three two-bedroom flats. On 
another site, we retained the retail unit but converted the upper storeys 
into a six-bedroom en-suite HMO. In addition, the garages associated 
with this building were converted to a three-bedroom mews house. 

Finally, on the Burnham project, offices were converted to a collection 
of a studio, one and two-bedroom flats. We then collated all the 
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“Becoming independent 
financially through 

property was a really 
important goal for me 
personally as I didn’t 

want people looking at 
me and saying: ‘Well, 

all you’ve done is taken 
over the business your 

parents built.’”
SANJAY



information on this project and submitted it 
to the Property Investor Awards committee. 
We were actually nominated and finalists in 
four award categories and ended up winning 
the Commercial Developer of the Year 
Award. The two aspects of the project that 
caught the judges’ attention were the finish 
of the end-product and the financial figures.

We are often asked how we source deals 
but we have no hidden secrets to share, I’m 
afraid! As we have been in the industry for 
20 years, our key agent contacts call us and 
say: “We’ve got something that you may find 
of interest.” 

Often, we are first in line for viewings and 
making an offer, and this was the case on the 
Burnham property. We look at the possibility 
of adding value and then move to the next 
stage of our process if the project fits our 
criteria.

Details of this project will be available in 
the case study figures but the top-line data 
is £600,000 (purchase price plus all costs) 
with a GDV at around £1.2 million. We used 
our own funds for the deposit and build, and 
used short-term finance with Shawbrook 
to complete the purchase and for the term 
mortgage. Like any sensible investor, we 
have multiple exits but our focus to date has 
been on projects with permitted development 
(PD) rights/prior approval criteria.

We like to be in and out within six months 
and don’t want to take the risks and 
uncertainty associated with planning 
approval. For this project, we were able to 
undertake the office conversion under PD 
and were also able to get planning to convert 
the detached garage to a three-bedroom 
mews house, which is currently worth 
around £400,000.

YPN: Where are your businesses heading 
in the next few years? Perhaps to secure 
more prestigious awards?

Sanjay: In addition to expanding our own 
portfolios, we are already developing HMOs 
for other investors and the plan is to grow 
this side of the business as a turnkey 
offering. 

“We regularly get approached to 
give other investors advice and 

help other people set up HMOs, so 
it seems like a logical fit moving 
forward and importantly, it will 
create yet another source of 

income through sourcing/HMO 
setup followed by management.“

Malkit: Initially, we didn’t really have enough 
time to help others in a systematic way due 
to work commitments, but we still managed 
to develop a hybrid model for clients by 
working with local agents. This process 

worked quite well but when we rebranded as 
Savoys Properties, we disengaged with the 
agents and moved existing clients, and more 
recently new ones, to our full management 
process. 

At the moment we are running a virtual 
office, but in 2021 we will open up a Savoys 
Properties high street office, but only work 
with clients who provide us with quality HMO 
stock. The team currently consists of myself, 
Sanjay and two others. Sanjay and I deal with 
procuring properties and some of the day-to-
day management, particularly ensuring that 
rents are paid and landlord client accounts 
are serviced. 

One of our other team member provides 
additional admin support with tenancies 
and deposits, and we also have a property 
manager on the road five or six days per 
week doing viewings, check-ins and check-
outs. In addition to the office staff, we also 
have two or three contractors undertaking 
the necessary maintenance. All our team 
members are retained on a self-employed 
basis. 



Right from the outset, we have aspired 
to have a lean team structure and have 
embraced technology to develop virtual 
tours of every property. With this now in 
place, we send potential tenants a link 
for a virtual viewing of the flat or, if it’s an 
HMO, the room and communal area, as 
this saves a lot of time on unnecessary 
physical viewings. Other aspects of our 
businesses are also driven by technology 
such as the property management 
system which has Xero built in for the 
rental checks and tenancies, which are 
electronic. 

Sanjay: We are keen to keep diversifying 
in terms of our investments and recently 
we had two projects that each had a retail 
unit on the ground floor with upper office 
space. In one instance we converted the 
whole building into flats and in the other 
we kept the ground floor as retail as so 
many people had made enquiries to take 
the shop on a lease. 

Malkit: The move into commercial was 
transitional, starting around 2013 when we 
decided to drive the HMO business hard 
to give us surplus income that could be 
used to fund the costs of a commercial 
conversion. That is what we did for the 
10-flat unit in Burnham and also another 
project in Denham. We could have gone 
straight into doing larger projects but 
decided to take it one step at a time having 
ensured we had good day-to-day revenue. 

“When we assess projects, the 
decision to deliver a residential 

scheme or maintain a mixed-use 
building is largely driven by 

the area.”

On the Denham project, the shop was in 
a vibrant parade and there was a good 
demand for retail space so we retained 
the retail unit. For the mixed-use unit in 
Reading, the local commercial scene was 
a bit run down so we ended up creating a 
purely residential development.

As already discussed, we have decided to 
stick to PD/prior approval projects only. 
We prefer more security and certainty, so 
going down the planning route won’t fit our 
model. There is probably more competition 
in our sector but we are good at spotting 
value-add opportunities that others miss. 
For example, on the Burnham project, the 
majority of people who viewed it saw five 
flats but we saw 10 including use of the 
loft and other elements of the building. 

In addition, we have formed great 
relationships with our preferred agents 
and on a number of occasions, the agent 

has recommended to the seller that they 
deal with us because we move quickly 
and we stick to our word, to ensure an 
uncomplicated result for all parties. Part 
of the reason we can move quickly is that 
we have efficient systems and our teams 
are already in place. For instance, our 
planning team have a fast turnaround time, 
although we often challenge them with the 
scheme they have proposed! 

Obviously, new rules are on the way and 
one in particular will see many more 
commercial properties coming to the 
market. From April 2021, it will be possible 
to start eviction proceedings against 
commercial tenants that are in rent 
arrears. Changes in proposed planning 

rules will also make it much easier to 
convert retail and commercial spaces 
into residential, so potentially a lot of 
opportunities are on the way and some will 
hopefully be local to us.

Having said that, we have started to think 
nationally and we are seriously considering 
rolling out our HMO turnkey operation 
across the UK. We have begun to broaden 
our geographical area with commercial 
conversions. Currently, we have a project 
underway in King’s Lynn, Norfolk where a 
former pub is being converted into six flats, 
a former hotel on the edge of the Lake 
District being converted to six flats, and 
five new-build flats in Kent.

For the Lake District project, we have an 
arrangement in place whereby we’ll rent 
a house for our local build team and they 
will live in the area for around six months 
to undertake the development. For the 
King’s Lynn project, the head contractor 
has travelled from London but they have 
sourced the smaller trades like plasterers 
and bricklayers locally. We have had our 
fingers burned in the past sourcing new 
builders, so now we just stick to our 
regular team as we have developed a 
high level of trust and they are okay about 
travelling for our projects. Contact

Website:  www.savoysproperties.co.uk

Instagram:  @savoysproperties

YPN: What advice or tips could you give 
those starting out and to those who 
are established but want to take the 
business to the next level?

• Start building and strengthening 
relationships with agents (residential 
and commercial) as it will pay 
dividends in the long term, especially 
if you become a reliable investor 
to deal with. In a recent deal, our 
offer through an agent was accepted 
even though we offered lower 
than someone else but the agent 
recommended us due to the high level 
of trust.

• For auction purchases, build up a 
relationship with auctioneers and 
turn up to all the viewings so you 
get a sense of the level of interest. 
If there are three viewing days and 50 
people turn up at each one, you have 
your answer. Having done our due 
diligence, we often offer prior to the 
auction.

• There is no overnight success so our 
suggestion would be to start small 
with a BTL and learn the process.

• For raising finance, finding JV 
partners, brand awareness, trust and 
credibility, it is imperative these days 
to have social media presence and 
to be posting regularly to showcase 
the projects you are working on. We 
prefer Instagram due to the visual 
nature of the platform, but whichever 
platform readers use, it’s about 
documenting your property journey in 
a professional manner.
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YPN: Looking at the current challenges  
and potential future ones, what insights  
can you provide?

Sanjay/Malkit: The market at the moment is 
a bit crazy so I would encourage readers to 
take a step back, analyse the whole situation 
in terms of timing and viability of the deal, and 
not just follow the crowd. When analysing a 
deal, work backwards: look at the final figure 
(GDV), deduct renovation costs, buying costs, 
profit (or desired equity) which will give you an 
indication of the purchase price. 

Looking forward, we suggest that people 
network or pull together a group of  
like-minded individuals to work  
together, not forgetting to 
educate yourselves at 
 the same time.
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Dear SA suppliers, 

While I’m sure that this doesn’t apply 
to YPN readers, the devil is indeed  
in the detail. 

For the best part of 2021 (so far) I’ve 
been living in Airbnbs, thanks to The 
Other Half getting a new job three hours 
away from our home in Somerset. While 
we are searching for a place to live, his 
lovely new employers have been paying 
for us to stay (read: live) in serviced 
accommodation.

I can now, therefore, consider myself 
an Expert at being an Airbnb Guest. 
And with that great honour, comes great 
responsibility to share a few minor irritations 
that I’ve experienced. 

For the most part, the properties we’ve stayed 
at have been lovely. My personal favourite 
was a gorgeous flat right next to a waterfall 
with wonderful whooshing noises 24 hours a 
day. Mmmm dreamy … 

However, as delightful as this flat was, 
the only coffee-making facility was a tiny 
cafetière that produced one measly cup 
of coffee. For the two of us to have coffee 
together, we’d have to do everything twice — 
wait for it to brew, clean it out, dry it and do it 
all over again. In the morning we would rush 
to the kettle and whoever got there first got 
the first cup while the other paced up and 
down, muttering angrily while waiting for our 
turn. 

With two people staying, it was only a small 
inconvenience. But if it was four people — as 
it was advertised as “sleeps four” — then you 
all wouldn’t be able to laze around having 
a morning coffee together. By the time you 
made the fourth, the first one would be cold! 
It would have made all the difference to be 
able to make one big pot. 

In another Airbnb we couldn’t seem to find 
any bins. We looked all around the house 
thinking we had suddenly become Bin Blind 
(a medical condition?), but nope, not a single 
one. (I immediately knew, ladies, that a man 
had been in charge of the interiors because 
there wasn’t even a bathroom bin. What 
woman wouldn’t include a bathroom bin?!) 
So we had to make do with a plastic bag 
hanging off a drawer. Not really ideal when 
we’re staying there for a fortnight. Oh, and 
this place didn’t even have coffee-making 
facilities* — the horror!

Then there’s 
the towels. 
At this point, 
I’m wondering if the Airbnb platform have 
released precise guidelines that a bathroom 
towel must be no larger than a postage 
stamp. Okay, perhaps I’m exaggerating a little 
bit, but why do all towels seem to only just 
cover my nether regions? 

I’m 5ft 3, so I’m not exactly the tallest in the 
world but they still seem incredibly tiny. My 
poor weightlifter Other Half looks as if he’s 
something out of a renaissance painting with 
a leaf covering himself! 

Moving on to the bedroom. Especially in 
Covid times, where hygiene and cleanliness 
is of the utmost importance, I’d like to take 
a moment to stress that what is acceptable 
linen cleaning at home is not acceptable for 
serviced accommodation. In my humble 
opinion, it’s not enough to use your own 
bedsheets and wash them as you would do 
usually. We’ve encountered linen that smelled 
so bad that I had to rewash [read: boil] them 
the next morning with our own cleaning 
products. Including the actual duvet itself. 

Investing in good quality, crisp bedsheets 
would go a long way to further the promise of 
luxury, as would outsourcing the laundry to a 
professional company. 

While we’re on the topic of beds, a good 
mattress can make all the difference to a 
guest’s stay. When running a business with 
a high turnover of guests, having an old or 
particularly soft mattress is indefensible. I 
don’t know about you, but I don’t particularly 
enjoy sleeping in other people’s a*se dips, and 
neither do I love waking up with a sore back 
because the mattress offered no support. 

Finally, I’d like to make an honorary mention 
about essentials. After driving for three hours 
non-stop, it’s exhausting to find nothing in a 
property when we arrive. The last thing we 
want to do is to get back into the car and 
drive around an area we don’t know looking 
for a shop or supermarket to buy everything 
we need for a basic meal. 

Although we’ve got it covered and we now 
travel with our own bag of olive oil, salt and 
pepper, cleaning spray, butter, milk, laundry 
detergent, dishwasher tablets and so 
on. And as a pretentious self-confessed 
Coffee Snob, I now travel with my own 
coffee-making gear (and I’m not alone 
here, because I know of at least two 
others who travel with a large cafetière 
… just in case!). 

We only do this because we were fed up 
with arriving to empty kitchens. It’s hard to 
get settled when you don’t have the basic 
kitchen essentials to cook with. Especially 
at the moment where pubs and restaurants 
are shut, and it’s even more important if 
your property is in an area with few delivery 
options. 

And if there is a washing machine in the 
property, it’s not exactly ideal to have to go 
and purchase washing tablets to actually 
use it. Having a supply — even a small one — 
would really go a long way. 

Oh, and if you want to make 52% of your 
guest population really happy, provide a 
handful of sanitary products.

I’m sharing these things with you because 
although your property might be furnished to 
a high standard and everything is streamlined 
with systems, a few tiny little details can 
make a world of difference to a guest’s stay. 

Something to consider if you don’t already 
do so is to stay at your house or flat for the 
weekend, just as if you are guests. It’s a great 
exercise not just to see if you have everything 
to provide a comfortable stay, but also to see 
if your provisions are actually decent. If you 
don’t want to do it, I’m sure a couple of your 
friends would be happy to oblige!

Best regards, 

Angharad
*Providing a sad tub of instant coffee 
DOES NOT constitute ‘coffee-making facilities.’ 

A view from the other side: 
What I’ve learned from living in Airbnbs during a pandemic 
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Six Years On 

15324

YPN: What has been happening in your 
property business over the past few years?

Lloyd: Since we started, we have created 
223 properties across all our developments. 
We have kept some of these in our rental 
portfolio but over the past couple of years 
have been selling more than we keep. If you 
had asked us when we first spoke where we’d 
be in six years’ time, I don’t think either of us 
would have dreamt of achieving that. 

Andi: The first case study of ours that you 
featured was eight build-to-rent houses. 
It was our first ever development and 
a big jump for us because we were 
not developers and had only been 
investing for a year. On the plus side, 
build-to-rent resonated as a strategy 
because I already had a building 
company so instead of building 
extensions and taking on jobs for 
other people, it was a matter of 
switching to build out our own sites.

“The disadvantage of build-
to-rent however is that you 
don’t crystalise the profit as 

you do when selling.” 
Much of the gain stays in the deal as 
equity but you do get cash flow from the 
rental income. It is very tax efficient though 
because you don’t have to pay capital gains 
tax. Build-to-rent is a great strategy for 
(literally) building wealth and you can scale 
your portfolio quite quickly.

Now that we have more experience, we are 
more selective about what we take on and 
the exit strategy can depend on several 
factors. For example, we might be working 
with joint venture partners who want to sell 
or developing a site in an area where the 
rental model doesn’t work so well. Ultimately, 
being flexible on exits gives us more choice 
and options for projects.

YPN: How do the projects you take on now 
differ in scale from your early build-to-rent 
developments, and how quickly do you aim 
to be in and out of a deal?

Andi: That first eight-house development 
was a huge step up because I had only 
built one house before that – the one I live 
in. However, after finishing the project we 

realised we could do something similar at 
least once a year.

At first, the developments were consecutive. 
Then as we gained in experience, we were 
able to run up to six sites simultaneously by 
expanding our team.

A couple of years ago we considered 
moving up to city-centre developments, sites 
consisting of around 444 flats, projects that 
far outstripped anything we had done before. 
We got a fair way down the line but eventually 
pulled back because we recognised that 
our success had come from working on 
manageable sites.

Instead of scaling up to such a massive 
development, we targeted sites that were 
slightly bigger than what we were already 
doing. These included developments of:

• 18 flats

• 12 houses

• 4 executive houses

• 24 flats – under construction

• 28 houses – planning submitted. This 
will be our biggest project yet but we feel 
it’s manageable because we’ve scaled up 
gradually.

Our projected build time for the 24 flats is 
16 months. We have several exit strategies 
in mind so don’t at present have a particular 
target date for getting out of the deal.

One of the things we enjoy here at YPN is following the progress of investors 
over time. Going back to talk to people a few years on highlights the joys of 
getting to a point where they can reap the rewards of their effort, but it also 

yields insights into the blood, sweat and tears that it takes to succeed in property.

The Evolution of a Property Development Company
Interview: Ant Lyons & Jayne Owen / Words: Jayne Owen

Six years have passed since Lloyd 
Girardi and Andi Cooke of White Box 
Property Solutions were first featured 
in February 2015. At that time, they had 
jumped straight into a development 
of eight new build houses financed 
through crowdfunding as their first 
project, having started with no money. 
Since then, we have kept in touch 
and seen them go from strength to 
strength developing build-to-rent and 
build-to-sell properties and forming a 
training company along the way. 

In this special feature, Lloyd and Andi 
are back to tell us what they’ve been up 
to over the past couple of years, how 
they have grown the business and why 
they started building to sell as well as 
building to rent.



Case study #1: 
Simpson, Milton Keynes
Site purchase price: £488,500

Scheme: 4 houses

Build costs: £1,024,153

Total Costs: £1,739,550

GDV: £2,300,000

Profit (pre-finance): £787,347 (34%)

Profit (post finance): £560,450 (24%)
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YPN: What unforeseen challenges have you 
encountered on your developments over 
the years?

Lloyd: People tend to think that getting 
started in development is hard. I think that’s 
a myth – it’s easy to get into it but there are 
definitely challenges along the way. It’s the 
fear of those challenges that prevents many 
from starting.

One of our biggest issues has been funding. 
Some lenders can be more challenging than 
others because even when their rates look 
good on paper, they may not be easy to   
work with.

Refinancing a build-to-rent project can take 
a long time. When you have a deadline to 
pay back millions of pounds of development 
finance, it can get stressful – the date is 
getting closer and closer, you’ve done all the 
paperwork yet still nothing is happening. The 
principle is the same with smaller projects 
like HMOs, it’s just that a development tends 
to add extra zeros on the end of the figure, 
which makes it ten times more stressful!

There are challenges on the construction 
side as well, though Andi sees more of 
those than I do. As an example, a couple of 
years ago, we lost a good project manager 
to illness during a development. Sadly he 
passed away shortly afterwards. That was 
tragic in itself, but it also meant we had to 
find another project manager who could take 
up the reins halfway through the build. You 
can never plan for that. The best you can 
ever do is have a decent team, follow the 
process and keep everything in line.

YPN: What is the secret to getting the end 
values right from day one?

Lloyd: We haven’t had many down-
valuations. That’s fortunate and I think it’s 
because we’re cautious at the beginning.

We always advise people to ignore the idea 
of a new-build premium. We refer to that as 

“hope value” – don’t assume that you will get 
it. It’s easy to be influenced by agents telling 
you that a site will be worth, for example, 
£2.5m when it’s developed, but when you 
do the analysis, you might only be able to 
calculate a GDV of £2m. That’s a £500,000 
difference, which is huge – and crucial –  
for a development.

“If you buy at the right price, 
the development will be 

more sustainable.” 

We always analyse deals based on a market 
drop, so if there is a downturn it is factored 
in already. When running the calculations, we 
work on achieving a profit of 25%.

YPN: How do you overcome the issue of 
landowners and agents having a higher 
expectation of the land value than is 
feasible for the development?

Lloyd: In my view, 99 out of 100 sites are 
overpriced. A seller always starts with a 
higher asking price than they want, and our 
advice for dealing with this is to buy with 
your head and not your heart.

A lot of people look at a deal and love it for 
all sorts of reasons – they might like the 
building, the location, or that it’s close to 

home, etc. The risk is they become attached 
to it and end up paying over the odds. 

Our practice is to use offer packs, which 
contain an outline of our calculated end 
value, build cost and profit, thus showing the 
rationale for the offer price. An offer pack 
does two things: 1) it gives you credibility 
with the agent and vendor even if you are a 
first-time developer; 2) it explains why you 
are offering less than they are asking. The 
risk always lies with the developer so it’s 
important to educate the landowner of the 
true worth of the site.

A way of compensating for a low offer is to 
add an overage, whereby you offer to pay 
them a percentage of the difference in profit 

Case study #2: 

Lake View, 
Barrow-in-Furness
Site purchase price: £199,950

Scheme: 12 houses

Build Costs: £1,437,453

Total Costs: £1,882,495

GDV: £2,600,000

Profit (pre-finance): £962,597 (37%)

Profit (post finance): £717,505 (27%)



between your calculated GDV and their 
anticipated end value figure. For example, 
if we believe the GDV of a site is £1m but 
the agent thinks it’s £1.4m, we might offer 
to pay 75% of the difference between 
£1m and anything achieved over that. 
Sometimes that amounts to more than 
they are asking for in the first place, if the 
land is worth what they say it is … and nine 
times out of ten it won’t be!

Andi: I think we’re going through a natural 
correction at the moment. Before Covid, 
sites were overpriced and it was difficult to 
find one that stacked. We are seeing more 
opportunities now and sellers seem to 
have different motivations.

“Buying land or commercial 
property is always a 

negotiation. It’s not as 
straightforward as buying 
a house where you agree 

a price then everything 
moves forward. There 

are far more elements to 
consider and factor in for a 

development site.”
The initial site appraisal is key to the 
success of any development. There’s an 
old saying that you can estimate a third 
each for land purchase, development 
costs and profit, but that’s rubbish. 
However, you’d be surprised how many 
commercial agents still use it and I 
honestly don’t think they truly understand 
how to price up a development.

When you’re appraising a site, there will 
be a lot of costs that you don’t know and 
can’t find out without committing money 
up front, yet there’s no point in spending 
that money if the vendor is not going to 
commit. Things like specialist surveys, 
service costs and so on.

Case study #3: 
Lawson Street, 
Barrow-in-Furness
Site purchase price: £108,000

Scheme: 18 houses

Build Costs: £1,122,001

Total Costs: £1,414,501

GDV (SOLD): £1,650,000 

Profit (pre-finance): £419,999 (25%)

Profit (post finance): £235,499 (14%)
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To allow for this, our first aim in negotiation 
is to get exclusivity as soon as possible. 
Only then will we risk our funds and get the 
surveys to ascertain the costs. Finalising a 
deal on a site is a long process and a long 
negotiation because it’s a transaction that 
has to work for everybody involved.

You can’t possibly assess every deal you 
do to this level because you’d run out of 
money before even starting, so you have 
to be selective and reasonably certain the 
site is worth the cost and effort. Some 
information, like ground contamination 
for instance, only comes to light through 
a survey. That will have an impact on your 
offer price but the remediation cost will be 
the same for any buyer. It becomes a point 
of negotiation with the vendor – not without 
some empathy if it’s an unanticipated issue 
that affects the price.

As a large proportion of purchases fall out 
of bed before completion, in this market we 
believe it pays to stay in touch with agents 
and vendors on deals where your offer was 
not accepted. I think this will make a real 
difference at the moment. People will get 
deals over the line – and at a good price – 
simply by communicating and keeping their 
pipeline active.

YPN: What are the biggest stumbling 
blocks on site appraisals for people new to 
development?

Lloyd: Confidence and knowledge. 
Knowledge can be taught but unless the 
individual is fully committed and confident 
in going ahead with development, they will 
struggle.

“Both knowledge and confidence 
come from learning and 

experience but there are ways of 
mitigating risk in the meantime 
by building in contingencies and 
having multiple exit strategies.” 

If a site doesn’t work from the initial 
analysis, move on. If it does, then move on 
to the next step. You’re not committed at 
this stage. People fear making an offer, but 
an offer is just an offer. Take it step by step.

Whether people succeed comes down to 
their confidence and belief in themselves. If 
they don’t believe they can do it, they won’t. 
Development is challenging but sometimes 
characters are built on challenges. Andi and 
I have both changed as people – for the 
better I hope! – because we’ve been through 
those challenges and solved problems 
we never thought would crop up at the 
beginning. 

Case study #4: 
Mill Road, Wellingborough
Site purchase price: £820,000

Scheme: 24 houses

Build Costs: £1,515,459

Total Costs: £2,685,777

GDV:  £3,300,000

Profit (pre-finance): £1,036,705 (31%)

Profit (post finance): £614,223 (18%)



Listen to our conversation with 
Lloyd and Andi where we talk 
about lots, lots more than we 
have room for in these pages!

https://bit.ly/3oKnJDB

Contact
Website:  whiteboxps.com

Instagram:  @whiteboxproperty

 @lloyd.girardi / @andiwhitebox

YouTube:  White Box Property Solutions

Facebook:  Property Developers Secrets   
 Facebook Group

YPN: What impact do you think the 
pandemic will have on development 
opportunities?

Andi: As we speak, the government 
are introducing layers of protection for 
developers whose projects have been 
affected by Covid. In this case, they’re 
offering an interest-free 12-month 
period to allow for a longer selling period 
without having to cut prices too much. 
In essence, it’s an extension to your 
exit plan. (See article entitled “Deadline 
for Interest Free Government-backed 
Business and Property Loans” later 
in this issue for more about CBILS 
support.)

Lloyd: I think two things might 
happen. First, people are realising 
they don’t necessarily need an office 
or such large premises if staff have 
worked successfully from home. For a 
struggling business that might be the 
first thing to go and investors might be 
able to help by purchasing the building, 
thus giving the business a much-needed 
cash injection.

Secondly, the government has prioritised 
construction, as evidenced by the “build, 
build, build” message last year and by 
the new permitted development rights. 
That will lead to opportunities. I definitely 
believe it’s a great time to get into 
development. 

YPN: You spoke about momentum and the compound effect recently 
on a Facebook post. Can you explain that here?

Lloyd: Yes, I was talking about the power of the compound effect and 
never giving up, and how small smart choices can lead to huge rewards.

When Andi and I first started, we saw many people who we perceived 
were way ahead of us. They had HMOs and BTLs … and it took a huge 
mindset shift for us to even think about purchasing one investment 
property.

Although these days we are known primarily for being new-build 
developers, you can see from the graph that we also have residential  
and commercial conversions.

A lot of people see what we are doing now, but not necessarily what 
we have done on the road to getting here. It took us nine months to get 
momentum … then once we got it we didn’t stop.

Momentum and the compound effect have a huge impact. But it’s got to 
be the right momentum. We focused hard for months and after quitting 
my job in September 2014, I focused 100% on property. The months that 
followed in 2015 saw a quick succession of HMO purchases to ease 
cashflow, which helped us to stabilise where we were and what we  
were doing. 

We started with HMOs and built up to bigger deals. Once we were 
comfortable, that’s when we took the next step up. 

When you get some momentum, you will be surprised at how quickly 
things can go from 0-100, just by taking small, seemingly insignificant 
steps to achieving what you want from life. Bigger deals are achievable … 
but taking small, smart steps first is wise.

YPN: Looking back, are there any elements that you haven’t 
enjoyed or that have been completely different to what you 
envisioned six years ago?

Andi: From my point of view, 
it’s affected everything. As 
Lloyd said, it has completely 
changed us. We have a big 
team now but knew it would 
take time to get momentum 
and never succumbed to 
wearing rose-tinted specs!

We often tell people that 
the first deal they do will be 
the hardest because they’re 
going through everything for the first time with no track record. 
But once you’ve done one, you’re on the way. It’s like riding a 
bike – it takes a lot of pressure on the pedals to start and get 
momentum but when you get up to speed, it takes less effort 
to keep going.

The benefits have spilled over into personal life too. We’re both 
healthier and fitter now and have more time for other things 
because we’re not so heavily involved in the day-to-day of the 
developments.

“The stresses and 
worries and problems 
can be daunting when 
you’re going through 
an issue but those are 
the things that make 
you grow the most 
when you find your 
way through them.”
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So far in this series, we have covered:

1. The golden formula

2. Finding the right property

3. Getting great deals through estate agents

4. Writing a schedule of works for the 
refurbishment

This month’s topic is arguably the 
most critical – getting a cost-effective 
refurbishment done on time and on budget, 
with the right builder.

Golden formula recap …
Profit = Developed Value –  
(Purchase Price + Renovation Cost)

Momentum = Profit + Net Income

Aim to buy two/three-bedroomed freehold 
houses costing between £50,000 and 
£150,000, where the combined purchase 
and renovation costs are below 80% of the 
proposed end value.

Renovation – make or break!
I don’t think I’m exaggerating when I say 
that the refurb part of the process is the 
make or break for many landlords. Get it 
wrong and it can become a nightmare. Get 
it right and you’ll create equity that will fuel 
your portfolio growth – which is of course 
the key to momentum investing.

Sadly, many don’t make it past this stage. 
But to succeed, you really must get it right 
and that’s why I’m sharing this information 
with you. If you don’t, you will be stuck 
having to save up a deposit for every next 
property. That is such a slow process you’ll 
end up feeling like you’re going nowhere. 
So let’s get this bit right. 

Finding a builder
If you are following this series, you will now 
have a schedule of works. Take this to two or 
three different builders to get quotes. Their 
estimates will vary and it’s important to get 
the balance of the right builder doing the job 
for the right price.

There are no magic builders

Our building teams have been with us for 
a long time but even in this scenario, good 
builders can go bad. You need a process in 
place that enables you to replace a builder or 
find another team if you get busier.

What can go wrong if the builder is a good 
one? Well for example …

• They can employ bad subcontractors.

• Their contractors might retrain.

• They might have a personal crisis or injury 
that affects their ability to work.

If you only have one good builder you are 
exposed, so have multiple options. If the 
worst does then happen, you’re on the way to 
solving the problem when you’ve got another 
builder you can call on.

Recruiting a builder

Where do you find them?

• On the internet: search sites     
like RatedPeople.com or 
MyBuilder.com or use Google to 
find builders in your area.

• Via recommendations from 
people you know.

• Place an advert for your job on 
the relevant sites and have them 
contact you.

Size of firm

Ideally, the type of firm you’re looking for is 
one or two rungs above the one-man band. 
They might have a couple of vans on the road, 
one or two people working for them, a band of 
subcontractors they can call in, and the boss 
is probably still on the tools.

Sizing up the job

It will take some experience to get this right 
but allow for +/-£500 on your initial estimate 
based on your list of works, against the 
builder’s quote.

Include a £3,000 contingency. On this size 
of project, that should be enough to cover 
any unforeseen problems like unexpected 

rewiring, boiler replacement or 
hidden things you couldn’t see. 
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Your schedule of works should be itemised 
line by line, with your estimated cost for 
each item. Meet the builder on site and work 
through the list in detail, describing what you 
want as you go and what you expect it to 
cost. Note any comments, objections or price 
adjustments, and check in with the builder to 
see if your estimates are in the right ballpark 
(or not). By the time you get to the end, you 
should be within that +/-£500 figure.

Remember: when it comes to builders and 
building, the cheapest option is not always 
best, but also beware of tying a builder in to 
a job that’s too cheap – that can be equally 
dangerous.

Project management vs contract 
management

Never ever project-manage the job yourself. 
Aim to contract-manage instead. It’s the only 
way you can scale up and keep in control.

Your schedule of works should enable 
the builder to quote you for a turnkey 
job, where they organise the work, the 
subcontractors, the supplies, the 
deliveries and so on. That’s what I 
mean by contract-managing. 

“Your job is to 
manage and 
measure time, 
cost and quality.”

Contracts

You must have a fixed price contract. This 
is crucial. Get it in writing, ideally with a 
schedule of payments laid out.

The contract should state that extras need 
to be flagged up and put in writing to you. 
If these are difficult to price up, put the 
handbrake on the job until they work it out. 
It might even be worth paying for their 
investigative work in pricing it up – that will 
be much more cost-effective than letting 
them slide into doing the extra work without 
knowing how much it’s going to cost.

A contract is a legal document and you 
must get it right for your particular job and 
circumstances. Contracts are available from 
online solicitors at a very reasonable cost.

Payments

Never pay anything up front, ever. Builders 
might pressure you to do it but if they do, 
don’t work with them. They are going to have 
to cashflow your job themselves.

Why is this important? A builder who is 
working hand to mouth is a very dangerous 
proposition.

If you have, for example, four stage payments 
of £5,000 each for a £20,000 job, the 
contractor will need £5,000 in their business 
bank account to start your job (or a bit less 
when you take into account their profit 
margin). That is great news for you.

Stage payments should be paid in arrears. 
If you are paying a stage payment for fitting 
the kitchen, make sure they really have fitted 
it and to the standard you expect. Check that 
everything is screwed in, working, levelled up 
and finished off. If it’s only 80% finished, why 
would you pay the 100%?

Avoid part payments as well. Stick to the 
agreed stage payments otherwise it can 
get harder and harder to keep track of what 
they’re being paid for.

This, however, is a golden rule: when you are 
satisfied and it’s time to make a payment, 
pay it over instantly. Bend over backwards to 
pay them on time when they deserve it. This 
way, you will engender a reputation of maybe 
being a bit tough but paying on time without 
fail when things are done right. It’ll go a long 
way to garnering respect within the trade 
community.

Difficult conversations

Never shy away from difficult conversations 
with builders. Most of the building jobs I’ve 
been engaged with have involved a difficult 
conversation somewhere along the line. 
They’re inevitable so be firm or run the risk  
of being taken for a ride.

If you notice an issue when you’re on a site 
visit, point it out right away before more work 

is done and it gets harder to undo or redo 
it. You’re aiming to run a tight ship with a 
firm but fair attitude.

The optimum number of site visits 
is probably one or two per week, 
otherwise you end up project-managing. 

Handover and snagging

I recommend a two-stage handover 
process.

Stage 1: They hand over all the certificates. 

Stage 2: The snagging list. Do this alone. 
Write it out then bring the builder back to run 
through it. Be objective – this is not a chance 
to try and get some extras for free, it is a 
final check that everything has been done to 
standard.

A final note …

Your job is to measure the time, cost and 
quality of a job. Keep this guideline to hand … 
and good luck!

Next month, we’ll start bringing all that 
you’ve learned so far together so that 
you can get ready to rinse and repeat the 
process. In the meantime, this video goes 
into more detail about finding a good 
builder: http://bit.ly/YPN153-JT1 

Their business

Find out about them and their 
business. How long have they been 
in business? How many people work 
for them? Can they bring all the 
subcontractors in? Can you see a 
portfolio of their work?

In addition, check they have the right 
insurances and certificates in place.

A word of caution: if the builder is not 
VAT registered, then why not? Any 
builder doing regular work should be 
VAT registered, otherwise they’re not 
turning over enough money. While it’s 
not a deciding factor, it is something to 
be aware of.

As I said before, when you’ve got one 
building team, always keep a look out 
for others – in my view, you can’t have 
too many! Though that is going to 
depend on the number of projects you 
plan to do.
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Should you 
invest locally 
or remotely?

15334

Some people living in the South are strong 
advocates for investing away. In the North, 
there is a lower cost of entry, higher returns 
to be made and on paper, less risk. Harvey 
Lewis, founder of Growth Properties, is 
one of these people. Although he lives in 
Brentwood, Essex, the most of his portfolio 
is in Stockton-on-Tees, County Durham. 

Being from Essex, he soon realised that his 
money could go a lot further in the North.  
“It was difficult to buy, refurbish, remortgage 
here” he says. “And when you do find those 
deals, it’s difficult to raise the deposit.” That 
being the case, the North is a large part of 
the country. So how did he end up choosing 
Stockton-on-Tees? 

“I didn’t just put a pin in the map,” he explains. 
“I met a guy from the area who had moved 
[to Essex].” This new friend had a significant 
portfolio in Stockton-on-Tees, and Harvey 
leveraged his local knowledge of the area 
to start investing, as he didn’t yet have his 
own network. 

It’s not easy to build a network of contacts 
when you don’t live nearby. “If you don’t 
know someone in the area,” Harvey says, 
“this is the power of social media.” Joining 
online groups and actively asking strategic 
questions about a locality will eventually build 

a level of trust and rapport with others who 
are also based in that area.

In Harvey’s case, having a local contact in 
the area was invaluable. Though many don’t 
have this initial insight, just like London-
based husband and wife team and owners of 
Debeauvoir Properties, Julian Ricketts and 
Lucy Warwick. They found local agents a 
“godsend”, who provided information on about 
local hotspots, nearby industries and tenant 
profiles. They were drawn to the North by the 
attractive low cost of properties that generate 
a high return. “It was a conscious choice 
because neither of us have a background 
in property,” Lucy elaborates, and it was a 

The eternal question. As a budding investor myself, this is something I am asking more and 
more often. Should I invest further away and likely achieve a better return, but risk investing  
in an area that I don’t know well? Or alternatively, should I invest closer to home where 

property prices are higher but I know the area like the back of my hand? There are compromises  
to each, and in this article, I explore people’s reasoning as to why they decided to invest where  
they do, and whether the compromises they made have been worth it. 

By Angharad Owen

Investing away



Harvey’s Case study 
Stockton-on-Tees
Type of property: 3 bed semi

Purchase price: £55k + £6k auction fee

Open market value: £95k - £105k

Purchase costs: Stamp £1,650

 Legals £432

 R.I.C.S Survey/  
 valuation £150

 Holding costs £500

Funding methods: Cash for investor 

Personal money in: £0 

COST OF WORKS
Duration of project:  5 weeks

Electric rewire:  £2,348

Painting:  £1,000

Rubbish / strip wall paper /   
remove bathroom and    
kitchen / built in wardrobes etc: £1,035

Magnet kitchen:  £1,500

Bathroom suite:  £400

Laminate flooring:  £450

Carpet and underlay:  £885

Heating and plumbing:  £980

Plastering:   £2,145

Labour:  £2,634

Materials:   £249

Clean:  £100

Total expenses:  £13,726

Total costs:  £13,726   

Total in deal:  £77,890

VALUATION & INCOME
Post-works valuation:  

Not been done.

Surveyor when we purchased a property   
said it would be worth £95-100k refurbed 

IF RETAINED

Re-mortgage amount: 

Not yet refinanced but expecting £75k

Rate: 3%

Money back out: £75,000

Money left in: £2,890 (including   
 new legals)

Monthly income: £550

Monthly mortgage:  £187 per month   
 when mortgaged

Monthly costs: Management @10% £55  
 insurance (including   
 rent insurance) £20   
 maintenance/voids   
 @10% £55

Net monthly Now £420  when   
cash flow: mortgaged £233

% Return on 6.47% now &   
money left in: 96.7% once   
 mortgaged 

Harveys 6-stage RBRR RPI BLUEprint
Location
1. Identify your goldmine location   

Deal sourcing
1. Learn how to source deals remotely

2. Qualify or disqualify sourcer

Finance
1. Find and qualify investors

2. Financially structure deals

Refurb & Refinance
1. Qualify or disqualify contractors remotely

2. Manage refurb remote systems

3. Present deal for best re-valuations

Lettings & Management
1. Understand property management fundamentals

2. Qualify or disqualify letting agents

comfort to know that there wasn’t a lot of money at risk should anything go  
wrong. South Yorkshire fit the bill and it was only an hour and 40 minutes by  
train from London. 

Harvey, Julian and Lucy all utilised the BTL strategy, with a few HMOs alongside. 
These strategies work well in the North, due to the aforementioned cheap 
properties, reasonable rent and high ROI. An added bonus is that additional value 
can be created using the buy, refurbish, refinance (BRR) strategy. Many investors 
choose to take advantage of this to recycle their funds. 

Due to the popularity of the area 
with investors looking for a good 
return, Julian and Lucy in particular 
found the market to be incredibly 
competitive. “If you weren’t on the 
ground, things would be snapped up 
before they had even been advertised 
for more than a day,” Lucy says. “It 
got to a point where we went to a 
viewing and there were about three 
or four other people we knew from 
London at the same viewing.” 
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If actually purchasing a property was one 
issue, then surely managing the property and 
tenants over the long term from a distance 
would be another. When Harvey first began 
investing in Stockton, he encountered 
some management problems. During a 
refurbishment, he would drive up from Essex 
every fortnight, and initially managed his 
properties and tenants himself. “In hindsight,  
I shouldn’t have tried self-managing,” he 
admits. “I should have found a really good 
managing agent.” 

In 2017, Harvey focused on 
growing his business quickly and 
concentrated on buying, which 
eventually resulted in the neglect 
of the day-to-day management. He 
told me that because he didn’t have 
strong systems in place, the problems 
grew and he didn’t yet have a “unity” to 
what he was delivering. “The more properties 
I was buying, the more these problems 
compounded,” he says. 

It took another two years to tell himself 
to slow down and to concentrate on the 
management of  lettings. “Property investing 
long term is all about the management,” he 
acknowledges. “Managing tenants is not  
very exciting.”

At first, he tried searching for a lettings 
agent, but realised that there was often a 
compromise to be made. Agencies tended 
to be either large corporates who didn’t have 
the personal service he desired, or small 
independent boutiques who had a passion 
for property but didn’t yet have the systems 
in place to grow and scale.

Instead, Harvey focused on building his 
own team, most of whom he found through 
his network on social media. He created 
a qualification/disqualification process to 
ensure he found the right people to work for 
him. “You still have to manage them to make 

Long-distance management

Julian & Lucy’s Case study COLCHESTER, ESSEX

Type of property HMO - Town House

Purchase price: £268,000

Open market value: £300,000

Purchase costs: £13,000

Funding methods: Mortgage & Angels

Deposit paid: £67,000

Amount of funding: £201,000   
 (75% Mortgage)

Borrowing rate: 3.5%

Monthly mortgage 
payment: £661.35

Total money in: £87,000   
 (including refurb)

Personal money in: £0 - (All the deposit  
 and refurb came from  
 Angel investors)

COST OF WORKS
Duration of project: 2-3 weeks

Total costs: £7,000

VALUATION & INCOME
Post-works valuation: £310,000

IF SOLD

Sale price: £310,000

Profit: £22,000

IF RETAINED

Re-mortgage amount: 

Not refinanced yet but a local RICS surveyor 
valued at £310,000

Given the market (Brexit & Covid) we won’t 
refinance until the end of the term, once we’re 
more confident of the market. 

Monthly income: £2,800

Bill included? Yes

Monthly mortgage  £661.35
payment: (including angel)

Monthly costs: £680

Net monthly cash flow: £1,458.65

% Return on money left in: 22% 



Investing locally 
These issues, as well as the ongoing time 
commitment, were the main catalysts for deciding 
to bring their investments closer to home.  
“We were doing full-time jobs, then getting up at 
5am on a Saturday, going up and doing 20 viewings, 
taking the train home and trying to crunch the 
numbers and remember which property was which. 
Sundays were for working out which offers to put 
in. It just wasn’t sustainable for us,” Lucy says. 
They wanted to start a family and didn’t want to be 
travelling long distances with a small child. 

Moving their portfolio to London wasn’t an easy 
decision, however. “It’s quite hard when you 
have things that you know work on paper,” she 
acknowledges. Now, they invest within an hour of 
their home, with most of their portfolio in Essex. They 
had found a good opportunity as the NHS needed 
housing in the area. Being in a new location, however, 
meant that they had to adapt their strategy to reflect 
the stock available. 

In Yorkshire, their properties lent themselves well to 
the BRR model, whereas in Essex the houses are in 
relatively new developments built within the past 15 
years. “They don’t need to be taken back to brick and 
have new boilers,” Lucy comments. “We add value by 
adding en-suites or changing the formation slightly, 
but there’s a limited amount that you can do.” 

Properties are no longer refinanced after six months, 
and if they buy with cash then the money will be 
tied up in the deal for a couple of years. They often 
worked with angel investors while investing in 
Yorkshire and were able to repay loans in full within 
the agreed time frame, but now Lucy and Julian 
prefer to purchase with mortgages. “Even though the 
price of the property is probably three times more, 
we’re actually putting in less money than at the start, 
because we’re getting a mortgage and doing a small 
refurb,” Julian adds. 

sure they’re doing their job correctly,” he says. “But the better the hiring 
process, the better systems and key performance indicators, and with 
good support and training, the less you have to keep an eye on it.” Building 
a team, he learned, is about doing hard work at the beginning so that the 
rewards can be reaped later. 

Learning from his own mistakes, he advises others to work with lettings 
agents when investing remotely and to not self-manage. “But you’ve got 
to accept that there will be some pain along the way and some trial and 
error,” he adds. 

Unlike Harvey, Lucy and Julian worked with a lettings agent from the  
get-go. “We went with an agent who a lot of investors went with, but we 
got our fingers burned quite badly because they weren’t doing things by 
the book,” Lucy says. “They had taken on way too many properties   
to manage.” 

Instead of the hands-free 
portfolio they had hoped for, 
working with this agent caused 
a lot of hassle. “Probably every 
lunchtime, at one point, I was on 
the phone to the management 
agency or some of the tenants 
about issues,” Julian says.  
“It was just non-stop.” 

“We had so many different 
issues that, at points, we 
didn’t even feel like landlords. 
We felt like therapists and 
counsellors,” Lucy adds. 

You’ve got to 
accept that there 
will be some pain 

along the way 
and some trial 

and error
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After their previous 
negative experiences 
with lettings agencies, 
they have now opted 
to self-manage. 
An existing local 
contact lives close 
by to undertake any 
maintenance, while a 
virtual assistant does all of 
the paperwork, deposits and so 
on for the tenants. Since moving their 
portfolio to Essex, they now spend less than 
an hour per house per week. 

“It’s not really the same kind of management 
as it would be with straight HMOs, because 
we have a good relationship with the NHS,” 
Lucy explains. “They pay us upfront, and we 
know all our tenants have been fully vetted. 
We don’t need an intermediary who is taking 
12% or whatever it may be.” 

Kim Opszala, a multi award-winning 
corporate commercial solicitor and one 
half of KoMo Properties, invests within a 
30-minute radius of her home in Milton 
Keynes. She and her husband self-managed 
before outsourcing to an agency. However, 
they didn’t provide the service she wanted 
and so she brought it back in-house 
again. Over the past 12 months, she has 
recruited her own team consisting of virtual 

assistants and someone to 
do the viewings, check ins 
and check outs. “I probably 
now only spend a few hours 
a week on the day-to-day 
running of the properties,” 
she adds.

This is a similar approach 
to how Harvey manages 
his portfolio from Essex, 
suggesting that as long as a business is 
systemised, it doesn’t matter where the 
portfolio is based.

However, Kim claims that it’s in a lawyer’s 
nature to be risk averse. “It just made sense 
to start closer to home,” she adds. “We really 
did do a lot of due diligence on investing in 
the North West, but for us there are other 

benefits of investing 
here.” These benefits 
include “amazing capital 
growth” due to being in 
the London commuter 
belt. They might sacrifice 
the cashflow or yield in 
the short term, but in 
the long term they can 
release equity by selling 

or remortgaging for a higher gain. 

She and her husband only had a finite 
amount of money, and while they 
acknowledged that they could get a lot more 
in the North West, they have adopted a mixed 
strategy approach — some are owned, and 
others are rent-to-rents or purchase lease 
options. “By doing a mixed strategy, we were 
still able to grow really quickly,” she says. 

Kim’s Case study 
MILTON KEYNES
Type of property: 5-Bedroom HMO

Purchase price: R2R – 5 years 

Purchase costs: £3,500 

Joint ventured with the owner on the works 
required.  The property needed a new kitchen 
and a few of the windows replaced.  The owner 
paid for materials and we paid for labour.

R2R, monthly: 

payments agreed:  £1,300

Deposit paid:  £1,300

COST OF WORKS  £3,500
Duration of project:  2 weeks   
  (Rent free period)

VALUATION & INCOME
Monthly income:  £3,100

Bills:  £635

Net monthly cash flow:  £1,165

% Return on money left in:  399% ROI 

(initial costs (not including the refundable 
deposit) paid back in 3 months)



An agent’s perspective
As remote management appeared to be a 
big topic with differing opinions, I 
spoke to John Paul, CEO of The 
Castledene Group, a lettings 
agency based in the North 
East. He has 12 branches 
between North Yorkshire 
and Northumberland and the 
demographics of landlords 
for each branch varies greatly. 
In his experience, small market 
towns are more popular with local 
landlords who want a hands-off experience, 
whereas landlords who live either 200 miles 
away or in different countries tend to be 
drawn to the former mining towns of County 
Durham. 

He has found that investors who are buying 
in the North East to take advantage of the 
cheap property and high yields are less likely 
to visit the area. “They do more due diligence 
on the property, as opposed to the people 
that are going to be managing the assets,” 
he says. “Probably about half a percent of 
remote investors come and actually  
meet us.” 

He continues: “Because we haven’t got that 
relationship, sometimes it can be a little bit 
fractured in that when we’re delivering certain 
negative news, they don’t take it as well […] It’s 
just that when you’ve got a better relationship 

and that trust is there, it makes the whole 
management and relationship process a lot 
simpler.” 

John suggests that the relationship 
between agent and investor is 

a two-way street, and urges 
all investors to get to know a 
lettings agency and ask what 
value they can bring, instead 
of immediately asking about 

their charges. “When people 
focus on price, they miss the 

bigger benefit, which is the service 
and value,” he adds. 

For this reason, John finds it more 
challenging to work with remote investors 
than with ones who are local. Partly, he 
reckons that the countless courses that 
teach people to purely focus on the facts 
and figures are to blame. “When you start 
putting figures and facts above people’s 
enjoyment of the property, get out,” he warns. 
“Go invest in stocks and shares.”

He goes on to say that investing in 
property is more than getting the numbers 
right, as it involves people’s lives and the 
local community as well. It’s the small 
immeasurable, intangible things that make 
all the difference, like providing a good 
product and service. And choosing the right 
lettings agent, and doing the due diligence 
on them, is a crucial part of that service. 

Caring about the community 
As investors, what can we do to build the 
relationship with the agent and the local 
community? 

“Make the best house you 
possibly can so your tenants 
stay longer. They’ll look after 
it and it’s future-proofed,” 
John advises. While there is 
always the possibility that 
a rogue tenant will damage 
a property, generally the 
better the product, the more 
respectful the tenants.

Regarding the local area, John fears that 
some remote investors have an out of sight, 
out of mind mentality. While he has worked 
with many remote investors who do indeed 
care about the area, he has also worked with 
some who don’t. “How can you care about a 
community if you’ve never there to meet the 
community?” he asks. 

This reflects what Kim believes. “When you 
invest out of area, it is more clinical. You’re 
doing it on yields, population growth and new 

things that are coming into the area. It’s a lot 
less emotional,” she says. “Whereas when you 
live there, [you] want to improve things.” 

The initial expenditure can be incredibly 
high compared to investing in other areas. 

For Kim, on the other 
hand, having the local 
knowledge outweighed 
investing somewhere 
with a lower cost of 
entry. She comments: 
“You can do as much 
research as you like 
online, desktop research, 
you can go up and have 

a drive, but you never know an area like when 
you live in it and breathe it and work in it.”

But there is also the risk of never really 
becoming a hands-off investor. By living 
nearby to properties could “end up creating 
another job for yourself because you’re 
constantly dealing with all of the issues,” Kim 
warns. But yet, she is a firm believer that all 
investors should know how to manage their 
properties — regardless of if they intend to or 
not — and investing close to home makes it 
that much easier.

At the end of each interview, I asked 
everyone what the pros and cons 
were for their chosen locality.   
Here are the most popular: 

Pros for away: 
• Lower barrier for entry 

• High ROI 

• Void costs are easily manageable 

• Easily recycle funds

Cons for away: 
• Can’t be present during projects

• Not able to get to know tenants  
and local community 

• Financial and time cost of travelling 

• Little to no capital growth

• Very competitive

Pros for local: 
• You’re able to easily build rapport 

with agents 

• Be present during projects

• Being able to quickly resolve 
problems

• Less competition (depending on 
locality)

Cons for local: 
• Potentially higher cost of entry 

(depending on locality)

• Can be difficult to be hands off 

• Higher void costs

What is best for you?
Essentially, the question of whether 
to invest remotely or locally is down 
to what type of investor you wish to 
become. “You can make it work, but it’s 
all about your end goal,” Harvey adds. 

From speaking to all the contributors 
and writing this article, the main 
conclusion that I deciphered was that 
there is no right answer. It all depends 
on your personal situation, your 
investment goals and how that fits in 
with your long-term goals. 

If you’re based in the South and are 
looking for a high income, good return 
and a hands-free experience but don’t 
have much cash in the bank, then 
perhaps investing away from your 
local area would be beneficial to you. 
Harvey has proven that running a 
portfolio from afar can lead to success. 
Alternatively, if you know you’d like to 
keep tabs on what is happening, then 
Lucy, Julian and Kim have shown that 
it’s possible to still invest locally by 
using alternative methods. 
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The way I see it, there aRE  
two main types of buyers  
for HMOs:
Buyer A – The kind who finds a property to 
convert into an HMO themselves, either on 
their own or via a deal packager. They would 
normally aim to go through an add-value 
phase in addition to the end cashflow goals. 
Finally, they would look to refinance the 
property to pull all if not the majority of their 
money out of the deal.

Buyer B – This kind of buyer would buy a 
ready-made and finished HMO, generally 
referred to as a turnkey-style investment. As 
the property is already finished, they would 
usually pay a slightly higher than ‘bricks and 
mortar’ figure because of the value in the 
refurb, furniture, tenants and ‘business’ that 
already exists.

Quite often the HMO developer type of buyer 
would not be able to justify or could relate 
to why anyone would pay a premium for a 
finished HMO when they could add value 
themselves. And, if everything always went to 
plan, this would be normally be right. 

Do I Buy Ready-made or Build?

Contact
Mailing List  www.arshellahi.com/deals 

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

Facebook Page  www.facebook.com/ArshEllahi123

Instagram  www.instagram.com/arshellahi

Youtube  www.youtube.com/c/ArshEllahi

Linkedin  www.linkedin.com/in/arshellahi

Twitter  twitter.com/arshellahi

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

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

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. 

Hi Arsh,

I am about to buy my first HMO and 
was wondering whether I should buy a 
ready-made HMO or should I convert 
a property myself?

What are the pros and cons please?

Thanks,

MISS B, STREATHAM

Thank you for getting in touch Miss 
B! It is a question that I hear a lot and 
there is no right or wrong answers. 
However, I will aim to help by providing 
an in-depth answer for each.

But, as we know, it’s not all plain sailing. 
Problems can occur such as conversions 
can overrun, costs can spiral, refinances 
can come back less than expected and 
delays can happen. Planning and important 
factors can also sometimes be overlooked – 
especially if you’re relying on somebody else 
to manage your project who is local because 
you live hundreds or even thousands of miles 
away from the HMO.

As a result of the above issues, a lot of buyers 
who originally started out as a Type A buyer 
become a Type B buyer and now opt to 
purchase finished HMOs as they have had 
their fingers burned trying to develop first.

Many other factors will play a part in 
whether an investor purchases a readymade 
HMO or a property to convert. This could 
include: 

Location
A location and the local legislation will also 
determine whether it is possible to convert a 
property under local guidelines. An example 
of this being, where an area is an Article 4 
area, the options available are:

•   Purchase a single let and go  
for planning 

•  Purchase a ready-made HMO

The risk with purchasing a single let with the 
view of converting within an Article 4 area 
is that there is no guarantee that planning 
permission would be granted. I have seen 
many investors who all purchased with the 
intention of converting it only to find that they 
are now stuck with a single let that is not 
producing the returns they anticipated. This 
mistake can be a costly one and could put a 
stop to an investor’s property journey. 

Time
You must also consider time as a 
factor. Many property investors are still 
working whilst trying to build a residual 
income. A Type B buyer, who would 
consider the purchase of an up and 
running HMOs, are investing money 
made from outside of property. They 
have successful businesses or jobs in 
other sectors and they see investing 
capital for a good return in HMOs as 
ideal. They don’t need to develop, add 
value, take on risks, or refinance money 
out. Often, they are not property people.

From my experience, the Type A 
investor has a very different business 
model to the Type B investor. I have 
actually seen some Type As build 
a business from simply selling 
their ready-made HMOs they have 
developed to the Type Bs, and both 
parties have benefited from the 

So, as you can see, there is no right or 
wrong. It depends on what you want to 
get out of the deal, the time you have to 
allocate to the property and whether you 
have the appetite to develop a property. 

I really hope that helped you with your 
question, and as always, I wish you every 
success. 
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are you ready

15342

to start investing?
RICK GANNON

Welcome back to my article, and this edition is helping you to get ready to source some of those amazing deals that 
are available … but before we dive into the ways you can grab these deals, I want to make sure you are ready.

Ask yourself why?
Starting a property business or 
committing to an investment doesn’t 
have to be hard. One of the biggest 
problems that most people go through 
when starting is procrastination and the 
“What if?” mindset. 

They would ask themselves things like: 

“What if it goes wrong?” 

“What if my family don’t  
  understand it?” 

“What if the market crashes?” 

“What if the estate agents don’t  
  take me seriously?” 

And all of that negativity is normal 
because we have a fight or flight 
response built into us as human beings. 
And we generally go down the path of 
least resistance, so we play small.

Now, if you have an excuse that is actually 
stopping you from just getting started, then 
the chances are, you will actually never get 
started and you will always use that excuse to 
do nothing. 

Remember, if you do the same thing tomorrow 
as you did yesterday, then nothing will change 
for you, everything will stay the same.

The first thing is to decide why are you doing 
this. Ask yourself the following questions:

•    Why are you doing this in the first place? 

•    What is it that drove you towards property 
investment? 

•    Why did you decide to invest in property? 

I’m thinking that you want to make a change 
in the way you’re doing things at the moment. 
And if you don’t know why, ask yourself why 
you are here. Why are reading this magazine? 

What is it that you don’t like at the 
moment about your life and your current 
situation? 

•    Is it your job? 

•    Do you want to work for yourself? 

•    Do you want to get away from the BS 
and all of the rubbish that you have to 
go through in your corporate role? 

•    Do you want to have more freedom to 
spend with your family? 

•    Do you want more money and to be 
able to go on nicer holidays and make 
memories with your loved ones? 

Make sure that your ‘why’ is strong 
enough to encourage you to get out there 
and actually start pushing. It doesn’t 
really matter as long as you know why 
you’re doing it in the first place. And once 
you’ve done that, write it down.

Reverse engineer your goal 
You need to work out what your goal is, because 
there’s no point in starting this if you don’t know what 
you want to achieve. 

Ask yourself what your goal is:

•    Is it to become financially free? 

•    Is it to give up your job? 

•    Have more time? 

How much money do you actually need to achieve in 
order to get to that goal? 

For example, you might need £2,000 a month to 
replace your full-time job. If we say that, on average, 
you have a rule of thumb that your properties will bring 
in about £500 a month net profit. That means then 
that you will need four houses to replace your income. 

What you need to do now is to reverse engineer that 
goal and work out a strategy for how you’re actually 
going to achieve that over the next, say, 12 months. 
The way that we do that is by starting to plan the 
activity to achieve the goal. 



Rick is the author of 
“House Arrest: A Practical Guide 
on How to Replace Your Income 
through Property Investing”.

Join me next month for the start of the  
45 ways to source deals article. 
See you next month!

Choose your strategy 
and get educated in that 
particular strategy 
When you first start looking 
at property, it’s easy to get 
overwhelmed by how to get 
started. This can lead to some 
people jumping from one strategy 
to another in a haphazard and 
stressful way. I’d say it’s better to do 
your homework and then pick one 
strategy and see it through. Make 
sure you really are educated before 
you dive in.

For example, I’m an HMO specialist. 
At some point, before buying an 
HMO property you need to know 
what all of the legislation is, what 
planning and licensing requirements 
are and more. I think it’s really 
important that you get educated 
in your chosen strategy as early as 
possible. And there are many ways 
that you can do that. 

First of all, if you watch my YouTube 
channel or follow my Facebook 
page, that’s a great start, it’s a free 
resource. My podcast, for example, 
is called A Cup Of Tea With Rick G. 
And all of these resources teach 
you how you can become educated 
in your chosen strategy. And then 
read books. And again, I’ve got 
another book on Amazon called 
House Arrest, which tells you how 
you can start investing in HMOs. Get 
yourself educated. And, when you’re 
confident, then you can start to think 
about moving forwards and finding 
the right property. 

Learning is the precursor to 
confidence. The reason you will pull 
out of deals last minute will be due 
to lack of confidence in one or many 
areas, whether that’s knowledge 
of market, property, licensing, 
managing tenants or managing your 
investments. Get learning.

spareroom.co.uk, which is probably the 
most used website for HMO rooms. Have a 
look to see:

•    How many people are looking for  
rooms in the area

•    How many rooms are available

•    How well advertised the rooms are

•    Whether they have good photos

While it won’t be 100% accurate, it should 
give you an idea how many people are doing 
above-average rentals. 

The next thing that I would suggest you 
do is give your local agents a call and be 
completely honest, because everything we 
do in property is about being open, honest, 
and transparent. Simply ask them what 
they think the supply and demand levels are 
in the area you’re looking to invest in. And 
perhaps you could tell them that may need 
their help to manage some property moving 
forwards.

Plan your investing time wisely 
I talk about planning a lot. Every Sunday 
night we’ll sit down and we’ll plan the rest of 
our week. If you only have one or two days 
a week that you can devote to investing, 
then really make them count. Set yourselves 
three tasks a day that will help you get 
towards your goals. 

Those tasks will vary, but make sure that 
they are money-generating tasks. What 
does that mean? Well, a money-generating 
task would literally be the task that will put 
food on the table (or get you to your goal) 
the quickest. I’m talking about things like 
deal sourcing, finding deals, making offers, 
going to viewings, talking to agents, sending 
out marketing campaigns. All those kinds 
of things. Speaking with agents, that’s a 
money-generating activity.

What you need to do is make sure that 
you set your three tasks for every property 
investing day that you set yourself, and don’t 
do anything else until you’ve completed 
those tasks!

Planning doesn’t need to be hard, keep it 
simple and hold yourself to account. We 
have reached the end of this article and you 
should be ready to start sourcing deals!

Choose your investing area 
Now you need to do some research on this. 
You have to look at supply versus demand 
because there’s no point in going to an 
area that is oversupplied and there isn’t 
much demand. Now we’re talking about a 
word that’s knocking around in the private 
rental sector at the moment: saturation. 
This is kind of a perception thing. And 
people are starting to say that the market’s 
oversaturated, which means that the rental 
demand is less than it was before because 
the supply has increased. 

Actually, that’s not true. That’s just individual 
perception. The market is busy, but it’s never 
been any different. Now go back and do your 
research! 15 years ago, people were talking 
about market saturation. There’s always 
room in a busy market — people will always 
need homes and with a housing shortage 
in the UK then, underlying demand is good. 
You just need to be confident in your area. It 
depends where you pitch your product and 
what type of rents you can charge.

If you go to the mid-range of rents, that’s 
where most of your competition will lie. If 
you go above that into the high range of 
rents, then you’ve got less competition, and 
therefore you can probably populate your 
rooms quicker and keep them occupied a 
lot longer. You need to do some   
research on your supply    
and your demand. 

How do you do research? 
For example, if looking 
for HMOs, I would visit 
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have a confession to make: I am a 
people pleaser. I always have been. 
I was that kid in school who always 
got gold stars and straight As. I was 

that smarty-pants who would jump up and 
down in my chair with my hand thrust into 
the air to answer any question posed to 
the class. I loved being the “teacher’s 
pet”, and that chronic-good-girl-

syndrome has left a deep impression. 
(It doesn’t help that women are still 
socially and culturally encouraged to 
be accommodating and obliging, and 
sometimes called horrible names – or 
worse – when we aren’t.)

When I was first starting our property 
business, I never seemed to have enough 
hours in a day for myself, my health, my 
business, or my loved ones but would 
throw precious minutes and hours away 
for others, often total strangers. Requests 
to pick my brain, advise on a project, serve 
as a sounding board, go for a coffee or 
proofread an investor pitch came thick and 
fast, and my default response was always 
to say yes, yes, yes, yes, yes. 

Until one day … I remember there finally 
coming a time when I read somewhere 
that it wasn’t just okay to say no, it 
was essential. And that if something 
didn’t directly support my personal or 
professional goals, then I should say “no” 
without apology or hedging or qualification; 
just a simple but firm “No thank you, I don’t 
have time for that right now.”

It was a bit of an epiphany. I started to feel 
the burden of my pleaser-syndrome lift 
ever so slightly. Of course I didn’t have to 
help everyone. No one does (or can!). We 
all have real constraints on our time and 
energy and need to be careful about how, 
where, and with whom we invest that time 
and energy. Subtraction, not more addition, 
is key.

And some of the things that have made 
saying no easier for me have been to 
consciously create boundaries around 
how much I say yes to, to be realistic about 
my limits, and to define my “yeses” and 
“noes” explicitly. That’s meant that I’ve 
built generous giving into my business 
model: I create lots of free content (articles, 
YouTube videos, webinars, podcasts) and 
then the rest of my time is devoted to 
private, paying clients who I can help in a 
very targeted and tailored way.

If you need help saying no, creating 
boundaries, or tightening up the way 
you run your property “ship”, please get 
in touch at rupal@blueinfinityproperty.
com and let me know the three specific 
things I can help you with.

the art of saying no
By Rupal Patel

After years of giving indiscriminately, I 
designed boundaries into my business 
and found a way to help others that felt 
sustainable and generous instead of leaving 
me vulnerable and exploited.

But it took time, and thought, and some 
uncomfortable conversations for me to 
get comfortable saying no. And now that 
“no” has re-entered my vocabulary, I have a 
far greater and far deeper impact on a far 
greater number of people. 

So what can – or should! – you say no to? 
What boundaries can you establish so that 
you can say no to some things and yes to 
others? What amount of no-saying is right 
for you and your business? 

These are life-mission critical and business 
urgent questions, because time is the one 
thing that almost everyone says they want 
more of but the one thing none of us can 
create (no matter how good we are at 
building!) … and the one thing we squander 
too easily and without thought. 

But if we don’t protect 
ourselves and what is truly 
important to us, who will?

If we don’t create rules for ourselves (no 
coffee chats during the work week, no social 
outings on Mondays, no detailed responses 
to “brain picking” requests … ), who will?

If we don’t ask for micro-commitments from 
those making demands on our time (fill out 
a questionnaire before they can book a call, 
read our FAQ section before they can arrange 
a meeting, certify that they are interested in 
our project at its asking price … ), who will?

The answer is: If we don’t take ownership 
over our time, everyone else will.

So let’s start experimenting with 
making “no” our default response 
instead of “yes”. Let’s start putting 
some of the burden on others to pre-
qualify themselves before we invest 
time and energy with them. Let’s 
start treating our lives, careers, and 
businesses like the deeply personal 
and valuable things that they are, and 
see for ourselves how much more 
energy and value we can share and 
create when we are not depleted by 
constant yes’ing. 

We and our businesses deserve 
nothing less than saying no to more 
things more often.
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By Richard Brown aka

have meaningful
People often ask me: “How can 
I find great property deals?”

However, this is not the right 
question to ask. So, what is the 
right question then?

“How can I have 
meaningful conversations 
with property owners 
to achieve a win-win 
outcome?”

Notice how it shifts the 
emphasis away from the 
transaction and the negotiation 
to the conversation and the 
solution.

At the very heart of “How can I 
have meaningful conversations 
with property owners to achieve 
a win-win outcome?” sits the 
other person and crucially, their 
needs. With “How can I find great 
property deals?” sits our own 
needs and our own objectives.

The other person and their needs 
is not what win-win is about. 
Win-win means that I win AND 
you win too. That’s our objective. 
However, in order to know what a 
win looks like for the other side, 
we need to ask them.

This is the essence of a 
consultative approach. It involves 
having a conversation, asking 
questions and truly listening the 
other side’s responses … very 
carefully. It’s also worth noting 
that the other party may not 
want to tell us EVERYTHING 
and in the most part they don’t 
or won’t anyway. I call this the 
‘iceberg effect’, as we only get 
to see a small amount of what 
is above the surface and have 
to try and piece together what’s 
going on underneath. 

1. Meet Vendor 
Note that we want to meet and talk with 
the vendor … not an agent. This is the heart 
of securing a win-win outcome through a 
meaningful conversation.

2. Build Rapport
This is to build a bridge between the two of us. 
What common ground do we have, how can 
we relate, how can we connect … above and 
beneath the surface? People tend to buy from 
people they know, like and trust.

3. Ask Questions
Asking good open-ended questions reveals 
good answers. When we have good answers, 
we can then construct good solutions. The aim 
here is to uncover the motivations, plans, pain 
points, interdependencies, competing issues, 
other parties and the non-negotiables. Don’t 
make it like an interrogation though, whatever 
you do!

4. Present Alternatives
Here I mean try to narrow down the options. 
We can do this by asking closed-ended option 
questions, such as “what’s more important to 
you, price or speed?” By presenting A or B type 
options, we help to narrow down the number 
of choices in readiness to pitch our solutions.

Breaking down this principle of having meaningful conversations, we have a number 
of steps that we need to walk through. This might look a little like this process …

5. Maintain Dialogue
Seek commitment to keep talking. We want to 
keep the door open to talk as much as possible. 
Having the door open allows us to go through this 
loop more than once, should we need to, which we 
often do. 

6. Test Assumptions
Here we are checking we understand things 
correctly BEFORE we present our solution. We 
might say: “So, you mentioned that you would 
prefer to stay in the property until you have found 
somewhere else to live, is that right?” The “that’s 
right” is a hack picked up from the book, Never Split 
the Difference, incidentally.

7. Present Solutions
Notice this is plural … it is always better to present 
more than one option but rarely more than three. 
This also affords the vendor their right of choice, 
which is a powerful psychological tool … we 
present the options from which they choose. This 
means a) they are more likely to choose an option 
other than no, and b) that we are comfortable with 
the outcome too.

8. Gain Commitment 
You can go for yes or you can go for no … but go 
for something! You can always test the lay of the 
land with an: “If I could do this, would you proceed?”

conversations



Richard Brown is the author of 
“Property Investor Toolkit: 
A 7-Part Toolkit for Property 
Investment Success” and 
“#PropTech”.

9. Follow Up
Rarely do you get a yes and then everything 
all goes smoothly until the deal closes. 
Sometimes, we get a no or a maybe or a 
change of mind along the way. So, we need 
to have a system of following up in ALL of 
these possibilities. Check in, check up and 
check back … constantly. Noes become 
yeses, yeses, can become noes and maybes 
need to get off the fence lol. That’s the 
process flow in outline. So, let me tell you a 
story of a real-life situation putting much of 
this into practice.

I recently saw an HMO portfolio for 
sale, which caught my eye. It was being 
advertised directly by the vendor, so already 
I had the opportunity to follow Step 1 and 
‘meet the vendor’. Let’s call him John. 

Step 1
It was not ideal from the initial 
conversation, as it was over email and 
messaging services. Of course, this 
reduces the ability to build rapport, 
as it removes so much of the non-
verbal communication. Therefore, I 
did two things in my initial approach 
with John. Firstly, I related to him … 
I’m an HMO landlord too. Secondly, 
I assured him that I was a serious 
buyer who always completes once 
we shake hands, to demonstrate my 
integrity. Thirdly, I asked for some 
additional information to get a level of 
commitment and action on his part. 
Fourthly, I said that if things checked 
out initially, that I would like to have 
a quick chat to get to know who I’m 
dealing with. 

Then, after a couple of exchanges, 
we set up a call. During that call, I set 
myself apart again but also made sure 
that I demonstrated genuine empathy 
for his situation. He was overwhelmed 
working full-time on the portfolio 
without proper systems and wanted to 
move to development projects … both 
of which I could relate to. 

Step 3
I tested the idea of a staggered sale that 
prioritised the properties owned personally, 
ensuring that I did not tie myself down to a 
specific time. He responded by telling me 
this could work as long as I didn’t want to 
delay things over a period of years, as some 
others had suggested. Of course, I then 
scrubbed a multi-year solution from my mind 
at that point! However, I tested his assertion 
that he ‘needed’ to sell the personal units 
before the tax year … getting a yes to that. 

Steps 6 and 8
We agreed that he would speak to his 
wife and we would speak again after the 
weekend. 

Steps 4 and 5 
I decided to suggest some outline 
solutions on the telephone as he said 
there were around 20 inquiries but 
in his words, he was “tired of all the 
time-wasters.” I responded with: “I’m 
thinking that your price is reasonable 
enough, so if we can split the 
acquisition into two across something 
like a three to six-month timeline we 
can probably get within £85,000 to 
£100,000 of your asking price. If you 
need to move more quickly than that, 
then we might need to come in a little 
lower. What timing would suit you 
better?” He went for the split deal 
and thought the discount suggested 
(6% to 8%) was pretty fair. Cool, as I 
could split my capital outlay into two 
tranches. 

Step 7
I followed up, of course. However, 
as I write this, he has told me that 
he received an incredible offer that 
was actually well above his asking 
price. I had hit an iceberg! He failed 
to mention the fact that he had also 
listed this with an agent, who had 
managed to find an investment fund 
to acquire the portfolio … paying 
against the income stream … which 
was MY exit strategy after refinancing! 
Bosta, as they would say in my wife’s 
homeland. However, he did reassure 
me that he doubted the credibility of 
the leading offer and that if it falls 
through he will come back to me to 
thrash something out. I’m not a fan of 
being a Plan B but after I was outbid 
by 25%, I’ll take it. 

Step 9
You don’t win them all … not the first time 
anyway. Watch this space … this one might 
come back around again later. I shall be 
following up to find out, that’s for sure.

Have meaningful conversations with 
property owners to achieve a win-win 
outcome. It’s also far more human.

Step 2
Of course, I asked a bunch of 
questions in an attempt to uncover his 
objectives. These included what his 
future plans were but also what other 
interest, conversations and offers he 
had received until that point in time. 
He revealed to me a sensitivity around 
capital gains tax but that only applied 
to some of the properties, which was 
valuable information. 
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Step 1 
Plan for room type and 
function of the space
It is very easy to assume that a room function is 
dictated by its name or type, ie it is easy to assume 
that a bedroom is for sleeping and a dining room 
for eating. In actual fact, however, this could not be further from the truth.

The first question that an interior designer asks their client, with regard to any room, is: 
“what do you use this space for?”. As an interior designer myself, I do not assume that a 
sitting room is for sitting to watch television and a dining room is used for having dinner.

As an investor the questions hold the same importance: for your specific target market, what 
is the function that this specific room needs to fulfil? 

For example, let’s assume you are working on an HMO. You will need to ask yourself: 
What room is this room? If it is a bedroom, is it to have a good night sleep or is it a working 
place too? Or if it is a dining room, is this a place just for eating or is it also for these HMO 
sharers to stay together and bond?

Underestimating the importance of this step can lead to very basic design shortcomings. 
Indeed, only once you have the function of the room well identified then you can identify the 
minimum requirements to fulfil the function at its best.

For example, if you dealing with a lounge in an HMO, how many people does this lounge need 
to accommodate, and perhaps if the space allows, can you plan space for guests?

15348

BY VALERIA ROMANO

Are you wondering, or have you 
ever wondered, how interior 
designers make space feel and 
look so special? Of course, 

designers have a bank of background 
information and education, which help 
them employ visual tools in their toolbox 
to help make the most of the space. These 
tools are based mostly on the psychology 
behind perception of space, colour, shape, 
texture and so on.

In addition to that, though interior designers 
have a specific process that helps them get 
the best out of any space.

In this article I am going to take you through 
that process, step by step. This will help you 
achieve end results that will feel and look 
better than any other refurbishments that 
fly blind.

If you want your project to look and feel 
like it has been designed by a professional, 
you will need to follow the steps that a 
professional takes when designing a space. 
That way, you will be ahead of the curve in 
the self-designed project outcome.

Read on to find out more about the five 
important steps, and I will highlight why they 
are important and how they will help your 
final result.

5-step blueprint to 
planning a renovation
First things first, let’s name these five steps. I 
will then describe them one by one so that you 
get the specific reason why they are there: 

1 Plan for room type and function   
of the space

2 Start creating a vision for the room  
to link room type and its function

3 Find ways to adding value

4 Always consider space psychology

5 Budget

To keep it simple, let’s imagine we are   
working on one room only – of course,  
 the process can be extended to a whole  
house project. 



From this kitchen visualisation it is clear that the space function has not been thought through to 
accommodate six people dining. Also, the boiler creates a bottleneck and a safety hazard.

I trust it is now clear how the first 
step of this process will help you 
make the best plan for a particular 
room so that it can fulfil its function 
for a particular target market at  
its best. 

The visualisation 
produced for this
partial redesign 

show the incredible 
improvement

 a few changes have 
been made to 

the space.

LOUNGEBefore After

BOILER IN KITCHENBefore After

The images to the left show the 
improvement to the space made by 
moving a few elements around.

Consider this room to the right. It is a real-life 
project for which I was called upon for help. It is 
an open-plan kitchen/lounge for a six-bedroom 
HMO, as planned by the architect.

From these architect drawings, it is clear that the 
space function has not been thought through and 
therefore the resulting space is suboptimal.

It is very obvious that the space is 
suboptimal for the function that this 
open plan space needs to fulfil for its 
target market. The major shortcomings 
that I can identify here are: not enough 
room to accommodate six people to eat, 
not enough room to accommodate six 
people to watch TV, no space to place a 
wall-mounted TV or 
a TV unit, and the 
boiler position and 
height will create a 
hazard for a head 
concussion.

At the stage in 
which I was called 
on the project, these 
shortcomings could 
only be partially fixed. 

So I proposed 
the following 
minor changes to 
improve the room 
functionality:

Even a partial redesign has helped make room for more 
people dining, add space for more seating in the lounge 
area, add a TV point opposite the sofa, and remove the 
hazard caused by a badly positioned boiler.
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Step 3
Find ways to add value
Adding value is a big one and no project  
is the same.

Even if you can’t (or won’t) do a structural 
renovation, you can still add value to any 
renovation project. There are common 
questions that each and every investor asks 
themselves: can I add an extension? Can I go 
into the loft? Can I split into flats? All of these 
add objective value to a space.

However, aside from the objective value you 
can add to a space, there is always an extra 
layer of “perceived” value. This is what adds 
the extra “designer feel” for which a buyer or 
a tenant are willing to pay a premium. And it 
doesn’t have to be expensive to implement!

This is where the design process really 
works its magic. If you have a lounge with 
a view into the garden, can you enlarge the 
window to better connect with nature? Or 
how can you use decoration techniques to 
make that window feel bigger? Can visual 
illusion techniques make the room feel more 
luxurious? 

Consider for example these two bathroom 
renovations. The one to the left is clean, 
modern, and pretty standard. The one to the 
right has added perceived value, as it has a 
freestanding bath. Installing it added no extra 
cost to the refurbishment, but has given the 
room a sense of luxury.

This is one of the very simple but effective 
examples that I use in my popular “5-Step 
Blueprint to Success Renovation” live 
workshop, where my students discover all the 
different ways to add perceived value to any 
project.

When you think of adding value by making 
structural changes, you need to take into 
consideration the user experience of the 
space. For example, would adding an en-

suite make the main room too small 
and therefore alienate your target 
market? In my experience, this is best 
achieved by using 3D visualisations 
of the space. You don’t have to spend 
lots of money to have one done for 
you, you can easily learn to do it 
yourself. (Feel free to reach out to me 
if you need a hand with that!)

Once again, you need to start by asking 
yourself a fundamental question:

What do you need the room to “feel” like in 
order for it to fulfil its function at its best 
for the target market you are selling this  
product to?

This is not a trivial question. If you know how 
colour combinations, textures and patterns 

translate into feel and mood, you can start 
planning those combinations that will help the 
room fulfil its function at its best. 

Let’s say you are catering for young 
professionals. You might want the living room 
to have an upbeat feel, because you want to 
encourage the people living there to be active, 
to make connections and to bond. However, 

if you are catering for a more mature market, 
you will want the same type of room (a 
lounge) to feel calming and relaxing, as the 
people living in the space might instead need 
to use it to relax or to perhaps read a book.

At this point you do not need to look into the 
specifics of what exact colour or material you 
need. This is an high-level moodboard. To 
start creating a feel for the room, you can for 
example, collect elements together such as a 
piece of fabric of a vibrant colour rather than 
a subdued one, a patterned fabric rather than 
a rough neutral linen fabric, a leather shoe 
rather than a converse shoe. 

Consider these three high-level 
moodboards. As you can see, they create 
completely different vibes without specifying 
any interior elements.

High-level moodboards create mood, guide 
colours and materials and identify vibes without 
going into the details of colours and materials.

At this stage, you are not nailing down the exact 
material or colour you are going to use, but to 
bring together the elements that will help build 
the feel for that space, which is complementary 
to the function of that room. It could be an 
upbeat feel for a lounge in an HMO or a calming 
feel for a lounge in a retirement bungalow …

You can start putting together a mood board 
physically or digitally using your phone or 
computer.

Step 2
Start creating a vision for the room     
to link room type and its function
Now that the function of the room has been established and the minimal requirements to 
fulfil them have been secured, you can turn your attention to what interior designers are 
most known for: the feel and look of the space.

Adding perceived value creates that extra return without increasing the costs.



I hope you now have a great understanding 
of how this five-step blueprint to 
renovation can help you plan a renovation  
to get the best results.

Always remember, however, that there is 
no one-fits-all approach. Each property is 
different, each target market is different, 
each exit is different, and therefore each 
project is different.

If you need any help on any of these aspects, 
feel free to reach out by contacting me via 
phone or email. Happy renovations!

Valeria Romano
valeria.romano@homepoise.com

07881636587

bit.ly/contactvaleria

Step 5
BUDGETING 
Budgeting is paramount 
and starts even prior to 
purchasing the property. 

There are two levels of budgeting: a 
high-level budget, which is what you 
must spend to make that property fit for 
your target market in your area. This is 
an overall budget for the works that need 
to be carried out for it to work financially 
and give you the right exit. 

The second level of budgeting that 
comes into play during execution of the 
project is where the money is allocated 
and allows for some contingency. Once 
you know the overall work needed 
and what your high-level budget is, 
you can then allocate your money to 
HIGHLIGHTS and LOWLIGHTS to make 
the design sing. 

You will know where you need to spend 
a little extra to make an impact, and 
then you can work around that spending 
to make good of what is around that 
highlight point. 

Step 4
Always consider space psychology
Literature says that the environment (light, colour, texture and spatial arrangement) has an 
effect on our physiology, our mental health and our physical health.

There is a lot of research regarding the psychology of spaces and how our environment can 
make us not only feel better but also perform better. Better performance does not relate only 
to work performance, it also 
relates to performing better 
as a parent, as a partner, or 
as a person in our own right 
with our own goals.

There are too many 
elements of the psychology 
of spaces for me to discuss 
in this article. However, one 
I would like to touch upon 
is the connection to nature. 
This does not have to be 
literal — adding nature is not 
just adding a plant. Adding 
nature can be done from the 
start (from Step 1: planning for the space 
– enlarge windows, open up to exterior, 
etc) and by choosing the right materials. 

Materials such as glass, stone and wood 
add a connection to nature. Consider the 
mood board above and all the natural 
materials used.

It can be created by choosing a specific 
material for a kitchen worktop or the 
flooring, or it can be enhanced at the 
point of staging the property for  
photography.

If you wish to know more about what 
elements you can consider to add 
connection to nature, you can download 
my cheat-sheet by going to   
bit.ly/homepoise-cheatsheet.

Natural materials like glass, stone and wood add connection to nature.

“Adding these elements of 
space psychology is very 

important because it creates 
an innate and instinctive 

connection with the space. 
Ultimately, it is this connection 
that makes your target market 
want to buy into your product. 
Research has shown time and 
time again that human beings 
do not buy what we need, we 

buy what we want.”
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The CBILS deadline is looming. UK 
businesses in all industry sectors can 
apply for finance under CBILS – the 
government’s Coronavirus Business 
Interruption Loan Scheme – but you must 
submit an enquiry with an accredited 
lender by 31st March 2021.

CBILS provides facilities of up to £5m for 
UK-based businesses and to be eligible 
your business must have been impacted 
by Covid-19. In most cases, this is a self-
certification process. 

There are various accredited lenders for 
CBILS and all of them operate the scheme 
slightly differently. The commonality across 
all lenders, however, is that the first 12 
months’ interest is paid by the government 
along with any lenders’ fees.

The scheme is open to property businesses 
as well as businesses in other sectors. 
Depending on the borrower’s circumstances, 
CBILS facilities come in various forms, 
including business loans up to £500,000, 
property finance, commercial mortgages, 
bridging loans, invoice finance facilities, 
asset finance facilities and so on.

Here’s a bit more detail about business loans 
and property development finance …

CBILS business loans
Features:
• 12 months’ interest free 

• 12-month capital repayment holiday

• Interest capped at 7% pa (from as low as 
1.8% pa)

• No fees to pay

• Loan term of two to five years (but can 
repay early without incurring charges)

• Facilities for up to five years

• Can repay at any time with one month’s 
notice

• Unsecured up to £250,000

• Above £250,000 up to a maximum of 
£500,000 requires personal guarantees

Eligibility:

• Three years’ minimum trading history

• Turnover of over £200,000

• Annual turnover less than £45m

• 50% of turnover from trading activity (as 
opposed to investment activity)

• Not eligible if completely shut due to 
lockdown (eg pubs, restaurants etc)

What we need for initial 
application:

• Six months’ business banks 
statements

• Most recent filed 
accounts at Companies 
House

• Basic business 
information via a short 
questionnaire

Deadline for Interest Free 
Government-backed Business 
and Property 
LoanS
A Coronavirus 
update from 
Kiran Patel of 
Venture Finance

Contact details
We have been arranging CBILS facilities 
for property and business clients since 
the beginning of the pandemic. I hope 
you find this information helpful, and 
remember to get in touch as soon as 
possible to discuss what options will be 
suitable and available to you, because 
applications have to be submitted by 
31st March 2021. 

E  kiran@venturefinanceuk.com
W  venturefinanceuk.com
T 0114 453 5067

CBILS property 
development finance
• For residential schemes where planning 

permission has been granted

• Up to £5m, secured 

• Up to 70% LTGDV

• 12 months’ interest free and no lender-
specific fees

• Out of the ground new build or building 
conversions

• Preference for sites already in ownership

• Applicant will need a track record in 
undertaking similar projects recently

• Please get in touch to discuss the process, 
including the submission of a detailed 
development appraisal.

NB: There is no limit to the number of CBILS 
facilities/CBILS lenders any one borrower has, 
as long as the total does not exceed £5m.



T
his is the second in a series of three 
articles written for Your Property 
Network. In the last edition, the 

focus was on where to invest. This 
month, the focus is the UK economy 
and the housing market. Next month the 
subject will be investment strategies for 
buy to let (BTL) investors.

The buy-to-let MARKET OVERVIEW

Conclusions
This is a time of great uncertainty for the UK economy. To clarify the implications for 
BTL investors, it may help to consider the short, medium and long-term trends.

In the short term, much depends on the ending of the stamp duty holiday or the 
possibility of it being extended, and to a lesser degree, on changes in capital gains tax. 

The medium-term forecast for house prices is problematic and complex. The key 
question is for how long will house prices continue to defy the law of gravity in the 
midst of a severe economic downturn and an unprecedented economic context. 

In the long term, BTL investors should note that interest rates will continue to remain 
low for the foreseeable future. New investments and re-mortgaging existing properties 
can therefore be phased over time and form part of a long-term strategy.

The main factors within the UK 
economy at the present time that will 
affect the housing and the BTL market 
are as follows:

•   Progress on Covid-19 vaccination 
will determine how quickly 
restrictions on movement and 
activity in the key sectors of the 
economy can be released.

•   Higher unemployment will impact 
on market sentiment and levels of 
activity in the housing market.

•   Continued support for mortgage 
borrowers will limit the number of 
forced sales.

•   The trend towards working from 
home will continue together with 
the associated lifestyle changes — 
less commuting and demand for a 
home office and outside space.

The latest edition of the UK House 
Price Index published by Zoopla in 
association with property analyst 
company Hometrack referred to these 
as a “complex array of factors” that 
will shape the housing market.

in 2020 with public borrowing at a record 
high and unemployment anticipated to 
reach 2.6 million (7.5%) by the middle 
of 2021. 

•   Howard Archer, chief economist at 
economic forecasting group EY Item 
Club commented that the BoE will hold 
any increase in the interest rate for 
at least another year to support the 
housing market. This will underpin low- 
cost mortgage deals for the foreseeable 
future.

•   The OBR has warned that that the 
temporary boost from the stamp duty 
holiday that ends on March 31st will 
be reversed in 2021 with house prices 
dropping by more than 8% and not 
recovering until 2022. 

•   The latest figures from the BoE show 
the number of mortgages approved for 
home purchases increased by 105,000 
in November, the highest monthly figure 
since August 2017.

The economic outlook is mostly negative 
for BTL investors and it might be expected 
that this would have a negative impact on 
the housing market. In reality the impact is 
more nuanced. The UK House Price Index 
published by Zoopla found that:

•   Demand for housing rebounded faster in 
2020 compared with 2019 but the flow 
of supply is slower.

•   London is the only region to register 
more supply. However from April 
demand in London will 
be reduced by the 
introduction of a 2% 
surcharge for foreign 
investors.

•   The strength of demand in 2020 took up 
a lot of supply, at the start of 2021 there 
were 7% fewer homes for sale than a 
year ago.

•   The net result is an upward pressure on 
house prices. The UK average growth 
rate is currently 4.3% with the highest 
regional growth rates in Wales and North 
West England. 

•   At city level, the highest growth rates 
were in Liverpool (6.3%), Manchester 
(6.0%) and Nottingham (5.8%).

 Recent announcements from the 
Government, the Bank of England (BoE) and 
the Office for Budget Responsibility (OBR) 
have added to the mix of economic factors 
currently in play in the housing and BTL 
market.

•   At the start of 2021, Ben Broadbent, 
Deputy Director for monetary policy at 
the BoE said that the UK was in the grip 
of a double-dip recession with Gross 
Domestic Product (GDP) around 10% 
lower at the end of 2020  than at the end 
of 2019. 

•   The OBR forecast is that the economy 
will grow by 5.5% in 2021 and 6.6% in 
2022 with a return to pre-pandemic 
levels by the fourth quarter of 2022 with 
low rates of inflation and low interest 
rates.

•   The Chancellor’s spending review in 
November found that Covid-19 had 
caused the economy to shrink by 11.3% 

Chris Worthington is an economist with 20 years of experience in 
local economic development. You can contact him via email on 
christworthington32@yahoo.com

At the present time the housing market 
is being supported by low interest rates, 
mortgage availability and the stamp 
duty holiday.  Looking to the future the 
impact of the end of the stamp duty 
holiday is uncertain and many people in 
the housing industry are calling for an 
extension due to the number of sales 
caught up in the conveyancing process 
and a shortage of capacity to complete 
on sales within a reasonable time scale. 

If the stamp duty holiday is extended 
it could be included in the budget on 
3rd March. Another possibility for the 
budget is a change in capital gains tax 
to bring the rates in line with income tax. 
However the timing of any change is 
important – a delayed implementation 
would provide a limited boost to housing 
supply as owners crystallise gains before 
new rules come into force. 
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What is profit,  
exactly, and how is 
it calculated?
‘Profit’ is simply income less expenses, 
however ‘GAAP’ (Generally Accepted 
Accounting Practice) dictates both how 
income is included in accounts and how 
expenses are shown. 

Generally, the start point in calculating ‘profit’ 
is income received less expenses paid.

However, as accounts cover a defined period 
of time (eg 1st April 2020 to 31st March 
2021), funds that are received or paid may 
not always be treated as income or expenses 
in that accounts period – for example:

Income – a company receives rent for April 
2021 on 31st March 2021. So, including this 
money in the bank as income for the year 
ended 31st March 2021 wouldn’t be correct, 
since the income actually relates to after 
the year-end. Therefore this amount would 
be ‘accrued’ onto the balance sheet of the 
company, and so not included as income in 
year ended 31st March 2021. 

Expenses – a company pays its annual 
insurance on 31st March 2021, which 
covers the period 1st April 2021 onwards. 
So, including this as an expense in the 
year ended 31st March 2021 would mean 
showing profits lower than they really are 
for that year. The insurance has been paid 
in advance and so should be put onto the 
balance sheet as ‘prepayment’.

OK, I get it, but what 
ways could profits 
be changed?
A company’s ‘accounting policies’ dictate 
how income and expenses are shown in the 
company’s accounts. However, subject to 
what is allowed by GAAP, a company has 
flexibility to set its own accounting policies, 
such as: 

1 Amortising repairs 

Most landlords and property rental 
companies will choose to include repairs in 
the year they are incurred. But, given that 
many types of repair costs will benefit the 
property and business over a number of 
years, such costs can be ‘amortised’ (spread 
out) over a number of years.

54 153

Managing Your Profit Level

Tips & Tricks!
By specialist property accountant Stephen Fay ACA

The profit that a business shows is obviously a visible indictor of its financial 
success and performance. Not surprisingly, lenders and other third parties will 
usually look at the profitability of a business, plus there may be tax reasons  

why it may be desirable for profits to be higher or lower in a particular year. 

This article looks at how profit is calculated and what factors can increase or reduce  
profits, plus why it may be beneficial for profits to be managed, legitimately. 

For the purposes of this article, the business in question is a simple property investment 
company, ie a company that owns properties that are rented (although many of the points 
will apply to other types of company, and ‘sole trader’ landlords).



    

For example: a new bathroom costing £2,000 
may last (say) five years typically before 
more spending is required. If the accounting 
policy is to amortise repairs over five years, 
the business would include the cost over five 
years, so £400 per year. The remaining £1,600 
of “unamortised” cost is added to the balance 
sheet, and so the cost is spread evenly over 
five years rather than the full cost included 
in year one. In this example, year one profits 
would therefore be £1,600 higher if repairs are 
amortised in this way.

3  Management fees

Many business owners have more 
than one company, in which case 
their management efforts for 
each company can be reflected by 
charging management fees from 
one company to another. Care is 
required to ensure that VAT doesn’t 
need to be charged on the fees, if 
VAT is relevant. 

This can be beneficial if a company 
owner is trying to move profits from 
one company to another, perhaps 
to boost profits in one company or 
to re-allocate costs more fairly, or to 
utilise tax losses that if incurred in 
a previous year can’t be transferred 
between companies. 

4 Depreciation rates

Most companies will have some non-property 
assets that need to be depreciated, eg 
computers, IT equipment, vehicles etc. These 
can be depreciated over the life of the asset, 
but the number of years is a judgement area, 
eg computers and similar could be expensed 
fully in the year of purchase, or amortised 
over (say) five years. 

5 Income ‘recognition’ 

Income may be received before a year-end 
that should be ‘deferred’ and included in the 
following year of accounts, or vice versa. 
Similarly, management fees and other income 
that has been earned (ie the work has been 
done) can be included in the current year 
accounts, even if the cash itself hasn’t been 
received. 

Of course, for most property businesses, 
rental income is received because it is due, 
and so effectively the income is accounted for 
on a ‘cash received’ basis. However at either 
end of an accounts year there may be scope 
to include or exclude 
income from that year. 

6 ‘Hard’ costs vs ‘soft’ costs

Accountants sometimes refer to costs as 
being ‘hard’ costs or ‘soft’ costs. Hard costs 
are actual expenses incurred (eg mortgage 
payments, utility bills), whereas soft costs are 
expenses that can be claimed, but don’t  
have to be. 

"Hard costs have to be 
included in accounts, as 
not to do so wouldn’t be 

correct because the cost has 
actually been incurred." 

Soft costs however are more discretionary, 
and a business could choose not to claim 
for such costs if increasing profit were the 
objective. Examples of soft costs could be 
home office allowances, business mileage, 
travel, etc.

Similarly, discretionary salaries paid to family 
may be included as a year-end accrual if 
required – as long as actually for work done 
and paid within nine months of the year-end. 
However, many landlords and company 
owners choose not to pay their family, to 
improve the business’s profits (many do the 
opposite!).

2 Amortising finance costs

Most mortgages incur set-up costs 
such as valuation fees, arrangement 
fees, solicitor costs etc. As with 
repair costs, these costs can be 
spread out over the life of the loan,  
if required (whereas interest incurred 
would only be included in the  
relevant year). 

For example, a new 25-year 
mortgage incurs an arrangement fee 
of £2,500. If the accounting policy is 
to amortise finance costs over the 
mortgage term, £100 per year would 
be included in the accounts. The 
remaining £2,400 of ‘unamortised’ 
cost in year one is added to the 
balance sheet, and so the cost is 
included at £100 per year over the life 
of the mortgage. In this example, year 
one profits would therefore be £2,400 
higher if finance costs are amortised 
in this way. (Note: if the mortgage is 
refinanced before the 25-year term, 
any ‘unamortised’ cost 
would just be taken 
as an expense 
in the year the 
mortgage is 
renewed.) 
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The point of this article is to demonstrate 
that ‘profit’ from an accounting view is not 
a fixed number, as in most accounts there 
are judgements and estimates required, 
and decisions about how to account for 
income, expenses, assets and liabilities. 

While there are rules in many areas, and 
expectations / norms in other areas, 
there is still plenty of scope for profits 
to be legitimately made higher or lower, 
depending on the business owner’s view 
and objective. 

Of course, lenders use financial 
information in different ways, and some 
ask more questions than others (not that 
there is a right or wrong number or type 
of questions to ask!). So any borrower 
should answer questions truthfully, 
and not try to deliberately mis-state 
their position beyond what are normal 
estimates and judgements in any set of 
accounts. 

Similarly, many judgements, estimates 
and decisions when producing accounts 
will have a knock-on tax impact. 
Sometimes there is a trade-off between 
wanting to show a high profit but not 
wanting to pay too much tax – although 
often it is more a case of when the tax 
relief is achieved (sometimes known as a 
‘timing difference’). HMRC would certainly 
expect accounts, which are the start point 
for tax calculation, to be produced using 
commonly used accounts principles 
GAAP … albeit business owners have 
more freedom than they might imagine 
when calculating what their ‘profit’ is. 

8  Using provisions and accruals

An accrual is a ‘reserve’ for a cost (usually) 
that has been incurred, but for which the bill 
hasn’t yet been received. It’s very common 
for a company to ‘accrue’ for a cost (eg an 
accountant’s bill!) that has been incurred 
(if the services or good have been provided 
by the year-end), but the bill hasn’t been 
received.

Similarly, a ‘provision’ is a type of reserve 
but for something that hasn’t yet happened, 
but might, eg an amount owed (a ‘debtor’ or 
‘receivable’), but where there is doubt about 
whether it will be paid, in which a provision 
could be made for the likely unpaid amount.

"Accruals and provisions for 
costs are an expense, and 

so reduce profits."

Accruals and provisions may also apply to 
income; for example, it is now fairly common 
for a property company’s funds to be used to 
provide private loan finance to other property 
people. Generally, the interest would be paid 
at the back-end when the loan is repaid, but 
the lender company can ‘accrue’ the income 
it has earned each year, thereby increasing 
each year’s income, even though the total 
(loan + interest) maybe received at the  
back-end. 

7 Capital vs revenue repairs 

Most landlords are familiar with 
the concept of ‘capital’ repair costs 
(improvements) versus ‘revenue’ repair 
costs (maintenance), and the rules are 
fairly well defined. 

However, there is still significant 
judgement involved in assessing 
the split of costs between these 
categories, and some property 
business owners will err towards a 
more conservative capital allocation, 
whereas others may err more towards 
repairs being expensed. 

For many property businesses, a 
typical refurb may genuinely involve a 
mix of capital and revenue repairs, and 
so there is an element of judgement 
and estimating required, rather than 
there being a ‘correct’ figure. It may 
very well be that one landlord and 
accountant would see a project split 
as being 50-50% capital / revenue, 
whereas another landlord and 
accountant would see the split as 
25-75% – the point being, this isn’t an 
exact science. 

9 Changing the year-end

Many businesses, including 
property, are seasonal in nature 
and so income and profits don’t 
accumulate evenly through the year. 
And sometimes events happen 
that mean a year-end change could 
make a big difference to a particular 
year’s profits. 

For example, a student HMO 
property rental company could see 
most of its rental income received 
between September and May – so, 
shortening the year-end to 31st May 
would increase profits, all things 
being equal, as the costs incurred in 
June and July would be included in 
the following year’s accounts. 

Similarly, it is quite common for 
property developers to want to 
extend a year-end if there are extra 
sales made just after an accounts 
year-end, so that the extra sales can 
be included in the current year of 
accounts. 

10  Stock-counting

Many property businesses will have a stock 
of materials (paint, tiles, carpets, tools and 
equipment, white goods etc) that, rather 
than being included as a cost when incurred, 
could instead be treated as stock, and so 
included on the balance sheet as an asset, 
rather than as an expense (the item would 
become an expense only when actually put 
into use). 



    



The Mortgage Works 
TMW, who are the specialist BTL lender of the 
Nationwide Building Society, have introduced 
a range of limited company BTL products for 
remortgages with both a free valuation and 
legal remortgage service. 

This is an excellent introduction, as investors 
who are purchasing and refinancing with 
a limited company have to normally factor 
in additional legal costs whenever they are 
refinancing, so this can reduce the overall 
upfront costs. 

75% of the valuation:

• 3.34% – 2-year fixed until 31/3/2023   
£1,995 arrangement fee added to the loan –  
free valuation and free legal remortgage service 

• 3.49% – 2-year fixed until 31/3/2023    
£995 arrangement fee added to the loan –  
free valuation and free legal remortgage service

• 3.69% – 5-year fixed until 31/3/2026   
£1,995 arrangement fee added to the loan –  
free valuation and free legal remortgage service

• 3.84% – 5-year fixed until 31/3/2026   
£995 arrangement fee added to the loan –  
free valuation and free legal remortgage service

These are an excellent addition to the existing 
range of limited company products also 
available for purchases and remortgages.

The Mortgage Works limited company lending 
is available for simple structured companies 
with a maximum of two directors and 
shareholders who must be the same people 
and all directors must hold 100% of the 
shareholding between them. 

 Key criteria:

• Limited company products are only 
available to Special Purpose Vehicles 
(SPVs), set up solely for the buying, 
selling and letting of their own residential 
property.

• Only SPVs with one or more of 
the following Standard Industrial 
Classification (SIC) codes are considered: 
68100, 68201, 68209, 68320

• Companies must be registered in England, 
Wales or Scotland. SPVs are considered 
from day one of being set up.

• SPVs that have associated commercial 
property/assets are not accepted.

• Personal guarantees are required from  
all beneficial owners in all cases.

Let’s hope this leads to some 
of the other limited company 
lenders offering products 
with free legal mortgage 
services provided!

Mortgage update

15358

By Stuart Yardley of Trafalgar Square Financial Planning Consultants

As we continue with lockdown restrictions, lending does remain to  
be business-as-usual, with even an increase in some lenders’ 
appetite to lending. 

We have seen a few positive moves in the BTL mortgage market over the past month  
which is great news for the investors. 



Foundation Home Loans 
Another specialist BTL lender to launch some 
limited edition products for limited company 
lending is Foundation HL. The new products 
have a reduced product fee helping with 
costs. 

75% of the purchase price/valuation 

• 3.24% – 2-year fixed – 1% product/
arrangement fee added to the loan 

• 3.44% – 5-year fixed – 1% product/
arrangement fee added to the loan

65% of the purchase price/valuation 

• 3.09% – 2-year fixed – 1% product/
arrangement fee added to the loan 

• 3.34% – 5-year fixed – 1% product/
arrangement fee added to the loan

These are all positive moves for investors, 
and if you have any individual questions 
please send me and email or give me a call.

With only a few weeks remaining before the 
end of the stamp duty holiday, we are now at 
the stage when any new purchases through 
a mortgage will no doubt be completing after 
the deadline. Lenders and solicitors are busy 
so you might want to first of all discuss any 
new purchases with your solicitor.

If you do have any last-minute investment 
property purchases you are trying to get 
through before the end of the month, then 
bridging finance may be your only chance if 
you are needing finance. 

Bridging can be quick and one lending option 
we use allows for dual representation with 
your solicitors. As long as they fit the lender’s 
requirements they can act on your behalf 
and also the lender, which can speed up the 
process.

Most bridging options involve your solicitors 
acting for you and the lender instructing their 
own solicitors to act for them, so with one 
solicitor acting for both parties this could be 

an advantage 
with meeting 
this deadline. 

Another huge 
advantage 
for speed is 
that if you are 
purchasing the 

property through 
an estate agent, 

the lender can look 
at using electronic 

valuations for loans up 
to £150,000. Again, the 

time saved without needing a 
physical valuation could be key in 

securing the property.

We can also look at borrowing up to 75% the 
valuation/purchase price: 

Indicative terms are:  

• 75% of the purchase price/valuation 

• 0.75% per month for up to 12 months for 
loans over £100,000 or 0.85% per month 
for loans less than £100,000

• 2% arrangement fee deducted from the 
loan 

• No exit fee on redemption

• Title indemnity fee deducted from the loan 
– £100 up to £200,000 loan amount 

Some key things to remember about the 
advantages of bridging:

• Property doesn’t need to be in a lettable 
condition on day one 

• HMO conversions are accepted 

• Structural alterations – extensions etc all 
acceptable 

• EPC F or below is no problem for lending 

• Speed, as there is no portfolio landlord 
assessment and is just based on individual 
deal and circumstances

• A great option for properties being 
purchased to refurbish and resell

This could be something to consider if you 
have a purchase that is ready to complete, 
but your finance isn’t in place yet. Let me 
know if you would like any further information 
or to discuss your individual deal. 

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.

LENDER LOAN-TO-
VALUE

PRODUCT FEES

Precise Mortgages 75% 2.79% 2-year fixed 1.5% arrangement fee, 

Precise Mortgages 75% 3.39% 5-year fixed 2% arrangement fee

The Mortgage Works    75% 3.74% 5-year fixed £995 arrangement fee, 
free valuation

The Mortgage Works    75% 3.49% 2-year fixed £995 arrangement fee, free 
valuation, free legal 
remortgage service

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 1.5% arrangement fee

Foundation Home Loans 75% 3.09% 2-year fixed 1% arrangement fee, £125 
application fee

Limited Company Mortgage Overview 
If you are looking at a limited company purchase or refinance, the structure of your 
company will be key to your options available. 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.
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Listed buildings

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”.

Graham KINNEAR
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ith an estimated 680,000 in the UK,  
it is likely you may have considered 
purchasing a listed building.The 

process of listing a building started after 
the Second World War with the aim of 
protecting buildings of architectural merit. 
92% of listed buildings are known as Grade 
II listed and these are described as 
“nationally important and of special 
interest.” 

Having been involved with many listed 
buildings, I can confirm that it can be a 
hugely rewarding experience bringing 
back to life a building which is nationally 
acknowledged as a heritage asset.

Accordingly, I urge you to consider a similar 
venture. But before you do, there are a 
number of important issues to think about, 
because working with a listed building is 
likely to be a very different task to what you 
may be used to.

One of the first things to do when viewing 
a listed building is to be mindful of any 
alterations which may have taken place. 
It is critical to determine whether these 
alterations were authorised by the local 
planning authority. If they were not, you may 
be obliged to reinstate the property to its pre-
alteration condition and in doing so, may lose 
any value associated with those alterations.

I have heard of situations where the local 
authority have required an owner to undo 
work to a converted outbuilding and even to 
remove a swimming pool. Furthermore, if 
the only natural light into a particular room 
is from an unauthorised roof light, then 
you may wish to give the property a miss 
altogether. The viewing is therefore incredibly 
important.

Such investigation is of equal importance 
from a financing point of view as most 
lenders will want confirmation from your 
conveyancing solicitor that building work on 
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a listed building has the correct consents. 
It may be possible to take out an indemnity 
insurance against any undiscovered 
unauthorised works carried out by previous 
owners, however it will doubtless be very 
difficult to obtain cover against known 
unapproved works.

to add a second bathroom to a listed building 
with five bedrooms. That said, even such a 
relatively straightforward suggestion may 
be declined if the alteration would require 
cutting through oak paneling or losing a 
period cornice.

If you have not experienced listing buildings 
before, then you will be surprised at the 
amount of works, even some you may 
consider trivial, which require listed building 
consent. It is therefore imperative that you 
engage with the conservation officer at your 
council before starting any work.

The other consideration for those embarking 
on listed buildings is that works of 
refurbishment will need to be undertaken 
using the same materials and methods 
where possible. This will doubtless lead to 
the need to employ tradespeople with the 
requisite skills and this may make the project 
more expensive. Similarly, items that you are 
obliged to repair and restore could be more 
costly than a new replacement. One example 
is the refurbishment of period sash windows. 
You must therefore ensure that your 
budget for the works is accurate to avoid 
unwelcome surprises later on.

The additional costs and timescale that you 
may be subjected to with a listed building 
development are likely to be rewarded with a 
strong capital value and  good demand from 
the buying public. Character properties are 
normally in high demand and so as well as 
completing your civic duty of maintaining  
our heritage assets for the next generation, 
you could make a healthy profit!

There are regular prosecutions against 
those who do not comply with the rules. 
One case in 2017 involved the removal 
of part of a ceiling and floor to a listed 
building in East Sussex and the owner 
was fined £123,000 with an additional 
costs order of £80,000. 

Many people confuse planning 
permission with Listed Building 
Consent. There is a distinct difference 
in that if no one finds out that work 
was done without planning permission, 
then the issue can potentially disappear 
over time. There is no such time limit 
with Listed Building Consent and it is 
a criminal offence, under the Planning 
(Listed Buildings and Conservation 
Areas) Act 1990 to alter a listed building 
without the correct permission.

Once you own the property, you will need to 
make additional time allowances in respect 
of any listed building consents that you may 
require for the work you wish to undertake. 
Such applications can be quite time 
consuming as it is common that the local 
authority will want you to provide samples 
of materials you are proposing to use and as 
such, there are likely to be additional planning 
conditions to satisfy.

Local authority conservation officers 
normally have a commercial understanding 
that the building needs to be fit for purpose 
and therefore you are likely to have a 
sympathetic ear if, for example, you propose 

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T





63153

A personal perspective 
of freehold vs leasehold
I have always believed it’s important not 
to put all of your eggs in one basket. 
Because of that I have owned and rented 
most types of properties to most tenant 
types, moving in and out of markets as I 
judge the time is right.

I got out of the holiday let market when 
Airbnb started and I could see that the 
already demanding holidaymakers would 
expect more service than I was prepared 
to offer at the price. When I hear about 
people getting into holiday lets and 
serviced accommodation, my toes curl at 
the memory of the calls in the early hours 
because guests couldn’t follow simple 
instructions to open a key safe or find their 
parking space. Heaven forbid that I would 
get bad feedback because they had left 
their brains at home, along with my clear 
instructions! Although many investors love 
this client group, I am very glad to have 
moved on.

Initially I bought freehold houses because 
I once heard a story about a family who 
lost their valuable home when the lease 
ran out and they had not understood 
the implications. Not only did the 
freeholder require vacant possession, the 
leaseholders were also told to replace 
a window that had been removed many 
years before, remove a porch that had 
been in place for a long time AND, 
shockingly, replace the PVC windows 

with wooden frames similar to those on 
the original Victorian property. It was 
easy to imagine the heartache that family 
experienced, and it was a warning to avoid 
leasehold houses.

However, years passed, memories faded 
and I decided to sell some freehold 
Victorian terraced properties. I had let 
them to students for many years, then 
later leased them to a company with a 
government contract to house people 
seeking asylum (2000 NASS contracts).

When that contract ended (2005) I no 
longer felt confident in the student 
market. It had changed a lot in those five 
years with increases in the relatively new 
tuition fees and loss of support grants. 
Furthermore, corporate investors and 
universities were constructing purpose-
built accommodation close to campus 
and contracting with the universities to 
fill them. It was, once again, time to move 
into a different market.

My properties had increased in value by 
300% in those five years (and 900%+ since 
I bought them 20 years earlier in 1985). 
I knew that a boom is usually followed 
by a crash so I cashed out most of those 
properties, dealt with a personal financial 
obligation and moved on to pastures new. 

The next question was where to invest 
the balance of the money left after the 
taxman had his share. My two expensive 
habits had graduated and moved into their 
own homes, I didn’t need the same level 
of income and I didn’t want the same level 
of work. It was time to enjoy the fruits of 
my labour!

I decided to buy properties much closer to 
home and add to my single let portfolio. 
These did not give me anywhere close 
to the gross return because they were 
expensive properties, but they involved 
little or no work and always let quickly to 
excellent tenants. The other benefit was 
capital growth.

Years later I did an analysis of my 
accounts and in fact the net return 
was not too different from my student 
HMOs due to the cost of repairs and 
replacements, regulation, health and 
safety compliance of the latter – and 
they took up much less time. I loved 
letting to students, they are probably my 
favourite tenant group, but as I moved 
out of mothering my own teenagers/early 
20-somethings, it became more like hard 
work than “unearned income” to deal with 
young people away from home for the 
first time.

I still own one student HMO but it’s fully 
managed so I have now found that 
unicorn “unearned income”. But of course 
the agent’s fee reduces the income and 
it doesn’t generate much more than my 
single lets.

(NB: those properties are selling today 
for the same amounts I achieved in 
2005 and students no longer live in 
the area so it was a good decision.)

Good News for 4.3m Leaseholders!
By Mary Latham
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Leasehold flats
When I began looking for more single 
lets I considered flats as well as houses. 
Leasehold flats felt like a different 
proposition to leasehold houses – I don’t 
really know why. In the event I bought a 
mixture of houses and flats, which brings 
me to one of the reasons for writing this 
article.

I had factored in paying a service charge to 
a management company that would deal 
with all the external issues, roofs, grounds, 
drains, staircases, lifts, etc. I saw that as 
a benefit, rather like paying for my HMO 
to be managed – less work at a price, fair 
enough. I knew that if I wanted to extend 
the leases it would come at a cost, but 
thought that would be years away  
(silly me).

I bought some 1960s flats on different 
developments, including some town 
centre, ex-council flats, which were still 
managed by the local authority’s property 
management team. The others had 
different management companies, but 
how different could they be, I reasoned? 
(Again, silly me.) In the event, the local 
authority management costs were by far 
the best value – good for them. 

The flats were great. They had large 
rooms, big windows, good schools, 
transport and shopping facilities. They 
were in areas where there was high 
demand for private rented properties of all 
types from several different tenant groups 
including families, couples and individuals, 
all earning decent salaries and many 
looking for long-term lets – perfect.

At first I furnished them because that 
was what we did in the student market, 
but after listening to other landlords, I 
discovered there was a big demand for 
unfurnished properties, which resulted 
in longer tenancies, less set up and 
replacement costs and no deposit 
disputes. It’s always worth listening to 
other landlords – it’s free education!

Now my net return increased dramatically 
and tenants did indeed stay longer. Some 
of the original ones from 2005/6 are still 
with me; others average about four years. 
Turning a tenancy has been the most 
expensive item in my accounts over the 
years and achieving long-term tenancies 
has many unexpected benefits. I review 
the rents every two years and let the 
tenants know whether there will be an 
increase or not. This solves the problem 
of long-term tenancies falling behind rent 
levels.

Leasehold legislation changes
The reason that I am now thinking about my portfolio again is because the government 
has finally announced changes to legislation relating to leasehold flats and houses: 
http://bit.ly/YPN153-ML1.

I have watched and waited while this has worked its way through committees and 
consultations. Finally it appears that the government intends to bring property ownership 
into the 21st century – and also to stop a 21st century abuse of the leasehold system.

I am very happy to hear that house owners will no longer be tied to ridiculous ground 
rents that, over a very short period of time, become more expensive than their mortgages, 
leaving them unable to find a buyer (thanks to greedy builders milking the plot). But that 
issue will probably not be of too much interest to property investors.

The part of this proposed legislation that interests me and landlords like me who have 
invested in flats, is the changes to leasehold flats and the introduction of Commonhold.

Commonhold flats
There is already legislation in place 
to enable a group of leaseholders 
to take over the management of the 
development, but it is hard work to set 
up and has not been popular in the UK. 
Where commonhold would be different 
is that each leaseholder would have 
a share of ownership and therefore a 
feeling of responsibility and authority 
that we don’t feel under the leasehold 
legislation.

Commonhold is the term used for a 
development or block of flats where 
each flat is owned by the individual, and 
the “common parts”, including grounds, 
drives etc, are owned by a commonhold 
company that issues one share to 
each flat owner. Members of the 
collective are therefore not leaseholders 
but freeholders with shares in the 
common parts. They are referred to as 
Commoners. 

Commoners sign up to a community 
statement setting out the rights and 
obligations of each commoner and a 
committee is formed to manage the 
block. Commonhold is the normal 
arrangement for ownership of flats in 
countries like Italy, America and Spain. 
(A close family member lived in a 
commonhold flat in Italy for 40 years 
and she has given me some insights, 
which I admit to believing at first were 
due to the passionate nature of the 
Italians but have since found out were 
due to collective decision-making.)

It isn’t clear at this point exactly how 
we would transition from leasehold to 
commonhold. I will report back when 
more details of the legislation are 
published. In the meantime there is 
some guidance in the Commonhold and 
Leasehold Reform Act 2002   
(http://bit.ly/YPN153-ML2).



Moving into the 21st century
There are some 21st century issues which  
should replace some outdated lease terms.  
For example:

1.   Removal of a term that only allows single 
family occupation – replace it with a term 
that only allows use as a domestic dwelling.

This would enable owners of larger flats to let to 
sharers or room by room as a small HMO, but 
at the same time protect occupiers from short- 
term lets/serviced accommodation/holiday 
lets, which often cause noise, mess and parking 
issues in apartment complexes. Short-term 
accommodation is better suited to houses.

2.   Removal of a term that forces flat owners to 
pay a fee for permission to change windows 
or make other improvements to their flats 
– replace it with an obligation on each flat 
owner to maintain the exterior of the flat in 
good order.

This would reduce costs and delays where a flat 
owner is making an improvement that enhances 
the look of the development, and at the same 
time ensure that owners do in fact maintain the 
exterior of their flats to prevent a few looking 
shabby and spoiling the development or block.

3.   Removal of a term that prevents people 
working/running a business from the flat – 
replace it with a term that prevents carrying 
out any business that would have a negative 
impact on other flat owners, including 
parking of domestic or commercial vehicles, 
noise etc.

This would enable people to work from home in 
many ways without causing arguments about 
use of the flat for a business that should not be 
run from a domestic property, including those 
that have regular deliveries and collections.

Of course the biggest benefit would be that once 
you buy a flat you would own it until you sell 
it. It came as a shock to me that once a lease 
reached 69 years it was almost impossible to 
get a mortgage on the flat. This reduces the 
value dramatically and a flat on a 99-year lease 
would only be 30 years old. This is one of the 
dangers of being a cash buyer, as a lender would 
have highlighted this issue when I was buying!

I understand the lender’s perspective to a point, 
but a 99-year lease is currently only worth 30 
years; add to that the fact that a freeholder could 
reclaim a flat if a term of the lease is broken. 
This archaic legislation is long overdue for 
revamping and I am really pleased to see 2021 
offering us some good news to look forward 
to. Even with all the caveats of committee 
management and so on, it will help many 
landlords and owner-occupiers.  

Let’s look at the practicalities of becoming 
Commoners. (Does it feel like a demotion 
from to go from Landlord to Commoner?)

I became so frustrated with the poor 
management on one development that 
I took over as spokesperson for the 
leaseholders. Note I did not become the 
chair of a committee, because I had seen 
what the previous committee had caused 
and cost us all and I did not intend to 
argue every trivial point.

The amount of historic disrepair was 
shocking especially given that the service 
charges were the highest I pay for 
any of my flats. A group of unqualified 
people with no background in property 
or property management was literally 
ignoring the fact that a 50-year-old 
building would need major repairs and 
replacements at some point. They had no 
funds put aside to cover them. Instead 
money was wasted on gardening etc., 
(stripes on the lawns mowed by a friend 
of a committee member).

Current leaseholders are now faced 
with these costs. What was the property 
management company doing? This was 
owned and appointed by the freeholder, 
and no one had taken up the right to 
choose a different company. They were 
taking their fees and acting on behalf of 
the freeholder, who doesn’t pay them, 
rather than taking control and managing 
the development.

A big portion of the service charges are 
paid to the company in management 
fees, surveyors’ fees (10-15% of all major 
works), insurance premiums (10%) … This 
leaves very little to carry out replacement 

of roofs, balconies etc,   
and results in an overspend   
and extra service charge every year.  
I am slowly getting to grips with it and 
watching how every penny is spent but 
we should not be in this position. 

Commoners – the practicalities

The point is that COMMONHOLD 
would mean there is no freeholder 
imposing a managing agent or 
other services and charges on 
the commoners. This would all be 
decided by, I assume, an elected 
group of commoners – God help 
us all, this is beginning to feel like 
Animal Farm.

For those looking for a future 
business opportunity, it’s worth 
learning about commonhold 
because there will be two 
opportunities:

1.   Help for commoners to 
transition and take over 
management of their 
development. This would 
include getting legal advice 
on drafting the rights and 
responsibilities, setting up the 
commonhold company and the 
commoners’ obligations, etc.

2.   Being appointed by the 
commonhold company to carry 
out some of the management 
functions on their behalf. This 
may not look too different to 
current block management but 
the removal of the freeholder 
does change decision-making 
processes and potential 
income. 
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I
f you are a landlord who likes to control 
the tenant selection part of being a 
landlord, you may already be using an 

online letting agent. I have always viewed 
the very careful selection of good tenants 
as something I wanted to keep in house, 
wherever and whenever possible. I consider 
the risks and costs of a bad tenant are just 
too high to take a chance with a high street 
letting agent, unless I am completely sure 
they are up to the job.

Some agents are up to the job, of course, but 
there’s a fair bit of work involved to be sure 
of their competence too. 

And anyway, hands-on landlords like me 
prefer to use online letting agents because, 
for a very low cost, they allow us to create 
our own advert for a property which then 
gets uploaded from the online letting agent 
to Rightmove, Zoopla and the other big 
portals in just a few hours.

I rather enjoy writing the copy text, taking 
the photos, setting the move-in date, fielding 
and sifting the enquiries that come through, 
and then handling the viewings and selecting 
the tenant who best meets our stringent 
affordability and reference criteria. 

Then, of course, there is all the work 
around actual move in – the production of 
tenancy agreements and the inventory, the 
documentation of deposit protection, the 
EPC, the EICRs, the How to Rent document 
and the Gas Safe Certificate. All have to be 
provided to tenants on or before move in. 

This all takes a lot of time. For each 
property we let, I reckon it actually 
comes to about five or six full 
man (or woman) days. 

But with no bad tenants and  
not one missed rental month 
since 1999, I guess our 

processes work. 

online letting agents?

David Lawrenson is the founder of 
LettingFocus.com and an independent 
expert and consultant in residential 
property investment. He specialises in 
providing independent advice on BTL 
and property investments. Contact him 
at  david@lettingfocus.com

He is the author of two books: 
“Successful Property Letting - How to 
Make Money in Buy to Let”,   
and “Buy to Let Landlords  
Guide to Finding    
Great Tenants”.

By David Lawrenson of LettingFocus.com
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Is it time to consider working with

An online letting agent is 
one that does not have a high 

street presence at all.
And, let’s be clear, it is a nice feeling to save 
on the fees high street letting agents  
charge too. 

(Normally anything from three weeks’ to five 
weeks’ rent plus VAT for the tenant find and 
move in.)

especially as they could not explain what had 
happened and if it had now been fixed. 

I decided it was time to leave, so I switched 
to another online letting agency, OpenRent. 
It was cheaper than UPAD — about a third of 
the cost in fact, at £29 for the basic, no-frills 
experience I wanted.

But it worked well and I soon found a good, 
new tenant.

OpenRent’s system does not allow the 
applicants to contact you until you have 
contacted them first, which some folks may 
prefer (though I find this a bit more clunky). 

Adverts and amends to adverts seem to 
take about six hours before they appear 
on Rightmove and Zoopla. Not bad, and 
perfectly liveable with, but longer than with 
UPAD/Howsy.

Also, the customer service seems more 
email/chat based than phone based. (I’m 
old school, so prefer a phone based system 
as long as it does not have too many menu 
options, doesn’t contain the long, awful 
and dreaded CoronaPanic spiel or any 
mentions about “high call volumes, your 
call is important to us.” And as long as it is 
answered fast!)

That said, the one query I had with OpenRent 
was dealt with quickly via email, so I am 
pretty happy.

I would recommend all landlords consider 
using an online agent for at least some of 
their business, especially for those landlords 
who like to be more hands-on.

So, what tips can I offer?
My advice for the advert is to write good 
copy focused on the benefits of the 
property (not features) and take some good 
photos of tidy and dressed rooms, which 
you can then re-use. If you are no David 
Bailey, it may be worth hiring a professional 
photographer to take the photos. Spread 
the love in these tough times! 

It is important to state some things on 
the advert to stop people you don’t want 
calling you. 

As a minimum, you may want to say that 
income must be 2.3 times the rent and that 
proof of income, a deposit of five weeks’ rent 
and references will be required and followed 
up. You may say: “Suitable for a couple” (or 
whatever), if that is what you want. But you 
cannot say: “No housing benefit” these days. 
If you don’t want pets, you should make  
that clear. 

For years, I used an online letting agent 
called UPAD. But following a spell of 
poor health for founder James Davis two 
years ago, the company was folded and 
the system was taken over by Howsy. I 
continued to use it for another year, still 
under the UPAD brand.

They were always excellent, but last 
summer something went badly wrong …

I had an advert placed as usual, but there 
was such a dearth of responses that I 
wondered if something was amiss. So I  
got a friend to put in a dummy enquiry.

But 24 hours later, the dummy enquiry had 
not been fed through. It seemed they had 
somehow “lost” it. Cue apologies from them 
and them sending me a raft of  
other enquiries they had “mislaid.”

Next week, the same thing happened. While 
I did receive a refund, I wasn’t confident 
the same thing would not happen again, 
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In this month’s article, I want to explain 
why networking is now even easier 
than ever before and how you can take 

full advantage of the fact that all property 
networking events will be virtual for the 
foreseeable future. 

In March 2020, about a week before the 
first national lockdown was announced, 
I made the decision to run all 50 monthly 
property investors network meetings (pin) 
virtually. The pin HQ team and all of the 
pin hosts did an amazing job to get these 
meetings online to provide much-needed 
support and guidance to our property 
investing community in that time of massive 
uncertainty. 

You might think that as the founder of the 
property investors network (and the pioneer 
of UK property networking meetings back 
in 2003), that I would love networking. The 
reality is that, like most people, I hated 
networking. The idea of going into a room 
of people I did not know and having to make 

small talk to strangers was something that I 
really did not like doing. 

However, after I left my full-time job at 
Cadbury in 2001, a friend of mine became 
the chairman of a new Breakfast Business 
Networking Club in Birmingham. He invited 
me to attend a meeting, with the idea that 
I would meet people who might be helpful 
in my property business. I am so pleased 
I attended that first business meeting, 
because I met a number of people who 
became part of my first power team. 

The only problem was that none of these 
people had any property other than their own 
homes and so they did not really understand 
what I was trying to achieve. By that time, 
I had done quite well from my property 
investing but I was also very aware that I had 
also made lots of mistakes, many of which I 
might have avoided, if only I had a group of 
peers around me from whom I could learn. 
That’s why I set up the first pin meeting   
in 2003. 

How to get the most out of 
virtual networking
By SIMON ZUTSHI The power of networking

Since then, I have grown to love 
networking because I know just how 
powerful it can be. 

I found it really useful to be in a like-
minded group of people who were 
all interested in property and were 
supportive (as opposed to normal people 
who are sometimes not as supportive 
as you would hope, because they don’t 
understand property or what it can do 
for you).

Rather than having to do everything on 
my own and make expensive mistakes, I 
found it incredibly useful to talk to other 
people who had done or were doing what 
I wanted to do. Through networking, I 
have met people who I have learnt from, 
have become suppliers, sourced property 
deals,  joint ventured with me, provided 
private loans, become clients of mine, 
and finally, people who have become 
some of my best friends. 

This does not happen overnight or at 
your first property networking event. 
It takes a while to get to know people, 
to build trust and develop working 
relationships. But it is well worth it, 
because I honestly think the bigger your 
network, the bigger your net worth can 
become. 

Networking has been transformational 
for not only my property business but 
also thousands of my students who 
regularly attend pin networking meetings. 



YPN SAYS
If you have not been to a pin meeting 
before, then we highly recommend you 
give it a try for yourself, to experience 
how useful it can be for your property 
investing.

• Go online and find your local pin 
meeting at www.pinmeeting.co.uk

• Find the meeting closest to where you 
want to invest. There are 50+ around 
the UK, so there’s plenty to choose 
from. Put the date in your diary and 
book your place. 

• It is £20 to attend each meeting, 
however if you have not been before 
you can attend your first pin meeting 
as YPN’s guest by using this voucher 
code at the checkout: YPN2021

If you book your place at least 72 hours 
before the event starts, you will get 
entered into a prize draw with a chance 
to win a fantastic prize each month. Visit 
the pin meeting website to book your 
place now!

The best question to ask 
when networking 
Finally, I would like to share with you the 
very best question you can use whilst 
networking: 

“Who do you know who … ” 

You can use this question to find any 
resources you need such as:

“Who do you know who is a solicitor 
and knows about purchase lease 
options?”

“Who do you know who would like to 
get a better return on their money  
than from the bank?” 

“Who do you know who is a reliable 
plumber who will turn up on time?”

This is a great way to get  
recommendations for reliable and trusted 
people from local pin meeting attendees.  

I do hope this article has been useful and 
has inspired you to come and check out 
your local virtual property network meeting.

Invest with knowledge, invest with skill 

Best wishes,

Simon Zutshi 
• Author og Property Magic 
• Founder of property investors network

Now that all property networking events are online, it has 
become even easier to network and quickly grow your 
property business. 

Here are some of the benefits of virtual networking: 

• No travelling time or costs to attend the meeting

• Access meetings you would not normally attend 

• Meet investors who you would never have met 
otherwise 

• Find more potential private lenders and joint  
venture partners 

How to make the most of network meetings?

There are a few things you can do before, 
during and after each meeting to gain 
maximum benefit. 

Before the meeting

1 Think about what you want to achieve 
at the meeting and set your intention for 
attending rather than just turning up

2 Think about how you will introduce 
yourself when asked 

3 Plan to arrive early to maximise the 
chance of meeting and connecting with 
as many people as possible

During the meeting 

1 Speak to as many people as you can, not 
just one person. Don’t make the mistake 
of just speaking to people who you 
already know. Deliberately talk to people 
you don’t know.

2 When you meet people, be interested 
in them before you talk about yourself. 
Make a note of what they are doing and 
what they are interested in. Then let 
them know what you are looking for or 
are interested in. 

3 Ask for their card and suggest you have 
a follow up call.

4 And finally, if there is an opportunity to 
introduce yourself to the whole group, 
seize it. At pin meetings, we offer you 
the opportunity to have 20 seconds to 
deliver your elevator pitch about who you 
are, what you do, what you are looking 
for and how you can help. You don’t have 
to do this if you don’t want to and most 
people don’t on their first visit, but it is 
a great opportunity for everyone in the 
room to get to hear you. It’s definitely 
worth thinking about this in advance and 
practising, but you don’t have to do it if 
you don’t want to. 

After the meeting

Most importantly, follow up within 24 hours. 
Send all the people you have met a text or 
connect with them on social media. You 
could even book a time for a catch up with a 
“Zoom coffee”!

If you follow these steps you will quickly 
build up your personal network and be able 
to build your power team of contacts as well 
as make some new property friends. 

Benefits of virtual networking

For me, the biggest benefit of 
attending virtual networking 
meetings is that the actual 
networking is so easy. At pin 
we use breakout rooms on 
Zoom to allow small groups 
of investors to get to know 
each other. No more having to 
awkwardly approach people you 
don’t know! You can even see 
everyone’s name without having 
to ask them, thus making it very 
easy to follow up. 
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in receipt of universal credit
By Paul Shamplina founder of Landlord Action and brand ambassador for Hamilton Fraser

W
e ended last year with a glimmer of hope and optimism that the tides 
would turn in 2021 and we would return to the life we once knew as 
‘normal’.  Sadly, we have been faced with a rather grim and contrasting 
reality – a third national lockdown. 

landlordS with tenants

For landlords, all the same issues we 
discussed at length last year (struggles with 
rent arrears, the extended eviction bans, 
mortgage holidays) still apply.  Unfortunately, 
the pool of landlords now affected is growing 
by the day. Which leads me to this month’s 
topic – Universal Credit. 

Over the years I, like many others, have 
criticised Universal Credit, a payment that 
is replacing six legacy benefits: Child Tax 
Credit, Income Support, Income-based 
Jobseeker’s Allowance (JSA), income-related 
Employment and Support Allowance (ESA), 
Working Tax Credit, and most importantly to 
landlords, Housing Benefit. 

The system has been restrictive, confusing 
and above all else, insufficient in helping 
the most vulnerable in society cover their 
housing costs. We have campaigned many 
times in the past to have the housing 
element of Universal Credit paid directly to 
landlords, as it was with the old Housing 
Benefit system. This provides landlords with 
the reassurance they will receive their rent 
on time, and helps tenants to manage their 
finances more easily, essentially helping to 
sustain tenancies. 

Universal Credit faces heavy criticism from 
landlords and tenants at the best of times. 
If landlords are now confronted with yet 
another barrier to access direct payments, it 
is inevitable that many more landlords will be 
encouraged to serve notice on those tenants 
in receipt of Universal Credit, which goes 
against the Government’s intensions. 

private tenancies based on their income at 
the time but now, due to Covid-19, are facing 
changes to their employment status and 
finding that Universal Credit simply does not 
cover their rent.

Many landlords with tenants in this situation, 
and who have started to fall behind with 
their rent payments, have been trying to 
set up Alternative Payment Arrangements, 
meaning the housing element of the tenant’s 
Universal Credit payment would be paid 
directly to the landlord. For many, this will 
not cover their existing rent agreement, 
but some landlords are willing to work with 
their tenants on a 
temporary basis 
and accept that 
some rent is better 
than nothing at all. 

However, according 
to Sherrelle, the 
online Universal 
Credit landlord 
portal system, 
launched last 
year by The 
Department for 
Work and Pensions (DWP), which allows 
social rented sector landlords to verify rent 
and submit managed payment requests 
online rather than by email, has been closed 
to new claimants. This means they are 
having to call, email and chase just to get 
an answer. It is thought this is because the 
Department for Work and Pension (DWP) is 
overwhelmed by the number of new claims. 

As Sherrelle said, it is an extremely difficult 
situation and the pressure that DWP must 
be under due to the rise in claimants is 
enormous. But, when tenants are struggling 
to meet their rent payments, we know that 
APAs not only have a significant impact on 
limiting arrears, but they also help to sustain 
the tenancy. She has seen a 20% uplift in 
landlords wanting her assistance to set up 
APAs, and all were at the point where they 
were considering serving notice to their 
tenants because they felt they had no other 
choice.

In February last year, 2.9 million 
were in receipt of Universal Credit. 
In January this year, nearly 6 million 
(5,911,783) people are claiming the 
six-in-one benefit. Let that sink in. 
Even with the grants, the furlough 
schemes, the business loans and 
the payment holidays, the number of 
people having to rely on welfare due 
to this pandemic has doubled! 

This week, I was speaking to Sherrelle 
Collman, Managing Director of Caridon 
Landlord Solutions, which provides specialist 
advice on Universal Credit and Housing 
Benefit to private landlords, letting agencies 
and housing associations.  She pointed out 
that many of the additional three million 
people now having to claim Universal Credit 
are tenants who previously signed up to 

As always, I would encourage 
landlords whenever they can to speak 
to their tenants and understand their 
financial situation. It could be that 
they have work lined up in a month 
or so and are just receiving Universal 
Credit temporarily. Landlords obviously 
must weigh up how much they can 
help alongside managing their own 
finances, and as time goes on this is 
becoming increasingly challenging. 

One slight positive for those with long-
standing tenancy issues, is that despite 
the eviction ban still being enforced, the 
Government has listened to industry calls for 
a widening of the circumstances in which 
evictions CAN go ahead. 

Up until this point, only cases of anti-social 
behaviour, domestic violence or “substantial” 
rent arrears (defined as equivalent to nine 
months’ rent debt accrued prior to the first 
lockdown on 23 March) were permitted to 
proceed. However, it is now understood that 
landlords are able to enforce possession 
orders if their tenants are more than six 
months in arrears, irrespective of when the 
arrears accrued and therefore no longer 
have to pre-date Covid.

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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Recently, the financial news has 
been focusing on the events that 
transpired with GameStop. For 

those of you who don’t know what or who 
GameStop is, it is a US-based company 
that claims to the be world’s largest video 
game retailer. 

It started when GameStop’s fanbase 
identified that institutions were manipulating 
the stocks of the chain by selling more 
shorts with leverages than stocks that were 
available. They decided to fight back by 
pushing the price of the stock up. 

Some of the retailers involved ended up 
making millions in profit. Before this, the 
average cost of GameStop stock was 
$20 and it went up to $450. One of the 
institutions involved in manipulating the 
market ended up having to be bailed out to 
the tune of several billion dollars. 

Although I believe that the institutions were 
wrong in their manipulation, I do find the lack 
of strategy used to fight back concerning. 
One of our core teachings at Investment 
Mastery is not to let emotions come into 
trading and investing — many a trader has 
suffered major losses because they have 
been ruled by their heart, not their head. I 
would be interested to know, from the people 
who got involved, what their strategy was? 

Was the result always to feel vindicated 
in their cause or were they trying to make 
money? To me, this has elements of a Ponzi 
scheme. Many people were encouraged to 
join through online forums such as Reddit, 
and I would bet those encouraging others 
had already put money in. The more people 
they get in, the higher the price goes and the 
more profit they make. 

Many believe that the key to trading and 
investing is when to get in but it is actually 
when to get out. Looking at the GameStop 
chart, you can see people getting in, turning 
the candle green, and pushing that price 

up, but what I can not seem to identify, is a 
clear exit strategy. Following the chart, you 
can see that since the rise it has gapped 
down and the stock has dropped to around 
$60, which I predict will go even lower. With 
the cost of the stock declining, those who 
entered at the high stand to lose a lot of 
money. Somebody will be making money 
from this and it is the people making the 
price go down. It’s the institutions who, once 
again, are manipulating the stock and forcing 
the price down. This manipulation has forced 
people out of their long positions and forced 
them to sell at stupid prices. 

This to me says that there was no exit 
strategy in place or any strategy at all, for 
that matter. When entering the market, there 
are four things to take into consideration: 

• Where to get in

• What price to get in 

• When to get out 

• How much money to invest 

If we apply these to the GameStop scenario: 

• Where to get in – Before buying 
stocks, always look at the company’s 
fundamentals. With the global pandemic, 
GameStop does not have good 
fundamentals. This is a short sell, used 
to add liquidity into the market. This also 

prevents the exuberance displayed in the 
GameStop chart. 

• What price to get in – The price to get 
in was $20 but the chart shows people 
were still buying when it was at $450. 
Looking at the company’s fundamentals 
and previous prices, the company 
was not worth this, so why did people 
continue to buy when it was reaching this 
astronomical price? 

• When to get out – To ensure you are in 
control, you should have a stop-loss 
in place to ensure minimal losses and 
risk. There does not appear to be a point 
where people were getting out.

• How much money to invest – Our rule 
is to never risk more than 1% of your 
portfolio so it would interesting to know 
how much people invested and what % of 
their portfolio they risked in this. 

I would say it is too early to predict what will 
happen, but the repercussions of this could 
mean less selling short in the market, which 
would be a mistake. It is not selling short 
that pushes the price down, it is just selling. 
People who got in around the $20 mark and 
then got out, yes, institutions put in and sold 
short, but a lot of people simply just got out. 

It would be interesting to hear from people 
who made money from this and if they did 
have a strategy. From looking at the chart 
and seeing the conversations on forums, it 
would appear a lot of people joined to be part 
of the movement, but trading with emotions 
at its core is a dangerous game. 

This is not what we recommend, we always 
rely on our strategies and ensure we have a 
clear plan on how to invest, including the rule 
of never risking more than 1% of your entire 
portfolio. 

Marcus

GameStop: 
What happened and what I predict 
the repercussions will be By Marcus de Maria
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By Azid Gungah

Book Details: 
Available from Amazon  Date published: 2020

THROUGH PROPERTIES
scale your wealth

have reviewed lots of books that 
provide just top-level information but 
only rarely have I come across one that 

has been carefully researched and provides 
incredible in-depth information.

If you want your property knowledge served 
superficially, avoid this book. But if you want 
the detail to get a better 
grasp of property investing, 
then read on! Azid has been 
investing in property for over 
20 years and has a strong 
corporate background but 
he also completed an MBA 
to learn about building 
and running a business. 
His project evaluated the 
dynamics of the UK housing 
market and this interest 
continues today.

The book is lengthy and 
detailed at over 300 pages 
but it’s packed full of Azid’s 
knowledge and charts 
his own property journey 
combined with lots of   
factual information. In the interest of this 
review, I will be brief for many sections of the 
book but will highlight the key points.

As an overall summary of the sections of the 
book, Azid discusses his top three strategies 
of BTL, HMOs and title splitting. He also 
discusses the acquisition process with a 
focus on buying at auctions and describes 
his mechanisms of recycling capital 
investments. 

Before discussing his property journey, 
Azid includes a few introductory pages 
to encourage the readers to look at the 
economics around them, eg understanding 
policies or regulations. Next, he covers a 
lot of ground from his start-up with BTLs 
to more sophisticated models like HMOs/
title splitting based on new knowledge he 
acquired. He also highlights the importance 
of goal setting and how his goals changed as 
he acquired new knowledge. 

In the first part of Section A, Azid undertakes 
a deep-dive consideration of inflation and 
its impact on savings, followed by a detailed 
consideration of “Why invest in properties.” 
Don’t be fooled by this rather simplistic 
title and assume he’ll just conclude that it’s 
because they give a better return. Instead, 

he purposefully sets the scene of 
the UK housing market 
by elaborating on 10 Key 
Trends. This is done in a 
very analytical manner by 
considering a number of 
parameters and how these 
should have a positive 
impact on the reader’s 
outlook and decision to 
invest in property.

To give you a flavour, he 
opens with Key Trend 1: 
increase in the household 
numbers in the UK, followed 
by Key Trend 2: the changing 
tenure of housing stock 
from local authority to the 

private rental sector. So what, you might 
ask? The point Azid is trying to make using 
detailed descriptions and graphs etc from 
various sources, is that with all these key 
trends set to continue (data based), property 
should become an obvious choice. 

Having established a compelling reason 
to invest in property, Azid then turns his 
attention to the key drivers of the BTL market 
and discusses nine of them. We often forget 
the ninth one: BTL is a lesser risk and more 
profitable business to the lender!

In the second part of this section, he returns 
to his own journey and shares why/how he 
became involved in BTL and why, backed 
by extensive research and new knowledge, 
he switched strategy. He touches on some 
general reasons why people are exiting the 
BTL market but more specifically discusses 
his “Buying Never to Sell” (BNS) approach. 
His discussion will really help the reader get 
into the mind of an experienced investor and 
Azid enforces the message via detailed case 
study scenarios. 

Section B focuses on “How to invest in 
properties.” In ensuing chapters, he covers a 
plethora of topics which I will let the reader 
delve into, such as picking the right area 

where he discusses the variety of research 
tools available to the investor. Azid then 
turns his attention to methods of sourcing 
and buying (funding) properties and focuses 
much of his acquisition attention to auctions, 
which is one of his favoured routes.

He highlights all aspects of auctions: the pros 
and cons, his pre-auction rituals and does 
a great job in describing the whole process 
in his “How to buy at auction” section. The 
section is peppered with his own case 
studies and the reader will get a real sense 
of what actually happened and how he is 
continually refining his process with every 
purchase. In terms of the actual purchase, 
he discusses the use of lease options, JVs, 
investor finance, using cash and bridging 
finance.

He also turns his attention to the ever-
important concept of recycling your cash 
(capital). It was helpful to see no less than 
eight case studies of no-money-left-in deals. 

Another detailed chapter covers different 
property investment strategies and the skill 
level Azid believes is required to deploy each 
of them. It’s clear from the book that Azid 
has deployed some of them eg BTL, HMOs, 
title splits as case studies are provided, but 
others may have been provided for the sake 
of completion. 

The rest of the book is broadly divided 
into two sections:

Section A: Why invest in property

Section B: How to invest in property

Who is this book for?
It’s rare that I review such a detailed 
book and from someone who has been 
investing in the property sector for such 
a long period of time. The detail will put 
some people off from reading it but real 
knowledge comes from detailed analysis 
and I loved reading it! So, if you are 
looking for a book written by a seasoned 
investor, I would highly recommend 
purchasing a copy. 

PS: Somewhat unusually, he provides a 
list of some of his professional contacts.

Note: To learn more about his title 
splitting strategy, join his Facebook 
community: www.facebook.com/
groups/2050169985113902/

Book reviewed by: 

Raj Beri 
www.rajberi.co.uk  Email: raj@rajberi.co.uk 
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Premier Property Club Online
2nd Tuesday of every month 
starting at 7pm

PPN Stratford International 
Stratford Circus Arts Centre, Theatre 
Square, Stratford, London, E15 1BX 
Host: Motiul Islam

PPN Bank Brand Exchange  
Members Club, 3 Birchin Ln, London, 
EC3V 9BW Host: Michael Primrose

Premier Property Club - Islington
2nd Wednesday of the Month 
Double Tree Hilton Hotel  60 Pentoville 
Road  N1 9LA Founder: Kam Dovedi
premierpropertyclub.co.uk/islington

Premier Property Club - Knightsbridge
3rd Wednesday of the Month 
Hilton Hotel Park Lane  22 Park Plane  
W1K 1BE Founder: Kam Dovedi 
premierpropertyclub.co.uk/knightsbridge

Premier Property Club - Croydon
1st Tuesday of Each Month
Jurys Inn Croydon  Wellesley Road  
London CR0 9XY Founder: Kam Dovedi
premierpropertyclub.co.uk/croydon

Premier Property Club - Canary Wharf 
4th Tuesday of the Month  
Hilton Hotel  Marsh Wall  London  
E14 9SH Founder: Kam Dovedi  
premierpropertyclub.co.uk/canarywharf

PPN Ipswich  
Ufford Park Hotel, Melton, Woodbridge, 
IP12 1QW Host: Halstead Ottley

PPN Brentwood  
Holiday Inn, Brook Street CM14 5NF 
Host: Sarah and Tony Harding



Surrey pin 
3rd Thursday of the month 
Host: Karen Buckley 
www.surreypin.co.uk







UPCOMING  AUCTIONS
LONDON
Harman Healy 5-Mar-20 12:00 Kensington Town 
Hall, 195 Hornton Street, London, W8 7NX 

Barnard Marcus 7-Mar-20 10:30   
Grand Connaught Rooms, Great Queen Street, 
London, WC2B 5DA 

Auction House London 25-Mar-20 12:00 
 London Marriott Hotel, Regents Park, 128 King 
Henrys Road, London, NW3 3ST

Acuitus 26-Mar-20 The Montcalm Hotel,   
2 Wallenberg Place, London, W1H 7TN 
Savills (London - National) 26-Mar-20  

The London Marriott Hotel, Grosvenor Square, 
London, W1K 6JP 

Allsop Commercial 30-Mar-20 The Berkeley, 
Wilton Place, London, SW1X 7RL 

Allsop Residential 31-Mar-20 The Event Suites at 
Great Cumberland Place (Hard Rock Hotel), Marble 
Arch, London, W1H 7DL 

NORTH WEST HOME COUNTIES
Auction House Robinson & Hall   
25-Feb-21 14:30 Live Stream

Romans 25-Feb-21 13:30 Online Auction

NORTHERN IRELAND
Wilsons (Northern Ireland) 11-Mar-20  
Mallusk Auction Complex, 22, Mallusk Road,  
Newtownabbey, BT36 4PP 

Wilsons (Northern Ireland) 25-Mar-20  
Mallusk Auction Complex, 22, Mallusk Road,  

Newtownabbey, BT36 4PP 

EAST ANGLIA
Goldings 4-Mar-20 14:15 The Hangar, Milsoms 
Kesgrave Hall, Hall Road, Kesgrave, Ipswich,   
IP5 2PU 

Durrants 11-Mar-20 The Auction Rooms,  
Peddars Lane, Beccles, NR34 9UH 

Cheffins 18-Mar-20 14:00 Clifton House,   
1-2 Clifton Road, Cambridge, CB1 7EA 

Brown & Co 26-Mar-20 11:00 Assembly House, 
Theatre Street, Norwich, NR2 1RQ

WALES
John Francis 4-Mar-20 15:00 Parc y Scarlets, 
Llanelli, SA14 9UX

Paul Fosh Auctions 19-Mar-20 The Cardiff 
North Hotel, Circle Way East, Llanedeyrn, Cardiff, 
CF23 9XF

All Wales Auction - North Wales Auction  
23-Mar-20 M-S Parc, Parc Gwyddoniaeth Menai, 
Gaerwen, LL60 6AG

Dawsons 31-Mar-20 Swansea Marriott Hotel, 
Maritime Quarter, Swansea, SA1 3SS 

SCOTLAND
Wilsons (Scotland) 10-Mar-20 Dalry Auction 
Complex, 6, Kilwinning Road, Dalry, KA24 4LG 

Wilsons (Scotland) 24-Mar-20 Dalry Auction 
Complex, 6, Kilwinning Road, Dalry, KA24 4LG 

YORKSHIRE AND THE HUMBER
Blundells 5-Mar-20 13:00   
Double Tree by Hilton Sheffield Park, Chesterfield 
Road South, Sheffield, S8 8BW 

Bramleys 5-Mar-20  John Smiths Stadium, Stadi-
um Way, Huddersfield, HD1 6PG 

Feather Smailes & Scales 5-Mar-20 The Pavilions 
of Harrogate, Great Yorkshire Showground, Railway 
Road off Wetherby Road, Harrogate, HG2 8QZ 

Auction House Hull & East Yorkshire  
18-Mar-20 18:30 Beverley Racecourse, York Road, 
Beverley, HU17 8QZ

WEST MIDLANDS
Butters John Bee 9-Mar-20  The Best Western, 
Moat House Hotel, Festival Way, Stoke-on-Trent, 
ST1 5BQ 

Auction House Staffordshire 24-Mar-20 19:00 
Stoke City Football Club, The Britannia Stadium, 
Stanley Matthews Way, Stoke-on-Trent, ST4 4EG

John Earle & Son 24-Mar-20 Henley Golf &  
Country Club, Birmingham Road, Henley-in-Arden, 
B95 5QA 

Bagshaws Uttoxeter 25-Mar-20 Uttoxeter 
Racecourse, Wood Lane, Uttoxeter, ST14 8BD

Loveitts 25-Mar-20 18:30 Village Urban Resort, 
Dolomite Avenue, Coventry Business Park,  
Coventry, CV4 9GZ 

Town & Country Property Auctions West Midlands 
26-Mar-20 19:00 The Village Hotel, Castle Drive, 
Dudley, DY1 4TB

SOUTH WEST
Rendells Newton Abbot 11-Mar-20 15:00 Jolly 
Farmer, 8 Market Street, Newton Abbot, TQ12 2RB

Stephen & Co 11-Mar-20 19:00 Rookery Manor, 
Edingworth Road, Weston-Super-Mare, BS24 0JB

Tayler & Fletcher Stow on the Wold 11-Mar-20 
North Cotswold Saleroom, Lansdowne,  
Bourton on the Water, GL54 2AR 

Cooper & Tanner Auctions 12-Mar-20     
The Standerwick Centre, Frome Market,  
Standerwick, Frome, BA11 2QB 

Greenslade Taylor Hunt Yeovil 12-Mar-20 15:00 
Shrubbery Hotel , Station Road, Ilminster,  
TA19 9AR 

Phillips Smith & Dunn Barnstaple 20-Mar-20 
Barnstaple Hotel, Braunton Road, Barnstaple,   
EX31 1LE 

Greenslade Taylor Hunt Burnham-on-Sea   
25-Mar-20 19:00 Batch Country House,  
Batch Lane, Lympsham, BS24 0EX 

Clive Emson West Country 26-Mar-20 11:00   
St. Mellion International Resort, St. Mellion, Saltash, 
PL12 6SD 

Symonds & Sampson LLP 27-Mar-20 14:00   
Digby Hall, Hound Street, Sherborne, DT9 3AA 

NORTH EAST
Agents Property Auction 31-Mar-20  

Newcastle Marriott Hotel, High Gosforth Park, 
Newcastle upon Tyne, NE3 5HN

EAST MIDLANDS
Auction House Northamptonshire 4-Mar-20 11:00 
Hilton Northampton, 100 Watering Lane, Collingtree, 
Northampton, NN4 0XW

Shonki Brothers (Narborough Road) 11-Mar-20 
17:30 Leicester City Football Club, Filbert Way,   
Leicester, LE2 7FL

The County Property Auction 11-Mar-20 19:00 
Doubletree by Hilton, Brayford Wharf North,  
Lincoln, LN1 1YW 

SDL Auctions Graham Penny (Derby)   
26-Mar-20 11:30 Pride Park Stadium, Pride Parkway, 
Derby, DE24 8XL 

SDL Auctions Graham Penny (Leicester)   
27-Mar-20 11:30 Leicester City Football Club, King 
Power Stadium, Filbert Way, Leicester, LE2 7FL 

SOUTH-EAST HOME COUNTIES
Auction House Sussex 5-Mar-20 14:30   
The Hove Club, 28 Fourth Avenue, Hove, BN3 2PJ

Town & Country Property Auctions Dorset &   
Hampshire 12-Mar-20 18:30 Holiday Inn Eastleigh, 
Leigh Road, Eastleigh, SO50 9PG

Town & Country Property Auctions South East 
12-Mar-20 18:30 Holiday-Inn London-Gatwick Airport, 
Povey Cross Road, Horley, RH6 0BA

Star Property Auctions 19-Mar-20   
The Dome Room, Hotel Du Vin, 2 Ship Street,   
Brighton, BN1 1AD 

Clive Emson Essex, North & East London  
23-Mar-20 11:00 The Chelmsford City Racecourse, 
Moulsham Hall Lane, Great Leighs, Chelmsford,  
CM3 1QP
Clive Emson Kent & South East London        

24-Mar-20 11:00 Clive Emson Conference   
Centre, Kent County Show Ground, Maidstone,   
ME14 3JF 

Clive Emson Hampshire & Isle of Wight  
25-Mar-20 11:00 Solent Hotel, Rookery Avenue, 
Fareham, PO15 7AJ\

Dedman Gray Auctions Ltd 25-Mar-20 14:00   
The Holiday Inn Hotel, London Southend Airport, 
Southend-on-Sea, SS2 6XG

Fox & Sons (Southampton) 26-Mar-20 13:00  
Macdonald Botley Park Hotel, Winchester Road, Botley, 
Southampton, SO32 2UA

Clive Emson Sussex & Surrey 27-Mar-20 11:00  
Hilton Brighton Metropole, 106-121 Kings Road,  
Brighton, BN1 2FU

NORTH WEST
Town & Country Property Auctions Cumbria   
2-Mar-20 19:00 North Lakes Hotel, Ullswater Road, 
Penrith, CA11 8QT

Auction House North West 12-Mar-20 14:00   
Bolton Wanderers Football Club, Macron Stadium, 
Burnden Way, Bolton, BL6 6JW

Auction House Manchester 16-Mar-20 14:00  
Manchester City Football Club Ltd, Etihad Stadium, 
Rowsley Street, Manchester, M11 3FF 

Town & Country Property Auctions Cheshire & Wirral 
31-Mar-20 19:30 The Cheshire Saleroom, Withyfold 

Drive, Macclesfield, SK10 2BD

As the current situation is changing frequently - some auctions are moving online. Please check the EIG website for the latest info.






