




Welcome to the June issue 
of YPN — I can hardly believe 
that we are already halfway 
through 2021! 

The phrase ‘title splits’ has always made 
me want to run for the hills. I instantly 
think of legals and paperwork … and 
because I’m not an admin-person, my 
head immediately starts looking for 
sand. Chief ostrich, over here! So can 
you imagine my horror when this topic 
was suggested as a lead feature? Faced 
with a scary topic, I had no choice but to 
put my big girl pants on. 

Now, I am sure that I am not the only 
person who panics at the mere thought 
of title splits. But after speaking to the 
wonderful contributors this month, I 
realised that, actually, they might not be 
as bad as they’re made out to be. It can 
either be a very hands-on experience or 
it can be a simple paperwork exercise. 
And sometimes, you don’t have to do it 
just because you can. It all depends on 
what your goals are.  

Further on, as usual, we have plenty 
of content to cater to everyone and 
anyone. Chris Peel looks at how to get 
the most out of your HMO marketing, 
Valeria Romano shares her insider 
secrets for renovating for profit and 
Arsh Ellahi explores what exactly makes 
a good deal sourcer. 

I hope you learn as much as I did, and 
maybe title splitting is something to 
consider for your next deal — if it’s in line 
with what you want to achieve! 

Happy reading, 

Angharad 
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Interview and words: Angharad Owen

Kathryn Gibb and her husband found title 
splitting to be beneficial to their portfolio, 
although it was a strategy that they fell 

into. In this article, Kathryn describes the 
processes as to how she went about it, 
and why it was a necessary step despite 
not selling on the separate units. 

Background 
My husband and I only started investing in 
property properly about four or five years 
ago. Prior to that, we lived in France. My 
husband had left the Army and became a ski 
instructor in Andorra, and his first real move 
into property was buying an old cow shed out 
there to convert into a bar/restaurant. 

We met while he was living there. I was working for 
various blue chip companies in London, and I went to 
France for the summer and never really came back! He 
had also just bought an 18th century maison de maître 
(mansion) with a 16th century barn. We wanted to bring it 
back into a usable house for ourselves and our family, but 
ended up renting it out for holiday lets. 

Fast forward a few years, we met a couple who 
wanted to do a bit more property investing back in the 
UK. My husband had some experience of building — 
his father was in the trade so he’d grown up with it. 
We started splitting our time equally between France 
and UK and began flipping houses with this investor.

We saw just how good the opportunities were in 
the UK. This was around 2014/2015, when things 
were back up after the 2008 recession. We realised that we 
wanted to do our own investing, so we sold the house in 
France, moved back to the UK and looked more seriously 
into what sort of houses we would flip and which ones  
we’d keep. 
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Case Study 
Bridge Street | Macclesfield
Type of property:  Commercial unit with one-bedroom  
	 flat.	Redeveloped	into	a	commercial		
 unit with new lease and conversion of  
	 existing	flat	into	two-bedroom.	

Purchase price:  £125,000

Cost of works:  £140,000

Project duration:  6 months

VALUATION & INCOME
Post-works valuation: £365,000

IF RETAINED

Re-mortgage amount: £217,000

Gross rental income: £26,000



Owning freeholds 
We have a separate company specifically 
for owning leaseholds, because of the 
restrictions on owning both the freehold and 
leasehold. We had split another property of 
nine flats, which was leased to a supported 
living provider and was featured in the 
November 2020 issue. In that case, the 
mortgage company had requested it, as they 
wouldn’t lend to us on the one block. 

Now, when we split any titles, the freehold 
will go into our specific company and the 
leaseholds will be kept by our investing 
company. There is a cost implication to it, 
and it can depend on tax and stamp duty too. 
There are some ways around it, but it’s best 
to talk to an accountant because it’s all based 
around individual circumstances. 

When we split the larger block, we thought 
we were going to have to pay something like 
£40,000 in stamp duty. However, after some 
tax advice, it turned out that because we were 
splitting it on the same day as the refinancing, 
there were a few loopholes so we didn’t 
actually have to worry about the stamp duty. 

While it was relatively straightforward, there 
were also some complications (as there 
always are!). We managed to get away with 
the stamp duty, there was still the cost of a 
solicitor to draw up all the new leases and set 
up the freehold. 

Our first deal: Macclesfield flats 
The first property we kept was a mixed-
used property. There was a commercial 
hairdressers on the ground floor with a 
one-bed flat above, in Macclesfield, which 
is about 20 minutes outside of Manchester. 
There’s a direct train to London and it’s 
a very up-and-coming town. There’s a 
big hospital and a large AstraZeneca 
headquarters as well. It was a good area 
to get involved in private rentals and the 
market was booming at the time. 

The upstairs flat was really run down, 
so we ended up going back to brick 
and reconfigured it into a two-bed. The 
hairdresser downstairs was on a rolling 
lease and had been there for 10 years with 
practically nothing in writing, so we also 
updated the lease as well. At the back of 
the building, there was an unmaintained 
warehouse-type workshop. We submitted 
plans to knock it down and build two new 
flats in its place, which were granted. 

The whole property was bought on one title, 
but ended up as four units. It’s still on the 
one title, because it wasn’t the right time 
for us to split it when we finished. We had 

to refinance off of a bridging loan right at 
the beginning of the pandemic in 2020, 
which was not the best time to do anything 
like that! Our original plan was to finish the 
project, split it and refinance it, but because 
we completely ran out of time, we decided 
to put it all on the one mortgage.

We have plans to refinance and pull out 
the equity, and from there it’s a fairly 
straightforward split. The hairdressers 
below is its own entity, the two-bed flat 
above has its own entrance, as do the two 
new-build flats at the rear. They all have 
their own gas and electricity supply, so 
there’s nothing holding off doing the split. 

When there are multiple units on one title, 
the lending options can be restricted, as 
some lenders don’t want any commercial 
element in the mix. We’re probably on a 
higher rate now because we did it all on one 
title, whereas when we split it, we’d probably 
get a better mortgage rate.  

We bought it for £125,000, and the 
additional works and new-builds cost 
another £140,000. As split titles, the total 
value came out at around £365,000-

£370,000, but we were only offered a 
valuation of £300,000 because we kept it on 
the one title. 

Of course, we didn’t see Covid coming so 
we thought we were going to have a bit 
more time to split the titles properly. But 
Covid and lockdowns hit just at the time 
when our bridge loan was ending. Normally, 
there’s the opportunity to negotiate an 
extension, but the bridge lender refused.

This deal brings in about £26,000 pa; the 
flats bring in between £575 and £595 each 
per month, and they’re some of the best 
performers in our portfolio. Recently, we 
had someone move out and we had a new 
tenant lined up two days later. 
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Case Study 
Chester Road | Northwich 
Type of property:  Planning and commercial residential  
 conversion in a 150 square metre  
	 space	above	Tesco.	Express	retail		
	 unit	into	2	x	1-bedroom	flats,		 	
	 1	x	2-bedroom	flat.

Purchase price:  £93,000

Cost of works:  £110,000

Project duration:  5 months

VALUATION & INCOME
Post-works valuation: £240,000

IF RETAINED

Re-mortgage amount: £130,000

Gross rental income: £19,000

This project was slightly different. We bought 
an empty 150 square metre space above a 
Tesco Express. The freeholder had bought 
the building back in 2010, converted it and 
got the lease for the ground floor. Then I think 
he just forgot about the top, and hadn’t done 
anything to it. 

Nearly 10 years later, when we bought it, the 
roof had been leaking and there were a lot 
of structural issues. Tesco weren’t bothered 
because it wasn’t affecting them, but we had 
hoped to put flats up there and so we wanted 
to get it sorted. 

Although the space was empty, leases for 
two new flats had been already organised 
and set up, but we realised that there was 
plenty of room for another flat. We verbally 
agreed with the freeholder to create a third 

new lease, but, stupidly, had nothing in 
writing. We submitted an application and 
planning permission for another flat was 
agreed. 

So we continued with getting the three flats 
built. My solicitor went back to the vendor’s 
solicitor, who said that another lease needed 
to be drawn up and a surveyor had to look 
into it. It turned out the freeholder wanted 
more money to cover creating the lease 
for the third flat, but as we had repaired the 
roof for £8,000 and installed new windows 
for £4,000 — which, ultimately, was the 
freeholder’s responsibility — we agreed that it 
was a fair exchange. 

We bought the space for £93,000 in February 
2019, and we bought it with cash because 

it wasn’t mortgageable due to the structural 
problems. The works cost us around 
£110,000. 

By the summer of that year, when we were 
half way through the renovation, my solicitor 
started the negotiations of getting this extra 
lease drawn up. It went back and forth for 
months, for no apparent reason whatsoever. 

Towards the end of the autumn, we still 
hadn’t found a solution. My solicitor had even 
drawn the lease up, even though it was the 
freeholder’s responsibility to do so. It wasn’t 
that expensive to do it, because it was just 
a matter of taking the template of the other 
two and altering it slightly. All I had to do was 
provide a drawing to Land Registry to show 
the three different flats and their outlines. 

However, in this time the freeholder had 
decided to remortgage the building. This 

Case study: Converting an empty leasehold space



Get in touch 
Email:   kmhgibb@hotmail.com
Instagram:  @anetoproperties
LinkedIn:  Kathryn Gibb 

added complications because, although 
the freeholder had agreed to the additional 
lease, the lender had to give consent too. 
This took us to the beginning of 2020, when 
Covid hit. Finally, we got it sorted in June 
2020 — nearly a year later. 

However, the cost of going back and forth 
on the legal procedures for nearly 12 
months was very expensive. In the end, I 
was so frustrated with the process, and 
because our bridging deadline was coming 
up, I said that if they could get it done within 
three weeks, I’d give them a bonus. We 
eventually paid about £2,500 just to get 
them to speed it along. 

My advice for anyone doing anything like 
this is to get any additional leases drawn 
up very early on. Make sure that everything 
is in writing, and make sure the freeholder 
has given permission 
for anything that’s 
done. Not having the 
three leases from the 
beginning resulted in a 
down-valuation on my 
mortgage, as it was 
valued on one title. 
Instead of the £240,000 
market rate for three 
separate flats, they just 
went on rental yield and 
it came in at £175,000. 

To split or not to split?
With title splits, or any complex strategy 
for that matter, it’s always a case of not 
knowing what you don’t know. When we 
were doing the three flats, I was happily 
going along thinking it was fine until the 
mortgage company asked for the three 
leases. 

Thankfully, I have a good solicitor who 
has helped me understand the process, 
and the tax advice I received on the bigger 
project hugely benefitted because we didn’t 
have to pay the stamp duty. It’s a bit of a 
minefield sometimes, and it would have 
been very helpful to hear from other people’s 
experiences of title splits too, like how they 
avoided stamp duty or dealt with difficult 
freeholders. 

Most of the time, it’s fairly straightforward. 
It’s quite simple to buy a building to turn into 
four flats when everything is split up anyway 
and there isn’t anyone else involved. It gets 
much more complicated when there are 
other parts to consider, like the utilities not 
being separated and other parties involved. 

It was a huge learning curve for us, but it’s 
also been a huge benefit because we’ve 
ended up with properties that are worth 

more because they have been, or will 
be, split and we have more equity in the 
building. We also have more rental income 
coming in, because we have four, five or nine 
units, rather than just one. 

However, working out whether it’s worth 
going through the hassle of title splitting 
is completely dependent on comparables 
in the area. If a building with three flats is 
worth £600,000, but the flats are only worth 
£200,000 each, then it doesn’t make sense 
to split the titles. However if they’re worth 
£300,000 each, then it absolutely would 
be. But always consider additional costs — 
utilities, legals and stamp duty. 

Title splitting is also dependent on your exit 
strategy, because if it can be sold as one 
and get a good price, then there isn’t really 
a reason to split it. If more money can be 

made by splitting it, then 
obviously it’s a no-brainer 
— but only split it at the 
point when you’re selling 
it, as the costs will be 
absorbed in the sales 
process. If the plan is to 
keep them and let them 
out, then deciding to split 
will likely be determined 
by the lender and what 
their specifications are. 
Some are happy with 

one title, while others are not. 

Selling the freehold is really only beneficial 
on bigger blocks, because an income is 
generated by the ground rents. For our 
smaller ones, it probably wouldn’t be worth 
anything to anyone. I don’t know how much 
money people get or how they work out 
the cost of the freehold. But the laws are 
changing regarding leasehold and freeholds, 
so there’s going to be some adjustments to 
be made. 

The pandemic 
The pandemic affected everyone — it was 
the unknown and everyone panicked. 
The lenders became very cautious and 
everything slowed down. The main impact 
for us was trying to get off a bridge and 
on to a normal mortgage, and it took a lot 
longer because we were title splitting. At one 
point, Land Registry was taking six months 
to register a title, which caused some 
delays. 

The remortgage on the social club to nine 
flats, took nearly seven months. We began 
the mortgage application in June 2020, 
and it was finally signed off in December. 
It wasn’t just the waiting, but there were 
massive financial implications too, as I had 
to do extra three months on my bridge loan.

How it fits in with  
other investing 
We don’t stick to one particular strategy 
such as only focusing on HMOs or 
only buying buildings to split. It just so 
happened that the buildings we bought 
worked well in this way. Splitting each 
one has benefitted us, so I’m not going to 
look negatively towards splitting another 
property in the future. In fact, I’ll probably 
look more positively. If I can buy a building 
and convert it into five flats, it’ll definitely 
be worth more to us than not. 

It’s just as case of finding the right 
buildings, because the market has gone 
a bit bonkers recently. Everyone seems 
to be looking for the same sorts of 
properties. Previously, there wasn’t much 
interest in mixed-use properties, but it’s 
been a hot topic over the past year or two, 
because people want to buy something 
like that because it can be split and get an 
uplift in value. 

Our next purchase is a below market value 
leasehold flat in a block of three. It’s the 
middle flat, and the plan is to do it up and 
either flip or keep it. Have I thought about 
trying to buy the other two flats? Yes. And 
the freehold? Yes. I don’t know why — I’m 
a glutton for punishment! 

Over the next few years, I hope to continue 
doing pretty much what we’re doing 
now. It’s just finding the right buildings 
at the right prices. I think going forward, 
it would be great if we could work with a 
supported living provider again, but as I 
said, our strategy isn’t a specific one. It’s 
just finding a building that would work for 
our model with numbers that work for us.

Last words of advice 
Title splitting is just like anything. Just do 
your numbers. Make sure that splitting 
it is worth the money and don’t just do it 
because it can be done. Sometimes the 
lending based on the actual rental income 
might be higher than the bricks and 
mortar value, so looking at the numbers 
and doing due diligence is important. 

Also, on a more practical note, get the 
utility companies doing it on day one, 
because installing new connections  
takes ages! 

“Selling the freehold 
is really only 

beneficial on bigger 
blocks, because an 

income is generated 
by the ground rents”
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YPN: How did you get started in the 
property business?

Mark: Whilst at university, I bought my first 
property with student loans. Afterwards, I 
maintained a career in law, before working 
in a local housing department to get some 
more hands-on experience. In 2003, I 
left the housing department and set up 
Express Lettings (Nottingham) Ltd. then 
went on to acquire other lettings and 
estate agents.

In 2012, I attended my first property 
event since starting in 2003 — a seminar 
through the Rich Dad Poor Dad brand. It 
led me to taking on further training with 
Tigrent, which helped me to understand 
that there were other ways of investing 
than just buying and refurbishing houses 

to hold as part of a pension plan. The PLO 
module of the course was a real eye opener, 
as it explained how to buy property without a 
mortgage. 

The course finished on a Sunday and I made 
my first vendor appointment for the following 
Thursday.

Unfortunately, I made a real hash of the 
meeting. On the course, we were taught 

to put forward a low cash offer before 
suggesting a PLO as a way of getting closer 
to the asking price … and the vendor went 
with the low offer! I didn’t explain the process 
very well, it took me about 45 minutes 
and the vendor said that it sounded too 
complex. After that experience, I improved 
my approach and I’m currently on my 23rd 
acquisition this year where all but six are 
PLOs. 

We have probably all heard 
about how powerful 
purchase lease options 

(PLOs) can be as a strategy, along 
with title splits, where an investor 
buys for example a block of flats on 
one title and then splits the title to 
uplift the value of the block. In this 
interview, Mark Shaw, an investor 
of over 20 years who has secured 
many deals using PLOs, shares 
how he put together a very creative 
structure combining both of these 
strategies on his latest deal to help 
the vendor minimise capital gains 
tax on a block of eleven flats. Even 
more interesting was how this 
was achieved without any direct 
telephone or physical contact with 
the vendor during the negotiation 
period, which took place during 
lockdown.

Interview and words: Julie Whitmore



Case study  
Carrington 
NOTTINGHAM
LARGE DETACHED BUILDING 
SPLIT INTO 11 FLATS
Purchase price  £880,000 purchase price

 £580,000 acquisition cost.   

 Cash and lease  
 Purchase option 

Purchase/ £600,914 plus additional  

Acquisition costs £300,000 over 4 years

Funding method Cash – own reserves and  
  private investor funding

Borrowing rate(s) 6-8% if private finance

Total money in £600,914

YPN: How do you source your deals? 

Mark: Most deals come through agents I 
have worked with. I have educated them 
in what to look for, for example PLOs, 
assisted sales and broken chains.

For PLOs, understanding whether the 
vendor needs the money now, the plans for 
any equity from the sale, mortgage details 
etc, is all part of the qualifying questions – 
the agent knows I need answers to these. 
When an agent realises that a chain could 
collapse, they get in touch to see if I  
can help.

For assisted sales, where a vendor’s 
required price is too high due to the 
property requiring refurbishment, and as a 
result continuously is receiving low offers 
which they reject, the agent will contact me 
as it gets towards the end of the vendor’s 
agreed contract period.

With agents you need to be very specific 
about what you want and see it from their 
point of view. This enables them to identify 
a situation as it happens. Just saying “I am 

after an investment property” is too vague. 
But if you go into too much detail with the 
agent too soon, you’ll get the rolling glazed 
eyes!

YPN: How	did	you	find	this	deal?

Mark: I am a believer in investing in myself 
through continuous personal development 
and during lockdown I stood back from 
the business more which allowed me to be 
more open minded to things that usually I 
would have missed. Because I work with 
agents and other contacts, I get deals 
bought to me. Whilst watching a Zoom 

webinar one day I felt inspired and picked 
up the phone to call a builder contact 
asking if he knew of any deals. I probably 
would not have done that without the 
luxury of the additional thinking time. 

The builder put me onto this opportunity 
(see case study). As soon as I heard 
the address, I knew the area, and what 
attracted me to it was that in 20 years 
of investing, I had not seen any of these 
properties come onto the market for 
sale. They are the sort of properties that 
are typically owned by old-school type 
landlords. Because of this I assumed that 
this was a vendor potentially looking to 
downsize their portfolio. 

My key consideration focused on the 
impact of capital gains tax, although I 
was unaware at this stage if this would 
be a consideration for the vendor. My 
initial thoughts were for a PLO approach. 
Interestingly the vendor did not want any 
kind of physical contact with me by phone 
or in person although she was local to me, 
partly because of Covid and partly because 
of her age, so all the negotiations were 
done through text and email.  She would 
leave paperwork outside the front door and 
I would drive past and collect it. 

I am a believer in investing in 
myself through continuous 
personal development and 

during lockdown I stood 
back from the business more 
which allowed me to be more 

open minded to things that 
usually I would have missed.
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Because there was no direct contact, and 
understanding that the vender had owned 
the property for a while as it was not on the 
Land Registry, my assumption was that she 
was likely to have equity in the property. In 
downsizing, I anticipated she was probably 
looking to release some equity and would 
potentially face a large capital gains tax bill. 
I concluded there would be a need to be 
a cash element within the deal for a PLO, 
which would be of benefit if the vendor did 
not have all the appropriate compliance in 
place – a situation not uncommon   
with old-school landlords. 

Purchasing with a mortgage would have 
required more communication with 
the vendor, difficult given the hands-off 
engagement and I wanted to make life as 
easy as possible for her. I established that 
there was a small debt owing on the property 
and the cash required was to pay off the 
vendor’s loans in addition to providing some 
disposal equity.

YPN: Can you explain the structure of   
the deal?

Mark: Initially I did not see this as a title split 
opportunity because I was not specifically 
pursuing those. I viewed it as a PLO as I 
thought they were under one title; however 
the vendor had previously split the title.

The property was eleven flats split across 
two titles. There were seven flats on one title 
and four flats on the second, with an agreed 
purchase price of £880,000. This comprised 
£580,000 for the seven flats and 
£75,000 each for the four flats on 
the second title. 

Because I wanted to help to 
reduce the vendor’s capital 
gains tax, we agreed to split the 
purchase over different financial 
years. But to split the seven 
flats over seven years, one flat 
per year, did not seem sensible. 
It made more sense to buy the 
one title with the seven units on 
it for cash, and to use a PLO on 
the remaining four units on the 
second title.

The purchase of the seven units with the 
freehold took place in the financial year 
ending March 2020. This year (ending March 
2021), the second title was split and two 
more flats purchased. I own these properties 
on a leasehold with the vendor retaining the 
freehold until the purchase of all units has 
completed. The remaining two flats will be 
title split after April 2022, and the final unit 
will be purchased on its own title after April 
2023.

I have been receiving the 
rent for the property from 

the day of exchange and am 
responsible for all elements 
of the property until the final 

completion in 2023.

When I exchanged I had not actually seen all 
the flats, except the exterior and hallways, 
because the vendor did not want the tenants 
to know that she was selling. I only went into 
two of the flats as the surveyor was going 
in to draw up the plans for the title splits 
on the block of four. I established that the 
units were all compliant, and just needed 
some additional elements due to changes in 
regulations, eg EICRs (Electrical Installation 
Condition Report), tenancy compliancy 
paperwork – How to Rent guide, etc.

The units are in various levels of 
modernisation. From photographs I could 
see one looked quite modern whilst another 
was quite dated. After the deal had been 
agreed one of the flats became empty but 
the vendor still wanted to refurbish the 
kitchen for me. I think this was a case of 
having pride in the property. 

Usually I would look to rent out the units 
to tenants as quickly as possible, with 
the minimum of work to bring them up 
to standard unless they needed a full 
refurbishment. Once the restrictions on 
Covid have relaxed I plan to refurbish them 
all and bring back the original features. 
I’m also looking at changing some of the 
two-bedroom flats down to one bedroom 
because of the size. From enquiries made 
with the planners, the vendor was aware that 
planning would be granted for 27 units on 
the plot by demolishing the existing building; 
I do not think that is a route that I want to go 
down because I love the architecture of the 
building and will retain the units. 



I have already uplifted the rents to add 
value without doing too much work, 
as post-exchange five of the long-term 
tenants moved out. Rents were low,  with 
one unit achieving £400 pcm, and on re-
letting quickly achieved £595 pcm. As they 
become empty the rents will be uplifted 
without imposing rent increases on the 
long-term tenants. The tenants are all long 
term and working except for one who lost 
their job during the pandemic. 

Once the refurbishment is complete, given 
the location and the parking facilities, 
I want to test demand for serviced 
accommodation. I will however go into 
partnership with someone specialising in 
serviced accommodation rather than doing 
it myself . 

Whilst PLOs are my favourite 
approach, I assess each opportunity 
on its own merits to understand the 
best way of progressing, whether 
it’s using a PLO or a title split etc; 

this was the first opportunity that came 
along that worked combining both a 
PLO structure with a title split. Once I 
understood that the property was on two 
titles, I looked at splitting further. 

YPN: How did you get started with this 
finance	model	and	providing	returns	on	a	
fixed	rate?	Is	there	anything	around	this	
process that you must consider from a 
compliance perspective, ie, FCA etc?

Mark: I have experimented with different 
return rates in the past and used to 
offer 10%. However this made some 
investors sceptical. I now offer 8%, which 
has attracted more investors. This was 
achieved using word of mouth and not 
through attending networking meetings 

or property groups. I also established 
that reducing the minimum level entry 
for investment to £5,000 attracted more 
investors with smaller saving pots. 
Experience showed that investors were 
willing to test for lending the smaller 
amounts of £5,000, and by offering 
quarterly interest they could see the 
investment growing and have the capital 
returned after six, nine or 12 months. It can 
never be longer than 12 months because 
it can have an impact on tax and I would 
need to declare tax on the investors’ behalf 
if not completed. If they want to reinvest, 
this is done after 30 days using short-term 
loan agreements. 

The agreements are done through my 
property holding company because cash 

flow is coming in from the portfolios, 
which therefore ensures quarterly 
payments are met and capital is 
repaid. Most investors choose to go 
for £5,000 for six months so on the 
fifth month the investor has already 
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VALUATION & INCOME
   
Re-mortgage amount £958,000

Rate: 3.85%

Money back out £718,500

Money left in £0

Monthly income £5,530

Monthly mortgage payment Awaiting information

Monthly costs Only mortgage payments –  
 no management costs

Net monthly cash flow Awaiting information

% Return on money left in Infinite as no  money left in

received their first interest payment. When 
it reaches the end of the agreed loan term 
they usually ask if they can reinvest and at an 
increased investment level.

Once an investor has been through one loan 
period cycle I extend the opportunity to invest 
out to their family and friends. This way I find 
that investors actively go looking for other 
investors on our behalf. 

YPN: So now that you have this all in hand, 
what else are you working on and what is 
next for you?  

Mark: I currently have about fifteen projects 
in planning after setting up a business with 
a developer. This came off the back of 
undertaking a self-build with the developer, 
which worked so well we set up a company 
together. I find the deals and provide 
the finance and the builder delivers the 
development.

I also have a company with a couple who 
do HMOs; we are just doing our first HMO 
conversion in an Article 4 area, converting 
it from four to six bedrooms. I came across 
this young couple on Facebook,  really loved 
their energy and we have agreed to work 
together. I prefer to joint venture with people 

who have the knowledge and expertise than 
do everything myself. I am also currently 
putting together an online group coaching 
programme to teach people to invest using 
my approach.

YPN: What have been the key learnings 
from your journey and what things would 
you have done differently? Does anything 
stand out?

Mark: My advice would be for people to have 
a strategy, to understand how much money 
you need and follow that plan and strategy 
until you have achieved your goal. For 
example my strategy is BTL, but for me there 
are different ways of acquiring the properties. 
I would also advise new investors to build 
relationships with agents and educate them 

on how to work with you. You’ve definitely 
got to start with the end in mind; consider 
the bigger picture and be aware of the tax 
implications whether you buy in your own 
name or within a company, but you need to 
know what your aim is and have a long-term 
perspective.

HMOs are a great strategy, however they 
are challenging if you are self-managing, so 
be sure to find a good agent. I would advise 
targeting the more vanilla investments that 
are safer and build your portfolio slowly over 
time. Don’t worry about chasing the figures. 
You need to have some sort of a road map to 
understand what you can and cannot achieve 
given your own personal circumstances. A lot 
of investors don’t do that, but focus instead 
on the next deal! You need to take time to 
consider what is the best way to construct 
each deal, including multiple exits. 

I use the BRR model and sometimes look 
to sell after five months. If it does not sell I 
would rent it out and package it up to sell as 
a turnkey solution, enabling multiple streams 
of profit from the same property. On one 
property the rent was £400 pcm and as soon 
as the tenant moved out It was refurbished 
and re-let at £750 pcm. When it came to 

You’ve definitely 
got to start with 
the end in mind



selling it before the end of the two-year 
fixed mortgage term, it was packaged 
and sold to an investor. They have got 
a professional tenant who keeps the 
property looking good, which is low 
maintenance and revenue generating.

I do not really focus on identifying 
investors as I have worked with a small 
number of people who  have kept 
reinvesting. Somebody told me years 
ago that “if you make somebody money 
you will never run out of customers” 
and that has stayed with me. It is also 
about leverage and working together with 
partners and using each other’s strengths 
and weaknesses, enabling everyone to 
benefit from combined knowledge and 
experience.
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Download the   
audio to listen in to   
our conversation   
with Mark
https://bit.ly/3o5E4Ex

YPN:	You	are	obviously	very	busy.	How	do	you	manage	your	time	and	what		
do you do in your personal time?

Mark: I structure my days, doing different things within that structure. This has 
evolved for me over time. I have a 5.30am morning start, however my day ends 
at 1.30pm and I do not work past that point. I have found during lockdown that I 
am good at pro-actively working with other people. 

For the next 12 months I am focusing on my mastermind group Lifestyle 
Investors to build out their investment plans and portfolios.
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Blocks of flats
how title splits increase profitability

YPN: Before we get into property, 
tell the readers a bit about your 
background.

Rachel: My career was in sales and I 
worked my way up to sales director, 
initially in the office supplies industry 
before finally ending my corporate 
career with Equifax, which is one of the 
big credit bureaus. I was responsible for 
sales teams that sold consumer credit 
and other specific Equifax products 
to big banking partners and insurance 
companies. In between, I held varying 
roles in a number of companies so 
had to move around the country but 
eventually ended up in Nottingham as 
sales director at Experian. I was then 
headhunted by Equifax which is based in 
London, although for my last corporate 
role I stayed put and commuted from 
Nottingham.

YPN: What got you interested in property 
investing and what type of investments did 
you start with?

Rachel: Being a sales 
director meant that I 
received a great salary 
and bonuses, so in 2005, 
I started to buy houses 
using my annual bonus 
as the deposit. It was all 
done in an amateurish 
way with little thought of 
cashflow, but they served 
their purpose as equity 
growth houses. Like a lot 
of people back then, my 
plan for these houses was to form part of my 
pension. However, due to all the punitive tax 
changes, especially for those on six-figure 
salaries, I sold them all. In 2015, I decided to 
get better educated in property investing to 
start again.

In addition, whilst I loved what I did, I had to 
deal with the politics, glass ceilings and other 
challenges that come with a corporate job. 
The reality is that in the back of my mind, I 
always wanted to work for myself so I set 

up my own consulting business as well as 
deciding to become a professional property 
investor. 

The thing that will resonate 
with YPN readers is that I 
didn’t want to exchange my 
time for money for the rest 
of my life. Instead, I wanted 
to have greater income in 
later life without having to 
work all hours and to leave 
a legacy for my family. I 
therefore embarked on 
property education to 
build a portfolio that would 
deliver great cashflow as 

well as equity growth over the long term.

The core part of the training was to find 
and buy properties BMV, add value through 
renovation and finally, to ensure they had 
great cashflow – my focus was flips, BTLs 
and HMOs. I was also sourcing properties for 
other investors in order to generate much-
needed income to support myself financially 
after I quit my corporate job. I attended a 
lot of property meetings and noted that 
many investors were focusing in the North 

Interview and words: Raj Beri

Ask investors about 
increasing their cashflow, 
and investing in HMOs is 

usually at the top of their list. The 
rationale for having three or more 
rental units (rooms) under one 
roof is compelling compared to 
having six separate ones. However, 
a contrasting view about HMOs is 
that the market is getting saturated 
and will only get worse while they 
are still the go-to investment for 
higher cashflow. 

What about having three or more BTL 
units under one roof? Is this even 
possible? In this interview, Rachel Knight 
discusses why she has diversified 
into creating small blocks of flats. She 
highlights that, when done correctly via 
the right type of refurbishment and the 
right title splitting structure, it is often 
possible to recycle all your funds, enjoy 
great long-term cashflow and still have 
multiple units under one roof. Perhaps 
you can have your cake and eat it!

The thing that will 
resonate with YPN 

readers is that I didn’t 
want to exchange my 
time for money for the 

rest of my life



Case study  
Sherwood Rise
Two, two-bedroom and two, one-
bedroom distressed apartments with 
shared services were purchased on 
one freehold title and  three, two-
bedroom plus a one bedroom luxury 
apartments	were	created.

Option price  £210,000 

Mortgage at purchase £345,000 

Refurbishment & 
Project costs  £129,000 

Interest amount (%) 3.69% 

Annual rental income £50,124 

Monthly mortgage amount £1,061 

Monthly running costs 

(Insurance, maintenance etc) £617 

Annual monthly cashflow £29,988  
   

Gross yield  14.8% 

Net yield  8.8% 

Final property valuation  £460,000 
 

Individual apartment valuations 

Flat 1: £120,000    

Flat 2: £100,000    

Flat 3: £120,000    

Flat 4: £120,000    

Money left in  £6,000  

Return on Investment (ROI)   

Infinite following three months  

of cashflow

for higher cashflowing properties. I was 
living in the Midlands and my own locality 
proved to be the ideal area to get started 
with the strategies I was being taught.  

In addition, as I had previously been an 
investor for a number of years, various 
lines of finance were readily available 
to me. Having done a fair amount of 
research, I began to appreciate that 
different strategies suited different areas, 
eg flips suited more desirable areas with 
good capital growth, whilst BTLs were 
better in good rental demand areas, as 
long as the prices and rental metrics 
allowed deals to stack.

Over a relatively short period of time, 
I began to realise that I wanted the 
cashflow of an HMO but the security/
longer tenancy and better exit options of 
BTL properties. So in late 2016, I decided 
to switch to title splits. Unfortunately, the 
original training didn’t cover title splits and 
I first came across this strategy when I did 
some commercial property training.

YPN: What made you decide to embark 
on diversifying into title splits? Tell us 
about	your	first	deal.

Rachel: The main benefits that appealed 
to me were that buildings could be split 
into multiple buy-to-let units, which would 
have fairly straightforward bricks-and-
mortar valuations and I could hold or 
sell them individually. In addition, the 
cumulative cashflow of the flats would 
be the same as those great big HMOs, 
but without the same risks and everyday 
hassles. Trying to acquire the knowledge 
for title splitting and building connections 
with the right professionals was a very 
painful process because the information 
wasn’t readily available. Much of the 
advice I was receiving suggested that 
I shouldn’t unduly worry about splitting 
the titles as this could be done at a later 
stage, but I knew that this “worry later” 
viewpoint was costing investors hundreds 
of thousands of pounds. 

At the beginning of 2017, I eventually 
managed to find the ideal professionals 
and most knowledgeable accountants, 

lawyers etc, who could best advise me 
through this complex strategy. Ironically, 
when I began to piece together the right 
processes, my mentors at the time were 
now asking me to teach them! 

Having now done this strategy for a 
while, I know that the reason that people 
shy away from title splitting is that it’s 
complicated compared to taking a three-
bedroom house and turning it into a six-
bedroom HMO. With the latter approach, 
it’s simple enough to put together a power 
team and it’s relatively easy to create a 
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cookie-cutter approach. That’s probably 
one of the reasons that the HMO market is 
getting more and more saturated in many 
areas.

Title splitting is not that type of strategy. It 
encompasses different scenarios and you 
can’t use a cookie-cutter approach from deal 
to deal. It’s complex and one simply cannot 
find many investors who have done lots of 
title split deals that they have kept as BTL 
investments properties — most developers 
who undertake title splits end up selling the 
properties. 

My first title split project was difficult 
because even the 
professional team couldn’t 
agree on certain things, 
so it was an education 
process for everyone. I 
bought a portfolio of three 
terraced houses sitting 
on three plots of land with 
each on a separate title 
at auction. The layout of 
two of them was perfect 
to convert into two 
apartments — you walk 
through the front door and 
straight up the stairs, which would form the 
first-floor flat, and the ground-floor flat had 
access from the rear.

As all three were being sold as one lot, there 
was little interest and it remained unsold, but 
we managed to negotiate a great purchase 
price post-auction. We purchased them for 
£173,000 and if we had just refurbished 
them for a cost of around £60,000, the 
end value would have been £300,000 
which would realise a decent profit if sold. 
Converting two of the houses into four 
apartments would deliver an end value of 
£400,000, including some land, which would 
provide even more profit, even after including 
the costs of conversion to apartments. 

The most reassuring thing for me has been 
that they have had full occupancy for almost 
four years and have increased in value. In 
addition, as all the title splitting has already 
been undertaken, I could easily sell one or 
more of the flats at any time.

YPN: Tell us more about the Sherwood Rise 
case	study.

Rachel: This deal was direct to vendor and 
actually belonged to the letting agent we 
were using at the time. I asked him if he 
knew anyone who had properties to sell and 
was surprised when he said that he had. 
His plan was to sell some of his portfolio 

over a number of years 
to mitigate CGT, so we 
started to evaluate it. 

We decided to buy one 
of his larger properties 
but unfortunately, it had 
a structural problem on a 
flat roof extension at the 
rear of the building and the 
bank declined finance for 
the purchase. In trying to 
help him out, we secured 
the property via a purchase 

lease option as the building was a small 
apartment block that was partially tenanted. 
It was the perfect deal as there were four 
apartments on one freehold title with the 
building having two one-bedroom and two 
two-bedrooms apartments. I had done 
significant due diligence and knew that we 
could create a massive uplift in value, as long 
as the works and title splitting were done in 
the correct manner. 

The building was beautiful but internally, it 
was a bit dilapidated with a huge crack inside 
one of the bathrooms due to the structural 
problems in the extension. A structural 
survey confirmed the extent of the problem 
but the distressed owner just didn’t want the 
headache of owning it anymore. We agreed 

The most reassuring 
thing for me has been 
that they have had full 
occupancy for almost 
four years and have 
increased in value



to pay him rent for 18 months and took 
the problem off his hands to secure a 
PLO for £1. As the building was already 
cashflowing with rental income, we 
decided to develop two apartments at a 
time and covered the cost of the lease 
from the rent we were getting from the 
occupied flats. 

Flat one had a structural issue on 
the extension, which we ended up 
demolishing as it was beyond repair. 
Whilst this work was going on, we 
also submitted plans to extend the flat 
to create a two-bedroom apartment, 
which we refurbished to a high-end 
luxury unit. We then refurbished flat 
two, and at that point, we also had 
a valuation carried out. It came in at 
£373,000, which was fantastic as we 
had secured it for £210,000. We then 
refurbished the final two apartments 
and are expecting a GDV of around 
£500,000, which is great for a property 
we secured for £210,000 and spent 
£130,000 on the renovation. 

The work we carried out included: 
splitting of some of the utilities and 
reconfiguring the kitchen and bathroom 
layouts as they were dated. The 
kitchens are now spacious and open 
plan with breakfast bars. We also 
decided to fully furnish the flats with 
quality furnishings based on the advice 
of a local letting agent who suggested 
that this would better suit our intended 
market. Some aspects of the property 
were just not acceptable and this 
meant going back to brick to rectify 
the problems. The property already 
had some fantastic features that were 
retained, such as the high ceilings and 
huge, beautiful skirting boards. The 
finish was done to a standard that 
would command the top end of the 

rental market and achieve the best 
bricks-and-mortar valuations for the 
four separate apartments. 

As I mentioned earlier, even though 
these properties are BTL, I am aiming 
for good cashflow and good capital 
growth, which is the holy grail for 
property investors. We have acquired 
top rents for these apartments and 
are obviously achieving great capital 
growth at the moment due to the 
nature of the market. Ideally, my 
preference is to recycle all of my capital 
on each and every project, but I am 
prepared to leave some money in the 
deal as long as I achieve a significant 
ROI. Ultimately, I would then look to 
recycle all my capital within a few years 
of completing the development, even if 
the remaining capital is secured from 
the cumulative rental profit rather than 
another remortgage.

Finance is obviously important and, 
on this deal, we are really pleased with 
the creative way that we structured 
it for several reasons. Firstly, it was a 
PLO secured for £1 and we then paid 
the lease to the landlord from the rent 
we were receiving from the existing 
tenants while we did the renovation in 
two stages. 

We used bridging finance, but it was 
for a very limited time. By having the 
right property professionals in place, 
we managed to borrow based on the 
valuation rather than the purchase 
price which meant we didn’t have to 
find a 25% deposit based on the agreed 
purchase price of £210,000. The whole 
refinance experience was difficult 
due to Covid with lenders going into 
hiding. Nevertheless, we managed to 
undertake phased refinance by working 
with a lender who was happy to work 
outside the six-month rules and we 
have managed to recycle all of our 
capital. Funds for the refurbishment of 
the project were secured by working 
with a private investor.

Covid has impacted many property 
investors and we have had a few 
challenges for our existing portfolio. 
Fortunately, the Sherwood Rise title 
split project was completed in late 
summer 2020. We were delayed in 
completing the renovation of the final 
two apartments due to lockdown, but 
everything was finished by August 
2020 in time for students to move into 
flats three and four for the start of 
the academic term. Despite the delay, 
everything worked out well and the 
apartments have been fully let since.
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Download the audio 
to listen in to our 
conversation   
with Rachel!
https://bit.ly/3bpY8fJ

GET IN TOUCH
Email: https://rachelmariaknight.com

Website:  rachelknight@rachelmariaknight.com

YPN: What advice or tips 
could you give readers 
looking to get started with 
title split projects?

1 Getting the right 
education is key. I do 
appreciate that there 
are people who think 

it’s ridiculous to pay large 
sums for property training. 
However, done correctly, it is 
entirely possible to apply the 
training knowledge and recoup 
the costs quite quickly from 
deals that have been done 
by applying the knowledge 
learned.

2 Don’t be an eternal 
education person 
and ensure that you 
apply what you learn 

as quickly as possible, even 
before the training has finished.

3 If you are just starting 
out, then start gaining 
some experience in 
the property sector 

with a few BTLs so that banks 
look at you more favourably 
when it comes to securing 
finance for larger projects like 
title splits. Title splitting isn’t a 
beginner’s strategy, and like all 
strategies, you have to put in 
the effort to implement it, but 
the rewards are often beyond 
what people imagine.

4 If you are embarking 
on title splits, you 
need to think very long 
term and structure 

projects in the appropriate 
way otherwise you could lose 
hundreds of thousands of 
pounds when you exit.

YPN: What are your current projects and your 
plans moving forward?

Rachel: We have managed to build a great 
relationship with a JV partner who we have 
known for some time. Now that we have a 
financial backer, we are looking to do more title 
splits. We’re also currently building a brand new 
12-bedroom student house in the centre of 
Nottingham, which is an Article 4 area, and these 
will be top-end apartments. My partner and I have 
just bought a property in Derbyshire for £435,000 
which is sitting on significant land that will be title 
split from the house. The plan is to completely 
refurbish the house and build another house on 
the land so that by the time the whole project 
is finished, the GDV will be around £1.3 million. 
Generally, with our risk profile, we want to keep 
our projects quite small and in the region of £1 
million GDV or less. 

Moving forward, most of our deal sourcing is 
completely off-market and we have a pipeline of 
potential deals that we are working through. We 
won’t be doing any single buy-to-lets in the future 
and the focus will be on blocks of apartments 
or land split projects. We will continue   
to look for smaller development 
opportunities and focus on 
developing quality units that can 
command top rents. We have set 
three-year cashflow goals with our 
business partners and then, we’ll 
focus on managing the portfolio 
we have built as we’re all in our 
early fifties and looking towards 
an enjoyable retirement. At some 
point, one has to enjoy the fruits 
of all the hard effort one has   
put in!



Andy Haynes, a long-time friend of YPN, 
has successfully utilised the freehold to 
leasehold strategy for several years. 
Instead of converting properties, 
he focuses on the paper exercise 
of freehold to leasehold by buying 
blocks of flats that have already 
been converted. Read on to find out 
about his story and how he gets hold 
of these seemingly rare deals … 

Background 
I started investing about 20 years ago, while 
I was working for the BBC as a local radio 
producer and presenter. I loved being on the 
air — it was inspiring and I adored being a 
part of the community. I think that’s one of 
the reasons why I love property so much, 
because we’re a community! Initially, my 
investing was a hobby to supplement my 
pension … I realised I was never going to be 
able to save enough to retire comfortably, 
and I hoped that investing in property would 
bridge that gap. 

Back in the early 2000s, the property prices 
were soaring; you could pay too much for a 
house, pay too much on the refurb and still 
make loads of money by refinancing. I was 
lulled into a false sense of security. 

When the markets crashed in 2008, I had 
built a reasonable portfolio. So many people 
around me were losing their investments, 
and I was determined to not let that happen. 
I looked for people who might be able 
to help me learn more, which was how I 
came across Simon Zutshi’s 12-month 
Mastermind programme. 

Looking back, those 12 months changed so 
much for me. Was it a lot of money to invest 
in myself? Yes it was. Could I afford it at 
the time? Probably not, but I did it anyway. 
It was the right thing to do because it gave 

me a greater depth of knowledge and it held 
me accountable. 

Twice a month, I had someone to coach 
and push me. It doesn’t matter if you have 
the knowledge or not, unless you’re being 
held to account, you probably won’t apply it. 
By the end, although we were still in a sticky 
economical situation, I had replaced my 
daytime income. 

Although I loved working at the BBC, I 
decided to go part time so that I could have 
more time to enjoy life and to concentrate 
on property investing. At this point, I started 
working with Simon Zutshi by hosting some 
events, and now, ten years later, I’m the lead 
trainer for his programmes. I’ve come full 
circle! 

Over the years, I found it difficult to find 
solicitors who understood what I wanted 
to do when it came to property, so I co-
founded a specialist firm, Bradley Haynes 
Law, back in 2014. I am not a solicitor 
myself, but my partner, Andrew Bradley, 
is. We concentrate on a lot of the creative 
strategies that property investors want to 
use today, such as purchase lease options, 
rent-to-rent contracts and freehold to 
leasehold title splitting. 

Strategy 
I prefer to use the freehold 
to leasehold strategy. It’s not 
a new way of investing, but 
I think it’s one often hidden 
in plain sight. Like many, I 
started investing in single 
lets, and mainly focused 
on renting to families who 
needed a stable home. 

However, people kept telling 
me that HMOs were the 
main money-making model, 
but in my heart I knew that I 
wanted to keep supporting 
families. It was a real 
dilemma between my head 
and my heart as to which 
strategy I should be doing. 

I then fell upon freehold to leasehold title 
splitting and it seemed to give the best 
of both worlds. Owning a block of flats is 
similar to an HMO in that I own the whole 
building, but each flat is its own space 
with no communal features. It produces 
an income similar to an HMO, but it’s also 
fulfilling my need to provide homes to single 
people or families. It works really well. 

My first deal 
It all started with a conversation with 
a builder I met while out for a walk. He 
was building a block of eight flats, and 
we would regularly talk about the project 
and his plans. Initially, he wanted to keep 
them to rent out as he owned the block 
next door. Although he wasn’t interested, 
I told him that if he ever wanted to sell to 
get in touch. 

One day, however, he told me that he 
needed some money very quickly as he 
had found some land for another project. 
We got the ball rolling and, as the flats 
next door were very similar, I got a RICS 
valuation done on one as a comparable. 
It was valued at £99,000, so I knew that 
my block of eight would be worth at least 
£800,000 as the flat sizes were bigger. 

It was valued as if each of the flats had 
individual mortgages, but I found a 
lender that was happy to keep it on the 
one title. I secured the purchase price 
at £500,000 and I was able to get a 75% 
LTV on the GDV price of £800,000. I 
pulled out £540,000 of the deal, which 
gave me back my initial investment, 
costs and a little bit of profit. 

It has a good amount of equity in it, it’s in 
the middle of town, has plenty of parking 
and I get a good income from it every 
single month. 
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Leasehold
a paper profits exercise 
Interview and words: Angharad Owen

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T



Finding properties 
Properties that have already been separated into flats are often hidden in the 
property portals. I prefer Rightmove, but they can be found on Zoopla and 
OnTheMarket as well. As a minimum, I search for properties with at least eight 
bedrooms, and I try not to get too distracted by the big houses with all the lovely 
land. Very often, the description will state that it’s an eight-bedroom property split 
into four two-bedroom flats, for example. 

However there are other ways of finding deals. I have found a great one through 
social media — someone I used to work with contacted me on Facebook and 
asked if I was interested in buying one of their properties, which happened to be a 
perfect opportunity for a freehold to leasehold split. 

Case Study
Bromyard Terrace | Worcester
Type of property:  One	building	containing	two	flats

Purchase price:  £135,000

Open market value:  £175-185,000 at auction

Purchase/Acquisition costs:  £20,250 mortgage deposit (15%)   
 plus buying fees of approx £5,000

Funding method  15% cash deposit and 85% mortgage

Amount of funding:  Value	of	1-bed	flat	was	£95,000	and   
	 2-bed	flat	was	£105,000	when	title	had		 	
 been split (£200,000 in total) @ 75%   
 LTV is £150,000 mortgage

Case study: Worcester 
I found this property on Rightmove, and it was flagged 
to go to auction. It looked like one house, but it was 
actually split into two flats; a one-bed downstairs and a 
two-bed upstairs. The auction wasn’t local to Worcester, 
and I was intrigued as to why this was the case. 

I contacted the auctioneer to let them know I was 
interested in the property. The guide price was between 
£175,000 and £185,000 . I thought it was overpriced, 
but I wanted to see how much interest there would be. 
There were a lot of bids flying around, but I didn’t bid at 
all. At the end, the auctioneer touched down his gavel 
and said that it hadn’t sold. 

I spoke to the auctioneer afterwards and it turned out 
that the auction house was working the room but had to 
stop as the property wasn’t selling. Although he wasn’t 
able to introduce me to the vendor, I said loudly: “If the 
owner of this particular lot is in the room, I’d love to 
connect with you so that I can buy this property with 
you directly.” I left my business card on the table and 
went away. 

Eventually, the vendor did contact me. They had put 
the property on the market with an estate agent in the 
hope of achieving £165,000, but it still hadn’t sold. When 
they got in touch, I managed to secure the property for 
£135,000, which was a great discount and it worked for 
me at that figure. It was bought on one title, and I was 
able to get an 85% LTV mortgage. 

After another £15,000 for the refurb and fees, the 
property owed me £150,000. Six months later, I created 
two leases and split the two flats. It was a pure paper 
exercise, and I was able to get my solicitor’s firm to do 
it for me. I got a mortgage on each of those flats — the 
one-bed was valued at £95,000 and the two-bed at 
£105,000. With a 75% LTV mortgage, I was able to pull 
out £150,000, which was all the money I had put into it. 

Now, I’m left with a property that has none of my money 
tied up, it produces an infinite return on investment and 
I have built-in equity. It’s gone up in value over time, so 
there’s well over £100,000 equity in there now. 

The title split process 
I prefer to buy properties that have 
already been converted into flats, 
but where the titles haven’t been 
split. Having flats on separate leases 
immediately adds value to the building. 

To see if a property is viable, I look up 
the value of the flats individually. I add 
them up to get my gross development 
value (GDV), and I want to be able to 
buy the whole building for at least 75% 
of the GDV. That way, I know I can get 
all of my money back out and I can 
keep recycling my cash to do the  
next one. 

Freehold to leasehold is mostly a 
paperwork exercise. I contact my 
solicitor’s firm and ask them to 
separate the titles and to draw up 
the leases. As all the flats are in the 
same building, the leases are mostly 
similar, albeit with slight variances. For 
example, each flat might have separate 
entrances.

As a general guide, it costs about 
£1,000 to prepare the basic lease, and 
then approximately £250 per flat to 
tweak it. So, the leases for a building 
with two flats would cost about £1,500 
plus VAT.

Something to bear in mind when 
splitting titles is that the flats must 
be at least 30 square metres or 
322 square feet. If they are smaller 
than this, then they will likely be 
unmortgageable. Also, the flats 
must be totally self-contained and 
have no shared amenities other than 
the communal hallway. They must 
have their own bathroom and utility 
supplies. 

I want an easy life, which is why I only 
focus on finding properties that have 
already been converted. The only thing 
I need to then do is the paperwork 
exercise of drawing up the leases.



Walking the streets can be beneficial too. My first deal 
was found by speaking to a builder I met while out 
walking. One of my big tips is to get a dog, because 
then you have to go out for walks! I often look for 
buildings with more than one doorbell, and I also peep 
over hedges to see the state of the properties. If I find 
anything suitable, I will look on Land Registry to see if 
it’s on one title or not, and if it is, I’ll then contact the 
owner to ask if they’re interested in selling. 

I also work with a deal sourcer, and I’m currently 
finalising a property with the solicitors. It has three 
flats, each unit with an upstairs and downstairs. It will 
work really well as part of my portfolio. 

As most of the work for title splitting is done by 
solicitors, there’s actually very little time involved for 
me as an investor. All I need to know is who does what 
and in which order. The process could even be done on 
the day the property is bought. Personally, I wouldn’t 
do that because I would then have to let the owner 
know about the model, and they might want to do it 
themselves. Only a very brave person would do it right 
at the start! 

“It could be done if there’s a 
purchase option, however 

I’ve found that a lot of sellers 
aren’t interested as they 

want to sell it quickly.”
I usually buy with a mix of my own funds and bridging 
finance, depending on the amount, and I can normally 
get most if not all of it out after refinancing.

It’s important to get the right mortgage broker on 
board, and they must be able to understand what you 
want to achieve. While I prefer to buy and hold for the 
long term, this structure works well for buying low and 
selling the flats individually. Having your end game in 
mind will help too, because your broker can then find 
the best products to match your plan. 

Owning the freehold 
You cannot be both the freeholder and leaseholder, so 
I have a separate limited company specifically to own 
the freehold. How this company is structured is down 
to tax, so it’s vital to get the right tax advice.

The freehold can also be sold, and the value of it is 
based on the annual ground rents of each flat. It’s 
usually between 10 and 20 times the total ground 
rent. For example, if four flats each pay £250 per 
year in ground rent, the freehold would be worth 
between £10,000 and £20,000. There are companies 
out there, such as insurance or pension companies, 
that specifically buy freeholds as it’s seen as a good 
income-generating investment. 

There is some talk that the system will be changing, 
and the government is looking into it. Perhaps in the 

Get in touch 
andy@bradleyhayneslaw.co.uk  

Case Study
THE HAWTHORNS | KIDDERMINSTER
Type of property:  One	building	containing	eight	flats

Purchase price:  £500,000

Open market value:  £800,000

Purchase/ £50,000 bridging deposit (10%) plus   
acquisition costs:  buying fees of approx £9,200

Funding method:  10% cash deposit and 90% mortgage

Amount of funding:  Value	of	each	1-bed	flat	was	£100,000		when   
	 titles	had	been	split	(£800k	in	total).	However,		 	
 remortgaged at £720,000 with a 75% mortgage   
 of £540,000

future there won’t be any value in selling the freeholds, but at the time of writing, 
it is still possible and there is still some value. Personally, I don’t enforce ground 
rents or sell the freehold, but if my strategy was to sell off the flats, then it might be 
something I’d look into. 

To maintain the communal areas of the property, it’s required to set up a 
management company. It can either be your own management company, or it 
can be outsourced. This is very important, especially when considering selling the 
freehold. 

Personally, I don’t set up a management company, because I would end up charging 
myself. I prefer to pay for any maintenance as and when it’s needed, and my return 
on investment is then based on the cashflow that’s left over afterwards. 

I have a set target of properties to buy 
myself each year, so that my business 
continues growing. However, setting 
goals is all down to personal preference 
and for some, it might be best to only 
focus on these types of 
properties when they come 
along. They can be like buses, 
nothing for six months and 
then two or three come along 
at once. 

Download the audio 
to listen in to our 
conversation   
with Andy
https://bit.ly/3enh3JF
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Between	five	and	ten	years	ago,	I	
gave a multitude of presentations 
and training sessions on the 
subject of ‘Freehold to Leasehold 

Title	Splitting’.	I	used	the	shaving	foam	
analogy — which seems to have stuck in 
trainees’ minds as it’s still mentioned to 
this	day.	And	clearly	it	stuck	in	the	minds	of	
the YPN editorial team, as they asked me 
to contribute and add to the title splitting 
articles	this	month.

I don’t propose to repeat my title splitting 
presentation here, but a short precis might 
be useful.

Freehold to leasehold title splitting involves 
taking a large freehold building, converting 
it into a series of self-contained apartments, 
creating leases and selling them. The total 
sale price for the leases exceeds the cost 
of the freehold building and the conversion 
costs … which produces a profit. Simples!

But the shaving foam analogy highlighted 
the fact that you can also sell the cardboard 
container, which originally contained the 
shaving foam cans. In other words, you can 
also sell the freehold alongside the leasehold 
apartments – which adds to your bottom-
line profit.

The sale value of the residual freehold is 
related to the wording of the lease – the 
detailed wording – which is why developers 
instruct me to create leases that have 
been optimised for efficient flat sales, 
efficient freehold income, efficient property 
management and future-proofing to maintain 
those efficiencies throughout the term of the 
leases.

In an overly simplified form, here’s an 
explanation of those factors.

When a developer sells the flats at the end 
of their project, they’re not actually selling 
the flats. They’re selling each purchaser a 
lease, which entitles the purchaser – the 
leaseholder – to rent that flat for an awfully 

long time; 125 years or whatever. And as 
YPN readers know, renting a property means 
there’s rent to be paid – which in the case 
of long leases, is called Ground Rent. That 
ground rent is an income for the freeholder 
landlord – and that income stream has 
a capital value. And that capital value is 
enhanced where there are regular rent 
reviews; for example, linking the rent to the 
Retail Prices Index or Consumer Prices Index, 
so the real value of the income stream is not 
worn away by inflation over the decades.

The lease wording also needs to give the 
freeholder responsibility for insuring the 
building. Now those readers with even a 
basic knowledge of leasehold will know 
that a landlord recovers expenses, such 
as the buildings insurance premium, by 
way of ‘service charges’. But a landlord 
can only recover 100% of those expenses 
at best – so no profit to be made there. 
However, if you have several buildings and 
several renewals each year – you get to a 
point where you have enough business to 
persuade an insurance broker to give you 
commission on those insurance premiums. 
That commission is another income stream 
for the freeholder and that adds to the capital 
value of the freehold.

Title Splitting and 
Leasehold Reform



And once the first flat sale completes, 
the building must be managed and 
services have to be provided; cleaning, 
gardening, repairs and maintenance, etc. 
Most freeholders don’t have the time 
or the inclination to provide property 
management for the services – so they 
employ a managing agent (which is where 
I started out in property back in the early 
1980s). The larger freehold companies 
have their own in-house managing agents 
and property managers – who charge a fee 
for their work – which is another income 
stream for those freeholders, thus adding 
further to the freehold value.

Hope value is the next consideration in 
the wording of leases. This comes in two 
forms (mainly) — lease extensions and 
licences — neither of which happen on day 
one.

Lease extensions tend to happen when 
there’s 80 something years of the term 
unexpired … so forty years or so into the 
future for 125-year leases. They also have 
a flurry of activity as the unexpired term 
nears 60-65 years. Leaseholders need 
lease extensions because they have more 
difficulty mortgaging around those times 
– and lease extensions require money to 
be paid to the freeholder. That’s further 
income, albeit a few years down the line.

The other area of ‘hope’ is licences. These 
pop up where leaseholders want to do 
something not permitted under the terms 
of the lease (which is why my leases 
cover this very carefully). The things they 
want to do range from the trivial and 
cheap, such as keeping a cat or a dog 
in the flat … through to the serious and 
expensive, such as a loft extension. Doing 
what you’re not allowed to do needs the 
freeholder’s permission – which can 
always be obtained, if the price is right. 
This provides yet another income stream, 
generally also a few years down the line … 
but nevertheless, further income provides 
further value to the freeholder.

And lastly, there is possession. As with any 
rental arrangement, at the end of the rental 
period the landlord gets vacant possession 
of the flat – and they can then start again. 

Now that sale value 125 years away 
has a ‘present value’ … and if the lease 
term is 99 years rather than 125 years 
then the present value is higher because 
the possession is nearer … but it is a 
quantifiable figure – which adds further to 
the freehold value.

That was a rather long precis, but I hope 
you can see that the detailed wording of 
the lease has a definite effect on the value 
of the freehold – which adds or detracts 
from the bottom line of the development 
project. Every word included or omitted 
has an effect – and that’s why I must be 
very careful in creating bespoke leases for 
my many developer clients.

When the Law Commission published its 
leasehold reforms proposals back in June 
2020, their report was thousands of 
pages long. It was fantastic bedtime 
reading and guaranteed a good 
night’s sleep! But seriously, the 
changes they proposed following 
the Taylor Wimpey leasehold 
houses scandal, the tragic Grenfell 
Tower fire and other high profile 
headline grabbing events – were 
all leaseholder friendly. And by 
definition, leaseholder friendly 
means freeholder and landlord 
unfriendly!

Lease extensions are going to change 
from the current statutory +90 years … to 
+990 years. And more importantly, part 
of the valuation formula; ‘marriage value’ 
is proposed to be abolished. That will see 
billions wiped off the balance sheets of 
freeholders across England.

There will also be severe limitations on 
ground rent in new leases – perhaps as 
low as £10 per year, rather than several 
hundreds of pounds. That will have a 
severely detrimental effect on the bottom 
line of title splitting developments, 
removing almost all of the ‘cream on the 
cake’.

There are also a raft of proposals to limit 
costs for leaseholders, thus not fully 
covering the freeholder’s costs in dealing 
with such things as lease extensions and 
legal proceedings. Management may 
become a cost rather than an income, 
which is worrying for the large boys.

The Government’s aim is to level the 
playing field with commonhold – the 
preferred alternative to leasehold. They are 
intending to make leasehold less profitable 
for institutional freeholders, in the hope 
that commonhold will become the tenure 
of choice. (More on that in a future article.)

So far as freehold to leasehold title splitting 
is concerned – the message is: “get your 
projects completed soon – and get your 
freehold sold sooner rather than later!” 
Whatever ends up in the Leasehold Reform 
Act when the Queen signs it will not be 
good – not even for a big freeholder  
like her!
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You can find out more about title 
splitting, leasehold reform and 
related subjects by visiting 
www.BernieWales.co.uk	

But the main purpose of this 
article is to update you, dear 

reader, on the topic of the day; 
Leasehold Reform … and how 
the Government’s proposals 

will affect title splitting.



Andy Haynes is co-founder of 
Bradley Haynes Law, a solicitors’ 
practice in Worcester that helps 

property clients throughout England and 
Wales.	Andy	is	a	non-solicitor	property	
investor	and	set	up	the	firm	as	an	ABS	
with solicitor Andrew Bradley in 2017, 
who was voted Worcester Law Society 
Solicitor	of	the	Year	in	2019.	By	bringing	
together Andy’s commercial knowledge 
and contacts together with the experience 
of	the	legal	members	of	the	firm,	Bradley	
Haynes Law has gone from strength 
to strength since formation, offering 
commercial, pragmatic, and timely legal 
advice	for	property	investor	clients.

This article is intended to give you a basic 
understanding and knowledge of the 
process of splitting a leasehold title 
from a freehold title. It is a very basic 
guide and should not be relied on 
without specific professional advice, 
which should be sought 
before moving forward 
with any property 
transaction.

The Land 
Registry is a 
government 
department 
that records 
the owners, 

the general position 
of any property and 
the boundaries of the 
land. This plot of land is 
usually identified by a 
Title Number, which will 

be connected to a specific Title Plan and is 
an indication of what is shown on the Title 
Deeds, which prove ownership of land or 
property.

These digital records, kept at Land Registry, 
began in April 1993. Land and property 
transactions since then are likely to be 
recorded. However, there are still many 
unregistered plots of land and a solicitor 
firm can register the Title at Land Registry 
by using the information shown in the Title 
Deeds.

Titles are commonly Freehold or 
Leasehold.		Freehold	is	where	you	own	

the property and the land for an unlimited 
time.	Leasehold	ownership	is	where	you	

lease the title for an agreed period of time 
(typically starting at 99, 125 or 999 years) 

from	the	Freeholder.	

The concept of “title splitting” 
can happen in many ways.  
For example, you may have 
a house which has a large 
garden. This garden could be 
split from the original property 
title to enable separate freehold 
ownership of that land. It 
could also be two or more 
neighbouring properties, held 

on the same title, which 
are split into separate 

freehold titles.  

In this article, however, we are just looking 
how to separate leasehold flats from a 
freehold title. 

The owner of a freehold title is generally 
an individual (or individuals) or a company.  
The freehold of a property and a leasehold 
flat inside are not usually held by the same 
entity/person. So, often a limited company 
will be used to create this distinction where 
the ultimate beneficiary of the freehold and 
leasehold titles is the same person(s). 

In the case of a property which contains 
flats, if the whole building is on a single title, 
you may be able to split each flat onto its 
own leasehold title whilst the main building 
remains freehold.

Each leasehold flat would have a Lease 
which states what can and cannot happen 
to this apartment. These terms are issued 
by the freeholder and are prepared by their 
solicitor. These leases control the flat for 
many years and so thought should be given 
to allow for future changes. 

To draft the lease, the solicitor requires 
various commercial details such as the 

length of the term etc.  
Specific rights then 
need to be considered, 
like access to read the 
meter(s) and repairs. 
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You also need to think about who is 
responsible for what, inside the building. 
As a general rule, the flat owner repairs the 
internal parts of their apartment and the 
freeholder repairs the structure (including 
roof, structural walls, and foundations). 

The freeholder is likely to require the flat 
owner to pay Service Charges (which cover 
the costs of matters such as the cleaning 
and decorating of communal areas and a 
contribution to the whole building insurance. 
Note: separate apartment insurance might 
also be advisable).

The leaseholder can also be asked by the 
freeholder to pay Ground Rent, although 
this – along with the lengths of leases – is 
currently being reviewed by the government.

A floorplan layout of each flat showing any 
common areas such as access corridor, 
staircases, garden, bin store, etc will be 
needed.  You should therefore engage an 
expert in such areas to assist the solicitor 
with plans that are HM Land Registry 
compliant. 

If you are selling any of the flats, you may 
want to set up a new Management Company 
(or employ an existing one) to look after 
the fabric of the property to free up the 
freeholder from performing the required 
duties.

“Your solicitor will need 
to prepare the lease, 

undertake the work to 
split and register the 
leases and then deal 
with any subsequent 
or contemporaneous 

sale or refinance of the 
leasehold title.” 

If the intention is to sell the freehold, 
the commercial matters set out above 
for insertion into the Lease will become 
extremely important with regard to the sale 
value and you should consider external 
commercial advice if you are unsure on this.  

Payment of the Stamp Duty Land Tax must 
be considered carefully in the structure at 
the outset. There may be available reliefs, so 
you should always take advice on this from a 
specialist and qualified Tax Advisor.

If you are buying a freehold with the intention 
to title split, you should think very carefully 
about how the property acquisition is going 
to be financed.  If there needs to be a title 
split immediately after buying a property, you 
will need the mortgage lender to be aware 
of the position and you will probably need 
to obtain consent to the transactions and 
satisfy the lender’s requirements on security 
over those titles.  This can be a highly 
complex area. 

Please note this is a specialist area that 
not all solicitors or conveyancing firms 
would take on. It is vital your advisors 
have experience and a full commercial 
understanding of the structure of your 
purchase from the very outset so they can 
deliver best service and avoid possible 
pitfalls. 

As well as Title Splitting, Bradley 
Haynes Law can help you with the 
buying and selling of residential and 
commercial property, assist with Rent 
to Rent, Purchase Lease Options, and 
Joint Venture Agreements, Loans and 
Security and any disputes arising out 
of Property Joint Ventures or Loans. 
Contact them by email:  

Welcome@bradleyhayneslaw.co.uk 

or visit the website at 

www.bradleyhayneslaw.co.uk
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It’s rare these days to come across a 
legal title that’s not registered at the 
Land Registry, especially since the Land 
Registration Act 2002 extended the 

triggers for compulsory registration. So, I’m 
dealing with registered titles only, either for 
property you already own or for property 
you may be acquiring.

The Land Registry is concerned only with 
legal title — in other words, the name on 
the deeds. It’s possible for legal title to be in 
one name or names, even if this is different 
to the  ‘beneficial interest’. For example, 
A and B might contribute to the purchase 
of a property, but have the legal title in 
A’s name only, and so A would be holding 
upon trust for herself and B. Only A’s name 
would appear on the Register of Title, and A 
would be the person entitled to deal with the 
property. The beneficial ownership should be 
documented but this would not appear on 
the title (nor would the Land Registry need 
to see it). B’s interest could be protected by a 
restriction on the register stating that the no 
transaction of the property can be registered 
without B’s consent, but this doesn’t create 
the beneficial ownership. It merely prevents A 
selling and disappearing with the proceeds.

From the Land Registry’s point of view, on 
first registration a Land Registry title number 
(usually two letters followed by six digits) 
is assigned. It doesn’t matter how many 
separate houses or buildings are on the 
land. If, however, one house is sold then 
a new title number is assigned to that 
property. It’s also possible for a 
right or a restriction to apply to part 
of a title only. If you create a lease 
for a term of more than seven years 

then this is compulsorily registrable and a 
separate title number will usually be assigned 
to the leasehold title, with the original title 
number remaining for the freehold.

That’s the legal background and, I presume 
from a lawyer’s perspective, it simply  
doesn’t matter 
whether a registered 
title number covers 
more than one 
property. In theory, 
rights, restrictions,  
leases and even 
mortgages can be  
created over part only of 
the property in a single title.

The issues around title splitting arise 
when other criteria come into play and the 
most likely scenario concerns financing. 
Suppose you acquire land that comprises 
two residential properties with the idea of 
refurbishing and then letting, and in the 
process you intend to re-finance. You will find 
that, for the purposes of mortgage finance, 
the loan to value ratio for the two properties 
held under two separate titles is more often 
than not greater (in total) than the loan to 
value ratio for the same two properties held 
under a single title. This has nothing to do 
with the legal principles and everything to do 
with the lending criteria and market value. 
Clearly, in this situation, you would wish to 
divide the land into two separate registered 
titles, preferably without incurring significant 
legal costs, Stamp Duty Land Tax or Capital 
Gains Tax.

It would be great if you could just send 
a plan to the Land Registry showing the  
dividing boundaries and ask them to give one 
property a different title. The problem is that 
assigning new title numbers is essentially 
driven by a transaction such as a sale, lease 
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or gift to another person or entity, 
and you can’t artificially create a 
transaction. You have to involve 
another party. Professional opinions 
vary about whether the Land Registry 
are likely to agree to such a request. 
You can of course always approach 
the Land Registry with your proposal 
(explaining the reasons why you want 
the title split) but, when it comes 
down to it, there is no obligation 
on the Land Registry to do so. My 
understanding is that, although I 
have heard of successful cases, the 
Land Registry are usually reluctant to 
agree.

If you decide to try this, the simplest 
of routes, then you need to be 
aware that there are a number of 
consequences in splitting titles. 
It is essential that each plot has 
the appropriate rights for access 
and services, and the appropriate 
covenants to protect the amenities 
of each property. You cannot 
create rights in favour of yourself, 
so this would need to be done on 
a subsequent sale or lease and it’s 
very easy to overlook. There will be 
nothing on either title to indicate that 
you own the adjoining property.

If you succeed, then there are no 
SDLT or CGT implications because 
the ownership has not changed.

1
Transfer one property to another 
individual or entity, or alternatively 
create a long lease (say 999 years), in 
which case it is the leasehold interest 

that would be a mortgageable security. 
Transferring at market value won’t result in 
any CGT implications (unless the property 
has increased significantly in value since 
you acquired it) nor any Inheritance Tax 
(IHT) issues (where the transfer is between 
individuals). However, there could be SDLT 
to pay.

If you transfer at less than market value as 
an individual, there still won’t be CGT or IHT 
issues provide the transfer is to your spouse 
or civil partner. If there is no payment then 
there won’t be any SDLT either (unless the 
recipient takes on the mortgage liability, 
which means that it is no longer classed 
as a gift). Transfers to other individuals will 
however have CGT or IHT consequences.

What if you own as a limited company? You 
could look at setting up a new company as 
a wholly-owned (or at least 75%) subsidiary. 
That way you could transfer at market value 

and deal with this as an inter-company loan, 
and the transfer or lease would attract 100% 
group relief for SDLT. Assets can normally 
be transferred between companies in the 
same group without any CGT consequences 
provided that the structure includes 
subsidiaries.

This is a relatively simple solution, but the 
snag is that the recipient might not be 
considered as credit-worthy as the original 
owner, especially if you have to set up a new 
company for this purpose.

What if the Land 
Registry won’t play? 
There are a number of options: 



shaz@aa-accountants.co.uk
https://www.entrustpropertytax.co.uk

2 The second option is a transfer of the freehold title 
to the new company (or individual) followed  
by a lease-back to the original owner 
in such a way that on the lease-

back two separate long leasehold 
titles are created. The leases 
could be for a ground rent or for a 
peppercorn or nominal rent, and it 
would be the leasehold titles that were 
the mortgage security.

Much of what I’ve said in option one applies 
in exactly the same way. You would of course incur 
professional fees for the drawing up of the leases.

A point to consider is what figure would appear as the value of the 
transfer. This could be the market value with the same figure standing in 
the books as an inter-company loan or as a directors’ loan (if the original 
title was owned personally) or simply as a loan between two individual 
parties. As you can see, from the SDLT perspective it does work out a 
lot better if the arrangement is between companies in the same group 
because that way you can claim 100% relief.

3 Moving on from there, what about transferring between companies on the 
basis that the consideration for the transfer is the immediate leaseback? This 
gets over the point about the value to be assigned to the transfer, but it does 
throw up an SDLT issue.  

Generally speaking, where a lease is immediately carved out of a freehold transfer, this 
is deemed an exchange, with SDLT payable on the greater of the market value of the 
freehold and leasehold interests (bearing in mind that the value of a 999-year lease 
will be virtually the same as the freehold) or the consideration given. However, you can 
still obtain SDLT Group Relief provided you can demonstrate a bona fide commercial 
reason. This is definitely a case where you should engage the services of a property 
tax expert. If all the conditions of S57A(3) Finance Act 2003 are met, the leaseback 
element will be exempt. 

4 Finally, there are more complex 
(and therefore more expensive) 
solutions and one suggestion is 
creating a new company which you 

slot in as a holding company above the 
company that holds the freehold. You 
would then hive-up the freehold titles to 
the holding company and either create 
leases to the original company or use 
a capital demerger strategy so that you 
end up with one property in each of two 
subsidiary companies. The demerger 
involves share exchange, and you would 
need the appropriate tax clearances for this 
as well as for SDLT.  This strategy could be 
a step too far in terms of weighing the cost 
against the advantage to be gained, but it’s 
all about the arithmetic.

A final word about costs. For all the above (apart 
from asking the Land Registry to do what you 
want) there will be legal fees involved for the 
property work and Land Registry fees. A structure 
of more than one company will also involve more 
in terms of accountancy and compliance costs. 
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“The herd” is a term that seems 
to be popping up in front of my 
eyes	a	lot	at	the	moment.	In	
particular: herd immunity, herd 
mentality	and	herd	behaviour.

Now despite it making us sound like a nation 
full of cattle, herd immunity against Covid-19 
is A Good Thing. Herd mentality and herd 
behaviour I’m more wary of.

A quick example. Over the past couple of 
months (thanks to Investment Mastery’s 
fantastic course on the subject – shameless 
but honest plug), I and other YPN team 
members have been dipping a toe into the 
cryptocurrency markets. A BIG Warning: this 
is not for the faint-hearted, and NEVER put 
in more than you can afford to lose. Once 
you’ve accepted those caveats however, it’s 
scary-white-knuckle-rollercoaster-ride-sort-
of-fun. The crypto markets are extremely 
volatile and just in the last 24 hours, The 
Other Half has seen one of his currencies 
fluctuate about 75%. Yesterday evening, I 
was watching my Bitcoin holding in freefall; 
this morning I’m smug because some of 
my altcoins are on the way up and (for the 
moment) I’m well in the black, despite the 
Bitcoin drop. Tomorrow will be different 
again.

Bitcoin is a cracking example of herd 
mentality. Look at the Elon Musk factor. 
Back in February, Tesla bought $1.5bn worth 
of Bitcoin with a view to accepting this 
currency for vehicle purchases. Over the next 
few weeks, people bought in and Bitcoin 
increased in value by around 37%. Last week, 
Tesla announced they would not, after all, be 
accepting Bitcoin payments (I’m not going 
into the whys and wherefores here – look 
it up!). Next thing, Bitcoin’s way down and 
I’m hunched over my screen watching the 
value of my holding decrease in bright red 
numbers.

Mainstream media has a big part to play 
in both herd mentality and herd behaviour 
– consider the Independent article title on 
14th May: “Bitcoin crashes as Elon Musk 
announces Tesla cars can no longer be 
bought with cryptocurrency”. I haven’t quite 
figured out whether the media feeds the 
herd, or the herd feeds the media or both 
drive each other.

The same is true in property. The headlines 
are proclaiming that there is a stampede out 
of the cities to coast and country, fuelling 
house prices in rural areas. In addition, there 
seems to be a nationwide desire to move 
house, and properties are being snapped 
up before people even have a chance to 
view (experience borne out by some of my 
nearest and dearest who have had to move 
to a different part of the country for work 
reasons). In a Times article on 13th May, 
columnist Iain Martin reports being advised 
by an estate agent to view the property on 
Google street view. Bloody daft!

Add in the pressure of the stamp duty holiday 
deadline and it would seem evident that the 
herd is charging. Which means there’s a risk 
of thinking the herd is in charge. It might be, 
but that doesn’t mean it’s charging in the 
right direction.

Seasoned property investors will be playing 
a careful game right now, watching from the 
sidelines, checking, double-checking and 
triple-checking numbers on deals to make 
sure they stack. Investors tend not to run 
with the herd.

There is quite a lot of talk of an upcoming 
boom over the next couple of years. 
Personally I can’t predict what’s likely to 
happen. I haven’t got a crystal ball. I can 
hazard an educated guess that supports the 
idea, but that’s as far as it goes. All I know 
is it’s time to invest with eyes open, exercise 
caution and mind the herd.

Investing in property (and crypto!) requires 
nerves of steel at the best of times, but when 
you are trying to avoid the stampeding herd, 
it’s time to don an exoskeleton that the Iron 
Man would be proud of. Protect yourself and 
remain master of your own decisions. Watch 
the herd rather than run with it.

Remember Warren Buffet’s approach: be 
fearful when others are greedy and greedy 
when others are fearful. My interpretation: 
stay in control of your own destiny (and 
investing) and don’t be driven by the whim of 
the herd. 

As for Bitcoin? Well, I have a buy order 
waiting on the next drop. My exoskeleton is 
engaged, albeit with fingers 
crossed!

Jayne
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The Room
Furnish the room 

A basic expectation is that bedrooms 
will be furnished. The key piece being 
the bed where people will sleep. I see 
it time and again when I’m out on 
viewings of failed HMOs that we’re 
looking to take over, where the landlord 
has provided the cheapest, sh*ttiest 
mattress they could find to cut costs. 

What they’ve really done is save 
themselves £50 per bed in the setup, 
and cost themselves £500 per month 
with an empty room that the tenant 
couldn’t stand to live in because 
they were sick of springs constantly 
digging into their backs. We provide 
high quality orthopaedic mattresses 
for our clients as well as beds with 
statement headboards as they create 
a real feature in the photos and look 
awesome once dressed up.

Fix the issues 

Here are some really common things I 
see in failed HMOs:

• Dirty carpets

• Dirty curtains hanging off the 
curtain rails

• Broken furniture

• Stained mattresses

• Marks on walls

• Cracks on walls or between 
skirting board and walls

• Dirty electrical sockets and 
switches

These are all really easy fixes – carpet 
cleaning service for the carpets, wash 
or replace the curtains, replace or fix 
furniture, use mattress protectors to 
keep them clean, clean and freshly 
decorate rooms, use caulk to fill 
cracks between flexible materials, and 
use wall filler to fill cracks in walls. 
This is really a bare minimum. 

How to maximise 
occupancy and room 
rates in your HMOs
Maintaining high occupancy and consistently testing the market to see if you 

can achieve slightly higher rates is essential to achieving high profits in 
your HMOs. So how can you maximise those things? 

I’m Chris Peel, owner of Trade Stays (one of the leading contractor 
accommodation providers in the UK), have various HMO businesses, and owner 
and lead coach at our premier training brand Property Abundance. I currently 
have a portfolio of over 200 HMO rooms around the UK, so ensuring we achieve 
consistently high room rates and occupancy is critical, when even small 
percentage changes can mean large changes to the bottom line.

So here’s what we do within our businesses to ensure we consistently keep our 
rates near the top end of the market and our occupancy high. I hope you get some 
massive value from these tips and would love to hear from you to hear what else you 
do differently …
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Dress the Room

We want to make it look amazing both for the photos and for the viewings. 
This is one of the biggest things you can do to influence the speed and value 
of selling your room to a tenant. We fully dress the beds, including scatter 
cushions, throws and towels. We add decorations to the room to make it more 
attractive, such as flowers, and we add certain lifestyle features like having 
a magazine on the desk, or a tray with coffee and a croissant on the bed all 
giving people ideas of what living there could be like. 

We also make sure the room smells nice     
with infusers so it looks amazing      
and smells fresh. 

Communal Spaces

Although the primary focus should 
be on the room, it is important 
to highlight what the rest of the 
house has to offer and dress these 
too. Make sure that they are all 
immaculately clean and tidy ahead 
of any viewings, and add features 
that will be popular. The most 
popular communal facilities we 
have found are: 

• Washer/driers

• Extra fridge space

• Outdoor furniture

• Fully equipped kitchen

• Extra shower space



The Marketing

Once you’ve set up your property you need 
to market it to get it in front of potential 
tenants. I divide these into our “Bread and 
Butter” core methods that you need to do, 
but you will be competing against a lot 
of people on. We dive into our advanced 
strategies as part of our flagship training 
– The Complete Property Millionaire 
Masterclass.

Bread and Butter:

• Market on sites like Spareroom and 
OpenRent.	These are basically the 
supermarkets of the room let world, and 
so you’d be foolish to ignore them. But you 
have to compete with a lot of other people 
for attention. There are three important 
steps for your ad …

• Standing out – You only have three 
tools to make it stand out. Your main 
photo, your title and your pricing. In 
my model of investing, we don’t want 
to use price to stand out because it 
attracts the wrong type of tenant for 
the model we focus on, so that leaves 
us with titles and photos. This is why 
the room setup we discussed above is 
so important, as this is the main thing 
that’s going to grab attention. Make 
sure to get great photos and select the 
best for your cover photo on your ad. 
Your title also wants to be creative to 
peak people’s interest — “double room 
with bills inc” just doesn’t cut it!

• Converting – When you’ve convinced 
people to click on your ad, you need to 
move that prospective tenant towards 
making an enquiry. Make your ad short, 
punchy and sell the key benefits of your 
property and living there, as well as 
providing a good collection of photos 
to showcase the room, its features and 
the communal facilities.

• Boosting – Once your ad stats are 
showing that your click through rate 
is high and your ad is converting into 
enquiries well, it’s time to boost those 
numbers. Upgrade the ad to premium 
to really drive people to it. The money 
you spend on that marketing will pay 
you back with less void periods, shorter 
marketing cycles and higher room rates 
due to the extra demand. To illustrate 
just how effective paid advertising can 
be here are some figures straight out of 
our Bedford portfolio:

£151 spent on paid ads > 48 leads 
> 4 Rooms sold @ £475 pcm on 
6-month contracts = £11,600 revenue 
generated = 7215% ROI … money  
well spent!

• Facebook communities – If you are a 
part of a foreign community or English 
is not your native language this can be 
a massive advantage. We get a large 
proportion of Polish tenants in our Luton 
HMO business, because my partner there 
is Polish and posts our ads in Polish to 
Polish community groups. Instantly she 
has more rapport with prospective tenants 
than I could ever have if I were to post it 
in English. Even if you’re not blessed with 
knowing a second language, still make use 
of the “rooms to rent” groups. People will 
often post looking for a room and you can 
market your rooms there as well following 
the principles above.

When you first start your property business 
and you have just a few rooms to fill these 
points are pretty much all you need. However 
if you’re looking to manage a larger portfolio 
and grow a six or seven-figure business for 
yourself, you need to be aware that as the 
size of the portfolio grows, so does the churn 
(ie the number of check outs, new adverts 
and check ins) you need to manage. If you’re 
interested in growing your business and 
want to learn some of the more advanced 
techniques we use to get tenants for our 
properties, such as …

» How to work with local businesses to 
accommodate their staff

» How to work with recruiters to 
accommodate people moving to an area

» How to work with local government 
organisations to offer housing to 
DSS tenants, or specialist housing to 

vulnerable people – do not mix  
tenant types though!

» How to run paid adverts on social  
media using the same method as   
in the bread-and-butter approach –   
test, measure, refine, boost

» How to set up referral schemes with  
your tenants

» How to utilise agents

» How to create joint ventures with  
other operators

» How to build a database of warm  
leads to sell into

…then feel free to connect with me on social 
media. I can also send you the tenant sales 
script that I wrote and taught to my team, 
which has generated over £1.1m in sales 
across our various HMO businesses around 
the UK over the past 12 months. 

I hope you found these tips super useful and 
they serve you as well as they do us!

  
Follow me on social media for regular 
real-life insights from my property 
businesses and the latest strategies 
we’re	implementing.

Facebook   @Chris Peel

Facebook Community with top tips from 
my business: https://www.facebook.com/
groups/135506551729303/ 

Instagram @chrispeelproperty

LinkedIn @Chrispeelproperty

Clubhouse  @Chrispeel
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What a great question, and 
certainly an area I know a lot 
about. I have been trading/
sourcing property for the last 20 
years and it has treated me very 
well as a side property business. 
I generally use this strategy to 
generate cashflow in the short 
term, which ultimately creates 
funds to allow me to purchase 
properties for my long-term 
strategy. 

So, let’s get into it. Deal 
sourcing has plenty of 
benefits, but what are the 
negatives? 

As the founder of The Property Investor App, 
the UK’s first property investment mobile 
platform, I work with hundreds of deal 
sourcers across the UK, and have seen some 
very good operators and some extremely 
poor ones. I aim to take a look at some of the 
main issues that can arise when someone is 
looking to become a deal sourcer. 

Just to clarify, a deal sourcer is ultimately 
a middle person between the buyer and 
seller, which ultimately is the same role as 
an estate agent. Deal sourcers can work 
with vendors directly or can work with 

other agents, if they have failed to secure 
a purchaser for their property. This is often 
referred to as co-sourcing. 

One of the main issues that I have 
experienced with sourcers is that they 
seem to think that simply finding a property 
on Rightmove and then sending it to their 
investors list with an added finder’s fee is the 
correct method of sourcing. But when this is 
done, there has not been any:

• Added value

• Research 

• Comparables 

• Exclusivity 

For me personally, I believe this is a mockery 
to the strategy and sourcers are simply 
piggy backing off the estate agent in an 
attempt to sell a deal. In all honesty, a large 
majority of cases, the estate agent who 
has the mandate of sale is not aware that 
the sourcer is touting their property around 
on Facebook trying to find a purchaser. If 
anything, all it is doing is highlighting the 
property for the estate agent and bringing 
them more traffic to their agency – for FREE!

Hi Arsh,

I am looking to get started in deal 
sourcing and want to know what  
the positive and negatives are  
for this strategy. Here are some  
of my questions:

• Is it sustainable?

• Is it scalable?

Thanks,

Miss B, Romford

The Issues with 
Deal Sourcing



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. 

Photos and Videos
They often say less is more … but not here!

When I am presenting a property to my client 
base, I would like to provide them with as 
much information as possible. This includes 
a mass of photos and videos of the property 
in its true condition. I only want people to 
enquire about the property if they have a 
genuine interest in it, and this would involve 
viewing the photos, assessing the figures 
and researching the location. Only then 
would I like them to contact me to progress 
the deal further. However in order for them 
to do this, they must actually have the 
information to allow them to conduct their 
research.

It all sounds so simple, and believe me, it is. 
But the successful sourcers are those who 
follow the above steps.

Property sourcing is a very valid and viable 
strategy. After all, look at the estate agency 
model. It has been around for a number of 
decades, and property sourcing is simply an 
extension of that. 

For those who are serious about taking the 
2021 property market opportunity seriously, 

I will be opening the doors to the 
Elite Property Tribe, where I 

show you exactly how to 
source the best property 

opportunities all across 
the UK. It starts in 
June 2021 and over 
a whole year, we aim 
to get you to become 
an all-rounded 
property investor so 

you can appraise every 
style of property and 

therefore, never missing 
an opportunity. If you like 

the thought of that, please visit  
www.elitepropertytribe.co.uk 

Wishing you all an abundance of success! 

Arsh 

Here are some of the other issues I 
have experienced with sourcers:

Can’t guarantee 
exclusivity 
As mentioned above, in order to be able to 
effectively source properties, the sourcer 
must have an element of control or 
exclusivity to the property. There have been 
scenarios where someone has sent me a 
property to appraise and within 20 seconds, I 
have found it on Rightmove readily available 
on the market and open to the public, at the 
same price. They haven’t even bothered to 
negotiate a discount!

Now, I am not saying that you can’t deal with 
properties that are on the market. However, 
in order to create a sustainable and scalable 

sourcing business, I would suggest creating 
relationships with agents and clearly outline 
your intention with the property. This would 
normally mean that you confirm that you 
ARE NOT the buyer and may have an 
interested investor for the property. 

It would also be in your interest to confirm 
from the outset how you make your money 
from the transaction, so that the primary 
agent — the estate agent — can confirm that 
they are comfortable with the structure you 
are proposing.

Without exclusivity, very simply, you do not 
have a property to sell. There have been 
occasions where we have secured a buyer 
and the vendor or sourcer turns around and 
tells us the deal is no longer available. This 
is frustrating by all parties as it’s a lost deal, 
has wasted everyone’s time and, ultimately, 
reflects badly on the person offering the 
property as they have failed to perform. 

Not doing 
enough due 
diligence 
When a sourer has found a potential 
property, I find that they often rush 
putting their deal together. Don’t get me 
wrong, the enthusiasm is great, but if 
they don’t educate themselves on what 
makes a good deal they are wasting 
theirs and everyone else’s time.

I’ve had countless deals bought to 
me over the years that had nothing to 
back up the information provided. For 
example, the sourcer claims it’s an HMO 
but has no idea:

• If the area is an Article 4 location

• If the property has an HMO licence 
or when it expires

• That it’s a leasehold but they haven’t 
looked into the length of the lease 
and service and ground rent charges

• That the refurb took place over 
10 years ago, yet claims it’s been 
recently refurbed 

These are simple things that the sourcer 
should look into when packaging their 
deals and are important parts to get the 
deal over the finishing line. 

TIP: If you are sourcing, always aim 
to get answers to the questions you’d 
want to know if you were taking the 
deal	on	for	yourself.

Incorrect Rental 
Figures and  
Comparables 
I refer to this as ‘Cooking the 
Figures’ and making the 
property look as good as 
it can be on paper.

Following on from 
lack of due diligence, 
I am sometimes 
provided with 
exaggerated or 
incorrect rental and 
sold comparable 
figures. I’ve experienced 
other inconsistencies 
with the rental information 
too, such as a sourcer informing 
me that the property is fully tenanted when 
in reality there are two vacant rooms or an 
unruly tenant who’s in rental arrears. This 
sort of information can make the deal less 
attractive, and it also makes me question 
whether it was a deal in the first instance. 
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Welcome back to my series, 45 Ways to Buy Property. In this issue, we’re talking 
about agents and the power of building relationships to help your business. 

Estate Agents and the Power of
Building Relationships

If your town is anything like ours, 
80% of the estate agents are 
located in about two streets. 

You can make yourself memorable 
and take in a cake or a biscuit tin 
(Sellotape a business card to the 
top!) — yes, it’s cheesy (or should 
that be cakey!), but it works. Make 
it seasonal, take mince pies at 
Christmas, Easter eggs or something 
with love hearts on Valentines, who 
cares … 

Forming relationships is very important; 
you want to be in the position to be able 
to have a catch up with an agent and 
find out what they might have coming 
on the market. Think win-win — if an 
agent can tell a potential vendor that 
they might have someone interested 
in their house, they are more likely to 
convert the prospective seller into their 
client and you will have helped them 
achieve that if you can buy it. Win-win! 

Estate agents are busy and they are 
looking for the quickest way to get their 
commissions. Diarise regular catch 
ups, and if you can get their email 
address (remember a lot of them are 
out of the office most days), then send 
them an email every week. Consistency 

is the key — wait any longer than a 
week and they will have forgotten you.  

Ask if they have valued any houses this 
week, or whether there’s something 
coming on the market that they think 
you might be interested in. And don’t be 
afraid to remind them that you’re still 
there and are still looking for x y z, so 
that your name is kept at the front of 
their mind just in case any deals come 
through. 

If you are unsure where to invest, 
speaking to estate agents is a great 
way to lean on some experienced 
operators. Ask them where they think a 
good place to invest is. Where the best 
suburbs are, the best area for students, 
professionals, where any shortages 
are, and so on. Ask them what the 
area is like and that you’re interested 
in investing in the area. How strong is 
the market? What is it like compared 
to last year? If the area doesn’t support 
students, what industries are nearby? 
How long on average does it take for 
rooms to get filled? Are there any blue 
chip companies/hospitals in the area? 
Speak to as many agents as you can 
and see if you notice a common theme 
or story. They should tell you exactly 
how it is. 

Estate Agent Language: 

yield
Estate agents always talk about yield when 
addressing the performance of investment 
property. But what does yield actually mean 
and how does it relate to property? 

Imagine you are considering two investment 
properties below – which is the most 
financially viable?

PROPERTY 1  
will earn you £833.33 a month for a 
£200,000 investment.

PROPERTY 2  
will earn you £1,000 a month for a 
£250,000 investment.

The obvious choice is property 2, 
as you’ll receive more income for 
a slightly bigger investment. But 
actually, property 1 is the more 
attractive investment option. 
This is what yield tells us.

(Note: I’ll give you the 
maths behind the above 
example further on!)

WALK THE ESTATE AGENTS STRIP – BUILD RELATIONSHIPS

Yield is an essential 
measure of the 
potential success 
of an investment 
property. Many 
investors still buy 
what they think are 
good investments 
based solely on the 
property “being bricks 
and mortar”. But really 
your initial purchasing 
decisions should 
be based first and 
foremost around the 
property’s yield.



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

That’s it for this month. I hope 
you continue to get value from 
these articles, and I can’t wait  
to catch up with you 
next month.

How do you use yield to 
compare properties?
So, going back to our first example and 
using the gross yield calculations, you can 
see why property 1 provides the higher 
yield:

PROPERTY 1  
will earn you £833.33 a month for a 
£200,000 investment

Income: (£10,000 pa / investment: 
£200,000) x 100 = 5% yield

PROPERTY 2  
will earn you £1,000 a month for a 
£250,000 investment

Income: (£12,000 pa / investment: 
£250,000) x 100 = 4.8% yield.

Why do agents use 
yield, not ROI?
Return on investment (ROI) is the 
annual profit (income minus costs) 
generated by an asset, divided by the 
amount of your personal investment. 
The ROI is a very useful measure, but 
it can only be taken so far by agents. 
They only know how much a house 
could perform at – not how much 
cash/investment you can put into a 
deal, which is why they will use yield 
as an indicator. If you can negotiate 
down the asking price of the property, 
then the yield should improve. 

Why don’t mortgage 
lenders use yield?
Mortgage lenders operate on several factors 
including a valuation of your property 
purchase. They typically use a loan to value 
(LTV) calculation and won’t lend more than a 
specific percentage of the property’s market 
value. Check with your own mortgage broker 
for advice on what valuation method you can 
use against your properties and potential 
purchases.

Mortgage lenders look to the main markets, 
such as residential and will lean towards 
bricks and mortar values of the property, 
rather than what it might yield per annum. 
This is primarily because a lender will 
exit and sell any repossessed house as a 
residential property where they can. There 
are exceptions to this general principle, 
usually surrounding larger commercial 
property borrowing or commercial units 
which don’t sit well in the residential market.

Understanding yield means you have the 
figures to properly compare your investment 
options and make an informed decision. Of 
course, once you have spotted a property 
that seems to add up in terms of both gross 
and net yield, it’s also advisable to consider 
your projected ROI too, so you can get a total 
overview.

Why do investors  
like yield?
Yield allows you to compare apples 
and pears. So, when two houses 
don’t look exactly the same, by using 
yield, you can see what the cash/
profit-generating ability of each is 
(as long as the costs associated 
with each property are similar). The 
difference in their size, location and, 
capital values, can be smoothed out 
by looking at their yield.

How do I calculate the yield?

There is gross yield and net yield.

Gross yield is a very rough measure 
that enables you to quickly calculate 
whether a property is a good bet. 
Divide the annual income from a 
property by its price to find out its 
yield — (income/price) x 100.

Example – if a property costs 
£200,000 and it generates £10,000 pa 
in rental income, then its gross yield 
would be 5%. Annual running and 
other costs aren’t included, so the 
final percentage figure may be slightly 
misleading. Gross yield is a good 
initial indicator of whether a property 
is worth perusing.

Net yield provides a more meaningful 
percentage, as it deducts annual 
running costs such as repairs and 
maintenance from your gross income 
figure. These costs could include 
mortgage interest payments, stamp 
duty, void periods, managing agents’ 
fees, etc. The revised formula is: 
(income – costs) / price x 100

Using the above example of that 
same £200,000 property with a 
£10,000 monthly income, let’s say the 
annual running costs were £4,000. 
Then the net yield would be 3%.
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HOW TO START INVESTING IN RESIDENTIAL PROPERTY

IF YOU HAVE JUST £25,000

15642

Firstly, let’s take a look at cashflow … 

Deal sourcing
One of the best starting strategies out 
there is deal sourcing. Whilst technically 
not an investment  strategy, it is a very 
good way of earning money. You can earn 
large sums of money by finding deals for 
other investors. 

An average sourcing fee starts at around 
£3,000 or 2% of the purchase price of 
the property, whichever is greater. Now, 
if you’re in the cheaper areas of the 
country, that probably means it’s going 
to be about £3,000, maybe a little bit 
higher, but in the more expensive areas 
it can be quite a significant sum, £6,000, 
£7,000, £8,000, or more, for just finding 
a deal for one investor. Depending on the 
level of service you are providing to that 
investor, there are additional fees that can 
be earned such as project managing any 
refurbishment, for example. 

Deal sourcing requires very little cash 
input to get started. I would say on 
average, you’re probably going to need 
somewhere between £2,000 to £3,000 
to get set up properly as a serious deal 
sourcer. You will need some money for 
compliance registrations, and you’re 

require some for marketing — maybe for 
building a website, which you could do 
extremely cheaply. Those are the base 
costs to help you get started as a deal 
sourcer.

One of the biggest questions I’m 
asked when talking to investors 
is: “How much cash do I need 
to get started?” In this article 

I’m going to share some ideas if you are 
starting out with just £25,000.

When you’re starting out in property, £25,000 
might not sound like a great deal and, 
indeed, it’s not in overall property terms – 
but you can still start to invest with it.

Before I share the strategies, I would suggest 
that the first thing you do is get educated in 
property investing. There are a number of 
free resources available such as books and 
YouTube videos, as well as paid education 
through companies like ours — Property 
Master Academy.

There are two things you should look at 
initially, particularly when you’re just starting 
with £25,000. Firstly, building cashflow. 
Secondly, building your pot. The more 
you can build your pot, the more you can 
help grow your cashflow. The question is 
whether you do those at the same time or 
at different times — I suggest the primary 
focus is building cashflow, while also having 
a secondary focus on building your pot as 
well. And there are a number of different 
ways you can do that. 



Mark Lloyd is one of 
the main mentors 
behind their successful 
Elite Mentorship 
Programmes, along 
with Jackie Reeves and 
Peter Licourinos
For more details, email   
mark@propertymasteracademy.co.uk  
or call 01252 73004

Rent-to-rent
Another strategy that works really, 
really well for getting started with 
limited resources, is rent-to-rent. 
There are a number of different 
strategies under the rent-to-rent 
umbrella, but I’m just going to 
mention two here. 

First, there’s the HMO model, which 
can be done in one of two ways. You 
can either rent an existing HMO from 
a landlord and then re-rent it back 
out again as an HMO and making 
a margin in between (you should 
make somewhere between £500 
and £1,000 per property). Or you can 
take a single family let and convert 
it into a multi-let and make a similar 
margin. The set up costs can be 
anything from £0 to about £5,000 
per property, so it can be a very good 
way of starting out with little risk and 
limited financial resources. Similarly 
applies to the second rent-to-rent 
strategy; renting the property out as 
serviced accommodation. 

Both strategies require being hands-
on and a similar amount of capital 
— around £5,000 per property — 
although you can secure them for 
nothing at all. 

If you had to pay £5,000 per property 
on a rent-to-rent basis, you could get 
four properties (the additional £5,000 
would be used towards possible 
costs/contingencies) and that would 
give you an income somewhere 
between £2,000 to £4,000 per month. 
For the majority of people, this will 
get them out of their job and be able 
to focus more seriously on property 
investing.

Lease options 
What is a lease option? It’s a way of securing 
a property without buying it until a later date, 
and usually being able to rent the property 
out in the meantime. I’ve done a number 
of these deals in the past, which have cost 
me very little money. Legal fees are usually 
between £1,000 and £2,000 (it’ll be on the 
higher end if you’re going to pay the vendor’s 
legal fees), and you have the contract fee as 
well. You may have heard of buying houses 
for a pound — this is the strategy that allows 
you to do it.

I’ve made reasonable amounts of money 
for very little input on the lease option deals 
I’ve done over the past 16 years, usually 
around £60,000 to £70,000 profit on each 
one. Bearing in mind my initial outlay is 

only around £2,000, and for a cash on cash 
return, it is extremely high.

There are several strategies around lease 
options, which require very little cash input. 
In fact, I was talking to one of our mentees 
just the other day about a deal she was 
looking at. The vendor’s mother had gone 
into a care home, and the £2,500 per month 
was money that he didn’t have. I suggested 
that she secure the property on an option, 
paying £2,500 per month to cover the care 
home fees, and refurb it to then sell it. Not 
only will the vendor win, because they’re 
able to cover their fees and benefit from a 
potentially higher uplift on the property, but 

JVs and crowdfunding 
What about joint ventures? You could joint venture with someone who is looking for 
additional cash to support their deal. Again, it’s a way of getting involved in property 
with limited resources, and you could use the opportunity to learn as you go along. 
BUT – a word of caution! — make sure you carry out your due diligence properly, 
not only on the project but on the person you’re going to be working with too. A joint 
venture is a regulated activity and something you should seek advice on before 
entering.

Last but by no means least, crowdfunding. With your £25,000, you could invest 
a portion of that into a property crowdfunding platform. What is a crowdfunding 
platform? Essentially it is a platform for developers who are looking to raise money for 
their projects that finds investors to invest in them — almost like a JV.

We launched our crowdfunding platform recently: Max Crowdfund   
(https://maxcrowdfund.com) which is an international crowdfunding platform for real 
estate. We are currently looking for both investors/developers who require funding and 
investors to invest in those projects. As an investor you could earn a decent return on 
your money, which is very hands off. 

That is just a few ideas of how you could start investing in property with just £25,000. 

my mentee wins too, because she’s only 
having to pay a small amount of money to 
cover the refund and get some profit on the 
sale. This is called an assisted sale, where 
you are just using the option element to 
secure the deal.
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Renovating for profit always aims 
at having a final product that 
stands out from the competition, 
whatever the preferred exit 

is: sale, let, multilet (HMO), serviced 
accommodation and so on. Obviously that 
needs to be achieved within budget and 
while appealing to a wider audience. 

When renovating for profit you have 
two options: put together a Joe Bloggs’ 
standard space that ends up looking and 
feeling like many others on the market, or 
think about design to create something 
extraordinary and inspiring, which stands 
out, engages with the target market’s wants, 
and ultimately gives you higher returns than 
average. 

So where is the balance between the 
Joe Bloggs’ standard renovation and an 
outstanding one? 

From my many years’ experience of 
renovating for profit, I can definitely say that 
if you are serious about maximising profits, 
you should avoid the former and become 
good at executing the latter within time and 
budget.

In his book How Customers Think – Essential 
Insight into the mind of the Market, Gerald 
Zaltman analyses that while consumers 
report comparing multiple products and 
price points on purchasing decisions, 
research indicates that what people feel 

contradicts what they say. People are 
ultimately driven by feelings and justify with 
rational thinking. 

Further research demonstrates that people 
whose brain is damaged in the area that 
generates emotions are incapable of making 
decisions, thus demonstrating that the 
decision-making process and emotions are 
intrinsically connected.

Stefan Mumaw, Creative Director at First 
Person, a digital agency headquartered 
in San Francisco says: “Great designers 
are empaths. They harness the power of 
emotional response to connect to audiences 
and inspire action. If you want your designs to 
move people, you need to understand the role 
emotion plays in your work.” 

During each renovation there will be a lot of 
decisions to be made on the design of the 
new space, before and during the project. 

Even if you are renovating for your own 
home, which you know you are likely to sell 
within a few years, you will have to take into 
account saleability and appeal, especially 
if you make structural changes to suit your 
family lifestyle.

Many times over and over I am asked how to 
go about choosing elements and materials 
(such as tiles, worktops, cabinet colours 
and other fixtures) in order to avoid carbon 
copies and create unique products that 
move people and give well above average 
returns, while remaining on time and on 
budget.

There are three main questions I am 
usually asked: 

1 How do you choose elements when 
working on a design driven product?

2 How do you ensure that even though the 
product is unique, it’s delivered on time?

3 How do you keep on budget while 
designing a unique interior?

Since I believe the answers to these 
questions will help each and every renovator, 
I will, in this article give you my three easy-to-
follow tips to design-driven renovations for 
profit. To help further, I will touch on how to 
navigate the interior design trends in order 
to entice the majority of your target market 
and I will finally give you my top seven 
recommendations to follow in order to   
keep on time and on budget.
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TIP NUMBER TWO: have a 
plan for overall design
When renovating a property there must 

be an overall look that you’re aiming for 

and there must be consistency throughout 
(including any outside space). 

Having an overall plan of the feel and look of 
the project does not mean that everything 
and every room needs to match. On the 
contrary, it’s a way of giving each room its 

uniqueness while retaining a master palette 
or a feel to achieve a curated and cohesive 
ambience. 

A master view is the part of the planning 
that will allow you to decide whether to 
incorporate or discard specific interior 

design elements. I have seen 
interiors where the absence of a 
master view has lead to a mismatch 
of design elements, which in turn 
caused the overall project outcome 
to be unappealing and unsellable: 
each element in isolation looks really 
outstanding but as an overall, does 
not work.

Also, not having a plan inevitably 
causes to-ing and fro-ing, which will 
mean wasted time — and therefore 
money — and could drive your project 
over budget. 

Planning the DESIGN of RENOVATIONS FOR PROFIT: 

3 EASY-TO-FOLLOW TIPS
TIP NUMBER ONE: know 
your target market
Knowing who is going to be the person 
interested in purchasing or renting your final 
product is essential to knowing what to do 
with it from a design point of view. 

Targeting a first-time buyer is totally different 
from targeting a retired couple. And targeting 
an extremely wealthy family comes into a 
different field than targeting a middle class or 
a working class audience. 

Not only the design, but the presentation and 
staging of your final product also needs to be 
tailored to the people you wish to attract. It 
needs to captivate the market to push them 
to offer as close as possible to your desired 
price (which, obviously, will be towards the 
top end of your market, in your street, in your 
patch).

For more expensive rooms to renovate, such 
as kitchens and bathrooms, the balance 
between trend and saleability is even more 
important as the fixture and fittings will be 
sold with the house and have the power

to make or break the deal for your target 
market.

A way of achieving a good balance between 
appeal and trend is to have a classic design 
base and chose trendy accessories to bring 
it in line with current trends. Bear in mind that 
“classic” does not mean “traditional”. Another 
way to achieve that balance is through 
“eclecticism” because within an eclectic 
concept there is always a little bit of room  
for movement.

My top tip on this? 
Tailor the refurbishment to the property’s 
style and era. That way you create 
continuity between the exterior and its 
surrounding and the interiors. The interiors 
will match the expectation from the kerb 
appeal through to the rear garden, and that 
in itself will be a captivating factor that 
will entice your market at emotional and 
subconscious level.
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On every single project, 
there will be a number of 
potential items that you 

can choose from to be used. And 
some of them will be on offer, 
and you will be tempted to just 
purchase them just because 
they’re on offer. 

How do you decide what to 
choose? And is it possible to swap 
the item you have already carefully 
chosen in favour of the one you 
found on offer? 

If you decide to veer away from ordinary, 
(and you should), you need to know how 
much you can push your boundaries in order 
to ensure that your product is unique and 
stands out AND still appeals to the majority 
of the target audience. 

A question that I get often asked is: if I follow 
the trends, will I be putting myself in trouble 
by alienating the target market?

My answer is always the same. The perfect 
equilibrium stands in being able to balance 
a trendy look with timeless features. But 
what is really important is to be able to put 
together schemes that are well balanced in 
terms of colours, texture and style for your 
target market.

There are many ways to get inspiration to 
create an appealing space while staying on 

budget. I have clients who have gone to visit 
show homes on new estates to see what 
developers do and get inspiration to make 
sure they stay on budget but still have a 
cutting edge product.

They found that while the first 
couple of properties looked 
modern, and justified why a 
buyer would want to buy them, 
looking at a few more show 
homes brought about a different 
experience. They seem to 
conform to certain standards and 
they end up looking very similar — 
too plain and uninspiring.

Having run a few renovations 
for profit, I know how difficult it 
can be to remain on budget, stay 
unique and keep on top of all the 
new trends. Therefore, I’m going 
to share three tips on how to 

navigate your way to create something that 
stands out and gives you better returns.

The first questions to ask are: how do we 
determine the different materials and final 
looks we can implement? And how do we 
ensure that what we choose will get us the 
maximum profit as possible?

Market research! The big development 
companies will have invested a good portion 
of capital to do the necessary market 
research on their target market. So what you 
can do is piggy back off of their investment.

Say for example you are renovating a 
student HMO. You can look at what iQ 
Student Accommodation have done in their 
latest student builds and keep that as your 
inspirational board. Or, if you are renovating 
for an older market, you would research on 
what the latest retirement home might look 
and feel like.

Once your visual moodboard is sorted and your 
shopping plan has been made, you can get to the 
design implementation stage by following my 
seven top tips to staying on time and on budget.

HOW TO NAVIGATE THE INTERIOR TRENDS TO 
AVOID ALIENATING YOUR TARGET MARKET

TIP NUMBER THREE: 
have a timeframe 
for project and 
contingency budget
Timeframe and budgeting are the 
pillars of renovating for profit. 

As far as timeframes are concerned, 
a project must have: work 
schedules, Gantt charts, and time 
contingency allowances. Without these, 
it’s difficult to keep track of what needs to 
happen when, and how to negotiate any 
unexpected event that is thrown at you 
during project execution.

A timeframe is essential in order to make 
a project profitable. There will be expenses 
that come with the owning of the property 
itself, even while inhabitable during a project 

(taxes, mains supplies, cost of money), so 
it is good to know how long each phase will 
take. If you have done a project before, or if 
you have some expertise in the field, you will 
have an idea, however, if you don’t, ask your 
trades as they will be able to give you some 
clues.

Once you have a timeframe for the subtasks 
within the project, you should create a 
Gantt chart. It allows you to not only 

monitor progress, but also 
communicate with your trades 
about whether the project is 
on target or not. And if not, 
you’ll need to understand why 
and try to reduce any further 
delays (I will write another 
article on how  best to interact 
with trades!).

When thinking about 
contingency, people tend to 
think about disaster striking, 

but it does not have to be that at all. In fact, 
a contingency could be driven by a positive 
event. For example, you might find some 
amazing original tiles which will affect the 
desirability of the property but in order to 
keep them you will need to change the 
design slightly. Therefore, you’ll have to 
purchase slightly more expensive wall tiles 
that complement the new finding well.
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Putting together curated and coherent 
interiors doesn’t have to be more 
expensive than an ordinary carbon-copy 
interior. However, it can be daunting and 
sometimes might feel difficult or outside 
our abilities. 

In this article I have highlighted the easy 
steps you can follow to ensure your 
product gives you the maximum return 
possible, not only in money, but also in 
terms of effort and time spent. 

After all, the money, time and effort you 
spend on each and every project will be the 
same whatever result you might achieve. 
So the best you can do for yourself is 
maximise your returns and achieve the 
best possible. In so doing, you will also 
attain the best possible space and improve 
your target market’s daily life, a win-win 
scenario that will become your driving 
strength, and your end user’s moving force, 
which will ultimately be the best approach 
for you to achieve maximum returns.

To help you with your renovations 
pursuit I have formed a Renovators Club 
Group on Facebook that you can join by 
following this link www.facebook.com/
groups/propertyrenovatorsclub/

I trust you have found this article helpful. 
Should you need any help with any steps of 
your renovation, feel free to reach out feel 
free to contact me via phone or email.

6 Provide your trades with the visual of what   
 the place will look like after renovation
This is the base of all time and budgetary discussions. If your trades 
can see exactly what they’re working towards, then they will be able to 
organise their schedule of work in the best way possible and discuss any 
technical issues well in advance. 

7 TIPS To STAY ON TIME AND ON BUDGET

2 Find the most offensive   
feature in each room 
Ask yourself and visualise what the room would 
look like without that one feature. It could be all 
you need to do, depending on your target market. 
Visualisations are the best way to do this exercise. 

5 Keep hold  and   
 repurpose for staging
Keep hold of old curtain rails, light 
fixtures and doors and get creative by 
using those for staging. 

1	 Don’t	fight	what	can’t	or		
 won’t change … work with it 
If you will keep an existing fixture or fitting 
for budget issues or otherwise, then use a 
colour scheme and textures that will work well 
with and enhance it — this will apply during 
renovations too!

4 Consider all implications    
 of structural changes
Time and budget, of course, but also variations of wall/
ceiling height that will need to be addressed once the wall 
is down. These can also happen with stud walls, and can 
be easily spotted by peering left and right of the wall in 
consideration (through the doors to the two adjacent rooms). 

7 Discuss alternative costs well in advance
If your quote for work is higher than you expect or need, with the visual in hands 
and the schedule of work available, ask your trades: “What can we do to take this 
down a bit?” Work with them on the itemised list. There will be ways of approaching 
each item differently — perhaps it is a material that can be swapped with another to 
save installation time, or costs of acquisition. Your trades might have a solution to a 
problem that you don’t know of.  

3 Steer away from the   
 cost-saving tip mentality
Instead, ask yourself why you can keep 
what is in place. There will be elements that 
look ugly and terribly out of fashion within 
the current decor, but they might look like 
a million-dollar piece within a new scheme. 
Moodboards are great tools to find out. 
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If you’ve been reading my column in YPN 
for a while, you’ll know that my husband 
and I are lucky parents to a toddler and 
a baby. And while parenting (or life!) 

is never easy, I’ve always found the first 
year with a newborn particularly draining, 
physically and emotionally. 

With our six-month-old, we had been 
struggling with bad sleep and bleary-eyed 
days for a long time. For almost three 
months, she was waking up four to six times 
a night, and sometimes our toddler would 
wake up too just to be a part of the action. 
And all this night-waking meant inevitably 
short-tempered days for all of us and my 
feeling less-than-best. 

All of the parents around us had been 
suggesting we sleep train our baby, 
and after weeks of misery and illogical 
resistance (what could they possibly know 
about our baby?), we finally gave in and 
started on a schedule and a let-her-cry-it-
out-at-night plan. 

And ohhhhhhhhhhhhhhhh my 
goooooooooodddddddd what a difference 
it made. In less than a week, she started 
sleeping through the night and settling 
herself when she woke, and our little family 
of four is now far more human and humane 
for it. 

And going through this so recently made 
me realise that this pattern is how so much 
growth and positive change in life happens: 
we make it hard for ourselves, despite 
knowing there are better alternatives, and 
then when we finally start on a path towards 
where we want to be, things are really 
difficult before they get easy. 

For our newborn, during the first few nights 
of her new routine she cried for almost an 
hour before tiring herself out and falling 
asleep. And my husband and I would stare 
and glare at the monitor, our hearts 
(and our ears!) cringing. But then 
she cried for shorter bursts, and 
then shorter, and shorter, until 
she started sleeping straight 
through the night. 

But those first few nights 
were brutal. And I wanted 
nothing more than to run in 
and comfort her. I wanted to do 
something, anything to make 
it stop. But I didn’t. And thank 
goodness I didn’t. Because now 

Hard Before It’s Easy
By Rupal Patel
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in professional limbo and get resentful as 
they watch others climb.

And I hear this so many times from the 
business school students I mentor who are 
trying to change careers or want to start 
their own businesses, but are too “scared” 
to do something new because there is “too 
much to learn.” And then they wonder why 
they aren’t happy when they go back to their 
previous careers and why they feel deflated 
and rudderless.

And what I share with all of them — and what 
I re-learned with my baby daughter just a 
few weeks ago — is that EVERYTHING is 
hard before it gets easy. That’s just how it is. 
Everything starts out awkward and icky and 
scary and overwhelming. Everything worth 
having requires us to get comfortable with 
discomfort. Everything worth doing comes 
with a “tax.”

Everything is hard, hard, so damned hard 
before it gets a little easier, and a little easier, 
and easier still until what we once thought 
was impossible or not for us becomes 
something we simply just do. 

It’s like my brother said: short-term pain 
for long-term gain. And we all owe it to 
ourselves, to our dreams, our ambitions, 
our businesses, our relationships to do the 
important hard things now before it’s too 
late. Before we get complacent or bored 
or deflated. And before the windows of 
opportunity close. 

Think about what you are denying yourself 
because it’s too hard. Think about what you 
are delaying because it feels too awkward to 
start. Think about what you are diminishing 
because you can’t be bothered to put in the 
effort. And then decide to do it anyway. 

we have a much better and more sustainable 
way of living and sleeping. It was — as one of 
my brothers so wisely offered — short-term 
pain for long-term gain.

But too often, and for too many of us, we 
never start — or we quit too soon — precisely 
because it is so hard in the short term. 

I hear this so many times from the 
property investors I coach who want 
to throw in the towel after one bad 
builder, one bad refurb, one bad 
tenant, or one bad anything that 
leaves them “terrified” and worried 
about the mistakes they will inevitably 
make again. And then they become 
bitter when they see other investors 
grow and thrive, and complain about 
others having it “so much easier.”

I hear this so many times from the 
solopreneurs in my group mastermind who 
resist making a new hire or getting some 
admin support because “it is too hard to 
train someone new” or “by the time I teach 
someone else, I could have done it myself.” 
And then they struggle with burnout and 
wonder why staying “Chief Everything 
Officer” isn’t working for them or helping their 
business move forward.

I hear this so many times from the 
corporate leaders I coach, who resist putting 
themselves out there to shine because it 
feels “icky” and “self-promotey” even though 
they know being more authentically visible 
will help them achieve their career goals. And 
then they wonder why they never get noticed 
for the right reasons and why they feel stuck 



How can you? Well, here are some lessons I 
(re)learned from my sleep training saga that 
you can use for getting going on your “too 
hard’s”: 

Acknowledge that there may be 
a better way

We can all be so terribly stubborn about 
how we do things that sometimes we ignore 
much better alternatives. With our baby 
daughter, I knew dozens of parents who 
had sleep trained and gotten their kids on 
predictable schedules, but I refused to admit 
that we needed to do the same. “Babies aren’t 
machines you can programme,” I would tell 
myself in self-justified righteousness, while I 
seethed with frustration. “You can’t just force 
them to be what they aren’t.” 

But in my heart of hearts I knew that was 
bullsh*t and I was just nervous to get started 
because I was worried it wouldn’t work and 
hated the idea of letting her cry it out. Instead 
of exploring the alternatives, I locked us all 
in a prison of habit because I was uncertain. 
Dumb. And dumb. 

Don’t make the same mistake. If something 
isn’t working in your business, in your 
relationships, in your health, or in any other 
aspect of your life, admit it’s not working, and 
consider that others might, just might, have 
some solutions worth exploring. And then 
start exploring them by ...

We are not 
compartmented people, 
and the things we learn 
in one aspect of our lives 
can be really valuable 

at helping with other aspects of our 
lives. That’s why each month I share life 
lessons for business/business lessons for 
life. It’s all the same. We are one, whole 
person, living one, whole experience. And 
if you ever feel yourself struggling with 
the life part, or the business part, or the 
anything part, feel free to get in touch and 
we will find a way to get you through all 
the hard-before-it’s-easy stuff.  
You can always find me at  
www.rupalypatel.com.

Get advice from those 
qualified to give it

My brother and his wife have a toddler 
who goes to sleep like a dream: he 
settles himself, sleeps predictably 
each day, and doesn’t wake in the 
night. When we spent time with them 
recently, it brought into stark contrast 
just how difficult we had made 
our lives by not sleep training our 
infant. So, after acknowledging that 
there may be a different way to do 
things (see 1 above), I acted on their 
gracious and unsolicited advice. They 
were qualified to give advice about 
babies and sleep, after all, because 
they had done it themselves and done 
it successfully. 

We didn’t go to single, childless 
people for advice. And we didn’t go to 
parents who were making the same 
mistakes we were for advice. We 
went to people who a) had relevant 
experience in the problem we were 
facing and b) had gotten the results 
that we wanted to replicate. 

It’s like that for everything: get advice 
from experienced/qualified people 
who are already where you want to 
be. Everyone else’s opinion is useless 
and distracting.

Adapt and make it your own

In getting our daughter to sleep, there 
were some things we didn’t do that my 
family suggested. We didn’t stop using 
her baby swing, we didn’t create blackout 
conditions in her room, and we didn’t 
stop feeding her to sleep at night. Now, 
I appreciate this is all a bit TMI, but I’m 
sharing this because the broader lesson 
applies to all of us: we adapted the advice 
we were given and made it our own, and 
so should you.

When anyone ever gives you good advice 
that you want to take, you don’t have 
to accept it whole cloth. Keep the core 
structure, for sure, but if you need to   
play around on the margins, feel free to 
do so.

Whatever new solution or programme 
you get with has to work for you, your 
life’s realities, and your way of doing 
things. Change isn’t about becoming 
someone totally new, it’s about being 
yourself, just better.

Commit and stay consistent 

Things will probably go awry, and there 
will be times when the best schedules and 
plans and advice will get disrupted. With 
our daughter, sometimes we have to move 
her naps or her meals by 30-60 minutes 
because our days require it. BUT, we don’t 
let one small 30-minute change mean we 
throw everything to the wind. We committed 
to making a change, to using a schedule, 
to enforcing some structure, and we have 
to be consistent with it. So we are. And we 
will continue to be, even when she starts 
teething, even when she starts at daycare, 
even when, even when, even when. Because 
the basics will ALWAYS work. But to let them 
work, we have to commit to doing them and 
stay consistent. 

This is true for any change you or I will ever 
make.

Be willing to learn and try again 

As with everything, we are learning as we go 
along. With our daughter’s sleep schedule, 
we are learning what works and what 
doesn’t. We are learning which sounds mean 
she is ready to sleep, and which sounds 
mean she is hungry. We are learning which 
yawns mean she is bored, and which yawns 
mean she is tired. We are learning and 
paying attention and tweaking and iterating 
all the time, because that is what life requires 
of all of us.

It doesn’t matter if you don’t have infants at 
home. You have something you care about. 
Something you want to do. Something you 
want to achieve. And as you care, do, and 

work towards achieving it, you will have to 
learn. You will have to confront failure. You 
will have to try again. And again. And again. 
You will have to accept that it will be hard — 
sometimes really, really, monstrously difficult 
— before it gets easier.

But if you really care about the baby — as it 
were — acknowledge when you are wrong, 
get advice from others who are where 
you want to be, adapt their advice to your 
circumstances, commit to the basics and 
stay consistent at executing them, and learn, 
learn, learn, and try, try, and try. 

It will be hard, of course it will. But sooner 
than you think, it will become easier too. 
And before you know it, you’ll have the baby 
of your dreams sleeping like an angel right 
there with you at home. 
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Mortgage update 
HMO Finance

By Stuart Yardley of Trafalgar Square Financial Planning Consultants

As we start to release from the 
latest lockdown, I thought I would 
provide an updated overview of 
the	HMO	mortgage	market.	This	

area of lending was particularly impacted 
during the pandemic as lenders withdrew 
from the market, and some were only lending 
for	HMO	refinances	for	a	period	of	time.	
The market has now returned to normal, but 
in general, the cost of borrowing is a little 
higher	than	it	was	previously.

We have also seen some mainstream BTL 
lenders that offered HMO products, such as 
Leeds Building Society and The Mortgage 
Works, not return to the market at the time of 
writing. 

It is a key area of finance for investors who 
want to expand their portfolio to increase 
cashflow. When looking at HMO finance, each 
lender has their own criteria, and the options 
are very much driven by five key factors: 

• Is the property already a licensed HMO, or 
will it be turned into a licensed HMO?

• Landlord’s experience 

• Valuation/purchase price 

• Number of bedrooms/kitchens/communal 
living areas

• Type of tenants – ie students/
professional/corporate 

Existing HMO or Creating an HMO
When you are looking at purchasing an HMO, 
there are a few key questions as to how it can 
be financed.

If you are purchasing a property that you 
are going to turn into a licensed HMO, you 
will need to have completed the works and 
applied for the licence before a lender will lend. 
This means investors need to purchase first 
with cash or bridging finance, complete the 
conversion and apply for the licence. Once 
this has been done, you can apply for an HMO 
mortgage.

The exception to this would be if you are 
purchasing an HMO that is already licensed, 
and then the mortgage finance can be 
considered day one of the purchase.

If you are looking at smaller HMOs — for 
example, you’re looking at purchasing a three-
bedroom/two-reception house and plan to 
convert one of the receptions into a bedroom 
to create a four-bed HMO — we can look at 
HMO mortgage finance day one for even a 
first-time landlord. This is assuming there are 
no other specialist licensing requirements in 
the area.

If you are looking at converting a house to 
a licensed HMO, there are a few different 
bridging options from the specialist bridging 
lenders and the banks. Precise Mortgages 

also have an option where they will consider a 
bridge to HMO lending option. 

Landlord’s Experience 
The majority of the HMO lending options 
do require you to already have landlord’s 
experience. The typical criteria for an HMO of 
up to eight bedrooms is that you have lettings 
experience for a minimum of 12 months. 
However, there is an exception to this with 
Kent Reliance, who are happy to consider 
an HMO up to six bedrooms for a first-time 
landlord as long as you are a residential 
property owner.

As the HMOs increase with complexity, and 
you are looking at larger HMOs or properties 
with self-contained units, the level of 
experience required increases as the lending 
moves towards commercial finance.

As a rule, if you considering larger HMOs or 
properties with multiple kitchens or self-
contained units, you will be looking at the more 
specialist HMO lenders/commercial lenders. 
The experience required varies, but can be 
between 12 months’ experience of a similarly 
sized HMO, or three-years’ lettings experience, 
depending on the lender.
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HMO Lenders 
As I referred to, there are a wide range of lenders 
within this specialist area of finance. But with the 
mainstream BTL lenders yet to return to lending, 
this is really covered by all of the specialist 
BTL lenders and, for more complex lending, 
commercial banks.  

Kent Reliance 
Kent Reliance have a full range of products 
available for multi-let/HMO properties that have 
up to 10 bedrooms. They are a great option for 
investors who are new to this specialist area 
and are looking for a standard HMO to add to 
their portfolio. Properties must be set out as a 
standard house and have a maximum of one 
kitchen and a communal living area as a general 
rule — but this can be a kitchen/diner.

Kent will also allow for a refinance from a cash or 
bridge purchase within six months of ownership 
if the property has been converted into an HMO, 
and they will refinance at the increased full 
market value.

KEY CRITERIA FOR KENT RELIANCE:

Range of products available up to 75% loan 
to value/purchase price for HMOs up to six 
bedrooms and 70% loan to value/purchase price 
for seven to 10 bedrooms.

•	 Refinance	within	six	months	of	ownership.

•	 Must	be	a	residential	homeowner	or	existing	
BTL	landlord.

• First	time	landlords	acceptable	up	to	six	
bedrooms.

•	 Lending	available	in	personal	names	or	
limited	company.

• No	minimum	income	–	self-employed	
must	have	a	two-year	trading	history	and	
for	employed,	three	months	in	their	current	
employment.

•	 Lending	available	in	England	and	Wales	only.	

75% LOAN TO VALUE/PURCHASE PRICE

•	 3.79%	2-year	fixed	–		 	 	
1.5%	arrangement	fee	added

•	 3.99%	5-year	fixed	–		 	 	
1.5%	arrangement	fee	added

Precise Mortgages
Precise Mortgages have a full range of products 
available for multi-let/HMO properties that have 
up to six bedrooms. They are a great option for 
investors who have existing BTL experience, 
and are looking to either move into this area or 
refinance an existing property.

KEY CRITERIA FOR PRECISE MORTGAGES:

RANGE OF PRODUCTS AVAILABLE UP TO 75% 
LOAN TO VALUATION/PURCHASE PRICE.

• £100,000	minimum	purchase	price/valuation	
or	£250,000	in	London.

•	 Must	be	an	existing	landlord	with	a	minimum	
of	one	BTL	held	and	let	for	12	months.

•	 Lending	available	in	personal	names	or	
limited	company.

•	 Up	to	six	bedrooms	acceptable.

•	 No	minimum	income	–	self-employed	
must	have	a	one-year	trading	history	and	
for	employed,	three	months	in	their	current	
employment	with	12	months	continuous	
employment.

•	 Maximum	of	one	kitchen	in	the	property.	

•	 Lending	available	in	England,	Wales	and	
Scotland	(some	postcode	restrictions).

Purchase Price/Valuation 
The minimum typical value/purchase 
price for an HMO will start from 
£75,000 with the specialist lenders, 
with more lenders entering the 
market at £100,000 plus. 

Number of Bedrooms
The mainstream HMO lenders will 
generally look at HMOs up to six 
bedrooms with a typically standard 
layout — one kitchen and communal 
living area.

Some of the specialist BTL 
lenders such as Kent Reliance and 
Foundation Home Loans have a 
range of products for HMOs up to six 
bedrooms and for larger HMOs up to 
10 bedrooms.

Type of Tenants 
The majority of the specialist HMO 
lenders are fine with most types 
of tenants, as long as the tenancy 
agreement is between the landlord 
and the tenant. Student lets and 
working tenants are accepted by 
most lenders, and the only area that 
needs to be considered is if you are 
looking at a specialist agreement 
with a company or a charity who 
are going to run the property. If you 
are considering any type of non-
standard tenancy please speak with 
a broker first, as there will be lending 
restrictions. 



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.

INTEREST RATES AVAILABLE INCLUDE:

75% LOAN TO VALUE/PURCHASE PRICE

•	 2.89%	2-year	fixed	–		 	 	
1.5%	arrangement	fee	added

•	 3.59%	5-year	fixed	–		 	 	
2%	arrangement	fee	added

•	 3.69%	5-year	fixed	–		 	 	
1.5%	arrangement	fee	added	

Precise are another good lending option for 
the investor who is looking to finance a simple 
HMO and enter this specialist market.

Foundation Homes Loans 
Foundation Homes Loans been strong in the 
specialist BTL market for a while now and 
have launched some limited edition products. 
They have a full range of products available 
for multi-let/HMO properties that have up to 
eight bedrooms. They are a great option for 
investors who have existing BTL experience 
and are looking to either move into this area or 
refinance an existing property.

KEY CRITERIA FOR FOUNDATION  
HOME LOANS:

RANGE OF PRODUCTS AVAILABLE UP TO 75% 
LOAN TO VALUATION/PURCHASE PRICE.

•	 £75,000	minimum	purchase	price/
valuation.

•	 Must	be	an	existing	landlord	with	a	
minimum	of	one	BTL	held	and	let.

• Lending	available	in	personal	names	or	
limited	company.

• Up	to	eight	bedrooms	acceptable.

• No	minimum	income	and	no	minimum	
trading	period	for	self-employed	or	
employed.

• Lending	available	in	England	and	Wales.

•	 HMO	refinances	within	six	months	
ownership	on	specific	product.	

INTEREST RATES AVAILABLE INCLUDE 
HMOS UP TO SIX BEDROOMS 

75% LOAN TO VALUE/PURCHASE PRICE:

• 3.34%	2-year	fixed	–		 	
0.75%	arrangement	fee	added

• 3.44%	2-year	fixed	–		 	 	
2%	arrangement	fee	added

•	 3.64%	5-year	fixed	–		 	 	
2%	arrangement	fee	added	

•	 3.75%	5-year	fixed	–		 	 				
	 2%	arrangement	fee	added	–	early	

remortgage	product	within	6	months	

Foundation Home Loans are another good 
lending option for the investor who is looking 
to finance a simple HMO and enter this 
specialist market.

 

Green Mortgage for HMOs 
with EPC rating A- C 
80% LOAN TO VALUE/PURCHASE PRICE 

•	 4.19%	5-year	fixed	–	no	product	fee	–			
free	valuation	and	£350	cashback	

Paragon are a good lender for the experienced 
landlord who is looking to add a larger HMO to 
their portfolio or refinance an existing property.

We then move on to the commercial lenders 
such as Shawbrook Bank, Aldermore Bank and  
Interbay. 

The commercial banks will all consider HMO 
finance for experienced landlords, and they 
will be able to assist when you are looking 
at financing large HMOs or properties with 
a complex set up. They will also consider 
properties that contain a commercial element 
or a mixture of self-contained units and 
individual rooms.

As you can see, there are many options 
available	when	you	are	looking	to	finance	an	
HMO and I would recommend speaking to 
me or your broker to discuss your individual 
circumstances.	

Paragon Mortgages
Paragon Mortgages are an established lender 
who have a full range for HMO products for 
the experienced landlord who have a minimum 
of three years’ experience as a landlord. They 
will however consider the larger HMOs and 
properties that do have a non-standard layout 
such as multiple kitchens or self-contained 
units. Paragon have also joined a few lenders 
who provide a product for HMOs with an 
EPC rating of A-C. We are seeing more of the 
lenders providing a green mortgage product. 

KEY CRITERIA FOR PARAGON 
MORTGAGES:

RANGE OF PRODUCTS AVAILABLE UP TO 75% 
LOAN TO VALUATION/PURCHASE PRICE.

• £100,000	minimum	purchase	price/
valuation	for	up	to	10	rooms.

•	 £150,000	minimum	purchase	price/
valuation	for	up	to	20	rooms.

• Must	be	an	existing	landlord	with	three		
years	lettings	experience.	

•	 Lending	available	in	personal	names	or	
limited	company.

• Minimum	£25,000	provable	income	
required.

• Self-employed/company	directors	must	
have	two	years’	trading	history.

• Employed	applicants	must	be	in	permanent	
non-probationary	employment.	

INTEREST RATES AVAILABLE INCLUDE 

75% LOAN TO VALUE/PURCHASE PRICE

• 	3.30%	2-year	fixed	–	1%	product	fee	added	
–	free	valuation	and	£750	cashback

•	 -3.69%	2-year	fixed	–	2%	product	fee	added	
–	free	valuation	and	£750	cashback	

•	 3.99%	5-year	fixed	–	no	product	fee	added	
–	free	valuation	and	£750	cashback	
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Graham KINNEAR
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Many property investors have 
ambitions of undertaking 
new-build developments. 
This is generally a very 

different proposition to undertaking the 
refurbishment or conversion of an existing 
building, so this month I wanted to highlight 
some of the considerations you should 
understand to ensure that your new-build 
project is a resounding success.

The adage that the profit is when you buy 
rather than when you sell is certainly true for 
a new-build development, as the planning 
consent that you obtain will likely determine 
the profit that the scheme can make.
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If you are planning to build houses and a 
residential scheme has been declined in the 
recent past, then you will need to address the 
criticisms of the previous application as an 
absolute minimum if you wish to receive a 
more positive answer from 
the planners.

You should also research 
the time that a planning 
decision is likely to take. 
If you are financing the 
purchase of the land then 
any down time waiting for 
planning must be factored 
into your development appraisal costings.

In addition, before committing to the site, you 
should have a strong understanding of build 
costs and professional fees. Many people 
seem to overlook items such as the provision 
of new mains services or landscaping costs. 
In addition, miscalculating the estimated 
build programme could mean that your costs 
become very inaccurate. Your contractors 
will have various preliminary costs such as 
hire, insurance and the like, and clearly these 
will increase the longer the project duration.

My suggestion is that if you are 
inexperienced in this area, you should retain 
the services of a quantity surveyor. They will 
be able to cost the proposed works so you 
have a good understanding of the financial 
obligations you are about to enter into.

Assuming it has all gone to plan and you 
have acquired your site and obtained a 
planning permission, the work does not stop 
there. It is hugely important that the build 
team complete the works within budget and 
on time, as a failure on either (or both) will 
massively impact your potential profit. To 

this end it may be sensible 
to employ a project 
manager — often a building 
surveyor — to oversee the 
works and manage the 
builders for you. Doing so 
will allow you to be alerted 
to issues before they 
become significant and 
you will have a professional 

overseeing the project spend and duration. 
Whilst I have a vested interest in my firm 
providing this service, I genuinely believe that 
a good project manager will typically save 
more than they charge in professional fees.

THE PERFECT SITE

As always, I am happy to 
assist YPN readers with their 
property issues and can be 
contacted on 01843 583000 
or kent@grahamkinnear.com

For this reason, it is imperative that 
you thoroughly research your site and 
the likelihood that it can obtain an 
acceptable planning consent. For many, 
this will mean making a pre-application 
enquiry to the local authority or entering 
into conversation with a planning 
consultant. If you have not undertaken 
a new-build scheme before then it is 
vital that you engage with professionals 
to understand the risks involved. A 
protected hedge, contaminated land or 
overhead power line could literally be 
the difference between success and 
failure and you must be aware of what 
you are getting yourself into.

A planning consultant can consider the 
aspects that will determine the success of 
your planning application such as access, 
density, requirement for social housing and 
parking. In addition, you should take a look at 
the planning history of a site. These details 
are available on your local authority 
website and will give you an insight in 
terms of what schemes have been 
tried before and the response given 
by the local council.

The final aspect of your development 
— the exit strategy — should also 
have been understood in advance. 
Presumably you have decided to either 
sell or let the development. 

Prior to committing to purchase the site, 
you should engage with local estate agents 
or valuation surveyors to understand both 
the value and demand for your finished 
units. Take a number of opinions as you 
do not want to base your spend on an 
overly ambitious valuation which is never 
achievable. For obvious reasons, do not 
rely solely on projected sales figures from 
the agent who is marketing the site! Bear in 
mind delays in disposal will adversely impact 
your funding costs whilst in addition the 
completed units will need to be insured and 
council tax will be payable.

As a result of all the above, I believe the 
success of a new-build scheme is a 
consequence of the enormous research 
and understanding required before you even 
start. As they say, failing to plan is planning 
to fail.

Many people seem to 
overlook items such 
as the provision of 

new mains services or 
landscaping costs. 
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A report from the Housing, Communities 
and Local Government Commons Select 
Committee entitled “Protecting the homeless 
and the private rented sector” was published 
on 31st March 2021. This includes, among 
others, concerns for landlords and tenants 
in the PRS. They are asking the Government 
for a clear exit plan for renters following the 
quick fixes that were put in place during the 
pandemic.

THIS IS VERY REASSURING 
FOR MANY LANDLORDS:  

“Protecting the private rented sector

As well as supporting thousands of 
homeless people, the Government 
has also supported renters during the 
pandemic by banning evictions except 
in specific cases (such as anti-social 
behaviour). However, when this ban is 
eventually lifted in May, many renters 
who have been unable to pay their rent 
during the pandemic will be at risk of 
becoming homeless. Furthermore, 

the most recent regulations changed 
the definition of ‘substantial rent 
arrears’ – the threshold for permitting 
repossession – from equivalent to at 
least nine months’ rent to six months’, 
and removed the requirement to 
disregard arrears accrued since 23 
March 2020.

We call on the Government to publish 
an exit plan for the private rented sector 
from national and local restrictions. 
Now the Government has published 
its roadmap for how to exit national 
restrictions, hopefully for the final time, 
it should set out how it intends for the 
sector to transition out of the pandemic.

The problem of growing rent arrears 
not only puts some renters at risk 
of eviction and homelessness; it 
also affects landlords’ incomes. The 
Government will eventually have 
to come up with a policy response, 
because it cannot keep extending the 
evictions ban forever more.

We call on the Government to deliver 
a specific financial package – we 
prefer discretionary housing payments 
– to support tenants to repay rent 
arrears caused by covid-19, in 
consultation with the Local Government 
Association and appropriate bodies 
representing renters and landlords. We 
received an estimate that this package 
will likely cost between £200 and £300 
million. Given the number of potential 
evictions this would prevent, it would 
likely save the Exchequer a substantial 
amount in homelessness assistance.”

(Source: Parliament UK, 
bit.ly/YPN156-ML1)

Legislation Update
This month’s changes: 
Rent arrears post-Covid

“Breathing Space”

The possession process

Right to Rent Post-Brexit (England)

Tenancy deposit protection

Electronic signatures

NRLA campaign

57156

Life after Covid-19 for private 
landlords with tenants in arrears

Given the overall costs of 
Covid-19, £200m-£300m is not 
a lot of money. Not only will it 
prevent homelessness and all the 
associated costs to the public 
purse, it will also reduce the number 
of court cases and help the legal 
system to recover more quickly. It 
makes economic sense and I hope 
the Government has taken positive 
action by the time you read this.
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Important prerequisite
•	 The tenant must show that he/she  

will have the money to clear the debt 
if they are given this time to sort 
themselves out.

•	 The person giving the respite cannot 
give a breathing space if it will cause 
the person to get into more debt.

•	 Not all debts count for a respite but 
rent arrears do.

•	 DURING THE RESPITE/BREATHING 
SPACE PERIOD BILLS WHICH 
BECOME DUE MUST BE PAID. THE 
RESPITE IS FOR DEBT WHICH EXISITS 
AT THE TIME THAT THE RESPITE 
BEGINS. 

In other words, tenants who are given 
a Breathing Space must pay rent which 
becomes due from that date, in full and 
on time during the whole of the respite 
period. If rent is not paid the landlord 
can ask for the Breathing Space to be 
terminated.

We will know who has granted the 
Breathing Space because we will be sent 
a notification of the Breathing Space with 
information about how this affects our 
rent arrears.

Unfortunately we cannot chase where 
one of joint tenants has a Breathing 
Space. We will be advised that we cannot 
remind/chase/update or otherwise 
contact the tenant about outstanding rent 
during the Breathing Space, but we can 
expect that the arrears will be paid in full 
at the end of the respite.

This doesn’t stop us issuing a Section 8 if 
we have grounds other than rent arrears, 
but we cannot use grounds 8, 10 or 11 
(which all relate to rent arrears). Section 
21 is not affected – just take care not to 
mention rent arrears. Serve this no fault 
notice without comment.

 
NB: A new Section 8 Notice 
(FORM 3) must be used from 4th 
May – this makes provision for the 
legislation above and can be found 
with guidance notes here:  
bit.ly/YPN156-ML4. 

At the time of writing (1st May), the new 
form has been put up with the pre-covid 
notice periods. I hope this means that the 
notice periods have returned to normal 
following a long and frustrating time for 
many landlords with delinquent tenants … 
but I suspect this may have been an error!

Clarifying “Breathing Space” 
legislation
While we are on the subject of rent arrears, this 
leads to important changes that began on 4th May 
this year.

This is the date that new legislation came into play 
to help people who had found themselves in a mess 
with their finances, despite having the means to pay 
their bills, and were now in debt. The legislation is: 

The Debt Respite Scheme (Breathing Space 
Moratorium and Mental Health Crisis Moratorium) 
(England and Wales) Regulations 2020

For information, see: bit.ly/YPN156-ML2 and  
bit.ly/YPN156-ML3.

Landlords often read a heading and make 
their minds up without actually reading or 
understanding the actual legislation. This is 
particularly important here because we  
(landlords) may need to intervene. 

THE FACTS:

“These Regulations apply in respect of debtors 
domiciled or ordinarily resident in England or 
Wales”

This legislation will enable those who qualify 
to take ‘a breathing space’  to help them to 
recover from their debt problems without being 
under pressure. This is called A Debt Respite 
Period or Breathing Space and there are two 
options:

STANDARD BREATHING SPACE:

•	 Available to anyone with problem debt. 

•	 Gives them legal protections from creditor 
action for up to 60 days. 

•	 The protections include pausing most 
enforcement action and contact from 
creditors and freezing most interest and 
charges on their debts.

•	 This includes landlords chasing for rent.

MENTAL HEALTH CRISIS  
BREATHING SPACE:

•	 Only available to someone who is receiving 
mental health crisis treatment and it has 
some stronger protections. 

•	 It lasts as long as the person’s mental health 
crisis treatment, plus 30 days (no matter 
how long the crisis treatment lasts).”

Anyone, including tenants can get one of these 
breathing spaces if they are working with …

“a debt advice provider who is authorised 
by the Financial Conduct Authority (FCA) to 
offer debt counselling

a local authority (where they provide debt 
advice to residents)”



Right to Rent – post-Brexit  
(ENGLAND ONLY)

We finally have an update on what 
landlords and letting agents are legally 
required to do in relation to checking that 
a prospective tenant has the right to rent 
in the UK.

“June 2021 – EU Settlement Scheme 
application deadline

To secure their rights in UK law, 
eligible EEA citizens need to apply 
for UK immigration status under 
the EU Settlement Scheme. The 
deadline for applications is 30 June 
2021. Prior to this deadline, eligible 
EEA citizens can continue to access 
benefits and services on broadly the 
same basis as now, regardless of 
whether they have secured settled 
status.”

Advice for landlords carrying out right to 
rent checks during Covid-19 was updated 
on 20th April 2021: bit.ly/YPN156-ML6.

•	 “Check which adults will use your 
property as their main home (your 
‘tenants’).

•	 Ask them for original documents that 
prove they can live in the UK.

•	 Check their documents to see if they 
have the right to rent your property.

•	 Check that each tenant’s documents are 
genuine and belong to them, with the 
tenant present.

•	 Make and keep copies of the documents 
and record the date you made the 
check. Give your tenant a Notice to say 
how you will protect this data under 
GDPR. We must all be members of 
Information Commissioners Office (ICO) 
and follow the rules, https://ico.org.uk/.

 OR Use this service to check a tenant’s 
right to rent your residential property 
in England, if you are:

•	 the landlord

•	 an agent acting on behalf of the landlord

•	 a tenant subletting without your 
landlord’s permission

WHAT YOUR TENANT NEEDS 
You can use this service if your tenant:

•	 has a biometric residence card or permit

•	 has settled or pre-settled status

•	 applied for a visa and used the ‘UK 
Immigration: ID Check’ app to scan their 
identity document on their phone”

(Source: Gov.uk, bit.ly/YPN156-ML7)

This update did not cover the post-Brexit changes that come into play at end of June, 
but it may have been updated again by the time you read this. At the time of writing, the 
Covid-19 system was changed from 17th May 2021:

There is a strong emphasis on trying to resolve the issue without eviction, in 
particular	through	mediation.	In	my	opinion	most	landlords	would	be	willing	to	
try mediation but many tenants will not engage; “head in the sand” is the default 
position.	If	the	government	does	come	up	with	the	money	to	pay	rent	arrears	to	
prevent	homelessness,	I	only	hope	they	pay	this	directly	to	the	landlord.	Otherwise	
tenants may spend it on other debts run up during the pandemic and we will be 
back	to	square	one.

Understanding the possession 
action process: guidance for 
landlords and tenants

NEW GUIDANCE WAS PUBLISHED ON 
30TH APRIL 2021.

This comes into force from 31st May 2021 
in England, and 30th June 2021 in Wales.

If you intend to take action to recover 
possession from a tenant, or have already 
begun this action, it’s important to read 
the content of this document. There are 
more hoops to jump through, including 
the Breathing Space discussed above, 
and you do not want to get this wrong. It 
comprises two parts: one covering cases 
where you have already begun action; the 
other where you have not. 

Details: bit.ly/YPN156-ML5.
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Tenancy deposit protection – 
privacy notice

On the subject of data protection, 
DHMCLG published this new 
document on 19th April 2021, which 
applies to England and Wales.

“This notice explains how MHCLG 
will use and store personal data 
from tenants and landlords that 
is collected by the department 
through the three government 
authorised tenancy deposit 
protection (TDP) schemes and 
where this data will be shared.”

Humm …

Why is this only being published 
now? Nothing has changed. The 
amendments to the Housing Act 
2004 were made in the Housing 
and Planning Act 2016, requiring 
the tenancy deposit schemes to 
share their data with Government 
departments. I wrote about this at the 
time to make landlords aware that this 
may well be shared with departments 
like HMRC, in case there were any 
concerns.

It’s a safe assumption that this 
information has been shared since. 
Why are we only now, four years later, 
getting the notice required under 
GDPR to tell us how our information 
will be used, with whom it is shared 
and where it will be held? Is this 
perhaps what my granddaughter 
calls an Oopsey (covering everything 
from forgetting to wash your hands to 
breaking a toy)?

It’s also a reminder that all letting 
agents must also declare the rent that 
is paid to their landlords.

See what you make of it here:  
bit.ly/YPN156-ML8.

This information could be used to 
determine the viability of a national 
custodial scheme to replace all other 
schemes. I have written about this in 
the past and continue to keep my eye 
on it because I think it’s only a matter 
of time.

Electronic signatures
In 2019, the Law Commission published a report on the use of electronic signatures,  
“The Electronic Execution of Documents”. This was the first time we had permission to 
use this method of signing an AST and it was extremely useful for landlords who let to 
tenants from overseas or even from other parts of the country. It was particularly helpful 
for landlords letting to students where there are usually multiple signatures – joint tenants 
and guarantors. Legislation hasn’t caught up with electronic signatures and many people 
have remained reluctant to rely on them. 

David Smith of JMW Solicitors, one of the most highly respected lawyers specialising in 
landlord tenant legislation, has co-produced a helpful guide on this subject here:  
bit.ly/YPN156-ML9.

If you haven’t got the time to read it all, go to page 8 which has a list of acceptable 
“electronic signatures” methods.

NRLA campaign
Private landlords can help with this 
interesting NRLA campaign …

“1 The NRLA is calling for greater 
cooperation between landlords and 
local authorities to resolve the urgent 
need for more adapted private rented 
accommodation.

2 We are also calling for clearer 
communication from local authorities 
to landlords concerning the availability 
of the Disabled Facilities Grant. 14.8% 
of people with disabilities live in the 
private rented sector according to the 
ONS, yet only 8% of Disabled Facilities 
Grants go to private renters.

3 The NRLA have launched adaptations 
guidance for landlords. The first of its 
kind, the guidance was developed with 
the support of expert partners, and 
aims to support landlords in better 
managing tenant requests for home 
adaptations.”

Details: NRLA, bit.ly/YPN156-ML10.

Well done NRLA for reminding the 
government that private landlords are part 
of the solution, not the problem!

Many moons ago, I met a landlord 
specialising in the supply of homes for 
people who needed special facilities to help 
with daily life. She told me that once the 
property had been set up and the tenants 
were living there, she could just get on with 
her life. They were no trouble, there were no 
issues with rent arrears and they stayed for 
years, often until they died.

She said it was rewarding both from the 
human point of view and financially, because 
she let unfurnished, which meant less repair 
and replacement. Her tenants always took 
care of the garden, often creating beautiful 
gardens, because many of them spent a lot 
of time at home. I know she had received 
some financial help from a local authority in 
the form of a grant, probably the Disabled 
Facilities Grants mentioned by NRLA. 

AND FINALLY …
… This amused me when it popped up 
in my newsfeed on LinkedIn. I know this 
phone box very well, there weren’t always 
coffee shops to meet up in! £15,000!!

… Wise words that will resonate  
with many landlords:

“We need to stop just pulling 
people out of the river.

We need to go upstream and find 
out why they’re falling in”

DESMOND TUTU

If you are interested in this sector, see here 
for information about this grant:  
bit.ly/YPN156-ML11.

It is aimed at disabled people but does not 
exclude renters.

“You could get a grant from your council if 
you’re disabled and need to make changes to 
your home, for example to:

•	 widen doors and install ramps

•	 improve access to rooms and facilities – 
eg stairlifts or a downstairs bathroom

•	 provide a heating system suitable for your 
needs

•	 adapt heating or lighting controls to make 
them easier to use

A Disabled Facilities Grant won’t affect any 
benefits you get.”
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As momentum with 
cryptocurrencies keeps building, 
more large corporations and 
small businesses alike are 

recognising the global potential and reach 
available. It is estimated that over 300,000 
Bitcoin wallets are downloaded per month 
and this number is predicted to keep 
growing! 

Companies from Microsoft to Lush, Tesla 
to Starbucks are now seeing the benefits 
available to accepting cryptocurrencies. 
It is not just the global reach that makes 
cryptocurrencies beneficial to both the 
company and the customer, there are a 
myriad of other advantages too.

For example, user autonomy; using 
cryptocurrencies as a method of payment 
allows user autonomy as you are not 
relying on an intermediary such as a bank 
or government. As there is no intermediary, 
you can eliminate costly bank fees. There is 
a standard amongst cryptocurrencies that 
you are charged possible ‘maker’ or ‘taker’ 
fees and occasional deposit and withdrawal 
fees, but cryptocurrency users are not 
subject to the various traditional banking 
fees associated with other forms of currency. 
For example, there are no overdraft charges, 
maintenance, or minimum balance fees, 
among others. 

It was reported that there was a 31% 
increase in cybercrime during the pandemic 

more economical, but you also eliminate 
the authorisation and wait periods. Coins 
such as Bitcoin, Dash, and Ethereum offer 
the user lightning-fast transactions across 
borders that can easily be converted to the 
native currency with minimal fees. This is 
great for companies to tap into a previously 
unexplored market. 

There is the risk of pricing fluctuations, 
the prices of cryptocurrencies are highly 
speculative due to the factors that drive 
value. Many merchant wallets now convert 
coins automatically to mitigate the effects 
of a flash crash. A ‘flash crash’ is how we 
refer to an event in the electronic securities 
market wherein the withdrawal of stock 
orders amplifies price declines and then 
quickly recovers. In some cases, these 
precautions may not be enough, and 
companies will have to sit on their coins 
until the coin returns to its original value, 
but there is also the risk it won’t. 

Investment Mastery is now proud to list 
itself amongst the companies that will 
offer cryptocurrency as a form of payment 
for goods and services. I have always said 
that cryptocurrencies will replace parts of 
the monetary system and, as a company, 
we are proud to not only teach people and 
change their lives but adopt these practices 
ourselves. 

Why cryptocurrencies are 
changing the way we purchase 
goods and services…

and UK businesses lost £6.2 million to cyber 
scams*. This isn’t a surprise considering 
the closure of non-essential retail shops led 
many to shop online and, therefore, increased 
the amount of personal data being shared. 

Cryptocurrency transactions 
carry a lower risk of fraud than 
traditional forms of payment. There 
is an element of discretion with 
them, unless the user chooses to 
voluntarily publish this information, 
their transactions are never 
associated with their identity. This 
is because with each purchase a 
unique address is generated which 
changes with each transaction. 
It is also not mandatory for you 
to enter your personal details to 
complete the transaction. With 
debit or credit card transactions, 
a plethora of personal information 
can be transferred to companies. 
In contrast, cryptocurrencies — 
although not entirely untraceable 
— are not as traceable as using a 
credit card, for example. 

Cryptocurrency is also a game-changer for 
those who frequently conduct international 
business because, not only do you eliminate 
the fees associated with standard wire 
transfers and foreign purchases making it 

By Marcus de Maria

http://investment-mastery.com/ypn-ltt-book



A few months ago, I was advising a 
client who had got a bad tenant from 
a letting agent. After not getting rent 

for two months and causing lots of issues 
with neighbours, the tenant left with the 
landlord’s agreement before the end of 
his fixed one-year term. The landlord was 
happy to just be rid of him. Naturally, the 
tenant left the property in a mess.

That was bad enough, but to make matters 
worse, the letting agent who had found the 
tenant still expected to be paid commission 
for the remaining five months of the fixed 
term, as it was being paid monthly in this 
case.

So my client wanted to know whether the 
letting agent should continue to demand 
commission for this awful tenant they had 
given him. Well, one case may help. 

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 The landlord had lost around £4,000 in 
unpaid rent and interest and a similar 
amount in legal costs and expenses. They 
initially complained to the Ombudsman, who 
found in favour of the agents.

(This does not surprise me. It is our view that 
all these various Ombudsmen are far too 
close to their respective industries. Some 
readers may remember Mark Alexander’s 
eventual Court of Appeal victory against The 
West Brom Building Society – in that case 
too, the Financial Ombudsman Service had 
originally found for The West Brom.)

The landlord won and got an 
award for costs against the 
letting agents too.

What are the learnings here?

Well, as a minimum, key 
paperwork such as bank 
statements and wage slips 
should be obtained and 
all references should be 

followed up – in particular, employers’ 
references as they will be paying salaries. 
For self-employed applicants, landlords and 
their agents must ask for six months of 
statements. ID checks are essential too.

I have heard of agents claiming they cannot 
share information with landlords, stating 
that doing so would be a breach of data 
protection laws. This is nonsense and if an 
agent even thinks this is the case, you should 
not do any business with them. 

The fact is that as long as the letting agent 
makes it clear to an applicant that they 
can pass any relevant information on to 
the landlord, they can indeed do so. This 
should be the default setting, built into all 
decent letting agents’ systems. And if an 
agent doesn’t have it built in, then I would 
argue they are in breach of their duty to their 
landlord client anyway.

It was Hale v Blue Sky 
Property back in 2016. 
In this case, the letting agents, who are 
an Association of Residential Letting 
Agents (ARLA) agent, had used a 
third party referencing agent and had 
accepted their recommendation – 
without seemingly doing any further 
checks – for a couple of tenants.

This is well short of what we advise our 
clients to do and what any letting agent 
should be doing, in our view.

The agent, in this case, had accepted 
one tenant as being good, despite 
the fact the credit report revealed she 
had a county court judgement (CCJ), 
which the tenant’s application form 
specifically denied. So there is a non-
admission and attempt to deceive,  
right there!

Had the letting agent bothered to do further 
checks, they would have found that the 
tenant actually had no job and that the 
person named as her employer was in fact, 
a relative. Not a disaster, but not good, and it 
should have got some alarm bells ringing.

Worse was the fact that the second tenant 
had a lot of debt, which accounted for a large 
part of his salary. Had the agent bothered 
to ask for bank statements, this would have 
been apparent.

What happened next?
The landlord did not give up. He took 
out a claim at county court against the 
agents for breach of contract under 
the Supply of Goods and Services Act 
1982.

Happily, the judge found that the 
agents were at fault. The judge said: 

1.  The agent should have reported the 
CCJ to the landlord (even though 
the judgment had been paid); 

2.  The low credit score should have 
been reported to the landlord; 

3.  The discrepancy between what the 
tenant had said on the application 
form and what they found from 
the credit report should have led to 
further investigation; 

4.  The agent should have insisted on 
seeing further information.

The further information should have been 
three months of bank statements. We 
always do this, in ALL cases, however good 
the credit score and other references are. 

In this case, bank statements would 
have shown that the tenants had debts 
and were in no position to afford rent 
payments.

In this case, I would love to know what 
ARLA thought they were doing. As to 
the Ombudsman, I am not in the least 
bit surprised. It is a shame this case 
had to go to court at all – and shame 
on ARLA and the Ombudsman for it 
having to be taken down that route. 

But it does show it is always worth 
pursuing a claim against letting agents 
if it can be shown they failed to do 
proper checks and let your property to 
an unsatisfactory tenant, which then led 
to you experiencing losses.

Proper checking of tenancy applicants 
takes up time. There is no excuse for 
shortcutting this and leaving the landlord 
to suffer the consequences.
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