




Welcome to the 
February issue 
of YPN! 
This month we feature a 
particularly inspirational 
bunch of people in the 
magazine. 

First, we speak to investors who 
have gone from £0 to £5,000 per 
month cashflow – within two 
years’ part-time or, believe it or 
not, one year’s full-time effort. 
It can be done! No matter how 
experienced or advanced you may 
be with regards to your property 
investing, it’s always grounding to 
speak with people who have either 
just started out or have worked 
hard to accelerate their growth. 
Each of their stories are incredible 
in their own way, and hopefully 
you can pick up some tips and 
tricks to help you with your own 
business. 

Secondly, several of the 2021 
Property Investor Awards winners 
share their motivational stories 
with us, giving a brief account of 
their property background, what 
brought them the award and how 
it will impact on their business 
moving forward. 

Finally, along with plenty of 
other stories and case studies 
to motivate you, we have all our 
usual suspects. My top picks this 
month are Mary Latham’s take on 
how she would rule the PRS, Max 
Scott’s advice on why failing is a 
huge part of success and Stephen 
Fay’s perfect retirement portfolio. 

Happy investing! 

Angharad 
and the YPN team
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Going from zero recurring 
property income to 
£5,000 per month is 
hard work when one is 

starting out, but to have done 
it part time, over two years 
whilst holding down full-time 
jobs and deploying three 
strategies, is an heroic effort 
indeed. In this interview, 
Michael Gregory describes 
how he and his wife Claire 
have done just that and have 
plans on quadrupling their 
monthly income within the next 
two years. The article will provide 
huge inspiration to anyone thinking 
of starting out in the world of property 
investing.

YPN: Tell the readers how you  
got started in property.

Mike:  I’m an apprentice-trained 
manufacturing engineer. I preferred to 
go down that route instead of university, 
although I managed to get a degree 
through the apprenticeship. I started 
working for Rolls-Royce around nine years 
ago and I’m really proud of what we do  
and the product that we make. It’s a job  
I enjoy immensely.

My day job is based in Derby although we 
live in north Nottinghamshire, so I face a 
two-and-a-half-hour daily commute, which 
is very tiring and takes its toll. My wife 
Claire currently works full time as well for 
Nottinghamshire County Council. We both 
earn decent salaries and decided to put 
some of that money into property, with 
the ultimate aim of quitting the day job at 
some point in the future and getting some 
time freedom.

When we met, we were 
both on low incomes and 

finding	rental	accommodation	
for ourselves proved very 

difficult	so	we	always	had	the	
thought that when we were in 
a position to, we’d love to be 

able to provide homes 
for people. 

Going back 10/11 years, we embarked into
a joint venture with a family member. He 
had funds so we JV’d on a project – we 
didn’t have the same values and the project 
didn’t work out, but it was a huge learning 
curve for us. 

If the JV project had panned out, it would 
have generated enough profit for a deposit 

for our first home, but instead, we spent 
another five or six years saving up in order 
to buy that home around five years ago. It 

needed work so we decided to take out 
a loan to undertake the renovation 

rather than save for several more 
years before we could truly make 

it our home. We then had the 
house revalued and found we 

had added £60,000 to the value. 
Our immediate thought was, 

“Right, we’ll remortgage it and 
pay off the loan”. We pulled out 

£47,000 in equity and it sat in 
the bank for a while. In time I 

suggested to Claire that instead 
of paying off the loan, why 

don’t we do something else 
with the money?

With that thought, in 
June 2019 we went off 

on holiday and sitting 
by the pool, I read the 
Property Magic book 
cover to cover. A few 

months later, we went to our 
first pin meeting after which we 

decided to start investing in property.

GETTING STARTED

YPN: How did you decide which 
strategy to deploy? Tell us about 
your first deal?

Mike:  All budding investors who want 
to replace their salaries aspire to start 
with high-cashflowing properties straight 
away. However, in order to get an HMO 
mortgage, one usually needs some level 
of experience as a landlord. So, initially, we 
started to speak to brokers and connected 
with a fantastic one who I have formed a 
good relationship with. We undertook a full 
assessment of affordability, monthly 
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repayments etc, and decided to dip our 
toes in with a BTL mortgage using TSB as 
the lender. Luckily, our local area became 
our goldmine one because we can buy 
properties here at reasonable prices but 
the rents are relatively high in comparison.

We secured our first deal (and subsequent 
deals) on the open market and I describe 
these as “hidden in plain sight”. This first 
one was on the market with Purple Bricks 
who, like the other online agents, ask 
the vendors to undertake the viewings 
if the property is occupied. The property 
was being marketed at £120,000 and it 
needed a refurbishment. At the viewing 
we recognised the owner of the house 
next door as he happened to be in his 
garden. He is a fellow property investor, 
so we spoke to him afterwards. It turned 
that he had made an offer on the property 
at £90,000, which had been accepted in 
principle. 

In conversation, he shared that he couldn’t 
actually proceed with the purchase as he 
had too many other projects underway 
and asked if we would like the deal! We 
ended up agreeing to purchase it at 
the same price he had agreed with the 
vendor. It was a bizarre situation in that 
he thought his very low offer would be 
rejected outright, but it was accepted, 
only for him to then realise that he 
couldn’t take it on. Although we had some 
investment capital, we didn’t want to use 
it all on this project, so we asked him 
whether he was prepared to loan us the 
money for the refurbishment whilst we 
covered the deposit and legals. He agreed 
to a loan of £15,000.

I undertook most of the refurbishment 
myself to save on the costs but we knew 
that the identical property next door was 
an HMO and owned by our investor. We 
had an opportunity to have a look around 
and thought it was something we could 
try. We spoke to our broker and luckily, 
TSB were one of the lenders that were 
open to shared occupancy for first time 
landlords as long as the property was 
restricted to four sharers. 

The house layout was well-suited as a 
four-bedroom/two-bathroom HMO so 
that is what we set up. The cashflow for 
the house is fantastic and even with 50% 
occupancy we would break even, although 
the reality is that it’s almost always at 
100% occupancy.

In deciding on the finish of the property, 
I appreciate that there are lots of people 
doing co-living standard HMOs in the 
bigger cities, often costing in excess of 
£50,000 in refurbishment costs to create 
a bespoke HMO. 

Our target market is blue collar workers 
as we have a lot of warehousing, factories 
and distribution centres etc, in/around the 
locality. 

The tenants certainly want somewhere 
nice to live, so it needs to be clean, warm, 
safe and modern but most importantly, 
cost effective. 

Whilst they would love upper end 
accommodation, their budget 

doesn’t allow this; however, the 
standard that we achieve still 

allows us to really push the ceiling 
price on rents for the area. 

The reality is that they spend long hours 
at work and return to the property to eat 

and sleep. The house let quite quickly 
and has been running very well although 
the tenant type has shifted due to Brexit 
– occupation was 80/90% Eastern 
European but now it’s around 60%, which 
is a shame as they are undoubtedly the 
best tenants we have. 

We decided to self-manage but were 
looking for other deals at the same time 
through landlord letters. The response 
rate was good but most of the landlords 
contacting us wanted a good HMO 
management company rather than to 
lease the property to us for a guaranteed 
rent. As we were working from home due 
to Covid, we had a lot of work flexibility so 
decided to set up a letting business with 
the intention being to grow that side of the 
business as a separate entity. 

Three-bed semi-detached house 
converted to four-bed HMO, with 
potential for five bedrooms. This is in 
an Article 4 area, and is targeted at 
blue collar workers.

Purchase price £90,000

Mortgage £67,500

Cash in (deposit, legals) £27,100

Refurb costs £25,000

Total cash in £52,100

GDV £120,000

Mortgage £90,000

Cash back £22,500

Cash left in £29,600

MONTHLY FIGURES

Rental income £1,580

Mortgage £179

Costs £560

Monthly	cashflow	 £841

ROI 34%

WATSON ROAD
WORKSOP

Case study 1 
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THE NEXT STEP

YPN: Tell the readers more about  
your second case study.

Mike:  Our area has a limited amount of Article 
4 regulation in/around a few of the town centre 
streets due to the high density of HMOs. Our 
second case study was a property I had seen on 
Rightmove some six/seven months earlier, but it 
sold very quickly. At the time we were not ready to 
invest in another property, but this property came 
back on the market and I managed to see it on 
the same day. We offered the asking price as we 
recognised that the seller was motivated and the 
property stacked very well, so there was no need 
to quibble on the price.

It was a probate sale and the two daughters 
wanted to get rid of it ASAP. We were able to 
initiate the conveyancing and the HMO mortgage 
application immediately. It was mortgageable 
and had been used previously as a five-bed HMO 
to house ex-offenders. We did a bit of detective 
work and discovered that the people who had 
originally secured it had gone through planning to 
turn it into a seven-bedroom HMO, which had been 
approved, but for reasons unknown they had failed 
to complete on the purchase. 

We knew that it would work really well just as a six-
bedroom property, with the unused seventh bedroom 
space being used to create extra en-suites. Our planning 
consultant changed the planning application back to 
six bedrooms whilst retaining sui-generis status and 
the application went through without a glitch (we were 
amending it to downsize from seven to six bedrooms, 
which is not what most investors do). 

We still had some of the capital recycled from the first deal 
plus some savings so were able to undertake the project 
unaided financially. The deposit and legals were around 
£26,000, with the refurbishment being around £35,000 –  
we are currently remortgaging it for £170,000, which will  
end up putting £2,000 into our pockets.

Having done a couple of deals very recently where all  
the initial capital has been recycled, there a number of  
tips I can share to reflect our experiences and the   
current market:

• Whether you are using your own money or that of an 
investor, don’t underestimate how long everything 
takes, especially refurbishments and remortgaging. 
Both will have an impact if you need to pay the investor 
back in a timely manner, so be honest with them and 
manage their expectations.

• Don’t dismiss the online property portals. Each of our 
deals were available on the open market, so be ready 
to interrogate the property and the vendor’s motivation 
quickly and thoroughly.

• Don’t assume an area is saturated. Our own area has 
quite a few HMOs but they are low quality and don’t 
offer much competition, so do plenty of due diligence. 
The last thing you want to do in an HMO market is 
compete on price as you’ll just attract the wrong  
type of tenants.

Six-bed HMO converted from four-bed 
townhouse, sui generis planning in 
Article 4 area. The property’s target 
market is blue collar workers.

Purchase price: £85,000

Mortgage: £63,750

Cash in (deposit, legals): £26,300

Refurb costs: £35,000

Total cash in: £61,300

GDV: £170,000

Mortgage: £127,500

Cash back: £63,750

Cash out of deal: £2,450

MONTHLY FIGURES

Rental income: £2,576

Mortgage: £371

Costs: £840

Monthly	cashflow:	 £1,365

ROI: Infinite

POTTER STREET
WORKSOP

Case study 2 



LOOKING AHEAD

YPN: What are your business objectives 
in the next few years?

Mike:  My wife Claire is just about to switch 
to a four-day week and I am looking to do the 
same early in 2022. Our next big goal/objective 
is timed for June 2023 when we will remortgage 
our own home, which will be easier to do whilst 
in employment. At that point we would like to 
be in a position to quit our day jobs, but in order 
to do that we have set ourselves an audacious 
financial target – we want to be generating 
£20,000 per month profit, although we would be 
able to quit work with half that amount. It sounds 
like a lot of cashflow, and it is, but we need to be 
able to replace our salaries, have the lifestyle we 
desire and have enough money to put aside for 
investing as well as into our pension pots.

We hope to achieve our financial goal by 
deploying the three income-generating strategies 
we are currently doing, ie purchasing assets, 
rent-to-rent and HMO management. We are 
embarking on a JV with another investor 
based in the South West, to target former 
student properties in and around Sheffield. 
We are currently in the process of buying two 
properties, one of which is another local HMO 
but just outside of the Article 4 area, so a perfect 
location. The other is a former dance hall and 
gym in Lincolnshire. It is a mixed-use building at 
the moment and hopefully we’ll be converting 
it to three houses, two shops and two flats, 
combined with title-splitting.

We are purchasing the mixed use by ourselves, 
but we will need help on aspects of the property 
development as we have not done such a large 
project to date. We have come to an arrangement 
with the owner through a vendor finance 
arrangement whereby we will be paying him a 
deposit and he’ll transfer ownership to us. We will 
undertake the development and then refinance 
the units to pay the balance to the vendor. 
Hopefully, it will be another no-money-left-in-deal.
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Contact
Email:  Mike@WatsonHomesOnline.co.uk

LinkedIn:  https://www.linkedin.com/in/  
 michael-gregory-0153324a/

Listen to the full 
conversation   
with Mike here.
https://bit.ly/3n6D17V

YPN: What would be your top tips 
for anyone looking to start out 
and generate significant monthly 
cashflow?

Don’t underestimate the 
amount of effort you have 

to put into becoming a property investor. 
It’s certainly not a get-rich-quick scheme and 
although we have been busy for two years it 
feels like a lot longer purely because of the 
amount of work that we’ve had to do. We are 
essentially working two full-time jobs each. So, 
it’s very, very hard work.

Don’t overlook online 
portals like Rightmove – 

some of these deals are hidden in plain sight. 
What might not appear as a deal to somebody 
else might be the perfect deal for you.
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Ex-scuba diving instructor Sophie 
Foote turned to property when she 
discovered the ROOMS® franchise 
early in 2021. With a loss of 

income imminent, she focused on building 
a rent-to-rent portfolio in Southampton. In 
less than a year, she has acquired seven 
HMOs, generating a sizeable cashflow 
per month. Read on to find out about her 
story, what she’s learned and where she’d 
like to go … 

My background is in scuba diving. When I 
was 19, I became a scuba diving instructor, 
and spent my 20s working around South 
East Asia. I loved it! Shortly after meeting 
my husband, I came home to the UK to 
do a master’s degree in South East Asian 
Economics, Anthropology and Politics. After 
graduating, my husband agreed to start 
a diving business with me on a property 

we found in Indonesia, a beach that 
backed on to a jungle –  we built our 
own dive resort.

That was my start in property 
development, though I didn’t realise 
it at the time. We spent six months 
building it. We were completely off 
grid, had our own water supply, a 
well, generators for electricity, as well 
as a restaurant, cottages, dive boats 
and compressors. We worked with 
people from the local community 
who eventually became staff 
members, building the business up 
over five years and getting some 
nice reviews on Tripadvisor along 
with repeat bookings.

Our two children were 
born over there, but as they 
approached school age, we 
brought them back to the 

UK for education. 

Following our return, we both succeeded 
in applications to become air traffic 
controllers and started the very difficult 
training.

Then Covid hit. Planes stopped flying, 
demand plummeted, so we had to pivot 
fast. My husband started working for the 
ambulance service as a dispatcher; I took 
anything I could find and ended up working 
in sales and marketing.

I really wanted to run my own business 
again, and that led me to the ROOMS® 
franchise, which focuses on rent-to-
rent. Compared to the other franchises I 
spoke to, in tutoring and supported living, 
ROOMS® encouraged me to do market 
research to understand demand, current 
supply of HMO rooms, costs, Article 4   
and so on.

All that took about four months. I then 
signed up, started my business in April 
2021, and now have seven HMOs. 

I saw when I first looked at the rent-to-rent 
model that it is a quick way of generating 
cashflow. With experience of developing a 
business before, I wasn’t intimidated. 

7 HMOS 
IN 1 YEAR
The benefits of working 
within a franchise
Interview and words: Angharad Owen
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My husband is now involved as well, and 
between us we have the necessary skills. 
I’ve always been a people person and 
into sales and marketing, which is useful 
for dealing with landlords and tenants. 
And if my husband can fix a bathroom in 
a jungle, where there are 500 metres of 
pipework to deal with, he can definitely fix 
a bathroom in an HMO in the middle of 
Southampton. So far, it’s worked well and 
being a part of this franchise has given 
us loads of support. There is a lot of legal 
stuff required with all the licensing and 
HMO compliance, so it’s been important 
to us to do it properly. 

Why a franchise? 
We were drawn to the franchise model 
mostly due to the level of support, and 
there is slightly less risk as well. A lot 
of businesses fail within the first one or 
two years – it’s risky and you have to 
put a lot of your own money into it. We 
have a young family and bills to pay. 
Having the support of the franchise for 
marketing, up-to-date legal documents 
and so on, is reassuring – they’re just 
a phone call away. For the first three 
months, I probably had daily phone 
support from Iain and Gary. They have 
high standards and are aiming for the 
top of the market, so they made sure I 
was doing things properly.

Initial goals 
Our target for the first 12 months was to 
get six properties on board; we managed 
to get seven within the first nine months. 
When I started, I was on an extended 
furlough-redundancy-thing from my job, 
and had about three months of income 
until June. I wanted to focus on basic 
living costs first, which meant taking on 
three properties with a minimum of £500 
profit per property. £1,500 would cover 
a basic living allowance, food and rent. 
Anything after that would be a bonus. We 
could then start to have a bit more fun 
and invest some back into the business 
as well. 

The first deal was definitely the hardest, 
because you’re inexperienced and can’t 
show people what you’ve done before. 
Also, a lot of people trying to do rent-to-
rent have no experience and end up doing 
it badly. They end up letting people down 
or only think about making their margin 
without taking into account maintenance 
costs, voids or anything like that. Agents 
in particular are quite wary of rent-to-
renters. Now, however, I can provide 
references to landlords or agents who are 
nervous or have any concerns. 

Deals can differ wildly as well. My 
first deal needed quite a lot of work – 
repainting, refurnishing, etc – and it cost 
us about £5,000. Our second deal also 

I sourced this through an agent 
who was happy to give me a 
chance – possibly because I was 
part of a franchise, which gave 
me credibility. The house was 
empty, it was a bit damp, had 
some	mould,	and	needed	fire	
doors. I put a proposal together 
and they went for it. We agreed a 
month rent free as well. 

It took two weeks to repaint and 
furnish the house. The landlords 
had already done some work, 
including re-flooring. We marketed 
it as we were renovating, and 
filled the rooms before the works 
were finished.  

When I approach a landlord, I 
put together a detailed proposal 
of all the works that need doing 
and how it can be split between 
us. While I make suggestions, 
ultimately they have final say. 

DEVONSHIRE ROADCase study 1 

Location: Southampton city centre

Type of property: 6-bedroom HMO

Acquisition cost: £750 commission to agent

Monthly payments agreed: Negotiated 1 month rent free,  

 followed by 5 years at £1,700 per  

 month rent to the owner.

Deposit paid: £0

COST OF WORKS
Duration of project: 4 weeks to refurnish the house

Planning costs: £2,500

Planning duration: 4 weeks

Total costs: £2,500 to refurnish 

INCOME
Monthly income: £3,380 for all 6 rooms

Bills inc? Yes

Monthly costs: £700 bills + £1,700 rent = £2,250

Net	monthly	cash	flow:	 £1,130



needed work, but this time the landlord 
was happy to pay for it and asked us to 
invoice him for the works. They were 
happy to take on some of the initial 
expenses in exchange for us   
managing it.

I’ve learned how to structure deals better 
so that we’re all contributing and happy 
with the outcome. For example, we’ve 
just signed a house and will get the 
keys in February. It’s a seven-bed HMO 
that looks like it hasn’t been touched 
for 20 years. The wallpaper is peeling, 
the bathrooms are stained yellow and 
brown. It needs a big renovation. We’ve 
agreed with the owner that both we and 
they will contribute towards the refurb 
costs, and we have a reduced rent going 
forward. 

Ideally, I like to have five or six bedrooms. 
Anything smaller won’t have a very good 
margin, anything bigger will likely result 
in tenant management issues. 

Sourcing 
Gary and Iain gave me three main 
avenues for sourcing property: 
direct-to-vendor letters, building 
relationships with agents, and 
networking.

Letters are just a numbers game. I 
sent about 500 out in the first month, 
which netted the first three deals, so 
we’ve continued with that campaign. 
We have a monthly and weekly 
structured campaign for the types of 
properties we want. It works well. 

The agent avenue has been quite 
difficult because agents get lots of 
phone calls, sometimes every day, 
from rent-to-renters. They don’t know 
who you are or what your background 
is. I’ve now found one agent who has 
given me a couple of properties and 
they’re happy with what we do. 

I do quite a bit of networking, but 
when I started I was frustrated that 
there wasn’t a meeting near where 
I live in Whiteley. So I started the 
Whiteley Small Business Network. 
We have about 40 members now and 
meet monthly. Speakers are invited 
to talk about things like finances 
and marketing. It’s a not-for-profit 
meeting, and we’re about to choose 
our three charities for the year going 
forward. At the end of the year 
we’ll donate our profits to the local 
community. 
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I sourced this from a letter. The owner lives in Surrey and 
finds	it	hard	to	manage	the	property.	He’d	given	it	to	a	
lettings	agent,	who	had	let	it	to	five	Italian	football	students.	
I spoke with the owner on the phone and he invited me to 
join him when he inspected the property. 

The house was in a state. The gutter was hanging off, the front 
wall falling down, no number on the door, and there was a hole 
in the wall in the hallway. There was even a sofa on the roof! I 
explained what I would do if I controlled the property and how I 
would make it compliant. 

Fortunately, the tenants were moving out the following month 
and the owner agreed to hand it over to me at that point. 
When all the works were completed, we let it to five Chinese 
students, who have been amazing tenants. 

We negotiate a zero deposit on all our deals. We submit that 
proposal alongside our commercial agreement. If we were 
to do any damage or breach that agreement, we’d then be 
in breach of our contract with the landlord, so obviously we 
wouldn’t do that. We also explain our terms and give them 
plenty of time to read through everything. 

NEWCOMBE ROAD 
Case study 2 

Location: Southampton city centre

Type of property: 5 bedroom HMO

Acquisition cost: £0

Monthly payments agreed: Rent to rent deal where we had  

 1 month rent free followed by  
 5 years at £1,600 per month  
  rent to the owner.

Deposit paid: £0

COST OF WORKS
Duration of project: 4 weeks to refurnish the house

Planning costs: £2,000

Planning duration: 4 weeks

Total costs: £2,000 to refurnish 

INCOME
Monthly income: £3,325 for all 5 rooms

Bills inc? Yes

Monthly costs: £550 bills + £1,600 rent = £2,150

Net	monthly	cash	flow:	 £1,175

Starting a business in 2021 
It’s been exciting; I can be really determined when I put my mind to 
do something. It’s a numbers game: the harder you work, the more 
results you’ll get. Having the support of the franchise was important 
because I’m quite a social person but am based at home.

The network has helped in that respect as because I can meet 
people for coffees and discuss progress. I have an accountability 
partner who I meet every couple of weeks to talk through our 
actions, goals and focus. 

The first three months, I worked like crazy. I had to replace my 
income and was getting quite stressed because of it. But I’ve since 
been working on improving my work/life balance, because working 
at home brings distractions as well as the risk of tunnel vision. 

There’s a lot of pressure when it’s just you having to make the 
business work. With some HMOs up and running, I have an income, 
and happy tenants and landlords, so I can step back a little.

Time involvement 
Initially I had a month of training 
with the franchise, then went 
through a crazy month of 
marketing when I sent out those 
first 500 letters. For each property 
you take on, there’s a flurry of 
activity; compliance documents, 
refurbs, furniture, finding tenants, 
etc. Once the tenants are 
onboarded and happy, you can 
breathe and relax. And then you do 
it all over again! 

I want to carve out a lifestyle where 
I can take my kids to school and see their school plays 
and stuff. I’ve spoken to a lot of other people in property 
and that’s exactly what they’re aiming for too. I’ve never 
done so much networking as in this industry! There are pin 
meetings, coffees … everyone wants to know what you’re 
doing, what the deal is, what the numbers are and how it 
worked. Nowhere else have I met this many people who 
are genuinely interested in getting into the nitty gritty of 
each deal. 



Lessons learnt 
The first lesson I learnt was to meet 
every tenant, because you get a 
feeling of who someone is when you 
meet them. At the end of the summer, 
I was preparing a house for tenants to 
move into in September, when I got a 
call from a group asking if they could 
book it for the last ten days in August 
for five people. A bonus booking – 
great! They were in town working on 
the docks.

They pretty much destroyed the house 
– they smoked weed, broke a couple 
of tables and the TV among other 
things. They promised to fix it over 
the weekend, but that didn’t happen. 
Fortunately, they left a few days later.  
I kept their deposit to fix everything.  
I only accepted this booking because  
I wanted the extra ten days’ cash flow. 
I hadn’t met them, and it was definitely 
a learning curve. 

Another lesson relates to tenant 
management. There are always two 
sides to every story. One tenant might 
complain that another is smoking too 
much, making too much noise, and so 
on. But when you speak to the other 
person, they will say they came home 
late and slammed a door by accident. 
It’s about managing people and 
understanding that things might not 
be as bad as we first think. 

Tenant market 
From research, I found 
the standard of HMOs in 
Southampton generally to be 
pretty shoddy. It’s full of old-school 
student lets but is having to evolve 
quickly because there’s been a big 
increase of PBSAs. With plenty 
of nice apartments available, 
standards need to increase not 
only for students but also for 
professionals, who form our 
market.

We take on tired student HMOs, 
make them beautiful, then we 

can charge a little more than the 
average market rent to attract 
slightly higher-paying professional 
tenants. Most of our tenants are 
mid-20s to mid-30s, and we have 
an older group of guys in their 
40s/50s, who might either be 
divorced or have moved here for 
work. 

My last rooms were available 
at the end of November; by the 
start of December we had seven 
or eight applicants for one room 
and probably 20-30 inquiries. It’s 
been easy to fill the rooms, largely 
because we’re offering something 
really nice. 
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Get in Touch
Email:  sophie.foote@rooms.life

Facebook:  Rooms Southampton 

Instagram:  @sophie_rooms_southampton 

Listen to the full 
conversation with 
Sophie here.
https://bit.ly/3qc1VF0

Looking forwards 
I’d like 30 rent-to-rent deals eventually. 
That’s a good number and will create 
a good cash flow. My husband and I 
would like to start buying HMOs as 
well. At the moment we’re controlling 
a lot of property but not seeing any 
benefit in capital appreciation. 

Every day, every month, I’m learning 
more and becoming a little bit more of 
an HMO specialist. I want to continue 
with that, becoming an expert and 
raising the standard of HMOs in 
Southampton. I’d like to get people 
investing in this area as well. 

Property can be a bit scary at the 
beginning for some women, and 
I think we need to be as inclusive 
as possible. Men tend to outweigh 
women on courses and in owning 
property business, but there is space 
for everyone. 

I’ve recently joined up to a leadership 
programme called Inspired Women 
Lead, where each woman is a mentee 
for six months, then a mentor for a 
further six months. It’s incredible to 
speak to women from all around the 
world. I’d like to do this in property, 
once I’ve been doing it for a few 
years and know what I’m talking 
about. It would be great to mentor 
and encourage and bring other young 
women in. 

Advice for others 
Gary and Iain once said something to me 
that really resonates – to do as much market 
research as possible. There’s plenty of training 
available, both paid and unpaid. The ROOMS® 
franchise is good because you have support 
and people you can speak to. Everyone says 
to research your area, see what the supply 
and demand is like, how you’re going to fit into 
it, but it’s important to remember that when 
you’re doing rent-to-rent, you can easily achieve 
£2,000-£3,000 income per month, which is 
amazing. There are about 6,000 HMOs on the 
Southampton register, enough for all of us; 
we don’t need to be competitive. We can work 
together, there’s plenty of space. Reach out to 
people, ask questions and do lots of research. 

I’ve met people locally who are doing serviced 
accommodation or HMOs or rent-to-rent and 
we share advice on electricians, cleaners and 
so on. One fellow investor even took my keys 
over Christmas while I was away. 

Market research tips
• Go through the data on Spareroom. 

You	can	insert	postcodes	and	find	
data on the average rental market, 
the time it takes for a room to be 
tenanted and pictures of rooms 
currently on the market. From there 
you	can	figure	out	if	you	could	
do anything slightly better or to a 
different standard.

• Speak to agents.

• Google!

• Look at and analyse the housing 
market in your area.



£0-5K CASH FLOW 
IN 2 YEARS …

A low cost start
One reason for choosing rent-to-rent is 
because this provided a way to create a 
passive income without needing to own 
property himself. As a young person 
today, it is very hard to save up the 
deposit required to get onto the property 
ladder at all, never mind doing so in a 
way to create some income. Rent-to-
rent allows you to get started relatively 
cheaply and when run well can create a 
very steady income stream.

Kyle was confident enough in his own 
vision and knowledge to make a start 
without any formal training. However, this 

wasn’t without some challenges along 
the way – the main one being his age. 
Kyle looks young because he is, but as 
has been proven time and again, that is 
no reason why you cannot have success 
in property. I have had the pleasure of 
knowing many young investors, most of 
whom began their journey before hitting 
their second decade. All of them have 
now had great success and I am jealous I 
didn’t get started myself ten years earlier. 
If only my perceptions of what was 
possible had been different back then!

Kyle, like many young investors, has had 
to deal with age discrimination from 
landlords and agents alike. He recants 
a tale from one landlord who literally 
slammed the door in his face when he 
turned up for a viewing. A very negative 
experience for sure, but it didn’t hold  
him back.

Rent-to-rent portfolio
Thankfully, I am pleased to say 
Kyle found the property networking 
community much more supportive 
of his efforts. This help, support and 
understanding led him to eventually 
find his first rent-to-rent deal by being 
introduced to a fellow investor through 

one of the many Facebook groups he 
was actively involved in. We’re 

going right back to the first wave 
of coronavirus early in 2020. The 
investor in question already 
had a portfolio of rent-to-rent 
deals he was looking to get 
out of – he had signed long- 
term contracts with the 
landlords but was now 
uncertain of his position. 
All the properties were 
HMOs based around 
Manchester.

Interview and words: Phil Saunders
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… while working full time 
AND studying for a degree!

Kyle Hart is an inspiring young 
investor based in the North 
West of England. During 
the pandemic, whilst many 
investors have been exiting 

the market, Kyle has pushed forward 
and grown a very healthy rent-to-rent 
business in a very short time. He quickly 
built up a monthly positive cashflow of 
over £5,000 per month and, at a young 
age, is now a full-time investor. I was 
keen to learn just how he has overcome 
the challenges he faced during this 
difficult period, and what we could all 
learn from his process. 

Just a year ago, Kyle was a full-time 
mechanical engineer. He started his 
career as an apprentice and worked his 
way up to gain a HND in engineering. At 
the same time, he became interested in 
ways to earn money in a more passive 
way and began exploring ways he could 
achieve that.

Largely self-taught, Kyle 
read books and watched a 

lot of YouTube videos before being 
drawn towards property as his 
main goal. He delved deeper and 
deeper into the subject, learning 
about all the various strategies 
and making the most of the 
free resources out there 
that are available to us all. 
Eventually he settled on 
rent-to-rent as the right 
strategy for him.
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These properties had rented out very well 
for several years but now with a global 
pandemic on the horizon, for the first time 
he had some vacancies in his rooms and 
was unsure how he was going to fill them.

For rent-to-rent HMO deals, you usually 
need very high occupancy to draw a good 
profit. The majority of the rental income 
goes to the landlord and the rest can easily 
get swallowed up in bills and running costs. 
The typical breakeven point for rent-to-rent 
deals of this nature is usually around the 
70% occupancy mark. Therefore, if you are 
uncertain whether or not you can fill your 
rooms, it’s probably a good idea to walk 
away … which is exactly what our friendly 
investor was doing.

He offered Kyle his ENTIRE PORTFOLIO of 
rent-to-rent units, which amounted to six 
houses in total! A potential goldmine, but 
Kyle could see the pitfalls and did not want 
to end up in the same difficult position the 
current operator. Taking all six on in one go 
was just too big a risk, but after weighing 
up the situation he decided to take on his 
first two rent-to-rent deals at the same time. 
Both were six-bedroomed properties in 
Fallowfield. This was still a big undertaking 
in a pandemic and, whilst confident he 
COULD get the rooms occupied, Kyle didn’t 
KNOW for sure he could do so, and that is 
a BIG difference. However, in every market 
there is always opportunity. 

Observe the 
masses and do 
the opposite 
James Caan

Opportunity in a challenging market

Kyle saw the pandemic as a unique opportunity to get his foot in the door in a difficult 
market. Whilst other, experienced investors were downsizing, it gave him the chance 
to begin his own business with much less competition than he would usually have. He 
grasped it with both hands and pushed forward. 

Very quickly he faced early challenges. Kyle lives in Nantwich, Cheshire, which is 
approximately a 45-minute drive to Fallowfield. This made it tricky initially to arrange  
and organise viewings for prospective tenants and meet tradesmen. Kyle spent a lot of 
time (dead time, I call it) driving back and forth between his home and the properties. 
Then he was given a helping hand from the government … travel restrictions.

During the height of the crisis, you were 
not allowed to travel more than a few 
miles from your home unless it was an 
emergency. That can’t have been helpful, 
surely? But it was! It forced Kyle to think 
differently. It’s all too easy when we start 
out in property to be the person doing 
EVERYTHING. We all fall into this trap. 
Being a painter/decorator, a handyman, a 
lettings agent, a cleaner, an accountant, 
etc, etc. We put all the different hats 
on, especially if the property is nearby, 
because we can. Those of you investing further afield may have already solved these 
problems. When we are forced to think differently our options open before us. 

Kyle did not say, “I can’t possibly run this business from home.” Instead, he asked, “HOW 
can I run this business from home?” This created a new, powerful mindset.

The first thing he did was to type “how to systemise your business” into Google, again 
using the free resources available at his disposal. He quickly discovered a variety of 
useful programs and ideas about how to operate a business remotely. 

A question 
opens the mind 
– A statement 
closes the mind 
Robert Kiyosaki



Kyle sourced this property through a local 
letting agent in the area. Negotiations 
initially went through the letting agency, 
but the landlord became frustrated with 
their incompetence in the matter and 
contacted Kyle directly.

This allowed Kyle to negotiate the following 
great terms on the deal:

• The landlord carried out and paid for 
refurbishment to Kyle’s required spec

• A grace period till the refurbishment 
was complete

• The landlord is reasonable regarding all 
maintenance and costs, and pays for  
the cleaners 

Eight tenants moved in on the day the refurb 
was finished, due to Kyle getting one room 
ready first so they could use it to advertise 
the whole property.

Location: Manchester, M14

Type of property: 8-bed HMO

Acquisition cost: £640 to get into the  
 deal. Just replaced a  
 few bits of furniture  

Monthly	R2R		
payments agreed: £2,200

Deposit paid: £0

Total money in: £640 

Personal money in: £0

INCOME
Monthly income: £3,975

Bills inc? Yes

Monthly rent payment: £2,200

Monthly costs (bills): £553

Net	monthly	cash	flow:	 £1,222

Money back out of deal: All month back  
 out in first   
 month. 

Money left in: £0

LANGDALE ROAD

Case study 1 
Remote operations

The biggest positive process he 
implemented was to film video tours 
and walkthroughs for his properties. 
This allowed tenants to view the rooms 
available without both parties meeting. 
He had a lot of timewasters in the past, 
where he would drive the 45 minutes 
each way into Manchester, who would 
then not take the room. He also quickly 
systemised the tenancy referencing and 
on-boarding process, saving another 
huge amount of time.

“Time was very important to 
Kyle. Whilst going through 
this process, he was still in 

full-time employment as well 
as studying for a degree in 

engineering after work. There 
was not a lot of spare time to 

work on the business!” 

Once the business was systemised, 
he then needed to get these first two 
properties paying him back for all his 
hard work. Getting to 100% occupancy 
quickly was a priority. Yet despite 
coming so far, Kyle still had a few hard 
lessons to learn about operating HMOs. 

Earlier on he had received some tenant 
enquires from people with relatively 
poor credit and referencing feedback. 
However, he took them on anyway 
… and almost immediately ran into 
problems. They were creating trouble in 
the house and some were even refusing 
to pay rent. Bad tenants are hard to get 
rid of and it took some time to rectify 
the situation, but it’s something Kyle has 
learnt from and not a mistake he will 
make again. 

Instead of taking risks with lower 
quality tenants, Kyle came up with more 
creative ways to get his properties 
tenanted. He translated his adverts into 
multiple languages and posted them 
on the international Facebook groups 
operating in the Greater Manchester 
area. This was a great idea and allowed 
him to reach an audience largely ignored 
by the other operators in the area. This 
tactic really helped to get the rooms at 
higher occupancy throughout the crisis 
and allowed Kyle’s business to grow. 
The first two units made an average 
profit of £750 per month each (£1,500 
per month total) and proved that the 
business was viable even during the 
pandemic. 
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Kyle’s first deal was actually two properties 
right next to each other. He used local 
networking groups to find an investor who 
was offloading his rent-to-rent portfolio. 
However, Kyle decided not to take on the 
whole portfolio at this early stage in his 
journey, but he did take on these two great 
four-bed HMOs to get him started.

Location: Manchester, M14

Type of property: 4-bed HMO

Acquisition cost: £700 to get into the  
 deal. Just replaced a  
 few bits of furniture  
 and paint

Monthly	R2R		
payments agreed: £900

Deposit paid: £0

Total money in: £700 

Personal money in: £0

INCOME
Monthly income: £2,000

Bills inc? Yes

Monthly rent payment: £900

Monthly costs (bills): £403

Net	monthly	cash	flow:	 £697

Money back out of deal: Within 2/3   
 months

Money left in: £0

WHITBY ROAD

Case study 2 

Building the business

If you want to 
go quickly, go alone. 
If you want to go  
far, go together
African proverb

Kyle didn’t stop there. He continued to search for more rent-to-rent HMOs, with 
the knowledge and confidence that he could fill them. At this point he brought his 
brother Leon into the business, as he specialises in customer service. This helped 
massively with dealing with tenants, in turn enabling Kyle to work on the business 
not in the business. Bringing Leon into the business was a very important step, as 
without him, it wouldn’t have grown as quickly. 

His next deal came from a successful landlord letter campaign. Again, in every 
market there is opportunity and now there were many more motivated landlords 
than there had been in the past. A lot of their properties were unusually quiet!

A landlord got in touch and 
was interested in renting two 
four-bedroom properties 
to Kyle, who was now in a 
strong position to negotiate 
a really good deal. In spite of 
his success, Kyle wanted to 
mitigate the risk of taking on 
more units at this time so he 
negotiated that if the tenants 
were unable to pay the rent in 
full, he would get a discount 
on his rent to the landlord. A very clever idea. He also negotiated a six-week grace 
period during which no rental payments to the landlord were due. This gave Kyle time 
to do a light refurbishment and begin tenanting the property before he even had any 
bills to pay. Another great tactic. This property was also quickly at full occupancy. 

Kyle was on a roll now and the deals just kept on coming. Next came his largest 
rent-to-rent yet, an eight-bed HMO. Initially this came through a letting agent and 
negotiations were taking place, but the landlord became so fed up with how the 
agents were handling things that he reached out to Kyle directly. 

“Somehow [he] got my number directly and called me. He said ‘Look, the letting agent 
is not communicating properly. I want to move forward with it, but the letting agent is 
trying to add extra things on, trying to get extra money out of you, et cetera.’ It was just 
a bit of a dodgy letting agent, to be honest with you.”



Get in touch
Northpoint Property Solutions Ltd                    

Phone 01270 417092

Email:  Kyle@northpoint-property.co.uk

Web:  www.northpoint-property.co.uk

Listen to the full 
conversation   
with Kyle here.
https://bit.ly/331DOA0

Now that Kyle and the owner were speaking directly, 
negotiations went much more smoothly and he bagged 
himself another great deal. The landlord would pay for 
a full refurbishment of the property and all the cleaning 
afterwards. Kyle also managed to get away with not paying 
him a deposit, which was a massive saving! Again, he was 
clever here – he got one of the rooms refurbished relatively 
quickly and used the pictures of this to market the rest of 
the rooms. In fact, before the refurbishment was finished he 
had managed to tenant all of the rooms. A great result which 
gave him good cashflow from the start. 

Kyle and Leon have now grown his rent-to-rent portfolio to 
eight properties in total, which is providing him with more 
than £5,000 per month cashflow. He plans to continue to 
grow this over the next few years. He also has designs to 
buy his own property either to live in himself or to add to his 
HMO portfolio. Largely thanks to the systems and processes 
he has put in place, he is still at 100% occupancy across  
the board. 

Using the skills and the contacts Kyle has made during his 
set-up phase, he has also formed two other complimentary 
businesses: a cleaning company and a property 
maintenance service company. He uses both for the 
operations side of his own portfolio, and now also charges 
out his staff to other operators for a profit. 

Kyle has made great progress in a short time and has dealt 
with the pandemic well throughout. Whilst many people 
doubted him at first because of his age, he never believed it 
should have any bearing on his success and I agree. It’s such 
a shame that he was met with discrimination at the start of 
his journey, but I don’t think it’s a problem he will have to deal 
with again! He is moving forwards with more confidence and 
certainty than many investors I know who are more than 
double his age. I hope to meet him in person soon and learn 
more about his great story so far. 
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Going from £0 to £5K 
cashflow from property 
with minimal investment
Shaz Nawaz Entrust Property Tax Experts

It’s a common belief that in 
order to invest in property to 
provide an income, you need 
to have a sizeable amount 

of cash to invest in the first 
place – or at least the ability 
to borrow the necessary sum. 
I’m not going to deny that cash 
in the bank or excellent credit 
status is a very good start, but 
there are ways in which you can 
get a foothold in the property 
market sector without them.

Let me show you three simple 
strategies that you might use to 
get from nil monthly income to 
at least £5,000 per month – and 
all without investing or borrowing 
substantial amounts. To make 
these work you will have to put in 
some legwork yourself, because 
as you will see, nothing comes 
free, I’m afraid.

Rent-to-rent
We all think of property investors primarily 
as people who own properties (residential 
or commercial), which they then rent out. 
The snag with this is that you have to 
acquire the properties in the first place.

There is another way that you can make 
property rental work for you without 
spending loads of money on purchasing 
(either your own money or funds from 
lenders). What you do is find a property 
that is suitable for your purpose, or for 
whatever reason cannot currently be 
rented out. This could be because it needs 
work doing to be viable for let, or because 
(especially with commercial organisations) 
the owners no longer have a real need for 
the property so it is currently underused.

The crucial factor to understand is that 
not every property will support two returns 
(one for the owner and one for you). The 
differential has to be sufficiently robust. How 
do you achieve this? Well, there are a few 
scenarios you might consider, if you can find 
the right property. 

For example, you could convert the 
property into an HMO. To give you some 
idea of the differential, a property might 
command a rental of £1,000 per month, 

but as an HMO it might bring in total rent 
of £1,800 per month (the total income 

depends on the size of the property and 
the number of rooms). 

That’s around £800 a month/£9,600 a year 
for you before tax. Of course, you would 
need to pay the costs of conversion, which 
you would recoup from future income. You 
would also need the owner’s consent to the 
conversion, as well as checking on planning 
and buildings regulations consent and on 
any regulatory requirements for running the 
property as an HMO. The standard format is 

that you would sign a lease with the owner 
for a given period, usually five years or longer.

As a variation, instead of converting into an 
HMO, you might look at creating serviced 
accommodation, especially if your target 
property is perhaps an underused property. 
You would need to be sure that you (or an 
intermediary) are able to provide the services 
required. There is a potential tax advantage 
in running serviced accommodation as 
opposed to HMOs or other standard 
residential rentals, as it will qualify for certain 
trading activity reliefs and allowances (not an 
investment activity), which will open the door 
to a number of tax advantages that are not 
available to investors.

You may be wondering why a property owner 
would go for this type of deal when they 
could do the conversion and get a higher rent 
themselves. The answer is that not everyone 
wants to go down this route or has the 
time to devote to planning and supervising 
conversion works. If the building in question 
is one that is surplus to the requirements of 
a completely different business, the owners 
may be only too glad to get an income 
without having to stir themselves to make it 
work.

Your role in all this will be to find suitable 
buildings where the owners have not realised 
the full rental potential and present them 
with a proposal that gets both you and them 
a return. I trust you can see how you could 
pretty quickly create £5,000 monthly income 
through rent-to-rent.
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Strategy  2

Strategy  3

Deal-sourcing or 
deal-packaging 
I’ve pointed out that not every 
property owner wants to go to the 
trouble of maximising the potential 
rental value. I think it also follows 
that there are people who are keen 
to seize an opportunity, but who 
either don’t have the time to search 
these out, or don’t know how to 
start.

As a budding property investor, you 
can put both ends together. What 
you do is to search out properties 
that can be made into valuable 
rental or sale-on opportunities. 
These are likely to be properties that 
are off-plan, off-market, or at least 
not being openly advertised. Once 
you’ve located them, you package 
them up. In other words, you do all 
the necessary work as a feasibility 
study, so that you can present 
it as a deal. I’d suggest that this 
would include things like planning 
requirements, socio-demographic 
assessment, costs of any necessary 
work and a forecast of potential 
financial return among other things. 
If the property is likely to be rented 
out, you might also want to recruit 
potential managing agents so 
that you can include details of the 
management contract. 

Now, clearly none of this will 
work unless the owner is 

prepared to sell or rent, so at 
some point you will need to 

approach the owner and offer 
to negotiate the deal. A crucial 
aspect is that, unlike a selling 

agent, you will not be asking the 
seller to pay you commission 

on the sale or lease.

Instead, you will find the buyer, 
broker the deal, and charge the 
buyer a fee of between 1% and 3% 
of the sale price, or the first   
year’s rent.

This strategy does involve quite a 
lot of work on your part, but you 
don’t have to put your hand in your 
pocket to any great extent and you 
end up with a fee based on the value 
of the deal. A £300,000 deal at 1.5% 
commission will earn you £4,500. 
You could comfortably do a deal a 
month once you’re up and running.

Property flipping is a well-known strategy 
which involves buying a property usually 
below market value, refurbishing or 
renovating it, and then selling on or renting 
out. There are a number of reasons why a 
property might be available at a competitive 
price. It could be uninhabitable in its present 
state, or it could be a mortgage repossession, 
or maybe it was the residence of someone 
who has died, a divorce situation, cashflow 
reasons, etc. The assumption is that it will 
need some work carried out and will then be 
worth considerably more, either as a sale or 
as a let.

All this is fine if you have the money, or can 
borrow the money, to purchase and renovate 
(or convert). What if this is not a possibility 
for you?

The good news is that you don’t have to miss 
out.  What you need is a co-investor. The idea 
is that the co-investor puts up the money 
and you do all the work (I did say that these 
strategies involve work on your part!). Once 
the property is ready, my personal preference 
would be to let through an agent who can 
offer you a guaranteed rent irrespective of 
voids. The first call on the rental income 
will be the repayment of the costs of 
refurbishment or conversion and thereafter 
you and your co-investor split the income.

As an alternative, you sell on the property, pay 
the costs of refurbishment or conversion out 
of the sale proceeds and split the rest.

There are many potential investors who 
are looking for a viable project but who 
don’t wish to plan and supervise the work. 
One word of caution – if you are looking at 
this route, do make sure you have a proper 
agreement drawn up covering the obligations 
and entitlements of each party. Property 
investment has its pitfalls, and this includes 
disagreements between the parties involved! 

Basing a venture on a verbal agreement, or 
an exchange of letters or emails, is a false 

economy. In my experience these very 
rarely cover all the foreseeable issues, 
and you may find out too late that your 
understanding of the agreement is not the 
same as your co-investor’s.

In summary, there are ways to make 
money on property deals other than the 
straightforward ones of buying to let, 
flipping, or property development (in all its 
forms).  I’ve illustrated three ways in which 
you can get started in the property market 
and end up with a monthly income of say 
£5,000 within a comparatively short period. 
As you can see, the more time and effort 
you can devote to this, the quicker you’ll 
reach your goal and, like most things, the 
better you will become at identifying deals 
and pushing them through to a conclusion. 

Use these strategies to build up a pot of 
money and you can move on to the more 
traditional route of buying properties 
yourself, unless of course, you prefer to go 
on using other people’s money and keep 
yours in other investments.

Flipping (with a difference!)

Get in touch
shaz@aa-accountants.co.uk
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I don’t know about you, but I frequently 
get called what I refer to as a “pet” 
name or name of “endearment” by 
people in various situations. Names 

like, duck, dear, darling, love, hun, babe … 
to name a few of the ones that we   
can print!

For me personally, some I don’t mind and find 
less irksome than others, and it obviously 
depends if it’s someone close to me on a 
personal level. How it makes me feel can also 
be about the context of the conversation, 
situation, frequency of its use, and some 
names are more specific to geographical 
location. Demographics can also have an 
influence though I generally notice this less in 
business-related situations.

I recall one telephone conversation with a 
customer service representative of a utilities 
company, and the male operative throughout 
the conversation repeatedly called me 
“dear” at the end of each sentence. As the 
conversation progressed I started to feel quite 
irked by this and got to the point where I was 
focusing on this more than the content of the 
conversation. Eventually I did feel compelled 
to say something. My instinct was to say, 
“look I’m not a ‘deer’ because I don’t have 
antlers!” However, as I’m a polite person by 
nature, it was more along the lines of, “would 
you mind not calling me dear?” To be honest, I 
think the representative was a bit taken aback, 
and in all honesty I suspect people are not 
always aware that they do this and it’s more 
of a sub-conscious action by individuals.

I grew up in an area where “duck” was second 
nature along with the very strong local 
accent, and whenever I’m visiting that area I 
notice that in shops etc, “Thanks duck” is a 
standard. Now if it’s only once, I’m okay and 
am probably not going to be unreasonable 
and start saying that I don’t quack or waddle 
when I walk (I may have gained a few pounds 
over the years but not that any of my family 
and friends are brave enough to tell me!) but if 
this was at the end of every sentence, I would 
be starting to cringe!

Some names tend to be more gender-specific 
towards females, but then I got to think about 
the use of names like mate, pal, matey etc. 
and so engaged in my own local “market 
research” with a male family member and a 

friend about their experiences. The younger 
family member who has experience working 
in a customer-facing role, shared that he 
quite often gets called “sug” as in “sugar”, 
and a male friend of mine revealed that he 
consciously used the word “mate”, “pal” etc in 
professional environments where he wanted 
to put someone at ease (typically someone 
male) to give them the feeling of comfort, 
friendliness, approachability, etc – not 
something I’d considered before. 

How we may feel being on the receiving 
end of such names can be influenced by 
not only the context of the conversation, 
but also the tone deployed; I think we all 
know the difference in when something 
is said innocently to when something 
is applied with the intent of being 
condescending (to which I have my 
own private way of responding as 
I’m sure you do!).

The use of pet names like 
these is pretty rife. Generally, 
property people have a good 
degree of awareness about 
communication but it’s still 
worth us all checking in with our 
own subconscious use of vocab 
every now and again. What’s 
second nature to us, words and 
phrases that we utter without 
thinking, can be so out-of-
the-norm to the person we’re 
talking to that they become 
great big distracting flashing 
lights that send the rest of 
the conversation back into 
the shadows.

I’m sure I’m also guilty of 
doing this subconsciously 
on occasions … so 
apologies in advance, 
darlings, rant over for now!

Until next time, rant over

Julie
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What’s in a name?





FROM EARLY 
ENTREPRENEUR 
TO INSPIRATIONAL 
INVESTOR

Even from an early age I saw myself 
as a bit of an entrepreneur, printing 
business	cards	at	the	age	of	12	saying	I	
was	a	leaflet	delivery	specialist,	to	make	
money! I have since had numerous roles, 
including working in retail, which have 
taught me the importance of working 
under pressure, and about sales, people 
skills and working hard. 

My first business was a shisha business; 
after travelling I saw a gap in the market 
because of the smoking ban and that 
there were nightclubs and so on with 

under-utilised outside space that could be 
used for smoking areas. Whenever there’s 
under-utilisation, there’s an opportunity. I 
provided a value proposition to the clubs 
free of charge, and charged the consumer 
directly. This gave me a USP in a business 
that had a massive margin and 1,000% 
mark up. I wanted faster turnover and 
eventually expanded into festivals, earning 
£3,000-4,000 per day over three days. I 
opened my first Shisha bar in Elephant 
and Castle, which I ran for two years while 
I was studying.

Through this business, I experienced 
the trade-off of time for money, which I 
wanted to change. Talking to older people 
in the community, I started to understand 
the potential and benefits of investing in 
property from someone who had bought 
their right to buy property in Notting Hill 
in the 80s, and made money out of it over 
30 years by converting it into three flats. It 
was this that encouraged me to transition 
into property.

I was also motivated because of my 
younger sister, to whom I’m very close. 

27

Kazeem Balogan reveals the story behind 
a property journey that 
is rewarding in more 
ways than one
Interview and words: Julie Whitmore

Some people are born with an 
entrepreneurial spirit that is 
apparent from an early age. 
In this article, London-based 
Kazeem Balogan shares the 

story of how he got into property based 
on	profits	from	a	Shisha	bar	business	he	
set up while he was studying. With a very 
strong family reason “why” behind him, 
he	started	out	by	reconfiguring	one-
bedroom	flats	before	evolving	to	larger	
developments to create capital, all the 
while	building	a	cash-flowing	portfolio.

These days, he helps to educate young 
people and corporate employees about 
financial literacy and the benefits of 
investing in property. Over to Kazeem   
to tell his story …
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At the age of two she had a stroke, which 
meant she had to re-learn to do things 
that she had already once learned, eg 
walking, talking etc. She battled to attend 
mainstream school and despite all her hard 
work, wasn’t able to read and write by the 
time she left. Consequently, she struggled to 
find work that she was interested in.

I could see that property had the potential 
to set you up for life and wanted to be able 
to help my sister. She now works with me 
and has become established within the 
industry in her own right. I felt that I needed 
something with sufficient potential and 
security to make enough money to look  
after everyone.

Reconfiguring flats
My first property deal was in 2012, an 
auction purchase using a bridging loan. 
It was a one-bedroom flat in SE26 being 
sold by a Housing Association. I had been 
doing dry runs for a while, just pretending 
that I was buying properties at auction, 
seeing what I would’ve bought them for 
and what they sold for, then following 
up with comparables. I realised that my 
numbers were pretty accurate. I compared 
it to learning to ski; you go to the dry ski 
run before facing the real danger and 
experiencing it in practice. In property, as 
much as there are great opportunities, it 
is an investment and with any investment 
there is always an element of risk.

You need to know what you want to achieve 
in any business and strategy is important; 
mine was effectively using a licence to 
alter agreements with the freeholder, to 
reconfigure existing one-bedroom flats into 
two-bedroom flats. I focused on properties 
over 55 square metres, which either had 
a large kitchen or an undesirable layout, 
where I was able to add value through 
re-configuring the layout. For the London 
market, this is one of the best ways to add 
value, particularly when properties need a 
full refurb. 

One of the best things I ever learnt in 
property was that you make your money 
when you buy. Sometimes the obvious 
needs repeating. I’d just like to caveat that 
this doesn’t always mean buying below 
market value. Making your money when you 
buy means that you can see the potential in 
a property that somebody else has missed, 
or that significant value can be added.

For me, the size of a portfolio is not 
important because someone can have one 
house in the right location that could be 
worth more than my entire portfolio, or a 
portfolio with a higher yield. It’s all relative to 
what you are trying to achieve.

People talk about 
BMV deals, however, 
from my perspective 
it’s about judging the 

market. 

In a buyer’s market, prices may be moving 
slightly downwards so owners may be more 
open to the idea of a quicker sale. I get 
messages from people asking how to find 
deals and my response is, “look, there’s no 
such thing as a deal shop where to go to 
pick up a deal.” It’s about using the platforms 

available; supply and demand plays a role 
in the price of a property and increased 
demand increases the price of a property.

Real BMV comes from effort and 
experience, doing your numbers correctly, 
understanding the finance, and building 
relationships with lenders and trades to be 
able to reduce your costs. Together this 
determines the deal, not just the purchase 
price.

Back to my first deal. The property cost circa 
£260,000 at auction, including all costs, 
and I later sold it for £305,000. This was the 
litmus test for me, understanding the returns 
and the income possible. It was a case of, 



Moving on to development
While I was looking for deals and networking with others, I started to visit other 
people’s development sites, learning about their projects and asking lots of 
questions about developments in general. I didn’t want to keep bothering my 
architect with queries, so instead set about immersing myself in the information 
I needed to understand – national planning standards, council plans and 
requirements etc – before looking for viable deals. Having your dream team in place 
– architects, solicitors, accountant etc – doesn’t mean they will do all the work for 
you. They are there to support you. I found a cash-only deal and got my team to 
review it, obtaining approval from them on viability.

“if it’s not broken, why try to fix it?” and I 
focused on these types of properties for 
a couple of years.

There were so many properties out 
there at the time that worked for this 
reconfiguration model, and I found 
them on the open market, by going 
direct to vendor, or through auctions. 
There’s a concept in economics that 
specialisation is always going to make 
you more efficient, because you know 
your trade and what you are doing, and 
can go on to do it faster.

When looking at your returns, whether 
return on capital employed or return 

on cost, it’s more efficient to annualise 
it to appraise deals. I was focusing on 
a specific type of property in a defined 
geographical area and could quickly 
review twenty opportunities to identify 
the ones that would work, typically five 
or six, and submit offers on three or four. 
This way I found a niche that worked for 
me and used the cookie cutter approach 
to repeat the process, doing as many 
deals as possible and flipping them. 
I didn’t want to have to leave working 
capital in a property – I was young and 
prepared to work and wanted to do 
larger projects in the longer term.

Case study 
Croydon semi
Purchase price: £450,000

Stamp duty: £8,750

Fees: £8,600

Works / expenses: £265,000

Cost of finance: £81,000

Total expenses: £813,350

Total GDV: £1,225,000

Sales fees: £6,000

Agent fees: £14,700

Total costs: £834,050

Profit: £390,950

Profit on costs: 54.30%

ROI: 117.63%

This property was a semi-detached 1930s 
house in Croydon, which had all the right 
attributes, and an asking price of £500,000. I 
negotiated the purchase at £450,000, and found 
an investor on a 10% fixed return basis, which 
made a quick purchase feasible. 

As I mentioned before, you make the money 
when you buy. An expense doesn’t always have 
to be an expense, it can also be a saving if you 
structure your deal correctly, and I had money 
available from previous deals to fund the works. 
There were four different exit options for this 
property:

1 Refurbishing the house, which   
would break even

2 Converting to two flats

3 Converting to three flats

4 Converting to four flats

Each of these options had a different profit  
level, and I decided that option three would be 
the most viable.

The planning approval went back and forth and 
took longer than we expected. I also went back 
for amended planning in the end, to get approval 
for the four flats as the profit figures increased 
from a GDV of £875,000-£975,000 for three 
flats, to £1.15-£1.25m for four flats. The flats 
were sold, and I retained the freehold. The total 
expenditure was £810,000, the GDV £1.225m, 
the profit just over £390,000 after paying back 
the investor (excluding tax). As my grandmother 
had died recently, I named the building “Khadija 
House” in her memory, which has been amazing.
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I’ve worked with lots of investors and 
JV partners. Integrity is so important in 
this business particularly when working 
with other people’s funds, which is a big 
responsibility. All the deals that I have 
done have made money and I find that a 
lot of people now approach me about JV 
opportunities. I don’t take unnecessary 
risks on projects, and I also like to have 
a good relationship with JV partners 
and investors. Reputation is about doing 
what you say – if you say you are going 
to purchase something and then pull 
out, you could ruin your reputation with 
the agent or a vendor. Reputation is like 
glass, easy to break, almost impossible 
to fix, even with superglue the cracks 
are still there. People still see it and 
you’ve tainted your reputation. Making a 
quick buck is not worth comprising your 
integrity. Property can produce great 
profits, but having that integrity and 

passion for what you’re doing, creating 
great products and providing great  
deals, is the priority.

Property makes me feel like a designer/
creator. The ability to take that one-
bed property and make it a two-bed 
property, or to take that office space and 
turn it into residential accommodation, 
creating nice homes. It feels great when 
you get a letter from the agent saying, 
“oh, they absolutely love the property;” 
you’ve created family homes,   
sometimes homes for life.

It’s too easy to get lost in the money – 
beware the journey of an entrepreneur: 
“I’m doing it, I’m doing it, it’s going great, 
ah, everything’s burning and on fire!”  
But when you do something well and 
with a passion, the money comes as  
a by-product.

Lifelong property learning
There will be times that you’re going to learn so much before 
you’ve even realised you’re learning. You learn more from your 
mistakes. But you’ve also got to enjoy the journey, because the 
journey itself is so important. Everyone’s will be different.

Beyond what I’ve spoken about here, I’ve built up a BTL portfolio 
over the years, including HMOs and commercial properties, which 
are hands-off. I’m not planning currently to keep the deals in the 
pipeline; however I will add strategically to the portfolio. 

The case study I have shared is not my first project, but it is one 
of my favourites as I got to name the building after my grandma. 
When the leases are extended, the name will still be there, keeping 
her memory alive for the family and through the generations.

After the Croydon project, I 
started to repeat the process for 
completing developments, raising 
over £1m of private equity and 
investor finance in total across 
all deals. All of these funds have 
been returned to investors.

After a while, I just wanted to 
work with my own money 
and started to slow things 
down a little. The rise of social 
media has, however, inspired 
me to start doing more deals 
again and I have now developed 
a great pipeline with a mixture 
of opportunities that comprise 
refurbs, conversions including 
a basement and a loft, and 
construction of five new flats. 
Most will yield similar profits to 
the Croydon house.



You can listen to Kazeem speaking  
about his experiences on Your  
Property Podcast episode XX.

Contact
Email  Kaz@propertybykazy.co.uk

Instagram @propertybykazy

YouTube  youtube.com/propertybykazy

Teaching and inspiring others
What Instagram and social media have 
shown me is that there are barriers to entry 
into property for some people, including 
available capital, education and being able 
to understand finance overall. Using my 
experience, during black history month I 
worked with Sage (accounting software), 
Experian, the Treasury and VMLY Commerce 
(an advertising company) to share my 
property journey with their employees. I would 
like to continue helping people to understand 
what it takes to get into property. I’ve also 
started sponsoring Successful London Youth 
Football Team, to increase their knowledge of 
financial literacy at an early age. 

I’ve organised an event with sixty boys and 
girls involving different property speakers, 
including ex-professional footballers who 

are now developers and finance people. 
The event will cover the importance of 
credit, mortgages, money management etc. 
Some of these boys and girls will become 
exponential earners through professional 
sports contracts and they will need to know 
how to manage their money.

Available capital is also important in property, 
meaning some people spend a long time 
saving before they can invest. I’m interested 
in looking at the possibility of setting up an 
FCA regulated fund for retail investors who 
are currently very restricted on investment 
options. This sector is heavily ring-fenced 
and protected by the FCA. Retail investors 
are those who are not classified as a High 
Net Worth (HNW) individual or Sophisticated 
Investor.

Setting up this kind of structure requires huge 
investment for compliance, registration and 
management and one of the reasons my 
18-24 month pipeline is important is because 
of the amount of work this will require. One 
of my favourite sayings is, “If you aim for the 
stars, worst case, you land on the moon”, 
and this is a case of go big or go home! I’m 
also currently focusing on my social media 
channels, Instagram and YouTube, with a 
minimum of one video coming out every 
week, sharing conversations with different 
people in the property space. 

Finding the balance
Whilst I do work a lot, there needs to be a 
work/life balance otherwise you will burn out. 
I try to participate in activities that make me 
switch off from business, eg playing football. 
You can’t be focused on your ROI when 
someone’s coming in with a slide tackle. 
Poker is my other switch off because you 
have to say focused or somebody’s going to 
take your money!

It sounds a bit of a cliché, but I also love 
holidays and travel, though I don’t just go 
to the same places all the time. Cuba has 
been my favourite holiday so far. Downtime 
is important and the biggest growth can 
come from your rest days. You need time 
to recharge to grow because when you are 
involved daily at a micro level, you have to 
have some space to be able to think about 
the bigger picture and more strategically!

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T





33

From Low-Grade 
Hostel to Boutique 
Hotel  

Interview and words: Angharad Owen

The model 
Stuart and Carly’s vision was to 
create a self-service boutique hotel, 
which combined the luxurious design 
elements of a boutique hotel with a 
self-service model derived from serviced 
accommodation strategies. “It was about 
bringing those two things together to 
really streamline a business to make it as 

profitable as possible,” Carly says. There’s 
no staff on site, but despite this they 
ensure there is still a personal touch and 
strong customer service present. 

“We spotted a gap in the market,” Stuart 
adds. Many of the traditional hotels don’t 
make much money from their food and 
beverage service, so they saw it as an 
opportunity to use their development 
techniques learned in the world of HMOs 
and co-living and apply them into the 
short-stay industry. 

They decided to focus on acquiring old 
guesthouses, which are often inefficient 
in their business model, and would add 
more rooms during redevelopment. New 
technology aided their systemisation 
to create a completely hands-off and 
automated business. These new 
approaches not only mean that less staff 

are needed, but there is also more of an 
emphasis on the overall performance of 
the hotel, leading to greater valuations. 

When they started working on their first 
hotel, One Broad Street, their vision was 
so unique that there was no comparable 
business model to copy. “We learnt the 
hard way on how to systemise that first 
hotel, with the models, technology and all 
that kind of stuff,” Stuart says. “When we 
started, it was trial by fire.” 

Not being hoteliers, they had to learn 
and understand the industry before 
implementing the technology to ensure 
that it would work. However, having no 
prior experience may have worked in their 
favour as it meant they didn’t have any 
preconceived ideas of how a hotel had to 
operate. 

No strangers to the pages 
of YPN, investors-turned-
hoteliers Stuart Scott and 
Carly Houston continue 
to do bigger and better. 

As investors, they are design led and 
keep their target customer in mind 
at all times, and their eye-watering 
profits are testament to the success 
of their model and vision. After the 
success of One Broad Street, their 
first boutique hotel in Brighton, they 
decided to do acquire and develop a 
second, Blok-74. In this article, they 
discuss challenges, systemisation and 
what they have learned along the way.
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“We stayed nowhere close to a budget on 
this one,” Carly admits. “There were so many 
unforeseeables with the building, the project 
and with Covid.” They regret not getting 
a structural survey done, and they urge 
others to get one when working with an old 
or commercial building. Fortunately, their 
architect had previously been a structural 
engineer so was able to advise and help 
them. “I think with this building, because it 
was so rundown, we really should’ve got a 
proper structural survey,” she adds. 

That being said, there were a huge amount 
of structural issues that couldn’t have 
been predicted until works 
had been started. “At one 
point, the builders were 
saying: ‘I don’t know 
how this building is 
still standing,’” Carly 
says. In the end, the 
roof was entirely 
rebuilt and the centre 
of the building had to 
be underpinned because 
it was collapsing in the 
middle. “Now it’s probably 
the most stable building on the 
whole road, where all the buildings are late 
1700s, so it’s probably holding up the rest of 
the block!”

Once these problems were uncovered, the 
budget was thrown quite a lot. Although 
they tried to make savings later on in the 
project to recoup some funds, there were 
only so many places where savings could 
be made without compromising on the final 
product. 

Stuart and Carly were mid-development 
when Covid hit, and the whole building site 

came to a halt. They were three months 
away from needing to fully pay their 
development finance, because the project 
should have been finished by then, so they 
had to come up with some solutions quickly. 
They were able to secure some investor 
finance, which allowed them to pay down 
some of their extended bridging loan. It had 
a significant increase on the overall cost of 
finance, but they had little choice other than 
to continue. “It was about staying solution 
focused, having good relationships with 
investors and being able to think quickly and 
solve problems,” Carly acknowledges.

A project of this size involved 
considerable amounts of money. 

The purchase price was just 
under £1.4m, and the total 
cost of the project was 
about £1.5m. The two 
hotels are valued together 
at around £4m as they are 
part of the same business.

Having spoken to hotel 
agents that deal with the sales 

of larger hotels, they decided not 
to separate the two. It’s packaged in 

a way that will attract investors to buy it as a 
business or to buy shares. 

At the beginning of the pandemic, they 
thought that it was all over, but going from 
that to where they are now is incredible. “A 
few years ago, I would never have thought in 
a million years that I would’ve been doing this 
now,” Carly says. “To be completely honest, 
it is more than we were expecting.” They had 
the concept and vision, and were excited 
about it creatively. Perhaps in some part, the 
Covid situation has been an advantage due 
to the strong domestic tourism market. 

Expanding to the 
second hotel 
While their previous acquisition was a 
tired guesthouse, their latest project 
was previously running as a low-grade 
backpackers hostel. The building was 
very tired and hadn’t been looked 
after, plus there were shared showers 
and cubicles as well as the shared 
dormitories expected in a hostel. 

It was a Grade II listed building, and Carly 
admits that they were naive about what 
that would entail. Although it was mostly 
dilapidated, the owner had replaced the 
windows with double glazing. He had 
clearly spent a lot of money to match 
them to the style of the building, but he 
hadn’t received planning permission. 
Stuart and Carly had to take them out 
and replace them with single glazing, as 
it was a listed building. “That was the one 
thing he’d spent money on,” Carly says. “It 
was a real shame we couldn’t keep them.”

The purchase was negotiated direct to 
vendor, and they agreed on a delayed 
completion. Although it didn’t need a 
change of use, Stuart and Carly wanted 
to get planning permission in place. 
When working in a listed building, 
planning permission is required for pretty 
much anything that needs to be done. 

There were several design choices used 
in the first hotel that couldn’t replicated 
in the second, such as the installation of 
timber on the walls and ceilings. “We’ve 
been very clever about trying to get the 
dramatic element but without building 
the bits that would’ve been contentious,” 
Stuart says. 

Working with the 
conservation officer to find 

solutions, they agreed that they 
had complete freedom when it 
came to the paintwork, and any 

timber on the walls had to be 
de-mountable. 

To communicate their ideas with their 
building teams, who may not have had 
experience in working in this way, Stuart 
and Carly created an extensive design 
appendix. It comprised of schematics 
and line drawings of the various timber 
work, and there were pencil-drawn 
sketches of all the areas where there 
would be illustrations, including the 
snack stations. It was a lengthy process, 
as there was a lot of back and forth 
between the two to finalise the design. 

Managing the budget 



Development & Sell
Both hotels combined

Purchase price   

Purchase costs   

Refurbishment works   

Other	costs/finance/holding	costs 

TOTAL PROJECT COSTS  

Bank borrowing   

Cash investment & investor funds 

Sale price   

Costs of sale (agent/solicitor fees) 

Expected	profit   

Profit	on	GDV   

Refinance & Hold
Assuming lower val than sale price to be conservative

New value (GDV)   

New bank loan   

Professional fees (legals, surveys etc) 

Funds left In   

Annual bank interest @3.5%  

Annual	profit	after	interest	  

ROI on cash left in   

Annual bank repayment element  
(Paying down mortgage loan)  

Cashflow   

£1,395,000

£77,575

£912,500

£250,340

£2,635,415

£1,099,750

£1,535,665

£4,000,000

£60,000

£1,304,585

£33%

£3,500,000

£2,275,000

£5,000

£365,415

£79,625

£230,937

63.20%

£57,055
 

£173,882

BLOK-74 
& ONE 
BROAD 
STREET

Trading Business
Gross average daily rate (ADR) 

Average occupancy   

NET turnover (After VAT)  

Cost of Sale
Booking fees & payment processing 

Housekeeping & linen  

Consumables    

   

GROSS PROFIT

Admin/Ops Costs
Admin/accounts/insurance  

Bills (utilities, phone, business rates) 

Software   

Ops support/Social media  

Repairs/maintenance   

   

EBITDA (operational profit)   

£115

85%

£687,643

£103,146

£120,337

£17,191

£240,675

£446,968

£16,656

£46,301

£13,440

£42,240

£17,769

£136,405

£310,562

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T



Systemisation 
Stuart and Carly’s passion for their concept drove their desirability   
to create a system that worked, which in turn would increase the  
value to it. For them, it’s not just about the yield that it will give, but  
about the lack of headaches that it will be for people. 

Initially, they thought they would be able to run the hotel with an SA-type 
management company, but they chose the wrong one to work with.  
After deciding to part ways, they realised that they needed to bring it in 
house and create what they needed themselves. Between the two of 
them, they built and systemised the business within three months. 

There were a lot of moving parts, especially on the technological side. 
When they launched the first hotel, it was the first of its kind, so they 
had to find technology that not only worked, but was robust and durable 
enough to deal with full systemisation and automation. This included 
key code entry to rooms, sprinkler systems, fire systems, key holders, 
security and guest support. “We’ll put our hands up and say, it was trial  
by fire,” Stuart admits. “We very quickly adapted and realised and  
understood how to piece this entire model together.”

However, their first lock system wasn’t able to change the codes on 
the smart locks automatically between guests, and they worried about 
safety as they weren’t able to change the codes every time someone 
stayed. When the second hotel launched, they replaced it with a better 
one and made the two hotels work together seamlessly.

Stuart and Carly see hotel number 
two as an evolution of the first. 
Many of the successful elements 
of the design and systems were 
replicated. The additional challenges 
of working within a Grade II listed 
building meant that they had to 
get creative. Some essentials 
were optimised, for example they 
designed a good unvented heating 
system, and the sprinkler system 
is on a separate water feed, as 
opposed to storing water in tanks 
as in the first hotel. 

Rather than employing people, they 
have outsourced to a remote team of people who work on a contract. 
Their cleaning company is also contracted, but they have a dedicated 
housekeeper supervisor who is employed by the cleaning company to 
oversee both hotels. Because of how well both hotels are systemised, 
there is little day-to-day involvement from Stuart and Carly. Like many 
other property businesses, the work is very much front-loaded.

They also switched to a dynamic revenue management for pricing. 
Traditional guesthouses not only have a product that’s not as relevant 
to the market, but they’re also not as enterprising when it comes to 
revenue management. They often don’t look to the market, gather data 
and adjust their pricing regularly. Implementing a new dynamic revenue 
management system means that this is done automatically. 

The success of this system is reflected in their occupancy levels. Their 
first hotel was averaging around 95% throughout the summer, and 80% 
in November. They also attribute this to the boom in domestic tourism 
after the lockdowns and pandemic. 

Both hotels are a stone’s throw away from the beach, and most of their 
guests are people travelling from London for a getaway. “They want 
Brighton, but locally, they want the experience as well,” Stuart says. 
“And we’re giving them the location.” 



Get in touch or book a stay

Website:   blok-74.co.uk

  onebroadstreet.co.uk

Instagram:   @blok74brighton

Listen to the full 
conversation with  
Stuart & Carly here.
https://bit.ly/34vs1KF

The future 
If Stuart and Carly had been asked whether they would ever consider opening 
a third hotel six months ago, their answer would have been a categorical no. 
However, since realising their creations and overcoming so many challenges, 
they’re confident in their product and have proof of concept. “It’s almost like, 
imagine how much easier it would be if we did it again,” Carly remarks. 

Throughout the process, they enlisted the help of consultants within the 
hotel industry to make sure that they aligned themselves with current hotel 
standards, while still creating something innovative. Now they’ve been through 
the process and come out the back of a very challenging refurbishment period 
alongside the pandemic, they’re spending a lot of time with hotel valuers, who 
are acknowledging that they have a real skill in converting these buildings. It is 
a skill in itself being able to transform unloved buildings, create the product and 
experience, implement systemisation and achieve the performance they are. 

Some final words from Stuart: “You can’t create any of the products that you’ve 
seen from us without being very close to the project. You just have to accept that 
if you want to create something new and innovative, you’re going to be close to it 
and it’s going to be a disproportionate amount of time we’ve both spent on it.” 
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A Q&A WITH 
PROPERTY 
INVESTOR 
AWARDS 
WINNERS 
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What was your property 
experience prior to 
starting property? 
XP Property: Ben studied a master’s 
degree in Architectural Engineering. After 
graduating, he played professional online 
poker, which funded his first BTL 11 years 
ago. He completed his first development 
while working in the architectural industry, 
and handed in his notice. The following 
year, he joined forces with Jack to create XP 
Property. 

Jack is a third generation property lover, 
having been born into a family of investors. 
After graduating from university with a 
degree in business and marketing, he 
started developing in the home counties, 
and now has several multi-million-pound 
flips under his belt.

Jamie York: I’ve been involved in the UK 
property investment industry for over 10 
years. I bought my first property at 19 (I’m 
now 30!), and have continued to build my 
portfolio in and around Yorkshire. I also 
focus on growing Aspire Property Group, 
which focuses on sourcing and trading 

property deals for investors across the 
UK, as well as educating clients to build up 
knowledge around the industry, enabling 
them to make confident, well-thought-
out investment decisions and have more 
freedom in their life. Alongside my business 
and portfolio, I have also been doing some 
larger scale residential developments, which 
is something I’ll be getting stuck into more 
over the course of 2022. 

Dan Buchan: I have been in property for 
over a decade now, having bought my first 
property at 19 – a £21,800 smelly mess 
of a house in Burnley. From those humble 

The Property Investor Awards are the 
pinnacle of many investors’ year. Winning an 
award not only increases credibility for the 
investor, but also gives them an opportunity 
to showcase their hard work over 
the past few years. 
YPN spoke to six 
winners to find out 
a little more about 
them, their 
business and 
what winning 
means to 
them.

Jack Jiggens and 
Ben Richards
XP Property
HMO Property of the Year (under 6 rooms)

Jamie York
Aspire Property Group
Property Investor of the Year 

Property Trader of the Year

Dan Buchan
Aspire Property Group
Property Trader of the Year 

Andy Babbayan
Target 5 
Commercial Conversion of the Year 

Max Rayner
Stuart Clinton Property
Young Investor of the Year 

Alfred Dzadey
Real Property Ventures
New Property Investor of the Year

WINNERS 
FEATURED 



beginnings, Jamie and I have grown a 
property trading business with a team 
of 20 and growing, and have sold over 
£75,000,000 worth of property. 

Max Rayner: Prior to winning The Young 
Property Investor of the year award, we 
were a small company set up with the 
sole purpose of breaking out of the 9-5 
and leaving a legacy in our late fathers’ 
names. I started out with a few BTLs after 
my father (Stuart) died, and my business 
partner Alex Baker had a background in 
engineering before his father (Clinton) 
died. Stuart Clinton Property was born in 
2017 and was a small property investment 
and development company focusing on 
HMOs and co-living spaces across the 
Midlands and South East before we turned 
to solely focusing on care and supported 
living in 2020.

Alfred Dzadey: A few years ago, I had 
no knowledge/experience in property 
investment. My first step was getting 
educated in this space and I ended up 
signing to a programme that was £25,000 
to teach and mentor me on property 
investment. It was a very hard decision 
at the time because I was emptying my 
bank account! If I couldn’t invest £25,000 
in myself to level up, become wiser and 

increase my chances of building wealth, 
then how could I put it into bricks and 
mortar? Throughout the training, I realised 
I wanted to pursue HMOs because they 
offer a large cashflow which correlates to 
my job earnings and ownership of assets 
over long periods of time. People will say 
HMOs aren’t something you start off with, 
and while I agree, I also believe everything 
is possible with the right level of focus 
and resource. I have now gone on to do 
multiple HMO projects, all documented 
on my YouTube channel and social media 
platforms, and I have raised over £1m in 
private finance to help build my property 
portfolio of HMOs for students and young 
professionals. 

What was your 
motivation to put 
yourself/the project 
forward for the award? 

XP Property: We were nominated by one 
of the judges, but we wanted to share 
this project because we believe it has 
many facets of expertise. It encompassed 
commercial, residential, sales, lettings, 
planning and development. 

Jamie York: The Property Investor Awards 
is all about celebrating excellence in the 
industry, and that it’s something I strive for 
as an individual, for my team, clients and 
for Aspire to enable us to give that high 
value. So the Awards, and their ethos, were 
very much aligned with ours. 

Dan Buchan: The Property Investor 
Awards are something I’ve followed for 
years, and have always seen it as the 
pinnacle of the industry. Being finalists in 
2018 and 2019, I was really eager to push 
for the win this year, and we’re very proud 
that our striving for continuous growth has 
allowed us to reach that goal. 

Andy Babbayan: The project was a 
large dilapidated bank with ancillary 
accommodation above, and we created 
four flats above and two commercial 
units below. Whilst we have had a lot 
of successful deals, the combination of 
capital uplift, more than £400,000 profit, 
and a great return in a high value area 
made this an exceptional project for us. 
We worked for a number of years on 
mixed use developments and commercial 
conversions, and felt it was the next 
step in receiving recognition for the hard 
work our team have put in. The Property 
Investor Awards really are the benchmark 
and the most important award you can 
win in this industry. 

Max Rayner: To be honest we didn’t think 
we had a chance. Because of Covid we 
had our tunnel-vision goggles on. We 
were not really in big contact with other 
investors and therefore weren’t really 
looking at what others were doing. We 
knew we had worked extremely hard and 
had pulled off some pretty big projects 
that we were proud of, but I guess I just 
assumed everyone else was doing the 
same. It was only when we had completed 
the projects and people started to hear our 
story that we were encouraged to apply.

Andy Babbayan: I bought my first 
property in 2003, which was at the 
same time I joined the Army. Any 
money I saved was used to buy 
more property with my brother 
in the Midlands. Our first HMO 
was in 2005. I left the Army in 
2009, moved to full-time property 
in 2012, and a year later Target 
Five was incorporated. We focus 
almost exclusively on commercial 
conversion into mixed use, 
residential or HMO. We have now 
completed more than 450 projects, 
both on our behalf and for clients. 

Alfred Dzadey: If I am honest, 
my good friend Thabo Nhlangano 
pushed me to put myself forward. I 
wasn’t going to apply but he said I 
had nothing to lose and all to gain. 
It made sense to me so I went for 
it. I applied for three categories, 
became finalists in two categories 
(Young Property Investor of the 
Year 2021 and New Property 
Investor of the Year 2021) and won 
New Property Investor of the Year 
2021. I knew that if I could win an 
award, it would bring me more 
exposure in the industry and build 
my credibility in what I do property 
investment-wise. This was an 
opportunity for me to showcase all 
the work I had put in over the past 
18 months, so why not put myself 
out there? Hopefully, in return, I can 
show others what is possible in 
the property investment space so 
they can go on to believe and do 
the same!
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What have you learned 
during the process? 

Jamie York: Over the past year, I have 
learned to celebrate the wins far more. The 
Awards definitely helped me feel that sense 
of pride, which prior to this year, I hadn’t 
properly allowed myself to do. It provides 
the opportunity to reflect on your journey to 
date and look back at where you started … 
in our case, it was starting deal packaging 
in a bedroom in Leeds! It’s that unusual 
combination of reflecting and feeling proud 
that creates a surge of energy to push you 
forward and achieve even more. The other 
finalists are inspiring and all have slightly 
different backgrounds and experiences, so 
you learn a lot from everyone involved. 

Dan Buchan: The process really makes you 
reflect on the year. It’s incredible how much 
can be done in a relatively short period, and 
it’s only when you reflect like this you can 
see how far you’ve travelled. I think this is a 
necessary action for each business to take, 
to give yourself and those around you that 
pat on the back and say well done. 

Andy Babbayan: We had to amend the 
planning situation because we had quite 
complex building control issues with the 
kitchen and bathroom ventilation. We had 
party wall issues with both neighbours, but 
we built such a great relationship with one, 
he has sold us the neighbouring property! 
The quality of the workmanship, intelligent 

use of space, relevance to the market and 
provision of all new residents makes this 
exceptional. 

Max Rayner: We have learned to work 
smart and trust people to do their jobs. If 
you try to micromanage or do everything 
yourself, the end product will not be as 
good. I know people say it all the time but 
it just so true, do only what you are good 
at and leverage the rest. Don’t be afraid 
to spend the extra money as opposed to 
saving a few short-term pennies. Your 
future product and reputation will thank you 
for it as a result.

Alfred Dzadey: There are a lot of lessons 
on this property investment journey but 
resilience has to be the number one for me. 
I have had so many trials and tribulations 
with this property investment journey. I am 
always being tested and I think my ability 
to problem solve has helped me on my 
way, as well as having a solution-orientated 
team to help resolve problems that arise. 
We all have a can-do attitude, nothing is 
impossible and there is always another 
way. It might not seem like that in the 
moment, but you must shift your focus to 
finding out other ways rather than focusing 
on the problem and asking “why me?”. I 
once had to raise £110,000 on the week of 
completion because investors pulled out 
last minute, and I managed it. I know I am 
my most creative when under pressure so 
I embrace it. It’s not for everyone but if you 
can learn to let the pressure make you more 
resourceful it’s definitely a powerful tool to 
have in your arsenal.

What will winning the 
award(s) mean for the 
future of your business? 
XP Property: It’s a great accolade to have 
behind us as it shows credibility for our 
team and expertise. As a young company, it 
helps our existing and future shareholders 
gain trust in our abilities. We’re aiming 
to host some accountability groups this 
year for SME property developers early in 
their careers, and we hope that this award 
will help bring in top-level candidates that 
really want to push for success and share 
knowledge. 

Jamie York: I always say that without my 
business partner and my team, I couldn’t 
achieve or do half the things I do – so I 
hope it gives the team the same sense of 
pride it has given me. It will enable us to get 
excited and push forward to achieve even 
more in 2022. For any business or service, 
I think having recognition of excellence 
in what you’re doing is so important, as it 

means that the value and integrity within 
our business is recognised to a high level in 
the property investment industry on a wider 
scale. 

Dan Buchan: Winning the award brings 
great recognition to our hard-working team, 
and credibility to our company allows us 
to attract more incredible talent, and to 
help others in property achieve their own 
awards. 

Andy Babbayan: Target Five have never 
advertised; all business has historically 
been by referral and recommendation. 
Winning this award will definitely help to 
raise our profile in the investor community, 
but more importantly will build on our 
existing credibility and recognise the hard 
work of the T5 team. 

Alfred Dzadey: Simply, it will mean 
more recognition, credibility and more 
responsibility, making me a public figure/
expert in the property investment industry. 
I hope it will attract more invites to do 
talks/speaking events, podcast/YouTube 
interviews, and by doing these things I can 
continue to spread the message of what is 
possible. I will persist to grow further, and I 
have some big goals for this year. I am not 

XP Property: The main thing we 
learned was that one project can 
comprise several strategies. Other 
lessons included getting the parish 
council onside early, submitting 
pre-apps can be advantageous 
for optimising planning and 
ongoing rental income can be a 
saviour for cash flow (for example, 
during Covid). Finally, converting 
commercial projects to residential 
isn’t always the most profitable 
route, and private finance options 
offer more flexibility and are more 
important than banks. 

Max Rayner: We hope that winning 
this award will give us the platform 
to become industry leaders in 
the care and supported living 
sector. We’ve been quietly grafting 
away, working extremely hard to 
build a reputation for ourselves, 
ensuring that everything we do is 
of the highest quality and finish 
to prove that although we are a 
small company, we are capable of 
achieving great things. Our goal 
is to be developing larger scale 
top-of-the-range care villages with 
the use of new tech adaptation and 
to ultimately improve the way care 
is delivered. Winning this award 
is definitely a big push towards 
getting there.



the smartest guy, but I have the ability to 
find the best people, put a team together 
and bring my vision to life. This is what has 
given me the upper hand to scale quickly, 
and I will continue to do this to take me to 
new heights.

What’s your one top tip 
for other investors? 
XP Property: When seeking external 
investment for your projects, make 
sure you have more than one option as 
circumstances can change quickly. Also, 
always think about your competitive 
advantage when bidding on sites. 

Andy Babbayan: It’s important to know 
your numbers right from the start. Analyse 
and manage the risks involved and be 
prepared to pivot/change things when 
faced with inevitable challenges, and 
always have a solutions-based approach. 
Build your power team of network partners 
such as trusted solicitors, planning gurus, 
visionary architects and committed 
contractors. 

Max Rayner: Our greatest period of 
success began when we stopped 
obsessing about the money. When we 
came to the agreement to move into 
care and supported living we made the 
conscious decision to divert our targets 
away from rooms, properties and profits 
and move our focus towards how many 
vulnerable people we could help. One of 
our new mottos is now “People before 
Profit”. We are now working towards a goal 
greater than ourselves and working on 
something we are truly passionate about. 
It relit the fire inside of us that we hadn’t 
seen since the early days of starting the 
business and gave us more drive than 
ever before. If we were to give one piece 
of advice, it would be to find an area of 
property you are passionate about and 
to focus on the people. The money and 
success will come as a byproduct of doing 
fantastic work, and the journey will be all 
that bit more enjoyable because it will be 
in an industry you genuinely love.

Alfred Dzadey: Start with the end in 
mind – understand your why, goals and 
outcome to get clear on what it is you are 
looking to get out of investing in property. 
This will determine which strategies 
or tools you end up choosing. Invest in 
education by either investing your time 
to acquire information or by paying for 
courses. There are loads of resources 
available, so if you don’t have the money 
then you can tap into low-cost educational 
products such as books, podcasts and 
YouTube (like mine!). If you decide to pay, 
then it’s important to do due diligence 
on the course providers before selecting 
who to go with. Finally, surround yourself 
with people who are actively investing in 
your chosen strategy. This was a game 
changer for me, because being part of a 
mastermind group with made it easier for 
me to grow because I could tap into the 
network if I had any hurdles. Someone 
would always have advice on how to 
overcome them. 

Case studies
XP Property
Purchase  £786,000

Legals and  £40,000

transaction costs  

Development Costs  £660,000

Finance Costs £188,000

Sales costs  £7,500

TOTAL £1,681,500

GDV  £2.40m  

(Profit = £718k, Profit on GDV = 30.0%*)

*includes all costs and finance

Andy Babbayan
Purchase Price  £582,000

Rental Income  £90,000 PA

Gross Yield 10.82% 

Revaluation  £1.3m

Project ROI  56.25%

Jamie York: Consistency is key. 
I don’t think you need to have a 
certain set of skills or knowledge 
straight away – that can be learnt 
over time – but you have to have 
the passion, drive and commitment 
to keep going. Recognising it’s not 
easy from the offset is important, 
as it will stop you trying to race to 
a finish line you have in your heard, 
and instead enjoy the process of 
learning about the industry. And, 
even if you are at that higher level, 
don’t forget to keep investing in 
yourself. The industry constantly 
evolves, and we need to as well. I 
have been doing this for over 10 
years, and I still make sure I am 
educating myself further. 

Dan Buchan: Don’t delay getting 
started in property. If you said in a 
typical profession “you can go from 
nothing to millionaire in a number 
of years”, people would laugh at 
the idea. Yet in property, actioned 
properly, this is exactly what can 
happen. Getting where you want 
to get to requires time, and the 
sooner you start, the sooner you’ll 
get there. 

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T





By Richard Brown aka The Property Voice

Property Core Skills

Systems & Processes
In order to stay organised, on top of things, gain efficiencies, and especially to grow our 
property business, we will find it difficult unless we implement appropriate systems and 
processes. Here are some of the principles to consider:

Processes
This is how we do things, like prioritisation, scheduling and work allocation, time  
management, record-keeping and record key renewal/expiry dates. This leads to activities 
such as setting up filing and data storage, calendar/diary management and work methods 
(planned v preventative maintenance, for example).

SYSTEMS AND 
MARKETING

43

We conclude this series 
of articles on Property 
Core Skills; this month 
it’s another double-

header, as we delve into the world of 
systems and processes, along with 
marketing and promotion. 

Here’s a reminder of the property  
core skills:

1 Finding deals – sourcing

2  Finding funds – investment 
capital, debt & equity

3 Managing properties &   
 portfolios – tenants & toilets

4 Managing projects –   
 the  ‘doing’ part

5  Managing & understanding 
people – ourselves, tenants, 
funders, investors, suppliers, 
trades, professionals,  
clients, etc.

6 Managing our cashflow &   
 budgets – our ‘opex’ or   
 working capital

7  Research & analysis –   
or ‘due diligence’

8  Deal/investment criteria & 
analysis – what does a good 
deal/portfolio look like, how 
to pick between different 
options?

9 Systems & processes – the   
 apps, hacks & time-savers

10  Marketing & promotion –  
attracting an audience that 
can help to sustain us 
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Well, tenants are customers and other landlords are our competitors, so I’d say yes, 
we do ALL need to consider marketing and promotion. That said, much of what I 
will share here relates to going beyond basic landlording and considers the merits 
of attracting clients (additional income streams) and potential partners (additional 
investment), as that’s the key to real growth.

Rental/Sales positioning 
As a landlord, we should consider how to get our property into the top 25% of local 
property listings. That would probably mean, we have a great product (property), 
promoted in the best way (multiple listing sites, along with good descriptions, images, 
floorplans and video ideally), that generates the best returns for us (decent rent, with 
minimum voids). It’s actually not that difficult to get into 
that top quartile of listings in many areas; spending a 
little bit of thought, attention to detail and perhaps a 
couple of quid may be all it takes.

Sharing our story 
with a purpose 
If we are looking to attract key 
‘stakeholders’, such as clients and/or investment 
partners, then we need to share our story. Consider 
the who we want to reach (audience or 
‘avatar’), what we want them to know 
(content) and also the so what or 
what we would like them to think 
and especially do as a result 
(call to action). Remember the 
natural flow that awareness 
leads to building authority, 
which ultimately leads 
to taking action. Plus, 
people do business 
with people they know, 
like and trust, so there 
is a clear process to take 
people through … there are 
no real shortcuts. Finally, just 
be yourself and always act 
ethically, of course.

Technology & apps 

Consider how we can use technology as an 
aide (eg mobile and computer hardware), 
our choice of operating platform (tech-
wars: Apple v Microsoft v Google), property 
management systems, banking and 
accounting applications, general productivity 
tools (password managers, to-do apps, 
etc), project management applications 
(Trello, Asana, Basecamp, etc) and workflow 
integration tools (IFTTT & Zapier).

Property   
management  
method 
Self-management, partnership, insource/
delegate and outsource (agents).

TPV tip: Some people don’t really 
consider the need for systemising 
when they get started, whilst others 
can be prone to over-engineer a 
solution for their first buy-to-let 
property. I would advise using the ‘fit 
for purpose’ approach. Starting with 
something is better than nothing but 
at the same time, we don’t need to 
fall into the trap of spending inordi-
nate time and money on systems 
and processes for a few hundred 
pounds a month of rental profit. We 
can always adapt and add to our 
systems as we grow. Oh and … free 
is not always best when it comes 
to technology BUT sometimes free 
is more than enough – it’s about 
finding the right balance to fit our 
situation.

Marketing & 
Promotion
“But, I’m just a landlord, so why do I need 
to consider marketing and promotion?”



Richard W J Brown is the three-time 
Amazon Best-Selling author of  
“Property Investor Toolkit”, “#PropTech” 
and now also “The Complete Guide to 
Property Finance”.

My latest book release, The 
Complete Guide to Property 
Finance, is another great way to 
leverage, layer and even create a 
matrix of different property finance 
strategies to help us grow beyond 
what we might consider achievable. 
You might want to check that out! 

These Property Core Skills articles compliment a 
recent The Property Voice Podcast series. I hope 
you have enjoyed this series, if you’d like to see all 
of them collected into a single document, then just 
ask my assistant Karen, who can be reached at 
admin@thepropertyvoice.net and she will share 
them with you as a neatly bundled PDF document.

TPV tip: The key with marketing 
and promotion is consistency. It 
doesn’t matter whether we share 
a long-form blog post once a 
month or seven short stories on 
Instagram each day. The most 
important thing is that we have a 
schedule that OTHER people learn 
to expect from us and then we 
deliver it to them at the right times. 
My go-to book recommendation 
on this topic is ‘Known’ by Mark W. 
Shaefer.

We have come to the end of 
this series of Property Core 
Skills, concluding with systems 
and marketing. I hope you have 
enjoyed the series over the past 
several months and have pieced 
together the different elements for 
reference. Keep in mind that we 
can’t master all of them all at once, 
so take it steadily if you are new to 
this game. 

BUT … before I go, I do have 
a couple of additional bonus 
property skills that can literally 
change the game. They are 
Mindset and Leverage or the 
secret sauce as I often like to say. 
Master these two skills and you 
will go from incremental growth 
to exponential growth, just as I 
discovered a few years ago.

Mindset breaks down into belief 
(smashing through our glass 
ceilings), stretching beyond our 
comfort zone (literally a ‘growth 
mindset’) and an attitude of 
lifelong learning (to ‘sharpen the 
saw’ as Covey would say). 

Leverage is about doing more with 
less, or indeed doing something 
with nothing at times! It’s no 
coincidence that today’s share 
covers systems and marketing, 
which are also two great ways to 
leverage. We can leverage time, 
money, knowledge, networks as 
well as systems, marketing and 
even energy or momentum to 
achieve growth and scale in our 
property endeavours. 

Marketing channels 
There is plenty of choice and potential to get overwhelmed, 
especially when we start out. So align your choice of channel 
to your strengths. For example, if you are great with words, 
then consider starting a blog or write short-form posts 
on LinkedIn; if you are comfortable with video, share clips 
on Facebook or start a YouTube channel; and if you have 
a camera phone and filters and know how to use them … 
Instagram is a good option.

Keep in mind the following main content channels and 
platforms:

•   Reaching people we do know and through existing  
contacts = Social Media: Instagram, Facebook,  
LinkedIn, Twitter, etc.

•   Reaching people we don’t know at low-cost = SEO:  
Google and YouTube.

•   Selling and promoting our services = Distribution 
Platforms: Amazon, iTunes.

•   For Networking = live events (Meetup & Eventbrite), using 
forums and social media platforms to promote these.

•   Finally, to have a wider reach, consider PR, paid-for ads, 
affiliate	programmes	and	influencer	alignment.

Marketing 
content 
We have an array of 
options to choose from 
when it comes to content 
creation ideas; here are 
some …

•   Personal Content 
(original): our story, 
progress journals, case 
studies, etc.

•   Topical Content (piggy-
back): forum posts, 
news stories, answer the 
public/Google trends.

•   Content curation 
(borrowed): reviews 
and recommendations, 
interviews, tips, tricks, 
hacks, etc. 
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How to deal 
with demanding 

tenants
RICK GANNON

Hi everyone and welcome back to my article! All landlords, 
at some point, will have to deal with a demanding tenant. 

Here are my 10 top tips of how to nip any problems in the bud 
before they potentially turn into a much more serious issue. 



I hope that you find 
these tips useful, please 
check out my property 
management software 

Go Tenant, which will help you manage 
your tenants and properties all in one 
place, you can grab a free trial here: 
www.gotenant.co.uk

1  Have a system  
 in place for reporting   
 maintenance and for all  
 tenant communication

This way all calls will be logged should they 
need to be referred to and maintenance can 
be dealt with in a timely manner. You don’t 
need to over-complicate this – something 
as simple as a spreadsheet would be fine, 
or if you prefer to be more digital then 
consider using a system like Go Tenant, 
which gives the facility for the tenant to log 
all maintenance issues. The system will 
then date stamp and log all calls and you 
can refer back to this at any time should you 
need to.

10  Be polite and   
 professional 
Tenants are our customers, so you must 
make sure that any complaint or grievance 
is dealt with quickly and professionally. Treat 
your tenant just like any other customer – we 
need to have rules yes, but we also need to 
make sure that we are keeping our tenants 
happy. Less voids = more profit and less 
work for us.

9  Display recycling   
 and general waste   
 instructions above   
 the bins 

This will help your tenant understand 
what they can and what they can’t 
dispose of correctly and keep the peace 
in the house. It shows that you care and 
are being a responsible landlord.

8 Tenants like fast WiFi,  
so installing the fastest  
WiFi available will make  
the tenants very happy 
and keep them from 
calling you about the 
connection speed. 

There are literally loads of packages to 
choose from these days. I wouldn’t skimp 
on this – you will thank me later! Tenants 
will sleep on the floor if their bed is broken 
for a week before telling you, but as soon as 
the WiFi breaks, they will be straight on the 
phone. 

6  Have a police-   
 approved key safe 

Tenants very often lock themselves out, 
which can put a huge demand on your 
resources. It’s a great idea to have a key safe 
installed to prevent those late night call outs. 
And before you say that they can be broken 
into, so can a back door or a window – but 
burglary is burglary, and if they are intent on 
breaking in, they will break in anyway! Make 
sure that any key safe that you use is police 
approved, and that you have instructed your 
insurance company.

5  Be proactive on   
 rent day  
It’s a great idea to charge rent on the first of 
each month, this way you should only need 
to chase once a month. Make sure that you 
are proactive with any late payments, a quick 
phone call or text usually does the trick.

We take all of our rents via standing order, 
so they should (in theory) all land in the 
bank account overnight on the 30th or the 
31st. The best thing is standing orders are 
completely free of charge! A great tip here is 
to complete the standing order mandate with 
the tenant, ask them to sign it then post it to 
the bank yourself to evade any hiccups. 

4  Be a member of  
 a Property Redress  
 Scheme  
This will enable the tenant to lodge a 
complaint if they feel that they are not 
being dealt with in a timely manner. 
There are currently two schemes 
available to you, The Property Redress 
Scheme (PRS) or The Property 
Ombudsman, both offer a mediation 
service for tenants should they have 
an issue that you can’t resolve. I do 
need to point out that this isn’t a 
legal requirement for self-managing 
landlords (yet) but it is best practice.

3  Have a clear set of   
 house rules, which must  
 be explained to the   
 tenant when they check in

Ensure that they understand your guest 
policy and are aware of action that 
will be taken in the event of anti-social 
behaviour, etc. I have a document called the 
Harmonious House Policy, which is given to 
the tenant upon check in and is explained to 
them. It is a clear set of guidelines on how to 
live in a shared house and the need to take 
everyone’s space into consideration and it 
covers things like guests and loud music. 
Again, you don’t need a huge list, because 
nobody likes being told what to do, but you 
will need to set some guidelines.

2  Have a clear    
 maintenance policy  
Tenants need to understand it.  This 
will categorise the level of importance 
in each report. Maybe use a traffic light 
type system: red for urgent, amber 
for important, green for routine. When 
you check your tenant in, explain the 
system to them and how it works, 
and make sure that they have a clear 
understanding of their responsibilities 
and their expectations.

7  Employ a cleaner 
Tenants do sometimes forget to clean, 
which may cause others to become 
unhappy. Employing a cleaner at least 
once a fortnight will address this 
issue. A great tip is to ask your cleaner 
to also provide a roll of bin bags 
each time they visit, they only cost a 
few pounds and believe me this will 
take away any issues you have with 
tenants not buying them (they will fill 
the bins anyway).
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Hands up if you have spent 
money on marketing and not had 
the desired outcome?

Do you ever find that you are not 
getting the right level of response 
or engagement from the letters 
that you send out to property 
owners? Do you find that perhaps 
you are doing everything you can 
and yet it is all falling on deaf 
ears? 

For this month’s article, I thought 
I would share something a little 
different with you. Have you ever 
thought about who your customer 
is and, more importantly, how you 
can reach their needs? Marketing 
and social media have swiftly 
become the primary route to 
engage with mass audiences, 
whether you are looking to acquire, 
sell or provide a service. The key 
is knowing how to do it right and 
avoiding a splatter gun approach.

I have been targeting property owners to purchase 
/ acquire their property for over 20 years, and I 
have experimented with all sorts of marketing 
media and messages, including:

Multiple customer 
profiles
Here is what I found – get a pen and 
paper ready, because this is going 
to save you thousands – there is 
no such thing as a single avatar 
(customer profile). 

One of the most common marketing 
errors made in digital marketing is 
broad targeting. This usually results in 
one of the following problems:

1.     Brands and businesses who try 
to appeal to everyone actually 
end up appealing to nobody.

2.     Marketers who try to speak 
everyone’s language connect 
with nobody.

3.     Businesses who attempt to 
reach everyone spend way over 
the odds and (rarely) reach their 
target market (especially their 
ideal customer).

In fact, you need to create multiple 
customer profiles for the different 
style of advert / media you are using. 
The message also has to change 
accordingly. Here are a few examples:

Who needs a  
customer avatar?  
Short answer: Every business!

Long answer: Small and medium-sized 
businesses will benefit most from having their 
own customer avatar(s).

IT’S CRUCIAL THAT YOU REALLY KNOW 
YOUR TARGET MARKET.

Before we go any further, let me explain a little 
more about what an avatar is …

A customer avatar is a detailed profile of your 
ideal customer. It doesn’t make assumptions 
or categorise people into groups. The avatar 
focuses on one person and outlines everything 
about them.

“You could have the greatest product on earth, 
but if you’re trying to sell it to the wrong person”

A great marketing campaign promotes an 
amazing product to the right people, on the  
right platform, at the right time.
(Sources: einsteinmarketer.com, digitalmarketer.com)

Who Is Your Customer 
and How Do You 
Reach Them?

•   Leaflets

•   Takeaway menus

•   Shop windows 

•   Ugly marketing

•   Football grounds

•    Bus stops and  
train stations

•   Taxis 

•    Advertising in 
newspapers

•   Supermarkets

•   Funeral directors 

•    Website and pay- 
per-click adverts 

And the list goes on. I have spent hundreds of 
thousands of pounds trying to reach my target 
audience and perfect the art of creating the   
ideal avatar. 
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I sincerely hope this article makes you 
really think outside the box as to who 
your ideal client / customer is, and also 
hope that you take the necessary steps to 
address your marketing to reach them.

Contact
Mailing List  www.propertyinvestorapp.co.uk 

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 have a question you would like me to answer in an upcoming 
article, please feel free to email me: arsh@arshellahi.com and I’ll aim 
to answer as many as I can over the coming months. 

As a Property Sourcer

•    What kind of property are you going  
to source, eg below market value  
deals or HMOs?

•    Who is the person buying your deal?

•     What is the buyer looking for, eg 
cashflow	or	a	discounted	property?

•    Where will they buy?

This is quite difficult as there would be 
multiple customer profiles, and again the 
message would have to also cater for this.

Property investors, the customers of 
property sourcers, can look specifically for:

•   Below market value properties

•    Readymade and income-producing 
properties

•    Properties producing a certain level  
of	cashflow

•    Properties producing a certain ROI

•    Properties in a certain location

•    Properties that house a certain  
tenant type

•    Property	types,	eg	flats,	terraced,		
semi-detached

•    Property strategies, ie BTL / HMO/   
R2R	/	LO

How do you reach all of these? 
Unfortunately, there is no exact science. 
You would need to cater for each of them 
individually. 

As a property developer 

•    What kind of property are you  
looking to acquire? 

•    What type of property are you  
looking to develop?

•    Who is your end buyer and what   
are their requirements? 

A property developer selling a £500,000 
property would be looking to offer a different 
message to one selling a £75,000 property, 
to reach a certain style of purchaser – in 
this scenario a high net worth individual. 
Therefore, they would need to understand 
where this person would shop, the brands 
they align with and also their values. In 
addition to this, the tone, the language, the 
style and imagery would be vastly different 
to a developer who aims to attract first time 
buyers.

If we look at the variety of TV adverts that 
supermarkets produce, a Waitrose advert is 
pitched in a different way to one targeting 
your Lidl / Iceland shopper.

As a landlord 

Finally, as a landlord you should also create 
a customer profile of the kind of tenant you 
would be looking to attract. 

My ideal customer tenant profile is:

•    Male

•    Over the age of 35  

•    Either divorced or just come out   
of a relationship

•    Working	or	on	benefits	(I	appreciate		
this is very broad)

•    If	working,	earning	over	£1,200	pcm

•    Looking for a clean and warm 
environment 

•    Looking for a quiet place to live 

The adverts that I place on Spareroom and 
other property platforms accommodate 
all the above elements, so I attract this 
style of person. This method has worked 
wonderfully over the last ten years.

In conclusion …
“A customer avatar / profile should be a 
fundamental element of your marketing 
strategy. It creates a foundation for 
targeting and allows everyone in your 
business to understand exactly who you’re 
striving to attract.

Marketing campaigns that already know the 
specifics of their target market will always 
require less money and time, and provide  
a greater ROI.”

(Source: einsteinmarketer.com).

As a rent-to-rent operator

•    What kind of property are you  
looking to take on?

•    Are you going to approach landlord   
or agent? If so …

•    Who is your ideal landlord / agent   
to approach? 

Out of the three scenarios listed above, I 
personally believe this would be the easiest, 
as the people / companies you are looking to 
reach all have the main one issue: they have 
a vacant property. However, the customer 
profile may differ slightly as each may be 
dealing with different issues.

For example, a landlord could be dealing with 
any or a combination of the following:

•    The property has voids 

•    The condition of the property is not in 
line with the market and therefore suffers 
from high void periods 

•    Issues with rent arrears or damages 

•   Problem tenants

•    Struggling to manage or maintain the 
property 

•    Time poor 

These are merely a few of the many issues 
that a property owner may be facing. In order 
to reach this person, you could target your 
marketing around some of the issues raised 
above and hopefully your service will be able 
to address these, creating a win-win scenario.
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In this month’s issue, I wanted to 
highlight another investor who 
has been through our mentorship 
programme, most of it during 

lockdown – Lizzie Warburton. Below is 
her brief journey as a property investor, 
so over to Lizzie to tell the story …

In February 2020, I was CEO of an 
Entertainment Company and a full-time 
performer. Life for the last ten years for me 
had been glitter, sequinned costumes and 
the stage – my childhood dream had come 
true. I ‘lived the dream’, shall we say.

Being in the performing industry I feel has 
given me a resilience that no other industry 
can teach you. It’s cutthroat, you are in it to 
win it and in many ways it’s an extremely 
toxic industry to be in. You are weighed 
weekly; your mental health is constantly 
hit when you get 20+ ‘No’s’ before you get 
that one ‘Yes’ telling you you’ve got the job. 
It’s a wonderful 
world when you 
get the role, but 
the strength and 
the commitment it 
takes to continue 
on really does take 
its toll in the end. 
And the talent 
– jeez, everyone 
is intimidatingly 
amazing!

I’d always been good with money – 
whenever I could, I saved on my contracts. 
By the age of 25, I’d saved up a nice chunk 
and bought my first flat in London. An 
incredible moment I will never forget. We 
bought a small off-plan plot and worked with 
the builder on the development, going back 
every few weeks to watch the construction 
from the ground up. I was fascinated by 

Mark Lloyd

From sequinned 
leotards to high 
vis jackets!

the process and my clothes shopping soon 
turned into couches and ‘house bits’. 

I continued performing, saving more money 
with each contract, and then I started angel 
investing in 2017. A dancer friend of mine 
was starting to flip properties with her 
husband – I earnt 10% interest on each 

deal. Great! Way better 
returns than the bank, 
my money could 
continue to grow, and 
I was so intrigued by 
their business plan 
that I wanted to watch 
how they did it, so I 
eventually could do 
it too. 

I ended up with 
£20,000. I knew at 
this point that I really 

wanted to explore property further, so I 
decided to head to the Property Investor 
Show. It was here I signed up for a two-day 
course with Property Mastery Academy. That 
two days opened my eyes to a whole new 
world! I signed up to a 12-month mentorship 
with them and made the commitment to 
start the next chapter in my career. 

For me, mentorship was always the only way 
I’d move forward in property. I went to ballet 

My career had also switched up. I 
started presenting and was getting 
some great events through my 
company. I’d just got my first red 
carpet event presenting for The Urban 
Music Awards in February 2020, 
then Covid hit. Overnight, events 
shut down, I had overheads to pay, 
mortgages, bills, just like everyone 
else, but no work. Over the next six 
months my investment pot quickly 
dwindled, and I couldn’t furlough 
myself. I ended up on Universal Credit 
for four months  at one point.

For me, mentorship 
was always the 

only way I’d move 
forward in property. 

classes to learn ballet, singing classes to 
sing … so why would you not go to be trained 
by a property investor who’s doing what 
I want to be doing? I like to be hand-held 
through the process, to be taught step by 
step and as I was a total beginner I didn’t feel 
confident enough to risk my money. People 
are different, you have to do what’s right  
for you.

Our mentorship programme turned to Zoom 
and that’s genuinely what kept me sane and 
focused through 2020. We went through 
so many highs and lows together; they are 
a special group of people. Not liking to sit 
around, I decided to keep my presenting 
skills up by doing Instagram Live interviews 
– it was a fantastic way to network in this 
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anything is possible. I’ve even done a bit of 
sourcing over the year for some investors 
in the Liverpool area. I found a buyer for a 
£1.7m development and earned £34,000 in 
commission. It’s crazy what comes your way 
when you put yourself out there and say yes!

As for the future – I’m excited. I’ve got a 
stunning building in the pipeline which will 
be a four-storey house conversion into 
flats. It’s a complicated one – no deeds and 
unregistered on land registry. But I have 
helped the owner with an excellent solicitor, 
and the “possessory title” claim is going 
through as I write. 

My life is stupidly busy, with full-time 
presenting work and property full time too, 
but it’s all for the bigger picture. Next year I’m 
going to go away for a few months to work 
on an amazing animal conservation project. 
Animals are my other passion, and this is 
why I love property – it allows you to create 
any lifestyle you want. 

If I can conclude with one thing, it would 
be to tell everyone and anyone what you 
do. Incentivise them. Tell them you will pay 
a finder’s fee if they bring an off-market 
property to you. My latest flat conversion 
deal came off market to me through my 
mum chatting away to her friend at Bingo 
… “my daughter’s in property … she’ll buy it 
off you.” Thanks Mum – a 2% finder’s fee is 
coming your way with pleasure!

(to me) extremely new industry and I hope 
that others learnt a lot with the interviews 
too (the general feedback was always 
very positive anyway!). I interviewed some 
amazing developers and investors, I learnt so 
much, I was inspired daily and realised that 
the cheesy line my mentors would say to  
me really is true: “Your network is your   
net worth.”

I was constantly (and still am) overwhelmed 
daily, but I would go to bed buzzing. Learning 
different strategies, talking to different 
people all around the UK, I switched and 
changed my mind constantly with what I 
wanted to do in property and definitely got 
‘shiny penny syndrome.’ I wouldn’t change it 
though, I’m so glad I learnt a little bit about 
a lot, so I could make a more informed 
decision a year later about what I wanted out 
of my property portfolio.

Wanting to niche my presenting work 
now to home and lifestyle instead 
of entertainment, I went hard on the 
messages to companies. Property 
TV responded, I went into their studio 
to test, and that summer I filmed 
their second series for Sky TV. If you 
take one thing from this interview it’s 
“put yourself out there.” My network 
has expanded tenfold, I’m now fully 
backed by investors and have the 
most incredible support system 
around me.

Fast forward a year, I am now full-
time presenting, working on some 
incredible property channels and 
building my portfolio on the side. I 
script write and create content for 

these businesses as well as present, so it’s 
pretty full on but I love it!

As for my portfolio … social impact 
is a big part of my reason ‘why’, so I 
am currently purchasing properties 
I can convert into HMOs for asylum 

seekers, homeless people, and 
people	with	learning	difficulties.	

HMOs were my main cashflow strategy but, 
if money was no object, development was 
always the big dream. I started to write out 
my five-year plan and quickly realised – I 
needed more than one strategy to coincide 
with my HMOs. Unless every deal you do is 
an all money out or, as most people know it, 
the BRR strategy, you are going to run out of 
money. It was at this point I decided I also 
needed to “sell to grow.”

I found a gem of a flip deal through an 
estate agent I met through Instagram. I 
crowdfunded for the money through Max 
Crowdfund and raised the investment 
amount in eight minutes … I couldn’t believe 
it! The profit from this deal will go straight 
into a deposit for another HMO. I really do 
believe all investors should have some sort 
of flipping/selling strategy going on, so you 
can grow your portfolio quicker. 

I’ve just bought my first lot of land, money 
raised again through investors, and have 
planning permission for two semi-detached 
houses. I will again sell these to then buy  
and hold a longer-term investment.

Property has made me realise that you 
are only as small as you make yourself. 
If you are focused, set specific goals and 
targets, with the right people around you 

Mark Lloyd is one of the main mentors 
behind Property Mastery Academy’s  
successful Mentorship Programme.

For more details visit:    
https://propertymasteracademy.co.uk/en-gb  
or you can schedule a call directly with Mark here: 
https://bit.ly/PMACALL
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Max Scott

Failing: 
The Art of Success

Fail well
It is essential we learn to fail well. We must 
learn not to fear failure, but instead to move 
towards it.

Fear has its purpose; it is deeply rooted into 
our survival instincts. Fight, flight, or freeze? 
If you hear an unfamiliar sound or see an 
unfamiliar animal, better get out of here. It 
has kept us alive and served us in the past. 

In this day and age however, virtually nothing 
carries the level of risk in our lives that this 
deep-rooted instinct was designed for. Yet it 
is still active; in challenging meetings, when 
someone cuts you up driving, when dialling 
the number of an important call, when facing 
an opportunity to be rejected, when you 
might fail.

We cannot change the fact that fear exists, 
but we have to adapt and change our 
perspective of fear. Physiologically, fear and 
excitement are almost exactly the same 
emotion, it is how we interpret them that is 
different. 

We must not let a fear of failing prevent us 
from action. We need to find the right level 
of fear that motivates us into action, without 
absorbing the fear and feeling anxious. 

We have to face our fears, we must learn 
to get comfortable feeling uncomfortable 
– actively seeking the discomfort that lies 
outside the zone of our current capabilities. 
This is where we grow and become capable 
of more.

Review the black box
Action with unknown outcomes may seem 
risky and staying in your comfort zone may 
feel safe, yet in reality the opposite is true. 

Henry Ford said: “Failure is simply the 
opportunity to begin again, this time more 
intelligently.” 

Failure is only feedback and if you learn from 
your mistakes, they actually add value. 

After an accident in the airline industry the 
black box is reviewed, gaining feedback with 
the aim of reducing the likelihood of and, 
hopefully, preventing that issue leading to a 
fatal crash again in the future. 

Black Box Thinking is a principle embodying 
the willingness and tenacity to investigate 
the lessons that often exist when we fail, but 
which we rarely review. This is similar to the 
Navy SEALs AAR, After Action Review:

1. What was supposed to happen? 

2. What actually happened?

3. Why was there a difference?

4. What can we learn from that?

Without trial there is no error, with no error 
there is no lesson and with no lesson there 
is no improvement. So we only truly fail if we 
fail to learn. 

Every expert was once a beginner and 
everything great that’s ever been achieved 
was at one point considered impossible. 

Nearly anyone who has accomplished 
something incredible has failed repeatedly 
on the route to success. Michael Jordan, 

52

Many view the world as in 
absolutes: black and white, yes 
or no, failure or success. Rarely 

in life do such absolutes exist, however, 
and this is especially true of failure and 
success. 

Failure and success are so interconnected 
they are actually interdependent. You 
cannot have one without the other, there is 
no success without failure and no failure 
without success.  

“If you are not where you want to be in life, 
you probably haven’t failed enough.” These 
are the words I see on a poster near Hyde 
Park on the way to my bi-weekly walk and 
talk with my friend and business partner 
Ben. I found myself thinking about that 
statement over and over again. About 
how true it was and what success I had 
achieved after repeated failed attempts. 
Questioning myself: Was I where I wanted 
to be? What was I afraid of failing at? 
What action was a fear of failure holding 
me back from taking? 

This was the start of me relentlessly 
thinking about how our perspective of 
failure shapes our lives.

Everyone knows someone who says they 
“can’t be bothered to do that” or “aren’t 
interested”, whilst suspecting that in reality 
they simply don’t want to try and fail. But 
why are we so afraid to try and fail? 

In the film Little Miss Sunshine, the little 
girl Olive tearfully said to her Grandpa, 
“I don’t wanna be a loser.” To which he 
replied, “… D’you know what a loser is? A 
real loser is someone who’s so afraid of not 
winning, they don’t even try.” 

Coming from a background in  
professional gambling, we have perceived 
losing, risk and reward differently to most. 
We are happy to lose, we just want to win 
more than we lose.

The fears we 
don’t face become 

our limits
Robin Sharma

We are more often frightened 
than hurt; and we suffer 
more from imagination 

than from reality
Seneca



one of the best basketball players of all time, 
once said: “I’ve missed more than 9,000 shots 
in my career. I’ve lost almost 300 games. 
Twenty-six times I’ve been trusted to take the 
game-winning shot and missed. I’ve failed 
over and over and over again in my life. And 
that is why I succeed.” We learn to succeed 
by failing.

Even then, nothing fails like success. 
Success outgrows itself and becomes a 
victim of its own success. This happens 
because once something succeeds there is 
another level. Another level brings another 
devil and more challenges, and this can 
never continue without failure along the way. 

You can’t stop either, the world does not 
stand still. What is needed to succeed 
evolves – nothing has stood still and also 
stood the test of time. Too many companies 
are operating in the information age but with 
an industrial revolution mentality. Speed of 
implementation is more critical than ever. Be 
agile, adapt and refine continually … or get 
left behind. Fail first, innovators and early 
adopters win biggest.

Contact
Max Scott is the managing director of 
Star Property.

Instagram  @StarPropertyUK

Facebook  StarPropertyUK

Email  hello@star-property.co.uk

Set 
Ambitious 

Goals 

Face 
your Fears 

and Leave your 
Comfort 

Zone

Succeed

Take 
Big 

Action

Fail Learn

Success consists 
of going from failure 

to failure without loss 
of enthusiasm

Winston Churchill

As property investors and entrepreneurs, 
we have a lot of spinning plates. Each plate 
contains objectives with obstacles in the 
way. At points it can feel like we are staring 
down the barrel of problems so big, we may 
not be able to overcome them.

No matter how tough it seems at the time, 
we must persist in the face of failure. If you 
can cultivate the mindset that overcoming 
the obstacle in front of you will take you 
closer to your goal, taking the hard path 
becomes that bit easier. 

When it doesn’t seem like there is a solution, 
the problem is probably the person looking, 
or as Captain Jack Sparrow put it: “The 
problem is not the problem. The problem is 
your attitude about the problem.” There 
is a solution for every problem, we just 
need to find it. 

Obstacles can feel like red lights but 
they are not stop signs. Red lights 
lead us to green lights. So when 
there is an obstacle in our 
way, rather than avoid it, we 
must go towards it. What 
was in our way becomes the 
way. The obstacle is the way. 

Results do not always come 
straight away. You can feel you 
are working hard and doing 
all the right things, without 
succeeding. One of the most 
valuable skills in life is to learn to 
handle the tough times well. If we 

persist then we will always succeed, for with 
enough consistency even a gentle drip will 
wear away rock. 

Most people give up just before the point 
they are about to break through and achieve 
what they set out to. Chinese Bamboo grows 
beneath the surface and doesn’t break 
through the ground for five years. After five 
years, once it breaks through the ground, it 
will grow 90 feet tall in five weeks! 

People fail their whole lives before becoming 
an overnight success. Thomas Edison 
failed over 10,000 times before successfully 
creating the first electric lightbulb. He 
famously said: “I have not failed. I’ve just 
found 10,000 ways that won’t work.”

No great achievement is easy, otherwise 
everyone would do it. This is why we have an 
edge and why so many opportunities exist. 
Most don’t have the heart, the gumption or 
the persistence required to see something 
through.

If you are not failing, your goals aren’t big 
enough. If something is important enough to 
you, you will always find a way to achieve it. 
So the bigger your goals are, the bigger your 
‘why’ needs to be. 

When your why is strong enough, the how 
will take care of itself. 

Trust the process. If you take the right 
action, the results will come. We fail our way 
towards success because failure is success 
in progress. We can only be successful if 
we fail.

Face your fears, take action, fall in love 
with failing and fail more. Then you will be 
successful.

Go for “no”
Failing is not finite. We have to fall in  
love with failure and go for no. 

Cognitive reframing is a psychological 
technique designed to fundamentally 
shift our perspective on how we see 
something. The book “Go for No!” does 
exactly this. Most people fear rejection, 
they fear hearing the dreaded word “no”.

“Yes” is the destination, “no” is how you  
get there. Go for No!

By reframing how you view a no, your 
perspective can shift and the way you 
interpret a no is different. If it is your aim 
to hear a no, when you have been rejected 
you have also succeeded. You stop 
wasting energy worrying about hearing no, 
you stop wasting time avoiding action that 
could lead to a no.

Colonel Sanders was 65 and living on 
social security cheques. His secret recipe 
of Kentucky fried chicken was rejected 
1,009 times before he received his first 
yes. J.K. Rowling’s Harry Potter novel was 
rejected by 12 different publishing houses 
before Bloomsbury accepted it. She said: 
“It is impossible to live without failing at 
something, unless you live so cautiously 
that you might as well not have lived at all 
– in which case, you fail by default.”

It’s all a game. Aim to hear no as many 
times as possible and yeses are inevitable. 
Aim for failure and you will find success.
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Rupal Patel

Say Yes to 
Adventure

What I am encouraging is that we at least 
consider saying yes the next time adventure 
comes by our door. It might come in the 
guise of a new business venture. Or a 
book idea. Or a trip to Nashville. Or a walk 
around that museum we pass everyday. 
Or confessing to someone how we truly 
feel about them (good or bad!). Or having 
a conversation with a total stranger who 
strikes us as interesting.

Going on an adventure isn’t about bungee 
jumping and skydiving; it’s about finding the 
thrilling aspects of the things we encounter 
every day and letting ourselves be thrilled 
by them. It’s about (at least sometimes) 
choosing joy over ROI. About saying yes 
sometimes when we might otherwise have 
said no. And for me, it’s about living the type 
of life that will take me on all the physical, 
emotional, and mental highs and lows I can 
cram into my brief time on this amazing 
planet.

So, as you look to the week ahead, and next 
month, and next year, what adventure will 
you say yes to? What adventure will you 
allow into your life that will stretch you, grow 
you, nurture you, or simply make you smile, 
then laugh, when you look in your closet  
of life?

I’d love to hear all about it.

Now before you question my sanity – or 
lifestyle choices! – for owning a dress that 
comes with a harness, let me hasten to 
explain that it was the dress I wore for the 
Opening Ceremony of the London 2012 
Olympics.

The ugliness of that dress makes it all the 
more endearing, because from so much ugly 
came so much beauty: I became friends with 
three amazing creatives who were fellow 
volunteers, and am still close friends with 
them now. And I got to be a part of a once-in-
a-lifetime event in an up-close-and-personal 
way. I mean, when else was I going to be in a 
world-class sports stadium rubbing elbows 
with world-class athletes?

Being a volunteer for the London 2012 
opening and closing ceremonies was one of 
the best adventures of my life. And I spent 
that summer eating horrible boxed lunches 
(cheese sandwiches, Pringles, and Nature 
Valley bars EVERY DAY for two months) 
instead of doing the “smart” thing for my 
career, which would have been to get an 
internship with a top-tier consulting firm  
(I was an MBA student at the time).

But I didn’t choose “smart” that summer, I 
consciously chose adventure. Because one 
of the guiding principles I try to live my life by 
is to always say yes to adventure.

My friends, life gets shorter each day, and as 
high-achievers with big ambitions, we can 
get so consumed with achieving and doing 
and growing and learning and accolade-
collecting that sometimes we forget about 

fun. Sometimes we forget 
that we need work AND play 
(even when work already feels 
like play). And sometimes 
we forget that adventure can 
come around every day if we 
are open to seeing it.

I’m not advocating hedonism 
or the mindless pursuit 
of new-ness or throwing 
responsibility to the wind.

One of the biggest 
adventures I have gone 
on is the adventure of 
being a writer and author. 

And this month, my adventure as a YPN 
contributor comes to a close, just as my 
adventure as a book author begins. My 
book, From CIA to CEO: Unconventional Life 
Lessons for Thinking Bigger, Leading Better, 
and Being Bolder will be published by Bonnier 
Books UK this Spring! I’d love for you to  
pre-order a copy on Amazon, buy it in your 
local bookstore, or just come say hi at 
www.rupalypatel.com. Wishing you 
abundance and adventure till we meet again!

I was standing in front of my closet the 
other day packing for a work trip when 
out of the corner of my eye I caught sight 

of a hideously ugly dress that made me 
smile and then laugh hysterically. (Don’t 
worry, there is a relevant-to-you point 
coming!)

The dress in question is extra-wide A-line 
with poofy white sleeves, life-sized faces of 
strangers covering the front and back, and 
has two large slits near the neck for a  
harness. Oh, and it’s made of neoprene.

Because one 
of the guiding 
principles I try to 
live my life by is 
to always say  
yes to adventure.

5555
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5 Rules about Data 
that Should Be Part of 
Your Property Strategy
John Penquet

The UK property 
marketplace is 
a vast, ever-
changing beast, 
which has a 
multiplicity of 
triggers,	influences	
and catalysts for 
change. For many, many 
years people have sought to 
explain and justify what happens; 
what causes the change, when 
and how.

Sadly for us, these attempts have 
repeatedly fallen flat, been wrong 
and often the complete opposite 
to what happens. Why is this? 
Why does the cycle of mistakes 
keep happening? How can we miss 
huge changes that are just around the 
corner? I think I have part of the answer 
and will try to explain in the following   
5 Rules:

1  A simple theory or   
 explanation is more often  
 than not, wrong

For years now, I have heard people give a 
simple anecdote to a complex explanation 
of the property market. Have you heard 
comments like “buy near schools”, “source 
property within X miles of a train station”, 
and “check demand with local agents”? I 
know I have. Sadly, a lot of these myths and 
legends are untrue, or at best untrue in many 
locations.

The property market locally, regionally and 
nationally moves and shifts based upon 
specific demand. As investors, we must seek 
to model and track this change, so that we 
find sudden increases in value, driven by 

demand. This is a fundamental basic that 
is missing from many property investor 
strategies. One reason for missing this is that 
a sizeable majority of investors do not have a 
process to measure demand efficiently.

We also depend on other people and their 
perception of what is happening. I don’t 
need to remind you how badly evident this 
was during the first Covid lockdown of 2020, 
when pundits and professionals rushed to try 
to explain what might happen next, without 
using any data, modelling or statistical 
basis. Even at a very local level, specialists 
often mix facts with opinions. This is highly 
dangerous – opinions can be correct, but can 
also be wrong, and that’s before you throw 
in some bias. The truth is that good, simple 
measurements using basic data can deliver 
a far greater insight into an area than asking 
for opinions

2  You can make money and  
 even recycle funds using  
 market growth alone

This strategy is my favourite because it takes 
so little resource away from me and my 
businesses. In simple terms, I source specific 
properties in specific areas that will grow by 
the most value in the short term. People ask 
what my preferred strategy is, and in truth 
this is my ONLY strategy. It’s why my portfolio 
is diverse; different types of deals work in 
different areas, and these constantly change. 

For example, in one UK postcode area where 
I invest, properties are forecast to grow 8% in 
the next 12 months. However:

• HMO properties are forecast to fall  
in value by 1%

• One-bedroom flats are forecast   
to grow 4%

• Two-bedroom houses are forecast   
to grow 5%

• Three-bedroom houses are forecast  
to grow 14%

This is because there is an imbalance in the 
local market. Lots of smaller properties are 
available (and indeed being created), but few 
family homes. The local area demography 
is important, the average age in the area is 
increasing, so traditional family homes are 
needed/in demand.

Furthermore, let us assume we buy a 
£100,000 property and achieve the 14% in 
one year, and then a more modest 8% growth 
in year two. Such growth would mean the 
property is now worth £123,000 assuming it 

John Penquet is an active investor, landlord, author and 
entrepreneur. He correctly forecasted the growth of property 
values at the start of the Covid pandemic and published the book 
“Property Truth or Dare” to help investors better understand how 

to measure future risk and opportunity. In this article, his first for YPN, 
he reinforces the importance of data research when investing in property.
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is the same property (not updated or having added 
any value to it).

At 80% LTV of this new value, I could receive 
back almost all of my money from the deal by 
remortgaging (about £1,500 left in). 

In my own portfolio, I only buy properties in areas 
that can deliver all money out within a two-
year cycle, before the value-added elements of 
refurbishment and development.

Ironically, these past two years have been perfect 
for this type of strategy, yet many still do not 
consider simple modelling of local market hotspots.

E: data@ultimate-landlord.com 

W: ultimate-landlord.com 

Facebook: facebook.com/groups/ultimatelandlord

5  Most of this ‘data  work’ 
 can be automated

Big data has been a buzzword for well 
over a decade, but truth be told, data 
is only useful if we can use it. The 
property industry has lots of great 
data resources, but sadly these are 
all in differing formats and in different 
places, so gathering and comparing 
this data quickly and simply is, well, 
difficult. 

First of all, we need to be far better 
at reading the future market trends. 
As I write, my mailbox is full of 
predictions and opinions from people 
who got it wrong in 2020, and in 
2021. My predictions in my Property 
Market Forecast were created using 
simple, publicly available data and 
then modelling what impact each 
set of data has on the other. This is a 
complex process and requires some 
skills with data. 

There is a big BUT to this though. 

Much of this can be automated. I 
give away my market read for free, 
but in truth you need to do a market 
read for your areas of investment 
and keep it up to date. I call this a 
property dashboard, keeping a track 
of my area using software and data 
to consolidate everything I need 
into one simple suite of reports. You 
can and should setup a process for 
gathering and reading data for your 
investments, as this powerful insight 
can help us all to grow more quickly, 
whatever the strategy, location or 
budget. 

You can even use data and software 
to find deals quickly, without endless 
searching. I don’t like to spend more 
than one hour per week reviewing 
on-market opportunities, so I get 
software to filter through everything 
for me. I also can react more quickly 
to good deals, getting my offers in 
before others.

4  You can influence the   
 market and your position  
 in it with insight

Once you master the simple skills of comparing 
areas and property types in real time, and invest 
into the property just at the right time, you can 
then work to set the standards, not just for  
style and design, but also price.

Often an area has a change that is reflected 
in the population but not in house prices. 
For example, in a local area a new employer 
may bring higher incomes to that area. This 
increases the available income for housing 
costs. Time and time again, we see a delay 
between a change in employment income in a 
local area, and housing prices/costs catching 
up. I work with my team and with others to use 

this data to forecast where the market ‘can 
afford to grow to’ and invest into these areas of 
growing affluence. These locations often see 
a spike in prices, but only after demand has 
cycled through to sales. By investing into these 
areas, I can influence my own property values 
in the future.

I also use my research to help agents and 
property sourcers to understand that the 
market needs to move upwards in future, 
consolidating my investment growth.

This can only be done by being sure we are in a 
cycle of growth – so having the right insight is 
critical. Make a mistake or guess and you could 
not only lose out on potential growth in a better 
area, but also there is reputation damage and 
worse still, issues with refinancing 
at a later stage.

3  The best way to invest is to get  
 to know the area statistically

Investing in an area requires a good knowledge 
and understanding of the market but often, 
even when we invest in the areas we live, we 
miss signs of emerging opportunity and of 
spikes in demand.

Measuring this demand helps us to know what 
and where, even down to full postcode level, 
will perform best. I have attended countless 
networking events and meetings where I have 
asked what type of property in what location 
is the highest demand and every single time, 
without fail, people have either not known 
or worse still, thrown in a guess based on 
anecdote. We cannot reach our full potential 
by behaving this way and run significant risk of 
buying the wrong property, in the wrong area, 
or at the wrong time, and worse still, combining 
these.

You can use quite simple data techniques to 
identify hotspots of demand. This requires us 
all to collect local data and measure it, perhaps 

once every few months. I’ve helped myself, my 
businesses and hundreds of investors to learn 
how to do this, notably more now that we are in 
a period of UK wide volatility.

When I talk about data and statistics, what I 
actually mean is INSIGHT. Insight into what 
is likely to happen next, purely based on the 
numbers, not opinions or observations. This 
speeds things up, makes searching for deals 
more precise and concentrated, plus it adds 
an element of confidence and risk reduction to 
investment.

My insight process is totally focused on 
demand for property. This tells me where 
properties are more in demand than before, 
and elsewhere. In doing so, I negate the need 
to know precisely what the cause for growth 
is – just that there is going to be growth. If a 
new school, business, infrastructure project or 
transport development is planned, that can be 
hard to track all over the UK, but by knowing the 
signs in the data of one of these developments 
happening, I can simplify the process of search 
for key areas
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Case Study 
Swansea Road

Data for this area suggested extremely 
high demand for three-bedroom 
properties for working professionals. 
Area property values had a big gap 
between two- and three-bedroom 
properties, and the gap between dated 
and modern presentation prices for 
both rental and sales was much  
higher than normal.

Insight: to buy a suitable two- to three-
bedroom conversion with unique /  
period features.

We found the property on an auction 
site, which had failed to sell. It was 
larger than normal two-bedroom 
properties, therefore a viable and 
low-cost three-bedroom conversion. 
Although very dated, the property was in 
very good structural condition, making 
a refurbishment more cost-effective. 
It also had potential for a decking area 
overlooking the canal and countryside, 
making for a unique marketing strategy 
to target young, professional couples  
and families.

Purchase price:  £45,000

Renovation costs:  £16,000

Expenses:  £8,000

Total costs:  £69,000

6 MONTHS POST PURCHASE

RICS valuation  £120,000

75% LTV mortgage:  £90,000

Money left in deal:  £0

Gross rent per annum: £7,500



Demand
The primary driver for change in Q1 and Q2 2022 is demand 
change. In simple terms, people are moving or buying in areas 
they were not buying before. 

Unusually, this has dampened demand in traditional high 
demand areas, and increased demand in what were recently 
lower demand locations. Without wishing to detail the full 
modelling processes for this, we all need to understand that 
this demand augmenting is moving us away from a national 
growth amount that is uniform, to one where growth levels 
vary far more than they have historically.

Share of mortgage approval shift
The home-mover share of overall mortgage approvals 
increased steadily in 2021, meaning that unusually, this 
activity has increased values without growth in first time buyer 
activity in many areas. There is the trickle-down effect at play 
in these areas, since higher demand drives both the rental 
demand for non-purchasers and for smaller units. 

Average household income growth 
geographical volatility
The correction of property values in many areas has been 
thought to be due to migration to lower value areas by people 
now more able to work from home. This theory is now 
beginning to filter into data, although work remains to model 
this through the year. Nevertheless, it is now being seen in the 
labour market, with average household incomes in several 
North West, South West and South East areas increasing 
much faster than the national average.

Stability
Whilst the global economy has been ravaged by the impact 
of Covid-19, property in the UK remains buoyant due to 
continued high demand/short supply. Furthermore, despite 
a recent rise in interest rates, relative costs of borrowing 
remain historically low, cementing the perception of stability. 
Mortgage availability remains strong, with pending relaxation 
in lending criteria likely to increase competition for mortgage 
business amongst major lenders.

Inflation 
General UK inflation is forecast to peak at 6% although the 
materials and labour market in property is likely to see much 
higher inflation. This will push values upwards nationally, but 
will be more keenly felt or observed in areas where the ratio of 
income to average house price is lower than other areas. 

The Property Market Read, Q1 2022

John’s research, reports and products are popular with hundreds 
of investors. His Landlord Research events and Ultimate Property 
Dashboard have helped clients all over the world to better understand 
the UK property market. Find out more at www.ultimate-landlord.com.

If you would like to learn more and keep a track of the 
data and research, get your full copy of The Property 
Market Read by Ultimate Landlord Research for free using 
this link: https://education1.ultimate-landlord.com

So what does this all mean for us?
2022 is forecast to be a year of growth for property, with prices rising in 
most if not all areas, but the gaps between the highest and lowest growth 
levels will widen, at least until Q3 in the latter part of the year.

•	 Turnover	of	stock	nationally	remains	at	approximately	2.7x	the	
average	in	the	three	years	before	the	2020	Covid	lockdown.

• Building and development work, whilst climbing back to pre-pandemic 
levels, is still not keeping pace with supply. The ratio of applicant to 
available	rental	property	in	the	UK	is	9.2:1,	the	highest	at	any	point	
since	we	began	recording	in	2019.

• The HMO market is forecast to begin to recover lost ground in 
university	towns	and	cities	where	demand	fell	27%	in	2020.	A	critical	
measure	for	this	is	the	expected	university	numbers	for	2022/23	
academic year, more of which will be shared in our next update.
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• All	regions	are	expected	to	post	strong	house	price	growth	in	2022
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•	 All	regions	of	the	UK	will	see	significant	rent	inflation	in	2022.

(Sources: ONS, Bank of England, UPD data, UL 2020 demand survey: asking rent price growth forecast Dec 22 vs Dec 21)

FOR MORE 
DETAILS …

The property market continues its correction in 
2022	and	in	doing	so,	presents	pockets	of	high	
and low growth across the UK property sector.
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The Importance 
of a Specification

For those of you considering 
a conversion or new build 
project, cost is clearly 
an important factor. 

Consequently, I often see works 
being proposed and quoted for 
without a detailed specification 
document first being produced.

This month I want to explain the advantages 
in producing such a document and why 
trying to save money on this component of a 
project could be counterproductive.

A specification document is normally 
produced by a building surveyor to provide 
a detailed list of items which are to be 
included within the project, as well as detail 
in terms of how works are to be undertaken. 
In addition to general items, it will include 
particular product references where these 
are specified by the developer. Depending 
on the size of the project, a specification 
document will typically cost from around 
£1,500 plus VAT for a £40,000 project up to 
perhaps £15,000 plus VAT for a larger, circa 
£3m project.
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As always, I am happy to 
assist YPN readers and can be 
contacted on 01843 583000 or 
graham@grahamkinnear.com

Helpfully, the specification is the basis upon 
which contractors will price your job. The 
provision of a specification is the only way 
to ensure that each contractor quoting is 
providing a price for exactly the same works. 
Any other metric will mean it is impossible to 
decipher who represents the best value.

Experienced contractors will generally 
be able to highlight items that have been 
missed	from	a	specification.	This	will	allow	
you to establish, before you get on site, any 
potential extras that you may have to  
budget for.

The specification document is the only way 
to ensure that you get exactly what you are 
hoping for from your development. Your idea 
of “top grade” kitchens may not be the same 
as what your contractor has in mind when 
they provide you with a quote, but if your 
document refers to the number, type and 
supplier of your chosen kitchen units then 
you are assured of getting what you want.

Indeed, by detailing your requirements in a 
specification you are reducing the risk of a 
dispute or legal action further down the line.

Another benefit is that the specification 
document can be appended to a building 
contract. In doing so, this will give you and 
your contractor a clear understanding of 
what happens in the event that the project 
over-runs or how any extras or variations are 
dealt with. It provides you, as the developer, 
with a far greater level of protection over 
your project. In short, a detailed specification 
should act as an on-site instruction manual. 

In addition, if you are looking to secure 
development finance for your project it 
is likely that the lender will insist on there 
being a building contract (typically from 
the JCT suite of contracts) between 
you and the contractor. This in turn will 

mean that a specification document 
with full construction drawings will need 
to be produced as part of the contract 
documentation.

It is also the case that if you have a partner 
in the project, the specification is useful as 
an accurate interpretation of your initial joint 
brief. Not only does its provision mean that 
the project is understood by all parties, but it 
also serves as a key check on performance 
criteria, thereby ensuring the satisfaction of 
any partners or investors.

Some surveyors will produce a specification 
from scratch based on the drawings and 
their experience of site work. Others use 
software systems such as NBS to assist 
in the preparation of a specification. Either 
method is fine provided the document 
covers thoroughly the works required.

By continuing to review the document 
throughout the project you will end up 
with an “as built” manual, which is perfect 
for handover to facilities managers or 
maintenance teams, thereby providing vital 
information of the build when it transitions  
to use or subsequent re-use.

There are areas on a development where 
savings are possible, such as ensuring 
trades are only on site when required, 
negotiating prompt payment discounts 
on materials and making use of a value 
engineering exercise. In my view, the 
saving made on not producing a detailed 
specification document will in fact cost   
you in the long run.

It is your responsibility as the 
developer to make your requirements 
on a project abundantly clear. As well 
as including details of the products 
you want, you should ensure your 
specification details how they should 
be installed, finished and tested.

In my view, a specification document 
is critical for a number of reasons.

Drawings on their own are insufficient 
to convey all your requirements. 
Historically, specification detail was 
written on the drawings themselves 
but with so much to consider on 
a modern project, this is no longer 
possible. With a specification, you 
can include details of the quality 
of materials to be used and the 
standards of workmanship required. 
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I am now entering my 50th year as a 
landlord and I cannot remember a time 
when I wasn’t a landlord. I went from a 
carefree teenager to a responsible adult 
without noticing. This wasn’t a grand 

plan, it just happened and 50 years later 
here I am. For this issue, Angharad told me, 
“You have a free reign if there is anything 
you’d like to talk about” – and I thought to 
myself, actually yes, there is something that 
I would like to talk about .

What I would do if 
I ruled the world 
of privately rented 
property in England.
If you imagine that I am going to defend 
landlords – I’m not.

If you imagine that I am going to speak 
about how the government wants to force 
small landlords out of business – I’m not.

I am going to tell you what I would do if I 
had both the power and the responsibility to 
make the PRS a place where good tenants 
choose to live and good landlords choose 
to invest. It’s easy to talk about what the 
government should or shouldn’t do and what 
they have done wrong; it isn’t so easy to 
stand back and look at our sector, with no 
axe to grind, the only ambition being to help 
it to mature and become a valued part of the 
provision for housing in England.

Mary Latham

IF I RULED THE WORLD 
OF PRIVATELY RENTED 
PROPERTY IN ENGLAND 

Social housing
A headline that grabbed my attention as 
we headed towards Christmas 2021 was:

“76% of councils report an increase 
in landlords selling up and warn of 
increased waiting lists”

(Source: Property118.com, bit.ly/YPN164-ML1)

What is worrying about that headline is 
the phrase, “warn of increased waiting 
lists”. Waiting for what?

The article went on to say …

“48% of these councils said they were 
now experiencing significant pressure 
on housing services due to this.

“One council in a popular tourist 
destination in the south-west of 

England has reported a nearly 80% 
drop in the number of open market, 
long term rental accommodation 
available in their local authority area 
over the last three years, with many 
landlords leaving the market or 
providing short term accommodation 
for holidaymakers instead.

“This news comes at the same time 
as a report by property agent Zoopla 
revealed that rents in the private rented 
sector have reached a thirteen year 
high, with a 6% increase in the last 
year. Councils are reporting that this 
rise is forcing some long term tenants 
to apply for hardship support from their 
local authority, with some council areas 
seeing rents rise to over a third higher 
than the average salary in their  
local area.”
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The article continues with the usual calls for more investment in 
social housing and an increase in the rates of housing benefits 
(local housing allowance) to keep up with local market rents.

We know that there is a shortage of social housing.

We know that this is usually attributed to private landlords 
buying up properties and pricing first time buyers out of the 
market, which apparently causes a log jam in the whole social 
housing system.

Back to “What I would do if I ruled the world of privately rented 
property in England” …

1. Put all occupiers of council owned properties on 
notice	that	by	2025	any	household	with	a	combined	
annual income, from whatever source, of more than 
£40,000 need to move out or buy the property by 
December	2025.	I	know	this	would	mean	a	change	to	
legislation.

Let every council keep the funds raised ringfenced for building 
more social homes, as the original scheme should have been, 
which would have reduced the shortfall. 

An annual audit on the movement in social housing, including 
sales, new build and conversions. 

I would not use the council tax list to allocate new homes 
bonuses to councils for the increase in properties in their 
area. This encourages “cheating” and the disaggregation 
of buildings like HMOs to turn one listing into five without 
actually creating any extra homes – but still qualifying for the 
bonus!

As a landlord, I see and hear many things and I am very 
aware that there are thousands of people still living in council 
properties at low rents, who could easily buy their own homes. 
Some even own a holiday home here or abroad. Some own 
their own home and continue to rent the council house, which 
they then sublet. These are not people who have used Right 
to Buy, they have simply continued to rent from the councils 
while their fortunes have improved, taking them out of the 
category for whom social housing was built. There is nothing 
to prevent this at the moment. What is odd is that I have never 
read about this practice being the cause of a shortfall in  
social housing.

These are the actual causes of the log jam. Yet there also 
needs to be much more building and development of new 
social homes.

2. Charge councils to bring empty properties into use. 
This would be two-fold:

• Empty homes, which every council has, need to be dealt 
with in a tight timeframe. No council should be paying £m’s 
to the likes of Travelodge to house people to whom they 
have a legal obligation, while they own buildings that need 
repair or updating but will cost much less to bring back into 

use than a new build. If they haven’t the stomach or the 
money, they should sell these properties with a covenant 
to bring them back into use within 12 months of purchase. 
The income from those sales would be added to the 
income from the Right to Buy for building more homes.

• Empty homes that are not council owned need to be 
compulsory purchased quickly. Often houses are empty 
when a person has died and the Will is in Probate. 
Sometimes Probate has ended but the beneficiaries can’t 
afford to bring the property up to living standard. Councils 
would have powers to either offer cheap loans, with the 
caveat that the property must be back in use within a fair 
period or sold and the loan repaid.

• If this was refused, a Compulsory Purchase Order would 
be put in place. If the council hadn’t the funds to do the 
repairs, the property would be sold with the same covenant 
as for the council-owned properties. Landlords buying these 
properties rather than potential owner-occupiers should 
not be an issue because, since landlords do not offer over 
market value, we could assume that the prospective owner-
occupiers were not able to afford a fair price.

3. Bring high street properties back into   
residential use.

Everyone is aware that these last two difficult years have 
been the final straw for many retailers. High streets are full of 
charity shops, always a bad sign, or worse, boarded up, but 
overall our once busy high streets and small local shopping 
areas are now like the Mary Celeste. The government has 
written a strategy and provided funds to regenerate high 
streets (Gov.uk, bit.ly/YPN164-ML2), but I believe it’s time high 
streets evolve as they have throughout history and are used, 
as many were in the past, for homes. 

Provide owners with grants or cheap loans to transform these 
perfectly located buildings into houses or flats for sale or rent 
within a given amount of time.

Charge all local councils to redevelop their own empty shops 
into social housing or to sell them for redevelopment (with the 
income and use being dealt with as for empty properties)

I was inspecting properties owned 
by private landlords and providing 

schedules of works, reinspecting and 
eventually, when the standard had 
been achieved, issuing a five-year 

contract at slightly above 
market rents.



Once I had dealt with social housing as 
above, I would turn to the PRS. Note that I 
wouldn’t upset the apple cart until I had a 
real alternative to homelessness, but I am 
not going to pretend that the PRS is fit for 
purpose, because some of it isn’t. The trick 
is dividing the good from the bad. There 
are probably many methods but I’m a 
simple soul and this is mine.

At the turn of this century, I became involved 
in the provision of housing for people seeking 
asylum in England through the government’s 
National Asylum Seekers Scheme (NASS). 
The government needed to reduce the 
pressure on coastal councils and disburse 
those who entered the UK legally seeking 
asylum.

The NASS issued contracts to private 
companies who were paid a fee to cover 
social support, food, rent, utilities – to 
cover the needs of these people while their 
applications were in hand, at that time a very 
slow process. They didn’t have work permits, 
although many of them did work under the 
radar. Consequently, we had some very bored 
people with results similar to what we have 
seen repeated during lockdown periods. Let’s 
call it anti-social behaviour, although on both 
occasions there were several cases far more 
serious than the label implies, stretching 
many landlords to breaking point.

I had let HMOs to groups of students as a 
single unit since 1972, but this was different. 
People thrown together who had nothing 
in common and sometimes cultural or 
religious conflicts; some highly educated, 
professionals in their home countries and 
unused to being dependent and inactive; 
some night owls, others up with the 
dawn; some neat and tidy, others lazy and 
disrespectful; different tolerance levels of the 
behaviour of others … A recipe for a disaster? 
Doesn’t this also describe some HMOs? 

I was inspecting properties owned by 
private landlords and providing schedules 
of works, reinspecting and eventually, when 
the standard had been achieved, issuing a 
five-year contract at slightly above market 
rents. Before I continue, I did not charge the 
landlords for the introduction, I was paid by 
the NASS provider on a fixed fee for each 
property I introduced. That fee was the 
equivalent of one week’s rent.

These contracts were sought after by 
many landlords, and this is when I learned 
something new. When I met with other 
landlords, usually at meetings of the 
Association of Midlands Landlords (which 
I co-founded in 1995), and we spoke about 

our properties and tenants, as you do, I didn’t 
realise the huge difference in what “a good 
standard” meant. I found out while inspecting 
however, and quite honestly, I was shocked. I 
have not spoken or written about this before 
now but over the years hoped that standards 
would improve so much that this was no 
longer an issue. Unfortunately, that has not 
been the case and now, 27 years on, “a good 
standard” is like a paint chart that goes from 
White on White to Antique White (and some 
to Whale Gray). 

I don’t divide the PRS between single/family 
lets and HMOs because having let both there 
is no intrinsic difference. I divide it between a 
level to attract tenants who have choice and 
those who do not. This doesn’t mean that at 
the modest end of the market – where,  
let’s be honest, tenants are usually so 
desperate they will tolerate really low, often 
dangerous standards because they fear 
homelessness – properties are always below 
“decent standard”.

In my experience, it is far less likely that 
properties higher up the market will be of a 
low standard, and certainly not dangerous, 
because those tenants will vote with their 
feet, probably know their legal rights and, 
more importantly, how to exercise them.  
This being the case:

1 All landlords should be licenced before 
they let, one of the licence conditions 
being that they undergo accreditation 
training through an accredited 
provider. The fee should be an amount 
to cover the cost of administering the 
national licence and providing local 
authorities with funding for annual 
enforcement plans (see below).

2 Landlords who do not pass the 
accreditation must use a letting agent 
(assuming RoPA has been introduced 
and all letting agents are regulated).

3 A national custodial tenancy deposits 
scheme, which is being discussed as 
part of The Renters Reform Bill, is now 
the only option. I didn’t think I would 
ever say that, having been instrumental 
in changing the 2004 Housing Act to 
add the option of landlords holding 
the deposit while paying an insurance 
premium to cover arbitration. The 
fact is that either by ignorance of the 
law or design, there are still so many 
landlords who do not even know that 
they must protect deposits, never mind 
justify monies withheld. Shocking 
after almost 20 years. On the other 
hand, I know landlords who no longer 

take deposits and take the hit for 
losses because they are so nervous 
about getting it wrong and having to 
pay compensation of three times the 
deposits. It’s not working for good 
landlords or good tenants, it’s as 
simple as that. 

4 National registers for Gas Safety 
and Electric Safety just like the EPC 
register, in the public domain and 
uploaded by the contractor who carries 
out the inspection.

5 Local authorities to submit an Annual 
Enforcement Plan based on:

a. Inspections in areas known to 
have substandard properties (the 
registers above would be a good 
starting point).

b. Inspections in areas where a high 
proportion of the rents are paid 
from the public purse or heavily 
subsidised, and tenants fear eviction 
if they assert their legal rights.

c. Accounts showing income from 
penalty payments and plans for this 
income in the following year.

d. Tenants given the legal right to move 
out of a property with one month’s 
notice, even in a fixed term, if there 
is serious disrepair, lack of a basic 
amenity, Gas or Electric systems fail 
an inspection and remedial work is 
not carried out within five working 
days. 

If you are angry now and have no idea 
what I’m talking about …

– because you are providing nice, safe 
comfortable homes in any part of the 
market, good for you!

– because you think, “they are lucky I 
take them, no one else will” or “they live 
like pigs and it’s not my fault”, then you 
are a big part of this problem. Good 
landlords are paying and will continue 
to pay for the issues that you are 
causing. I want you driven out of my 
business before more good landlords 
leave and you are all that is left in  
the PRS.

No one forces us to become 
landlords – do it properly or 
don’t do it at all. Providing 
homes is too important a job 
to be done by people who have 
no respect for their customers.
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Is this the perfect retirement 
BTL portfolio?

Most professional landlords 
become increasingly 
interested in what their 
property portfolio should 

look like as they approach ‘traditional’ 
retirement age (say, 60+), in terms of 
number of properties, income earned, 
management effort, mortgage  
debt, etc. 

This article looks at what could be 
argued is a ‘perfect’ mix of all the above 
factors, balancing profit, tax, mortgage 
debt and management effort.
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2 Type and number of properties

The portfolio consists of 15 single-let properties. 
Most semi and professional BTL landlords are 
used to managing many more properties than 
15 during their property career, so having a 
modest number to manage in retirement should 
be manageable – especially for experienced 
landlords with existing systems, financial tools, 
professional contacts (solicitor, tax accountants, 
mortgage broker etc) and tradesmen (plumbers, 
electricians, handyman, builder etc). 

Single-let BTL properties are arguably the 
simplest type of properties to manage 
(compared to HMOs, holiday lets etc) – indeed 
many landlords cut their teeth on single-let 
properties before branching out into other 
property types. 

Another consideration is the quality of the 15 
properties – ideally these would be properties 

in already decent condition that don’t require 
major refurbs, and so a 10%-of-rent repairs 
budget should be sufficient for the usual 
between-tenancies refreshing of a property 
(painting, carpets, refresh kitchen / bathroom 
etc). EPC ratings of C or D would again reduce 
the possible future cost of dealing with repairs 
needed to meet a future EPC rating of C.

3 Optimal retirement mortgage debt

Most landlords dream of having a fully 
unencumbered portfolio by retirement age, but 
for most this isn’t a realistic prospect if a decent 
income is to be maintained into retirement. 
This is because most semi and professional 
landlords use their property profits to support 
themselves, so there isn’t sufficient cash flow 
beyond that to pay down the debt on an entire 
portfolio from spare rental income.   

Portfolio details (2-owners)

Number of properties 15

Number of mortgages 12

LTV of mortgaged properties 50%

Property value @£150k per property £2,250,000

Mortgage debt @50% £900,000

Portfolio overall LTV 40%

Gross rents @7% £157,500

Mortgage interest @3% pay-rate £27,000

Repairs budget @10% of gross rents £15,750

"Management" support @5% of 
gross rents

£7,875

Profit £106,875

Profit % 68%

Company income /tax bill

Salary @£12,570 per person £25,140

Company taxable profit after 
salaries

£81,735

Corporation tax @19% £15,530

After-tax profit £66,205

Dividends paid per person £33,103

Personal income / tax bill per person

Salary £12,570

Dividends £33,103

Personal tax due per person £2,333

Company + personal total 
tax paid

£20,195

Total tax rate paid % 19%

That headline is a teaser … so why 
could the above property portfolio be 
considered the ‘perfect’ retirement BTL 
portfolio?

1 Ownership structure

The portfolio is owned via a limited 
company, which means that:

• All mortgage interest is fully tax-
deductible as an expense against 
rental income, as Section 24 
mortgage interest restrictions don’t 
apply to companies.

• The company’s pre-tax profit is 
taxable at the corporation tax rate 
of 19% (January 2022) and profits 
are extracted as a £12,500 salary 
and the remainder as dividends, with 
each of the two owners receiving just 
below the Higher Rate tax threshold 
as income, thereby paying a  
very modest personal income bill 
(£2,300 each).

• The above is arguably the tax 
‘sweet spot’ for corporate landlords 
– total company and personal 
tax payable £20,000 on company 
profit of £107,000 = 18.9% (using 
typical small salary + Basic Rate 
top-up dividend approach to extract 
company profit), ie keep the portfolio 
size and profits at a level where the 
extracted income leaves personal 
incomes below the £50,000 Higher 
Rate tax threshold, whilst still 
producing a £7,500 per month  
after-tax personal income.



    

Summary
Is this the perfect retirement BTL portfolio? 
Many landlords and would-be landlords 
certainly aspire to own a similar portfolio, 
which provides a healthy income without 
being excessively mortgaged, and without 
requiring too much management from the 
owners, but which allows them to stay in 
the game to earn an income and benefit 
from capital gains. 

Property will never be passive in the 
way that shares and bonds (and similar) 

arguably are, so a decision needs to be 
made as to how much time and energy 
a landlord wants to spend on managing 
property in later life, which in turn depends 
on the number of properties owned, 
type of properties, and level of property 
management support employed (if any).  

For many landlords the goal as old age 
looms is to slim down their property 
portfolio to a manageable level, spend 
some of their profit on extra management 
help, and then gradually sell off properties 
to benefit during their own lifetime from 

their property capital appreciation.  

For some landlords the goal in retirement 
is to sell up completely and invest all their 
property equity into shares and bonds etc 
(ie completely passive income), while for 
others it is to hand-over their portfolio to 
their loved ones … both of these scenarios 
will be covered in future articles.

5 Downsizing in very old age

Realistically, few landlords will be willing 
or able to manage a 15-unit property 
portfolio as they reach very old age 
(say, age 70+), and so downsizing the 
portfolio comes into play (assuming the 
portfolio isn’t to be passed to an heir – 
to be covered in a future article). 

The age at which properties are sold 
off is a very personal decision, related 
to health and mental wellbeing, and 
willingness to deal with the day to day 
routine tasks that all landlords have to 
deal with even if their properties are 
fully-managed. 

Selling off one property per tax year 
allows the use of two CGT exemptions, 
and an extra lump of cash each year 
alongside the rental profits. Admittedly, 
over time the rental income will reduce 
as the portfolio size reduces, but this is 
countered by the annual capital raised 
with each sale, which can be invested 
to produce an income.  Sell off the 
mortgaged properties first, to preserve 
the financial cushion of the three 
mortgage-free properties. 

Obviously the end of life tax-planning 
options are varied, but this gradual 
portfolio downsizing approach allows 
for a decent income to be maintained 
well into old age, alongside sale 
proceeds as extra funds, but with an 
end point that most properties will 
have been sold off prior to death, and 
the property portfolio equity converted 
into more liquid cash and investments, 
which many heirs would prefer.

4 Management support

Many portfolio landlords self-manage their 
properties, partly as they feel agents won’t do 
a good enough job and partly to save agent 
fees.  But, in retirement, most landlords prefer 
to have more time and less hassle.  

Arguably, a ‘sweet spot’ is as follows: 

• Letting agent support on a tenant-find only 
basis, ie advertising, interviewing, check-
in service, with a handover to the landlord 
for ongoing self-management (costing 
typically two weeks’ gross rent).

• British Gas ‘Landlord Cover’ – can include 
heating, plumbing and electrics cover. The 
big benefit of this cover is reducing tenant 
calls (which as most landlords know, 

are mostly about heating and plumbing 
issues). The cost is modest (c.£20/
property/month) but this is a targeted piece 
of spending, ie spending money specifically 
on what causes much of the hassle factor 
of property management. Tenants interact 
directly with British Gas (call to report 
issues, arrange an appointment, receive 
service and sign-off satisfactory repair), 
and the works are carried out on a 24/7 
basis with a reliable supplier. Of course, full 
boiler replacement and similar can still be 
carried out by local plumbers who may  
be cheaper!

The above is a half-way house between the 
traditional ‘% of rent’ cost of a full management 
service from a letting agent (arguably, 
expensive), and full self-management (free, but 
costs your time and energy).
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Therefore, a common landlord approach to 
this issue is to sell off a chunk of properties 
and use the net sale proceeds to pay down 
the mortgage debt on the retained properties. 
While this does achieve the unencumbered 
position that for many is a target, it comes at a 
heavy price … in many cases it would halve the 
landlord’s income. 

The above portfolio structure strikes a balance 
between getting the benefit of leverage to own 
more properties and so earn more profit, but 
without being excessively geared:

• Three of the 15 properties are mortgage-
free – this allows for the quick sale of 
up to three properties if a cash crisis 
requires it, and the option to put a short-
term bridging loan on an unencumbered 
property (if preferred to a sale).

• 12 of the 15 properties are mortgaged, but 
at 50% LTV. This approach means that the 
best mortgage rates will be paid, as most 
lenders reserve their best rates for 60-
65% LTV. However, as this is a retirement 
scenario, the LTV of the mortgaged 
properties is only 50% to allow for any 
future house price fluctuations, and ensure 
there is no re-finance risk, or any risk that 
a LTV won’t fit a future mortgage lender’s 
criteria.

• There is a vast range of mortgage options 
for single-let properties compared to 
other property types, so it’s unlikely that a 
landlord would ever have a problem finding 
a competitive mortgage 





As we are now already one 
month into 2022, how is it 
going for you so far?
Whilst there is still massive uncertainty due to Covid, 
I believe there is a real opportunity open to you, when 
you make a decision to commit to your own success 
in 2022 and don’t allow excuses to get in the way.

Right now many investors are paralysed with fear 
and don’t know what to do. That means there is an 
opportunity for all of us who are prepared to take 
action and make the most of this unique purchasing 
opportunity. However, at times like this, people often 
come up with all sorts of reasons why they can’t 
invest. 

In this article, I want to clear the path for you and 
remove the barriers that may have previously 
prevented you from investing. I am going to do this 
by addressing head on, eight of the most common 
reasons (excuses people tell themselves) why they 
can’t invest right now.  

EXCUSE NO 1

I don’t have enough money to invest in property.

This is one of the biggest blocks to people moving forward. No matter how much 
money you have or don’t have, at some point, everyone runs out of their own 
money. All successful investors use other people’s money to invest. It’s just that 
some people have to start using other people’s money sooner than others.

If you don’t have money, then what do you have? The key is to get good at finding 
great deals. When you find good deals, there will be other people who have 
money but don’t have the time, knowledge, or inclination to find these good deals 
themselves. Working with you in a joint venture could be a great solution for them.

There are also many people who don’t really want to invest in property, but do want 
to get a much better return on their money than they are getting in the bank or from 
their pension. You can help these people get a much better return on their money, 
by lending you the money for your property deals. The best people to start with are 
family and friends – people who already know you and trust you. Of course, you do 
need to be very careful when using other people’s money.

There are also other strategies such as rent-to-rent and purchase lease options 
where you do not need a lot of money to acquire property.

69

LET’S MAKE 
2022 YOUR YEAR!
Simon Zutshi

FEATURE
IN

VESTIN
G

 AN
D LAN

DLO
RDS

IN
SPIRATIO

N
 AN

D LIFESTYLE
SPECIALIST CO

M
M

EN
T



EXCUSE NO 3

Deals don’t stack up in my area

This is similar to Excuse 2, but yet is slightly different. It might be that there are some deals in 
your area, but they just don’t stack up for a purchase. This is often the case in expensive areas. 
For example, in expensive areas it can be difficult to buy an existing HMO and get the kind of 
ROI that you would want from an HMO (at least 15%+).

You may need to adjust your strategy. Instead of buying an existing HMO, you could buy a 
larger three-bed house and convert this into a five- or six-bed HMO. By adding value, you should 
be able to refinance and draw most of your money back out of 
the deal, which will then give you a great ROI. In addition, 
strategies such as rent-to-rent and purchase lease 
options also work well in expensive areas. 

Alternatively, you could always invest outside of 
your area and find a location that gives you better 
cash flow and ROI. There are challenges with 
investing further afield, but you can overcome these 
if you have a local power team to help you find, 
manage and maintain your properties. The best way 
to build a local power team outside of your area is to 
visit the property investors network (pin) meeting in 
that area and ask for recommendations. 

EXCUSE NO 4

I don’t have enough time to invest – I am just too busy

You might well be busy, most of us are, but we all have the same amount of time  
every day. It is up to you how you choose to spend or invest that time. It all  
comes down to what you decide to prioritise in your life.

If you are too busy now, unless you do something about it and make some sort 
of change, then you will always be too busy. One of the biggest benefits of 
investing in property is that you can work once and get paid forever! The time 
and effort you put into finding each property is rewarded every month (for as 
long as you own it) by the rental profit that it makes each month.

Remember that you don’t have to spend your time managing the property 
and tenants. You can get someone else to do that for you. I don’t personally 
manage any of my properties myself. I pay other people to do that for me, 
which means I have my time free to do what I am passionate about, which  
is helping other people to become successful investors. 

A big mistake many people make is not valuing their own time. I believe 
time is your most valuable resource. If you are short of time, you can save 
yourself years of trial and error by investing in yourself to gain the required 
knowledge as quickly as you can, rather than trying to learn how to  
invest the hard way, doing it on your own.

You need to make sure you are doing the right things. Some the most 
successful students on my Property Mastermind Mentorship programme 
have been people who had very busy jobs or businesses, and yet they 
committed just eight to ten hours per week of focused time, with life- 
changing results. It is about making sure you are doing the correct things  
in the time you have available.

Alternatively, if you really can’t find the time but want to have a great income 
you have two choices. You can either get people to find deals for you and 
pay them a fee to do so. This can be expensive but better than not doing any 
deals. Or you could always decide to joint venture with someone who has the 
time to find great deals but does not have the money.  A great way to find these 
people is at property network events and seminars. 

EXCUSE NO 2

I can’t find any good 
deals in my area

This comes down to a lack of 
knowledge and/or belief.

The reality is, there are deals 
everywhere, in all areas, but you need 
to know what you are looking for. There 
are motivated sellers in all areas. These 
are people who will be flexible on the 
price or terms of the sale because they 
have some sort of property-related 
problem that they need solving. Instead 
of looking for property, you need to look 
for these motivated sellers. Once you 
find the seller, you can work out if the 
property is suitable for you and your 
strategy and, if not, you could package 
it up and sell to another investor for a 
fee, as long as it a good deal.



YPN SAYS
At the beginning of March Simon Zutshi 
is running his annual three-day Strategy 
Implementation Live (SIL) workshop, which 
is designed to get you to implement your 
knowledge and take massive action at the 
event. Most people achieve more in three 
days with Simon than in three months on 
their own. If you really want to make 2022 
your year, we recommend that you attend 
this event either in person or virtually. 

Full details are here: 

www.StrategyImplementationLive.co.uk

EXCUSE NO 5

I am not sure if now is a 
good time to invest

The market could be at its peak and 
so prices might fall in the next year 
or two, so I am going to wait until the 
property market hits the bottom and 
then buy.

Property prices have boomed, 
especially during the last 18 months 
of the pandemic. No one really 
knows what is going to happen to 
the property market. Whilst there has 
been a slowdown in London prices, 
around most of the UK, prices have 
held well. There might well be a 
market correction, but who knows?

In practice, it does not really matter 
what happens short term to property 
prices, as long as you believe that 
in the long-term prices will go up 
and during that time you can afford 
to hold the property. If you take this 
approach, then you should only ever 
buy properties that make a positive 
cash flow each month, as per Golden 
Rule No 3 in my book “Property 
Magic”.

Now is always a good time to invest 
in property, as long as you know 
what you are doing. As I mentioned 
at the beginning of this article, 
there is massive uncertainty in the 
property market right now. Many of 
the amateurs are waiting to see what 
happens and this means there is not 
as much competition, but there are 
still plenty of motivated sellers who 
need to sell. I truly believe 2022 will be 
one of the best years to buy property.

It does not matter if you can’t 
get mortgages as there are 
plenty of strategies where 
you can make money from 
property without needing a 
mortgage, such as …

• Deal sourcing

• Assisted sales

• Rent-to-rent

• Purchase lease options

EXCUSE NO 6

I don’t have a good credit rating so 
I can’t get mortgages

Of course, it is better if you can get 
mortgages as that will give you more 
choices. However, if you actually want 
to buy property rather than trade or 
control it, by using money from another 
investor you could put the property in 
their name. They might be happier with 
that anyway, because it means they 
will have more security. You would then 
have a Deed of Trust to acknowledge 
your true interest in the property.   

Having read this article, I hope you have recognised 
that some of your “reasons” for not taking action 
may in fact just be some of these common 
excuses that many people tell themselves. I 
truly believe that anyone can achieve financial 
independence through property investing as long 
as they as educate themselves, take action and 
keep going until they get the results they want. 

I wish you all the best for 2022.

Invest with knowledge, invest with skill

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

EXCUSE NO 8

I can’t seem to motivate myself 

If none of the above excuses apply to you, then 
maybe it just comes down to an issue of self-
motivation. Maybe you think (or know) you 
should be investing in property, but you are too 
comfortable with life as it is. Maybe there is not 
enough pain to motivate you to make a change 
in your life. Perhaps you don’t have a big enough 
reason “why” to get you excited about your future.

In that case, I recommend you start with creating a 
vision for what you would like your life to be. Next 
you need to feel the pain of what happens if you do 
nothing and life stays the way it is. You can choose 
what your life looks like, but you need to decide 
what you want that to be.

EXCUSE NO 7

I don’t have any experience

There are lots of people who have done 
some training and know what to do, but who 
have not taken action yet and so don’t have 
any experience. Don’t worry, everyone has to 
start somewhere!

When I purchased my first property back 
in 1995, I really did not know what I 
was doing but I wanted somewhere 
to live, so I just got out there and did 

it. Once you know how to find good deals, 
you can get them funded by other people 
more experienced than you, because they 
will recognise that they are good deals. It’s all 
about getting out there and taking action.

Don’t be afraid of making mistakes, that 
is how you learn and get better. There 
is nothing better than getting real life 
experience, which you can only gain by 
taking action.
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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”.

It seems that the phrase “global warming” 
has morphed into the more convenient 
catch-all (for when it gets colder): 
“climate change”. If you are a reader of 

The Guardian, you will be familiar with the 
much braver term, “global heating”. 

A ban on new gas boilers was initially 
proposed for 2025, but after concerns were 
raised about the up-front costs to households, 
the government has delayed this to 2035. Any 
non-penguin who wants to heat their home will 
have to get something new.

To help meet carbon emission targets, 
600,000 heat pumps are to be installed 
by 2028 – well that was the idea anyway. 
Hydrogen boilers are also under consideration, 
but until the scientists can find a way of 
making them safer and less likely to blow up 
(never a good outcome in someone’s home), 
these are still off the table for now.

or her bottom and checked the data and did 
their own tests). So, forgive me if I remain a 
sceptic about these new heat pumps.

But I do not doubt that they will come to pass 
anyway as the new Green Agenda is a big 
part of the so-called “Great Reset” … and a 
convenient ever-so-nice fig leaf to go along 
with the new digital society in which one’s 
every move will be controlled and monitored.

Meanwhile, does anyone remember the days 
before 1980 when the big concern was that 
the earth was cooling, and we were headed 
into a new ice age? If so, I guess you must as 
old as me.

For landlords, from 2026, any property 
you let will need to be at least an Energy 
Performance Certificate (EPC) grade C for 
all new tenancies you grant. From 2028, this 
rule will apply to all existing tenancies too. 
The government says it wants ALL homes to 
be grade C by 2035. Landlords are just the 
guinea pigs – and yes, of course, there are 
the now obligatory heavy fines that will be 
levied on any landlord who dares to let out 
a property that does not comply. I will write 
more about this in next month’s issue. 

Heat Pumps – Green Panacea 
or White Elephant for Investors?

Two sorts of heat pumps are available:

•   Air source pumps pull heat from the 
air and increase the temperature using 
a compressor, which is used to heat 
radiators and water

•   Ground source heat pumps draw heat 
from pipes under the ground

The question a lot of people should be asking 
is this: Is it worth it? And will it be enough to 
keep Perennial Doom Goblin, Greta, happy? 
For most, the answer will be no. Even if  
there is a wider environmental argument,  
the economics is still nowhere close to 
stacking up.

The government want to incentivise us with 
grants of up to £5,000, but that is small beer 
because installation costs range from £8,000 
to £15,000 for air source pumps and from 
£15,000 to £37,000 for ground source ones. 
And that is just the start. To make them work 
efficiently you also must spend another chunk 
of money on more tightly insulating your 
home.

This offer is, in fact, even worse than what 
is available right now via the so called, 
“Renewable Heat Incentive”, which is available 
until April 2022. (I would be interested to 
hear from people who have applied for this. I 
remain a cynic after having applied for various 
past schemes from the time of the Green Deal, 
where grants were hard to get, the process 
of getting them tortuous, they were often not 
available to my tenants anyway – and even if 
they were, they were not a good deal).

Supporters of this green guff will claim that 
your energy bills will fall, saving you money 
over time, once electricity gets cheaper – a 
big “if”.

Another issue is that there is a major shortage 
of contractors that can do the work. I recall 
the claims made for the energy efficiency 
of new gas boilers in the past were greatly 
exaggerated by the industry. For years, the 
EU, our government and the hapless Energy 
Saving Trust gobbled up the nonsense leading 
boiler makers had been peddling about the 
efficiency of the new generation of gas boilers.

Just like the Volkswagen emissions scandal, 
it took years for the reality to come to light 
(when some independent scientist got off his 

Ground source heat pumps are supposed 
to be more efficient than air pumps, which 
would seem to make sense, given that our 
climate is not especially warm.

Heat pumps are powered by electricity 
(which suffers from the fact that “the lecky” 
is currently more expensive per KWH than oil 
and gas), but they are supposed to be more 
efficient than traditional boilers, or so says 
the Energy Saving Trust. But much depends 
on the system used, the installation process 
and the nature of the home itself.

As an old cynic, I note the Energy Saving 
Trust often likes to compare the efficiency 
of these air and heat pumps with the worst 
rated gas boilers, those rated a “G”, not the 
more efficient newer boilers – which seems 
disingenuous.

Another problem is that a poorly insulated 
and draughty home lowers the efficiency of 
the heat pump, which both raises running 
costs and could even increase carbon 
emissions.

By David Lawrenson of LettingFocus.com
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Marcus de Maria

Why Do MOST People Lose Money 
When Trading and Investing?
It’s an interesting question. 

I like to talk about it now and again because, 
whether you are new to trading and investing 
or an old hand, most people give the same 
answer(s). 

Thing is, they are never the right answers. Who 
am I to say what the right answer is? Well, I do 
have vast experience and as a highly successful 
investor, I have seen, and therefore know, the 
reason why most people lose money when 
trading and investing.

It’s quite simple really – they didn’t have a 
strategy. Didn’t think you needed one? Well, 
there you go … that is what most of those 
replied when giving a different answer to the 
question.

To be precise, it’s more than a strategy – it’s 
a proven strategy. One that has garnered real 
returns. But more on that later.

In fact, our very own Head Trader, Dennis, found 
this out for himself when he first started trading. 
He lost 70% of his account – before he realised 
how important strategies are. Actually, they 
are way more important than just ‘important’ … 
they’re absolutely crucial. 

So how do you acquire a proven strategy? 

Again, the answer to that is simple – through 
learning. Education. After all, many of the things 
we do in life we need lessons in. We go to 
school, college, apprenticeships, universities to 
learn, in our efforts to find a career or skill.

You want to learn to drive, you have lessons 
to learn how to do it properly, safely. Yes, you 
could, in theory, learn enough yourself – but 
there is a very high probability you would crash 
very soon after turning that ignition for the  
first time.  

The point is, the best and safest way to acquire 
a trading strategy is through learning, teaching. 
Now some people have actually said to me, 
in all seriousness, “I have a strategy; I do my 
trading on a Sunday, every week.” Okay, I reply. 
Anything else? “Err. No. That’s it.”

Well, sure. Devoting a Sunday every week for 
your trading is a strategy, that is not in doubt. 
Thing is, that is what we call The Buy and 
Hope Strategy. But that is not a great strategy. 
Because what is happening here is that you buy 
and then you hope it’s going to go up, but it goes 
down almost straight away and then you panic, 
and sell at lower than what you bought in at!

You have lost money!

Yep. That happens. It happens all the time. 
Sure, it’s an understandable reaction. But that is 
exactly the problem – it’s a reaction. A knee jerk 

instinct. You buy … price goes down … you sell 
… losing more than what you paid in with. You 
have lost money. Buying and hoping – it’s NOT a 
strategy. It’s a mistake. 

Take Bitcoin for example, as it’s a classic case. 
People got in at the right time, bought cheap. 
Bitcoin took off. The price, the value, it rose and 
rose and rose. Fantastic. Millionaires made 
virtually overnight (yours truly included), the 
price peaked, remained stable, then suddenly … 
plummeted … from £20,000 to £3,000. What did 
many do? Sold up. What happened next? The 
price exploded again, hitting an all-time record 
high of £60,000. The people who panicked and 
sold … they can’t get back in at that price! Pity 
for them.

You may remember this as it happened only  
last year. 

The point is – people panic. It’s an emotional 
response. It’s linked to FOMO (the Fear Of 
Missing Out). It works both ways. You want in 
because everyone is doing it – or you want out 
because the price is dropping alarmingly. It’s 
almost FOLA – Fear Of Losing All! 

Going further, FOMO is linked to RISK. 

You don’t want to miss out, so you end up 
thinking, “Okay, I’m going to put everything into 
this because this is a sure thing. I can’t lose. I 
can’t miss out.”

Wrong. Because Bitcoin, and in fact all cryptos, 
are risk-inherent. They are volatile. Up and down, 
every day. Some stocks and shares are the 
same. You don’t want to miss out. You put a 
large sum in. It’s risky. Putting your mortgage on 
them, not a good idea. Don’t do it.

Now this is where another factor comes in – 
TIME. 

Let’s be honest – we are all in such a rush 
these days. It’s a fast-paced world. It’s chaotic 
right now. So much happening, in all areas of 
life – politics, environment, society, and there’s 
so much information to take in we are virtually 
drowning in it. It means we can make bad 

decisions because we don’t give enough time 
to consider things, whatever it may be, at any 
given time.

All these factors play a part in why MOST 
people lose money when trading and investing. 
And as you can see – they have nothing to do 
with strategy – and yet EVERYTHING to do 
with why you need one.

Let’s see now how having a strategy would 
help you avoid these four money-losing 
mistakes.

Going back to Bitcoin and cryptos – as these 
are very current and happening and highlight 
my point perfectly – you will do well to adopt a 
strategy of WAIT – LEARN – INVEST SMALL.

By waiting, you give yourself time to consider 
all the options, as there are many. Give yourself 
time to learn about cryptos, research them, 
as there are literally thousands now out there 
to invest in. There will be a right time to get in 
with a well-chosen crypto (or more than one). 
But the thing then is to invest small. Why go 
wading in putting your mortgage on it? Hoping 
to get rich quick?  No. remember, that’s The Big 
Fail, The Buy and Hope Strategy.

Invest small and invest in more than one if you 
think there are a few that look promising. Why 
put £10,000 into one and risk it all, when you 
can put £500 into one (or a few) and maybe 
only lose a bit of it, at worst?

Invest a little. Then – wait. Give it time. Keep 
an eye on it (or them). Research more. Prices 
going down? Do not panic. The most you will 
lose is a part of that initial £500. Just wait. 
Another crypto caught your eye? Learn about 
it. Looks promising? Invest a little. Price goes 
up. Fantastic! But now what? Sell quick, enjoy 
the profit? Uh-oh, is that FOMO kicking in 
again? Once you’re in, you’re in. So why not 
wait? See whether it will go even higher? What 
is the rush? 

You see, the ultimate point is: 

You cannot lose money by not doing anything.

It’s all about having a strategy and getting in at 
the right price. A proven strategy, that is.

But it all starts with LEARNING.

And that does not take particularly long, if you 
are learning from the best, from people with 10 
or 20 years’ experience as successful traders.

I have a proven strategy. It’s called VCA and 
you can learn all about it with a little research 
on our website – Investment Mastery. 





  

ACV  Asset of community value 

ADR  Alternative Dispute Resolution

AI  Artificial intelligence

APHC  Association of Plumbing   
 and Heating Contractors

ARLA  Association of Residential   
 Letting Agents

Article 4  An Article 4 Direction removes   
 permitted development rights   
 within a specified area designated  
 by the local authority. In many cities  
 with areas at risk of ‘studentification’,  
 there are restrictions on creating HMOs  
 so you will have to apply for planing  
 permission. Check with your local  
 planning authority.

AST  Assured Shorthold Tenancy

AT  Assured tenancy 

BCIS  Building Cost Information Service  
 – a part of RICS, providing cost   
 and price information for the UK 
 construction industry.

BCO  British Council for Offices

BIM   Building information modelling 

BMV  Below market value

BPEC British Plumbing Employers Council  
 – qualifications, assessments and  
 learning materials for Building   
 Services Engineering sector

BRR Buy, refurbish, rent out 

BRRR Buy, refurbish, refinance, rent out

BTL  Buy-to-let

BTR  Build-to-rent

BTS  Buy-to-sell

C2R Commercial to residential conversion

CCA  Consumer Credit Act

CDM  Construction Design and Management

CIL  Community Infrastructure Levy -  
 The Community Infrastructure Levy is  
 a planning charge, introduced by the 

Planning Act 2008 as a tool for local 
authorities in England and Wales to 
help deliver infrastructure to support 
the development of their area. It came 
into force on 6 April 2010 through 
the Community Infrastructure Levy 
Regulations 2010. 
(Source: planningportal.co.uk)

CIS  Construction Industry Scheme –  
 Under this, contractors deduct money  
 from a subcontractor’s payments and  
 pass it to HMRC. These deductions  
 count as advance payments towards  
 the subcontractor’s tax and NI.   
 Contractors must register for   
 the scheme. Subcontractors don’t have  
 to register, but deductions are taken  
 from their payments at a higher rate if  
 they’re not registered.

CGT  Capital gains tax

CML  Council for Mortgage Lenders

CPD  Continuing Professional Development

CPT  Contractual periodic tenancy

CRM  Customer relationship   
 management (eg, CRM systems)

CTA  Call to Action

Demise A demise is a term in property law that 
refers to the conveyance of property, 
usually for a definitive term, such as 
premises that have been transferred 
by lease.

DHCLG  Department of Housing, Communities  
 and Local Government (formerly DCLG  
 – Department for Communities and  
 Local Government)

DPC Damp proof course

DoT  Deed or Declaration of Trust

DPS  Deposit Protection Service

EHO  Environmental Health Officer

EIS  Enterprise Investment Scheme

EPC  Energy performance certificate

FCA  Financial Conduct Authority

FHL  Furnished holiday let

FLEEA  Insurance cover for Fire,   
Cover Lightening, Explosion, Earthquake  
 and Aircraft impact, but no other  
 perils. Some times issued for a   
 property that has been empty for  
 some time

FPC  Financial Policy Committee

FRA  Fire risk assessment 

FRI Fully Repairing and Insuring (with  

 reference to commercial property 
 leases)

FSCS  Financial Services    

 Compensation Scheme

FTB  First time buyer

GCH  Gas central heating 

GDP Gross domestic product

GDPR  General Data Protection Regulation

GDV  Gross Development Value

GOI Gross operating income

HB  Housing benefit 

HHSRS  Housing Health and Safety   
 Rating System

HMO  House of Multiple Occupation

HNWI  High Net Worth Individual a certified 
high net worth investor is an individual 
who has signed a statement confirming 
that he/she has a minimum income of 
£100,000, or net assets of £250,000 
excluding primary residence (or money 
raised through loan a secured on that 
property) and certain other benefits. 
Signing the statement enables receipt 
of promotional communications  
exempt from the restriction on  
promotion on non-mainstream pooled 
investments. (Source: FCA)

HP  Hire Purchase

HSE  Health and Safety Executive 

ICR  Interest Cover Ratio

IFA Independent financial advisor

IHT  Inheritance tax

IRR Internal Rate of Return 

JCT  Joint Contracts Tribunal – produce 
(contract)  standard forms of construction   
 contract, guidance notes and other  
 standard forms of documentation  
 for use by the construction industry 
 (Source: JCT)

JV  Joint venture

JVA  Joint venture agreement

KPIs Key Performance Indicators

L8 ACOP  Approved Code of Practice L8 –   
 Legionella Control and Guidance

LACORS  Local Authorities Coordinators of  
 Regulatory Services

LHA  Local Housing Authority

Libor London Inter-Bank Offered Rate

LLP  Limited Liability Partnership

LTV  Loan To Value

MCD  Mortgage Credit Directive   
 (European framework of rules of  
 conduct for mortgage firms) 

MHCLG Ministry of Housing, Communities  

 & Local Government

MVP  Minimum viable product

NALS  National Approved Letting Scheme

NICs National Insurance contributions

NICEIC  National Inspection Council for   
 Electrical Installation Contracting

NLA (former) National Landlords 
 Association, merged with RLA to  
 become NRLA 

A list of the abbreviations and tech-talk used in this month’s YPN – and more …
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NRLA National Residential Landlords   
 Association

OIEO  Offers in excess of 

OMV  Open market value

ONS  Office for National Statistics

OTA Online travel agent

PBSA  Purpose-built student   
 accommodation

PCA Property Care Association, a trade  
 organisation for specialists who  
 resolve problems affecting   
 buildings

PCOL Possession claim online

PD  Permitted Development / Permitted 
Development rights – you can 
perform certain types of work on a 
building without needing to apply for 
planning permission. Certain areas 
(such as Conservation Areas, National  
Parks, etc) have greater restrictions. 
Check with your local planning  
authority.

PI  Professional Indemnity insurance
insurance

PLO  Purchase lease option

PM  Project manager

PRA  Prudential Regulation Authority  – 
created as a part of the Bank of 
England by the Financial Services Act 
(2012), responsible for the prudential 
regulation and supervision of around 
1,500banks, building societies, credit 
unions, insurers andmajor investment 
firms. (Source: Bank of England)

PRC Pre-cast reinforced concrete. Often 
used for residential construction in 
the post-WW2 period, but considered 
as non-standard construction and 
difficult to mortgage. Most lenders 
will not lend unless a structural repair 
has been carried out in accordance 
with approved PRC licence,  
supervised by an approved PRC 
inspector. Legal evidence of the 
repair is issued in the form of a PRC 
Certificate of Structural Completion. 
(Source: prchomes.co.uk)

PRS  Private Rented Sector

R2R  Rent-to-rent

REIT  Real Estate Investment Trust

Reserved  A planning term: outstanding
Matters details of an outline planning approval 

to be resolved by a separate “reserved
matters” application, see  
https://www.planningportal.co.uk/
info/200126/applications/60/ 
consent_types/6 for details.

RGI  Rent guarantee insurance

RICS Royal Institute of Chartered Surveyors

RLA (former) Residential Landlords   
 Association, merged with NLA to  
 become NRLA 

RoCE Return on Capital Employed

ROI  Return on Investment

RP  Registered Proprietor, refer ring   
 to the name on the title of a   
 property Land Registry

RSJ  Rolled-steel joist – steel beam 

RTO  Rent to Own

RX1  Form used to register an   
 application to the Land Registry to 

place a restriction on the legal title of 
a property to protect the interests of a 
third party. The restriction will prevent 
certain types of transaction being 
registered against the property   
(eg, sale, transfer of ownership or 
mortgage)

S8 or Named after Section 8 of The   
Section 8 Housing Act 1988. A Section 21  

Notice (or Notice to Quit) is served 
when a tenant has breached the 
terms of their tenancy agreement, 
giving the landlord grounds to regain 
possession. Strict rules apply.   
See https://www.gov.uk/evicting-
tenants/section-21-and-section-8-
notices for up-to-date information. 

S21 or Named after Section 21 of The  
Section 21  Housing Act 1988. You can use a  
 Section 21 Notice (or Notice of 
 Possession) to evict tenants who  
 have an assured shorthold tenancy.  
 Strict rules apply.    

 See https://www.gov.uk/evicting-
 tenants/section-21-and-section-8-
 notices for up-to-date information. 

S24 or  Section 24 of the Finance Act  
Section 24  (No. 2) Act 2015 – restriction of relief  
 for finance costs on residential 
 properties to the basic rate of Income  
 Tax, being introduced gradually from  
 6 April 2017. Also referred to as the  
 ‘Tenant Tax’.

S106 Section 106 agreements, based  
Section 106  on that section of The 1990 Town  
 & Country Planning Act, and also  
 referred to as planning obligations,  
 are private agreements made 

between local authorities and  
developers. They can be attached to a 
planning permission to make 
acceptable development that would 
otherwise be unacceptable in 
planning terms. Planning obligations 
must be directly relevant to the 
proposed development and are used 
for three purposes:

1. Prescribe the nature of development

2. Compensate for loss or damage 
created by a development

3. Mitigate the impact of a development
(Source: planningportal.co.uk)

SA  Serviced Accommodation

SAP  Standard assessment procedure
(assessment)

SARB  Sale and Rent Back

SDLT  Stamp Duty Land Tax

SI  Sophisticated Investor (Source: FCA)
Certified: individual who has a written 
certificate from a “firm” (as defined 
by the FCA) confirming he/she is 
sufficiently knowledgeable to 
understand the risks associated with  
engaging in investment activity.
Self-certified: individual who has 
signed a statement confirming that 
he/she can receive promotional 
communications from an FCA-
authorised person, relating to 
non-mainstream pooled investments, 
and understand the risks of such
 investments. One of the following 
must also apply:

(a) Member of a syndicate of   
business angels for at least six  
months;

(b) More than one investment in an 
unlisted company within the previous 
two years;

(c) Working in professional capacity 
in private equity sector or provision 
of finance for SMEs;

d) Director of a company with   
annual turnover of at least £1m  
within the previous two years.

SIP(s)  Structural integrated panels

SME  Small and Medium-sized   
 Enterprises

SPT   Statutory periodic tenancy

SPV  Special Purpose Vehicle – a structure, 
usually a limited company, used when 
more than one person invests in a 
property.  The legal status of the SPV 
protects the interests of each 
investor.

SSTC  Sold Subject To Contract

TPO  The Property Ombudsman

UC Universal credit

UKALA  The UK Association of Letting Agents

USP  Unique selling point

VOA Valuation Office Agency



Baker Street Property Meet
Last Wednesday of every Month  
Holiday Inn London  Regents Park  
Carburton Street  London  W1W 5EE 
Host: Ranjan Bhattacharya 
www.BakerStreetPropertyMeet.com 

Premier Property Club - Islington
2nd	Wednesday	of	the	Month	
Double Tree Hilton Hotel  60 Pentoville Road  
N1 9LA Founder: Kam Dovedi
premierpropertyclub.co.uk/islington

Premier Property Club - Knightsbridge  
3rd Wednesday of the Month  
Hilton Hotel Park Lane  22 Park Plane  W1K 
1BE Founder: Kam Dovedi 
premierpropertyclub.co.uk/knightsbridge

Premier Property Club - Canary Wharf 
4th Tuesday of the Month  
Hilton Hotel  Marsh Wall  London  
E14 9SH Founder: Kam Dovedi  
premierpropertyclub.co.uk/canarywharf

Wandsworth Property Group 
3rd Tuesday of the Month The Alma  499 
Old York Road  Wandsworth 
London SW18 1TF Host: Brendan Quinn  
www.meetup.com/Wandsworth-Property-
Group

Love Property in N1 Meetup Group
1st Thursday of the Month 
The Islington Company 97 Essex Road  N1 
2SJ Host: Vaida Filmanaviciute 
www.meetup.com/Love-Property-in-N1-
Meetup-Group

Central London Evening Meet
4th Thursday of the month 
London Bridge Hotel  8-18 London 
Bridge St  London SE1 9SG 
Hosts: Brendan Quinn and Luke Hamill 
www.meetup.com/Central
LondonPropertyNetwork

Central London Morning Meet
See website for details 
Grosvenor Casino  3-4 Coventry Street  
Piccadilly Circus  London W1D 6BL  
Host: Brendan Quinn 
www.meetup.com/
CentralLondonPropertyNetwork

Female Property Alliance 
3rd Tuesday of every month 
Doubletree Victoria  Bridge Place  
SW1V 1QA Host: Bindar Dosanjh 
http://femalepropertyalliance.co.uk 

Sutton Property Meetup 
2nd	Monday	of	the	Month		
The Ivory Lounge  33-35 High Street  Sutton  
Surrey  SM1 1DJ  
Hosts: Johanna and Peter Lawrence 
www.meetup.com/Sutton-Property-Meetup

London Property Investor Breakfast
4th Tuesday of the month (7.30am – 
9.30am) Doubletree by Hilton  92 
Southampton Row  Holborn  London  WC1B 
4BH Host: Fraser Macdonald
www.meetup.com/
londonpropertybreakfast

UK Property Investors Networking Event 
Last Monday of the Month 
Grovesnor Hotel  101 Buckingham 
Palace Road  Victoria  London 
Host: Cornay Rudolph 
www.meetup.com/UK-Property-Investors-
Networking-Event

The Kensington & Chelsea Property Group 
2nd	Wednesday	of	the	month
Baglioni Hotel  60 Hyde Park Gate  
London  SW7 5BB Host: Neil Mangan
https://www.meetup.com/The-Kensington-
Chelsea-Property-Group/

The London Real Estate Buying & Investing 
Meetup Group
2nd	Tuesday	of	the	Month	
Business Environment Services Offices  154 
- 160 Fleet Street  
EC4A 2NB Host: John Corey 
www.meetup.com/real-estate-advice

Developers Network Knightsbridge
2nd	Thursday	of	the	month	
www.whiteboxps.com/developersnetwork 

West London Property Networking
2nd	Thursday	of	each	month	(except	
Dec or Aug)  High Road House  
Chiswick West London Hosts: Jeannie 
Shapiro and Pelin Martin
www.westlondonpropertynetworking.co.uk 

Premier Property Club Wembley
4th Wednesday of each month 
Holiday Inn Wembley Empire Way  
Wembley HA9 8DS Founder: Kam Dovedi
premierpropertyclub.co.uk/wembley 

Elephant & Castle Wealth Investing 
Network 1st Tuesday of every month 
London South Bank University  Keyworth 
Street  Keyworth Building  SE1 6NG 
Host: Sonia Blackwood

Premier Property HQ East London/Essex 
4th Wednesday of the month
Starting October 2021 

Premier Property Club Knightsbridge 
2nd	Wednesday	of	the	month	
Starting January 2022

Global Investor Club London
2nd	Thursday	of	every	month		
City Business Library  Guildhall  London 
EC2V 7HH Host: Jan Kortyczko fb.com/
GICLondyn Please note that most speakers 
are presenting in Polish

THE PROPERTY HUB 
1st Thursday of the Month    
http://thepropertyhub.net/meetups

London West Smith’s Cocktail Bar  
Brook Green Hotel  170 Shepherd’s 
Bush Road  Hammersmith  London  
W6 7PB

London East Property Hub Invest  
1 Naoroji Street  London WC1X 0GB

Croydon Property Meet
1st Wednesday of the month 
Croydon Park Hotel  Altyre Road  
Croydon. CR9 5AA 
Hosts: Rob Norton and Sel Fayyad
www.croydonpropertymeet.com
rob@croydonpropertymeet.com

Rent	2	Rent Live! - Tower Hill
2nd	Monday	of	every	month
The Tower Hotel, St Katharine’s Way, 
London, E1W 1LD Host: Steve Curtis
rent-2-rent-live.eventbrite.co.uk

Premier Property Club - Croydon
1st Tuesday of Each Month
Jurys Inn Croydon  Wellesley Road  
London CR0 9XY 
Founder: Kam Dovedi
premierpropertyclub.co.uk/croydon

The Property Event

2nd	Thursday	of	every	month

Clerkenwell, London, 6pm
Hosts: Tej Talks & James Sahota
thepropertyevent.co.uk

PPN Blackfriars Crown Plaza, 
19 New Bridge Street, London, 
EC4V 6DB Host: Graham Page
progressivepropertynetwork.co.uk

PPN Stratford International  
21/02/2022	Workable, 19th Floor, 1 
Westfield Avenue, Stratford, London, 
E20 1HZ Host: Motiul Islam
progressivepropertynetwork.co.uk

Kensington pin (online)
2nd	Wednesday	of	the	month 
Hosts: Abs and Adam Hassan
www.kensingtonpin.co.uk

Sutton pin (online) 2nd	Thursday	of	
the month Hosts: Peter and Johanna  
Lawrence www.suttonpin.co.uk

Clapham pin (online)
1st Tuesday of the month
Host: Paul Trowell 
www.claphampin.co.uk

Canary Wharf pin (online)
1st Thursday of the month 
Host: Martin Skinner
www.canarywharfpin.co.uk

Croydon pin (online)  
3rd Wednesday of the month  
Host: Elsie Ofili
www.croydonpin.co.uk

Blackfriars pin (in-person)
4th Tuesday of the month
Doggett’s Coat & Badge, Thomas 
Doggett Bar 1 Blackfriars Bridge, SE1 
9UD Host: Jo Jamison da Silva
www.blackfriarspin.co.uk

Norwich pin (in-person) 2nd	Tuesday	of	the	month 
Holiday Inn Norwich, Ipswich Road, Norwich, NR4 
6EP Host: Chris Jones www.norwichpin.co.uk

Cambridge pin (online) 4th Thursday of the month  
Host: Christine Hertoghe www.cambridgepin.co.uk

Essex pin (in-person) 3rd Tuesday of the month 
The Thurrock Hotel, Ship Lane Aveley, Thurrock 
RM19 1YN Host: Reegan Parmenter
www.essexpin.co.uk

PPN Ipswich Ufford Park Hotel, 
Melton, Woodbridge, IP12 1QW
Host: Halstead Ottley
progressivepropertynetwork.co.uk

PPN Brentwood 10/02/2022
Holiday Inn, Brook Street,  
CM14 5NF Hosts: Sarah  
and Tony Harding
progressivepropertynetwork.co.uk

Colchester Property Circle 
2nd	Thursday	of	each	month	-	7.30pm	
The Greyhound Pub, High Street, 
Wivenhoe CO7 9AH Host: Phil Sadler 
https://bit.ly/2Kld96t

Essex Property Network 
2nd	Tuesday	of	the	Month 
Holiday Inn Brentwood, CM14 5NF 
Host: Cyril Thomas 
www.essexpropertynetwork.co.uk

Welcome to the Your Property Network directory of networking events near to you. 

Some events are back to inperson but some remain online, so please check with the event before attending.

Harlow Property Network in 
association with Premier Property Club  
2nd	Thursday	of	Every	Month		
The Day Barn, Harlow Study Centre,  
Netteswellbury Farm (off Waterhouse 
Moor), Harlow, Essex, CM18 6BW. 
myproperty.coach

Developers Network Cambridge
3rd Wednesday of the month 
www.whiteboxps.com/developersnetwork

Online Property Meet
1st Wednesday of the month at 7pm 
Host: Rob Norton https://onlinepropertymeet.co.uk

Premier Property Club Online 

1st Tuesday of the month 



J6 Property Professionals & Investors Meet  
2nd	Tuesday	of	the	month Aston Bond solicitors  
Windsor Crown House  7 Windsor Road  Slough 
SL1 2DX Host: Manni Chopra 
www.j6propertymeet.co.uk

The Property Vault 3rd Monday of the month 
Eastgate  141 Springhead Parkway Northfleet  DA11 
8AD Host: Dan Hulbert and Amy Rowlinson
www.thepropertyvaultuk.com

Surrey Property Exchange 2nd	Monday	of	the	Month	
Holiday Inn Egerton Road Guildford GU2 7XZ 
Host: Richard Simmons 
www.surreypropertyexchange.co.uk

Premier Property Club - Kent
2nd	Tuesday	of	each	month 
Castle View  Forstal Road  Maidstone ME14 3AQ
www.PremierPropertyClub.co.uk

The Bucks Property Meet
Last Thursday of the Month The Bull  Gerrards Cross 
Hosts: John Cox and Rachael Troughton
www.Buckspropertymeet.com

Property Expert Network Event (PEN)  
Solent View Room at Pyramids, Clarence Esplanade, 
Portsmouth, PO5 3ST  

Premier Property Club - Brighton 
1st Thursday of the Month Jurys Inn Brighton 
Waterfront King’s Road  Brighton  BN1 2GS
www.premierpropertyclub.co.uk/brighton

Eastbourne Wealth Investing Network  
4th Wednesday of every month  
The View Hotel Grand Parade Eastbourne BN21 4DN 
Host: Jonas Elsen-Carter

Crawley Property Meet  3rd Tuesday of every month    
Holiday Inn London-Gatwick Airport, Povey Cross 
Road, Horley, Surrey, RH6 0BA Hosts: Tania Carson, 
Pam Mackenzie, Nick Parkhouse and Phil Williams.
crawleypropertymeet.com  

PDPLA 2nd	Monday	of	the	month	
The Inn Lodge  Burrfields Road Portsmouth PO3 5HH. 
7:30 Host: Joan Goldenberg  www.pdpla.com 

Hampshire Property Network
2nd	Wednesday	of	every	month	The Solent Hotel, 
Whiteley, PO15 7AJ 
Hosts: Mark Smith and HPN Team
www.hampshirepropertynetwork.com

Mid Surrey Wealth Investing Network  
2nd	Wednesday	of	every	month	Sutton United 
Football club, Gander Green Lane Sutton 
SM1 2EY Host: June Cruden

The Reading Property Meet
Last Thursday of each month Grosvenor Casino 
Reading South, Rose Kiln Lane, Reading, RG2 0SN
Host: Adam Vickers https://bit.ly/2WLwMGs

Brighton Property Meet 3rd Wednesday of the 
month 6pm onwards The Cricketers, 15 Black Lion 
Street, Brighton, BN1 1ND
Hosts: Niall Scott & Matt Baker
www.scottbakerproperties.co.uk

Partners in Property Southampton
1st Thursday of the month DoubleTree by Hilton
Southampton,  Bracken Pl, Chilworth, Southampton 
SO16 3RB Hosts: Sarah Smith, Sam Beddoe, Karen 
Stanbridge https://www.partners-property.com 

PEN Kent 1st Monday of every month, 7pm till 10pm 
Tudor Park Marriott Hotel & Country Club, Ashford 
Road, Bearsted, ME14 4NQ https://bit.ly/2N3BLkM

Kent Property Meet 4th Wednesday of the month
Mercure Great Danes Hotel, Maidstone, ME17 1RE 
Hosts: Jazz Doklu & Chrissy Kusytsch
www.kentpropertymeet.com

Premier Property Club Kent
3rd Tuesday of the month 
Starting January 2022

Eastbourne pin (in-person)1st Wednesday of the month
Royal Eastbourne Golf Club Paradise Drive, Eastbourne 
BN20 8BP Host: Lee Beecham www.eastbournepin.co.uk

Oxford pin (in-person) 3rd Tuesday of the month  
Jurys Inn Oxford Godstow Road, Oxford OX2 8AL 
Host: Del Robinson www.oxfordpin.co.uk

Basingstoke pin (online) 4th Wednesday of the month 
Hosts: Seb and Aga Krupowicz  
www.basingstokepin.co.uk

Kent pin (in-person) 1st Thursday of the month  
Larkfield Priory Hotel, 802 London Road Maidstone, Kent, 
ME20 6HJ Hosts: Martin and Sarah Rapley
www.kentpin.co.uk

Surrey pin (online) 3rd Thursday of the month  
Hosts: Karen Buckley and Dominic Beecheno  
www.surreypin.co.uk

Reading pin (in-person) 1st Tuesday of the month 
Crowne Plaza Reading, Caversham Bridge, Richfield   
Avenue, Reading, RG1 8BD Hosts: Julia and Stephen 
Hollings www.readingpin.co.uk

Southampton pin (in-person) 1st Tuesday of the month
Village Hotel Southampton Eastleigh, Bournemouth Road, 
Chandlers Ford SO53 3QB Hosts: Jon Woodman and 
Nigel Budgen www.southamptonpin.co.uk

Berkshire pin (online) 3rd Monday of the month  
Hosts: Andy Gaught and Jonathan Barnett   
www.berkshirepin.co.uk

Portsmouth pin (in-person) 3rd Wednesday of the month
Holiday Inn Express Portsmouth North Easton Road, 
Farlington, Portmsouth PO6 1UN Host: Tom Jeffes
www.portsmouthpin.co.uk

Brighton pin (in-person) 3rd Thursday of the month
Malmaison Brighton, The Waterfront,  Brighton Marina, 
Brighton, BN2 5WAHost: Peter Fannon  
www.brightonpin.co.uk

Harrogate pin (online) 1st Wednesday of the month    
Host: Diane Greenwood www.harrogatepin.co.uk

Leeds pin (in-person) 4th Wednesday of the month Mercure Leeds Parkway 
Hotel  Otley Road, Leeds LS16 8AG Host: David Dixon www.leedspin.co.uk

Hull pin (in-person) 2nd	Thursday	of	the	month Holiday Inn Express 80 Ferensway, 
Kingston upon Hull HU2 8LN Host: Neil Brown www.hullpin.co.uk

Great North pin (online) 2nd	Tuesday	of	the	month     
Hosts: Mark Fitzgerald and Tim Ives www.greatnorthpin.co.uk

York pin (online) 3rd Wednesday of the month     
Hosts: MikeQ and Olga Hainsworth www.yorkpin.co.uk

Sheffield	pin (in-person) 2nd	Wednesday	of	the	month Aston Hall Hotel, Worksop 
Road Aston, Sheffield, S26 2EE Host: Paul Hastings www.sheffieldpin.co.uk

PPN	Sheffield AMP Technology Centre, 
Advanced Manufacturing Park,  
Rotherham, S60 5WG  
Host: Sonny
progressivepropertynetwork.co.uk

PPN Leeds  
Hilton Hotel, Neville Street, Leeds  
LS1 4BX Host: Mo Jogee
progressivepropertynetwork.co.uk

PPN Humberside
Barton Town Cricket Club, Marsh Lane, 
Barton Upon Humber, North Lincolnshire, 
DN18 5JD Host: Heidi Mobbs
progressivepropertynetwork.co.uk

THE PROPERTY HUB 
1st Thursday of the Month 
http://thepropertyhub.net/meetups

Leeds Dakota Deluxe Hotel,
Russell Street, Leeds LS1 5RN

Developers Network Leeds
4th Thursday of the month 
www.whiteboxps.com/developersnetwork

Developers Network North East
Either 4th Wednesday or  
Thursday of the month 
www.whiteboxps.com/developersnetwork

Bournemouth pin (in-person) 2nd	Tuesday	of	the	month 
Marsham Court Hotel 3 Russell Cotes Road,  
Bournemouth BH1 3AB Host: Max Noble   
www.bournemouthpin.co.uk

Cheltenham and Gloucester pin (in-person)
3rd Tuesday of the month Doubletree by Hilton  
Cheltenham, Cirencester Road Charlton Kings,  
Cheltenham, GL53 8EA Host: Joanne Sainsbury
www.cheltenhamandgloucesterpin.co.uk

Swindon pin (online) 4th Wednesday of the month 
Host: Leo Santana www.swindonpin.co.uk

Devon pin (in-person) 4th Thursday of the month
Hampton by Hilton Exeter Airport, Exeter EX5 2LJ
Hosts: Sally and Kevin Cope www.devonpin.co.uk

Bristol pin (in-person) 2nd	Wednesday	of	the	month  
Holiday Inn Filton, Filton Road, Winterbourne Bristol   
BS16 1QX Host: Nick Josling www.bristolpin.co.uk

Professional Investment Group 
(PIG) - Plymouth 
3rd Monday of the month 
Boringdon Hall Hotel and Spa 
Boringdon Hill  Colebrook 
Plymouth PL7 4DP Host: Angelos 
Sanders www.pig.network 

PEN Wiltshire Last Tuesday 
of the Month Stanton Manor 
Hotel Stanton St. Quintin Near 
Chippenham  Wiltshire  SN14 6DQ 
Host: Neil Stewart 
www.penwiltshire.com

Professional Investment Group 
(PIG) - Cornwall  
1st Monday of the month The 
Alverton Hotel, Tregolls Rd, Truro, 
TR1 1ZQ Hosts: Angelos Sanders 
& Matt Pooley www.pig.network

Bristol BMV Property Options 
Last Thursday of every month 
The Holiday Inn, Bond Street  
Bristol  BS1 3LE  Host: Del Brown 
www.bmvpropertyoptions.co.uk/
property-investment-meeting-
pim Torbay Free

PPN Bournemouth	17/02/22		
The Cumberland Hotel, East 
Overcliff Drive, Bournemouth BH1 
3AF Host: Leigh Ashbee  
progressivepropertynetwork.co.uk

PPN Bristol 17/02/22	The 
Culbone Conference Room, Aztec 
Hotel and Spa, Bristol, BS32 4TS 
Hosts: Paul Duval & Paul Bennett 
progressivepropertynetwork.co.uk

PPN Southampton 24/02/22 Town 
Quay Road, Southampton SO14 2NY 
Host: Henri Ghjiben
progressivepropertynetwork.co.uk Property Meet 2nd	Tuesday	of	the	month Imperial Hotel Torquay, 

Parkhill Road, Torquay TQ1 2DG (currently online) Hosts: Ed & Helen 
Akay www.facebook.com/torbayproperty

PLEASE NOTE - Due to the current COVID-19 pandemic, events will be online or may not be running. Please check the meetings websites for up-to-date information



UK Property Network Leicester
2nd	Tuesday	of	the	Month	
The Field Head Hotel  Markfield Lane  
Markfield  Leicestershire  LE67 9PS 
Hosts: Rachel Knight & Adam Bass 
www.meetup.com/UKPN-Leicester

Landlords National Property Group
1st Monday of the Month The Derbyshire 
Hotel  Carter Lane East  Derby DE55 2EH 
Hosts: Paul Hilliard and Nick Watchorn  
www.lnpg.co.uk

Midland Property Forum
3rd Thursday of the month
The Oldmoor Lodge  Mornington Crescent  
Nottingham. NG16 1QE Hosts: Kal Kandola, 
Hannah Hally, Kelly Hally, James Howard-Dobson, 
Steve Harrison
https://www.facebook.com /MidlandsPropertyForum 

THE PROPERTY HUB 1st Thursday of the Month
http://thepropertyhub.net/meetups

St Albans The Beech House 81 St Peter’s 
Street  St Albans  AL1 3EG

Nottingham St James Hotel  No 6 Bar & 
Restaurant 1 Rutland Street  Nottingham  NG1 6FL

Milton Keynes pin (online) 
3rd Wednesday of the month
Host: Reemal Rabheru
www.miltonkeynespin.co.uk

Nottingham pin (in-person)
3rd Tuesday of the month
De Vere Orchard Hotel
Beeston Lane, Nottingham NG7 2RJ
Host: Spike Reddington
www.nottinghampin.co.uk

Luton pin (in-person)
4th Tuesday of the month
Hampton by Hilton London Hilton Airport
42-50 Kimpton Road, Luton LU2 0NB
Host: James Rothnie  
www.lutonpin.co.uk

Leicester pin (in-person)
1st Thursday of the month
Holiday Inn Leicester Wigston
299 Leicester Road, LE18 1JW
Host: Gary Sandford
www.leicesterpin.co.uk

Northampton pin (in-person)
1st Thursday of the month
Holiday Inn Express – Northampton 
South Loake Close, Grange Park,  
NN4 5EZ
Host: Amelia Carter
www.northamptonpin.co.uk

Watford pin
2nd	Thursday	of	the	month
Hosts: Shack Baker and Waseem
Herwitker www.watfordpin.co.uk

Lincoln pin (in-person)
4th Thursday of the month
Hotel Ibis London  
Whisby Road, Lincoln LN6 3QZ
Hosts: Millie Hastings and David Dixon   
www.lincolnpin.co.uk

PPN Northampton Hilton Hotel, 
100 Watering Lane, Collingtree, 
Northampton, NN4 0XW  
Host: Kim Hendle
progressivepropertynetwork.co.uk

PPN Milton Keynes 03/02/22
Sky Room, MK Gallery,  
900 Midsummer Blvd, Milton Keynes, 
MK9 3QA Host: Neil Briggs
progressivepropertynetwork.co.uk

PPN Glasgow  07/02/22
Host: Daniel McGarrity
progressivepropertynetwork.co.uk

ASANA North West Property Meet
1st Monday of each month
Mercure Bolton Georgian House Hotel, 
Manchester Road, Blackrod, Bolton BL6 
5RU Hosts: Howard Cain and Kathy 
Bradley http://www.asana-connected.com

Manchester Property Investor 
Breakfast 1st Friday of the month 
(7.30am – 9.30am) Village Hotel  
Ashton under Lyne  OL7 0LY 
Host: Fraser Macdonald
www.meetup.com/Manchester-
Property-Investor-Breakfast 

Warrington Property Investors’ Meet Up
3rd Tuesday of the month from 7pm-
9pm Olympic Park  Unit 7 Olympic 
Way  1st Floor  Birchwood  Warrington  
Cheshire  WA2 0YL (free parking) 
Hosts: Patricia Li and Michael Hopewell
www.meetup.com/Warrington-
Property-Investors-Meetup/

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Liverpool Punch Tarmey’s Liverpool   
31 Grafton St  Liverpool L8 5SD

Manchester The Bridge Street Tavern   
58 Bridge Street  M3 3BW

Connect property network 
1st Wednesday of the month
Wychwood Park Hotel, Wychwood Park, 
Crewe, CW2 Hosts: Daniel Hennessy  
and Scott Williams
www.connectpropertynetwork.co.uk

Kieba Property Meet
2nd	Monday	of	the	month	
Crabwall Manor Hotel & Spa, Parkgate 
Road, Chester, CH1 6NE Hosts: Kieran  
& Dawn Toner - Kieba Property Ltd
www.kiebapropertymeet.co.uk 

Liverpool pin (online) 4th Thursday of the month
Host: William Poterfield www.liverpoolpin.co.uk

Chester pin (online) 2nd	Thursday	of	the	month
Host: Michelle Cairns www.chesterpin.co.uk

Manchester pin (in-person) 3rd Wednesday of the month
Best Western Cresta Court, Church Street, Altrincham,   
WA14 4DP Host: Julie Whitmore www.manchesterpin.co.uk

PPN South Manchester Pinewood on Wilmslow,   
180 Wilmslow Road, Handforth, Cheshire, SK9 3LF   
Host: Mike Chadwick progressivepropertynetwork.co.uk

PPN Preston and Fylde 09/02/22	Ribby Hall Conference 
suite, Ribby Road, Wrea Green, Preston, PR4 2PR   
Hosts: Dave Jenkins & Martin Sanderson  
progressivepropertynetwork.co.uk

Black Country pin (in-person)  
4th Wednesday of the month  
Village Hotel Dudley Castlegate 
Drive, Dudley DY1 4TB  
Host: Philip Hunnable  
www.blackcountrypin.co.uk

Worcestershire pin (online)  
1st Wednesday of the month
Hosts: Andy and Karen Haynes 
www.worcestershirepin.co.uk

Birmingham Central pin (in-person) 
1st Thursday of the month The 
Birmingham Conference & Events 
Centre Hill Street, Birmingham, 
B5 4EW Host: Andy Ellard www.
birminghamcentralpin.co.uk 

Birmingham pin (in-person)  
3rd Thursday of the month  
The Regency Solihull, Stratford Road, 
Shirley, Solihull B90 4EB Hosts: Mark 
and Christine McAleenan  
www.birminghampin.co.uk

Stoke pin (online) 2nd	Wednesday	
of the month Host: James Rogers 
www.stokepin.co.uk

Coventry and Warwickshire pin 
(in-person)  
2nd	Thursday	of	the	month  
Mercure Brandon Hall Hotel, Main 
Street, Brandon, Coventry, CV8 3FW
Host: Steve Ray 
www.coventryandwarwickshirepin.co.uk

PPN Birmingham 09/02/2022
Crowne Plaza Solihull, an IHG Hotel,  
61 Homer Rd, Solihull B91 3QD  
Hosts: Kirsty Darkins & Stephen Fryer
progressivepropertynetwork.co.uk

PPN Leamington Spa
The Saxon Mill, Coventry Road, Guys  
Cliffe, Warwick, Warwickshire,  
CV34 5YN Host: Konrad Gajda
progressivepropertynetwork.co.uk

PPN Shropshire 
Mercure Telford Centre Hotel Forge 
Gate, Overdale, Telford TF3 4NA
Hosts: Liam McCullough & Joe Lane
progressivepropertynetwork.co.uk

Glasgow pin (online)   
2nd	Tuesday	of	the	month 
Speaker: James Edwards  
Host: Arshad Ali
www.glasgowpin.co.uk

Edinburgh pin (in-person)
3rd Wednesday of the month
Novotel Edinburgh Park, 15 
Lochside Avenue Edinburgh  
EH12 9DJ Host: Taimur Malik
www.edinburghpin.co.uk

Belfast Property Meet 
1st Thursday of the Month 
The Mac Theatre  St. Anne’s 
Square, Belfast Host: Chris Selwood 
www.belfastpropertymeet.com

Belfast pin (online) 
1st Tuesday of the month
Host: Kevin Armstrong  
www.belfastpin.co.uk

PPN Belfast National Football
Stadium at Windsor Park Irish FA, 
Donegall Ave, Belfast BT12 6LW 
Hosts: Pete Lonton & Danielle Bell 
progressivepropertynetwork.co.uk

Great Property Meet Warwickshire 3rd Monday of the month Dunchurch Park 
Hotel & Conference Centre Rugby Road  Dunchurch, Warwickshire, CV22 6QW 
Host: Andrew Roberts www.GreatPropertyMeet.co.uk

Saj Hussain’s Property Meet 
3rd Tuesday of every month (except August & December) - 6pm   
Novotel Hotel, 70 Broad Street, City Centre, Birmingham B1 2HT 
https://www.sajhussain.com/networking  

Cardiff pin (in-person)
2nd	Tuesday	of	the	month
The Future Inn, Hemmingway 
Road, Cardiff, CF10 4AU
Hosts: Morgan Stewart and 
Luke Rowlands  
www.cardiffpin.co.uk

Swansea pin (in-person)
4th Thursday of the month
Swansea Village Hotel,  
Langdon Road Swansea,  
SA1 8QY
Interim Host: Luke Rowlands
www.swanseapin.co.uk

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Birmingham The Lost and Found 8  
Bennetts Hill Birmingham B2 5RS

Developers Network Birmingham
4th Tuesday of the month 
www.whiteboxps.com/developersnetwork

PLEASE NOTE - Due to the current COVID-19 pandemic, events will be online or may 
not be running. Please check the meetings websites for up-to-date information



As the current situation is changing frequently - some auctions are moving online. Please check the EIG website for the latest info.

Auction Agent 1-Feb-22 12:00

UK Property Auctions 
1-Feb-22	17:00 Online Auction

Auction House West Yorkshire 
2-Feb-22	12:00 Live Stream

Barnard Marcus 2-Feb-22	
9:30 Grand Connaught Rooms, 
Great Queen Street, London,  
WC2B 5DA

Stags Truro 2-Feb-22	18:00	

Taylor James Auctions 
2-Feb-22	10:00 Online Auction

Allsop Commercial 3-Feb-22	
11:00 Online Auction

Auction North 3-Feb-22	16:00

Loveitts 3-Feb-22	18:30  
Live Stream

Paul Fosh Auctions 3-Feb-22	
17:02 Online Auction

Dawsons 4-Feb-22	12:00	

Auction House Manchester 
8-Feb-22	14:00 Live Stream

Maggs & Allen 8-Feb-22	
18:00 Online Auction

Auction House Copelands 
9-Feb-22	12:30 Live Stream

Auction House East Anglia 
9-Feb-22	11:00 Live Stream

Auction House Essex & Kent 
9-Feb-22	14:00 Live Stream

Bond Wolfe 9-Feb-22	9:30   
Live Stream

Brown & Co 9-Feb-22	11:00	

Clive Emson Online 9-Feb-22	
11:00 Online Auction

Lambert Smith Hampton 
(National) 9-Feb-22	16:30	

My Auction 9-Feb-22	16:00		
Online Auction

Savills 9-Feb-22 Live Stream

Auction House London   
10-Feb-22	12:00 Live Stream

FBM Estate Agents   
10-Feb-22	12:00 

Nalc Auctions 10-Feb-22	
18:00 Colwick Hall Hotel, 
Racecourse Road, Nottingham, 
NG2 4BH

Network Auctions 10-Feb-22	
10:00 Online Auction

Online Property Auctions 
Scotland	10-Feb-22	15:00	

Sharpes	10-Feb-22	12:00  
Online Auction

Stags Launceston   
10-Feb-22	18:00 

Walker Singleton    
14-Feb-22	12:00	

Auction House Bristol & West 
15-Feb-22	19:00	Live Stream

Auction House North East  
15-Feb-22	14:00 Live Stream

McHugh & Co 15-Feb-22	
7:30 Online Auction

Auction House Staffordshire 
16-Feb-22	19:00 Live Stream

Cooper & Tanner Auctions 
16-Feb-22	17:00 

Cottons 16-Feb-22	15:00   
Live Stream

Dedman Gray Auctions   
16-Feb-22	14:00	The Holiday Inn 
Hotel, London Southend Airport, 
Southend-on-Sea, SS2 6XG

Hollis Morgan 16-Feb-22	
18:00 Live Stream

Sage & Co Auctions 16-Feb-22	
18:00 Online Auction

SDL Property Auctions Knight 
Frank 16-Feb-22	11:30   
Live Stream

Shonki Brothers (Narborough 
Road) 16-Feb-22	17:00  
Live Stream

Smith & Sons 16-Feb-22	
12:00 Online Auction

Stephen & Co 16-Feb-22	

19:00 Rookery Manor, Edingworth 
Road, Weston-Super-Mare,  
BS24 0JB

Town & Country Property 
Auctions Cheshire & Wirral 
16-Feb-22	12:00 The Cheshire 
Saleroom, Withyfold Drive, 
Macclesfield, SK10 2BD

Venmore Auctions 

16-Feb-22	13:00 Online Auction

Acuitus 17-Feb-22	Online Auction

Allsop Residential 17-Feb-22 
Online Auction

Auction House Birmingham & 
Black Country 17-Feb-22	
18:00 Live Stream

Auction House Cumbria  
17-Feb-22	12:00 Live Stream

Auction House Devon & Cornwall 
 17-Feb-22	12:00 Live Stream

Auction House Notts & Derby 
17-Feb-22	11:00 Live Stream

Auction House South Yorkshire 
17-Feb-22	14:00 Live Stream

Barnett Ross 17-Feb-22	
12:00 Online Auction

BidX1 17-Feb-22	9:00 
Online Auction

Brown & Co 17-Feb-22	12:00	

JJ Morris 17-Feb-22	16:00

Phillip Arnold Auctions   
17-Feb-22	12:00 Live Stream

Strakers	17-Feb-22	17:00	
Online Auction

Strettons 17-Feb-22	12:00		 	
Live Stream

Sutton Kersh Auctions   
17-Feb-22	12:00	Live Stream

Seel & Co 22-Feb-22	12:00	
Online Auction

Auction House Northamptonshire 
23-Feb-22	11:00 Live Stream

John Francis 23-Feb-22	
11:00 Online Auction

Kivells Auctions	23-Feb-22	
19:00 Lifton, Strawberry Fields, 
Lifton, PL16 0DE

Lambert Smith Hampton 
(National) 23-Feb-22	15:45	

Lextons Auctions Ltd 23-Feb-22 
Dyke Golf Club, Devils Dyke Road, 
Brighton, BN1 8YJ

Pugh & Company   
23-Feb-22 9:00 Online Auction

Robert Williams Estate Agents 
23-Feb-22	Online Auction

SDL Property Auctions Shepherd 
Commercial 23-Feb-22	12:30 

Online Auction

SVA Property Auctions Ltd  
23-Feb-22	14:00 Live Stream

The County Property Auction 
23-Feb-22 Live Stream

Auction Estates 24-Feb-22	14:30	
Nottingham Racecourse, Colwick 
Road, Nottingham, NG2 4BE

Auction House Leicestershire 
24-Feb-22	14:00 Live Stream

Auction House North West 
24-Feb-22	12:00 Online Auction

Auction House Robinson & Hall 
24-Feb-22	14:30 Venue 360, 20 
Gipsy Lane, Luton, LU1 3JH

Auction House Sussex 24-Feb-22	
14:30 Live Stream

Evans Bros 24-Feb-22	19:30	

Feather Smailes & Scales  
24-Feb-22	15:00 Live Stream

Greenslade Taylor Hunt Online 
24-Feb-22 Live Stream

Network Ground Rent Auctions 
24-Feb-22	12:00 Online Auction

SDL Property Auctions National 
24-Feb-22	10:00 Live Stream

Town & Country Property 
Auctions NW, MW, Shropshire and 
Cheshire 24-Feb-22	17:30		
Online Auction

Romans 25-Feb-22	13:00  
Online Auction

Agents Property Auction  
28-Feb-22	11:00 Online Auction

Town & Country Property 
Auctions South 28-Feb-22	10:00 
Online Auction








