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As property investors, we can be so focussed on our 
goals that we can forget to look back and see what 
we have achieved and how our journey has evolved.

Even if you are just starting out and about to buy your 
first investment property, one thing is for sure – if 
you stick with it, your experience and knowledge can 
only increase and have a cumulative effect as you 
move forward. In this month’s feature, Peter and Dick 
Dabner illustrate how this happens by sharing their 
own fourteen-year development journey and a few 
case studies to show how YOU too can make HUGE 
PROFITS through property development even as the 
foundations of the investing world shift beneath 
our feet.

On that note, we’re still digesting the effects of the 
budget as we go to print. Paradoxically, change might 
be one of the biggest property investing constants at 
the moment, but here at YPN we will continue to help 
you adapt, evolve and thrive to make your own invest-
ing journey a huge SUCCESS!

Ant Lyons and Jayne Owen
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This key course builds the foundation of your

property business and consolidates your existing 

business by ensuring you embed the main principles 

of People; Process; Property. 

If you’re starting out, wondering how to move your 

property business to the next level or wanting to 

consolidate and implement your existing property 

knowledge, then this course is for you.

This course covers many of the topics, strategies, 

tools and techniques that you will not find in any other 

property coaching or course. They are also the 

topics, strategies, tools and techniques that our 

property professional, Paul Merrick, used to build his 

own businesses from his first property investment of 

£2,500 [TWO THOUSAND AND FIVE HUNDRED 

POUNDS] to being financially free in twelve months.

www.propertymasteryacademy.co.uk

PEOPLE:PROCESS:PROPERTY with Paul Merrick

2 COURSES THAT WILL CHANGE 
YOUR PROPERTY BUSINESS

FOR MORE DETAILS AND TO BOOK GO TO 

www.pmacourses.co.uk

ATTRACTING PROPERTY INVESTMENT with Dr Martin Davies

"Anyone can find investment for property deals if they know where to find the people with money, 
how to attract them and how to make an offer that is compelling." says Dr Martin Davies.

• Are YOU frustrated in not being able to 

move your property business forward 

due to lack of funds?

• Do you need access 

to deposit money for 

new projects?

• Have you tried to interest  

potential investors before  

without success?

http://www.pmacourses.co.uk
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ather and son developer team Peter and Dick Dabner started out, like many of us, 
with small refurbs on flats and houses. That was back in 2002. Over the intervening 
years they made the transition to larger conversions and major new build projects, 

becoming well-known in property circles as their business went from strength to strength.

They are familiar faces within YPN too. We met back in 2008 when YPN first launched and 
they became regular contributors during our early years. It’s a while since we last spoke to 
them – largely because they’ve been so busy – but we were delighted to catch up with them again recently.

In this ‘Dabner Special’ feature, Peter and Dick speak candidly about their fourteen-year property and business journey. Join them on 
a trip down memory lane as they reveal when, why and how they got started in property, the challenges they have faced, the market 
changes they have encountered, how the nature of deals they do has evolved, and what they’ve learned along the way. Here, they share 
their trials and tribulations, successes and learnings, and other nuggets picked up over the years to help you, wherever you are in your 
own property journey.

Development may be what they are best known for and form the main thrust of their business, but they have built up a sizeable rental 
portfolio as well. In fact,  Peter and Dick’s story is one of personal as well as business evolution as it shows how a property business 
changes over time – not necessarily according to plan – and why embracing new ideas is essential to keep growing on every level. 
Are you ready? Get into the time machine, strap yourself in… and we’ll whoosh back to 2002!

Peter and Dick had a very big WHY for getting into property.

The father and son team have worked together since Peter left school over twenty years ago. 
Based in Tunbridge Wells in Kent, they had built up a decorative glass business that got busier 
and busier over the years, but they hit major problems when they tried to expand. 

Evolution of a 
Property Investor!
From Tiny Refurbs to Multi-Million 
Developments – the Dabner Story

2002 The Journey Begins
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Dick explains what happened. “First 
of all, we were finding it very difficult 
to get the right sort of labour. For 
those of you who don’t know the 
area, there was very little semi-skilled 
labour of the type we needed in this 
part of Kent to enable us to expand 
production. Secondly, we were let 
down by the banks at the last minute 
when purchasing a factory to expand 
our production capacity. We had got 
consent to expand from them but 
they pulled the plug on the extension 
of the loan at the last minute. That left us in a complete mess 
from which the business was unable to recover.”

At this point, Dick decided to sell the handful of investment 
properties that he owned in an attempt to prop the business up 
with the proceeds. That, unfortunately, proved to be a fruitless 
exercise and the company went down, taking with it all of their 
livelihoods and assets.

Peter had max’d out his credit cards during this process to keep 
the business running, so it was not a good time for either of them. 
The end result was that they were personally in debt to the banks 
to the tune of £150,000 – a huge debt to repay. With no vehicle for 
generating income, their backs were firmly against the wall.

Many turn to property to get out of a job and into something that 
can give them more time and freedom, but Peter and Dick’s 
motivation was entirely different. 

“The decision was almost made for 
us – we had to do something to make 
chunks of money to be able to pay 
back the debts. It was clear Peter and 
I could not do that by getting ordinary 
jobs. And on top of that, those of you 
who have been self-employed will 
know that you become pretty much 
unemployable after a while, because 
you develop your own way of doing 
things after running your own 
business.”

During the aftermath of this debacle, their accountant pointed out 
that Dick might have been better off by keeping his investment 
properties instead of selling them off to support the business. 
That may or may not have been a helpful comment at the time, 
but it was enough to convince the two of them to have a good 
look at the potential of property. They researched the sector and 
the area, and came to the conclusion that the best way to make 
money from property in Tunbridge Wells would be through 
adding value.

After doing a property course with Russ Whitney towards the 
end of 2002, they found a beaten-up property that they bought 
for £92,000 and spent less than £8,000 on it, keeping the costs 
below £100,000. After completing the works, it was revalued at 
£120,000, netting them a cool £20,000. “We realised that if we 
could do this again and again, we would not only be able to repay 
our debts but could begin to see a future for ourselves. That was 
our real motivation.”

2002-
2004
The Early Days

hough the original purpose for going into 
property had been to pay back bank debts 
from the previous business, they both 

began to realise that this was something they 
enjoyed.

For the first couple of years, they each had 
different strategies. Dick’s strategy was to buy a 
property to live in, do up whilst living in the 
property, then sell on when he was ready to move; 
Peter preferred to buy and hold. While not exactly 
going their separate ways, they undertook 
separate projects but still supported each 
other where needed.

“we had to do something 
to make chunks of 

money to be able to 
pay back the debts”

Case Study #1 
Dudley Road
Renovation of a dilapidated 
1-bed flat.

• Date: 2002

• Purchase price: £92,000

• Refurb budget: £8,000

• Valuation after 
 works: £120,000
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2004 The Turning Point
ith some 
experience behind 
him, Peter had 

begun to think bigger by 2004 
and was bringing in other 
people to help on projects, but 
the father-son partnership did 
not resume until later that year 
when a project went wrong. 

“Peter was three-quarters of the 
way through this project that 
was the biggest either of us 
had taken on, when things went 
wrong. We joined forces to sort it out and that event 
formed the blueprint for the way we work as a team now.”

Peter takes up the story to explain what happened. 

“I was converting a commercial office building in the 
centre of Tunbridge Wells to residential. Something that 
has worked well for us throughout our journey is to find 
an opportunity to enhance the planning permission on 
a property or site, and that is what I was aiming to do 
in this case. The building originally had planning 
permission for conversion to a 5-storey townhouse, 
but I had seen an opportunity to convert it into flats
 instead, which was in line with my previous 
refurb-and-refinance strategy and would give a much 
better profit margin. I applied for five flats; I didn’t get 
that but got permission to create four.

Dick has already mentioned the abundance of 
mortgage products at the time, and we were also fortunate in that 
the market then was rising at around 10% pa in our area. 
Consequently, we were able to borrow 85%, sometimes even 90%, 
on a buy-to-let (BTL) mortgage for the exit.

Back in those days, funding was far 
less of an issue than it is now. 

Dick recalls how much easier it was 
to raise money: 

“There were a thousand or 
more mortgage products 
around. We could practically 
choose the mortgage to go 
for, then remortgage with a 
draw-down facility. We didn’t 
realise how fortunate we were 
given how few products there 
are now, even today when 
things have recovered a bit. 
We took advantage of what 
was available and worked 
hard at it.”

Even from the beginning, they had 
strict criteria for the projects they took 
on: they had to see a clear 20% profit 
margin on resale or refinance. This 
had to hold true regardless of the type 
of property, from the 1-bedroom flats 
that just needed cosmetic tidying up 
that they started with, through to the 
commercial to residential conversions 
they began to take on a couple of years 
later. They continue to work to that 
same margin of a clear 20% today.

“One of our first 
investors put in a 

significant amount of 
money to fund the 
conversion of this 

property”
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Case Study #2
York Road
Another commercial to residential 
conversion, turning an office building 
into 2 x 2-bed and 2 x 1-bed 
apartments.

• Date:   Late 2004/ 
   Early 2005

• Purchase price:  £310,000

• Refurb budget:  £250,000

• Individual end values: £205,000
   £155,000
   £145,000
   £200,000

   £705,000

One of our first investors put in a 
significant amount of money to fund 
the conversion of this property, 
effectively providing all of the funds 
while I brought the deal and experience 
to the table and did all the work with 
regard to planning issues and project 
managing the build. However, we were 
working collaboratively, both having a 
say in the way things were done.

Three-quarters of the way through 
the project, we had a site meeting 
scheduled with the builder. Many 
readers will probably recognise the 
phase towards the end of a build when 
there is a lot going on, but without much in the way of visual
 impact – it’s a regular theme with building works. You see lots 
of progress at the beginning with the demolition and stripping 
out, then the bathroom suites and kitchens going in, in the middle 
phase, but the last phase is trickier. With things like snagging, 
finishing off electrics, installing smoke and fire alarms, testing, etc, 
visible progress is negligible compared with the earlier stages.

As a result of these sorts of issues, this meeting got a bit heated 
and the investor gave the builder the option of handing the keys 
back. Which (to our horror), he did. We stood there on site, with 
the architect, expecting the builder to turn around and come back 
– and he didn’t.

The sheer magnitude of the situation dawned on me. This was a 
high risk point to lose the building team because at this late phase 
they know all the ins and outs – where all the pipes have been run, 
what stage the electrics are at, and so on. They also had people in 
line to certificate the project when finished. Very few professionals 
are prepared to come in at a late stage to certificate other people’s 
work because they have to put their guarantees behind what has 
gone on so far – a challenge if they haven’t been involved.

I called Dick and said, “I really need 
help. How much work have you 
got on at the moment?” I was 
delighted when he said he could drop 
everything and come and help me 
out. We worked together to bring it 
to completion, picking up the project 
management, retracing where it had 
got to and finding a way to finish it 
all off.”

This incident became a turning point 
in more ways than one. As well as 
being the catalyst that brought Peter 
and Dick together as a development 
team, it was a steep learning curve 

that led to some shifts in their approach, which in turn became 
significant for the business.

First, they learned to retain control of projects. From that point, 
investors were no longer involved in day-to-day running and 
management. Instead, one of Dick’s main roles within the 
business became one of managing investor relationships, and he 
regularly reports and keeps them informed on progress.

With ‘adding value’ as a core element in their approach to projects, 
they also stepped back to consider how they themselves added 
value to partners. Their combined skills and experience led them 
naturally towards an active role that included project manage-
ment, identifying opportunities, securing deals, obtaining planning 
permission and undertaking/overseeing the work that increases 
the value of a property.

From this point onwards, they structured relationships and 
agreements with investors differently. More recently, the nature 
of JV partnerships has evolved further as they have moved 
towards investors holding shares in a company within which the 
work is done.

“We worked together 
to bring it to completion, 

picking up the project 
management, retracing where 

it had got to and finding a 
way to finish it all off.”
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2004-2007/8 Working Together
orking with JV partners 
has been an important 
aspect of the business 

from the early days. That said, they did 
go through a period prior to the crash, 
of scaling back on JV projects after 
getting to a point where they could 
comfortably keep two or three projects 
on the go at any one time… until Peter 
realised that they were missing out 
on deals.

“I distinctly remember at one point 
we were buying one property, halfway 
through a refurbishment on another, and selling a third. That’s an 
ideal balance. However, we lost the buyer on that sale through no 
fault of our own. We had agreed to purchase a fourth property but 
lost it because the synchronisation and timing didn’t work. Had we 
gone back to people who had invested with us in the early stages 
and found someone to lend funds for the project, we could have 
taken on the fourth without being reliant on the sale of the third.”

After the melt-down in the banking world, getting funding became 
much more difficult so they went back to their original strategy of 
finding business partners with funds and sharing the profits.

They also took another couple of major strides forward during this 
period, despite the financial climate: (i) they began to bring in 
project managers to help oversee the developments, and (ii) they 
did Simon Zutshi’s Mastermind course – MM2, one of the very 
early ones – where they learned about new strategies, including 
options.

As their knowledge and experience deepened, they gained the 
confidence to tackle another problem head-on, which led them to
 a completely new strategy. Peter explains what happened. 
“Towards the end of this period we made the transition from 
smaller conversions to new builds. It was another steep learning 
curve – there’s no shortcut to getting the knowledge and 
experience – because although similar skills and trades are
involved, new build is a different business. It was a departure 
from the refurbishments and conversions we had focused on 
until this point.

We had bought a semi-detached house with planning 
permission for splitting into two flats; it also had an 

outbuilding and a piece of land to the 
side. We did the planned conversion 
on the original house, as well as a loft 
conversion, and then went on to buy 
the house next door and do the same 
with that one. In addition, we converted 
the outbuilding into a residential 
property, and obtained planning 
permission for two semi-detached 
houses on the side plot.

Our intention had been to sell the plot 
with planning permission at a value 
of around £70,000. That would have 

contributed significantly to the bottom line on the development, 
but this was the end of 2007/early 2008 period. Plenty of people 
wanted to buy but no-one could raise the funding. We spent a long 
time with buyers and got nowhere so in the end we thought maybe 
we should learn about new builds and develop the 
property ourselves.

We wanted to work with a team who had done new builds before, 
and also chose to manage the individual trades ourselves to ‘get 
our hands dirty’ and learn about the ins and outs of this aspect of 
property development. You can’t go into this from nothing without 
an experienced team, and ideally you will have some of your own 
experience behind you as well. Experience was important because 
we had to qualify for a new build guarantee and the combination 
that we could offer as a team demonstrated our ability to graduate 
onto new builds, and led to the approval we needed. All new build 
properties have to have a guarantee for the structure in order to be 
mortgageable.”

Practicalities of the build aside, they had to fund the project so 
went back to an investor they had worked with previously, 
someone who already knew they could deliver and to whom they 
had proven themselves. After going through the figures, he 
provided the funding to build the two semi-detached houses, 
which were then sold. Dick is candid about the process. “We made 
mistakes and learned, of course. One mistake was not realising 
how long it would take to connect the services; we had finished 
the build before they were fully installed. Before doing this project, 
we had thought new builds were a kind of art form that we knew 
nothing about, but we realised that skills we had honed on some 
difficult conversions came in handy for solving some of the 
issues – which were actually far less on a new build project.”

“We wanted to work 
with a team who 
had done new 
builds before”
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Case Study #3 
Park Road
Refurbishment and reconfiguration.

• Date:   2009

• Site purchased for: £81,000

• Build budget:  £28,000

• Valuation after work: £135,000
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ver the following few years, the business stabilised and steadily 
grew. Peter and Dick settled into a pattern of working together 
and together they steered their way through the inevitable 

challenges that arise in any business … until they began to get too 
busy to handle it all.

“Dick and I sit down around once a quarter to discuss business progress 
and strategy, and we also have an end-of-year review. I clearly remember 
doing this annual review a few years ago, around Christmas-time, and 
saying, “Well, how can we expand from here? We’re both too busy...”. 
Neither of us could put any more of our own time into the business to 
take it to the next level. We simply had to bring people in.

To achieve that, we designed a management structure that was specific to 
running a property business. I’m not saying we have the answer, but we do 
try to make the art of property development into more of a science if we 
can. For example, we have distinct decision gate meetings at each stage 
of a project. Before we start, we look at the demands and wishes, what we 
want to do with the property, who the investors are, the exit route, and put a 
skeleton budget in place to manage the build. There are four or five stages 
in every project, which vary depending on the project itself – whether it’s 
a new build or conversion, whether we’re keeping the units at the end and 
refinancing, or selling all the units. This distinct phased approach to project 
management has been the latest progression within the business, and it 
has grown significantly as a result.”

A fortuitous association with an investor led, almost by accident, to the 
individual offering to take a look at the structure of their business. It turned 
out that he was very senior in mergers and acquisitions and had plenty of 
relevant expertise. Dick remembers feeling rather horrified: “Did we really 
want somebody telling us what we weren’t doing right? But when we took 
a step back, we realised it was exactly what we needed.”

The resulting review helped them separate out the personal from the 
business. Their investor/adviser emphasised the importance of taking 
time out and having a break because, though they enjoyed what they do 
and were good at it, they were getting worn down and exhausted. 
Eventually, they were able to put systems in place to carry the strain far 
better than they could when handling everything on their own.

This step inevitably led to the new challenge of managing people. 
Retaining the theme of adding value throughout every aspect of their 
business means that the teams who add that value have to be managed. 
“Every time we have taken our eye off the ball and think we can step away, 
without fail it goes wrong.” Managing independent trade contractors is the 
main issue here, finding ways to get the best out of them while making 
sure they turn up on site and do not get distracted.

Dick sums up: “Project managing is where you deliver at every level. 
We have four project managers now and sub-contract managers we can 
bring in when needed. Applying systems means we can at last stand back 
a bit but still manage our team – and that team manages other teams.”

Case Study #4 
Quarry Road
A commercial to residential conversion, 
creating 2 x 1-bed and 1 x 2-bed apartments.

• Date:   2011

• Purchase price:  £110,000

• Refurb budget:  £150,000

• Individual end values: £105,000
   £125,000
   £125,000

   £355,000
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Case Study #5   Watford
This site was purchased as a pair of semi-detached houses 
with planning permission for 8 x 2-bed flats, so it was a 
demolition and new build scheme.

• Date:   2013/14

• Purchase price:  £495,000

• Build budget:  £900,000

• End values on sale: £2,013,750

2015/16

he main focus over the past couple of years has been on 
new builds although they still take on conversions and 
refurbishments. 

Peter mentions a recent project: “At the beginning of 2015 we did 
a development of eight 2-bedroom flats with a gross development 
value (GDV) of £2 million, which sold out. We usually have seven 
or eight projects of this calibre on the go at the same time, so this 
is quite a different business compared to what it used to be.”

These days, that business has a much more corporate structure. 
As well as the operating changes, Peter and Dick use separate 
companies for specific developments and bring investors in as 
shareholders, which is different to the private loan structure they 
used earlier on.

Fourteen people work within the organisation on either a full- or 
part-time basis, a number that has almost doubled over the past 
two years. In fact, they finally outgrew the home office last year 
and moved into new offices on 18th May – in one of their 
refurbished buildings, of course. 

On the rental side, they have built up a BTL portfolio in personal 
names, though they are now working out the best way to deal 
with the forthcoming changes. The latest end of year figures 
show a rental income of just under £400,000 pa, but they are 
adamant that equity is where they see the long term profits.

Four years ago, they had 76 properties in the portfolio, some of 
which were jointly owned with JV partners, but at that point they 
decided to reduce the number to 60 to give themselves time and 
scope to expand the development side of the business. The 
portfolio is geographically diverse with some properties in the 
North West as well as the South East, to balance out the ratio
of rental yield vs capital value.

“I (Peter) think we’ve timed the expansion well because the 
borrowing climate is better and more products are becoming 
available. We’ve also done some crowdfunding deals and continue 
to work with existing JV partners who have supported us through 
thick and thin.

These days, we tend to sell 50% of the projects and refinance the 
rest to keep within the portfolio, whereas when higher level loan 
to value mortgages were easier to get, we didn’t have to sell as 
many. Now, as development is a much bigger part of what we do, 
it is more about keeping the business moving forward.

We continue to learn and our knowledge and ability to deal with 
larger sites, and more of them, has improved. We have bought 
the first subject-to-planning site that will have a GDV in excess 
of £2 million. That’s the level that we now consider the norm. 
On balance, it’s probably easier to manage two large sites with a 
total GDV of £4 million, than ten sites worth £400,000 each. The 
turnover and profit margin should be similar if you’ve worked your 
figures out correctly, but ten sites are definitely more difficult to 
manage than two.

The Present and the Future
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All in all, I think we have been very 
fortunate in terms of the timing of our 
business throughout the years. We 
were able to profit from rising capital 
values right up until the credit crunch, 
and were able to rely on some of that 
equity to see us through, repay 
investors and fund projects. Some 
years we didn’t make very much, but 
we have kept the business going and 
maintained the value of the portfolio, 
which is where we see the long term 
business value.”

With refurbishing to rent having formed a big part of their 
strategy over the years, perhaps it is natural to ask whether 
they have considered building to rent. This is not something they

have undertaken yet, but Dick hints at 
future plans... 

“It seems clear to us that we will be 
using this strategy in the future as 
more lenders on these schemes come 
into the market in line with government 
policy. In fact, we have a planning 
application in at the moment for 
fourteen flats, which could become a 
build to rent.”

We have little doubt here at YPN that 
Peter and Dick’s business will continue to evolve and grow, and 
that they will seek out new challenges, adapting as markets shift 
and policies throw curve balls in the direction of property investors. 
After weathering several storms and coming out stronger, perhaps 
there’s a lotto be said for keeping it in the family.

“These days, we tend to sell 
50% of the projects and 
refinance the rest to keep 

within the portfolio”

Case Study #6 
Furzefield
This bungalow had a large back garden. 
We purchased it subject to planning for 2 
x executive new build 5-bed houses on the 
land to the rear, and also refurbished the 
bungalow.

• Date:   2015/16

• Purchase price:  £740,000

• Build budget:  £900,000

• Renovation budget: £80,000

• Projected end values 
 for new builds:  £2,400,000
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On Business Evolution
Peter: In the early days, it was just us and we were 
very hands-on, only getting people in to help on 
occasional projects. Over the years our team has 
strengthened and grown. You quickly work out that 
other people work faster and to a better standard 
than you if you’re not a tradesman yourself – which 
we’re not. So in our case, we benefited from taking 
a step back to concentrate on finding deals and 
paying other people to do the work on the 
properties.

That was the first phase of change. The second 
phase was bringing in foremen to help oversee 
projects. The most recent change, over the last two 
years, has been a shift to focus on managing the 
business itself.

On Profit Margins
Peter: We concentrate on bigger projects these 
days, but still use the 20% profit margin figure that 
we used at the beginning as part of the criteria for 
assessing deals. The basic principle remains the 
same: buy a property for a certain amount of 
money, spend a sum on it, make sure we have a 
clear gross profit margin of 20%. That focus has 
enabled us to expand, and also weather the credit 
crunch. With regard to build costs for both new 
build and major refurb projects, we start our 
financial due diligence on the basis of £1,400 
per sq m.

On Working with JV Partners
Dick: Peter and I have worked with JV partners in 
our business from an early stage, and in different ways over the 
years. Managing relationships and communication is key and 
forms a major part of my role.

We’ve had a few where we haven’t seen eye to eye about certain 
things but the majority have worked well. We were fortunate in 
hitting that aforementioned snag with an investor early on;
it delayed the project, so we learned from that and made it a 

condition that investors don’t have direct involvement on a deal at 
that level. We consider ourselves responsible for delivering their 
return. A few projects have gone wrong, but we kept the investors 
informed throughout the process – we haven’t always got it right, 
but are willing to put our hands up when we’ve got it wrong. 95% 
of the people who do business with us reinvest in other projects.

The JV process starts with an invitation to potential partners to 
come and see what we do, rather than explaining verbally and 
having an arms-length transaction that the investor doesn’t 
understand. We encourage people to see what we do for 
themselves and ask us questions. If there’s a mystery behind how 
the money is made, that’s when things can go wrong for people. 

By visiting, they see clearly that this isn’t rocket science; we can 
demonstrate how we maximise the value in a project.

Words of Wisdom for a 
Property Business

“Managing 
relationships 
and communication 
is key and forms 
a major part of 
my role”
DICK
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Peter: We share profits with JV partners when we work with 
them. Some investors have a similar mindset to what we had in 
the early days, but working with us gives them a smaller stake 
in something bigger than they could take on themselves. It also 
gives them an opportunity to learn at the same time.

A tip for people on both sides of a JV partnership is to do the 
numbers very carefully and very conservatively. We have worked 
with people in the past who have previously gone into investment 
projects where the numbers look too good to be true. If they work 
out well, that’s great, but sometimes they don’t.

New builds have a longer turnaround time. They can take twelve 
to eighteen months, and you have to factor in your return even 
if the build runs over time. Look at the best and worst case 
scenarios.

Also, forecast sales on today’s values. 
If the market rises in the interim, that 
should be a bonus. If you’re fortunate 
and are in the right cycle of the 
property market, values may have 
risen. But they may also have fallen. 
Make sure your profit margin is 
forecast very clearly on costs that 
include a contingency and overruns. 
Evaluate what that will mean for your 
financial return, and allow people 
investing in the deal to work out how 
it will affect them.

There may be regional variations, but we know that if people talk 
about returns in excess of 30% in our area, they will probably be 
prepared to pay more than we are for that plot. But we are careful 
with numbers and factor in contingencies and conservative 
sales prices.

Sale prices can be more difficult to assess for new build
properties than for refurb projects. The traditional ‘new build
premium’ was put in jeopardy by the credit crunch, particularly 
on projects that were refinanced to hold, as banks and mortgage 
companies valued without that premium attached. I think it’s 
starting to come back now, but 
you have to be careful. 

We don’t automatically factor in an extra 5%-10% because it’s 
brand new with a guarantee. Premiums and market rises should 
be a bonus that gets your investors extra money. We have had 
projects return well over 30%, but those were not the original 
figures.

If you can work on comparables for existing properties and still 
make the numbers work, that’s a good indicator that you have 
factored in everything you need to protect the profit for yourself 
and your investors.

On Reliable Cash Flow
Dick: New builds can be a natural step for people with plenty of 
experience on refurbs. But I’d add a caveat – for people inspired 

to go down this route, I’d recommend 
having a strong cash flow before you 
start because it soaks up an awful lot 
of capital. We have worked hard to 
make sure we had income from the 
portfolio and didn’t need to rely on 
income from new build sales.

You have to make sure you have 
enough cash flow to keep yourself 
and the business going whilst you’re 
involved in the high capital costs on a 
project. The same rules apply for one 
house or a small estate.

If you have commercial funding with draw-down stages, you have 
to have enough cash flow from rents and small flips and so on to 
support the project. Make sure that cash flow is strong and solid 
enough before you take a big step into something that might go 
wrong. Then if you don’t get a buyer immediately or if the sale 
falls through, you have something to fall back on to meet your 
other commitments – which might include other investors. 
Don’t take that step lightly. Get the first one right before doing 
anything else.

On Working in a Family Business
Peter: We clearly define our job roles and review 
them regularly. Working in a family business can 

be tricky so when we reviewed the structure, 
we gave ourselves metaphorical ‘badges’ 

for meetings and so on. 

“New builds can be a 
natural step for people 

with plenty of experience 
on refurbs”
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We step out of having the ‘Father’ and ‘Son’ badges on then, and 
each put on our ‘Director’ badges instead.

Our roles are distinct. Dick covers the joint venture side and 
manages relationships with investors and partners. I look after 
operations and have much more to do with day-to-day 
development and building. Having responsibility for distinct areas 
of the business has really helped with growth. We do try and 
support each other in those areas, but don’t overlap too much.

Dick: Being involved in a business together inevitably has an
impact on the family dynamic, but our fundamental relationship 
is the same if not stronger than it was when we started. We have 
ground rules though because we don’t always see eye to eye and 
I don’t think it would be healthy if we did.

My daughter, Peter’s sister, also has a key role in the business 
and we sometimes have to remind ourselves that, “No, this 
conversation is about family. What does the business need?” 
Reminding ourselves of that distinction between business and 
family decisions has enabled us to avoid what could be some 
very contentious issues. Overall, we make sure that we don’t end 
the day on a bad note, which I think is essential because you can’t 
entirely separate out family from business. And there are some 
great pluses, too. The trust element is there from the outset with 
a family member.

I frequently have to give up the father role because Peter is much 
more of a driving force and probably carries two-thirds of the 
weight of the business. He does that very well, whereas my role 
is more supportive. I still have ownership of decision-making in 
my area, and we make major decisions jointly. Sometimes, one 
might feel the wrong decision is made but we have learned over 
the years to back each other and abide by that commitment. That 
takes discipline and we don’t always get it right. This isn’t a text 
book thing: you have to
do it on a suck it and 
see basis.

Peter: I agree that our 
relationship has changed. 
I have worked with Dick 
since I left school over 
twenty years ago, although 
the first few years were in 
the glass business. Things 
are always changing, and I 
don’t think trying to resist 
that works particularly 
well. You have to embrace 
change and communicate.

Working with my father 
had always been a dream 
of mine, and it is a privilege to work within the family business. 
But it’s not all roses. As Dick said, you have to have ground rules. 
You get the highs and the lows as you do in any business, but 
maybe the highs are even higher when you work with family –
I can’t say for sure because I’ve always worked with my father. 
Lows can be pretty lonely places at any time and that rule of never 
going to sleep on an argument is a very important one for us. 
We always try to clear things up even if it means a conversation 
after work and commitment from both. 

Sometimes you just have to agree to disagree and back down 
when you have different opinions. 

Going to work in the family business as a young man, where 
you’re always the son, was quite challenging. But there came a 
point, particularly after we had each been doing our own thing in 
property, where we came together again with independent 
backgrounds. Although we had always supported each other, 
we had made our own choices. For me, that was a turning point 
because when we began to work together again, it was through 
choice and that brought a different level of understanding and 
respect for what each individual could bring to the party.

I don’t think I could have rescued the project that went wrong in
the same way without Dick’s help. He would probably have 
continued and been successful on his own but between us, 
working together, we have been able to build a bigger business 
than either of us would likely have done independently.

Contact Details
Email: dick@jvip.co.uk  Landline: 01892 288 123

YPN Says
Starting out in property can sometimes feel like the 
beginning of a daunting journey. For Peter and Dick, it 
may have been more daunting than for many because 
of the situation they were left in after the collapse of 
their earlier business. That brought out the fighter in 
each of them though and they determined to make a 
success of property, come what may.

Some people progress at a meteoric rate in property but 
this family team has preferred a steady approach built 
on solid foundations. Teaming up has meant working to 
each of their strengths and learning about the best 
ways to work together – and to be prepared to change 
working patterns and roles – as both they and the 
business evolved.

Their story proves that the accumulation of knowledge 
and experience gained over a period of time can have 
a MASSIVE compounding effect. When you reach your 
first set of goals, distant though they may seem early on, 
you will be ready for the next challenge… then the next… 
and the next. Peter and Dick have thrived on these 
challenges and we’re delighted to see them 
reaping the rewards of their journey so far. 

We can’t wait to find 
out what they’ll take
on next!

CLICK TO LISTEN 
TO OUR CONVERSATION, IN 
FULL, WITH PETER AND DICK

http://bit.ly/1UMED25
mailto:dick%40jvip.co.uk?subject=
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This is a question that I have asked myself many times over the 
past few months. Has George Osborne succeeded in killing off 
the private rental sector?

Despite his best efforts I think that private landlords are here to 
stay BUT not necessarily in the same format that we have seen 
many of us (myself included) operate over the past two decades.

Up to now it’s made sense to leverage. Grow a portfolio of 
properties with fairly high levels of borrowing, generate a rental 
profit and enjoy capital appreciation if we have bought in the right 
areas and / or at the right price.

With the removal of tax relief of mortgage interest many of us with 
leveraged portfolios are going to see our monthly profits disappear 
and once healthy portfolios will become mill stones around our 
necks as our properties actually begin to COST us money.

We are already seeing many portfolio landlords begin to offload 
their portfolios whilst many others are hiking rents for tenants who 
in all likelihood probably can’t afford it.

The rules of the game are changing. And whilst this may cause 
pain for many of us in the short term I am convinced there 
will be opportunities for the few.

Personally I have not rushed to leap onto 
the “must incorporate” bandwagon. 
Put simply, I’m not yet convinced 
things will be any better / safer 
for me if I do.

Instead I am taking stock of my 
property skills and assessing 
my current portfolio and setting 
myself a goal.

When I started out in property 
my aim was to own ten houses 
mortgage free generating a 
passive income of around £5,000 
per month. As my portfolio grew 
and I became more successful 
that goal shifted to £10,000 per 
month from debt free properties 
and then to £20,000.

I had initially intended to do this 
by buying around 50 places and 
as capital values rose I would 
sell off some to pay off some. 
Now this is the bit that 
possibly won’t work that 
well any more – at least 
definitely not on 
single lets.

So should I give up now? Sell the properties that I can sell and lick 
my wounds? That’s not really me.

Instead I have realised I know a fair bit about refurbishing 
properties, sourcing deals and what the values are like in the areas 
I invest. I’m now on a journey to learn a whole lot more about 
flipping properties for profit, development and new builds.

I figure that if I can average £30,000 per flip, £50,000 per 
development and £100,000 plus per new build site then it’s not 
insurmountable to be able to clear down my mortgages over the 
next five years or so.

It’s not the first time things have changed for me in property. Back 
in 2006 and 2007 I was merrily buying up properties for myself and 
other investors when the credit crunch hit. The rules changed and 
I had to adapt. Post crunch I purchased many flats at rock bottom 
prices, refurbed, refinanced and built a portfolio at a slightly 
steadier rate than pre crunch. Then the market picked up and it 
was difficult to do this anymore so I switched to converting 1-beds 
into 2-beds and buying multi-lets with my business partner Chrissy.

Now the rules are changing again, and I will be changing and 
adapting to them. I’m not kidding myself that it is going to be 

easy. I know I will have many challenges along the way 
and that I am going to have to learn new property 

skills and will most likely be stretched 
beyond my comfort zone. But I know 
it’s going to be one hell of a journey 
and I hope it’s one you will join me on.

YPN has always been pretty personal, 
we have written about the things I 
want to learn and know about. I’m 
genuinely really nosey about how 
people make money. So in some ways 
things AREN’T changing. We will 
continue to showcase how to make 
money in property and what other 
successful investors are doing to 
adapt to an ever changing property 
market.

YPN celebrates its 8th birthday this 
month and we will soon be publishing 
our 100th edition. I hope you will join 
me on my journey as I will be joining 
many of the investors that we feature 

on theirs in our next 100 editions!

Rant / Reflection over!

Ant Lyons  
EDITOR  
YOUR PROPERTY NETWORK
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http://www.ninjainvestmentprogramme.co.uk
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YPN: Angelos, can you begin by telling us a little bit about yourself? 

Angelos:  I am 32 years old and began my property journey back when I was 23 shortly 
after I graduated from my degree in computer systems and networking. Despite my 
family being quite heavily into property it was not something I was ever particularly 
interested in. After finishing my degree I wanted to get a job in computing and that was 
very much my world. My mother however, had different ideas and called me one day – 
and told me she thought I should go and see a 6-bedroom student property that was 
being sold near the local university. She was very persuasive, insistent, so I did. 

The house was being sold by an older man who has hundreds of properties, all 
mortgage free. He was very successful and later became one of my mentors. Not one 
to shy away from a challenge I bought the property, then quickly had to learn how to be 
a landlord and become an expert in property and all that comes with it, including the 
physical aspects of a building, the laws, health and safety legislation, etc.

The rent then started appearing in my bank balance and that really made me question my 
mindset. All the way through school you are told that if you work hard you will be able to 
get a good job and if you continue to work hard and you are very lucky then hopefully, 
after around 40 years, you will be able to retire with a pension. I started to think 
and realised that perhaps this wasn’t the only way to live your life and 
earn an income, and that property could be a very good and 
profitable alternative. And, it all started there; I got the 
property bug and have not stopped since.

NGELOS SANDERS is a Plymouth-based property investor who uses the flip strategy for property developments in and 
around the area. He also successfully invests using the LHA rental strategy in Leeds to generate a lucrative cash flow. 

He runs networking events and a Facebook group affectionately known as PIG (Plymouth Investment Group). And, last year 
made a triumphant transition into full time property investment. In this month’s ‘People in Property’ article Angelos 
generously shares his story along with many hints and tips he has picked up along the way.  

“Not one to shy away 
from a challenge I 
bought the property 
then quickly had to 
learn how 
to be a 
landlord”
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Case Study 1 
Fletemoor Road
My first flip. It had a new high end 
bathroom, replaster, 50 tonnes of soil 
and stone removed by hand from the 
back garden (no side or rear access) 
as part of a big landscaping project, 
a new driveway, paint job and 
carpets etc.

• Bought:  March 2013 for £98,961

• Sold:  £146,500

• Costs:  £17,890

• Profit:  £29,649
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YPN:  So at what point were you able to move into property 
full-time?  Was it something that just happened naturally or was 
there a big push towards it?     

Angelos:  After the first couple of years of owning the student 
property and purchasing another couple of single let houses I 
started to get itchy feet. I needed to earn a net figure of £3,000 
pm to make this possible and thought about all the ways I could 
reach that. I was quite impatient at the time and have had to 
learn to control this. I read a book called ‘Real Estate Riches’ and 
thought, if this was possible for others then it must be possible 
for me. I had quite a frustrating couple of years between 2009-
2011, where I had all the will and might, ready to do lots of deals 
and buy lots of property but didn’t have the finances. I was buying 
about one property a year but they weren’t killer deals – they were 
achieving around about £300 net per month, which is good but 
nowhere near enough to reach 
my target and get me out of 
work. I felt like I was a car at a 
set of traffic lights with its engine 
revving and raring to go but the 
handbrake was on. It was a very 
frustrating time. 

In 2012 I was trying to work out 
which strategy I should use and 
had lots of things rolling around 
in my head. In the end I just 
cracked on as I was wasting a lot 
of time trying to work out which 
would be best, and decided on 
the flip strategy. I took a few days 
off work and blitzed the market 
until I found a good deal, and 
used JV finance which was a 
relatively new thing for me. That 
was a big light bulb moment – 
2012 was a good year for me. It 
was the year I set a target date to 
be financially free enough to give 
up my paid employment. The 
date I set was 27/07/2015 and I 
am pleased to say I beat that by 
two days. I have been financially 
free and enjoying a nice lifestyle 
now since last summer, living 
off the rental income of my 
properties. 

YPN:  You talk about JV finance allowing you to build your 
portfolio to the extent you were able to quit your job – how did 
you find JV partners and finance?

Angelos: I will give three examples. The first was when I was 
working on a lovely stone cottage, doing a serious refurb in which 
we stripped the cottage right back to the walls. As you can 
imagine these types of refurbs can be really expensive and I was 
short by around £7,000-£8,000. The first thing I did was speak 
with my uncle and explain that I was willing to offer an 
extremely good rate of return if someone was prepared to lend 
me the money; he said that, in fact, he would do it. This was the 
start of a great relationship where I have raised hundreds of 
thousands of pounds. He now makes a great return on his money 
and I get to grow my portfolio. It’s a win/win situation for us both.
 

The second was when I went into a solicitor’s three years ago 
to sign off the mortgage paperwork for a property I was buying. 
I was borrowing around about £100,000 and the solicitor just 
looked up and said, “Why don’t I just lend you the money instead?”  
He had to repeat it twice as I couldn’t believe what he was saying. 
We worked it out and after talking it through, I accepted his offer. 

We were both very professional and made sure everything was 
legal with contracts protecting both sides. He gave me a better 
rate than the mortgage provider and was earning more from his 
money than if he had kept it in the bank. Again it was a win/win 
for us both. 

The third was when I was working on a flip, and it was a case of 
learning not only to work hard but to work smart. I had arranged 
to meet a friend for lunch but before this I went to the property to 

see how things were progress-
ing. I had a tiler working there 
but his labourer hadn’t turned up, 
so I offered to help as I quite like 
getting stuck in and getting my 
hands dirty. I was working hard 
and considered calling off my 
lunch date but at the last minute 
decided that, actually, I would 
go. And I am really glad I did. 
My friend was twenty minutes 
late and whilst I was sitting at the 
bar waiting, I got chatting to a 
man who was very interested in 
my property business. We got on 
really well and became friends, 
going out for lunch several times 
ourselves. The guy then revealed 
to me that he had access to 
funds of around £100,000,000 
and was willing to take a punt 
and invest with me. This initial 
meeting created a fantastic 
partnership – and clearly 
reminded me that my job in the 
business is not necessarily doing 
the labouring work, but instead 
is about meeting people, 
networking, building relationships 
and finding and sourcing deals.

So these are the three 
different ways that I’ve found 

joint venture partners. Chill out, tell people what you do and you 
never know who you will meet! Connecting with people will help 
your business grow. This is why I love the PIG meetings. 
Property can be lonely and you have to really want to do it but 
there are lots of people out there in similar situations; connecting 
and meeting with like-minded people is a very positive thing to do. 

YPN:  We know that you invest both inside and outside of
Plymouth. It’s an interesting city for a flip strategy. Can you tell 
us about the market there since the credit crunch?

Angelos: Plymouth is in the south west of England, the 
population is around 250,000 and around 10% of that figure is 
made up of students. So there was a huge amount of demand 
for student accommodation from the early 2000’s, and a lot of 
accommodation spread throughout the city with some 

“Property can be 
lonely and you have 
to really want to do it “
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properties being as far out as a 25-minute walk uphill 
for the students. Private landlords were the main 
investors until Article 4 was introduced in 2012 and 
this introduction reigned in a lot of the investments 
that were being made further out from the city centre 
and university. At this point the ‘big boys’ like Unite and 
others have honed in and built big student 
accommodation blocks on every spare inch of land 
in and around the university, which has put a lot of 
pressure on private landlords. You can still get some 
good yielding HMOs for students but you pay a 
premium as students want to be close to the 
university and they want high quality properties. 

Student accommodation is not the only thing in 
Plymouth though, and we have a lot of other 
opportunities. Plymouth has quite an ageing population so there 
are a lot of quite tired properties coming back on the market that 
need renovating, as well as single lets. Pre-2007 and the credit 
crunch, like in many other places, there were some quite sharp 
rises in 
property prices but once the credit crunch hit then prices either 
dropped or froze and we didn’t see much growth until around 
eighteen months ago. Now we are seeing house prices slowly 
rising again. 

Plymouth University pumps out a lot of graduates but 
unfortunately we don’t seem to be able to keep many. 
Plymouth doesn’t have many of the job opportunities that other big 
cities offer. 

Neither does it have good transport links as we don’t have a 
motorway or airport, and the train routes are pretty poor. The 
council was expecting bigger growth than has happened, but that’s 

not to say that with further investment things couldn’t change. 
The city has a lot to offer: we have a great marina and waterfront 
and with further investment and regeneration who knows where it 
could be in twenty years’ time. The thing the city lacks are good-
sized businesses to keep young professionals here and this is 
what the council needs to address.     

YPN:  So when it comes to investing in Plymouth do you have a 
target buyer in mind when you are sourcing properties to flip?  
And how do you go about sourcing them?  

Angelos:  I tend to source my properties through estate agents 
and word of mouth. I have worked with local agents now for many 
years and my selling point is that I can work and proceed very 
quickly. They know a property needs to give me at least £25,000 
profit. They also know that if they sell to me, I will put the property 
back on the market with them so they can get two sets of fees 
out of it. It makes them keen to work with me and tends to run 
quite well.

Case Study 2 

Shute Park Road
A simple flip job.

• Bought:  £172,471

• Sold:  £230,000

• Costs:  £14,520

• Profit:  £43,009

“In terms of the type of property I 
look to source, I don’t mind if there 

are structural issues or problems 
with the title as we can work 
around these little niggles”
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In terms of the type of property I look to source, I don’t mind if 
there are structural issues or problems with the title as we can 
work around these little niggles. The properties are usually run 
down, quite smelly, older properties and I am open to both 
houses and bungalows. I usually go for three bedrooms but 
am happy to buy 2-bedroom properties as long as there is the 
potential to convert them into a 3-bed and add value. The people 
who tend to buy my properties are usually either elderly couples 
or first time family buyers although I have also invested in the 
student market as well. 

YPN:  Let’s look at some of your investments, in particular a 
really interesting project you worked on converting a 
2-bedroom property into a 5-bedroom HMO. How did you go 
about this as it sounds like a pretty impressive transformation? 

Angelos:  It is a beautiful house which in my opinion was 
mis-marketed. It was on the market for a long time, advertised 
as a 2-bedroom property, whereas in fact it should have been 
marketed as ‘a property with the potential to be a 4- or 5-bed’. 
When I saw it I thought it had a lot of potential so I viewed it with 
my architect. It had a large double garage and the bedrooms 
were very large, with one measuring at 5m x 10m. There was also 
a lot of space within the house which wasn’t being used well. 

So we sat down and drew up some plans, converting the garage 
into a large en-suite double bedroom, changing the downstairs 
living area into a self-contained unit opening up to an outside 
space with a hot tub Jacuzzi (and believe me students go wild 
for hot tubs!). I originally thought we would simply add an 
en-suite to the 10m x 5m bedroom but the architect told me we 
could comfortably split it into two bedrooms, both with en-suites. 
Then we just added an en-suite to the other, final bedroom. 
It worked really well as all of the rooms have an en-suite shower 
room, so students could literally wake up and roll out of bed
just before lectures. 

The most stressful part of the project was submitting planning 
permission to change the use of the property from a C3, single 
let dwelling to a C4 class. After popping on a suit, going out into 
the local community, knocking on doors and ascertaining 
information from people to research the concentration of HMOs 
in the area, this process went quite smoothly. What was trickier 
was trying to complete a renovation in eight weeks, which 
included rewiring, replumbing, knocking down and putting up 
new walls when I was still completing another project, and 
getting the other student houses freshened up ready for 
September – and working full time! 
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It was also difficult to let the property; we had missed 
out on letting to a group of students as they tend to 
find properties earlier in the year. So looking for 
individual renters and thinking creatively, I rolled 
my sleeves up and got out in the community 
distributing leaflets in the centre of town, advertising 
an open-house party with pizza and drinks inviting 
people to come along and look at the property. This 
idea worked and from that party we let all five rooms. 

I think this type of creative problem-solving is crucial 
to success. You also need to have your own unique 
selling point to make things work. I put blood, sweat 
and tears into this property and I was really pleased 
with the outcome. Despite this I did make the decision 
to sell it early last year as I felt the student market was 
changing. It had a lot of equity and I felt I would be 
better off reinvesting my money elsewhere. 

YPN:  Ok, so let’s follow your journey and take a look 
at your move out of Plymouth and your second area 
of investment.  Why and how did you end up 
in Leeds? 

Angelos:  Around a year ago when the deadline 
for getting out of full time employment was fast 
approaching, I was looking at different options in 
and around Plymouth to generate cash flow and 
weighing up the pros and cons of different strategies 
and different investments. The figures however just 
weren’t stacking up. The student areas close to the 
university which guarantee good rental income tend 
to sell for way over the market value. They are very 
capital intensive as well. 

I also wanted to move away from the student market 
and was looking to sell my student property, which 
released quite a bit of capital. I then got my map out 
and considered other locations with good yields and 
that offered other options. I spent a good few months 
researching quite intensively. I then remembered 
visiting Huddersfield and Leeds a few years 
previously when looking for student accommodation, 
and meeting an agent who really made an impression 
on me. Sharon Yardley from Room2Live.com showed 
me around the area and had a good working 
knowledge of what could be achieved and where. 
I decided to contact her again and asked her to 
realistically and conservatively explain what could be 
achieved through investing this pot of money in the 
area and she did just that. I bought four properties, 
which are LHA HMO’s, using Sharon’s company, 
although we have converted one into a single let 
family LHA property as it worked better that way. 
It was an absolute whirlwind of a time as I also had a 
flip on the go which I was heavily involved in as well. 

Looking back I am so glad that I made that decision 
but it was a tough one as selling a good cash 
flowing student property on my doorstep felt like a 
step backwards – but sometimes you need to take 
that step back to move two steps forward (by 
reinvesting in Leeds), and I would like to thank my 
good friends Barbara Hosker, Trevor Cutmore and Val 
McKie for helping me see the big picture. 

Case Study 3 
Caprera Place
Conversion from C3 to C4 2 bed to 
5 bed student HMO

• Bought:  May 2013 for £145,000

• Sold:  £248,000

• Costs:  £29,500

• Profit:  £73,500

• Rented for 1.75 years @ 

 £99pw per room = £23,595 per annum

• Gross income per month: £1,966pcm

• Net income per month: £1,000pcm
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I am also a self-confessed control freak and allowing someone 
to source and manage my properties afar was hard. I am really 
happy with the way things worked out and although Leeds is not 
right next door to Plymouth, I can get there and back on one tank 
of fuel and it works for me.

YPN:  The LHA HMO strategy is often one people shy away from. 
What made you decide to go with this? 

Angelos:  The contact that I have is absolutely great. She knows 
the LHA market very well and used to work in the council within 
this area so has lots of contacts to make things happen. The 
company manages everything from sourcing and renovating 
the properties to finding and managing tenants. It’s the whole 
package. I think when you use this model you have to expect that 
things may go wrong sometimes and it has done for me on a 
couple of occasions. I remember one tenant ripped the boiler off 
the wall to sell the components for scrap metal. Fortunately, the 
insurance covered it and it was quickly sorted. Like I said,
my agent makes things happen quickly.

It hasn’t all been plain sailing. There was a period just after I 
bought the properties that we had to wait for all the tenants to be 
processed and I didn’t have the cash flow coming in. I have learnt 
from this experience, and when I buy what I call ‘phase two’ in 
Leeds I will factor this into my timescale and finances. 

Leeds is a great place to invest, it’s a vibrant and fun city and 
although there is a lower average wage than in Plymouth, there is 
definitely more cash flow in property up there. The other thing to 
note is that the properties don’t appreciate as quickly there as in 
Plymouth, or indeed other more southern parts of the country, 
but for me it’s not about capital appreciation, it’s about
generating cash flow. So it really works for me. 

YPN:  Talk us through one of your Leeds Properties. 

Angelos:  I bought the four houses in a very close proximity of 
each other. They are literally within a five-minute walk of each 
other. This was intentional, so that I could get to know the area 
really well and very quickly. It also makes things easier for the 
letting agent. I bought one property for £78,000, the deposit was 
around £20,000, the refurb cost was about £3,000, and rent-wise 
I get 3 x £100. That £100 is for two rooms – a bedroom and 
another room – per tenant. I get about £1,000 gross profit per 
month from that property providing there are no suspensions. 

YPN:  The model of having LHA tenants entitled to a bedroom 
plus another room sounds quite an advanced strategy. Is this 
something you had to learn about?  

Angelos:  It was actually my letting agent and Leeds contact 
who came back and suggested this. She believed it was a great 
situation as it would get higher rent, and would also mean having 

less people in the house. Each tenant is allocated one bedroom 
and exclusive use of another room in the house, alongside shared 
use of the kitchen, bathroom and dining room. It’s quite a big 
house so it works really well.

It’s been a fantastic project and has taught me to be bit more 
hands-off and back off a bit when it comes to renovations in 
Leeds. The agent keeps me notified of what is going on but I 
really don’t need to know every little detail. It works well. It really is 
a relatively passive income and provides me with fantastic returns 
and complements my investments in Plymouth nicely. It’s good to 
be diverse and not put all your eggs in one basket, however equally 
you don’t want to spread yourself too thinly. Investors who solely 
invested in the Plymouth student market at a distance from the 
university have been hit quite badly by the bigger companies 
coming in. I could see this coming and decided to reinvest 
elsewhere. In particular, houses in less than premium condition in 
less desirable areas have been hit the hardest. The student market 
in Plymouth is now so competitive that you have to offer
a premium product. We furnish ours with top specification 
furnishings as students have such a wide choice and demand 
very high standards; you have to make your properties stand out.    

YPN:  What’s next for you, Angelos?  

Angelos:  This year I plan to do another three or four flips as well 
as train and grow my team. I would also like to systemise my 
processes so that I can potentially do two or three flips at the 
same time. Beyond that, I would like to do a commercial to 
residential project, as a big meaty project to get my teeth into. 
I love the planning aspect of things. If you work with the 
planning officers within the council then they are actually really 
good people. With regard to investing in Leeds, I want to create a 
‘phase two’, with the next target to achieve £10,000 net income 
per month. Finally, I want to grow PIG in the city and help other 
investors. The big thing for me this year will be to move from 
being a landlord to investor.

YPN: What is the best way to contact you?

Angelos:  Look me up on Facebook and join the PIG group, 
or my personal email is angelossanders@gmail.com 

“Leeds is a great place to invest, 
it ’s a vibrant and fun city and 

there is definitely more cash flow 
in property up there”

CLICK TO LISTEN 
TO ANGELOS TALKING 
ABOUT HIS STORY IN FULL

YPN Says
Speaking to Angelos has been an absolute pleasure and 
delight as his story is really inspiring. 

Journeys like his show what we can achieve when we 
set our minds to it and make a commitment to our own 
future. Deciding to leave paid employment is a huge step 
but can be a fantastic reward for putting in the 
property graft to create the cash flow 
to make it happen.

http://bit.ly/1M2yO9I
mailto:angelossanders%40gmail.com%20%0D?subject=
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http://www.propertyinvestor.co.uk
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http://www.multiletcashflowsystem.com
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Back to Basics: 
How to Source Like a Property Pro!
Set Your Sourcing Strategy to Get the Best Deals on the Block!

he right property is a matter of perspective: what’s right for 
you might not suit me at all for any number of reasons. 
The key intention at the end of the day is to make money 

and it is that intention that leads us to treat properties as deals, 
commodities to assess according to the type of money we want 
to make (cash flow or capital), and how much of it (measured 
by amount, yield or ROI).

To make that money, we have to hunt for property deals with the 
potential to give us what we want. There are masses of ways to 
source such deals – through estate agents, letting agents or 
commercial agents; marketing directly to vendors; trawling 
auction rooms; stalking Rightmove and all the other portals 
until the early hours; setting up a lead generation web site (and 
spending a fortune on Google adwords) … the list goes on.

However, after putting in a load of marketing effort we might end up 
with plenty of deals – but not ones that will make us money in the way we want. 
The risk is that in the effort to find the perfect deal, we’ve spent a ton of money on marketing and have little to show for it.

So… as well as an investment strategy, you 
need a sourcing strategy. Different sourcing 
strategies will suit different types of properties, 
but when you get it right, you could also make 
some serious extra money by finding deals for 
others or simply by selling on the ones that 
don’t suit your investment strategy.

And that long preamble brings us to the 
purpose of this article.

Prab Paul and Thierry Lemaire are two of the 
four people behind The Vincit Group. Between 
them they have sourced countless deals up 
and down the country, from small single let 
properties to multi-million pound development 
projects. Here, they tell us how they have honed 
their skills over the years and explain how to 
source deals effectively, without wasting a 
lot of time and money in the process.

Property investors cannot be property investors unless they buy property. That’s a fact. But to 
buy property as an investment, we have to find the right property and that’s where things can 
get a bit more complicated than they are for the average man or woman on the street.

“As well as an 
investment strategy, 
you need a sourcing 

strategy”
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Case Study #1 
Ilford
 
This was a great example of an on-market 
deal, but it was ‘out of sight and out of mind’ 
until spotted on a drive-by. 

The property was originally a 3-bed house 
with a garage, but we saw that the garage 
could be knocked down to make way for  
further development. We created four flats 
in total:

• 2 x 1-bed new builds in the space  
previously occupied by the garage

• 1 x 3-bed on the first floor of the house

• 1 x 2-bed on the ground floor the house.

• The four flats are let and generate a  
combined gross rental income of £4,100.

Walking around your local area will enable 
you to spot opportunities that you would 
never see while driving. Take different routes 
so that you get to see as many streets as 
possible.

• Purchase price: £249,950

• Development costs: £145,000

• Finance and exit costs: £30,000

Individual end values…
• 2 x 1-bed new build     

flats @ £150,000 each: £300,000

• 2-bed flat: £175,000

• 3-bed flat: £200,000

• GDV: £675,000

• Total profit: £250,000

How They Developed Sourcing Skills

YPN: What sourcing methods worked for each of you when you first 
started out?

Prab (PP): In 2006-07 when I started, many investors were leafleting 
and marketing online to get directly to vendors. I adopted both methods, 
distributing 10,000 leaflets pw in my local area as well as doing pay-
per-click advertising on Google. It was a powerful start and the 
properties I found as a result created a strong foundation.

Thierry (TL): I started in 2003 while still working full-time. I chose my 
location carefully, then visited all the agents in the town until I had a  
shortlisted a handful I knew I could work with. That brought my first 
few deals but things weren’t happening quickly enough, so I started 
leafleting and newspaper advertising. I remained as a one man band 
until I joined forces with someone else for online marketing.

YPN: Have investors expanded their toolkit to look at a broader range 
of deals over the years as the financial climate has changed?

TL: Yes, but I also think we have to pay more attention to what the 
owner wants and find more creative ways to make things work. 
Changes to regulations and so on bring challenges so we have to adapt.

YPN: What has been the key to your success in negotiating with 
people both face to face and over the phone?

TL: Talk to the client and find out what they want; work out how to 
achieve what they want; then give it to them. There’s a common saying 
that you have two ears and one mouth, so listen more than you talk 
when with vendors to really understand what they need.

YPN: What sort of deals were you looking for in the early days?

PP: I was buying for cash flow. At the time some people were buying 
properties up north that could only have made around £100 pm, but 
without much potential for capital appreciation either. It never made 
sense to me to amass a huge number of properties that weren’t 
generating great cash flow. I bought a few outside London but 
maximising cash flow was key so I let go of deals that didn’t have the 
right cash flow.

 
Back then, when I found a deal I was mainly concerned about getting 
it but over the years I have learned to listen to what the seller wants to 
achieve. You have to find a solution for them, otherwise there’s no deal.

YPN: Is that true for bigger properties as well?

TL: Definitely. Even with commercial buildings there will be a reason why 
the vendor is selling, and you have to be able to adapt.

Example: We bought a commercial property from a seller 
who was 70 years old. He wanted to retire, but do so slowly. 
Our solution was to purchase his shop and lease it back to 
him. That flexibility was the reason that we, rather than 
someone else, got the deal and it was great for us too, 
because we were able to apply for planning while he was 
still paying rent.

Example: I converted a property on the Isle of Wight into four 
flats. As a single building it would have made £600-£700 pm, 
but as four flats it generated over £1,800 pm.
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YPN: How have your sourcing 
techniques changed since you 
started?

TL: Through The Vincit Group, 
we are working with sourcers, 
so whereas I used to make 
all the calls, meet sellers and 
close the deals, my role now is 
managing, mentoring and 
supporting people working 
with us.

PP: As recession kicked in in 
2008, I spent £1,500-£2,000 
pm on marketing for about six 
months without getting any deals, so it 
was time to find alternative ways of sourcing.

My next strategy was to buy at auction. I was still buying for cash 
flow but, because I was buying in London, started to run out of 
money as I couldn’t refinance my funds back out. So I started 
to look instead for properties that could be developed and 
refinanced but even that proved a challenge in London so 
I shifted focus to Leeds. Values were much lower there: 
sometimes I could buy below £50,000 and create a 7-bedroom 
House in Multiple Occupation (HMO) with a cash flow of over 
£2,000 pm. That meant I could pull all my money out.

YPN: Is that still possible in today’s market?

PP: Absolutely. It’s all about adding value. The worse the 
condition, the better it was for me because I wanted to buy as 
cheaply as possible. The more value you can add, the greater 
the investment value.

For HMOs that means commercial valuations and using 
commercial or specialist lenders. Some lenders might not value 
as highly as they used to, but by adding value you are 
increasing the gross development value (GDV).

You have to become much more effective 
about what you’re sourcing and how you 
do it. If you can find the right type of 
property, you can add value and 
enhance the GDV. 

 

Finding Off-
Market Deals

YPN: You leverage your time 
better on larger transactions; 
they are also less 
competitive as they are 
more difficult to finance. 
Was competition at the lower 
end one of the reasons for 
moving up the deal chain?

TL: Yes. There is still 
competition though and you 
see people chasing bargains at 
auctions. We tend to focus on 

off-market deals because if you can talk to a seller directly, or to 
the agent before a property goes on the market, you have far less 
competition and so a higher chance of bringing it to completion.

But there are other ways of sourcing off-market properties. One 
of the easiest is ‘street walking’, looking at the buildings around 
you wherever you are. You might notice ‘air space’ – the gaps 
between buildings, corner plots, houses without loft conversions 
in a street where several have been done, derelict buildings or 
land, commercial premises, etc. 

Example: We recently bought a 
flat in London for £500,000 where
we can create another flat in the 
loft, which will be worth a further 
£500,000. After splitting the titles 
and refinancing the flats, we will 
be able to get all our money out.

 “It ’s all about adding value. 
The worse the condition, the 
better it was for me because 
I wanted to buy as cheaply 

as possible”
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Networking and telling everybody what you do is also important, as 
that has brought us several deals over the years.

YPN: How do you approach the owners of a property that you 
spot? Is it a matter of cold calling, knocking on the door?

PP: People have different skillsets and the thought of knocking on 
doors would make some run a mile. Thierry described an offline 
strategy above, which is great for people who like to engage 
with others, but there are online methods as well. If you have a 
different skillset to that needed for cold calling, consider working 
with someone who has complementary skills. There are people 
who love knocking on doors, and people who love researching 
online. Bring those two together and you can find property deals 
that way, often unearthing a better solution than you would as 
individuals.

We held a sourcing workshop in January and now have over 20 
sourcers all over London who work closely with us. Some are 
happy to knock on doors, while others work online. We align with 
those who don’t like approaching people directly through a JV 
structure, and talk to owners on their behalf.

The Importance of Staying Power

YPN: What common mistakes do people make when they start 
trying to source deals?

PP: One of the main ones is not sticking with it. Some people, 
particularly those who are entrepreneurial, are natural ‘starters’ 
– they start off, then when the venture doesn’t work right away, 
keep switching and trying different things. I’ve been prone to this, 
but nothing is going to land in your lap. You have to work at it, 
spend time and effort learning the business. You can’t succeed in 
anything until you’ve done it for at least a year and some start-ups 
take three years just to get your money back. This point is just as 
important for people switching strategies: I went from buying for 
cash flow to buying to sell, and it was like learning a whole new 
business – which, in reality, it is. 

Hang out with people who know what they are doing, and have a 
peer group that can support you emotionally and in terms of skill 
set. In property, there are plenty of people willing to help and YPN, 
where people share information and what they’ve learned, is an 
example of that. You have a much better chance of succeeding if 
you mix with people who are willing to contribute and help.

In addition, laser sharp focus will help you perfect your strategy. 
That has been particularly true for the four of us in The Vincit 
Group, we operate very differently to how we did before.

The key for any sourcer is finding a solution. If you’re trying to 
argue your case, you’re probably looking at it only from your own 
perspective. Stay detached. If you’re chasing a deal (or anything 
for that matter) then by definition your object is running away from 
you. Sometimes we let deals go because they don’t work for 
everyone. If you subscribe to and practise the law of abundance, 
you will be confident that plenty of others will come along. 
Be committed to making a deal happen – but not at someone 
else’s expense.

Work to Your Strengths

YPN: Do you have overlapping skill sets or each have distinct 
roles within the business?

PP: You have to have complementary skills in business otherwise 
you’ll probably take more steps back than you do forward. I came 
to understand my strengths and weaknesses over the years but 
kept trying to develop the weaknesses before realising it’s much 
more powerful to work to your strengths and use other people’s 
skills to support your weaknesses.

Prab and Thierry’s Top Tips 
for Exceptional Sourcing
• Have a sourcing strategy that suits your investment 

strategy. Stick to one or two methods, for example, 
creating a relationship with agents or street-walking to 
find commercial premises.

• Do thorough due diligence. Work out the numbers in 
detail in accordance with your exit strategy. This is the 
analysis stage where you work out whether it really is 
a deal or not. 

• LISTEN. Find out what sellers want. When you  
genuinely try to get to a solution that works for 

 everybody, more often than not you come up with one 
that neither party has thought of. Only when you have 
a solution can you close the deal.

• PRACTISE!

• BE DETACHED. So-called traditional sales techniques, 
often associated with the corporate world, are about 
manipulating and cajoling to influence people in a 
certain way. That’s against the grain of our way of 
working.

• Consider working with people who have   
complementary skills.

• GIVE YOUR STRATEGY A CHANCE – stick with it to 
make it work.

• Have a supportive peer group around you.

EXAMPLE: We looked at a probate sale 
property in Clapton last year. The deceased’s 
brother had lived there for years and was worried 
about leaving and having to hunt for another 
place to live as he’d been there so long. People 
assume they will have to leave when a property is 
sold, but by listening, we found another solution – 
to buy the house only when he was ready to 
leave and help him find somewhere else in the 
meantime, because we had the expertise to 
offer that.

“In property, there are plenty of people 
willing to help and YPN, where 

people share information and what 
they’ve learned, is an example of that ”
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Case Study #2 
Hayes
 

This deal, a 2-bed first floor maisonette, was spotted when 
‘street walking’. There appeared to be a tiny notice outside 
the first floor window and the sourcer, on closer inspection, 
saw that it read For Sale. Not only was the sign very small, 
but also the ink had run so it was extremely difficult to read 
what it said from the pavement.

The sourcer knocked on the door right away and fortunately 
the owner answered. As they got talking, the owner explained 
that he didn’t trust estate agents and was only interested 
in sensible cash offers. He also realised that the property 
wouldn’t be mortgageable, partly because of the interior and 
partly because the lease only had another 50 years to run. 
It required a full refurbishment and lease extension to 99 
years. His bottom price was £140,000 and he wanted an 
answer within 48 hours.

We immediately saw the potential to sell this at auction 
because prices in the area were still going up and stock was 
in short supply. In the end, we offered more because the 
lease extension costs were not as high as we initially thought. 
We hurried through that lease extension process with the sole 
purpose of placing the property in the February auction. It had 
28 viewings and 25 legal packs were downloaded, which was 
a strong indicator that demand was high.

This particular transaction emphasises how investors 
should always be on the look-out for tell-tale signs of 
opportunities that would normally be overlooked. If our 
sourcer had not crossed the street to see what was on 
the sign, we would never have got this deal.

•  Purchase price: £147,000

•  Lease extension: £30,000

•  Development costs: £0

•  Purchase, finance 

    and exit costs: £15,165

•  Auction guide price: £199,000

•  Sale price: £260,000

•  Total profits: £67,835



Some readers might have heard of the Wealth Dynamics wealth-builder 
profiles. In The Vincit Group, we have complementary skills. My profile is 
that of Creator/Star. The Star loves being ‘out there’, in front of the room, 
speaking in public, creating relationships and so on, while the Creator has 
vision. However, I could never finish what I start – working on my own, I’d 
have great ideas that would never go anywhere. Thierry has a Supporter/
Lord profile; he has become the backbone of the business, while our other 
partner Tim Hodges’s profile is that of Dealer/Trader. My brother Harinder 
has just joined us as managing director and he has a great ability to direct 
us all.

Finding people with complementary skills is important but can take time. 
Start by evaluating your strengths and weaknesses, and putting together 
the big picture of where you want to get to, a bit like a jigsaw. Then you 
can identify the individual pieces – the different skillsets – that need to 
come together to create that picture.

YPN Says
Sometimes finding property really can be as simple as walking 
the streets and getting to know your area intimately. You’ll get 
to know what’s good, what’s bad, what’s changing … and also 
spot potential opportunities. Not least because you will have 
a much better idea of what that opportunity could be used for 
than someone who doesn’t know the area so well.

What has been evident in talking to Prab and Thierry is that 
having a strategy for sourcing property is just as important as 
having one for investing. In that regard, you might choose to be 
a passive buyer by working with someone else who tracks down 
the opportunities, or an active sourcer who goes out and does 
the field work and negotiations. There are numerous sourcing 
strategies and when you start, some of them, like working with 
estate or letting agents, might be more obvious than methods like 
cold-calling and chatting to neighbours of empty properties. But 
as your hone your skills and your ‘nose’ for deals, you’ll find a way 
that works for you.

Sourcing is definitely an area where teamwork can make a big 
difference, as people with great interpersonal skills might be less 
inclined to do the desk research – and vice versa – so there is 
a great opportunity to leverage other people who have 
complementary skills to you.

Whichever method you adopt, 
remember that practice 
makes perfect!

Contact Details
If you are interested in working with The Vincit Group as a sourcer, 
contact Thierry via email, Thierry@VincitGroup.co.uk, or call him 
on 07903 017 126.

Case Study #3
East London
 
This is another deal that would not have 
happened had further digging not been done.

The property is a commercial block that had 
once been four residential houses. Although it 
had been closed for years, the agent had not 
marketed it for a very long time and the For 
Sale sign was old. 

By making a few enquiries with neighbours, we 
were able to make contact with the owner, who 
it turned out had owned it for over 20 years. 
Planning had already been granted for nine 
flats, but we believed there was definitely 
further potential. The reason it hadn’t been 
heavily marketed was that money was not a 
challenge for the owner and so the property 
was barely on his radar...

After speaking with him we were able to agree 
a long completion, which has given us time to 
find out whether we can get enhanced planning 
on the site. 

As this property was not being marketed
properly – consequently it was not really 
on-market – it might never have been found 
without knowing and exploring the area. Once 
again, it reinforces the case for getting out 
there and seeing what is around.

These figures are based on the original 
planning permission for nine flats – 6 x 1-bed 
and 3 x 2-bed.

• Purchase price: £800,000

• Purchase and exit costs: £121,960

• Finance costs: £56,351

• Development costs: £684,800

• GDV: £2,100,000

•  Total profits: £436,889

CLICK TO LISTEN 
TO THE AUDIO -  IN FULL

http://bit.ly/24LEiRM
mailto:Thierry%40VincitGroup.co.uk?subject=
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’ve borrowed the above line from the classic 
1967 film Cool Hand Luke. And failure to 
communicate (or rather to effectively 

communicate) is all too common in property 
and, well... in life.

Effective communication – namely getting our 
message across (not just the words but the 
sentiments and intentions behind them) – 
is essential if we are to succeed in property or any 
other business.

Let me elaborate
A frequent issue which comes up in my coaching 
sessions is communicating with different people 
when sourcing deals. In other words, approaching 
or dealing with estate agents and letting agents, 
vendors (when going to them direct) or other 
landlords (for rent-to-rent, etc). For other clients, 
the issue is the thought of just networking at events. 
Notice I include the word just in respect of 
networking but the reality is that for many people 
just going in to room full of strangers and striking 
up a conversation is a major concern. The same 
can be said of lots of other interactions. 
Individuals often say…

•	 “It’s	making	that	first	step!”

• “What if I mess it up and make a fool of myself?”

• “They’ll not see me as a serious investor.”

Can you relate to any of the above?

Attitudes and thoughts like this will have a knock-on 
effect and leak out into our behaviour and language 
in transactions with other individuals. Sometimes 
before we even open our mouths others can see that 
we are not comfortable or that our demeanour is not 
congruent with the message we are trying to portray. 

Even worse, we might easily talk the other party 
OUT of the deal by using the wrong words and 
intonations. As a result we achieve the exact 
opposite of what we were setting out to achieve. 

We are often so terrified of saying the wrong thing, 
or the right thing in the wrong way, that we mumble, 
then apologise – or chicken out altogether. Our fear 
of “getting it wrong” leads us to “get it wrong”.

I recently had an interesting call with a coaching 
client (let’s call him Joe, but that’s not the 
real name of course), an investor who was 
deliberating putting in a very low offer 

on a property but had failed to submit it 
for about six weeks. We can probably all 
sympathise with this a little. After all it’s 
often said that if we don’t feel a little 
embarrassed about the offer we’re putting 
in then our offer is probably too high! 

Joe had done comprehensive due diligence, 
researched comparables, itemised costs of 
the refurbishment, checked rental demand 
and prices, and had arrived at what he 
considered to be an appropriate price. 
However, he had been informed by the estate 
agent that the vendor wanted a figure close to 
the asking price, which was way above Joe’s 
offer price. (No surprise there then!!) But for 
his particular strategy the deal only stacked up 
at the lower price he was willing to offer.

I asked him a number of questions to elicit what 
might be holding him back from making the 
offer. After clarifying his answers, it transpired 
that Joe had formerly been an estate agent and 
therefore, “knew	how	difficult	a	conversation	it	is	to	
have with a vendor when a low offer is put to them.”

So Joe was allowing his own previous  
experience, and the emotions associated 
with that experience, to affect his actions. 

“What we have here is a 
failure to communicate…”

Our fear of 
“getting it wrong” 

leads us to 
“get it wrong”
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Interestingly, he had MADE the decision about how much to offer, 
but what stopped him were the perceived consequences of 
IMPLEMENTING that decision. 

How often does this happen? We keep telling ourselves that we 
need to make a decision when in fact we know exactly what we 
need to do, but it’s our perceived fear of the consequences of 
following through which is actually holding us back.

I then asked Joe to role play with me. He would make the call 
and I would play the part of the estate agent. 
It was a great little exercise and we ran 
through a number of options for how 
the call might go.

The first time Joe started off 
the call with the words, 
“I know this offer is likely to 
be refused …”

I stopped him immediately 
and asked, “What seeds 
have you already sown in the 
mind of the estate agent?” 
The message coming over 
was, “A refusal is what I’m 
expecting, but I’ll have a go 
anyway!”

Joe had allowed his 
feelings and previous experiences to colour the way he 
approached the call right from the beginning, and both his 
language and tone of voice reflected that. He was blinkering 
himself to other options or ways of dealing with the call. 

We role-played the same call again, this time turning it round with 
Joe asking a number of questions first, then explaining how he 
had arrived at a figure before finally revealing the offer amount at 
the end. Questions like …

“Is it your valuation or the vendor’s valuation?” The vendor’s 
valuation is often usually higher than the agent’s.

“So what price would you value it at?” This lower price now 
becomes the starting point for any offer and the agent is already 
starting to get on your side when approaching the vendor.  

Next came questions around the refurbishment.

“I would need to replace the kitchen so how much do you think 
a quality kitchen with appliances will cost?”

“The bathroom needs replacing so how much do you think a 
new	bathroom	suite	with	accessories	and	fitting	will	cost?”

Getting the agent to think about and answer those questions puts 
the answers firmly in their mind and also means they will use the 
same reasoning to argue the price down with the vendor. Also 
remember, this refers to what it would cost the average person 
to refurb the property, not shrewd investors like you, me and Joe 
who can source cheaper materials. The difference in how much 
a punter will estimate a refurbishment and the actual cost to an 
investor can be thousands of pounds. However, that difference is a 
great bargaining tool for negotiating a price down. 

Further to all the above we can then add in the other positives of 
selling to us, such as:

• “We are serious investors and not involved in a  
chain so it will not fall through.”

•	 “We	have	finances	in	place	with	our	broker/joint		
venture partners and therefore any accepted offer  
is very likely to go through.”

...etc, etc, etc.

So we can finish off our call with the agent with, “so taking all 
those things in to account, my offer is...” 

There is another benefit to this approach as well. Not only have 
we now applied reasoning to explain our offer 

to the agent, we have also given them a 
structure for their call to the vendor. 

The agent will now not have to 
think of reasons or excuses 

to justify the offer because 
we have already supplied 
them, in a manner ready 
for the agent to use with 
the vendor. 

Ok, it does not mean the 
offer will be accepted. In 

fact, there is a school of 
thought that says if your first 

offer is accepted you have 
offered too much! But this way, we 

have removed our own emotions and those 
of the estate agent from the process and therefore 

stand a much better chance of negotiations carrying on until a 
price is agreed; or if not, the property can be put in the ‘Follow up’ 
folder until the vendor is more motivated.

Joe now felt much more confident and made contact with the 
agent to submit the offer less than an hour after the coaching call. 
As yet, I don’t know the outcome, but I consider this a great result 
considering he had prevaricated for over six weeks. 

I hope this article has raised your awareness of how YOUR attitude 
and beliefs affect your language and behaviour, so that in the 
future you will become more aware of and listen out for how you 
talk to yourself. Sometimes we have to fake it until we make it!

For those concerned about making that call, taking the first steps 
or entering that room at the networking event, we will cover 
confidence building and how to influence people in the next article.

So to summarise here 
are three quick tips;
1. Critically analyse what the actual or   

realistic result of the conversation will be. 
Don’t expect too much on the first point  
of contact.

2. Do mental rehearsals of the conversation  
running a number of potential scenarios to a 
successful conclusion.

3. Run role plays and/or practice with   
individuals who will give you honest feedback.
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In February we were invited 
by Matt Siddell, host of PPN 
Knightsbridge, to share the 
stage with Mike Ingall. 

For those of you that don’t know who 
Mike Ingall is, I’m sure you’ll certainly 
know some of the landmark 
developments his company have 
done and are currently doing. Mike is 
CEO and chairman of Allied London, 
a company which has won over 80 
industry awards and changed the 
landscape of some of the UK’s major 
cities, including the redevelopment 
of Spinningfields in Manchester, 
The Brunswick in Bloomsbury, 
and The Skypark in Glasgow.

In 2010 Mike Ingall was voted 
‘Developer of the Decade’ and to be 
asked to share the stage with one of 
the UK’s leading developers was an 
honour and a privilege.

Allied London have developed 
millions of sq ft of new real estate 
across commercial, retail, leisure 
and residential industries in billion 
pound deals, numbers that are 
simply mind-boggling for most 
of us!

So, what lessons can we all take from these mega deals? How can we relate to 
these massive numbers and implement the lessons in our own development 
business, however big or small?

In this article I’d like to share with you our takeaways from spending time with
one of the UK’s leading developers.

You Are Not a Developer
You are not a developer; you are a marketeer, the creator of stories, not property...

Property isn’t about bricks and mortar. That is just part of the process. 
In fact, creating and growing a successful development business can be narrowed 
down to these four areas; Passion, People, Product, Process.

BILLION POUND DEALS…
What Can We Learn? 

“Property isn’t 
about bricks and 
mortar. That is 
just part of the 
process”
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Passion

“Try and be the best, 
and then be better.”
What is driving you to be successful in 
property development? Is it your love 
for architecture? Maybe it’s helping 
others and making a difference in the 
world? Perhaps it’s about the creative 
licence to leave your mark on an 
ever-changing landscape? Is it the 
money or more importantly how the 
money will impact you and your
loved ones’ lives? 

It could be a combination of things, 
but what I found evidently clear from 
listening to Mike Ingall was his passion 
for breathing new life into landmark 
buildings. Every building has a story 
to tell and what Allied London does so 
brilliantly is redevelop these buildings, 
or areas, whilst retaining character and 
history, making it an experience.

Build a brand... Create a story... Make a difference.

People
The success and failure of any business comes down to the 
relationships you build and the people you have around you. 

“You will get all you want in life, if you help enough 
people get what they want.” Zig Ziglar

Invest time in cultivating and nurturing good relationships with 
people throughout the development process. Time invested at 
the beginning may not produce the short term payoff but as time 
progresses the seeds planted will grow and those relationships 
will blossom. 

Product
The product you are creating, in most cases a home, is far more 
than just somewhere to live. If you want to put yourself head 
and shoulders above the rest of your marketplace, concentrate 
on where people want to live rather than where they have to live. 
Whether you are developing property to sell or to retain in your 
portfolio and let out, you are selling the dream to someone. 
You are providing the backdrop for your tenants or buyers to 
create their own stories. 

In many cases if you can get the ‘feel’ right, you will often achieve 
higher prices and quicker decisions. 

Process
What may be surprising to some of you 
is the similarity in the process when 
doing billion pound development deals 
and creating new neighbourhoods, to a 
single plot build or converting a 
building into apartments. Yes, the 
physical process and the financial 
input is vastly different, but essentially 
you are creating a product, marketing 
the product and selling the product. 

Move with the 
Market
Optionality is where you have choice 
and freedom within your business. 
Once you have a good understanding 
of the development business you have 
the ability to move with the market. 
Whether you are looking to trade on 
deals, build out and sell, build to hold 
or just simply invest in development 

projects, the process of sourcing and appraising is the same. 

There are many social, political and economic indicators that guide 
developers when projecting what the market may be like when a 
development comes ‘online’, and having optionality within your 
business spreads development risk. For example, having different 
exit routes or end uses for your development allows you to adapt 
to the changing marketplace.   

Wherever there is Disruption, 
there is Opportunity
In order to find opportunity you must rise above the masses. 
Mike Ingall put it brilliantly, “Be a bird”. 

With the ‘masses’ of property professionals in buy-to-let (BTL) 
or adopting investment strategies such as Houses in Multiple 
Occupation (HMOs) or small flips, there is a lot of competition. 
The BTL landscape is changing, and with the disruption caused 
by the increased taxation and legislation, many investors are 
looking to get out. But others see this disruption as an opportunity 
and seeking wealth creation vehicles that aren’t as affected, 
development being one.

“Be a bird” as Mike so befittingly put it, but how can you rise above 
the masses? 

Learn how to identify new opportunities, spend time with those 
operating successfully in the industry/area you want to move into, 
understand their systems and strategies and utilise them in your 
business.

“The success and failure 
of any business comes 

down to the relationships 
you build and the people 

you have around you”

“Once you have a good understanding of the development 
business you have the ability to move with the market ” 
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Skillset
“Identify your skillset and then buy in the rest.” 
Mike Ingall

Where are you best placed in the development process? 
What are you great at? What do you enjoy doing within your 
business?

These are all important questions to ask yourself when looking 
to build the right team around you. In order to identify where 
you fit in the development puzzle you need to recognise your 
strengths and weaknesses, understand the stages of the 
process and establish the roles and responsibilities of other 
members of your team. 

A term we use that will be worth familiarising yourself with is 
umbrella developer. An umbrella developer is like the 
conductor of an orchestra. 

A conductor guides the orchestra they conduct, they choose 
the works to be performed and study their scores, to which 
they may make relevant adjustments (eg regarding tempo, 
articulation, phrasing, repetitions of sections and so on), work 
out their interpretation, and relay their vision to the performers.

You are the conductor and your development team is your 
orchestra. You, as the lead developer, are ultimately 
responsible for and in control of the opportunity, the 
acquisition, the people, the process, the services, the time, 
the risk and the reward. 

My Key Learning
The key learning I took from listening to billion pound 
developer Mike Ingall was to get rid of your limiting beliefs. 

As long as you have the passion, are open to learning, have the 
right people around you and are committed to your own 
success, there is nothing stopping you. 

Be daring and dream big!
After all, someone has to be the one to build streets, form 
neighbourhoods, erect apartment blocks, create homes and 
change the landscape.

That person is you... Create your story.

Launching in July
Elite Developers Academy
In July we will be launching EDA to provide a 
platform for monthly education, networking and 
masterminding offering training, guidance, support 
and confidence to new and experienced property 
developers. 

Places	on	the	academy	are	already	filling	up	and	we	
have strictly limited places available. 

Express your interest by emailing us, 
info@propertydevelopersacademy.com

Sunday 10th July

Property Development Discovery
Taking you through the seven stages of 
building a £multi-million development 
business using our proven Property 
Development Business Blueprint. 

YPN Special Offer

£197 +VAT

‘Building your Financial Future 
through Property Development’
Many see property development and ‘BIG deals’ to be the 
pinnacle, a natural progression on the property journey. More 
and more people are turning to highly profitable development 
strategies as a way of kick-starting their property career, 
dramatically increasing their portfolio or generating large 
sums of money; and many property professionals are turning 
to development as an alternative to the disruption of buy-to-
let and some other investment strategies. 

With more than 40 years’ experience and over 3,000 
builds under our belts, we have created, implemented 
and perfected proven systems and strategies to minimise 
the risk and maximise the reward of property development 
projects. We are now pioneering property development 
education and helping aspiring developers build successful, 
sustainable development businesses through 
Property Developers Academy.

What do you want to know?
We want to serve you as best as we can and continue to 
provide great value to help you make better decisions and 
move your business forward.  In future articles we would like 
to dedicate a section to answer your questions, queries and 
discuss topics you really want to know about.
 
To submit your questions, queries and/or topics, email 
info@propertydevelopersacademy.com or ‘like’ 
our Facebook page www.facebook.com/
propertydevelopersacademy and write on our wall.

Now is the perfect time to invest in yourself, develop that 
long term vision, take advantage of the abundance of 
opportunities and build a successful, sustainable 
development business on solid foundations.

If you’re an action taker, want to massively accelerate your 
property journey, leverage other people’s experience, 
knowledge, time and funds, make more money in less time 
giving you freedom of choice, and/or leave a lasting 
legacy, we’d love to help you achieve your goals!

£697 + VAT

Friday 6th – Sunday 8th May

Elite Developers Masterclass
Advanced property development training 
focusing on Sourcing, Appraising and 
Securing ‘big deals’!

YPN Special Offer

£1,997 +VAT

LIMITED AVAILABILITY

£4,997 + VAT
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The Key to Success  
Where Does It All Lie?

Thank you for getting in touch, Mrs H. It is a real pleasure to 
read that you enjoy the articles and makes it all so worthwhile. 
(If other YPN readers would like me to cover any specific areas 
on property over the next few months, please get in touch 
by emailing arsh@arshellahi.com.)

Now getting back to the point which Mrs H raised, I’m 
a firm believer that to be successful in property, every 
investor must consider themselves as a toolbox – 
and must be full of tools to fix any problem 
they face. 

If you are an investor who is looking to 
deal direct with a vendor, technically you 
should become a problem solver – regardless 
of the issue or the scenario, you should have a 
solution. There is no such thing as one strategy 
fits all. In my articles, I aim to give you examples 
of how each strategy works and why we chose 
that particular strategy for that specific property / 
example. 

I have also heard many people on the property 
circuit talk about:

Learn one strategy, become the best 
at it, and only focus on one location.
What a load of old cobblers!

As you may have gathered by reading my articles, I refuse to be 
an average investor. I want it all – and I want it all, yesterday! 
And with this in mind, I do everything possible to make that 
happen. If I listened to everyone who told me that I was possibly 
doing more than I could handle, I wouldn’t be anywhere near as 
successful as I am today. I believe in short term pain for long 
term gain.

I believe in marketing to the mass public, as property deals are a 
numbers game. The more people you market to, the more chance 
you have of generating a lead that could then turn into a deal. 
I try and convert nine out of ten deals by utilising one of the 
strategies listed overleaf. 

As my focus is to trade / flip properties, it does not concern me 
where the property is as long as I can see a clear exit route.
I have purchased properties from Scotland right down to the 
south coast and everywhere in between. 

Hi Arsh

I’ve been reading your articles for quite a while and 
admittedly I like the down to earth approach you 
offer in them.

Having looked at the back catalogue of your articles 
it seems that you have a lot of knowledge on a variety 
of strategies, which you seem to implement quite well.

I’ve just started my property journey and I’ve been 
told to stick to one strategy and concentrate on that. 
I find it quite tough, as my strategy is to purchase 
property below market value. However not everyone in 
my area is in need to sell quickly or in is any distress. 

I’m spending money on marketing and so far 
achieved very little.
 
What would you suggest?

Mrs H - Nottinghamshire

Important Tip 
Only invest where you can see a clear exit or have a plan 
B as to what to do with the property if it doesn’t sell.
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Property is consistently evolving and there are more and more 
strategies which make it ever easier to get involved in property. 
Here are some that I utilise every day to acquire property:

1 Below market value purchase
2 Lease options
3 Rent-to-rent (R2R)
4 Exchange & Delayed Completions
5 Assisted sales 

I source properties nationally, which people always say to me is an 
extremely risky strategy. My answer to that would be that in 2015, 
between April and December I sourced and traded over 140 
properties and this year I aim to double that amount. We get a 
lot of leads every day and we need to appraise these to see which 
strategy would suit each property.

If I adopted a strategy to only approach with the angle of 
purchasing 25% below market value, I would only do on average 
10% of the business that I actually do. Not everyone is in a difficult 
situation and even if they are, there are a lot of other companies 
in Wolverhampton which would probably pay a lot more than I am 
prepared to pay. Let’s just use an example:

When I approached the vendor of the above property, had I aimed 
to purchase the property at 25% BMV my offer would have been 
circa £112,500, which would have meant the vendor walking away 
with £22,500 before costs. Considering the vendors needed to 
split this amount between them, each party would have received 
just over £11,000, which they did not consider a sufficient enough 
amount to start again. 

If they sell this property on the open market, let’s just say they 
achieve circa £140,000, after paying the mortgage they would 
collectively have £50,000 giving them each £25,000 before costs. 

Now ask yourself – other than saving them time, what are the other 
benefits for these vendors in dealing with you?

What else could you do in this scenario?

My suggestion here would be to use the assisted sale method, 
where you assist the vendor with the sale of the property, whether 
on the open market or via an auction route exit. This is a relatively 
straightforward process.

I would create an arrangement where I would pay an amount to the 
vendor, and get access and control of the property. There would 
also be incentives for them to do this. One incentive, which works 
really well, is to give them 50% of the uplift in sale value.

Let’s look at the same example using this strategy.

• Market value:    £150,000
• Mortgage outstanding:   £90,000
• My initial offer:    £110,000
• Amount paid to vendor initially:  £10,000
• Sale price:    £150,000
• Vendor gets:    £110,000 + £15,000   

    uplift = £125,000 
• Money after mortgage paid:  £35,000 collectively
• I benefit from sale proceeds of £15,000 for my part of   

the assistance
• Who wins:    EVERYONE

The £10,000 would give the vendor enough to start looking for 
potential rental accommodation allowing each party to separate 
(which is the key motivator) whilst I control the property. In the 
meantime, I put the property on the open market for £150,000.

Upon sale I give them 50% of the uplift from £110,000, giving them 
an additional £15,000, and I also benefit from a gain of £15,000. 
All I have had to pay out initially is £10,000 giving me a Return On 
Investment of 150%.

Please note that I did not own this property and simply controlled 
the transaction. 

This strategy works especially well on properties that are run down 
or ‘tired’. Providing the vendor allows you access and control, you 
can go in, make the necessary improvements and sell for its full 
potential.

In another scenario, there are many landlords nationwide who have 
bought properties in a scattered approach, perhaps owning one in 
Bournemouth, two in Edinburgh, with the odd one in Wigan. At the 
time it may have seemed a great idea due to the low cost entry into 
the deal, but many investors struggle to see past the initial ‘get rich 
quick’ scheme that may have been presented to them at the time.

What they inevitably find is that these properties become a strain 
on their time and resources. Here are some of the issues they face:

• Tenants not paying rent

• Maintenance issues 

• Managing agent issues

• Damage

• Neglect of property

• Property market influences – negative equity.

Location: Wolverhampton

Property type: 3-bedroom semi-detached 

Market value: £150,000

Mortgage outstanding: £90,000

Reason for sale: divorce / separation

Timescale: ASAP

“I source properties 
nationally, which people 
always say to me is an 

extremely risky strategy” 
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What they first thought would be a cash cow now becomes a ball 
and chain around their neck – so much for financial freedom!
I get approached by many investors who face this problem and 
the simplest solution I can offer here (dependent upon the 
property type) is the R2R strategy. This is where I may take the 
property under my control for a long term, ie one, three, five or 
seven years, and multi-let the property.

I have done this for many properties and built a separate R2R 
portfolio, which I predominantly use as a cash cow. I then use the 
cash generated from this vehicle to fund other long term 
acquisitions. 

Here’s an example of a large 26-bedroom House in Multiple 
Occupation (HMO) that I acquired for ZERO and provides a very 
healthy cash flow:

The landlord purchased this property via auction and couldn’t 
manage the property from London. He had tried using agents; 
however the agents were not managing his expectations. The 
property started to become hard work and as a result of choosing 
the wrong agent, also went to the wrong tenant group who started 
to cause damage. It started to go very wrong for the investor, 
who could not see light at the end of the tunnel.

I met with the landlord at the property over a weekend and 
thought the building was fantastic. He had purchased it for 
£475,000, spent a further £60,000 on renovation works and the 
property was fully compliant with HMO regulations.

I agreed a seven-year term with the landlord who was happy with 
the trade – namely that I would be offering him peace and 
convenience. I would just have to stick to my side of the bargain 
and keep the property up to standard and continuously pay him 
£2,000 pcm. Over seven years that calculates at £168,000 – scary 
when you look at it like that. However I took comfort knowing that 
the property would make a healthy cash flow. Here’s how it looks:

I have managed to create the income of an average working 
person	from	just	one	property!

Over seven years, providing the above formulas work, this would 
mean that this one property would generate £215,880 in pure 
cash flow. The beauty is, it cost me NOTHING to acquire. 

However, I can then utilise this cash flow to purchase in the region 
of eight more properties (working on the basis that a deposit of 
£25,000 is put down on each), which will then go towards my 
daughters’ inheritance package. 

I use my short term cash flow solutions to fund my long-term 
property goals, which will benefit my daughters in the future. 

So as you can see, the more skills or tools you have, the more 
options you can offer. 

My advice to everyone reading this article: Don’t sell yourself 
short. If you’ve spent money on marketing for property deals, 
make sure you are educated sufficiently to be able to offer the 
vendor a solution regardless of the scenario.  PS – I can teach 
you all these strategies (cheap plug!).

As you would have seen at the start of this year, I created a group 
called ‘The Elite Property Tribe’. The aim of the ‘Tribe’ is to teach 
each Tribe member all of the strategies listed over a twelve-month 
period. Call it a mini-mentorship if you like.

If you like the thought of becoming a more ‘Rounded Investor’ and 
having more tricks than a magician, I will be opening the Tribe 
again ready to start for June 2016. 

The Tribe members who started at the beginning of February 
2016 have done phenomenally well with some having generated 
over £5,000 cash flow from deals, with some guidance from me.

If you like the thought of that, please get in touch by emailing 
arsh@arsellahi.com.

As ever, you can connect with me on my social feeds by 
finding me on facebook: search for Arsh Ellahi or Arsh.Ellahi.1, 
on Twitter @arshellahi, Linkedin: arshellahi or 
YouTube: arshellahi 

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

www.arshellahi.com 

Location: Nelson

Property type: 26-bedroom HMO

Rent to landlord: £2,000 pcm

Term: 7 years

26 bedrooms at £300 pcm:  £7,800 pcm

MINUS COSTS…

Landlord rent:    £2,000 pcm

Utilities:    £1,500 pcm

Management:    £750 pcm

Maintenance:    £200 pcm

Voids @ 10%:    £780 pcm

Cash flow after  all costs:  £2,570 pcm =
    £30,840 pa 

(which is equivalent to an annual working wage)
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In last month’s edition of YPN, Rob introduced his scoring 
matrix for Houses in Multiple Occupation (HMOs).  Now, he 
continues with the remaining criteria for the matrix, but first, 
let’s have a quick recap…

The Contenders
The tenant ‘teams’ lining up in this ultimate case study are:

• Social Housing Tenants
• Student Tenants
• Working Tenants
• LHA (local housing allowance) Tenants.

The Match-Ups
• Sourcing
• Cash in Bank (rental returns)
• Potential for Capital Growth
• Ease of Management
• Maintenance
• Exit Strategy.

The Rules
• 1 – 3    Very Difficult /    

 Poor Performing
• 4 – 6    Average in all aspects
• 7 – 8    Good indications
• 9 – 10   Exceptional

The Matrix So Far

SOURCING CASH IN 
THE BANK

Social housing tenants 4/10 9/10

Students 7/10 7/10

Working tenants 7/10 6/10

LHA tenants 9/10 5/10

The Matrix – Continued!
Over to Rob for the rest of the story…

Which HMO Strategy 
Gives the Best Returns?
The Ultimate HMO Case Study

“If you’re in property 
for the long term then 

I’m sure Capital Growth 
is on your hit list. 

Rightly so, too”
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If you’re in property for the long term then I’m sure Capital 
Growth is on your hit list. Rightly so, too.

The difficulty with capital growth is it’s hard to predict when it will 
happen and by how much. However if you buy the right property in 
the right location, then capital growth will take care of its self.
With this in mind, we’ll consider how these HMO strategies have 
historically performed and are currently performing in locations 
for growth.

SOCIAL HOUSING TENANTS

HMOs used to house social housing tenants 
actually perform very well for capital growth. 
This is due to the location restrictions that are 
often placed on the initial sourcing requirements for these 
properties.

The housing associations and organisations that lease the 
properties require them to be in diverse, populated areas with a 
mix of tenanted and owner-occupied homes. They often won’t
 take properties on in typical LHA locations or in the depths of 
an ex-council estate. Consequently, these HMOs are forced into 
stable and good locations for growth as the mix of owner-occupied 
properties surrounding them ensures regular buyer demand and 
keeps prices increasing in times of property growth.

STUDENT TENANTS

When it comes to HMOs, student properties 
tend to be in the tightest of geographic 
locations and these areas often become 
student hubs with house after house on the street being rented 
to the student market, and owned by landlords. This environment 
creates its own supply and demand, with very few 
homeowner-occupiers.

In a normal market, it’s often the homeowners that will push up 
property prices as they buy on emotion and not yield or value.
However in an area where buying in the best street really makes

a difference to the performance of your student let, demand for 
property remains high.

All of this in balance keeps capital growth in student locations 
relatively steady, and it is often in line when compared with 
average growth for an area as investors will always buy in these 
areas if the fundamentals are right and student numbers are 
steadily growing. However as they focus on yield, it’s rare that 
the capital growth for these properties will ever outstrip a 
homeowner location.

PROFESSIONAL/WORKING TENANTS

This HMO market often performs the best in 
terms of overall price growth.

Many of the same elements that attract 
owner-occupiers attract professional HMO tenants, which forces 
investors to buy in good locations if they want their professional 
HMO to perform and rent easily.

When an area experiences natural growth and more 
homeowners move in and force prices up, this often reduces the 
level of investors and rented property in the location as the yield 
drops, so investors left holding HMOs in key areas will not only 
benefit from growth but also from increased tenant demand.

LHA TENANTS

This HMO market often performs the worst in 
terms of overall price growth.

Remember for these match-ups we have to 
consider certain truths: many LHA HMOs are in areas of lower 
value as investors try to benefit from the highest yields (otherwise 
they would simply focus on the other HMO profiles). Low value 
areas naturally have less growth than high or medium value 
areas through simple supply and demand. When very little 
owner-occupation occurs and the housing stock is owned 
primarily by landlords and housing associations, then growth 
is minimal.

One thing that puts many investors off HMOs is the perceived level of 
management. It’s true that generally they are more work than vanilla 
buy-to-lets (BTLs), but thankfully not all HMOs are created equal, 
so let’s see which profile comes out on top.

SOCIAL HOUSING TENANTS

I was toying whether to give this one a 9 or 10 out of 10. 
Both are fantastic results and surely a 10/10 is only 
deserved in exceptional circumstances.

SCORE
7/10

SCORE
7/10

SCORE
8/10

SCORE
4/10

SCORE
10/10

Match 3: Potential for Capital Growth

Match 4: 
Ease of Management
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Well, this is an exceptional 
circumstance!

This is the real beauty of this tenant 
profile when compared to any other 
HMO (or even any tenant) profile. 
As the property is leased for a 
period of three or five years you 
simply hand over the keys to the 
organisation leasing the property 
and then collect the rent.

Simple. Efficient. Truly hands-free.

Unlike with a letting agent where you are still called upon to make 
decisions on tenancy applications, maintenance issues and 
tenant issues, this is all dealt with during the full lease term by 
the head organisation leasing the property.

If hands-free is your aim, then this is your strategy.

STUDENT TENANTS

When we did the cash flow figures for these 
strategies we factored in that all of them 
would be managed in some way with a letting 
agent. With that in mind, ease of management 
should be a given as you’re not actively self-managing.

However it’s hard to rate them too highly as there will always be 
more happening in HMOs (more tenants for a start) than when 
you compare them to straightforward vanilla BTLs or the 
hands-free social housing model above. As the landlord, even 
with a letting agent in play, you’ll still likely get called upon to 
make decisions and will be involved in some way throughout 
the tenancy. 

The difference is how much and to 
what level.

With students on longer ASTs, and very 
often with healthy deposits and even 
parents as guarantors, this market looks 
after itself pretty well with a letting agent in 
place, so ease of management is 
pretty good.

PROFESSIONAL/
WORKING TENANTS

Same assumptions as above, you have a letting 
agent in place. But, professional tenants are usually on six-month 
ASTs and the potential for arrears and hands-on tenant 
management are increased slightly as you often don’t have the 
same guarantor safety net.

This isn’t always the case, but when compared to student lets 
the risks are slightly higher and management required potentially 
higher, so I would score this one just below.

LHA TENANTS

I don’t care what anyone says…

My personal experience (and that of many of 
my clients and colleagues) is that LHA tenants 
in HMOs are probably the most management-intensive tenant 
profile you will find. Even with a letting agent in place, the work 
for the agent is increased and the number of decisions for which 
they need answers from you as the landlord is also increased.

This is a tough market… and a hands-off strategy this isn’t.

This is a hidden cost many investors and landlords 
ignore on their initial figures and due diligence when 
considering a property. But it can mean the difference 
between a cash positive and a cash negative 
portfolio if not kept in line.

SOCIAL HOUSING TENANTS

Again a very strong contender for 10/10, but 
no property is completely maintenance free. 
As a landlord you will have maintenance costs 
as the fabric and finishings of the building 
age. But in terms of tenant profile and its effect on 
maintenance, this one is pretty damn good.

If you select the right Social Housing Agreement then 
they can come with maintenance covered and you 
don’t have to provide the property furnished. 
Some of the properties we have under social 
housing contracts are covered for maintenance 
of up to £2,000 per item and £5,000 total cost 
per year. 

SCORE
6/10

SCORE
3/10

SCORE
7/10

SCORE
9/10

“When we did the cash 
flow figures for these 

strategies we factored in 
that all of them would 

be managed in some way 
with a letting agent”

Match 5: Maintenance
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Another element often overlooked when 
investing in property, but it’s so important 
it’s one of the first things I talk to clients 
about when their considering investment 
properties. This will look different for 
each investor, and HMOs due to their 
very nature are going to be more limited 
on exits.

If you choose to sell, then your market 
will be other investors.

If you choose to re-finance, then finance 
options maybe limited due to the 
commercial nature of HMOs.

So in this matchup were going to look at which tenant profile is the 
easiest to exit if you needed to, levelling the playing field by 
assuming that for each tenant option your exit strategy is… to sell 
with the tenants in situ.

SOCIAL HOUSING TENANTS

So we’ve established your potential exit is 
selling the property with tenants in situ. With 
this in mind your buyers’ market will be solely 
investors. Because of this social housing actually holds up pretty 
well for exit.

With investor buyers considering the same elements we’ve already 
looked at, focusing on returns, growth, location, etc., social housing 

delivers on all of these counts. In addition, as it is being leased 
for a number of years, it becomes very appealing for a buyer. 
The length of the lease left would be a consideration, but so 
would the length left on a tenants’ ASTs in a standard HMO, 
so I haven’t seen this as a stumbling block.

With the above in mind I’d score it a solid 7.

STUDENT TENANTS

Comparing the student market to social 
housing, the benefits are similar although 
arguably (and as demonstrated above) the 
performance of social housing leases outweigh 
student lets. Yet on exit I’ve scored student tenants slightly higher.

This covers most things and insurance generally covers the rest, 
so for a landlord it’s very easy to budget with very little, if anything 
coming out of your pocket for maintenance throughout the term of 
the lease.

STUDENT TENANTS

As many of these houses are provided 
furnished, fair wear and tear on furnishings and 
decorative finishings throughout the property 
are higher than the average with a student tenant profile.

This increases your overall maintenance budget when compared 
to BTL and with tenancies changing every year you may need to 
redecorate regularly if you want to keep the property to 
its highest standard.

PROFESSIONAL/WORKING TENANTS

Similar to student tenants, fair wear and tear 
on furnishings needs to be considered. If you 
have a run of tenants who stay in the property a 
while, then your budget can be stretched for decoration till the next 
tenant changeover. But we’re looking at averages here, which is 

why in the cash flow examples in Part 1, 
we considered similar maintenance budgets 
for both students and professionals.

LHA TENANTS

Granted you don’t have to go to the same cost of expensive 
furnishings in an LHA property as you may in a high end student or 
professional HMO, but from personal experience our maintenance 
budget is always higher in these properties. More so due to 
sporadic tenant damage that occurs in this market (and lower 
deposits that could cover it). You need to consider this extra cost 
on top of keeping up decorative finishings.

Again I know many landlords who operate in this tenant market 
and who don’t have these extra maintenance costs. But often 
that’s because they don’t do regular decorative maintenance and 
assume the tenants will still rent due to having limited options.
I believe that’s a risky game as your property is only likely going
 to go one way then.

If you don’t maintain and look after your own property, how can 
you expect a tenant to show pride in their home and look after 
it too?

SCORE
5/10

SCORE
5/10

SCORE
6/10

SCORE
7/10

SCORE
8/10

Match 6: 
Exit Strategy
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Why?

For the sole reason of demand. 
Currently social housing is a newer 
market in the UK property scene; 
student housing is more commonly 
talked about and has a larger 
following of investor buyers. 
So mainstream buyer demand is higher 
currently for student lets.

Personally, I can see this changing in 
the not too distant future but currently, 
I’d pip student lets as slightly higher in the exit scoring.

(Note: there is one big caveat to this … for this case study, 
we’re looking at student ‘houses’, not the new ‘student pod’ 
investments that have recently hit the market. These are very 
difficult to re-sell and I personally avoid them).

PROFESSIONAL/WORKING 
TENANTS

Very similar to student lets in this respect.

The overall benefits of social housing leases 
(I believe) outweigh the professional market, but due to current 
mainstream buyer demand, professional HMOs score the same 
as student properties on the exit scale.

LHA TENANTS

This is a tough 
market when it 
comes to HMOs, 
there’s no doubt 
about it.

It may seem when reading this article 
that I’ve given the LHA HMO tenant 
profile a hard ride, but it’s purely based 
on what I am seeing in the current 
market and from my own personal 

experience over the last ten years of investing in property. I’ve 
owned, managed, and been hands-on with LHA HMOs – and they 
are a tough market.

The benefits with this HMO Strategy lie solely in the yield, buying 
in cheaper locations and being very hands-on with management 
to ensure the real returns get anywhere close to the on paper 
returns.

Because of this, the potential for exit is very tough too. The buyer 
pool for this HMO market is very limited and most of these 
properties we see being sold via auctions or specialist deal
packagers when the time comes to exit.

Due to the limited re-sale potential, this one rolls in at just 3/10.

SCORE
8/10

SCORE
3/10“For the sole reason 

of demand. Currently 
social housing is a 

newer market in the 
UK property scene”

The Round Up
So now the matches and the season are over… 

which HMO tenant profile comes out the ultimate winner?

THE WINNER: SOCIAL HOUSING HMOS
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Conclusion
This case study has been developed from my own personal 
experience of sourcing, purchasing, selling, owning and 
managing properties including vanilla BTLs and HMOs over the
last ten plus years, combined with input and experience from a 
number of large and small HMO investors that I have mentored 
as clients and worked with as colleagues.

I’ve tried to be unbiased, honest and realistic in my assessment of 
the HMO market, and the scores are based on comparing HMOs 
against each other, not against other property strategies like flips, 
vanilla BTLs, lease options, etc.

The aim of this Ultimate Case Study is to find which HMO tenant 
profile is best and to help you when it comes to choosing your next 
HMO property investment deal. By breaking it down into key 
categories I hope you can use them to select which criteria are 
most important to you, your aims and your personal preferences.
Based purely on the scoring – social housing comes out the 
worthy winner.

Personally for me, this is the market I will be investing in over the 
coming years with my priorities focused on…

• CASH IN BANK (RENTAL RETURNS)

This way I can weather any market changes more easily. Whether 
interest rates rise, prices drop or the housing market gets hit by a 
curve ball of legislation, this market gives me the best cash in bank 
returns from any of the rental strategies I have tried and continue 
to look at.

• EASE OF MANAGEMENT

I like simple. I like scalable. I like to sleep comfortably at night 
and spend my days doing what I want to do, not managing 
tenants. This wins every time for me.

• MAINTENANCE

Every year I analyse my personal property portfolio. Without a 
doubt one of the biggest outgoings is maintenance and that is so 
often forgotten when investors do their initial due diligence and 
consider their figures. Reducing maintenance costs is an ongoing 
battle for any portfolio landlord, and for me this strategy wins that 
war and passes that test with an A* every time.

As for the other categories...

• SOURCING

I can live with sourcing being a little more difficult. Partially 
because I’m in a good position (in that it’s what we do day in 
day out in our business) but also because it’s an easy problem 
to solve. If we (me or you) are looking for our next property, but 
let’s say we didn’t have the time to find the property, find a social 
housing lease provider and get it refurbished, then it can be easy 
to buy ready-to-go HMO deals whenever you need.

• GROWTH

As it scores strong in this category and the locations are good, 
I’m confident of growth and the exit is solid too.

So social housing is the clear winner for me personally when it 
comes to HMOs.

PropertyInvestmentsUk.co.uk

Website:  www.propertyinvestmentsuk.co.uk 

YouTube: https://www.youtube.com/c/
 propertyinvestmentsuk

Over to You
Now it’s over to you. Which HMO tenant profile do you prefer? 
And which will you be focusing on over the next 12 months?

Get in touch and let us know!

To your Success,

http://www.propertyinvestmentsuk.co.uk
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re you surrounded by stacks of paper? 
Running out of storage space for all of 

the required documentation you need to 
keep? Do you wish your property business 
could be more streamlined?

We’ve put together a series of articles for 
YPN to share with you our top tips on how 
to easily systemise your property business. 
These tips will be relevant whether you are 
just getting started, have a moderate portfolio 
of single lets and/or Houses in Multiple 
Occupation (HMOs), or are a full time investor 
with a sizeable portfolio. The idea is to help 
you scale your business easily so you can 
focus on the stuff you love (family, friends, 
holidays) and not spend all your time 
working in your business.

This first article gives a high level overview 
of a few of our favourite systems to take 
your businesses paperless. By going 
paperless you and your staff (or future staff 
if you haven’t gotten that far yet) will be able 
to work anytime and anywhere. Over the 
series, we will go more in-depth and include 
actionable plans and tips on how to get the 
most out of your business and choose the 
right tools for you.

So let ’s get started!
1. Move Tenancy Applications Online  
 Paper applications and referencing forms 

were our biggest paper headache when 
we first started. Application forms are 

 pages and pages long and you need to 
try to decipher the tenant’s hand-writing, 
make sure they’ve filled everything out 
properly and that you have all the   
appropriate signatures. It was a   
nightmare and took ages.

 There are many ways of doing this  
electronically to save time, money, and 
your sanity! We use a bespoke form on our 
website that links directly with our CRM 
system. This is great for bigger portfolio 
landlords, but before we grew enough to 
have our own dedicated system we relied 
on our referencing company’s easy online 
application process as they gathered all 
the relevant information we needed.  
We used both LettingRef    
(www.lettingref.co.uk) and the NLA   
(www.nlatenantcheck.org.uk); both have 
easy-to-use online forms for references 

and applications. Even if tenants don’t 
have their own computers many of these 
forms are easy to complete on a mobile 
phone, tablet or laptop that you can bring 
with you on viewings to give the potential 
tenants instant access. Keeping 

 everything electronic saves time and 
space on your desk!  

2. Using Mobile Phone Photos
 Online forms are great for gathering data, 

but what about taking copies of IDs,  
Passports, Work Permits, Bank  
Statements and Payslips?  Most tenants 
are unlikely to have their own scanner 
and it’s a bit of a pain to ask them to find 
one so that they can send you everything 
electronically. But most people have a 
mobile phone with a camera and can 
take photos of documents, which can be 
easily attached to an email or uploaded 
into an online form.  Again, if tenants don’t 
have a smartphone, use yours when you 
meet with them rather than trying to carry 
around a specialised transportable 

 scanner.

3. Try Electronic Tenancy Contracts  
 There is a debate on the legality of these 

and we will go into this in a later article 
but for now suffice it to say, when done 
correctly these are totally legal and highly 
recommended. Again, rather than   
printing out two copies of your multiple 
page tenancy agreement and getting all 
the correct signatures and witnesses, 
simply use an online program like Signable 
(get a free fourteen-day trial using this link: 

https://www.signable.co.uk/a/24573) that 
allows both parties to sign online, provides 
a complete audit trail and eliminates the 
need for witnesses. Once everyone has 
signed the agreement, both parties are 
sent a final signed copy by email. Simple!
 

4. Switch to Direct Debit Rent Collection 
Now we know most people don’t create a 
lot of paperwork with rent collection these 
days. If you are collecting rent in cash 
there is usually a reason for this and you 
are unlikely to be able to switch to direct 
debit.  But for all tenants paying via 

 standing order, consider switching to 
direct debit. This made such a huge  
difference in our business, as it eliminated 
the need to constantly reconcile bank 
accounts with the rent roll, that we can’t 
leave it off any recommendation list! We 
use GoCardless (www.GoCardless.com) 
because it’s easy, cheap (no setup or 
monthly fees) and reliable.

5. Document Your Property Audits and 
Safety Reviews Electronically  

 As professional and conscientious 
 landlords we want to make sure our  

properties are well looked after and 
 our tenants are safe. This means doing  

fire safety inspections, legionella   
inspections and general property 

 maintenance reviews. My team checks 
each of our HMOs monthly, using a 

 custom checklist that covers all key 
maintenance and safety areas. You can 
get some great templates online but most 
are paper-based. To get around this we 
started using a great mobile app called 
iAuditor, filling out the checklist on our 
mobiles while at the properties, including 
taking photos, then saving it as a pdf for 
our records. Easy, safe and manageable.

In fact, this is our offer for you this month – 
grab a FREE copy of our iAuditor template 
just for reading YPN magazine at 
http://checklist.jadesimplicity.co.uk. The 
mobile app is free for both Android and iOS.

5 Ways to Go Paperless in Your Property Business
By Jeff Hancock, Jacquie Edwards and Anthony D’Souza

To find out more about systemising your property business, please email Simplicity@JADE-PS.co.uk



54APRIL 201694

There are many changes happening in the buy-to-let (BTL)
 market with the recent creditworthiness changes introduced 
with the Mortgage Credit Directive (MCD).

What are the Key Buy to Let 
Changes Introduced by MCD?

The Directive introduces a new national framework for BTL 
mortgages. Within this framework, the FCA and HM Treasury will 
regulate a new category of lending – Consumer Buy to Let (CBTL). 
Consumer BTL is defined as a BTL mortgage contract which is 
“not entered into wholly or predominately for the purposes of a 
business carried on, or intended to be carried on, by the borrower”.

Typical transactions that will fall into CBTL category will be any 
property that was previously occupied by the clients, and inherited 
properties. It’s designed to provide greater protection for 
accidental landlords.

We are also seeing lenders changing their systems in line with this 
and some will also start asking more questions on all applications, 
regarding household income and ongoing affordability.

It will be important that you are prepared, moving forward, to 
be able to show any household income where there are joint 
residential mortgages in the background and only one person is 
applying for the BTL.

I do have a household expenditure spreadsheet if you want a 
template to keep updated so this information is easily to hand.

We will have to see how this settles down and I will keep you 
updated on additional requirements from the lenders. 

Other unsecured borrowing is still causing some challenges for 
investors and it’s important that you keep in mind your level of 
unsecured credit utilisation, for example, when using credit cards 
for a refurb of a property.

When assessing mortgages, lenders are looking at your level of 
credit against the credit limits, the level against personal income, 
and also reliance on use of credit cards. They assess the ability to 
service these alongside your residential mortgage, with reference 
to dealing with rental voids and future rate rises.

We have seen very little changes in interest rates but I expect a few 
changes in the second quarter of the year once the stamp duty and 
new lender changes have taken effect.

One lender that has introduced 
some improvements to their 
criteria and product range is 
Precise Mortgages, who have 
introduced HMOs and limited 
company lending to their product range.

HMO AND LIMITED COMPANY PROPERTY KEY CRITERIA

• You must be an experienced landlord with two or more rental 
properties that have both been rented for at least two years.

• 30-year maximum term.

• Maximum age at application is 80 years old and they will  
still consider a 30-year term at this age.

• Up to 8-bedroom HMOs accepted.

• Minimum valuation £150,000 outside London or £250,000  
in London

• Portfolio of up to ten properties to a value of £5 million  
with Precise but unlimited properties in your portfolio with  
other lenders.

• Limited company HMO mortgages available.

PRODUCT HIGHLIGHTS 

• 75% of the purchase price or market value for remortgages

• 4.29% 2-year fixed – 1.5% arrangement fee

• 4.69% 5-year fixed – 1.5% arrangement fee

It’s great to have another lender who will consider HMOs and also 
limited company borrowing. The extended age limits are excellent 
for retired applicants who are looking to refinance or add to their 
portfolio.

INCOME CRITERIA 

• No minimum income.

• Employed applicants must be three months in current  
employment with twelve months’ continuous employment

• Self-employed must have been trading for twelve months unless 
primary business is property rental when the minimum trading 
period is three years.

Aldermore bank still have their 
limited funds product up to 80% 
loan to value (LTV), available for 
individuals and limited companies.

• 3.99% fixed for five years

• Up to 80% LTV

• 2.5% fee (can be added to the advance)

• For purchases AND remortgages

• Free standard legals on ALL remortgages

• Rent must cover 125% @ 3.99%

This is a good option which is also available within limited 

Mortgage Broker Stuart Yardley of Trafalgar Square Financial 
Planning Consultants presents a monthly round-up of what is 
going on in the mortgage and finance market.
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companies and where your rental income doesn’t 
cover the new rental calculations required 
by other lenders.

Some other key criteria for Aldermore with this 
product...

• Rental calculation based on 125% @ 3.99% and 

they use market rent on all assessments.

• They will lend on properties next door to others 
you already own.

• No minimum income for experienced landlords 
(subject to general serviceability test).

• Flats above takeaways, restaurants and other 
commercial premises considered.

• Flexible exposure rules when looking at multiple 
flats under one freehold.

• Flexible approach to historical missed payments/
defaults, etc.

As always, I am available to chat if you require 
any advice on a BTL or residential mortgage, or 
commercial, bridging or development finance. I work 
with investors throughout the country with property 
investment opportunities, from those buying their 
very first BTL property to experienced landlords, 
so please give me a call or send me an email.

Birmingham Midshires
75% loan to value/purchase price

• 3.64% 2 year fixed – 0.5% arrangement fee
• 3.94% 2 year fixed – No arrangement fee
• 3.79% 5 year fixed – £1,995 arrangement fee

Key Criteria
• No minimum income but must provide proof 
     of income
• £40,000 minimum purchase price/valuation
• Must be a homeowner
• Rental income must cover 125% at a minimum 

of 5.49% at 75%

The Mortgage Works
75% loan to value/purchase price

• 2.49% 2 year fixed – 2.5% fee
• 3.29% 2 year fixed – £995 fee
 
80% option

• 3.99% 2 year fixed – 2.5% fee

Key Criteria

• No minimum income for experienced landlords 
and owner-occupiers

• £50,000 minimum valuation
• Must be homeowner
• Rental income must cover 125% at a minimum 

of 5.49%

Mortgage TRUST
75% loan to value/purchase price
• 2.65% fixed until 31/01/2018 – 
     1.5% arrangement fee, £150 booking fee, 
     free valuation

80% loan to value/purchase price
• 3.45% fixed until 31/01/2018 – 
     1.5% arrangement fee, £150 booking fee, 
     free valuation 

Key Criteria 

• £25,000 minimum income 
• £75,000 minimum valuation/purchase price
• Must be a homeowner
• Rental income to cover 125% at 5.35%

Virgin Money
75% loan to value/purchase price
• 2.54% 2 year fixed – £1,995 arrangement fee, 

£500 cash back
• 3.49% 2 year fixed – £995 arrangement fee, 

£500 cash back
• 3.79% 5 year fixed – £1,995 fee,  
     £500 cash back

Key Criteria

• £50,000 minimum purchase price
• One applicant must be an owner-occupier
• £25,000 minimum income
• Rental income to cover 125% at 5.99%

Kent Reliance
Standard BTL Properties
85% loan to value/purchase price
• 4.99% 2 year discounted rate – 2.5% fee 
• 5.19% 2 year fixed – 2.5% arrangement fee

HMO

85% loan to value/purchase price
• 5.39% 2 year fixed – 2.5% arrangement fee
75% loan to value
• 4.69% 2 year fixed – 1.5% arrangement fee

Key Criteria 

• Must be a property owner
• New rental requirements
• £100,000 minimum loan for BTLs
• £100,000 minimum loan for HMOs
• No minimum Income

Coventry 
75% loan to value/purchase price

• 3.09% 2 year fixed, £999 arrangement fee – 
free valuation

• 3.75% 5 year fixed, £1,999 arrangement fee – 
free valuation 

Key Criteria

• Must be BTL or residential homeowner
• £25,000 minimum income
• £75,000 minimum valuation
• Free legal service on remortgages
• Rent to cover 125% at a rate of 5.49%

T: 0208 870 8787   

M: 07973 172 444

W: www.trafalgarsq.co.uk   

E: stuart@trafalgarsq.co.uk

LENDER LOAN-TO-
VALUE

PRODUCT FEES

Coventry 65% 3.19% 
5 year fixed

• £1,999 arrangement fee
• Free valuation and free 

legal service on
    remortgages

Virgin Money 60% 3.09% 
5 year fixed

• 2.5% arrangement fee
• £500 cashback

Virgin Money 70% 3.79% 
5 year fixed

• £995 arrangement fee
• £500 cashback

Coventry/
Godiva

75% 3.55% 
5 year fixed

• £999 arrangement fee
• Free valuation and free 

legal service on 
    remortgages

The Mortgage 
Works

75% 4.99% 
10 year fixed

• £995 arrangement fee

http://www.trafalgarsq.co.uk
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any property investors want to 
leverage not only their money, but also 
their time. Working with a book-keeper 

can mean that more precious time is spent on 
value-adding tasks rather than the more 
routine tasks. This article sets out how to 
choose a book-keeper, and how to work with 
them to get maximum value from their work. 

Is a Book-Keeper Even 
Required?

Fundamentally, for most property investors this is 
a time vs money question, ie is the task of book-
keeping a good use of your time? Everyone has a finite 
number of hours to devote to their property business, and 
successful people are generally those who spend their time on
the tasks that only they can do, and that provide the most value.

On the other hand, some landlords’ accounts and business affairs 
are simple; they may already have a ‘DIY’ spreadsheet that isn’t too 
onerous, and that they are happy to deal with themselves – and 
there is certainly nothing wrong with investors being very close 
to the finances of their own business. 

Finally, there is the question of choice 
– some investors simply don’t want 
to do their own book-keeping – to 
some (me included), the point of 
self-employment is to pick and 
choose the tasks they are good at 
AND enjoy, and ‘outsource’ everything 
else.  Having a book-keeper is a little 
luxury that many landlords feel is 
worth the money. 

What Does a Book-
Keeper Actually Do?

Often, we find clients don’t really understand what a book-keeper’s 
role is, and what their final outputs should look like.  

Generally, a book-keeper’s role is to process all the business 
transactions into a book-keeping system, in order to produce a set 
of draft accounts that the business owner can use during the year 
to monitor business performance, and which becomes the start 
data for the accountant to deal with the year-end accounts and
tax returns.  

How to Choose and Work 
with a Book-Keeper   
By specialist property accountant Stephen Fay FCA

“Generally, a book-
keeper ’s role is to 

process all the business 
transactions into a 

book-keeping system, 
in order to produce a set 

of draft accounts”
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Book-Keepers – Ultimately, What is Their 
‘Product’? 
 
Ultimately, a book-keeper’s role is to produce the standard 
book-keeping outputs:

1. Profit and Loss Account – income and expenses for the year

2. Balance sheet – assets and liabilities at year-end

3. Trial Balance – a simple list of all the final figures, split into 
debits / credits

4. Transaction-level breakdown of all the Trial Balance figures.

We sometimes find at year-end that a new book-keeper has been 
recruited by a client, but that the work they produce simply isn’t 
good enough – usually because the book-keeper themselves isn’t 
properly trained or experienced. We may then have the unenviable 
task of going back to the client with bad news, ie that the work 
produced by their book-keeper is sub-standard! This then means 
that work has to be re-done, adding cost and delay.

So, when speaking to a potential new 
book-keeper, ask the following:

• Are you able to produce the 
standard Profit and Loss Account, 
Balance Sheet, and Trial Balance 
as your final work product?

• How many property clients do you 
have, and are you experienced in 
dealing with property clients?

• Which software do you use? 
(Beware of amateur book- 
keepers using DIY spreadsheets 
that don’t produce the standard 
outputs - see above). Ideally 
a good book-keeper would be 
familiar with one of the modern 
book-keeping packages (Xero, 
QuickBooks, FreeAgent etc).

• Would you be happy to speak 
to my accountant, so that your 
suitability for the role can be  
assessed?

Ideally, a book-keeper would be 
ICB-qualified (Institute of Certified Bookkeepers) – as with any 
qualification, this doesn’t guarantee a good job done, but at least 
gives some comfort that the person concerned has passed 
relevant exams and is answerable to a regulatory body. The ICB 
website allows a business to post up a new job and ICB members 
can then bid for the work – or, the list of ICB members can be 
browsed. 

Working with Your Book-Keeper 

In my experience, once a book-keeper has been recruited, many 
investors then ‘switch off’, and leave the book-keeper to it. 
However the book-keeper needs to properly understand the 
business so that they can correctly account for the transactions 
and ‘sense-check’ their own work.  

So, it’s useful in the early days of working together for the investor 
to have a session with the book-keeper to properly explain their 
business. Bear in mind that a property business can involve all 
sorts of activities – buy-to-let, Houses in Multiple Occupation, 

buy-to-sell, lease options, private lending, joint venture deals, 
companies, partnerships, etc.

We find that the quality of book-keeping work is hugely improved 
if the investor has taken the time to explain the business properly, 
AND how they do things generally (eg how they move money 
around bank accounts, where they store their deposit funds, 
how they take their income from the business, etc) – so that the 
book-keeper understands the business generally, but also all the 
idiosyncrasies of the investor. 

Then, over the first few months of the relationship, review the 
book-keeper’s work and ensure any misunderstandings are ironed 
out. Good book-keepers set out to do a good job, but guidance 
and communication are essential to ensure that the accounts 
make sense and are therefore actually useful to the investor and 
accountant. 

What Does the Accountant Do Then?

Generally, an accountant would use the book-keeper’s outputs 
(Profit and Loss Account, Balance Sheet, Trial Balance) as the 

start point to prepare the final 
accounts and tax returns  – this 
would include ensuring that all 
accounts are properly accounted for, 
checking for missing expenses and 
tax reliefs, advising on how profits 
can be extracted tax-efficiently 
(salary / dividends levels), preparing 
tax returns and Companies 
House-compliant accounts, 
correcting any missing or incorrect 
entries… and more.
 
Most accountants can and do 
provide basic book-keeping services, 
but it’s usually cheaper to have the 
book-keeping work completed by 
the book-keeper to keep the 
accountant’s fees down. The only 
exception would generally be where 
the investor’s accounts and business 
are so simple that the involvement of 
a book-keeper really isn’t necessary.  

Good book-keeping means that the 
accountant can focus on the more 

value-added work – tax-planning and business advice – rather 
than spending too much time dealing with the basic 
number-crunching work.

Summary

Working with a book-keeper can help property investors to see 
their business performance during the year, and also avoid the 
investor having to spend their valuable time dealing with a task 
that may not be a good use of their time. A good book-keeper 
can also help the accountant to spend more time on tax-planning 
and business advice rather than on the more basic 
number-crunching work.  

However it is crucial that the book-keeper is able to produce the 
standard outputs to the required quality to prevent the work being 
wasted. Investors can help themselves by choosing the right 
book-keeper and working closely with that person to sense-check 
their work, so that maximum value is obtained for all concerned.

“In my experience, once a 
book-keeper has been recruited, 
many investors then ‘switch off ’, 
and leave the book-keeper to it ”

http://www.fyldetaxaccountants.co.uk
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http://www.portfolio-builder.co.uk
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2 in 1! Landlord Updates…

Part 1: 
Landlord Evicted From a 
Jointly-Owned Property
Please be patient and read the details 
of this important case for possession. 
It is unusual because the occupier is joint 
owner of the buy-to-let (BTL) property 
and was legally evicted by his co-owner.

This case also illustrates the importance 
of using the correct court procedure 
and court forms to ensure you regain 
possession of your property. It will also 
be of interest if you do joint ventures/
partnerships.

Landlords A & B, who were in a 
relationship, owned a terraced property 
in Hertfordshire on a BTL mortgage.

Around 2010/2011 the relationship ended.

Landlord B moved his new girlfriend into 
the property in 2011 on an Assured 
Shorthold Tenancy (AST).

In 2012 Landlord B moved into the 
property with the tenant (his new 
girlfriend). The AST was never renewed 
by either Landlord A or B.

In 2012 Landlord A started legal 
proceedings against Landlord B, as the 
BTL mortgage specifies that the landlord 
may not reside in the property and 
because no rent was being paid to 
Landlord A.

The court ordered Landlord B to take 
over sole ownership and obtain a new 
mortgage on the property, releasing 
Landlord A from any liability.

Landlord B failed to comply with the Court 
Order and, for reasons unknown, Landlord 
A did not pursue this further for several 
years.

Finally, in August 2015, Landlord A decided 
to return the case to court where a lengthy 
court case ensued. Landlord A won the 
case and another Court Order was issued.
The Court Order had seven caveats that 
Landlord B had to follow to remain in the 
property, all to be completed by 14:00 on 
20th October 2015.

None of the conditions were met by 
Landlord B at that date. Several days 
later Landlord A attended with the police 
(previous discussions at the property had 
resulted in alleged violence and abuse 
and Landlord A felt the need for police 
protection). Landlord B refused to leave. 

The police, who had attended to ensure 
there was no breach of peace, advised 
they had no powers to remove Landlord 
B since he was the legal owner of the 
property and as such was not a 
“trespasser in a domestic property”.

Landlord A contacted Wolf Enforcement 
Services, High Court Enforcement Agents 
(Wolf) and asked them to remove Landlord 
B as a trespasser but Wolf repeated what 
the police had told Landlord A: there is no 

legislation to remove an owner from their 
own property.

Wolf advised Landlord A to transfer the 
case to High Court and helped prepare 
the form N244 application. Permission 
was granted and leave given to transfer 
the Court Order of 17th August 2015 to 
the High Court.

On 23rd February a Writ of Possession 
was issued to Landlord A by the High 
Court.

Wolf executed the Writ of Possession 
and removed Landlord B, his partner and 
children from the property immediately. 
They also agreed with Landlord B to give 
him access several days later to remove 
belongings he had left in the property. 
At that point the case was closed – or so 
they thought!!

In January 2016 Landlord B filed a N244 
application with the court asking that the 
County Court Order, originally issued in 
August 2015, was set aside. The 
application failed because too much time 
had elapsed since the issue of the original 
Court Order. Landlord B put in an Appeal 
but again this was rejected as ‘out of time’.

Landlord B then put in an Appeal against 
the High Court Writ; this too was rejected 
as ‘out of time’.

My article this month is in two parts. The first is about a case where a landlord wanted possession of a 
property from a person who co-owned it. The second is something close to all our hearts as we near the 
beginning of the new tax year, which will bring many changes to taxation on rented properties owned by private landlords. 
Two landlords are fighting back.

“This case also illustrates 
the importance of using 
the correct court 
procedure and court 
forms to ensure you 
regain possession of 
your property.”
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Landlord B filed an Appeal in the High Court 
alleging that the Writ of Possession was 
issued unlawfully and that neither defendant 
(Landlord B) nor ‘tenant’ was not notified 
of the proceedings. The Appeal was 
supported by reference to a previous High 
Court Case – Birmingham City Council 
v Mondhlani October 2015, where it was 
found that Birmingham City Council had 
been using High Court enforcement bailiffs 
to obtain permission to escalate cases for 
possession to the High Court and that they, 
using Form N293A, obtained a Writ of 
Possession which the enforcement 
company then used to remove the tenant.

The important thing to note here is that a 
High Court Writ for Possession enables 
tenants to be removed without further 
notice when the enforcement bailiffs 
attend. You may have seen this on the 
Channel 5 TV programme “Can’t Pay? Well 
Take it Away”.

Many landlords are now applying to 
the judge in county court cases for 
possession, for permission to escalate to 
the High Court Enforcement in order to 
gain possession more quickly.

In Birmingham City Council v Mondhlani, it 
was found that the writ obtained from the 
High Court had these words on it:

“The judgment or order has been sent to 
High Court enforcement by (Writ of 
Possession against trespassers) only.”

This meant that the writs for enforcement 
issued by the High Court were not 
enforceable against legal tenants. The 
main issue being that those with a tenancy 
agreement have the legal right to be given 
notice that the case is being transferred 
to the High Court, and if the County Court 
Judge is not satisfied that the tenants have 
been given notice, he cannot grant 
permission to take the case up to the 
High Court for enforcement.

Landlord B now claimed that no such notice 
had been given to him and also that his 
partner, who was not party to the 
proceedings, was entitled to be given 
notice as a tenant.

After long deliberation The Hon Mr Justice 

Ouseley presiding concluded: 

• Landlord B’s partner was not a tenant 
and had not been one since Landlord 
B (part owner) had moved in to the  
property, at which point she became a 
lodger with no tenant’s rights.

• No proof was present that Landlord A  
or B had a tenant/landlord relationship 
with the partner/girlfriend.

• The partner/girlfriend was not entitled 
to be party to proceedings nor be given 
notice.

• Landlord B had been party to   
proceedings since 2011/12.

• He was satisfied that Landlord B was 
fully aware of proceedings and that use 
of an N244 application to transfer to 
the High Court, was part of the same 
proceeding; as such the Writ of  
Possession was part of the same case 
started some years before.

• He could find no fault or error from 
Judge L Davies on issuing the order to 
Landlord A in requesting the  
transfer from Wolf, and Court  
Enforcement Services Ltd and their  
High Court Enforcement Officer  
Simon Williamson.

• No fault could be found in The Master 
Eastman of The High Court Queens 
Bench Division as he was aware of  
all the facts.

• No fault by the High Court  

Enforcement Agents in Execution of the 
Writ of Control.

• The only fault that could be found was 
with Landlord B as he did not comply 
with any of Orders of the Court.

The Hon Mr Justice Ouseley ordered that 
the eviction via a Writ of Possession was 
lawful as the correct process had been 
carried out. 

The Hon Mr Justice Ouseley ordered that 
the Writ of Possession was executed 
correctly and that due to the actions of 
Landlord B, who had no Tenant rights, that 
as of 14:01 on Tuesday 20th October 2015 
Landlord B could have been removed as he 
was a trespasser and as such had no legal 
right to be in the property.

Why am I telling you all this?

The first thing to remember is that 
Landlord B was part owner of the property 
from which he was legally evicted as a 
‘trespasser’. For those entering into 
partnerships to purchase a BTL property 
there is an important lesson to be leaned 
here – you need a contract which 
specifies how your partnership can 
be ended by either party.

The second point is that when, with the 
consent of the tenant, a landlord moves into 
the property, that tenant becomes a lodger 
in the landlord’s home and loses his legal 
rights as a tenant.

Finally please make certain that the correct 
procedure is followed and correct court 
forms are used when asking a County Court 
Judge for permission to take a case to the 
High Court for Enforcement.

This case may now have an impact on 
the cases where County Court Judges are 
refusing permission to take the case to the 
High Court for enforcement when they have 
issued an Order for Possession.

I understand that The Hon Mr Justice 
Ouseley presiding said that two legal 
precedents had been set by this case. I will 
report back on exactly what that means 
when I have access to the transcript of the 
case, which is not available at the time of 
writing.

Part 2: 

Time to Fight Tax Changes

As the new tax year approaches most of 
us are aware of the huge changes that are 
about to begin for individuals who provide 
rental property.

Now to an issue which most of you will 
be aware of, but may be unaware is 
being challenged through the legal process 
known as Judicial Review. 

A Judicial Review is a procedure by which a 
court can review an administrative action 
by a public body in England and secure a 
declaration, order or award. A judge will 

review the lawfulness of a decision or 
action rather than the rights and wrongs as 
in usual legal procedures.

Two landlords, Steve Bolton and Chris 
Cooper, decided they would not just moan 
about the additional tax burdens placed on 
individual landlords in the Finance Act 2015. 

“The first thing to 
remember is that 
Landlord B was part 
owner of the property 
from which he was 
legally evicted as a 
‘trespasser ’.“
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They instead resolved to take action in the 
form of a judicial review to challenge the 
lawfulness of targeting only individual 
landlords with specific changes to the 
previous taxation regime.

THIS IS A CALL TO ACTION TO 
SUPPORT THESE TWO LANDLORDS WHO 
ARE FIGHTING FOR ALL OF US.

First some facts:

• It is not too late to challenge these 
changes due to start on April 6th 2017.

• What are we fighting for? To stop the 
restriction of tax relief on finance costs 
(interest on BTL mortgages and loans) 
for individual landlords as detailed in 
Clause 24 of the Finance (No. 2) Act 
2015.

• The case has already begun and is 
being handled by Cheri Blair QC (wife 
of former Prime Minister Tony Blair) 
and her team, which includes Connor 
Quigley QC and Sarah Hannett.

• The money needed to start this legal 
action was raised in a few days when 
landlords were invited via Facebook 
and major property websites 
Property118.com and PropertyTribes.
com, to pledge financial support. 

 A successful judicial review will save 
landlords thousands of pounds in 
unfair taxation.

• The proposed tax change entails that 
we will eventually only be allowed tax 
relief at 20% on loan interest payments, 
regardless of the tax band we are in. 
Higher rate tax payers (paying at 40% 
and above) would therefore pay tax on 
rent which included interest on their 
loans, rather than on the rent left after 
this expense was deducted, as we did 
prior to these changes. In other words 
tax on turnover rather than profit!!

• The loss of the wear and tear  
allowance on furnished properties, 
another change from April, will push 
many people into a higher tax band 
because their taxable income will 
increase by 10%. 

• A further considerable  
 implication of Clause 24 is 

that mortgage interest 
 reclassified as rental profit 

will be used to calculate  
 a landlord’s tax band.  

The tax change will 
therefore lift a number 
of landlords up from the 
20% tax band to 40% or 
even 45%, despite actual 
rental income remaining 
the same as before!

• For some landlords that means running 
at a loss.

• The increased tax burden is already 
being passed on to tenants in rent 
increases. There is a very interesting 

 report on what happened in Ireland 
when a similar tax regime was 

 introduced in 1998 and rents increased 
by almost 50% in the following three 
years. Eventually the changes were 
reversed but I doubt that rents ever 
reduced to their former levels. More 
about this… http://www.property118.
com/uk-rents-set-sky-rocket- 
osbornes-tax-grab/83275/ 

• FACT: tenants will pay for this tax grab, 
either in rent increases or loss of their 
homes as thousands of landlords sell 
up because they can no longer  
afford to let their properties. 

“Landlord	confidence	worse	than	during	
financial	crash”… www.landlords.org.
uk/news-campaigns/news/

 landlord-confidence-worse-during- 
financial-crash#sthash.tVLfury3.dpuf 

So what can we do to stop this tax grab 
and protect the future of the private rented 
sector?

1. We must not risk the Judicial Review 
failing due to lack of support! Please 
do not simply read this article and do 
nothing, hoping others will win the 
fight and save our investments. 

2. Support the Judicial Review:

• Go to the Facebook Page Judicial   
Review of Clause 24, “Alice in  
Wonderland Tax Grab”, and click LIKE 
to receive all updates regarding the  
Judicial Review. This will also ensure 
that you are notified as soon as  
crowdfunding for legal action resumes.

• Visit the Judicial Review Crowd Justice 
Page (https://www.crowdjustice.co.uk/
case/clause24/) and click on  
“register for updates via CrowdJustice” 
to receive all newsletters relating to 
the Judicial Review.

• Assist the legal action by submitting 
your own case studies of how Clause 

 24 will affect you to   
c.flake@platinumpropertypartners.net. 
These case studies could be based 
on figures calculated using the online 
calculator, available here: http://tinyurl.
com/Budget-Proposals-2015

• Of particular interest are case studies 
from expat landlords with UK rental 
property but living overseas (especially 
in the EU), and from landlords who also 
have holiday lets in their portfolio (the 
taxation of which can be compared to 
that of their residential lets). 

• Write to both local and national  
newspapers regarding the financial and 
social impact of Clause 24 (which is 
in effect a tenant tax). The Telegraph, 
Mail and Express are particularly good 
avenues for landlords to explore and 
several stories have already been  
published.

• Write to your local council’s elected 
mayor, chairman and leader, the email 
addresses of whom can be easily  

 obtained via council websites. This  
correspondence would primarily 
concern the impact of Clause 24 upon 
poorer tenants, homelessness and 
council housing waiting lists. 

• Write to your local Conservative 
 Association regarding the same, plus 

the effect Clause 24 will have on your 
future voting intentions (never to vote 
Tory again). Such associations can 
easily be found by inputting the phrase 
“Conservative Association” and your 
town into Google. 

Go to www.property118.com and read the 
many, many articles and comments from 
other landlords – if you are in any doubt 
about the effects of this tax grab you re-
ally need to read these articles.

Finally share this article with all the 
other landlords/property investors, letting 

agents and mortgage brokers you know. 
Let’s show this government that we are 

not going to roll over and wait for the next 
bomb to drop. (I wrote about this is my 

March article The Bigger 
Government “Agenda” Behind 

Advantaging Corporate Landlords 
Over Private Investors.)

If, like me, you have worked hard 
to earn the money to invest in 
property to rent to provide for 

your own pension, and care 
about your tenants – fight for it.
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The Future of Buy to LeT
t seems impossible to open a newspaper or 
internet news feed without seeing 
a case study of  the impacts of the 
proposed tax changes on landlords. Indeed 
we are seemingly being bombarded by 
information detailing that we will be running 
our portfolios at a loss once Clause 24 
comes into effect, meaning that landlords 
can only claim a 20% rebate against their 
mortgage interest costs. We are also due to 
be penalised with Stamp Duty changes on 
any future purchases we make or if we seek 
to transfer personal property to a limited 
company.

In many respects the future of our 
business model looks bleak.

Let us set aside the fact that 
it appears grossly unfair that 
property owners will be treated 
very differently to other 
business owners and instead 
look at how the buy-to-let 
(BTL) landscape may change, 
and whether we will be able to 
weather the storm.

One of the leading Landlord 
Associations reports that confidence 
in landlords’ business expectations has 
fallen by a third over the past year to an 
all-time low of 43%. It appears that the level 
of confidence in our sector is 5% lower than 
during the recession.

If information I have read is true, then we 
are likely to see over 500,000 rental 
properties be offered on the sales market 
this year as a reported 19% of landlords sell 
up. The following three years until Clause 
24 is fully implemented could see a further 
100,000 BTL properties each year being sold.

It has often been said that one should watch 
what the masses are doing and then do the 
opposite – and it seems to me that there 
could be a real opportunity here.

A large volume of property could come onto 
the market as some highly geared landlords 
believe that their property holdings will no 
longer be viable. That said, the current level
 

of Capital Gains Tax will probably be barrier 
enough to prevent a truly huge scale disposal 
of property.

The resultant sharp reduction in supply of 
rented accommodation through a period 
when demand from tenants is stable or 
growing will doubtless mean that rent levels 
will increase. It has to happen – this is basic 
economics.

A similar scheme was introduced in Ireland 
and anecdotal reports suggest that resultant 
rents increased by around a third. So if your 
average £750 rent went up to £975 then this 
would certainly go some way to paying the 
additional tax you may be subjected to. 

Not only that but you may further benefit 
from the impact of such rent increases on the 
capital values of property. If the sales market 
would still support the same yield levels on 
investment property then you could see a 
significant capital appreciation in your 
property holdings.

Landlords who can stay the course could see 
increasing returns which may more than 
offset additional taxation. 

They may also see a
sharp reduction in the void periods that they 
would customarily experience. Surely the 
resultant supply in rental property will mean 
your tenants are less likely to find a property 
nicer than the one they are in.

With fewer properties being offered in the 
market place you may be able to secure 
a better quality tenant than you may have 
otherwise entertained.

Furthermore it is suggested that over a 
quarter of landlords are not planning on 

increasing their portfolios. This reduction 
in demand from buyers could mean a 

stabilisation of pricing enabling active 
investors to increase their portfolios 
without having to pay inflated prices. 
Particularly given that not all of the 
property placed on the market will 
be suited to an owner-occupier 
buyer. Blocks of flats, commercial 
to residential conversion 
opportunities and ‘job lot’ landlord 
portfolios are not going to appeal 

to a first time buyer (FTB)! Nor
 generally are properties sold via 

auction.

A recent report from a leading economist 
stated that the general slowing in the 
economy could mean that interest rates stay 
at their historic lows for another two years.

So in short, if we can buy for less, rent for 
more, attract better quality tenants, continue 
to procure our finance at favourable rates and 
potentially see an increase in the value of our 
property portfolio then surely there is more 
than a glimmer of hope for our business 
model?

Whilst I disagree with this proposed ‘turnover 
tax’ I think that the BTL business will still 
continue to flourish. For me the real risk 
exists if, following the changes, the 
Chancellor is mistaken and the market will 
still not allow significant numbers of FTBs to 
buy and yet the projected massive reduction 
in rented property and therefore inevitable 
rise in rental costs means that they cannot 
afford to rent either.

As always, I am happy to assist YPN investors with their plans to maximizing their portfolio 
performance and can be contacted on 0844 414 8659 or graham@grahamkinnear.com
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n last month’s market 
overview I focused on the 
consultation on the 

buy-to-let (BTL) market 
initiated by the Bank of 
England Financial Policy 
Committee. We will have to 
wait for the outcome of the 
consultation so this month I 
return to a general overview 
of the economics of the BTL 
market. 

House Prices
Lies, damned lies and 
statistics? That phrase has 
been attributed to Mark 
Twain, Benjamin Disraeli, 
Saint Swithun and 
curiously, to mining engineers. In the 
context of estimating house prices I have no 
wish to question the veracity of the various 
estimates that are published but there are 
large variations depending on the source 
of the data.

In search of clarification I turned to The 
House Price Index published by LSL 
Property Services. This provides a 
comparison of estimates of the annual 
increase in price increases by Rightmove, 
Nationwide, Halifax, The Land Registry and 
LSL. The latter is based on a sophisticated 
statistical model using Land Registry data. 
For the past year most of the estimates 
cluster around a 6%-7% average increase 
apart from Rightmove, which is higher at 
around 8%-9%. 

The same report contains an analysis of the 
increase in annual house prices by region 
based on LSL data. The largest increase 
was in the South East Region (8.1%) 
followed by the East Midlands (6.7%) and 
East Anglia (6.1%). The lowest increase 
was in Wales (2.5%). Second and third 
lowest were the North East (2.9%) and 
Yorkshire and Humberside (3.5%). So to 
coin another phrase, does a ‘rising tide lift 
all ships?’ For house prices the answer to 
that is a qualified yes, but remember there 
are large variations within regions and also 
within larger cities.

So much for historic data but for BTL
 investors a key question is always by how 
much their portfolio will increase in value. 
The latest UK Housing Market Forecast
 published by property consultants JLL 
states that “house price growth will ease 
gradually over the next years, in part due to 

growing affordability issues,” with a forecast 
of average house price growth of 4.2%.

Rents
The JLL report also includes a rental 
forecast for the UK. The forecast annual 
average increase in rents for 2016 is 4.5% 
decreasing gradually to 3% by 2020 with 
an average increase of around 4% per year. 
This is higher than the prevailing average 
annual growth in rents over the past few 
years of around 2.5%. In London the 
forecast average annual growth is around 
4.3% over the next five years, not much 
higher than the forecast for the UK as 
a whole. 

Medium Term Forecast
Is the BTL market entering a period of
comparative stability in the medium term 
over the next five years? The forecast 
increase in house prices is moderate and 
while BTL landlords will be paying higher 
rates of mortgage interest when the Bank of 
England eventually increases the base rate, 
this will be offset by a steady increase in 
rents. I am tempted to paraphrase the 
comment made by American Senator 
Elizabeth Warren during the financial crisis, 
who said “banking should be boring”. In the 
wake of the property crash in Ireland this 
view was echoed by Peter Stafford, Director 
of Property Industry Ireland, who was 
quoted in the Sunday Business Post as 
saying that “property should be boring and 
serve society’s needs quietly and efficiently.” 
Forecasting that BTL will become boring
may be overdoing it a bit but a period of 

stability may be no 
bad thing. 

However there are other 
factors to take into 
account in the short to 
medium term, notably the 
recent changes in tax for 
BTL landlords. First the 
additional 3% stamp duty 
on BTL properties that 
comes into force 
on 1st April. Second, in 

2016/2017, the abolition of the annual wear 
and tear allowance in favour of tax relief on 
actual expenditure for new or replacement 
items. Third the reduction in tax relief on 
mortgage interest to the standard rate of 
20% for higher rate taxpayers, phased in 
from 2017 to 2021.  

There has been a dramatic reaction to these 
changes from some commentators. They 
have been described as “a nail in the coffin 
of the BTL market” and “catastrophic”. 
Personally I think it is important to 
remember that BTL landlords are operating 
competitive businesses in a growing market 
and in a regulatory climate that continues 
to be generally fair to them. This was 
confirmed in a recent YouGov survey of 
landlords. Whilst a small proportion of 
landlords were considering reducing their 
portfolio or slowing down the rate of new 
acquisitions, the majority were continuing 
to develop their business. Over time most 
landlords will adapt and prosper especially 
if they develop alternative strategies such 
as HMOs or student accommodation. 

Financial commentators have also been 
turning their attention to global asset prices 
and specifically house prices. This has been 
described as a “ticking time bomb” because 
of the end of the quantitative easing 
programme in the USA, the downturn in 
global commodity prices, the global fall in 
share prices and in the UK the high level of 
personal debt. A more detailed analysis of 
these factors is beyond the scope of this 
article but for now I will simply refer to 
old-fashioned supply and demand as the 
key determinant of house prices in the UK.

THE BUY-TO-LET MARKET OVERVIEW



My acquaintance with this fine city has 
been limited but one of the best rock 
concerts I ever went to see was The 
Animals at the City Hall in Newcastle 
in 1968. Many years later I went to an 
economic development conference that 
included a visit to the famous ‘blinking 
eye’ bridge and a reception at the Baltic 
Wharf gallery with guest speaker Anthony 
Gormley, designer of the Angel of North. 
His presentation convinced me that 
arts-led regeneration could be a feasible 
proposition, whereas previously I had 
been sceptical about the whole idea. 
My other association with the city is the 
excellent Our Friends in the North
television drama about corruption in the 
development of public housing in the city 
in the 1960s. Fortunately the property 
market has moved on considerably since 
then, not least with the conservation of 
historic architecture in Grainger Town 
in the city centre and the bold 
redevelopment of the waterfront on 
the River Tyne. 

The city of Newcastle has a population 
of around 190,000 but it is part of the 
metropolitan county of Tyne and Wear 
with a population of over one million. 
Newcastle is the largest city in the North 
East Region, a part of the country where 
housing is comparatively cheap. The 
average house price in Tyne and Wear 
is around £156,000 and the increase in 
prices over the past year has been a fairly 
modest 4.2%, although this is higher than 
the regional average of 2.9%. Average 
rents in the region are also comparatively 
low at around £560 pcm. However as 
would be expected, both house prices 
and rents are higher in the city centre and 
nearby suburbs such as Jesmond, 
Sandyford and Heaton. 

In a recent article published in Economic 
Voice, Mark Walton of local estate agents 
Walton Robinson estimated that rental 
returns in the city centre are between 
4% and 7%. Higher maximum rates of 
return are achievable in Jesmond (8.5%), 
Sandyford (9%) and Heaton (10%). These 
impressive rates of return were confirmed 
in an article in the Daily Express that 
placed Newcastle third in a league table 
of BTL income yield with Greenwich and 
Peterborough in first and second place. 
In the same article Lucian Cook, Savills 
Head of Residential Research, 
commented “The residential investment 
focus is likely to shift to the regional 
cities where in comparison to London 
the cost of entry is lower while income 
yields and capacity for medium term 

price growth are higher. Where income 
yield is the priority investors are likely to 
look to lower value markets in the North, 
but investors in these markets will need a 
longer investment horizon to benefit from 
late cycle house price growth.”

One of the main opportunities in 
Newcastle for BTL investors is the student 
market. Chronicle Live, a local online 
newspaper, recently provided a useful 
summary of the relevant facts 
and figures. Newcastle University has 
70% more students than it did in 2000, 
with over 21,000 full-time students. 
Northumbria University has seen its 
student body increase by 114% and now 
has 27,800 full-time students with 
numbers at both universities increasing 
every year. In response to the growing 
demand for student accommodation 
since 2008, the City Council’s Planning 
Committee has granted permission for 
more than 45 new buildings and 
conversions for student accommodation. 
These include Adderstone Group’s £17 
million Union Square development that 
was voted North East student hall of the 
year, and a new 250-bed development at 
Stepney Road. Ian Baggett, chairman of 
the group commented that “contrary to 
popular belief  students make excellent 
tenants, they commit upfront, generally 
pay their rent on time and look after the 
properties.” In response to the question 
of possible over supply he added, 
“the public should trust in what is a 
sophisticated and rational sector which 
works closely with councils and town 
planners. These apartments are all full 
and the city is a much more vibrant place 
as a result of all the new developments 
that are effectively funded by demand 

from buy to let investors.” This view 
was echoed in a report on student 
accommodation in the city published by 
Knight Frank. It concluded that the market 
is “structurally undersupplied” and that the 
city requires more purpose-built 
accommodation to alleviate the strain 
on the local housing market. 

Several other developers in Newcastle 
are also involved with student 
accommodation. Select Property Group 
are working with construction company 
Carillion on a development in Westgate 
Road with half the units sold off plan. 
Unite Students already has three 
developments in Newcastle providing 
homes for around 1,000 students. It is 
due to start on a £31 million scheme in 
the city centre providing 600 new rooms, 
while Dublin-based Ziggurat Students is 
converting properties at Claremont Place. 

Other projects may follow. Sean 
Bullick, Chief Executive of NEI Ltd, the 
business improvement district, supports 
the development of student 
accommodation saying that they are 
helping to transform the city centre. 
He added, “Another major bonus is that 
student accommodation creates 
neighbourhoods which in turn need 
services that you would expect to find 
on any local high street. All of this is great 
news for the city, its economy and the 
wider region.”

There seems little doubt that there will 
continue to be a strong demand for 
student accommodation in Newcastle 
and several well established developers 
are meeting this demand. If you are new 
to the student market as a BTL investor 
Newcastle would be a good place to start!

Chris Worthington is an economist with twenty years of experience in local economic 
development. You can contact him via email at chrisworthington32@yahoo.com.
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Do YOU Have What 
It Takes to Replace 
YOUR Income in the 
Next 12 Months? 

YPN magazine is full of inspirational case studies about people just like you 
who have educated themselves and then taken massive action to replace 
their income in as little as twelve months. But how realistic is it, that you 
could also achieve this?

In this article, I have been asked to dispel some of the myths and share with 
you exactly what it takes to achieve the life changing result of replacing your 
income by this time next year. 

On the twelve-month Property Mastermind Programme, we set the target of 
buying (or controlling) £1 million of property which, if you buy the right kind of 
high cash-flowing property, should be enough to generate £50,000 profit after 
all expenses (such as mortgages, insurance, maintenance and management). 
£50,000 is more than enough to replace the average salary in the UK. 
Is this really possible? Yes it is, and to build your belief of what you could do, 
I suggest you watch the DVD on the front of last month’s YPN magazine, or 
you can watch these five inspirational case studies here: 
http://bit.ly/MM18CaseStudy

Does everyone achieve these great results in just twelve months? No of course 
not. Most people actually achieve more in the twelve months after the Property 
Mastermind Programme because it can take some time to get the momentum 
going. However, we consistently get 15% to 20% of people on each programme 
who smash the targets we set in their first twelve months.

To help you work out if you too could replace your income by this time next 
year, let’s consider some of the things which might prevent you from 
achieving your financial independence, so that you can do something 
to overcome these common obstacles.

“We consistently get 15% 
to 20% of people on each 
programme who smash 
the targets we set in their 
first twelve months”
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Lack of Knowledge
First of all, you need to know what you are doing. Most 
people don’t actually have the specialist knowledge they require 
to achieve their goals. The good news is that you don’t need 
to learn ALL of the strategies in detail, as this could take too 
long and also cause massive overwhelm. What we do is give 
people a really good overview of the main strategies so they can 
choose which one is the most appropriate for them, given their 
personal resources. Then they can deep dive into the areas that 
they really want to learn about. 

Some people think they need to know everything before they 
can do anything! As a result, they are so busy learning that they 
don’t actually do anything with their newly acquired knowledge. 
Instead of trying to learn everything, you need to surround 
yourself with an expert power team. For example, I understand 
about planning but am certainly not an expert on it and so 
whenever I have a planning issue, I bring in my planning 
consultant to whom I pay a fee – but she ends up saving me 

money because the job always gets done quicker and better 
than I could do it. 

If you don’t have the correct knowledge you will make 
unnecessary mistakes, which will cost you time, money and 
effort and may actually put you off investing altogether. 
The good news is that with so much information available there 
really is no excuse for not knowing what to do. 

Lack of Action
Knowledge alone is not enough. You need to put that knowledge 
into practice by consistently taking positive action to move you 
towards your end goal. When you are on your own, it can be 
really difficult to keep motivated and keep on track. This is 
where it can be invaluable to have a coach or mentor, who you 
speak to twice a month, to guide and support you and most 
importantly hold you to account to make sure you do the things 
you said you would do. The results that our delegates have 

achieved are even more impressive 
since we added one-to-one coaching to 
the Property Mastermind Programme.

Lack of Support
Property investing can be a lonely 
journey, especially if you don’t have 
the support of your partner, family or 
friends. That’s why it is really important 
to find a like-minded group of people 
who can encourage you and give you 
the moral support that we all need 
at times. 

I would love to claim the glory for the 
success of all of our delegates but 
it is not down to me. The power of
the group is the truly unique 
environment that has evolved through 
the Property Mastermind. This is the 
only programme which has this 
incredibly supportive and abundant 
environment where everyone shares 
their knowledge and skills for the 
benefit of the entire group. 

We are not the biggest property training 
company in the UK, but we do have
the highest number of successful
students, who consistently achieve 
life changing results in relatively short 
periods of time. 

Lack of Money 
This is probably one of the biggest 
reasons people don’t invest in 
property: because they think they need 
a lot of money to invest. When you 
have the correct specialist knowledge, 
you will realise that you don’t need a lot 

Lack of Focus
You need to identify one strategy and stick to it until you get the results you 
want. Very often people dabble with one strategy, fail to get the results they 
want quickly enough and so they try another strategy in the hope that this will 
be the one for them. Then then repeat this pattern and wonder why they don’t 
get the results they desire. 

It is not really a question of how much time you have, but rather what you do 
with that time. 65% of the people on my twelve-month Property Mastermind 
Programme either have full time jobs or own busy businesses, so they only 
have a small amount of time available for their property investing, which 
means that they have to be laser focused to get the results they want. You 
might want to have a look at my article in last month’s edition of YPN about 
whether you need to go full-time in property. I know a number of people who 
are ‘full-time’ property investors but don’t achieve anywhere near as much as 
they would like because the tasks they have expand to the time available. 
This means they are not very efficient with their time but could be much 
more efficient if they were more focused.
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of your own money to 
invest, because you can 
use strategies such as 
rent-to-rent or purchase 
lease options, which are 
low capital requirement 
strategies. Or you can 
find and work with joint 
venture partners or private 
investors who can put the 
money in for you. These 
are easier to find than you 
might expect once you get 
good at finding great deal.

If you have your own 
funds, then of course it 
should be easier to get going quickly but no matter how much 
you have, at some point you will run out of money. You may 
find this hard to believe, but sometimes I meet people who 
have plenty of money but because they want to make the 
most of their funds, they are very fussy about what they do 
with it. They end up holding onto it, looking for the perfect 
deal into which to put the funds, often turning down the 
opportunity to do joint ventures with people who have great 
deals… just because they want to save their money in case 
something better comes along. This is while the people with 
no money just get on with it and use other people’s money. 
I think a lack of money is actually a lack of the correct 
mindset. You really do not need a lot of your own money 
once you know what you are doing. 

As we have seen, lack of knowledge, lack of focus, lack of 
action, lack of support and a lack of money could all hold you 
back if you allowed them to, but they can all be overcome if 
your vision is big enough and you have the determination to 
keep going until you get the results you want. As a final 
suggestion, when you know what your goal is, break it down 
into smaller, bite-size steps so that you know what you 
need to do each month, week and day. 

Your Time to Step Up
If you have been a subscriber to YPN for some time, you will 
have read about countless people just like you, from all walks 
of life, from all over the UK, who have achieved incredible 
results in a very short time by committing to their success 
and joining the Property Mastermind Programme. But what 
about you? When are you going to step up and let us help you 
to achieve your property ambitions? By this time next year, you 
could be one of the inspirational case studies in YPN, or even 
on the DVD on the front of the magazine sharing your story 
about how you more than replaced your income. 

How would that change your life?

Since April 2007 we have provided the very 
best twelve-month training and mentoring 
programme in the UK for people who want to 
make a step change in the success and results 
on their property investing journey. The 
educational content of the twelve-month 
programme is constantly being adapted and 
updated to meet the ever-changing conditions 
of the property market so that you learn the 
latest, cutting edge strategies that work best in 
the property market right now. As we have 
experienced the property market boom, bust 
and rise again we know exactly what works 
and what you need to do to replace your
income in the next twelve months.

The results achieved by our delegates get better and better 
each year, so isn’t it about time that you make the 
commitment to your success and come and join us on the 
Property Mastermind Programme?

We limit the number of delegates on each twelve-month 
programme to create the optimum learning environment. 
We start two of these Property Mastermind Programmes 
each year and our 21st Programme starts at the end of April. 

If you act now you could secure one 
of the few remaining places. The next 
Programme does not start until 
October this year.

And finally, you can’t just pay to join us; 
everyone needs to apply to join. This is 

because we have a strong track record of 
results for our delegates, which we are very 

keen to preserve, so rather than allowing 
just anybody to join us, we want to make 

sure that the Property Mastermind 
Programme is perfect for you and 

that you are right for it.

“When you know what 
your goal is, break 
it down into smaller, 
bite-size steps so that 
you know what you 
need to do each month, 
week and day”

Why not take the first step now and find out everything you 
need to know about the Property Mastermind Programme by 
registering your interest here: www.Property-Mastermind.com
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ost people are looking 
for WHICH company to 
invest in, i.e. a healthy 

company with good 
‘fundamentals’. Fundamental 
Analysis shows us the current 
health of the company, and the 
rationale behind it is that if you 
find a good company, the 
share price will go up 
eventually. What most people 
don’t realise is that you can find 
the best company in the world, 
but that does not mean that 
the share price will go up in 
the short term. What is equally 
important is the short term 
sentiment of the market – 
so it might go down for weeks 
or even months before going 
back up. That is why we use 
Technical Analysis, i.e. WHEN 
to get into that healthy 
company. The key is to find 
a good healthy company to 
buy using technical analysis 
and then to time the entry as 
best you can using technical 
analysis.

Let us start with Fundamental 
Analysis – finding great 
companies. There are well over 
8,000 public companies out 
there. That is far too many to 
focus on at any one time. 
The aim is to create a more manageable list (called a Watchlist)
of companies, say 50 or less that we can whittle down further. 
25 would be an ideal number. These are the companies we will 
focus on.

What kinds of things do you think we might be looking at when we 
look at the health of a company? 

Below are some ideas of where to start using 
Fundamental Analysis. It will not surprise you 
that Earnings – which is American for Profits – 
is used several times:

1. PEG RATIO

The PEG is the Price Earnings to Growth Ratio. 
The ratio is made up of three parts:

EARNINGS GROWTH

Let’s say we have a P/E ratio of eight. As a shareholder you want 
to know how much Earnings (profit) you have for one share, 
i.e. I own one share, how much is the profit? 

Finding Good Public Companies 
to Invest in Using 
Fundamental Analysis
Last month we discussed the seven steps for making 2016 your best year ever. This month, 
in Part 1 of a two-part series, we want to show you how to find some good companies. These 
are not necessarily ‘the best in the world’ but good solid companies you can start making 
some money with using the strategies we have been writing about in Your Property Network.

“Fundamental Analysis 
shows us the current health 
of the company, and the 
rationale behind it is that 
if you find a good company, 
the share price will go 
up eventually.” P = Price;

E = Earnings per Share (these two                  
       together form the famous P/E Ratio); and

G = Price/Earnings per share growth
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For example, let’s say the price of this 
particular stock at the moment is $24 
and that year we made Earnings per 
Share of $3.  

So, $24 / $3 means that we have a P/E 
ratio of 8, which means that the person 
who’s going to buy the stock right now 
will pay $8 for every $1 (that’s the same 
as $24 for every $3) that the company 
earns. So you are paying for future 
earnings. The higher the P/E Ratio, the 
more you are paying now for future 
earnings.

The G stands for Earnings per Share 
Growth, i.e. the amount the Earnings per 
Share are projected to grow in % terms.

Confused? Don’t worry. All you need to 
know is the PEG ratio has to be lower than 
1.5 or even lower than 1 if you’re really 
strict. If the PEG ratio is at 1 it is 
considered fairly valued, i.e. the valuation 
is fair. Below 1 and you are looking at a 
stock that is undervalued.

2. Earnings Growth

In PEG we have Earnings Growth (G) 
projections. But it is so important that it 
deserves a section by itself. We need to 
ask ourselves, “Are	the	profits	growing	
and are they going to be more next year 
than this year?” We want to see year on 
year growth in earnings for the next five 
years. If the earnings are going up, it is 
likely that investors will buy the stock in 
the future and if they are going down, they 
will most likely start selling. So how do we 
know what future earnings will be? Good 
question. Here we have to rely on expert 
analysts that estimate this for us.

So, we’re looking for five year earnings 
Growth on the Earnings per Share (EPS) 
between 15% and 30%. Anything higher 
than that is not sustainable over time.

3. Debt

We also want to ensure that a company 
has debt. This might seem strange but 
if it doesn’t have debt it means it is not 
expanding fast enough, i.e. it is not using 
the resources it has at hand to maximise 
everything it can. On the other hand we 
don’t want it to have too much debt or 
else it won’t be able to pay it off, and will 
go bust.

So we are looking at the debt ratio that 
indicates the percentage of the company’s 
assets, what they own, that are provided 
for by its debt.

Debt Ratio = Total Debt / Total Assets  
X 100 (to get it in %).

A debt ratio of greater than 100% 
indicates that a company has more debt 
than assets. Meanwhile, a debt ratio of 
less than 100% indicates that a company 
has more assets than debt.

So, we’re looking for a debt ratio which is 
below 35%. If a company’s debt levels are 
more than that, it often proves extremely 
difficult for the management to be able 
to borrow more at a certain price in order 
to expand the company even more; and 
without expansion into new markets, 
which is normally done by debt, corporate 
growth will eventually slow down and then 
the stock price will be affected. 

Companies with lower debt often have 
better prospects for 
future expansion 
because they can 
still raise debt, but 
remember we still 
want companies 
to have a certain 
amount of debt.

The next one is less 
important but it’s 
interesting to know: 

4. Institutional Ownership

What percentage of the company is 
owned by the big boys, the institutions, 
the pension funds, the mutual funds, the 
unit trusts? Because on the one hand you 
don’t want there to be too many of them, 
while on the other hand you don’t want 
to be investing in a company that no-one 
knows about, no-one has checked out, 
and you’ve never ever heard of before.  

You want to make sure that you are 
actually investing in a company where 
people who have more market experience 
than us have done the research and are 
investing. Does this make sense? A bit of 
institutional ownership is a good thing.

So, we don’t want too high, we don’t want 
too low, we want in the middle – 
so between 25% – 55%

5. Price

I want the price to be above $5, 
preferably $10. It has to be above $10 
because I want to make sure it’s not 
what’s called Small Cap stock, i.e. small 
capitalisation. I want there to be enough 
liquidity, i.e. buying and selling. 

Also did you know that the majority of 
institutions don’t give coverage to stocks 
below $5? And I want them to write about 
my stocks. “Why do I want the institution 
to write, to publish, to talk, and to tweet?” 
It’s marketing: everybody else is going to 
know about them and is going to invest 
as well, forcing stock prices up. So it has 
to be over $10.

So would you like to know how to find 
these companies? We can filter them on: 

www.FINVIZ.com 

This is a FREE stock screener where we 
screen through 6,720 stocks that meet 
the criteria we are looking for (above) to 
find the best we possibly can. This is what 
it looks like BEFORE we populate it with 
the 5 points above…

It might look confusing at first sight but 
next month, in Part 2, we will look at how 
to use it to end up with the best 
companies. By the way, you can also use 
it to find the worst companies as well. You 
can ‘short’ those companies, i.e. make 
money when markets go down. Not a bad 
idea as you can make money fast when 
the price goes down. More on that in a 
future article.

In times like these it is a MUST for you to 
learn more about what trading and 
investing in stocks, commodities and 
precious metals has to offer. We are 
having a series of one-day events where 
we go through the strategies so you can 
take control of your own finances. But 
first, why not go ahead and grab a copy of 
my book, The Lunchtime Trader, for FREE:  

www.investment-mastery.com/
ypnmagbook 

Until next month,
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Providing you a nationwide network of SUPPORT, 
INSPIRATION and EDUCATION since 2003

The property investors network (pin) was the pioneer of property 
networking in 2003 and has been providing a supportive environment for 
property investors like you for over a decade. 

With 51 meetings to choose from, why not get along to your local pin 
meeting and see what you have been missing out on? 

MEETINGS

Here are the April 2016 pin meeting dates, ordered 
alphabetically for your convenience.

For more information, contact your local meeting directly, 
or visit www.pinmeeting.co.uk

Basingstoke pin 

Wednesday 27th April

The Hampshire Court Hotel, Centre Drive, Great 
Binfield Road, Chineham, Basingstoke, RG24 8FY

www.basingstokepin.co.uk  Hosts: Andy and Catherine McCallum

Belfast pin 
Tuesday 5th April

Culloden Estate and Spa, Bangor Road, 
Holywood, Belfast, BT18 0EX, Northern Ireland

www.belfastpin.co.uk  Host: Ian Jackson

Birmingham pin 

Thursday 21st April

Crowne Plaza NEC, Pendigo Way, National 
Exhibition Centre, Birmingham, Solihull, B40 1PS 

www.birminghampin.co.uk  Host: Andy Evans

Birmingham Central pin
Thursday 7th April

Hotel Novotel Birmingham Centre
70 Broad Street, Birmingham B1 2HT

www.birminghamcentralpin.co.uk  Host Daniel Norman

Black Country pin 

Wednesday 27th April

Village Hotel, Castlegate Park, Birmingham Road, 
Dudley, DY1 4TB  www.blackcountrypin.co.uk

Host: Jackie Goodman

Blackfriars pin 

Tuesday 26th April

Crowne Plaza, 19 New Bridge Street, Blackfriars, 
City of London, EC4V 6DB

www.blackfriarspin.co.uk  Host: Gavin Barry

Bournemouth pin 

Tuesday 12th April

The Carlton Hotel, East Overcliff, Grove Rd, 
Bournemouth, Dorset BH1 3DN

www.bournemouthpin.co.uk  Host: Tony Law

Brighton pin 

Thursday 21st April

Courtlands Hotel, 19-27 The Drive, Hove,

East Sussex, BN3 3JE  www.brightonpin.co.uk 

Host: Peter Fannon

Bristol pin 

Wednesday 13th April

Holiday Inn Bristol Filton, Filton Road, Bristol, 
Avon, BS16 1QX

www.bristolpin.co.uk  Host: Nick Josling

Cambridge pin 
Thursday 28th April

Holiday Inn Cambridge Lakeview, Bridge Road, 
Impington,Cambridge, CB24 9PH

www.cambridgepin.co.uk  Host: Christine Hertoghe

Canary Wharf pin 

Thursday 7th April

DoubleTree by Hilton, London Docklands, 
265 Rotherhithe Street, SE16 5HW London

www.canarywharfpin.co.uk   Host: Selina Bolton  

Cardiff pin 

Tuesday 12th April

Mercure Cardiff Holland House Hotel & Spa
24-26 Newport Rd, Caerdydd, Cardiff, CF24 ODD

www.cardiffpin.co.uk Host: Howard Bowes

Cheltenham pin 
 Tuesday 19th April

The Best Western Cheltenham 
Regency Hotel, Old Gloucester Road, 
Near Staverton, Gloucestershire, GL51 0ST 

Hosts: Alan and Dee Day www.cheltenhampin.co.uk

Chester pin 

Thursday 14th April

Mercure Chester (formerly known as Ramada),
Whitchurch Road, Christleton, Chester, CH3 5QL

www.chesterpin.co.uk Host: Hannah Fargher

Coventry pin 

Tuesday 12th April

Village Coventry, Dolomite Avenue, Coventry Business 
Park, Coventry, CV4 9GZ

www.coventrypin.co.uk  Host: Saj Hussain

NEW
VENUE
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Croydon pin 

Wednesday 20th April

Jurys Inn Croydon Hotel, Wellesley Road, 
Croydon, CR0 9XY

www.croydonpin.co.uk  Host: Stuart Ross

Eastbourne pin 

Wednesday 6th April

Royal Eastbourne Golf Club, Paradise Drive, 
Eastbourne, East Sussex, BN20 8BP

www.eastbournepin.co.uk  Host: Lee Beecham

Edinburgh pin 

Tuesday 26th April

Capital Hotel, 187 Clermiston Rd, 
Edinburgh EH12 6UG

www.edinburghpin.co.uk  Host: Stephen Gruitt

Essex pin 

Tuesday 19th April

Orsett Hall Hotel, Price Charles Avenue, Orsett, 
Essex, RM16 3HS

www.essexpin.co.uk  Host: Paul Merrison

Exeter pin 

Thursday 28th April

Buckerell Lodge Hotel, 
Topsham Road, Exeter, EX2 4SQ

www.exeterpin.co.uk  Hosts: Kevin and Sally Cope

Harrogate pin 

Wednesday 6th April

Cedar Court Hotel, Park Parade, 
off Knaresborough Road, Harrogate, HG1 5AH

www.harrogatepin.co.uk  Host: Diane Greenwood

Huddersfield pin 

Tuesday 5th April

Cedar Court, Ainley Top, Lindley Moor Road, 
Huddersfield, HD3 3RH 

www.huddersfieldpin.co.uk  Host: Chris Faulkner

Hull pin 
Thursday 14th April

Mercure Hull Royal Hotel, 170 Ferensway,
Hull, East Yorkshire, HU1 3UF

www.hullpin.co.uk  Hosts: Rob and Nicola McPhun

Kensington pin 

Wednesday 13th April

The Rembrandt, 11 Thurloe Place, 
South Kensington, London, SW7 2RS

www.kensingtonpin.co.uk  Host: Marion Watts

Kent pin 

Thursday 7th April

Mercure Maidstone Great Danes Hotel, 
Ashford Road, Hollingbourne, Maidstone, ME17 1RE

www.kentpin.co.uk  Hosts: Martin and Sarah Rapley

Kettering pin 

Wednesday 27th April

Kettering Park Hotel and Spa, Kettering Parkway
Kettering, Northamptonshire, NN15 6XT

www.ketteringpin.co.uk  Host: Mark Dearing

Leeds pin 

Wednesday 27th April

Crowne Plaza Hotel, Wellington Street, 
Leeds, LS1 4DL

www.leedspin.co.uk Host: Jay Sharma

Lincoln pin 

Thursday 7th April

Best Western Bentley Hotel and Spa, 
Newark Rd, South Hykeham, Lincoln LN6 9NH

www.lincolnpin.co.uk Hosts: Sath Vaddaram and Amer Amin

Liverpool pin 

Thursday 28th April

The Liner Hotel, Lord Street, 
Liverpool, L3 5QB 
www.liverpoolpin.co.uk 

Hosts: Mike Howman and Shaun Callacher

Luton pin 

Tuesday 26th April

Hampton by Hilton London Luton Airport, 
42-50 Kimpton Road, Luton, LU2 0NB

www.lutonpin.co.uk  Host: John Kerr

Manchester pin 

Wednesday 20th April

Novotel Manchester West, Worsley Brow, Worsley, 
Manchester, M28 2YA

www.manchesterpin.co.uk  Host: Julie Whitmore

Milton Keynes pin 

Tuesday 19th April

Holiday Inn London Road, Newport 
Pagnell, MK16 0JA

www.miltonkeynespin.co.uk  Host: Tony Rigby

Newcastle pin 

Thursday 28th April

The Copthorne Hotel, The Close, Quayside, 
Newcastle-upon-Tyne, NE1 3RT

www.newcastlepin.co.uk  

Host: John Woolley



Norwich pin 
Thursday 7th April

Dunston Hall, Ipswich Road, Norwich, Norfolk, 
NR14 8PQ 
www.norwichpin.co.uk

Host: Richard Kerrison

Nottingham pin 

Tuesday 19th April

Park Inn by Radisson Nottingham
296 Mansfield Road, Nottingham, NG5 2BT

www.nottinghampin.co.uk

Host: Spike Reddington

Oxfordshire pin 

Thursday 7th April

Filford Health Golf Club, Abingdon, Oxon, OX13 5NW

www.oxfordshirepin.co.uk  

Host: Gillie Barlow

Plymouth pin 
Tuesday 12th April

Future Inn, Plymouth International 
Business Park, 1 William Prance Rd, Plymouth

www.plymouthpin.co.uk  

Host: Emilia Laurie  

Reading pin 
Tuesday 5th April

Holiday Inn Reading South M4, Jct. 11, 500 
Basingstoke Road, Reading, RG2 0SL

www.readingpin.co.uk  

Hosts: Peter Licourinos and James May

Regent’s Park pin
Tuesday 19th April

Holiday Inn London Regents Park, Carburton Street,
London, W1W 5EE

www.regentsparkpin.co.uk  Host: Mike Frisby

Sheffield pin 

Wednesday 13th April

Aston Hotel Sheffield, 
South Yorkshire, S60 5BD

www.sheffieldpin.co.uk  Host: Naomi Watkins

Southampton pin 

Tuesday 5th April

Chilworth Manor Hotel, Southampton, 
SO16 7PT www.southamptonpin.co.uk

Hosts: Bronwen and John Vearncombe

Stoke-on-Trent pin 

Wednesday 6th April

The Moat House, Festival Way, Festival Park, 
Stoke-on-Trent, Staffordshire, ST1 5BQ 

www.stokepin.co.uk  Hosts: Joe Gordon and Matt Hubbard

Sutton pin 
Thursday 14th April

Holiday Inn London Sutton, Gibson Road, 
Sutton, Surrey, SM1 2RF

www.suttonpin.co.uk  Hosts: Johanna and Peter Lawrence

Swansea pin 
Thursday 28th April

Village Hotel, Langdon Road (Off Fabian Way), 
SA1 Waterfront, Swasea, SA1 8QY

www.swanseapin.co.uk  Host: Morgan Stewart

Swindon pin 

Wednesday 20th April

Hilton Swindon, Lydiard Fields, 
Great Western Way, Swindon, SN5 8UZ, 

www.swindonpin.co.uk  Host: Mark Knight

Teesside pin 

Tuesday 12th April

Thistle Middlesbrough, Fry Street,
Middlesbrough, TS1 1JH

www.teessidepin.co.uk  Hosts: Michael Dickinson & Dan Newbould

Watford pin 

Thursday 14th April

The Mecure, A41 Watford Bypass, Watford, 
Hertfordshire WD25 8JH

www.watfordpin.co.uk  Host: Michelle Kennedy

Wimbledon pin
 Tuesday 5th April

Antoinette Hotel Wimbledon, 249 – 263 
The Broadway, Wimbledon, London, SW19 1SD

www.wimbledonpin.co.uk  Host: Trevor Cutmore

Woking pin 

Thursday 21st April

The Talbot, High Street, Ripley, Surrey, GU23 6BB

www.wokingpin.co.uk  

Host: Lisa Oliver

Worcester pin 

Wednesday 6th April

The Pear Tree Inn & Country Hotel, Smite, 
Worcester, WR3 8SY 

www.worcesterpin.co.uk  Hosts: Andy and Karen Haynes

York pin 
Wednesday 20th April

Hazelwood Castle, Paradise Lane, 
Hazelwood, LS24 9NJ

www.yorkpin.co.uk  Host: Chris Fordy

NEW
HOST

NEW
HOST
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HAMPSHIRE PROPERTY NETWORK
The Queens Head, High Street, Titchfield, 
PO14 4AQ  Hosts: Mark Smith, Allan 
Wadsworth & Sheena Griffin
2nd Wednesday of the Month
www.hampshirepropertynetwork.co.uk

EAST LONDON PROPERTY NETWORK 
875 High Road Leytonstone, London, 
Leytonstone E11 1HR  Host: Vaseem Gill 
1st Tuesday of the Month
www.eastlondonpropertynetworking.com

PREMIER PROPERTY CLUB - ISLINGTON
The Town Hall, Upper Street Islington, 
London N1 2UD Host: Katalin Toth 
2nd Wednesday of the Month 
www.meetup.com/Islington-Property-Networking

ESSEX PROPERTY NETWORK
Holiday Inn, Brentwood, CM14 5NF
Host: Cyril Thomas 
2nd Tuesday of the Month
www.essexpropertynetwork.co.uk

LUTON PROPERTY MEET
View Website For Address Details
Host: John Kerr 
Date: TBC
www.meetup.com/Herts-Property-Investors

SURREY PROPERTY EXCHANGE
Holiday Inn, Egerton Road, Guildford, GU2 7XZ
Host: Richard Simmons 
2nd Monday of the Month
www.surreypropertyexchange.co.uk

BUCKS PROPERTY MEET
The Bull, Oxford Rd, Gerrards Cross, 
Buckinghamshire, SL9 7PA
Hosts: Rachael Troughton & John Cox 
Last Thursday of the Month  
www.buckspropertymeet.com

BIRMINGHAM PROPERTY MEET
Hilton Garden Inn, Birmingham, 1 Brunswick 
Square, Brindleyplace, Birmingham, B1 2HW  
Hosts: Sue Elkington & Maksoom Hussain 
3rd Monday of the Month  
www.birminghampropertymeet.co

BERKSHIRE PROPERTY MEET
Holiday Inn Manor Lane, Maidenhead, SL6 2RA 
Hosts: Juswant & Sylvia Rai
www.berkshirepropertymeet.com

IPSWICH PROPERTY NETWORK
Holiday Inn, London Road, Ipswich, IP2 0UA
www.ipswichpropertynetwork.co.uk

PEN EXETER
Gipsy Hill Hotel, Gipsy Hill Lane, Exeter, 
EX1 3RN Host: David Harwood
3rd Tuesday of the Month  
www.pen-exeter.com

PEN WILTSHIRE
Stanton Manor Hotel, Stanton St. Quintin, 
Near Chippenham, Wiltshire, SN14 6DQ  
Host: Neil Stewart 
Last Tuesday of the Month  
www.penwiltshire.com

THE MANCHESTER PROPERTY MEET
Novotel Worsley Brow, Worsley, Manchester, 
M28 2YA Hosts: Jay and Charlotte Puddy
1st Tuesday of the Month
www.manchesterpropertymeet.com

INSPIRE PROPERTY NETWORK
Inspire Property Network, The Oak Hotel, 
8640 Stratford Road, Hockley Heath, 
Warwickshire, B94 5NW 
Hosts: Mark Bruckshaw & Helen Partridge 
1st Tuesday of the Month (excl. August) 
www.warwickshirepropertymeet.com

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

MILTON KEYNES PROPERTY MEET
The Silk Road, 151 Grafton Gate East, Central 
Milton Keynes, MK9 1AE Host: Sharad Patil  
2nd Monday of the Month 
www.mk-propertymeet.com

EASY PROPERTY NETWORK LONDON
Camden Town Hall, Judd Street London, 
WC1H 9JE Host: David J. Tillyer
2nd Wednesday of the Month
www.meetup.com/EasyPropertyNetwork-EPN-London

PREMIER PROPERTY CLUB - 
FARNBOROUGH 
Village Urban Hotel, Farnborough GU14 7BF 
Hosts: Kam Dovedi and Krishna Gurung
2nd Thursday of the Month
www.PremierPropertyClub.co.uk

DUBLIN PROPERTY MEET
Red Cow Moran Hotel, Dublin 22, Dublin, 
Ireland  Host: John Power 
3rd Wednesday of the Month
www.dublinpropertymeet.com

BELFAST PROPERTY MEET
Ramada Encore Hotel in Belfast’s Cathedral 
Quarter (20 Talbot Street, Belfast, County 
Antrim BT1 2LD) Host: Chris Selwood 
2nd Thursday of the Month
www.belfastpropertymeet.com

NORTH EAST PROPERTY FORUM
Cathedral Suite, Durham International Cricket 
Club, Riverside, Chester Le Street, Co Durham, 
DH3 3QR Host: Karen Rutter 
2nd Wednesday of the Month
www.northeastpropertyforum.com

LEICESTER INVESTORS CURRY NIGHT
Leicester Stage Hotel, 299 Leicester Road, 
Wigston Fields, Leicester, LE18 1JW 
Host: Rajesh Gohil  
Last Thursday of the Month
www.licn.co.uk

LANDLORDS NATIONAL PROPERTY GROUP
The Derbyshire Hotel, Carter Lane East, 
Derby DE55 2EH Hosts: Paul Hilliard and Nick 
Watchorn 1st Monday of the Month 
www.lnpg.co.uk

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

HARLOW PROPERTY MEET
Harlow Enterprise Hub, Kao Hockham Building, 
Edinburgh Way, Essex, CM20 2NQ
Host: Frances Long 
3rd Wednesday of the Month
www.meetup.com/HarlowPropertyNetwork

PREMIER PROPERTY CLUB - 
CANARY WHARF
De Vere Canary Wharf, 1 Westferry Circus
London, E14 4HD
Host: Kam Dovedi  4th Tuesday of the Month 
www.PremierPropertyClub.co.uk

PETERBOROUGH PROPERTY
INVESTORS GROUP
Best Western, Orton Hall Hotel, Peterborough, 
PE2 7DN Host: Yvonne Emery 
2nd Tuesday of the Month 
www.petpig.org

PLYMOUTH INVESTMENT GROUP
The New Continental Hotel, Millbay Rd, 
Plymouth PL1 3LDHost: Angelos Sanders 
3rd Monday of the month
www.wiserproperty.com/#pigmeetings
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YPN Strongly recommend that you attend your local property networking events. 

However, the events listed are not staged by Your Property Network Ltd. Please check venue and dates on the relevant website before travelling to the event.

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

THE LONDON REAL ESTATE BUYING & 
INVESTING MEETUP GROUP
Business Environment Services Offices, 154 - 
160 Fleet Street, EC4A 2NB Host: John Corey
2nd Tuesday of the Month 
www.meetup.com/real-estate-advice

LONDON PROPERTY TALK (BMV MEET)
Hilton London Docklands, 265 Rotherhithe Street, 
London SE16 5HW Host: Owais Naveed 
Every First Monday Of The Month  
http://ukpropertymeet.co.uk

PDPLA
The Queens Hotel, Clarence Parade, Osborne 
Road, Southsea, Portsmouth, Hampshire 
PO5 3LJ Host: Joan Goldenberg  
2nd Monday of the month  
www.pdpla.com

NORTHAMPTON PROPERTY MEET 
Hotel Campanile Northampton, Junction 15 – 
M1, Loake Close, Grange Park, Northampton, 
NN4 5EZ Host: Gary Bees 
1st Thursday of the Month
www.northamptonpropertymeet.co.uk

THE BATH PROPERTY MEET
Bailbrook House Hotel, Eveleigh Avenue, 
London Road, Bath, Somerset BA1 7JD
Host: Joe Harling 
First Tuesday of the month
www.bathpropertymeet.co.uk 
Info@bathpropertymeet.com

CROYDON PROPERTY MEET
The Croydon Park Hotel, 7 Altyre Road, 
Croydon, Surrey, CR9 5AA
Host: Jeanette Layley 
1st Wednesday of the Month
www.croydonpropertymeet.com

LANDLORDS PROPERTY MEET
Holiday Inn Bexley, Southwold Road, Bexley, 
London, DA5 1ND  Hosts: Kevin Winchester 
and Chrissy Kusytsch 
4th Wednesday of the month 
www.landlordspropertymeet.com

MANCHESTER PNC
The Brindley Room Dukes 92 18-20 Castle Street, 
Manchester, M3 4LZ 
Hosts: Richard Sheperd & Yulan Yang 
Last Monday of the Month 
www.manchesterpnc.com

KENSINGTON & CHELSEA PROPERTY 
NETWORK
The Trafalgar in Chelsea, 200 Kings Road,
London, SW3 5XP Host: Nicola Ancona 
1st Thursday of the Month

www.meetup.com/KensingtonChelseaPropertyNetwork

CHESHIRE PROPERTY MEET
Bosley Farm, Bosley Crossroads, Bosley, 
Macclesfield SK11 0PS
Hosts: Lionel Palatine and David Deasy
Last Thursday of each month
www.cheshirepropertymeet.com

GRAMPIAN PROPERTY NETWORK
The Foyer, Marywell Centre, Marywell Street, 
Aberdeen Host: Julie Nairn 
3rd Thursday of the Month
www.grampianpropertynetwork.org.uk

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

PMA GLASGOW PROPERTY MEETING 
Hotel Novotel Glasgow Centre, 181 Pitt Street, 
Glasgow Host Victor Rhynas
3rd Wednesday of the month
www.pmanetwork.co.uk/events/glasgow

PMA EDINBURGH PROPERTY MEETING
Crowne Plaza at the Roxburghe, 38 Charlotte 
Square, Edinburgh Host: Lokkie Cheung  
2nd Wednesday of every month
www.pmanetwork.co.uk/events/edinburgh

PMA HEATHROW PROPERTY MEETING
Hotel Mercure Heathrow, Shepiston Ln, Hayes 
UB3 1LP  Host: Justyna Wojech
1st Monday of every month 
www.pmanetwork.co.uk/events/heathrow

PMA BRACKNELL PROPERTY MEETING
Hilton Hotel, Bagshot Road, Bracknell RG12 0QJ
Host: Manni Chopra 4th Tuesday of the month
www.pmanetwork.co.uk/events/bracknell

PMA CROYDON PROPERTY MEETING
Croydon Park Hotel, 7 Altyre Road, Croydon
Host: Jason Hayles
1st Wednesday of every month 
www.pmanetwork.co.uk/events/croydon

PMA HARROW PROPERTY MEETING
Best Western Cumberland Hotel, 1-3 St Johns 
Road, Harrow Host: Kash Jani 
4th Thursday of every month
www.pmanetwork.co.uk/events/harrow

PMA KENT PROPERTY MEETING
Bridgwood Manor Hotel, Walderslade Woods, 
Chatham  Hosts: Estelle Barnes and Dimpy 
Pathak 2nd Wednesday of every month
www.pmanetwork.co.uk/events/kent

PMA FARNBOROUGH PROPERTY MEETING
The Village Hotel, Farnborough
Host: Andy Macey 
1st Tuesday of the month 
www.pmanetwork.co.uk/events/farnborough

PMA DUNDEE PROPERTY MEETING
Dundee Contemporary Arts, 152 Nethergate, 
Dundee, DD1 4DY 
Host: Alison Douglas
4th Wednesday of the month
www.pmanetwork.co.uk/events/dundee

PREMIER PROPERTY CLUB - KINGS CROSS
Pullman St. Pancras, 100 - 110 Euston Road, 
London NW1 2AJ Host: Kam Dovedi  
4th Thursday of the Month
www.PremierPropertyClub.co.uk

BRISTOL BMV PROPERTY OPTIONS
The Holiday Inn, Bond Street, Bristol, BS1 3LE
Host: Del Brown
Last Thursday of every month 
www.bmvpropertyoptions.co.uk/property- 
investment-meeting-pim

PREMIER PROPERTY CLUB - 
KNIGHTSBRIDGE
Sheraton Park Tower 101 Knightsbridge,
London, SW1X 7RN Host: Kam Dovedi 
3rd Wednesday of the Month
www.PremierPropertyClub.co.uk
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SOMERSET PROPERTY MEET
The Canalside, Marsh Lane, Bridgwater, 
Somerset, TA6 6LQ Host: Francis Dolley 
3rd Thursday of the Month
www.somersetpropertymeet.com

YORKSHIRE PROPERTY MEET
Lalas Restaurant, St. Georges Square, 
Huddersfield, HD1 1LG Host: Aziz Patel 
2nd Thursday of the Month 
www.yorkshirepropertymeet.com

THE LONDON PROPERTY MEET  
The Strand, London, WC2R 
Host: Tony Ogundeyi 
2nd Monday of the month
http://bit.ly/TheLondonPropertyMeet

HEMEL HEMPSTEAD PROPERTY MEETUP
Hemel Hempstead Holiday Inn, Breakspear 
Way, Hemel Hempstead, Hertfordshire, 
HP2 4UA Host: Rupen Shah
1st Tuesday of the month
rupenmshah@googlemail.com

LONDON HMO PROPERTY GROUP
Host: Alan Wood
For information on the next event visit 
www.hmopropertygroup.co.uk
info@hmopropertygroup.co.uk

MANCHESTER PROPERTY 
INVESTOR BREAKFAST
Village Hotel, Pamir Drive, Ashton under Lyne, 
Greater Manchester, OL7 0LY
Host: Fraser Macdonald
1st Friday of the month
http://meetu.ps/2Pf8md

PETERBOROUGH PROPERTY WORKSHOPS
The Deafblind UK Conference Centre, 
Hampton, Peterborough, PE7 8FD
Hosts: Emma Falco & Luke Clarke
Last Wednesday of every month
www.belvoir.co.uk/peterborough-
property-workshops-p6738

CAMBRIDGE PROPERTY WORKSHOPS
The Holiday Inn, Lakeview, Impington, 
Cambridge, CB24 9PH
Hosts: Georgina Gray & Jakub Duzynski
3rd Thursday of every month
www.belvoir.co.uk/cambridge-buy-to-let-
workshops-p6854

TPM MEETING WARRINGTON
Daresbury Park Hotel, Daresbury Park 
Daresbury, Warrington, WA4 4BB
Host: Alison Roylance-White
4th Monday of every month
a.roylancewhite@thepropertymentor.com
http://thepropertymentor.eventbrite.com

TPM MEETING STOKE
Manor House Hotel, Audley Road, Alsager, 
ST7 2QQ Host: Claire Hamlett-Ledger
2nd Monday of every month
c.hamlettledger@thepropertymentor.com
http://thepropertymentor.eventbrite.com

TPM MEETING NORWICH
The Yeoman Room - Holiday Inn,
Ipswich Road, Norwich, NR4 6EP
Host: Lisa Hudson
3rd Wednesday  of every month
l.hudson@thepropertymentor.com
http://thepropertymentor.eventbrite.com

TPM MEETING STOCKPORT
The Midway, 263 New Bridge Lane, 
Stockport, SK1 2NX
Host: Claire Hamlett-Ledger
2nd Thursday of every month
c.hamlettledger@thepropertymentor.com
http://thepropertymentor.eventbrite.com

JV HUB PROPERTY MEET
Wework Building, 1 Fore Street London EC2Y 
5EJ, 6.30 - 9.30 Host: Theo Bailey 
4th Wednesday of every month
www.jvhub.co.uk

BAKER STREET PROPERTY MEET
Holiday Inn London London Regents Park, 
Carburton Street, London, W1W 5EE
Host: Ranjan Bhattacharya
Wed 30th March 2016, Tues 26th April 2016, 
Wed 25th May 2016, Tues 28th June 2016, Wed 
27th July 2016, Wed 28th Sep 2016, Tues 25th 
Oct 2016, Wed 30th Nov 2016
www.BakerStreetPropertyMeet.com

THE PROPERTY VAULT
Thames Innovation Centre, 2 Veridion Way, 
Erith, DA18 4AL
Hosts: Dan Hulbert & Steve Smith
2nd Tuesday of every month - 18:30 to 21:30
www.thepropertyvaultuk.com

WIGAN & BOLTON PROPERTY MEET
Bolton Arena (not stadium!), Arena Approach, 
Horwich, Bolton BL6 6LB
Hosts:  Howard Cain and Kathy Bradley
1st Monday of each month
www.asanapropertyinvestments.co.uk
howard@asanapropertyinvestments.co.uk

CRAWLEY PROPERTY MEET
Arora Hotel, Southgate Ave, Crawley, RH10 6LW
Hosts: Tania Carson, Pam Mackenzie, Nick 
Parkhouse and Phil Williams.
3rd Tuesday of every month

THE PROPERTY HUB
Visit thepropertyhub.net/meetups for full details and registration information.

We currently hold meetups 
in the following locations:

ABERDEEN
Check website for venue
Meetup leader: Thor Holt

GLASGOW
Check website for venue
Meetup leader: Matthew Barr

EDINBURGH
Check website for venue
Meetup leader: Greig Oliver

NEWCASTLE-UPON-TYNE
The Town Wall, NE1 5HX
Meetup leader: 
Graham Clarke

LIVERPOOL
The Pumphouse, L3 4AF
Meetup leader: 
Silvio Orlando

MANCHESTER
The Kaz Bar at Tiger Tiger, 
M4 2BS Meetup leader: 
Mark Morris

LEEDS
The Crowd of Favours, 
LS2 7EA Meetup leader: 
Andy Norman

SHEFFIELD
Ink & Water, S1 4JB
Meetup leader: 
Rhys Jackson

NOTTINGHAM/DERBY
The Clock Warehouse 
Shardlow, DE72 2GL
Meetup leader: Mark Barnes

MILTON KEYNES
Check website for venue
Meetup leader: Ryan Slater

CARDIFF
Check website for venue
Meetup leader: Chris Went

READING
Zerodegrees, RG1 2LR
Meetup leader: Adrian Dunk

ST. ALBANS
The Beech House, Al1 3EG
Meetup leader: Chris Ryder 

CHELMSFORD
Coming Soon!

LONDON NORTH
The Somers Town Coffee 
House, NW1 1HS
Meetup leader: Gavin Lloyd

LONDON SOUTH BANK
Le Pain Quotidien SE1 8XX
Meetup leader: Joe di Fede

RICHMOND -UPON-
THAMES
The Cricketers, TW9 1LX
Meetup leader: 
Roxane Brazeau

BRISTOL
Channings Hotel & Bar,
BS8 3BB
Meetup leader: Jon Hulatt

BOURNEMOUTH
Ludo Lounge, BH6 3RS
Meetup leader: 
Nic Scudamore

BRIGHTON
The Sussex, BN3 2RH
Meetup leader: 
Steve Gardner

DUBAI
Check website for venue
Meetup leader: Chris Battle

HONG KONG
Check website for venue
Meetup leader: Emma Bryan
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TUESDAY 5TH APRIL

PPN CHESTER /chester

Abode Hotel, Tattersalls 

Suite, Grosvenor Road, 

Chester CH1 2LH  

Host: David Smith (07768 964 050) 

PPN DUBLIN /dublin

Deane & Woodward

Boardroom, The 

Schoolhouse Hotel, 

2-8 Northumberland, 

Ballsbridge, Dublin 4      

Host: Elaine Miscandlon & 

Stephen O’Sullivan (0786788611 2)

WEDNESDAY 6TH APRIL

PPN LONDON 
ST. PANCRAS 

/stpancras

Pullmans London 

St Pancras, 100-110 Euston Road,

London NW1 2AJ 

Hosts: Jamie Madill & Steve Mitchell

(07990 566490)

THURSDAY 7TH APRIL

PPN ABERDEEN  

/aberdeen 

The Village Hotel, 

Prime Four Business Park, 

Kingswells, Aberdeen AB15 8PJ  

Host: Neil Anglim (07961 702973)

PPN NOTTINGHAM  

/nottingham 

Best Western Hotel,

Bostocks Lane, Long Eaton, 

Nottingham, NG10 4EP

Host: Andy Watts (07771 707206)

MONDAY 11TH APRIL
  

PPN IPSWICH /ipswich

Holiday Inn Ipswich, 

London Road, 

Ipswich IP2 0UA

Host: Halstead Ottley

PPN LONDON 

WATERLOO

 /london-waterloo

Park Plaza County Hall, 

2 Addlington Street,  London, 

SE1 7RY  Hosts: Paul Towlson & 

Rebecca Smith (07743 581160)

PPN TELFORD /telford

Telford III Suite, Park Inn 

Telford, Forgegate Telford 

Centre, Telford TF3 4NA

Host: Simone Whitfield 

(07984 931130)

PPN MANCHESTER 

/manchester

Grosvenor Casino 

Salford, Riverside,  

5 Derwent Street, Salford M5 4SW   

Hosts: Kate Husband & Alison Reavey

(07535 638947)  

TUESDAY 12TH APRIL

PPN LEEDS  

/leeds

Weetwood Hall, 

Otley Road, Leeds, LS16 5PS  

Hosts: Deborah Barraclough 

& Mo Jogee (07527 685114)

PPN DERBY

/derby

The Corinthian 

Club Jurys Inn, 

King St, Derby, DE1 3D

Hosts: Mike Alder & Jamie Hayter 

(07779 525252)

PPN EDINBURGH 

/edinburgh

Waldorf Astoria Edinburgh

Host: Raymond McLennan 

(07887 825523)

THURSDAY 14TH APRIL

PPN CAMBRIDGE  

/cambridge

Cambridge Holiday Inn, 

Lakeview Bridge Road, 

Impington, Cambridge,  CB24 9PH  

Host: Fiona Talbot (07816 272023)

MONDAY 18TH APRIL

PPN PETERBOROUGH   

/peterborough

Holiday Inn Thorpe Wood, 

Peterborough

Host: Wayne Beecham 

& Katie Fairburn (07590 530360)

PPN BRISTOL

/bristol

Bristol Golf Club,  

St. Swithins Park, Blackhorse Hill, 

Almondsbury, Bristol BS10 7TP 

Hosts: David Addison, Zena 

Goldsmith  & Ben Goldsmith 

(07966 213638) 

PPN PORTSMOUTH 

/portsmouth

The Langstone Hotel, 

Northney Road, Hayling 

Island, Portsmouth, PO11 0NQ

Host: Angie Lacoste (07851 346145)

PPN BEVERLEY /beverley 

The Crescent, Belvoir 

Terrace, Scarborough 

YO11 2PP          

Host: Jon Stanton (07789 206802)

TUESDAY 19TH APRIL

PPN NEWCASTLE  

/newcastle

Holiday Inn Washington,  

Emerson, Washington 

NE37 1LB 

Host: Derek Pape (01429 872817) 

PPN MAIDSTONE  

/maidstone

Village Urban Resort 

Maidstone, Castle View, 

Forstal Road,  Maidstone, ME14 3AQ  

Host: Steeve Lamontagne 

(07900 901050)

PPN BOURNEMOUTH 

/bournemouth

The Cliffeside Hotel, 

East Overcliff Drive, 

Bournemouth. BH1- 3AQ  

Host: Leigh Ashbee (07872 348151)

PPN LIVERPOOL  

/liverpool 

Malmaison Liverpool,  

7 William Jessop Way,  

Liverpool L3 1QZ 

Host: Rob Stewart (07886 344857)

PPN NORTHAMPTON  

/northampton

Hilton Hotel, 100 

Watering Lane, 

Collingtree, Northampton, 

NN4 0XW  Hosts: Andi Cooke & 

Lloyd Girardi (07788 181318)

PPN SWANSEA 

/swansea 

Mercure Swansea, 

Phoenix Way,  Swansea 

SA7 9EG  Hosts: Caroline & Kevin 

Benson (07989 434625)

WEDNESDAY 20TH APRIL

PPN OXFORD /oxford

Jury’s Inn Hotel, 

Godstow Rd, Wolvercote, 

Oxford OX2 8PG

Host: Jenny Fenton (07855 485007)

THURSDAY 21ST APRIL

PPN LONDON 
KNIGHTSBRIDGE 

/knightsbridge 

The Royal Thames 

Yacht Club, 60 Knightsbridge, 

London, SW1X 7LF  

Host: Matt Siddell (07802 720019)

MONDAY 25TH APRIL

PPN GUILDFORD 

/guildford   

Holiday Inn 

Guildford, Egerton Rd, Guildford, 

Surrey GU2 7XZ  

Hosts: Carole Hazlerigg & Keith 

Webster (07885 793352)

PPN WILMSLOW /wilmslow

Stanneylands Hotel, 

Stanneylands Road,

Wilmslow, SK9 4EY  

Host: Mike Chadwick 

(07957 858726)

PPN GLASGOW /glasgow

The Corinthian Club, 

191 Ingram St, Glasgow 

G1 1DA  Hosts: Aniko & 

Paul Smith (07887 825523)

TUESDAY 26TH APRIL

PPN CHELMSFORD

/chelmsford 

Pontlands Park, West 

Hanningfield  Road, 

Great Baddow, Chelmsford, 

Essex, CM2 8HR 

Host: Andy Scott (07758 112287)

PPN SHEFFIELD /sheffield

Mercure Hotel, Britannia 

Way, Catcliffe, Rotherham, 

Yorkshire S60 5BD 
(formerly the Aston Hotel)

Host: Kevin McDonnell 

(07787 965902)

PPN SOUTHAMPTON 

/southampton

The Ageas Bowl, 

Botley Road, West End, 

Southampton, SO30 3XH  

Host: Glenn Delve (07768 907673)

For more information on our events, visit 
www.progressivepropertynetwork.co.uk

 NETWORKING EVENTS  APRIL 2016
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LONDON
Barnard Marcus 12/04/16 
Grand Connaught Rooms, Great 
Queen Street, London, WC2B 5DA

Phillip Arnold Auctions (Formerly 
Brendons Auctioneers) 13/04/16 
Doubletrees By Hilton, 2-8 Hanger 
Lane, Ealing, London, W5 3HN 12:00

Auction House London 14/04/16 
Landmark London Hotel, 
222 Marylebone Road, London, 
NW1 6JQ 12:00

Countrywide Property Auctions 
20/04/16 Le Meridien Piccadilly 
Hotel, 21 Piccadilly, London, 
W1J 0BH 

Lansdowne Property Auctions 
20/04/16 Connaught Hotel, 
16 Carlos Place, London, 
W1K 2AL 14:00

Andrews & Robertson 21/04/16 
Hotel Russell, 1-8 Russell Square, 
London, WC1B 5BE 

Harman Healy 27/04/16 
Chelsea Old Town Hall, Kings Road, 
London, SW3 5EE” 12:00

MS Auctions 28/04/16 
Radisson Blu Portman Hotel, 22 
Portman Square, London, W1H 7BG 
12:00

SOUTH EAST HOME COUNTIES 
Auction House Pearsons 06/04/16 
The Hilton Hotel at The Ageas Bowl, 
Botley Road, Southampton, SO30 
3XH 11:00

Auction House Sussex 07/04/16 
Clarendon Villas Church, 
21-23 Clarendon Villas, Hove, 
BN3 3RE 14:30

Hobbs Parker 13/04/16 
Amos Hall, Monument Way, Orbital 
Park, Ashford, TN24 0HB 14:30

Nesbits 21/04/16 
Royal Marines Museum, Eastney 
Esplanade, Southsea, PO4 9PX 

Auction House Essex 26/04/16 
Radisson Park Inn Palace Hotel, 
Church Road, Southend-on-Sea, 
SS1 2AL 19:00

Hair & Son 27/04/16 Saxon Hall, 
Aviation Way , Southend on Sea, 
SS2 6UN

SOUTH WEST
Stags Exeter 06/04/16 
The Devon Hotel, Exeter by-Pass, 
Matford, Exeter, EX2 8XU 15:00

Stags Honiton 06/04/16 
The Devon Hotel, Exeter by-Pass, 
Matford, Exeter, EX2 8XU 15:00

Stags Taunton 06/04/16 
The Devon Hotel, Exeter by-Pass, 
Matford, Exeter, EX2 8XU 15:00

Shobrook & Co Ltd 07/04/16 
New Continental Hotel, Millbay Road, 
Plymouth, PL1 3LD 14:00

Webbers 12/04/16 
Barnstaple Hotel, Braunton Road, 
Barnstaple, EX31 1LE 

Wood’s Auctioneers 13/04/16 
Jolly Farmer, 8 Market Street, Newton 
Abbot, TQ12 2RB 14:00

Auction House Devon & Cornwall 
13/04/16 Okehampton Business 
Centre, Higher Stockley Mead, 
Okehampton, EX20 1FJ 14:30

Auction House Bristol & Somerset 
North 14/04/16 Gloucestershire 
County Cricket Club, Nevil Road, 
Bristol, BS7 9EJ 19:00

Auction House Devon & Cornwall 
14/04/16 The Penventon Park Hotel, 
West End, Redruth, TR15 3AD 14:30

Hollis Morgan 20/04/16 All Saints 
Church, Pembroke Road, Clifton, 
Bristol, BS8 2HY 19:00

Tayler & Fletcher Stow on the Wold 
20/04/16 Hyde Barn, Fosse Manor 
Hotel, Fosseway, Stow on the Wold, 
Cheltenham, GL54 1JX 18:00

Maggs & Allen 21/04/16 
The Bristol Pavilion, Nevil Road, 
Bristol, BS7 9EJ 19:00

Countrywide Property Auctions 
26/04/16 Sandy Park Stadium, 
Sandy Park Way, Exeter, EX2 7NN

David Plaister Ltd 26/04/16 
The Imperial Brasserie, 14 South 
Parade, Weston-Super-Mare, BS23 
1JN 19:00

Greenslade Taylor Hunt Agricultural 
Office 26/04/16 Castle Hotel, Castle 
Green, Taunton, TA1 1NF

Auction House Gloucestershire 
27/04/16 Stonehouse Court Hotel, 
Bristol Road, Stonehouse, GL10 3RA 
19:00

Miller Son 28/04/16 
Penventon Park Hotel, West End, 
Redruth, TR15 1TE 14:30

Tamlyn & Son 28/04/16 
Oak Tree Arena, Bristol Road, 
Highbridge, TA9 4HA

Greenslade Taylor Hunt Ilminster 
29/04/16 Shrubbery Hotel , Station 
Road, Ilminster, TA19 9AR

YORKSHIRE & THE HUMBER

Auction House South Yorkshire 
06/04/16 Copthorne Hotel, Bramall 
Lane, Sheffield, S2 4SU12:30

Hunters Property Auctions 
13/04/16 York Racecourse, 
Knavesmire Road, York, YO23 1EX

Pugh & Company 19/04/16 
Leeds United Football Club, Elland 
Road, Leeds, LS11 0ES

William H Brown (Leeds) 20/04/16 
Leeds United Football Club, Elland 
Road, Leeds, LS11 0ES 12:30

West Yorkshire Property Auction - 
iam-sold, 21/04/16 Cedar Court 
Hotel, Chase Way, Bradford, 
BD5 8HW 

Eddisons Leeds 21/04/16 
Leeds United Football Club, Elland 
Road, Leeds, LS11 0ES 

Mark Jenkinson & Son 26/04/16 
Sheffield United FC, Bramall Lane, 
Cherry Street, Sheffield, S2 4SU

East Yorkshire Property Auction 
- iam-sold 26/04/16 Village Hotel, 
Henry Boot Way, Hull, HU4 7DY

Auction House Hull & East Yorkshire 
27/04/16 Beverley Racecourse, York 
Road, Beverley, HU17 8QZ18:30

Northern Lincolnshire Property Auc-
tion - iam-sold 28/04/16 
Forest Pines Hotel, Ermine Street, 
Broughton, Brigg, DN20 0AQ

South Yorkshire Property 
Auction - iam-sold 28/04/16 
New York Stadium, New York Way, 
Rotherham, S60 1FJ

Countrywide Property Auctions 
28/04/16 Double Tree by Hilton 
Sheffield Park, Chesterfield Road 
South, Sheffield, S8 8BW

NORTH-WEST
Metcalf’s 01/04/16 
Samlesbury Hotel, Preston New 
Road, Samlesbury, PR5 0UL 11:00

Wright Marshall Tarporley 07/04/16 
Swan Hotel, 50 High Street, Tarporley, 
CW6 0AG 19:00

Auction House Cumbria 07/04/16 
Coronation Hall, County Square, 
Ulverston, LA12 7LZ 18:30

Auction House Cumbria 07/04/16 
Carlisle Racecourse, Durdar Road, 
Carlisle, CA2 4TS 12:00

Cumbrian Properties - The Agents 
Property Auction 13/04/16 
The Auctioneer, Shepherds Inn, 
Carlisle, CA1 2RR TBA

Venmore Auctions 13/04/16 
Liverpool Town Hall, High Street, 
Liverpool, L2 3SW 13:00

Michael C. L. Hodgson 18/04/16 
Kendal Town Hall, Highgate, Kendal, 
LA9 4DL

Swetenhams North West Auction 
Centre 20/04/16 Holiday Inn, Wood 
Lane, Runcorn, WA7 3HA

Pugh & Company 21/04/16 
Etihad Stadium, Rowsley Street, 
Manchester, M11 3FF

Smith & Sons 27/04/16 
Village Leisure Hotel, Pool Lane, 
Bromborough Pool, Wirral, CH62 
4UE14:00

Edward Mellor Auctions 27/04/16 
AJ Bell Stadium, 1 Stadium Way, 
Manchester, M30 7EY

Auction House Cheshire & North 
Wales 28/04/16 Chester Race 
Course, Watergate Square, Chester, 
Cheshire, CH1 2LY

NORTH-EAST
Auction House North East 05/04/16 
Ramside Hall Hotel, Carrville, Dur-
ham, DH1 1TD 19:00

Great North Property Auction -
iam-sold 07/04/16 Ramside Hall 
Hotel, Carrville, Durham, DH1 1TD

The Agents Property Auction 
28/04/16 Newcastle Marriott Hotel, 
High Gosforth Park, Newcastle upon 
Tyne, NE3 5HN 19:00

UPCOMING PROPERTY AUCTIONS



83APRIL 201694

WEST MIDLANDS
Fisher German John Sanders 
06/04/16 Bromsgrove Golf Centre, 
Stratford Road, Bromsgrove, 
B60 1LD

Halls Worcester 06/04/16 
Best Western Hotel Stone Manor, 
Stone, Kidderminster, DY10 4PJ 
18:00

Fisher German Worcester 06/04/16 
Bromsgrove Golf Centre, Stratford 
Road, Bromsgrove, B60 1LD 18:00

Fisher German Bromsgrove 
06/04/16 Bromsgrove Golf Centre, 
Stratford Road, Bromsgrove, B60 
1LD18:00

Halls Kidderminster 06/04/16 
Gainsborough House Hotel, Bewdley 
Hill, Kidderminster, DY11 6BS 18:00

Butters John Bee 11/04/16 
The Best Western, Moat House 
Hotel, Festival Way, Stoke-on-Trent, 
ST1 5BQ 18:30

Hawkesford 12/04/16 
Warwick Arms Hotel, High Street, 
Warwick, CV34 4AT

John Earle & Son 12/04/16
Henley Golf & Country Club, 
Birmingham Road, Henley-in-Arden, 
B95 5QA

Auction House Staffordshire 
13/04/16 Stoke City Football Club, 
The Britannia Stadium, Stanley Mat-
thews Way, Stoke-on-Trent, 
ST4 4EG 19:00

John Goodwin - Ledbury 14/04/16 
Feathers Hotel, 25 High Street, 
Ledbury, HR8 1DS18:00

John Goodwin - Malvern 14/04/16 
Feathers Hotel, 25 High Street, 
Ledbury, HR8 1DS

Staffordshire Property Auction - 
Austerberry 14/04/16 
Stoke City Football Club, 
The Britannia Stadium, Stanley 
Matthews Way, Stoke-on-Trent, 
ST4 4EG

Staffordshire Property Auction - 
Louis Taylor 14/04/16 The Britannia 
Stadium, Stanley Matthews Way, 
Stoke-on-Trent, ST4 4EG

Staffordshire Property Auction - 
Hinson Parry & Co 14/04/16 
Stoke City Football Club, 
The Britannia Stadium, Stanley 
Matthews Way, Stoke-on-Trent, 
ST4 4EG

Cottons 14/04/16 
Aston Villa Football Club, Trinity 
Road, Birmingham, B6 6HE 11:00

Auction House Birmingham & The 
Black Country 14/04/16 Walsall 
Football Club, Bescot Crescent, 
Walsall, WS1 4SA 18:00

Andrew Grant 19/04/16 Crown 
& Sandys, Main Road, Ombersley, 
Droitwich, WR9 0EW

West Midlands Property Auction - 
iam-sold 20/04/16 Wolverhampton 
Racecourse, Dunstall Park, 
Wolverhampton, WV6 0PE

Bagshaws Leek 21/04/16 
Westwood Golf Club, Newcastle 
Road, Leek, ST13 7AA

EAST MIDLANDS 
Howkins & Harrison - Rugby 
04/04/16 Kilworth Springs Golf 
Club, South Kilworth Road, 
Lutterworth, LE17 6HJ 18:30

Auction House Copelands 
06/04/16 Chesterfield Football Club, 
1866 Sheffield Road, Chesterfield, 
S41 8NZ 19:00

Auction House Lincolnshire, North 
Notts & South Yorks 12/04/16 
Gainsborough Golf Club, The Belt 
Road, Gainsborough, DN21 1PZ 
18:30

Bagshaws Residential 12/04/16 
Derbyshire County Cricket Club, 
Grandstand Road, Derby, DE21 6AF 
11:30

Howkins & Harrison - Atherstone 
12/04/16 Appleby Inn Hotel, 
11 Atherstone Road, Swadlincote, 
DE12 7AP 

Graham Penny (Leicester) 
12/04/16 Leicester City Football 
Club, King Power Stadium, Filbert 
Way, Leicester, LE2 7FL 11:30

Auction House Northamptonshire 
13/04/16 Hilton Northampton, 
100 Watering Lane, Collingtree, 
Northampton, NN4 0XW 11:00

Graham Penny (Derby) 14/04/16 
iPro Stadium, Pride Parkway, 
Derby, DE24 8XL 11:30

Bagshaws Ashbourne 21/04/16 
Green Man & Blacks Head Royal 
Hotel, 10, St. John Street, 
Ashbourne, DE6 1GH

Eadon Lockwood & Riddle 
27/04/16 The Maynard, 
Grindleford, Nether Padley, 
Hope Valley, S32 2HE 15:00

Shonki Brothers (London Road) 
27/04/16 Leicester Race Course, 
Leicester Road, Leicester, LE2 4AL

Midlands Property Auction - 
iam-sold 27/04/16 Thistle Hotel, 
Castle Donington, East Midlands 
Airport, Derby, DE74 2SH

Wallace Jones 27/04/16 
Holiday Inn, Bostocks Lane, 
Sandiacre, NG10 5NJ18:30

Hix & Son 30/04/16 
The Church Hall, Church Street, 
Holbeach, PE12 7LL

EAST ANGLIA 

Auction House East Anglia 
07/04/16 Dunston Hall Hotel, 
Ipswich Road, Dunston, 
Norwich, NR14 8PQ 11:00

Auction House East Anglia 
07/04/16 Holiday Inn, London Road, 
Ipswich, IP2 0UA 18:30

William H. Brown (Norwich) 
08/04/16 Barnham Broom Hotel 
& Country Club, Honingham Road, 
Norwich, NR9 4DD 11:30

Auction House East Anglia 
08/04/16 Dukes Head Hotel, 5-6 
Tuesday Market Place, Kings Lynn, 
PE30 1JS 12:00

TW Gaze 14/04/16 Diss Auction 
Rooms, Roydon Road, Diss, IP22 
4LN 12:00

SCOTLAND
JJ Morris Narberth 06/04/16 
Lamphey Village Hall, The Ridgeway, 
Lamphey, Pembroke, SA71 5PB 
19:30

SVA Property Auctions Ltd 
27/04/16 The Trades Hall, 
85 Glassford Street, Glasgow, 
G1 1UH 14:00

WALES
Auction House South East Wales 
06/04/16 The St. Mellons Hotel, 
St. Mellons, Cardiff, South 
Glamorgan, CF3 2XR 17:00

Darlows 06/04/16 
The Village Hotel & Leisure Club, 
29, Pendwyallt Road, Cardiff, 
CF14 7EF 17:00

JJ Morris Cardigan 07/04/16 
Memorial Hall, High Street, 
Newbridge, Newport, NP11 4FH 
14:30

Harry Ray & Company 09/04/16 
Town Hall, 42 Broad Street, 
Welshpool, SY21 7RR 11:00

All Wales Auction - South Wales 
Auction 12/04/16 
The Village Hotel & Leisure Club, 
29, Pendwyallt Road, Cardiff, 
CF14 7EF
All Wales Auction - North Wales 
Auction 14/04/16 
The Carreg Bran Hotel, Ffordd 
Caergybi, Llanfairpwllgwyngyll, 
LL61 5YH 16:00

Dawsons 20/04/16 
Swansea Marriott Hotel, Maritime 
Quarter, Swansea, SA1 3SS 15:00

Edward H Perkins 21/04/16 
Whitland Sports & Social Club, 
Station Road, Whitland, 
SA34 0QE 19:45

Davis Meade Property Consultants  
27/04/16 Brookhouse Mill Hotel, 
Brookhouse, Denbigh, LL16 4RD 
19:00

Morris Marshall & Poole 28/04/16 
Welshpool Livestock Market,
Buttington Cross, Buttington, 
Welshpool, SY21 8SR

Astleys 29/04/16 The Towers, 
Jersey Marine, Neath, SA10 6NG

NORTH-WEST HOME COUNTIES

Auction House Hertfordshire & 
West Essex 13/04/16 Knebworth 
Barns, Knebworth Park, Knebworth, 
SG1 2AX 19:00

Auction House Beds & Bucks 
21/04/16 Hilton Hotel, Timbold 
Drive, Kents Hill, Milton Keynes, 
Buckinghamshire, MK7 6HL 14:30

NORTHERN IRELAND
Wilsons (Northern Ireland) 
07/04/16 Mallusk Auction Complex, 
22, Mallusk Road, Newtownabbey, 
BT36 4PP 19:30
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http://EasyRoommate.co.uk
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http://www.berkshirepropertymeet.com
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