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There’s a distinct holiday feel in the air 
at the moment. I’ve been seeing lots 
of photos on Facebook recently from 
readers who are taking some time 
out in locations around the globe, and 
various YPN team members will be 
jetting off to destinations east, west 
and south over the next few weeks.

This month’s Time Out feature, though, 
is about far more than holidays. It’s 
about being able to take a prolonged 
period of time away from your property 
portfolio or business without incurring 
any negative impact on your cash flow. 
In other words, the ultimate in financial 
freedom – to be able to travel or take 
time out for other reasons and still have 
money landing in your account every 
month, regardless of where you are.

Looking at holidays from the other 
perspective, Raj Ber speaks to an 
investor who has adopted a holiday lets 
strategy on the North East coast here in 
the UK. For those who want to spread 
their wings further, Angharad Owen has 
worked on an article with a seasoned 
international investor, discussing what 
you need to understand and look for 
when you want to buy investment 
property abroad.

If you do nothing else this month, take 
some time out to read YPN! Be warned 
though – you might want to go 
globetrotting afterwards!

Jayne Owen 
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n 2004, we loaded up our tiny Ford Ka 
with a ridiculous amount of luggage 
and set off to spend five months in the 
south of France.

In 2008, The Other Half (aka husband 
David) had a spinal operation. It was several 
months before he was back to full health.

On two occasions, in 2005 and 2010, I had 
to stop working for a while to cope with my 
mother’s deteriorating health.

In 2017, I took a lot of time out to train for 
an ultra-challenge hiking event. Taking to 
the hills (literally) was my way of healing 
following the loss of my mother after her 
prolonged illness. That time was measured 
in intermittent hours rather than one big 
chunk, but it’s not something I could have 
done if shackled to a 9-5.

It won’t be hard to guess that the common 
factor supporting all these parcels of time 
out from life, is property.

Our portfolio was very modest when we 
trundled off to France 14 years ago, but it 
was enough to keep us in beer, wine and 
gastronomic delight during our sabbatical 

(though I feel I should confess that the cost 
of living was a fair bit cheaper there then 
than it is now).

Our cash flow from property had grown 
somewhat by the time the health and family 
challenges came along. Still, the timing 
wasn’t perfect as we’d taken a hit after the 
credit crunch, but one of us being rendered 
economically inactive for months at a time, 
while a bit of a strain, wasn’t an out and out 
disaster.

By 2017, taking time out was just a practical 
matter of reorganisation.

We’re not super-rich. We don’t live in a 
mansion. We don’t spend our days rolling 
about in 5* luxury. And The Other Half is 
perversely proud of driving round in his 
clapped out Fiat van. But we have created 
enough freedom and flexibility to be able to 
step back for a while whenever we want or 
need to.

In the following articles, you’ll see that 
people take time out for all sorts of 
reasons. Sometimes it’s to travel, like 
Alex Szeptietowski; for others, it’s to take 
part in something bigger than oneself, as 
Miles and Curtis are doing. And on yet 
other occasions the circumstances are 
foist upon them due to health or family 
reasons, as happened to Richard and Mark, 
and it becomes necessary to adjust to new 
circumstances.

The sheer beauty of investing in property 
is that you are providing yourself with a 
safety net for the unsolicited events at the 
same time as creating the means to achieve 
things that you really want to do in life – 
things that may have absolutely nothing to 
do with property or business in any way.

The people we have featured have 
all committed to making property 
investing work. In most cases, their 
reasons for doing so have been so 
great that every hindrance, obstacle 
and problem has seemed like a 
molehill rather than a mountain.

What we’re talking about here goes to the 
heart of financial freedom. We often think 
of financial freedom as being able to swan 
about in exotic locations or drive supercars, 
but really, financial freedom is about choice. 
Having the means to put life and family first, 
over work, is the ultimate dream.

We hope you enjoy and are inspired by this 
feature. It does, however, come with a 
warning: reading it might give you itchy feet!

Jayne

Time Out
Giving yourself 
freedom and choice 
through property
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iles Pattison-Appleton has a bit 
of an adventurous streak and 
after just five years of hard work 
he can now indulge in travel of 
the most exciting kind, while his 

portfolio runs itself. But how did he do it? 
Read on to find out.

Adventure anyone?
This summer I’m taking seven weeks out to 
race a clapped-out VW Polo from England to 
Ulan Ude, in Russia, in the Mongol Rally. Four 
of us are taking on the challenge to drive a 
car that’s under one litre and costs no more 
than £500, to drive the 12,000 miles to 
Russia. The car is currently sitting on my 
drive, totally oblivious to what’s in store for it. 

As there are four of us in the car, we can 
only take limited supplies. We’re camping 
the whole way, so we’re putting a big roof 
rack on the top to carry all our water, tents, 
and other bits and bobs. We’re having to 
reinforce the under chassis because we’ll be 
going through some pretty remote terrain. 
We can go any route we like, but we have to 
be unaided. Those are the rules. Everything 
else is sort of up for grabs. 

“Putting myself out of 
my comfort zone makes 
life more interesting”

We’re raising money for two charities - 
Walking for the Wounded and Dementia UK 
as well as Cool Earth, which is the event’s 
chosen charity. 

Only about 60% of people actually complete 
the race each year, so we know we’ve got 
a bit of a challenge in store. None of us are 
mechanics either, so that adds a whole new 
layer of interest to the adventure. But that’s 
half the fun of why we’re doing it - putting 
ourselves out of our comfort zones. It’s go-
ing to be really interesting.

Vroom vroom
This isn’t the first motorised trip we’ve been 
on. In January, I went travelling for three 
months, and for five weeks of that time went 
on a self-sustained motorbiking trek around 
Vietnam. We got little 110CC Honda Winn 
bikes that cost about £60, put our nap sacks 
on the back of the bikes and off we went. 
We didn’t have a route and we didn’t really 
know what we were doing. I’d never ridden a 
motorbike before going out there, so it was 
pretty daunting riding around some of the 
most populated biking cities in the world, 
such as Ho Chi Minh City. But it was a huge 
adventure, with lots of problems - we broke 
down all the time and fell off our bikes loads 
and smashed them up. But it was such an 
amazing experience.

I love the freedom property 
gives me
My whole philosophy of getting into property 
was for the freedom to go and do these 
cool things. I’m 24, and my hunger to see 
the world is very high. I wanted to have the 
freedom to do what I want, when I want and 
property allows me to do that, by giving me 
the freedom I need. This year I will have had 
almost five months out of the business. 

Motorbiking around Vietnam 
& racing in the Mongol Rally? 
Yes please! Interview & words by Heidi Moment
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I could go away for a year or two if I wanted 
and not have to work. And I just might, 
next year!

“This year I’m 
having five months 
of adventures, next 
year might be more”

Before property I was at university studying 
Commercial Property Real Estate. I didn’t 
want to go into surveying, which is what most 
people do after the course, so I bought my 
first property whilst at uni and have never 
looked back. 

I was in a very fortunate position that my 
parents had a portfolio in Telford, so I already 
had an awareness of the benefits of property. 
Plus, I did a year of unpaid work experience 
with a property professional, Jackie Edwards, 
where I gained substantial knowledge and 
experience that supercharged me to pursue 
this path as a career.

High quality and long 
lasting HMOs
Our strategy is high-end professional HMOs. 
We do large properties that we completely 
reconfigure, including structural changes, 
extensions, cellars, attics, garages etc. 
We convert what we can, wherever we can, 
to add some significant value, then refinance 
and pull the money back out if we can or 
leave a small amount in if we have to. We add 
en-suites to the bedrooms where possible, we 
completely rewire, replumb and redecorate 
throughout, as well as putting in new kitchens 
and bathrooms. 

We started out doing four-storey Victorian 
properties, but they were getting really 
expensive to purchase and now we are 
finding the numbers actually stack better 
on slightly smaller ex-council style 
properties. 

As more and more people are doing HMOs 
these days you need to spend some 
significant cash on making sure you’re 
providing the best product possible, and 
having a competitive advantage. It’s not just 
about turning a couple of spare rooms into 
bedrooms by putting a bed in there. It’s about 
trying to put another 25 to 50 years on the life 
of these buildings. 

When I say ‘high-end’ I mean brand new, 
good quality and long lasting. Some people 
out there are doing incredibly snazzy interior 
design. We haven’t gone down that route 
though, as we prefer to keep our interiors 
simple and neutral to appeal to all audiences. 

Case Study One
Whitecross Road
The Property:

A three-storey Victorian house on a 
busy road in Hereford, with only one 
off-street parking space. The road was 
deemed to be quite down-market, very 
blue-collar worker, Eastern European 
territory, where old school landlords 
owned properties they bought in the 
‘80s and ‘90s, and haven’t done 
anything with since. We stayed away 
from these types of houses for ages, 
but then a new Tesco Extra opened 
really close to it, making it a much 
more appealing location, so we 
decided to explore it, and we were 
so pleased we did. 

Strategy:

To convert a three-bed family house 
into a six-bed HMO, with four en-suites, renting for £585 (ensuite) and £500 (non ensuite).  

Kitchen before

Bathroom before

Works include: 

• Convert huge cellar by digging down, 
tanking and turning into a bedroom 
(added significant value at a cost of 
£15k) 

• Turned big front sitting room into a 
bedroom with ensuite

• Turned dining room into a bedroom

• Built an extension off the kitchen to 
meet size requirements (as it didn’t 
meet the HMO regulations of being 18 
square metres of communal space), 
and put in an open plan sitting room

• Added en-suites to all the bedrooms 
upstairs, with scope to go into the  
attic in the future 

• Upgraded kitchen - previous kitchen 
was really good quality, solid oak 
units, with solid granite worktops so 
we upgraded it by painting the doors, 
changing the handles, new tiling, 
splashback, chrome sockets, floor etc  

• Rewiring throughout

• New communal downstairs bathroom

• Four x en-suites added 

• Repaint throughout 

• New floor coverings throughout 

• New unvented boiler system in  
(tank in attic) 

• Full licensed HMO fire regs throughout 
(fire doors, fire alarm system,  
emergency lighting, thumb turn locks. 
30 min escape route etc)

• Utility room - Tenants love a utility 
room - with washing machine, dryer, 
iron, ironing board and all that jazz. 

Kitchen after
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Building up a portfolio takes time
At the moment we have 77 rooms in Hereford with another 12 about to 
complete. It’s taken five years to build that up, with about three years of 
very little happening. We bought one in the first year and one the year 
after. It was very slow and then in the last 18 months we got a lot of 
momentum. You could say that as we’ve become more experienced 
we’ve tweaked our strategy along the way and everything has just clicked 
into place. Also in the early days investors are harder to find, especially 
when you’re an inexperienced 19-year old university student. But now 
we’ve got a solid track record, some great investor partnerships and a 
huge supply of cash behind us. So, whenever we find something that fits 
our criteria we can buy it straight away, which we couldn’t before.

“As we started to get more 
experienced we gained 
momentum quickly”

Remortgage:

We added a huge amount of value to the property, through the 
extension, en-suites, basement conversion and great standard 
of refurbishment, meaning we were able to go through the 
commercial refinance procedure straight away, and it was only 
a matter of weeks between project completion and having the 
money drawn down from the bank. Fast work. 

“We refinanced straight 
away and pulled the money 
out in a matter of weeks”

Key learnings: 

This was one of the first properties where we were exploring 
adding more en-suites. Before, we would always put a 
downstairs loo and two communal showers in for a six-bed. 
But spending £3,000 per room on an ensuite has proved to be 
hugely beneficial for us, in terms of adding value to the property 
and increasing the room rates we can charge, so it’s definitely 
something that we’re taking forward.

“Adding more en-suites 
enables us to add more value 
and charge higher rents”

The Numbers:  
Purchase price:    £235,000

Deposit:    £58,750 

Procurement costs inc 
SDLT (Stamp Duty Land Tax):   £11,700 

Initial bridging loan from 
private investor:    £176,250 (75% LTV)

Bridging loan interest during refurb 
(@ 1% PCM for four months):  £7,050  

Build/refurb costs:    £65,000

Total initial investment:    £318,750

Commercial valuation:    £360,000

Uplift:    £41,250

New commercial loan:    £270,000

Money left in deal:    £48,750

Gross rental income:    £3,340 

Mortgage (£270,000 @ 4.34%): £976.50 

Interest paid to equity loan investor 
on money left in @ 8%:    £325.00

Bills:    £440

Letting agent:    £334    
   (Paid to own agency) 

Maint. & voids:    £300

NET RENT PCM    £964.50 (£11,574 PA) 

ROI:    23.7%

Funding: 

We funded Whitecross Road with the help of an investor on a 
private equity loan basis, where we offered a fixed and guaranteed 
return of 12% for the bridging monies and 8% for the deposit and 
refurb monies. Once we had refinanced we paid back all the refurb 
costs, and now we give the investor 8% return each month on the 
money still left in.

Different investors want different things, but we were lucky with 
this particular partner as he wanted extra cash each month to 
bolster his income a bit, so he was happy to leave £48,000 in the 
deal and get the monthly return. 

In the future when the property’s gone up in value enough to 
refinance that £48,000 back out, we will pay him back, which is the 
most likely option. Alternatively, if the investor wants his money 
back before the property has gone up in value we can utilise equity 
from other properties to pay him back, or we can just find another 
investor who wants to leave money in for a monthly return and just 
swap them out. 
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The Numbers: 

Purchase price:  £260,000

Deposit:  £65,000 

Procurement costs 
inc SDLT:  £13,700 

Initial bridging loan 
from private investor:  £195,000  
 (75% LTV)

Bridging loan Interest 
during refurb (@ 1% 
PCM for five months)  £9,750  

Build/refurb costs:  £92,000 

Interest on short term 
equity funds from 
investor:  £7,518

Total initial investment:  £382,968

Commercial Valuation:  £400,000  
 (down valued)

New commercial loan 
at 85% LTV:  £340,000

Money left in deal:  £42,968

Gross rental income:  £4,100 

Mortgage: (£340,000 
@ 4.74%)  £1,343

Interest paid to equity 
loan investor on money 
left in @ 10%: £358

Bills:  £400 

Letting agent:  £421  
 (again paid to  

 own agency) 

Maint & voids:  £300

NET RENT PCM  £1,278  
 (£15,336 PA) 

ROI:  35.7%

Works included:

We did the works in two phases, starting with 
the flat, and getting the tenants out. We agreed 
a vacant possession as part of the structure of 
the deal and wouldn’t complete with them still 
in. It had a tiny little galley kitchen, big bathroom, 
loads of airing cupboard space, a big, big sitting 
room and a good size (12 metre square) 
bedroom, so quite a spacious flat. Then once 
that was finished, tenanted and bringing in cash 
flow we converted the house into a HMO.

FLAT

• Turned one-bed flat into two-bed flat by 
 moving kitchen into large sitting room to form 

open-plan kitchen dinner and turned existing 
 kitchen into second double bedroom by  

moving wall back into bath space in bathroom 
(thus considerably upping capital value) 

• Fitted new smaller bathroom in 
 existing bathroom

• Repainted throughout

• New flooring throughout 

• Full refurbishment throughout. 

HMO 

• Stripped everything out 

• New kitchen

• Opened up kitchen to form sitting room and 
fitted French windows for light 

• New stud wall to form bedrooms in open-plan 
sitting room 

• Fitted four new en-suites (three downstairs 
and one off main bathroom upstairs)

• New upstairs communal bathroom   
for two remaining bedrooms 

• Moved two walls to enlarge smaller rooms to 
become better sized letting rooms 

• HMO fire regs throughout 

• Turned front garden into parking for eight 
cars, lowered curb and new fencing around 

• External painting.

We came to a bit of a grinding halt about two 
and a half years ago, where we were leaving 
too much money in the deals, sometimes 
around £100,000, which is just too much and
it didn’t really work for us, or our investors. 
At the time we were refinancing on the bricks 
and mortar value, then we started looking at 
commercial refinancing, which was a 
game-changer for us. Now we leave less 
money in, which works so much better.

“Discovering commercial 
refinance was a 
game-changer”

We source only through 
estate agents
We find all our properties through estate 
agents. We tried the whole leafletting thing 
and, quite frankly, it was a waste of time. We 
stuck at it a really long time and invested a lot 
of energy into it, but we didn’t buy anything. 
We realised, if someone wants to sell their 
house they will take it to an agent, so agents 
have the best supply of houses, and are the 
best people to go to. It saves a lot of time.

We’ve built up a great relationship with our 
local agents and I’ve actually just had an offer 
accepted on a property brought to us before 
it went on the market. They came straight to 
us, because they knew we would take it, which 
we did. We pretty much paid the asking price 
for it, because the numbers worked for us, so 
everyone was happy. We got a great property 
and the seller and the agent got a quick sale. 
Happy days. 

Case Study TWO PILLEY ROAD
The Property:

A 1960s three-bed semi, with a weird granny annex 
one-bed flat on top of the garage, which was
tenanted. We own the property over the road, so 
we knew the location was good. It was a nice family 
home but only had parking for one car and double 
yellow lines outside. 

Strategy:

To convert a three-bed semi into a six-bed HMO and 
keep the flat as a stand alone single-let.
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Having a letting agency means 
I can run things remotely and 
have time for adventures
All our properties are in Herefordshire, which 
is perhaps an unusual place for HMOs as 
we don’t have a university and we’ve only 
got around 40,000 inhabitants, but there are 
some huge employers here, which makes it 
good for rentals.

We’ve found the demand is high when 
you’re doing it well. Properties that are a 
lower standard can be hard to let and even 
investors who bought five years ago can 
struggle to let their rooms, due to the fact 
that standards have improved quite rapidly 
since then. 

“Stopping doing lettings 
myself was when 
things started to really 
accelerate for us” 

So far, we’ve had no problem letting, which 
not only comes down to the quality of the 
accommodation, but also our letting agency, 
who are great. We set them up in 2016 as 
there wasn’t anyone in our market doing 
what we needed, so we set up our own. 
I was originally doing it all myself but it is an 
extremely time consuming job, so having 
someone else solely focussing on it allows 
me to have more time to analyse new 
deals, look at floor plans, work on new 
configurations and meet new investors, 
which is where my time is best spent. 

The lettings are set up in such a way that 
I’m not really involved in it. We have a 
Monday morning meeting, looking at 
KPIs and the week ahead, but that’s it. 
They do the rest, and they’re great.

While I’m away I’ll check in maybe once a 
week (provided the internet works!), to keep 
tabs on things, but I shouldn’t need to do 
more than that. I’m not emotionally invested 
in any of our properties. It’s just business. So 
all I’m really interested in is, “What’s empty? 

What’s not empty? How fast are we letting? 
How many viewings have we got lined up?” 
All these kinds of questions, so we can work 
out if we’ve got a problem with the room or 
there’s an issue with the ad or the viewing 
or something like that? We have a weekly 
bonus system that reduces by the week if 
they take longer to let rooms, but they’re 
pretty proactive so we usually let rooms 
within one to two weeks. 

I’ve spent a long time putting operation 
manuals together, flow charts, checklists, 
training videos and setting up our CRM 
system. So in terms of ‘Do they need me?’ 
Not really, because it’s all been systemised 
and there’s a turn-key solution there for them 
if there’s a problem.

Trialling high rents paid off
Our room rates are quite punchy - £550 - 
£600 for an ensuite room, including bills. 
Non en-suites are around £500-£550. Our 
rooms are all good-sized doubles, but they’re 
not huge (about 9.5 – 10 square metres), 
but the standard of our properties is much 
higher than others in the area, so we ramped 
up our rents to see what would happen. 
We figured we could always bring them 
down if necessary. But so far people have 
been happy to pay the rents due to the 
perceived quality. 

Also they’re not just paying for the 
accommodation, but for the service of the 
letting agency and things being dealt with 
quickly. People are sometimes scared to 
up the rents, and they worry they’ll never let 
their rooms because they’re over-charging. 
But who knows until you’ve given it a go. 
We gave it a go and we let everything really 
quickly. So we’ve stuck with it ever since and 
it hasn’t proved to be a problem at all.

My goal is to get to a point 
where I don’t need investors 
any more
When I get back from the rally I’m going to 
move to London where there’s a source of 

funds we can utilise more efficiently. Then 
we’ll just carry on with what we’re doing. 
We’ve found a really good model that is 
working well for us at the moment, so I don’t 
see why we should change that. Right now 
I’m not tempted by any other strategies, 
instead I’m just going to rinse and repeat. 
We may look further afield, depending on 
the letability and saturation of the market 
in Hereford. We’ve got five offers going 
through this month and if we do too many 
more months like that, we’re going to have
a problem on our hands. It’s basic 
economics. So we may change area 
slightly, but we’ll see. 

Then I’ll find myself another adventure to go 
on. Any ideas? 

Top Tips
• Building a portfolio takes time, a lot 

of hard work, headaches and some 
restructuring before you get where 
you want to be. Just keep going 
with it and it will happen.

• Don’t be afraid to use investors’ 
money. But make sure you know 
what you’re doing. 

• Really look at the floor plans to see 
how you configure the space to get 
the most return on investment.

• Use commercial finance where  
possible.

• Be prepared for things to not work 
out as planned, for example on  
Pilley Road where we were   
significantly down valued on what 
we should have got but you have to 
just make a new plan and crack on. 

• My big game changer was getting 
a mentor to play devil’s advocate 
and make me think of things  
differently. Always choose carefully. 
Pick someone who is succeeding in 
the strategy you want to do. Get to 
know them first before committing 
to anything.

• Get someone efficient and   
organised to do the lettings. Then 
you can focus on the bigger picture. 

CONTACT
Email:  miles@appletonassets.co.uk 
Mob:  07772814468
Website:  www.appletonassets.co.uk 

Click here to 
listen to more 
from Miles

https://bit.ly/2NGgjA5


ne of the benefits of achieving 
success in property and 
generating an income is that it 
gives you some choices in life. 
Richard Little spends a significant

amount of his time in Spain with his wife. 
He also chooses to continue working 
whether in the UK or in Spain and in this 
interview he explains how some of these 
choices have come about.

YPN: Perhaps you could start by sharing 
your background?

Richard: I was a bit of an underachiever at 
school so I left and really wanted to do an 
apprenticeship as a joiner, partly because 
my father was involved in development and 
construction. However, this was 1974 and 
we were in a recession, so there were few 
opportunities and initially I made the
decision to join the Navy. Before that 
happened I got lots of ‘advice’ from anyone 
that had an opinion, and the Navy never 
materialised.

YPN: When you started in the family 
business what sort of work did you do?

Richard: My father worked in the building 
trade when he left school and he tried all 
sorts of other entrepreneurial businesses 
but eventually returned to construction and 
trained to be a bricklayer. Anyone working 
in the family business has to start by “push-
ing a wheelbarrow” so to speak. That’s how 
we blood people. That’s how my own son 
Brynley started. So, I was a bricklayer, 
labourer, hod carrier. Over time I became 
skilled at a number of trades, probably 
because I get bored easily. Although the 
saying “jack-of-all-trades but master 
of none” is seen as quite negative, in 
development that’s exactly what you need 
to be, ie know about lots of things without 
being brilliant at any of them. 

YPN: Give us a sense of how the family 
business was progressing?

Richard: Readers have to appreciate that in 
development, you’re not constantly 
developing. It’s very cyclical and you might 
develop like mad for three or four years 
and then take cover for a couple of years, 
depending on whether you sold at the right 
time or not. During the 1980s, the family 
business was largely going in the right 
direction. We haven’t built up a massive 
company because that’s not the way a lot 
of developers work, as lots of partnerships 
go on. The modern equivalent is a joint 
venture. 

Actually, lots of ‘unwritten’ partnerships 
do go on, where several people, eg family 
members, pool funds. Over the years, we’ve 
had limited partnerships, limited companies 
and sole traders. That’s just how it was 
for us. 

YPN: During 1989/1990 you suffered 
eye-watering losses. How did that 
come about?

Richard: The recession definitely played 
a role but in the late 1980s, I was getting 
itchy feet as I get bored quite easily. In 
addition, we were struggling to find land 
at the prices we were willing to pay and 
we have always been relatively cautious 
when acquiring. I decided to invest all the 
cash we had into a “mansion”, part of which 
would be our residence. It was a listed 
building and would have ended up being a 
big conversion project. It was a big property 
to start with, but we were going to build an 
east wing and a west wing and they were 
all going to be apartments. The plan was to 
amalgamate two or three apartments into 
one fairly palatial residence and sell or rent 
out the rest. 

We’d invested all of our money into this 
project and all of a sudden, the bottom fell 
out of the market and the banks called in 
the loans. In an attempt to cut our losses, 
we stripped the property and sold off as 
much as we could. Because I had a trade, 
I was still able to earn good money even 
though the hours were long. I also decided 
at that point to go to University to do a 
Building Surveyor degree – I worked full 
time and studied part time.

YPN: You now spend a significant part 
of the year living in Spain. How did that 
come about?

Richard: My wife and I always fancied 
spending more time abroad but never got 
around to taking the steps to make it 
happen. Then my wife became ill, which 
really focussed the mind. We could have 
waited until everything was in place, but we 
roughly worked out that we could afford it 
and the decision was made.

Everyone gets to a crossroads in life where 
decisions have to be made and the crucial 

ones are always about health. Our 
decision sounds like a simple one 

and actually, for us it was. 

Home and Away
Interview & words by Raj Beri

Why Developer Richard Little Spends 
Half the Year Abroad … and How He Does It

“My wife and I always 
fancied spending 
more time abroad but 
never got around to 
taking the steps to 
make it happen”

11
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YPN: Did you need to achieve some sort of 
financial goal or target before making the 
final decision? 

Richard: To be honest, due to the 
circumstances we faced, we made the 
final decision and looked at the details 
afterwards. We have analysed the cost of 
us living in Spain for half of the year and it 
works out to around £30,000 per year, which 
we can afford. We probably spend an equal 
amount running our home in the UK. I’m 
sure many people earn in excess of that but 
believe that they cannot do what we have 
done. So although we didn’t set a particular 
goal, we do run some of the costs through 
the company to make things more 
financially viable.

YPN: What challenges have you needed to 
overcome in living overseas?

Richard: Because we made a quick 
decision to spend time in Spain, the 
challenges appeared afterwards, and 
we’ve had to deal with them. The biggest 
challenge has been communication. 
Although you can do many things over 
the phone, via online conferencing or by 
using some excellent service providers, I 
think being in the room is very important. 
Being able to put an arm around someone’s 
shoulder or being able to visit someone is 

very important. Personally, I find it easier 
to get my point across if I am in the room, 
so face-to-face communication has been a 
challenge but something we are constantly 
improving.

As far as being in Spain is concerned, I 
could go every weekend, but I find the 
travelling tiring. I can work on the plane and 
I can work in the airport, so the travelling 
doesn’t bother me, but I don’t want to do it 
every few days. 

YPN: I think it fair to say that the effort 
you have put into developing your 
businesses over the years is allowing you 
to make some real choices.

Richard: Definitely. In actual fact I’m going 
to be spending less time in Spain next 
winter but that’s really my choice. It’s not 
that I can’t spend more time there, it’s 
because I like the buzz of being directly 
involved in the property business and
being in Spain too long doesn’t allow that. 
If I chose to, I could spend 50% of my time 
anywhere as long as I have an Internet 
connection for ongoing conference 
calls and we are located close to
an airport for the regular trips back. 
Do I want to spend more time 
abroad? Not really! In many ways, 
I’m fairly simple and we’re here 

because my wife likes it here. We have been 
to other places and I’ve pretty much always 
worked. We did go to Mexico many, many 
years ago; I didn’t do any work but it drove 
me nuts after about two days. It’s not a case 
of I can’t turn off, its more I don’t want to 
turn off!

YPN: Are there any particular deals that 
have allowed you to enjoy the Spain 
lifestyle?

Richard: It’s not any specific deal but the 
overall property businesses which fund my 
lifestyle. Earlier this year, we sold the units 
that we had so that’s provided profits. Over 
the last few years, our education business 
has also helped fund the lifestyle. 

We’re continually investing in projects 
because we know that some of them will 
come off, eg if we have ten land deals being 
negotiated and we get three or four of them, 
that’ll pay for everything for the next four or 
five years. At the moment, we possibly won’t 
draw any profit from development until the 
back end of 2019. 

Image © Bigstock.com/Nadezhda1906

“Personally, I find it easier to get my 
point across if I am in the room, so 
face-to-face communication has 
been a challenge but 
something we are 
constantly improving”
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YPN: Perhaps you could tell the readers 
what your businesses currently 
consist of?

Richard: I have been relatively ambitious but 
after the last recession I did start to think, 
“what’s the point if we’re just going to lose it?” 
To be honest, it’s been my son Brynley who 
has got me involved with property 
networking and meeting people who have a 
positive mindset and are action-takers. It’s 
made me feel young again and given me the 
hunger and energy to reach my full potential. 

We started the Property Developers 
Academy so that I can help people avoid 
making the same mistakes I’ve made. 
Brynley’s led our efforts on the Academy 
front, but four years on we are starting to 
appreciate that it’s really hard work to make 
events cost-effective, so things will change 
in the future. However, we’ve made some 
fantastic connections, which have led 
to partnerships and a number of 
developments. So even when I am away in 
Spain, I will continue helping clients via our 
development consultancy business using 
project conference calls. The consultancy 
aims are twofold: (a) helping people de-risk 
and (b) working on projects with clients. 

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

Richard: The business will evolve in a 
number of ways. We will be scaling down 
the education mainly because it’s 
frustrating and energy-sapping. We’ll be 
running a nine-month program focused on 
sourcing and will be telling people exactly 
what to do, so if you’re not prepared to be 
told, you don’t need to come on it!

We’ll focus our own business on land
sourcing, working principally with land 
owners to secure sites where we can 
provide locally affordable units, particularly 
family housing. Over the next five years, 
we want to produce 1,000 two- to four-
bedroom houses. This will be a 
combination of doing some projects by 

ourselves, some with partners, and in some 
cases, it will be providing suitable land to 
enable this to happen. 

For the first time ever, we’re going to be 
trading land, which might produce some 
shorter-term gains. We’ve got such a great 
network across the country so the aim is to 
get planning permission, monetise the 
planning uplift and sell the land to people 
that we know. There is plenty of money out 
there and plenty of people with the skills 
and enthusiasm, but many are finding it 
difficult to get land at viable prices and get 
these deals over the line. There are lots of 
potential ways of acquiring land but in my 
view, unless you go direct-to-vendor and 
you’re dealing with the right vendors, it’s very 
difficult to get viable deals. 

My expertise is direct-to-vendor acquisition. 
Although this can be done from anywhere, 
I feel it’s really important for me to be 
personally present in the first two-three 
meetings with the vendors. We’ve done a 
couple now where I’ve only been once and 
then as long as a member of the team is 
there, I can join them for virtual meetings. 
I believe I bring credibility to the room 
because I’m experienced and I’m old, and
a lot of vendors we deal with are old, so 
automatically you have a connection.

YPN: If you could offer one piece of 
advice to someone thinking of starting out 
in land acquisition/new build, what would 
that be?

Richard: I’ll focus on new-build and my 
advice would be “don’t start too small”. 
You really need to be looking at 15 to 20 
units. There’s much more availability of 
viable schemes and there’s less competition. 
If you have no property or business 
experience, it’s going to be tough however 
you do it. If you are looking at different sized 
schemes, you may well have to work with 
somebody else or bring a partner on board. 

YPN: What has inspired you along 
the way?

Richard: Generally, people have inspired me 
rather than books. I do listen to podcasts 
but I find that by working with people I learn 
so much about myself and about business. 
It’s not just talking to people who have been 
in the industry for 20-30 years, as I know 
some who have been in businesses for 
six-twelve months and are actually fantastic 
people to work with. I am forever learning 
from people. 

Case Study 
Hinton St George
This project in South Somerset will 
be a development of 10 dwellings – 
six x three-bed terrace and four 
x four-bed detached. The build will 
commence in September 2018.

GDV £4.6m

Build cost £2.065m

Prelims/overhead/ 
contractor profit £300,000

Professional fees £165,000

CIL £30,800

Sales fees (three 
units being held) £47,000

After land cost/value and finance 
costs the profit will be in the region 
of £1m.

This project is with a development 
partner, Strawberry Property, and will 
be their first multi-unit build project.

CONTACT
Facebook Richard Little
https://www.facebook.com/richard.little.77736

“The business will 
evolve in a number 
of ways. We will be 
scaling down the 
education mainly 
because it’s 
frustrating and 
energy-sapping”

Click here to 
listen to more 
from Richard 

https://bit.ly/2zpFxiY
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The north pole of inaccessibility can be 
found in between Russia, Greenland and 
Canada. They used circles to work it out 
by finding the centre of where they think 
it is, and then kept adding circles until it 
touched three points of land. 

Curtis came across Ice Warrior when he 
was working as a part-time fireman. He 
overheard Jim McNeill, also a part-time 
fireman, talking about the Ice Warrior 
challenge in a café. By the end of the 
conversation, he wanted to be involved, 

introduced himself and the rest, as they 
say, is history. 

There is a gruelling selection process to 
getting in. But he was like a dog chasing a 
ball – he was determined. Four years later, 
he is still obsessed, still chasing the ball and 
still going forward. 

In total, the expedition will take 80 days, 
covering 800 miles. It is split into four legs. 
The first is probably the most dangerous 
and most inhospitable, as it’s where the ice 

breaks and meets the land and where polar 
bears lurk. This will be the coldest part of the 
trip. The second goes through the Magnetic 
North Pole, where all the compasses point 
north; the third goes as far as possible 
before the fourth team takes over to reach 
the pole of inaccessibility. 

At the moment, Curtis will only be joining 
one leg of the journey, however if funding 
is available, he would do all of it. Teams 
are allocated to legs nearer to the time, but 
he hopes to be a part of the first leg. It will 
take 20 days plus a few days on either side 
to prepare. The temperatures will fluctuate 
between 0 and -50 centigrade. He explained: 
“Even though it is really, really cold, we’ve got 
the best gear, the best techniques and the 
best help there is to get through it.” 

The expedition will take place in February 
2019. It’s important to go when it’s cold to 
give them the best results on the ice. But 
after 80 days, the ice will be beginning to 
melt so the team on the final leg could 
potentially be swimming in frozen waters. 

Training is a huge part of the challenge. 
Curtis has been training extensively for the 
past four years to prepare for the expedition 
in the Ice Warrior headquarters in Dartmoor 
and their base camp in the Arctic. 

here is only one endeavour left in polar exploration, one significant place on Earth 
that mankind has left to reach – the northern pole of inaccessibility. It’s classed as 
the centre of the Arctic Ocean and is the furthest point from land.

What has that got to do with property investing?

Well, Curtis Knapton is a property investor, and along with the other Ice Warriors, he will 
be taking part in an expedition to the pole of inaccessibility to undertake crucial scientific 
research. They will be testing the depth and temperatures of the sea, along with studying 
the ice and how it is formed and moves. The data will be delivered to their team of scientists – 
some of whom work for NASA – to measure the results, and to gain more understanding 
of why the ice cap is depleting so fast. 

It’s not only a scientific endeavour, but a world-first.

Let’s look at what he’s getting involved in with Ice Warrior before we find out how he has been 
able to achieve this level of time out by investing in property. 

ON ICE 
How property has enabled a world-first expedition 

Interview & words by Angharad Owen

Icon interview with David Attenborough
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There, he learnt all core skills – tents, camp craft, 
first aid, fire arms, knots, pulleys, and so on – 
before he travelled to Svalbard where he learned to 
adapt to a much colder climate. This basic training 
was followed by advanced training, where they 
went on mini expeditions in bear country and
practised water submersion, over the course of 
a week. 

Within the expedition team, there are no specific 
roles. Everyone must be able to do each other’s 
role. For instance, if anything happens to the 
medic, someone else needs to be able to take 
over. Everyone is medically trained to a high 
standard, along with high level training on 
firearms, camp crafts and all the other skills 
necessary to survive in the Arctic. 

While his property business has successfully 
allowed him to take part in the expedition, he has 
not had to put his hand in his pocket to pay for it. 
The expedition is funded solely on sponsorship. 

He is actively seeking sponsors all the time. He 
said proudly: “It’s great to be involved for the kudos 
of being in on a world-first.” There will be a TV crew 
following the adventure for a documentary on the 
BBC, ITV, CNN, etc, and having a company’s logo 
on his equipment or clothing is great for brand 
awareness. 

Ranulph Fiennes and Alexandra Shackleton, 
granddaughter of polar explorer Sir Ernest 
Shackleton, are patrons of the expedition. 
Jim McNeill is a world-famous explorer and has 34 
years’ experience. He started Ice Warrior in 2001. 

Jim McNeill on the ice

Patron Ranulph Fiennes
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Investing in property has given Curtis the 
freedom to take part in this once-in-a-
lifetime opportunity. Since leaving school, 
Curtis has worked in the property industry, 
renovating, extending and building houses. 

But which came first, the property 
business or the expedition? “It happened 
simultaneously,” he explained. “I got into the 
expedition just before I got into training for 
property.” On top of his existing 15 years’ 
experience, Curtis endeavoured to learn as 
much as possible about investing before he 
dived in. 

It all started four years ago, when Curtis’s 
wife fell ill. He required a lot of time off work. 
Being self-employed, not working meant no 
income. It was at this point Curtis realised 
that he was not infallible. Things do happen 
unexpectedly. He needed to find something 
that could sustain him financially if anything 
happened again, but it also sparked 
something in him to do a lot more.  

He jumped straight into property investment 
with an HMO. “It suited my personality more,” 
he confesses, “because I come from a world 
of making small houses bigger.” According 
to Curtis, working on a large house is no 
different to working on a small porch. 
It doesn’t look like a lot of work, but there 
are just as many components in 
there as a large extension. 

His property business has been 
structured so Curtis has as 
little input as possible. 
He has a business partner, 
Chris Hopkins (pictured 
right), whose strengths are in 
numbers, analytics and 
spreadsheets. Curtis needs to 
be able to take time away from the 
business, as he is expected to travel to 
Devon and Svalbard regularly as part of his 
training. 

He has systems in place to keep his day-to-
day input to a minimum. For instance, he 
has people to clean, check in and check out 
tenants, along with tradesmen to maintain 
the properties, all at the touch of a button. 

When most people take time out from their 
business to go on holiday, they are still 

able to check up on it by popping into a 
coffee shop with WiFi. But there is little 
chance of being able to wander into a 
McDonalds to use the free WiFi when 
heading towards a never-before-accessed 
part of the world. 

Curtis and his team are hoping to work 
with a telecoms provider to sponsor 

the expedition. All being well, it 
will open doors to live 

broadcasting … perhaps even 
the first-ever property viewing 
from the north pole?  There 
will be access to satellite 
phones and although it will 

be costly, it will be possible to 
check in with the business. 

Communications will be readily 
available at base camps, so even though 

they’re heading to explore where mankind 
has never been before, technology will allow 
them to have contact back home. 

And it’s not just in his personal life where 
Curtis is pushing himself – he’s looking to 
expand his business to develop 44 
apartments with commercial units 
underneath. “I’m always trying to find my 
limits, both physically and mentally. And I 
suppose with property it’s exactly the same.” 
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CONTACT
Curtis Knapton
Curtis Walks on Thin Ice 
Last World First 

@curtis_knapton  

www.ice-warrior.com 
www.lastpole.co.uk  
www.lakesidepropertygroup.com 

CASE STUDY 

Manning road 
Felixstowe, Suffolk
Type of property: HMO

Purchase price / Acquisition 
cost (specify acquisition 
method, eg , purchase, 
LO, R2R, etc): £232,000 

Open market value: £265,000

Purchase/Acquisition costs,
inc legals, etc: £12,000

Funding method(s) (eg, cash JV, cash,  
purchase, mortgage, JV, etc): mortgage

Deposit paid: £46,400

Amount of funding: £186,600

Borrowing rate(s): 4.14%

Monthly mortgage/
funding payment: £675

Total money in: £135,000

Personal money in: £30,000

COST OF WORKS
Duration of project: 36 days 

Planning costs: £1500

Planning duration: 5 months 

Total costs: £71,000

VALUATION & INCOME
Re-mortgage amount: £402,000

Rate: 4.7%

Money back out: £300,050

Money left in: £1,500

Monthly income 
(per unit if more than one): £540

If HMO, bills inc? Yes

Monthly mortgage payment: £970

Monthly costs: £1,030

Net monthly cash flow: £2,200

% Return on money left in: 146%

His properties are funded by investors. 
He has started working with high net 
worth individuals recently, and projects 
are funded based on the GDV. But up until 
now, he has been working with investors 
who can help with 8 – 12-bed HMOs and 
single building plots. Sometimes, 100% of 
the refurb is funded, while other investors 
assist with the purchasing of the property, 
or contribute a small amount to help with 
deposits. 

The skills he has learned 
through Ice Warrior has 
helped him in his 
property business too. 
He has learned the value 
of leadership and being 
humble. He strives to 
make everyone else better, 
and that comes across 
when orchestrating a build team. He can 
quite comfortably have multiple trades 
working coherently in the same house 
without them being on top of each other. 

Emergency life skills such as first aid have 
helped his confidence. He is prepared and 
trained on what to do if someone on his 
team is injured. He’s also learned that you 
can’t bite off more than you can chew. 
“If you spoke to me five years ago, I had 
quite a bit of experience in building,” he 
admits, “but I never would have taken on a 
huge 44-unit development because the 
confidence just wasn’t there.” It’s helped 
him expand and flourish at a much faster

rate than he would have done if he wasn’t 
part of the expedition process. 

But with a demanding property business, a 
very demanding training schedule, 
expedition preparation and a family, 
how does he fit it all in? 

His day begins with a few hours’ training. 
His daughters are home-schooled, so 
he spends plenty of time with them 
working on courses and classes, along 

with time for meetings 
and business activities. 
He doesn’t stop until the 
evening. “I fit it all in. 
I don’t know how, but I 
make time for everything.” 
He told us. “I wouldn’t 
have it any other way.” 

So what’s next for Curtis? 

Ice Warrior doesn’t end when they get 
back. As soon as the expedition is over, 
they will begin a tour speaking to schools, 
colleges and universities, as the 
expedition covers five key areas of the 
national curriculum. 

There are plans for Ice Warrior to evolve 
into Desert Warrior, Jungle Warrior, etc. 
It has to be an endeavour where there’s a 
scientific or historic reason.

If you want to find out more about the 
expedition, what Curtis is up to or are 
interested in sponsoring him, you can 
find out more below.

“I’ve got big plans 
like this up until 

I’m 90 years old. I 
don’t plan on going 

anywhere yet.” 

Curtis will also 
be speaking at 
a number of 
investor meet-
ings up and down 
the country. Get in 
touch to find out 
where he'll be next.

Click here to 
listen to more 
from Curtis

https://bit.ly/2ukNrEJ
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lex Szepietowski, 28, started 
his property empire, with no 
capital or experience, while still 
at university. He has worked hard 
for a number of years growing 

the business, expanded into mentoring 
and teaching others, and he has found 
international success through his TEDx 
talk which has been watched by millions 
of people. The income from his property 
business is allowing him to take time off 
and concentrate on what he enjoys most: 
jet-setting across the world, and 
mentoring others.  

FROM THEN TO NOW
As a teenager, I was a cricket coach for 
younger children. Through that, I met many 
parents who kindly hooked me up with 
various internships in banking, law, PR, 
sales, IT and so on. There were elements I 
enjoyed in every job, but nothing stood out 
as something that lit me up. 

At the end of my summer internship with 
Proctor & Gamble they asked if I could see 
myself doing this for the next 50 years … 
the short answer was no. 

I went home and immediately Googled how 
I could become my own boss and came 
across Rich Dad Poor Dad. It snowballed 
from there. I invested in my property 
education and purchased my first property 
whilst still at university. I accumulated 20 
properties in two years, and won several 
national awards including the Institute of 
Directors’ (IOD) ‘Director of The Year’, and 
Progressive Property’s VIP Investor of 
The Year award. 

I had many, many limiting beliefs and 
insecurities, but I had to learn to park them 
to one side. I didn’t start out with any cash, 
so I learned to raise finance, pay it back, do 
deals and structure them so it was a win-win 
for everyone. As a result, my business grew 
very quickly. 

Growing up, there were a lot of financial 
challenges. I remember not being able to 
afford to have the heating on at home or 
even have a car for a number of years. I 
initially got into property for security and 
freedom. The lack of those two things were 
my motivators. But I’ve realised that while a 
negative can be a useful motivation, it also 
has its challenges as it’s never satisfied.
It’s much better to focus on positive 
motivations.

I now value fun, freedom and making a 
difference to others. Of course, security and 
profit flows from there. But I’ve shifted my 
focus from avoiding what I don’t want, to 
moving towards what I do want, which I find 
is a lot more powerful and enjoyable.

I didn’t come from a business background, 
and being quite young I obviously didn’t have 
any experience. Over the next few years, I 
sorted out systems, admin and operations 
so I could free up some time and enjoy the 
income. I now spend my time doing what 
I love – teaching other people to become 
financially free and travelling around the 
world.

STARTING TO FREE UP TIME
At one point, I was literally doing 
everything. I was finding properties, 
raising finance, going to different 
merchants to check the price of 
plasterboards, doing tenant viewings, 
chasing rent payments, bookkeeping … 
everything. It’s possible to get results 
that way, but I’ve learned to better 
leverage my time and systemise. Now, 
the same jobs either take less time or I 
work with other people to help me. 
The first thing I wanted to outsource 
was lettings. It just didn’t work doing 
everything myself. I tested many 
letting agents before I found 
someone I was happy with, to 
manage my properties. As soon 
as that side of the business had 

been taken off my 
plate, I suddenly had 
all this headspace free 
for other things and 
started enjoying what I 
do much more. 

Through trial and error, I’ve learned what I 
want an agent to do. I’ve learned what to 
look for, what questions to ask and how to 
manage them effectively to make sure the 
profits are higher. 

While a good agent makes all the 
difference, it’s important to never abdicate 
responsibility. Read the rental reports, ask 
questions and make sure they are on top of 
everything – particularly the gas, electric, 
fire, legionella and any other certifications. 
These remain your responsibility even if you 
have a managing agent.

Some find it psychologically difficult to hand 
across a part of the business to someone 
else, but for me this was a no-brainer as I 
didn’t like it, and therefore it wasn’t getting 
done very well. It wasn’t in my flow and 
anyway, I’d much rather be doing deals.
 

Travelling or 
Property?

Interview & words by Angharad Owen
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WORK/LIFE BALANCE
When I’m clear on my goals and my reason why 
I’m doing what I’m doing, I find prioritisation and 
time management easy. When I’m not, and I lose 
clarity on what’s most important, I don’t work 
effectively – which I try to make up for by 
working extra hard but which is not always the 
most productive.. Looking back at my first 
couple of years, I sacrificed a lot. I didn’t see 
friends, I didn’t play sports, it was just all 
about work. 

When that clarity is not there and you hit a 
tough patch, it can easily feel like you’re wading 
through treacle. You may 
feel like there’s nothing else 
in your life apart from work 
and you wonder why you’re 
doing this. You start
thinking: “I could be doing 
less work in a job, with 
more pay and less stress.” 

Make sure you do the 
basics: goals, milestones, 
vision boards, your reason 
‘why’ etc. We’ve heard it a 
million times and we sometimes tell ourselves 
we’re too busy to do them, but they are so 
important to keeping ourselves motivated. 

Instead of putting my business first and having 
my business results define how I feel about 
myself, my number one priority is to enjoy life 
and look after myself. It’s important to 
remember that a business is purely a vehicle to 
achieve your dreams. Interestingly, thinking like 
this has made my business results better.
I have a morning routine to start every day, and 
I highly recommend the book Miracle Morning 
by Hal Elrod

I have more perspective and balance now that 
I separate myself from my business instead of 
just being consumed by it. 

As entrepreneurs, we are driven, ambitious, and 
motivated. We want to better our lives and our 
future. However, the flip side is that we are often 
tougher on ourselves than any boss. We beat 
ourselves up, compare ourselves to others and 
always think that we should be doing better.

Achieving anything takes hard work, but I don’t 
subscribe to the idea that you have to constantly 
hustle and grind to get anywhere in business. 
That doesn’t mean playing small though. 
Firstly, because if you really connect to why 
you’re doing this, it won’t feel like a grind. 

Secondly, you might find your goals are closer 
than you realise when you take out all the things 
you think you should be doing. Look at it this 
way – if you want enough income to quit your 
job, spend more time with your family, travel the 
world and have financial freedom, that might 
mean aiming for a cash flow of £5k or £10k 
pcm. The thing is, it’s easy to get distracted by 
other people, especially on social media, who 

want to be billionaires or increase their business 
tenfold. You get tempted because you COULD 
do it – but that doesn’t mean you really want or 
need to. Your dreams and goals are unique 
to you.

TRAVEL & WORK 
Speaking of mindset shifts, I had one after my 
mentoring client Miles Pattison-Appleton – 
featured on page 6 – achieved his financial goal 
and went travelling. When he could fit me into 
his party schedule, we would have regular 
mentoring calls. He said to me: ““Alex, you keep 
telling me to live my dream life, and you’ve helped 

me do it, but what about 
yours?” So I dusted off my 
rucksack and booked a 
one-way ticket to Bali. 

But I’m not planning on 
stopping work while I’m out 

there. I have online and offline 
property courses. I’ll be flying 

back to the UK every three months to 
run my course and I’ll use that time to 
check in with my mentoring clients and 
properties.  

My business is set up in a way that I don’t 
actually need to be in the UK to run it. I intend 
to travel for as long as I want, in three-month 
chunks. The last time I went travelling, I was 
away for 15 months, so I’m excited to find 
out how long it takes me to scratch my itch 
this time.  

My properties are already up and running, and 
my lettings agents send me monthly rental 
reports. I let them know my maintenance 
budget, and they don’t need to bother me unless 
something big happens. If I have any questions 
for them, it’s relatively easy to get hold of them 
over the phone, Whatsapp or email. 

ADVICE & COACHING 
Sometimes people can make property 
investment look and sound easy. Like becoming 
a millionaire by clicking your fingers. Let’s be 
straight: that doesn’t happen. 

I tell those I teach it’s not going to be easy, but it 
is simple. There’s a big distinction. However, do-
ing this, this and this will bring results. Even an 
18-year-old straight out of school can do it. 
I was 22 and still at university with no property 
or business experience.

Absolutely anyone can invest in property; 
background, education or location doesn’t 
matter. ALL the finance anyone needs can be 
found through the people already in your life 
– even if you don’t believe it. As soon as your 
mindset shifts, your results do too. You can find 
investors from your friends, acquaintances at 
football club, family, parents of school friends …
I could go on. It’s easier than meeting 
someone new. 

Arriving in Bali

Bali breakfast bowl

Making my visionboard come true!

Having lunch

View from my balcony
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Although meeting new people is great too. 
Networking events are a great way to meet 
local contacts, along with gaining some 
property education. It’s also possible to gain 
some education through reading or listening 
to books. 

But at the end of the day, it’s about doing the 
right things consistently. Being connected to 
the reason why you want to do it. Having your 
goals broken into manageable milestones 
and having a mentor to guide and support 
you will make it so much easier. Keep 
focused and don’t keep switching strategies 
every five minutes. You’ll only get out what 
you put in. Doing simple things will end in 
results. It really isn’t rocket science. 

In my mentoring community, everyone is 
learning from each other. Not just in 
property and business, but also with 
motivation and inspiration and life. We’ve 
created an awesome space where everyone 
has different strengths to help each other. 
Some come from a building background, 
others can raise finance easily, and so on.

I check in with them regularly with physical 
meetups as well as on Skype and WhatsApp, 
and we share challenges, wins, plans, and 
review the previous week. They send me any 
questions, deals, floor plans they may have to 
look over, and they then have the confidence 
to move forward. 

Many people are very talented and capable, 
but they don’t always pull the trigger to do 
something due to their doubts or fears. 

It’s my job to bring out the best in them 
and ensure they can fulfil what they are 
capable of.

I am proud of the results they have produced, 
whether its quitting a job, retiring, spending 
more time with their children, becoming 
financially free, or even clearing off to 
Thailand on a jolly like Miles.

Financial freedom requires hard work and 
sacrifices, especially if you’re in a full-time 
job or you don’t have any capital to start with. 
It may involve getting up earlier, working 
evenings, weekends and perhaps even using 
some holiday time to build the business. 
But it’ll mean you can live a life that most 
people aren’t able to. Although it’s a cliché,
it’s important to enjoy the journey as well. 

Looking back and knowing what I do now, 
I would have been smarter with the way
I worked. It’s one of the reasons I love 
mentoring because I have the opportunity 
to help someone achieve their goals quicker 
than I did. I use what I’ve learned from my 
mentors, pin meetings, YPN, books and 
experience to help others. 

It’s very rewarding being a part of someone’s 
life when they’re achieving their goals and 
seeing everything that becomes available to 
them as a result. 

FINDING A MENTOR AND 
BEING A MENTOR 

When I had just started out, I thought that 
because I had learned how to buy a house 
and raise finance, I knew it all, so I stopped 
getting mentoring. My theory was that I’d 
save money and only have help when I was 
ready to get to the next level. 

But it doesn’t work like that. Having someone 
there to help you – even if you are good at 
it –  who has been there before saves time, 
stress and money. Plus, it enables you to 
achieve so much more. You don’t know what 
you don’t know.   

Finding a mentor 

There are a few important things to consider 
when finding the right mentor. First, check 
testimonials, and there needs to be more 
than one. A mentor is only as good as the 
results they help their clients produce. Reach 
out to their past mentees, ask them about 
their experience, what they liked about it, 
what didn’t they like, and so on. Don’t be 
afraid to do due diligence. It’s one of the only 
things that can’t be fluffed up in a marketing 
campaign.

“Financial freedom 
requires hard work 
and sacrifices, 
especially if you’re 
in a full-time job”

3-bed house 
extended to make 
a 6-bed HMO 
Purchase   £153,000
Refurb   £70,000
Revaluation   £290,000
Uplift   £67,000

£25,000 left in the deal

JV partner put in all the funds. JV 
partner and I each make £550pcm 
net income after all costs and 
allowances. 



22

4-bed house 
reconfigured to 
make a 6-bed HMO
Purchase:  £216,000
Refurb:  £50,000
Revaluation:  £315,000
Uplift:  £49,000

£1200pcm net profit after all 
costs and allowances.

It may not be important for everyone, but I need a mentor who cares about 
me and what I do. I want to have the confidence that they’ll be there for me if 
and when things get tough. Do they really have my back, or I am just a 
pay cheque? 

Being a mentor

I took on my first client in January 2014. She bought three houses in six 
months from a standing start. It has grown organically since then because 
my clients get great results and tell their friends about it. I don’t have the best 
marketing in the world but I’ve had a lot of people come to me because the 
word-of-mouth testimonials have been good.   

A lot of people got in touch with me after I did my TEDx talk; I guess they felt 
like they could relate to me. I’m not a shiny-salesman type , I’m a pretty chilled 
and normal guy. I realised that the corporate life wasn’t quite what I thought 
it was cracked up to be, so learnt some stuff, achieved some cool results and 
made a load of mistakes in the process. And now I love to share that with 
people from all ends of the spectrum so they can learn from my journey and 
then spend more time doing things 
that they love. 

WHAT’S NEXT
I recently flipped some houses and 
am about to exchange on the sale of 
a 10-apartment commercial to 
residential development. I’m pleased 
that because of my connections, the 
company that bought the apartments 
are buying them for 20-25% over 
market value. As a result of these 
sales, I will have some capital that I’m 
planning to lend to investors while I 
decide how I want to move forward. 

I will always keep buying houses and 
growing the portfolio but for the next 
chapter I want to focus more on what 
I love: training, mentoring, teaching 
and travelling. 

Getting wet

Balinese Dancing

Lunch looking over a rice padi
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Property investing is seen by many as a path to 
wealth and riches. What might be less obvious is 
that wealth and riches don’t have to be measured 
in pounds and pence. Indeed, these days many 
people consider quality of life, freedom and 
choices to be more important than financial 
wealth – and having this level of independence 
is better for your health too, than being a 
wage slave.

However, it’s paying attention to the pounds and pence that will get you 
to this level of freedom. Investing in property is all about gaining the 
financial means to bring choices and flexibility into your life, although 
the actual amount that you need will vary from person to person. 

The YPN team fully subscribe to the concept of time out. At one time 
or another, we’ve all done it, for all sorts of reasons – sabbatical, 
maternity leave, child and parent care and health among 
them. For us, the people in this feature and lots of 
other successful investors, it’s all about 
committing to living life on your own terms.

COMMON INVESTING MISTAKES 
People are trying to do too many strategies. Back when I started, 
When I was asked what my strategy was, I retorted with ‘anything 
that makes money’, thinking it was a great answer. It’s not. You 
need to make sure that your strategy is the best one to achieve 
your goals. If it is, focus on it until you smash them.  

Some think that it’s the location that makes someone successful, 
and so many people overthink it. Whenever I’m working with 
someone we always look at the investment area close to them to 
start with. There are always pros and cons. If you live in Surrey but 
invest in Hull, then there’s time and energy to consider. The return 
will be higher up north, but there will be a mental and physical cost 
to that. 

I’ve grown a lot as a person, and you have to when growing a 
business. By not reading/listening to personal development books, 
and surrounding yourself in a positive environment, it makes the 
journey a lot more difficult. 

I never want to stop growing, and doing the weird and wonderful 
challenges me. For example, I don’t like heights so I really want to 
jump out of a plane. I have a list of things I’d like to achieve while 
I’m travelling – go trekking in the jungle, go on a silent meditation 
retreat, and learn to surf to name just a few.

CONTACT
alex@alexandercjames.com 

Alex Szepietowski 

www.alexszepietowski.com

This article is this month’s Your Property Podcast 
interview. To find it, simply search Your Property 
Podcast in your podcast app or on Soundcloud. 

I know it’s far from easy, but building your business can be 
simple. I’m happy to chat to anyone about coming on my property 
courses or one-on-one mentoring. 
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Case Study 1 
Just off Cable Street, 
London, E1
Our first ever property investment. 
A 35 sq m one-bedroom third floor 
flat. We refurbished the entire flat 
but pulled out the bathroom, put 
in an external window to create 
the second bedroom and made 
a ‘jack & jill’ en-suite in the main 
bedroom.

The numbers
Purchase price
£22,000

Refurbishment
£10,000

Sold price
£58,000

Photo 1: 
Floorplan 
One-bed flat

n a departure from Mark’s usual focus 
on structural issues, in line with this 
month’s theme of taking time out, he 
shares his experience of when life has 

intervened and forced him to step back for 
a while. Life has a tendency to throw curve 
balls and property can provide a very good 
cash flow safety net.

We’ve been involved in property investing 
since 1991. Our focus for many years 
was initially our careers and a variety of 
businesses, some of which we even made 
a little money in. However, year after year 
we accidentally did well in property. There 
was no grand design or plan, we simply 
took advantage of whatever property 
came along that we thought we 
could make work for us. 

 

Our first few years were spent doing flips, 
then we built a BRR portfolio of BTL 
properties and latterly we’ve moved onto 
commercial conversions, blocks of flats 
and larger projects. We never realised 
how important in future these decisions 
would be.

Safety Net: “a safeguard 
against possible hardship 

or adversity”

A Property 
Safety Net!

By Mark Doyle

Mark’s 5 tips for building 
a property business, 
with pain and health 
challenges!
• Know your own pain really well,  

and what works for you

• Be honest with yourself, find out  
what is bad for you and don’t do it 

• Get off prescription-based  
painkillers (they’re addictive),  
look at other forms of treatment  
and pain management

• Always stay busy and active

• Never take excuses from yourself

A great education, a great 
job, but no security …!
Thanks to our parents, both of us had a 
great education: Claire at Leeds University and 
though living in Hamburg, I studied at 
Liverpool University and Imperial College, 
London. For a while, we were based in 
London with demanding careers. I had a 
diverse background working on the oil rigs
in Africa, the Middle East and the North Sea. 
I served in the Royal Engineers and then as a 
consulting engineer on major projects in the 
UK from the residential development of 250 
contaminated British Gas sites to designing 
Crossrail, and even expert witness work in 
Parliament for the Jubilee Line. Claire 
became a marketing specialist with a UK 
manufacturing company with links to 
Germany, then was responsible for a major 
part of BT’s retail marketing programme in 
central London. But alongside all this, we 
also set up several businesses, always 
wanting to do something more for ourselves.

However, I had been hurt playing in a charity 
rugby match and ended up in traction at St 
Stephen’s Hospital in Fulham. Several years 
later, a head-on car crash in Staffordshire 
left me in the Radcliffe Infirmary in Oxford 
with spinal compression damage from C2
to T1. A C5/C6 cervical fusion operation 
followed, which at the time involved breaking 
my hip and taking a piece of bone out to 
insert into my spine to fuse the joints. During 
these early years, I was in a lot of pain, on 
medication and couldn’t go to work. Although 
I was a Chartered Engineer and senior in the 
practice, my firm found a clause in the 
contract which allowed them to walk away 
from any responsibility, so we were on our 
own. But we had a few assets, some minor 
business income and as we kept on doing 
property (see Case Study #1), we made 
some money.
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Case Study 2 
Lancashire
An end-terraced double-fronted 
hairdresser’s shop with an office 
above. This property was in very 
poor condition and was the only 
shop (in a residential area) on the 
wrong side of a road.

Planning permission was 
obtained and the property was 
converted to a large downstairs 
one-bed flat, an upstairs two-bed
flat and an advertising hoarding 
on the gable wall.

Is motivation a pull or 
push thing for you? 
Do you know why you 
“do property”?
Early on, our motivation in buying property 
was about making some extra income and 
the fun or challenge in finding how to add 
value to a house or building. After my injury, 
we were pushed by our circumstances and 
we had to find a way of being quickly self-
supporting and not reliant on a job income, 
and property was one of those 
solutions for us. We’re not saying that 
property isn’t hard work - it requires a lot of 
work, drive, enthusiasm and passion but 
that’s the same for anything that you want 
to succeed at in life.

We learned by doing, having a go and simply 
making mistakes, even getting going during 
the early 1990’s recession! Occasionally we 
would stumble over a book by an American 
or even a bloke from New Zealand about 
something called ‘options’ or ‘creative 
finance’ and we thought they were bonkers. 

We saw lots of ‘get rich quick’ wacky ideas 
like ‘Inside Track’, or risky 100%+ lending. 
Perhaps we were naive but we’d like to 
think that in our experience in property, 
“if something looks too good to be true …
it is!”

We had to be careful with our investment 
pot, but once we had around ten BTLs we 
managed to get by. We started to learn about 
other investment models and the more we 
were on the lookout for information, we 
started to hear about a few other people in 
the UK starting to run professional trainings 
in London (ie Dr Ro), the Midlands (ie Simon 
Zutshi) and somewhere out east (ie Mark 
Homer & Rob Moore). We made the effort to 
attend various meetings and events.

The early 1990s & 2007-
2009 recessions
There are certain things that stand out 
property-wise from the recessions that 
we’ve been through, and these include:

• Demand for BTL units increased 
as the number of people renting 
increased

• Voids decreased as fewer tenants 
changed properties

•	 Demand	from	benefit	tenants		
increased

• Lots of good value property-buying 
opportunities

• Tradesmen available and keen  
to work

• Higher cost properties in the  
South typically dropped in value by 
around 30% (but bounced back)

• Lower cost areas (Midlands,  
North, Wales, Scotland and Northern 
Ireland) typically dropped in value  
by 10%-15% (but bounced back)

•	 Cash	flow	increased

Ultimately property 
has a ‘limited’ 
defined value.

So “if something seems 
too good to be true then 

it usually is”!

The numbers
Purchase price (cash)  £47,000
Refurbishment  £30,000 
Legals  £1,000
Rent pcm  £950
Mortgage payment pcm  £414
Re-mortgage  £100,000 
GDV  £165,000

Downstairs lounge

Alter ego hairdresser’s shop conversion

Downstairs kitchen

Know your strengths
We have always tried to focus on our strengths in 
buying property so, whether we buy at auction, on 
the high street or go direct-to-vendor, we usually buy 
‘problem’ properties to which we can add value. These 
properties always needed work so we thought we 
might as well work on a couple of units at the same 
time. We aimed for higher cash-flowing multi-unit 
properties to retain (see Case Studies #2 and #3).

Every house or building project brings its own set of 
challenges, whether they’re planning issues, damp 
or structural defects. With Mark’s background as 
a chartered engineer, we were able to turn his 
experience into a plus for us so that we could buy 
buildings that some investors may not consider.

Nursing home fees
In 2007 a close family member was sectioned by 
a psychologist and placed in an EMI unit in a 
nursing home. The monthly fees were invoiced at 
£860/week but this rapidly increased to over £1,000/
week. Four years later when the member of our family 
sadly died, we had spent over £200,000 of our savings 
and investments. Life is very good at teaching lessons 
on how not to be complacent and take things for 
granted, but without our property business we would 
not have been able to provide the care we really 
wanted to.
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CONTACT
Mark is happy to mentor or chat with anyone that 
may need some assistance and can be contacted at: 
mark@cheshlancs.co.uk or via www.cheshlancs.co.uk

Mark and his wife Claire have well over 
20 years’ experience in BTLs, HMOs, 
developments and conversions. Today, 
Claire runs their business while Mark's 
chartered engineering background allows them 
to work on properties in poor condition.

Case Study 3 
CHESHIRE
We bought this former greengrocer’s 
shop (Class A1) at auction. After 
structural works, including the re-creation 
of the ground floor bay window with 
new stone lintels/cills and the addition 
of services, we converted this into two 
flats, a four-bed and a two-bed.

Case Study 4 GREATER MANCHESTER
At one stage we owned a hotel and restaurant (883m2/9,500ft2), with x120 
covers, ten en-suite rooms and as many as 52 staff on the books. As the 
building was an old church, we were keen to work with the authorities to 
sympathetically develop the building. Planning permission was sought and 
granted for conversion to 17 flats, with mezzanine floors.

Front view of greengrocer’s shop 

Our focus has changed over time. We’ve bought, 
refurbished, kept or sold properties through two 
periods of recession and have adapted our strategies 
to fit the market economy. We now have a mixed 
portfolio of single-let houses and flats, HMOs, and 
we work on larger projects with the primary aim to 
refinance and retain within our portfolio. However, 
we also develop to sell on (see Case Study #4) and 
consider ourselves to be ‘property generalists’. 

Property is an asset
Developing our property portfolio over the past 27 
years has been fun, challenging, rewarding, 
frustrating, annoying and uplifting in equal measures. 
It has made us be creative, solution-oriented and 
given us an “out of the box” way of thinking. It has 
given us moments of laughter and tears, but most of 
all it has given us the opportunity to work together 
and to be independent of a job income, from a time 
when even though I loved my job, I was not physically 
able to work. I still have health issues and pain from 
my spinal condition; however, through property I have 
been able to work around that.

Rotten steel supports 

The numbers as a BTL
Purchase price (auction)  £115,000
Refurbishment   £35,000
Legals    £700
Rent pcm   £1,025
Mortgage payment pcm  £258
Re-mortgage   £138,000
GDV    £280,000

The numbers
Purchase price 
(£385m2£36/ft2)  
£340,000

Fees ca £30,000

Conversion 
(£753m2/£71/ft2)  
£665,000 

Total cost  
£1,035,000

GDV 
(ca £1,530m2/£142ft2)  
£1,350,000 

Completed bay window

Completed flat

Original interior
Front view of hotel 
and restaurant 
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’m 42 and I feel like a 
complete dinosaur. I feel 
like the technological world 

is passing me by and I need a 
degree in quantum physics just 
to listen to the radio.

Let me give you an example. This evening I 
flicked on the TV to catch a couple of 
episodes of The Handmaid’s Tale on 
Amazon Prime. But the TV would not 
connect to the internet.

It connects to the router, but no internet – 
bit weird as every other device (apparently 
dozens of them) seems to be working.

I phone Panasonic and after the call has 
dropped twice I finally get someone helpful 
who tells me to phone my internet provider 
as they might have changed some settings 
on the DNS server. (No idea what this
means.)

50 minutes later, BT take me through a va-
riety of diagnostics to tell me it sounds like 
it’s a problem with the telly (yep – I told them 
that an hour ago).

Back on the phone to Panasonic – who can’t 
resolve the issue – and all the while I’m talk-
ing to the helpful people on the end of the 
phone, sounding as though I’ve just fallen off 
the turnip truck … a proper yokel who can’t 
tell his WiFi from his dongle.

Also this week I think about deleting a few 
photos off my phone before our family 
holiday. I’ve got an iPhoto account and an 
iCloud account but then I start worrying that 
if I delete them from my phone, does that 
clear them off the iPhoto account? Are they 
gone forever? I ask a few of my friends and 
they have no idea either. It seems we are 
living in less than blissful ignorance. We live 
in fear of updating our phones or replacing 
our PCs.

I live next door to my parents and so I’m 
occasionally called on for IT support – 
something I’m feeling less and less able to 
provide. We seem to buy these phones and 
devices and nobody actually teaches us how 

to use them. We can navigate the basics 
and use a few apps but by and large we 
haven’t a clue what to do when things stop 
working as we feel they should do.

Don’t get me wrong. I LOVE the 
technological age we live in. Our everyday 
items are now things of wonder – today my 
car emailed me to tell me I had left it 
unlocked! When things are going 
well, life is easy – and we have 
been able to embrace these 
new technologies to 
further our business. 

We’ve launched a 
YouTube channel 
and podcast. We 
regularly use video 
conferencing to 
create videos, we run live 
webinars that a thousand people 
can join live and we reach literally tens of 
thousands of people through our social 
media pages. All this is absolutely 
amazing – but I can’t watch the TV and I 
keep accidentally connecting to the printer 
not the router and can’t get online!

All this conspires to make me feel an IT 
moron. Every day that goes by there is 
probably something else I don’t know 
how to do.

So is this rant in any way connected to 
my life in property? Err no, not really. But I 
suppose by comparison I love the simplicity 
of property. Many other businesses seem 
fraught with so many complications. They 
are either high technology with huge barriers 
to entry, or operating in fields with hugely 
complicated systems or management 
requirements. Sure, there are areas that 
can be more complicated but it’s not rocket 
science (I know – because I was discussing 
this topic with an investor friend of mine 
who happens to be a rocket scientist!).

Sometimes we talk about property investing 
like it’s a hugely complicated affair – but the 
truth is, it isn’t. There are some legal bits we 
need to understand, and we need more than 
a rudimentary grasp of the financials (like 
you do in any business). 

I love property investing because even 
someone like me can get it to work (and this 
is the guy who still can’t understand how I 
can get Amazon music on my kids’ Kindle 
Fires if they don’t have an Amazon account).

I guess it’s why we are all attracted to 
property – whether it’s buy-to-let or flipping 
properties or developing for profit. They are 
all concepts we can easily grasp and 
understand. The other thing that’s cool 
about it is that no matter who we are, or the 
skills and resources and experience that we 
possess, there is a niche strategy to carve 
out a living.

Property is something that pretty much all 
of us can get to work – even if we can’t yet 
operate our Smart Kettle!

For this month.

NO LONGER QUALIFIED 
FOR MODERN LIFE
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Interview: Ant Lyons and Angharad Owen  Words: Angharad Owen

How to Make Money from Air!

This property was purchased back in 2014. It was a first-floor period 
maisonette with its own access to a shared garden. It had three 
bedrooms: two doubles and a box room, one wet room and an open plan 
kitchen/living area at the back of the property.

Although the décor was a bit tired with plain walls and old carpet, the 
apartment was structurally sound and perfectly rentable. Paul rented it out 
as a three-bed to a group of medical professionals who were sharing. The 
property is in a good location, not too far from St George’s Hospital, which is 
a major hospital in SW London. 

Even in its weary state, the property earned £1,500 pm. But due to the 
property-buying rush before the stamp duty surcharge was imposed, a lot 

of stock appeared on the market in the area. In order to re-let the property and remain 
competitive, Paul had to drop the rent to £1,475 pm.

This is where the project gets interesting … Paul decided to try out a new business 
model. He wanted to extend the flat into the loft. As the apartment is a leasehold, the 
freehold belonged to an external party. So even as owner, Paul had no rights to extend 
into the loft at that time. 

Estate agents will often tell a purchaser that the demise for a loft is included with an 
apartment. The loft can be easily used for storage, but it doesn’t have air rights. 
Without air rights, it is not possible to develop without the freeholder’s permission. 
Luckily, Paul’s freeholder agreed to sell the demise and air rights. 

Freeholders may not always understand the value of loft space. Compare this for 
example to a situation where there is a short lease – freeholders know that without 
an extension of the lease, the property will deteriorate in value, and they therefore may 
not achieve a sale if they offer the property to the market at a price that is too high. 

Anyway, this month the featured project belongs to 
Paul Midgley and his family. This was an interesting 
one to look at, because not only do the rooms and 
design look amazing (excuse me while I pinch some 
inspiration for my own bedroom …), but they also 
encountered some really unusual obstacles – 
in fact, I think maybe a YPN first. 

But before getting on to that – I’ll keep you all in 
suspense – let’s have a look at their background. Paul is 
a property professional by trade as well as an investor 
and developer. He owns and runs the Wimbledon 
branch of Martin&Co estate and lettings agency. Then 
he and his partner realised, with the upcoming changes 
in legislation, that they needed to add multiple streams 
of income to their existing revenues. 

Along with managing properties for other investor 
landlords through the estate agency, Paul added a 
design service where they offer landlords a 
consultation based on Julian Maurice’s design 
principles. They would redecorate the property with 
the aim of achieving a higher rental, and then manage 
it on the landlord’s behalf. 

Paul believes that having a property or a room that 
stands out on Rightmove and/or Spareroom, etc, will 
attract more interest and therefore get more viewings. 
More viewings equal more demand equals higher 
rental prices. 

think this being the third property project in a row to come my way 
via a certain social media site is a testament to the fact that I really 
should get off my behind every now and then to venture outdoors. 

Bedroom - Before

Kitchen - Before



32

Paul’s partner is a property finance solicitor. 
She enjoys working on properties where there 
is a need to overcome a legal hurdle. She 
considered this property a challenge. In this 
case, not only did they need to approach the 
freeholder to acquire the rights to the loft, 
but they also needed planning permission to 
change the structure of the roof for a dormer. 

But what do you do first when executing a 
deal like this? Do you go ahead and purchase 
the loft space without knowing if planning 
permission will be granted? Or do you apply 

for planning knowing that if the application is 
accepted, the loft space becomes a lot more 
expensive? 

Paul contacted the council to have an 
informal conversation with them about the 
likelihood of a planning application being 
accepted. On the street where the apartment 
was situated, many neighbouring houses 
had converted lofts, although no loft is 
100% the same as the other. From that 
conversation, he was confident that they 
would get permission. 

“The freeholder initially 
wanted £50,000 for the loft. 
They didn’t even explain how 
they reached that figure … 
so Paul and his partner 
began negotiating. They 
questioned the price and 
also explained how much 
the refurb would cost 
them and what risks 
would be involved.”

In the end, the price was negotiated down 
from £50,000 to £5,000. The negotiation 
process began in 2014. Agreeing the 
commercial deal alone took one year 
and took three months to document legally.

They began works on the loft as soon as the 
purchase had been completed. It allowed 
enough space for two bedrooms and a wet 
room. The box room downstairs became a 
bathroom, so the apartment went from being 
a three-bed to a four-bed. 

The apartment is no longer let to medics; 
their target market is now professionals 
working in London. The rents are higher, and 
the rooms achieve between £750 and £850, 
including bills and Netflix. 

Although it is an HMO, their ultimate exit 
strategy would be to sell the apartment as 
a three-bed family home. In this case, it’s 
likely that the front bedroom would become 
a reception room. 

TOOTING SOUTH WEST LONDON
Type of property: Originally a first-floor purpose-built maisonette in a Victorian 

building comprising another flat on the ground floor. The 
property had: a kitchen diner, two double bedrooms, a shower 
room and a box room. It also had the benefit of a shared 
garden with the ground floor flat.

Relevant history: It was a leasehold flat with a large unconverted loft which had 
not been demised, ie the loft was not part of the lease.

Strategy: Extend into the loft to add a further two double bedrooms and 
a shower room and convert the box room into a luxurious 
bathroom. This was with the aim of increasing the capital 
appreciation as well as the rental yield.

Purchase price: Bought in 2014 for £351,000. 

Open market value: £600,000 (post loft conversation and general refurb to the 
existing flat).

Purchase costs: Approx £12,000, of which stamp duty of £10,530.

Funding method: Mortgage plus own cash to fund development work and 
refurbishment.

Deposit paid: When bought originally in 2014, I paid a 20% deposit of 
£351,000.

Amount of funding: £281,290

Borrowing rate: 3.19%

Monthly mortgage: £746.97

Total money in: £69,710 plus purchase costs (£12,000)

Personal money in: £81,710
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Bathroom – 
showers, sinks, 
toilets, taps, etc:

£3,841.63

Floor & wall tiles: £1,150

TV & WiFi: One flat screen TV 
for each bedroom 
and a larger one for 
the kitchen/diner.
 
32 inches JVC flat 
screen TV, £199 x 
4 = £799.96

39 inches JVC
flat screen TV, 
£299 

1x BT Whole Home 
WiFi System – 
Twin Pack, £94.99

Total: £1,195

Key system: £45

Blinds / curtains: £300

Beds: £1,500

Furniture: £629

Other: Fitted cupboards in 
all bedrooms plus 
painting £2,000, 
Building L-shaped 
corner bench in the 
kitchen £1,400, 
Eaves storage
insulation £1,300, 
Walk-on glass 
panel in the loft 
landing £1,200

Total costs: £73,667

Duration of 
project:

5 months

Loft development 
package, including 
architect fees, loft 
construction, fire 
door supply and 
installation:

£42,955

Planning costs: £1,300 including 
building control 
inspector fee

Planning duration: 8 weeks

Doors: Included but upgraded 
to pine, £330

Windows: Included but upgraded 
to have the outside 
frame black to blend 
with the slate coloured 
roof tiles, £500

Plumbing: £5,500 to convert box 
room into a bathroom. 

Flooring: Carpets in all 
bedrooms, stairs and 
hallway: £2,475 + VAT 
including fitting.

New tiles in 
bathroom and 
shower room:

£650

Decoration: £6,000

Kitchen: £400

Kitchen 
appliances:

New large and tall 
fridge with water 
dispenser: £449
New Hotpoint 
dishwasher: £249. 
Microwave: £100

COST OF WORKS
Appointed a loft conversion specialist company to 
deliver the loft development as a package with architect 
fees, loft construction, fire door supply and installation. 
The price included free decoration of the loft rooms.

Management
Paul manages the property through his 
Martin&Co agency. He has learned how 
to keep the house running smoothly. 
When renovating, Paul pre-empted 
what issues may arise and cause 
arguments between tenants and tried 
to find a solution to potential problems 
before they happened. 

All the bills are included, and each room 
has allocated storage space and fridge 
shelves. They installed a large fridge 
so tenants have plenty of room. A 
cleaner comes in regularly to clean the 
communal areas.

Paul and his partner consider their
tenants to be customers. They 
therefore want them to stay for the long 
term, while at the same time aiming to 
achieve as high rents as possible. There 
is a fixed price, the property is well 
managed and tenants are confident 
they will be looked after. The property 
boasts state of the art facilities along 
with a 24/7 number if any issues arise. 
Each room has a smart TV (with Netflix 
included). For only £10 per month, this 
adds a lot of value to the customer, and 
helps Paul stand out from the crowd 
as a landlord who is prepared to go the 
extra mile. 

Most of their tenants are on 12-month 
contracts with break clauses, but Paul 
is confident that they will renew for 
another year. One tenant requested a 
24-month contract right from the off. 
So far, their tenants seem to like the 
property.

During viewings, some confided that 
although Paul’s rooms were £200 more 
expensive than other rooms in the area, 
the property seemed to offer better 
value and professional management. 

Hallway - After
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VALUATION & INCOME
Post-works 
valuation:

£600,000

Re-mortgage 
amount:

£350,000

Rate: 2.59% interest rate 
per annum fixed for five 
years. 

Money back out: £68,710

Money left in: £86,667 (including 
loft conversion and 
refurb costs).

Monthly income £3,200 (gross 
monthly rent)

If HMO, bills 
included?

Yes, £350 (includes 
council tax, utilities and 
cleaning costs)

Monthly mortgage 
payment:

£756 

Monthly costs: £350 bills plus £480 
(management costs of 
own estate agency)

Net monthly cash 
flow:

£1,614

% Return on 
money left in:

25% per annum

Design
This property is a fusion of both modern and 
traditional design concepts. Take a look at the 
bathroom floor tiles in the photos and you’ll see what 
I mean. It’s clear when good design works; in the 
same way it’s clear when it doesn’t. And this house 
works. 

The design choices were a joint effort between Paul 
and his partner. They consulted with each other and 
discussed ideas. They also shared their ideas with 
Julian Maurice – a leading property expert in interior 
design and a regular contributor to YPN – as they 
didn’t want their décor to fall out of fashion. Brick 
wallpaper, for example, was a big no-no because 
Julian felt it wouldn’t be in trend three years down 
the line. 

They researched the feel and style of décor they 
wanted to achieve in their apartment and have drawn 
inspiration from Scandinavian style. For example, 
many of their rooms have copper highlights, such as 
lampshades and bedframes. The complete style of 
the property evolved as the project progressed.

Prior to the renovation, Paul was always keeping an 
eye on the local competition. His aim is to always 

make his property look better than 
the rest, which will ultimately attract 
customers. But the price also needs to 
be right. Many of the design choices 
weren’t that much more expensive than 
the standard Ikea furniture that many 
landlords tend to purchase. As a result, 
the furniture is higher quality, it’s sturdy 
and looks more expensive. It adds much 
more value. 

Their property stands out in their
 immediate area. There are no
conversions that can compare to theirs. 
They feel the contemporary quality 
they’ve worked to achieve may compare 
with new-builds in the area.  

Box bedroom - Now a bathroom
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If you have an interesting or unusual project that you’d 
like to be featured in Your Property Projects, then drop 
me an email at angharad@yourpropertynetwork.co.uk

GET IN TOUCH 
Email:  paul.midgley@martinco.com

Facebook:  Paul Midgley

CLICK HERE TO LISTEN 
TO THE FULL INTERVIEW

Paul’s branch of Martin & Co are now offering 
one free initial consultation service for landlords 
and those who want to acquire properties in 
London. They will have an informal chat with
you to understand your objectives ie whether 
you’re looking for high yields or high capital 
appreciation or a bit of both. 

They offer a property acquisition service and 
deals for current and new landlords.

Their investment of time, energy and 
money into adding value has paid off. 
The property achieves a gross profit of 
£3,200, and after bills, mortgage and 
management costs – their own estate 
agency – achieves a net of £1,600. 
They purchased the apartment for 
£351,00, and the refurbishment 
including loft conversion cost £65,000. 
Which is, in South West London, 
exceptionally well-priced. 

After doing the loft conversion, they 
decided to refurbish the downstairs 
area as well, although this led them to 
go over-budget.
 
Even without the works, the apartment 
had increased in value to around 
£400,000 due to capital appreciation.

When the works were completed, the 
flat was valued at £600,000. In their 
area, it’s at the top of the price range. 

For only a £70,000 investment for 
the purchase of the loft and the 
conversion and refurb costs, the 
couple have added between £150,000 
and £200,000 to the value of the 
property. 

When sticking to a budget – and a 
rather tight one at that – working 
with the right builder is of the utmost 
importance. Paul appointed a 
specialist loft conversion company 
which had great reviews. They also 
checked websites such as MumsNet 
for reviews from other parents. 

What’s next?
Paul is planning on repeating the strategy in 
future projects. He is currently working on an 
apartment in Wimbledon, but is having a few 
issues with the freeholder. Unlike their first 
property, this apartment has demise of the 
loft, but no air rights. The freeholder wants 
50% of the uplifted development value. 

To overcome this, they have teamed up with 
the leaseholder in the downstairs apartment, 
who is also an investor, to buy the freehold. 
This is a win-win situation as the apartment 
downstairs has a high ground rent that rises 
frequently. It’s difficult for the freeholder to 
insist on the value of the freehold, so they 
have to work out a figure that works for 
everyone, unless they want to go to tribunal. 

After this experience, although Paul wants 
to continue extending into the loft on this 
property, he only wants to purchase 
properties that already have the demise of the 
loft. In some cases, agents have told him that 
this is included, but upon further research, 
he has found out it isn’t included, or that it 
cannot be developed. 

Property is an opportunity, not a problem. 
It goes without saying that the more 
expensive a property is per square foot, the 
more worthwhile it is to do a conversion to 
add space – whether it’s a loft conversion or 
a kitchen extension. Adding floor space in an 
area of high property value is a no-brainer. 

Paul with his 
partner Stefania 

Maulucci

The financials

Kitchen Diner - After

https://bit.ly/2JbbtHK
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Property deal sourcers 
some sharp practices 
and sharp operators
1.  Overseas property 
 sourcing triangle 
I have property investment and development 
interests in four different countries and one 
of the ways to help locate overseas 
opportunities is by utilising the services of 
locally-connected property deal sourcers. 
One such operator that I started a dialogue 
with was to find bank, developer and vendor 
financed projects in Spain. High LTV bank 
and developer finance opportunities were 
still available in Spain after 
the clear-out from the 
global financial crisis. 

The Spanish-based 
sourcer that
introduced a 100% 
bank funded 
property deal to

me failed to disclose that they were one 
of three agents in the chain before the 
developer/bank owning the property – which 
also turned out to be 10 years old, again not 
disclosed. The Spanish sourcer did know of 
one connected sourcing agent in the UK and 
explained that sometimes one sourcer has 
the client contact whilst the other has the 
developer contact, so they often team up, 
which made sense. 

However, the Spanish sourcer claimed that 
he was not aware of a third sourcer in
the chain, who ultimately became 
problematic to deal with. 

This third, UK-based sourcer had promised 
the 100% financing, which never seemed 
to arrive, then they simply left me 
abandoned on day two of an 
overseas viewing trip and 

tried to argue out of returning my
 reservation fee when I decided to withdraw. 
The Spanish-based director of the third 
sourcer that left me stranded on that second 
viewing day offered to pay my taxi to the 
airport without any real explanation for 
leaving me at the time. 

However, the managing director of the 
company simply reneged on the promise 
to honour this simple commitment to pay 
for the taxi fare. But for the fact I had 
negotiated a return fee clause to be written 
into the reservation fee agreement, I would 
have been screwed. But they blindly refused 
to compensate me for the additional travel 
costs that I had incurred due to them leaving 
me stranded. Since then, I have been 
subjected to threats, intimidation, false 
accusation and slapped with a bogus and 
unsubstantiated invoice for over £18,000 
for daring to claim for the refund of the 
promised €90 taxi fare by the MD of the third 
sourcer! Would you want to deal with such a 
bully as this, I wonder?

Contrast the way this property sourcer 
operated, with another individual property 
sourcer that I have dealt with, where there 
was a similar situation. The properties 
in a portfolio I viewed were sadly not as 
described (he had not seen them all), but 
he simply returned the sourcing fee with no 
quibble whatsoever when this became 
apparent. The moral of this story: when it
comes to overseas property deals, not all
that glistens is golden!

e continue with the mini-series on property horror stories, this time focusing on 
property deal sourcers. These cases are genuine, real-life situations based on 
my own experiences and those of people close to me. 

Perhaps to put things into a little context, I am probably connected to around 150 or 
more active property sourcers. Some are solo operators, whilst others are businesses set up for 
the specific purpose of finding property deals for property investors in larger volume. They can 
offer a useful service, especially to more hands-off or time-poor property investors and develop-
ers. Whilst I do not deal with all those I am connected to, I have probably seen potential projects 
from many of them and indeed have successfully collaborated with a small number of them 
over the years. 

When it comes to dealing with property sourcers, there are probably two major types of issue to 
look out for: 1) values, ethics and character; and 2) commercial matters.

PROPERTY 
HORROR STORIES 
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2.  Leading UK property   
 sourcing company
This was a client case that I assisted with, 
where unfortunately the deal broke down. 
Luckily,I had recommended that my client
negotiate a return fee clause in the
reservation agreement, which ultimately
proved to be priceless.

“However, it still took 
over six months, literally 
dozens of chasing emails 
and calls with lots of
failed promises before 
they finally agreed to 
return the contractually 
agreed return fee.” 

It was only after multiple threats of
escalation from the client that I contacted 
their MD personally on behalf of the client 
… sometimes the weight of an audience of 
22,000 property investors has some clout! 
Finally, the client did receive the return of 
their fee, which was fully documented and 
legitimately due. Sadly however, the client 
never received any apology or explanation 
from the company for the inexcusable 
delays, inconvenience and sheer 
unprofessionalism on their part. Honestly, 
I doubt that without my intervention this 
client would have seen their fee returned 
in truth.
 
Contrast this with another national 
property sourcing company that I have 
had dealings with, who have had a 
similar situation but again had no qualms 
in sticking to their commitments. In 
conclusion, not all property sourcing 
companies are an asset to you!

Have you had any 
property horror stories? 
Drop me an email admin@thepropertyvoice.net 
if you have, or if you want to do some due 
diligence or need advice in handling property 
sourcers professionally.

Lessons learned and 
steps to take to help 
protect ourselves
1. Again, always do your research and due 

diligence on people you plan to work with. 
Google through several pages on the 

 company and their directors. Ideally get 
independent referrals, recommendations 
and testimonials from their clients to help 
back up the sizzle of the glossies.

2. Talk about how you like to do business, 
your values and your ethics and get the 
property sourcer to do likewise. Ask if they 
are ‘direct to developer/vendor’ and if not, 
establish who else is involved, what their 
role is, how they get paid and who you will 
legally contract with. If you get a wishy-
washy response to basic issues like acting 
with integrity or who is involved, then run 
for the hills!

 
3. Remember that in the event of any dispute, 

the only safe way to protect yourself is to 
either avoid paying fees in advance, pay 
them into escrow or to have a safe and 
enforceable fee return clause inserted into 
the agreement. Don’t work with those that 
refuse to work this way.

4. ‘Caveat Emptor’ – let the buyer beware! 
Whilst property deal sourcers can offer  
a valuable service, there is a clear incentive 
for them to act in ways that can benefit 
themselves at your cost if you are not  
careful. So, inspect the property, do your 
own checks on the numbers presented  
and the property, get professional   
representation, set and get clear   
expectations and have written agreements 
with adequate protection for you should 
things go wrong.

There are some good property sourcers out 
there … but clearly some bad, or bloody ugly 
ones as well! I have my little black book should 
you want to cross-check against it.

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

3.  UK ‘BMV’ property   
 sourcer
This was a case of choosing to remain 
silent on the part of the sourcer, to 
ensure they complete a sale and get 
paid, despite a potential conflict of
interest identified to them separately 
by both the buyer and the seller. 

It turned out that the vendor told the 
property sourcer that they would only sell 
for the price agreed on condition that the 
current tenant could stay. However, due to 
a tight timescale, I had insisted that notice 
be served on the tenant by the existing 
vendor and landlord, as my intention was 
to flip on the property rather than retain it. 
Neither message was relayed to the other 
party, resulting in a very delicate situation 
to be handled with the tenant when they 
explained that they had been promised 
in writing that they could stay on in their 
‘forever home’. 

I had later managed to speak with the 
vendor/landlord and the tenant to verify 
the info and what was shared with them. 
When I confronted the sourcer with these 
facts, I was told that I could legitimately 
serve notice to the tenant myself, which 
whilst being valid legally is not valid 
ethically – especially when the clearly 
conflicting intentions of the parties were 
known and explained in advance.

“Again, contrast this with an 
award-winning property sourcing 
and training company, who 
maintain that everything they 
do must comply with all legal 
requirements and that full 
disclosures must be made 
between the parties involved. 
Remember that property sourcing 
people and companies are sales 
people who get paid when we 
proceed on one of their deals”



38



Tina Walsh is the author of “Property 
Sourcing Compliance: Keeping 
You on the Right Side of the Law”

In the March issue, we ran an article with Tina Walsh about ethical property sourcing. She 
provided a checklist of questions for you to ask potential sourcers. In light of the experiences 
that Richard discusses in his article, we thought it would be a good idea to publish these 
questions again.  

Q1. What is your company structure? For example, Sole Trader or Ltd Company, etc?

A. Check for Proof: Companies House for Ltd & Partnerships – Websites or Facebook/LinkedIn 
company pages for consistency or lack thereof in description.

Q2. Do you have any insurance? 
 
A. They really should have at least £100,000 Professional Indemnity Insurance. Ask to see a copy 
of their certificate. Does it cover them for sourcing? If it’s not a specific policy for sourcing the 
insurer may not pay out for a claim.

Q3. Which Property Ombudsman Scheme are you a member of?

A. Either of these Government approved schemes: 

1. The Property Ombudsman (TPO) – https://www.tpos.co.uk/find-a-member

2. The Property Redress Scheme (PRS) – https://www.theprs.co.uk/consumer/members

Check the appropriate Register for their company name and / or registered number.

Q4. What is your Property Redress Scheme registered number?

A. If they are registered they will have one.

Q5. Are you registered for Data Protection?

A. They should be registered with the Information Commissioners Office 
(ICO) – Search the ICO company register for proof of registration: 
https://ico.org.uk/esdwebpages/search

Q6. What is your Data Protection registration number?

A. If they are registered they will have a registered number.
 

Q7. Are you registered for Anti-Money Laundering supervision?

A. Search the registered company list on HMRC’s site – 
https://customs.hmrc.gov.uk/msbregister/checkTerms.do

Finally, do not let them fob you off with excuses that they don’t need to be 
registered straight away to do a couple of deals. They should be fully 
compliant prior to introducing or brokering even their first deal.

If you want a property sourcer/deal packager/property 
buying a  gent to treat you and your hard-earned cash 
in a professional manner, make sure that you only 
work with those that can prove that they are, at 
least on paper, professionally set up!

7 Simple Questions Investors 
Should Ask Property Sourcers
 By Tina Walsh

39



40

very so often at YPN, a story lands 
on my desk that gives me the warm 
fuzzies. You know the feeling I mean 
– the one when you see that picture 

of two otters holding hands? It’s that
feeling. This story is a little more than your 
ordinary property success story though … 
it runs along the lines of the classic tale of 
The Master and the Young Apprentice. 

In this case, The Master is Paul Preston. Paul 
is a successful property investor, mentor and 
trainer. We know him well at YPN HQ, as he 
has collaborated with us on many webinars 
and articles in the past. 

The Young Apprentice is a 21-year-old
investor named Jack Gill, who used to work 
in a gym in his home town of Grantham. 
In this brief interview, we find out from 
Jack exactly what he has achieved in and 
through property in just one year. 

YPN: Jack, tell us about your property 
success story. 

Jack: I started in property around one year 
ago. I had no experience, no knowledge and 
very little money. I was working at the gym 
and was more or less enjoying life. However, 
I felt as though I was really only living for the 
weekends, as that was the only time I could 

see friends and family. 

I had a tough upbringing. My dad was an 
alcoholic and wasn’t around much, so my 
mum brought me up by herself. I saw her 
struggle financially throughout my childhood, 
and that has been a huge drive for me to 
do well for myself. I wanted to succeed so 
I could not only support myself, but so that 
I could do something to change my mum’s 
life too. 

It all started when I saw an advert for a 
one-day property course in London about 
how to get into property with little-to-no 
money. I was very sceptical because it 
sounded like a scam. However, I decided to 
attend anyway – as it was free, I therefore 
had nothing to lose. As I said, I was very 
sceptical but kept enough of an open mind 
to be willing to find out more. 

That’s how I met Paul; it was his event. 
Looking back, I can say with no hesitation 
that attending this event was a life-changing 
decision. I was so inspired by what I was 
learning that I went on to do the three-day 
Money Maker Intensive (MMI) course. 
Something inside me had clicked: Property 
would be the way that I could change my 
mum’s life. 

Over the two events, I learned how I could 
invest in property with very little money. I 
also learned about all the various strategies 
that were available. I still doubted myself 
though – nothing could change the fact that 
I was 20 years old and had no money. But it 
was crunch time. The only two options were 
to back out now or to bite the bullet and go 
for it. 

YPN: What was your first deal?

Jack: Within 30 days of completing MMI, 
I had secured a lease option deal with no 
deposit, no fees and I even negotiated with 
the owner that he pay the legal fees too. My 
consideration was the £200 worth of light 
refurbishment that it cost to prepare the 
property to rent out. Now, this four-bedroom 
house returns £10,000 per annum. As first 
investments go, I think that’s a good one.

I turned the property into an HMO for 
working professionals. The rooms were fully 
let within a week. After this I gained a bit of 
confidence and plucked up the courage to go 
the next step. I resigned from my job. 

Naturally, I was nervous about leaving the
security of my job. But if I could make 
£10,000 per annum from one house, surely I 
could repeat the model and make more?

With this in mind, I approached Paul and 
asked him to be my mentor so that I wouldn’t 
feel quite so alone going into the big wide 
world of property investment. With someone 
holding my hand, so to speak, and being 
there to support me, I felt more confident and 
committed to grow my business to achieve 
the life I wanted for both myself and Mum. 

My second deal came only a month later 
(see Case Study). I negotiated a rent-to-rent 
on this property, with no deposit and the first 
month rent free. Again, I rented the rooms 
out to working professionals, and they were 
let within the first month. This house brings 
in £12,000 per annum. With this up and 

A 21-Year-Old Investor Reveals How He Did It
Words: Paul Preston & Angharad Owen
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CONTACT    Email: info@jgproperties.co.uk

Paul is running an event in London called Property Wealth 
Live on Saturday, 8th September (see over page for details). 
Jack will be one of the guest speakers, and he’ll be sharing 
the	stage	with	others,	including	an	X-Factor	finalist!

running, I had officially replaced my income from the gym and I became 
financially free. 

YPN: Let’s fast forward to today – where are you now? 

Jack: Since then, my business has gone from strength to strength. I have 
22 properties, all of which have been acquired without using any of my 
own money. My most recent house is bringing in £16,000 net profit. By the 
end of 2018, I’m hoping that I’ll be making £120,000 profit per year. 

I never thought I would make anywhere near this much money in my entire 
life, let alone over 18 months. But the best part is that I’ve managed to help 
Mum leave her day job of 20 years and she now helps me in my property 
business. She does the marketing, administration, sets the properties up 
so they’re ready to let and handles the administrative side of tenant 
management, which leaves me free to find the deals. She says she has 
a much better boss now … 

There are ups and downs in life and in business, of course, and I’m lucky 
that I had a mentor to guide me. It meant that I had someone to talk to 
on the days when I felt like I couldn’t do it – and those days do happen. 
In essence though, all I did was follow a proven system, and that led to 
achieving great things, more than I ever thought possible for me. And if I 
can do it, anyone can do the same. 

YPN: What’s next for you? 

Jack: Paul has helped me build a business plan, and I’m working closely 
with him to achieve it. It might sound crazy, but I’m on track to becoming a 
millionaire by my mid-20s … though I’ll believe it when I see it! I have huge 
respect for Paul and what he’s done for me and others.
  
More recently, I’ve started to 
do talks at events. I was very 
nervous about public 
speaking at first – I’d never 
done it before – but I was so 
passionate about helping
others achieve their dreams 
that I was determined to 
conquer my fears. I’ll be at 
various events over the next 
coming months, so please 
don’t be afraid to come say hi! 

YPN: Any final words of advice for readers? 

Jack: My main message is: If I can do it, you can do it. I hope my story 
inspires others to do the same. I used to doubt myself and honestly 
believed I couldn’t do anything like this. But I’m now achieving things that 
were way beyond my radar before I learned about property investment. 
Please believe me when I say that if I can achieve this, then you can too. 

The Mentor’s Perspective
Paul: It’s an absolute privilege to work with Jack. He’s a shining example
of what’s possible when you apply what you learn and follow a proven 
method. It’s hugely rewarding for me to be a part of his journey and to watch 
him grow. 

We’ve built a close friendship as well. Although I’m 21 years older than Jack 
and therefore old enough to be his dad – I feel we’re more like brothers. 
We both have lost fathers and I feel we’ve filled a role for one another in a 
way. I’m incredibly proud of him and what he’s achieved so far. 

It’s more than possible for anyone to get results like Jack. The first step is 
to get in touch with him to discuss the strategies and methods he uses and 
then decide if it’s for you. There’s no one-size-fits-all when it comes to 
property investment, so it may or may not work for you. Or alternatively you 
can get in contact with me and I’ll try and point you in the right direction. 

This property is a semi-detached house over three floors, in 
Nottingham. The area where it’s situated was a student area 
that had become rather rundown. The landlord was targeting the 
student market but struggling to let it, and the house itself was 
tired and needed money spending on it. 
I negotiated a rent-to-rent deal.

I found the house through an estate agent, which is how I come 
across most of my properties. My aim is to build relationships 
with agents after doing an initial pitch. Getting the concepts of 
lease options and rent-to-rent across can be challenging, and most 
agents don’t get it. If you find this happening, just be consistent, be 
confident. If you expect a “no” then a “yes” is rewarding. I’ve found 
that around one in five agents get it and I can then build a solid 
relationship with them.

The house only needed a light refresh before renting out, as it was 
already licensed as an HMO. It already had four double bedrooms 
and two bathrooms, and I converted the lounge into a bedroom 
to make a fifth double bedroom. The kitchen/diner serves as the 
communal area.

Instead of targeting students, I decided to let to professionals 
instead. It let quickly. The owner hadn’t considered this market but 
upgrading the property meant that I could make the switch to 
attract a different demographic.

• Monthly rent to landlord: £800pm locked in for 5 years 

 I negotiated the first month free of rent, to compensate   
 for what I needed to spend on the property.

• Cost of refurbishment: £1,500 inc furniture 

• Room rent per month 
 (including bills): £420-£450

• Net cash flow per annum: £12,000
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ith better technology and a 
move to using more sustainable 
energies, electricity is a great 
viable alternative heating 

solution to gas. But is it right for you? 
You decide…

Say goodbye to overnight 
storage heaters

Electric heating often gets a bad reputation, 
due to negative perceptions, that I believe 
were caused by the old overnight storage 
heaters developers used to install to come 
on during the seven-hour period when
electricity was cheaper on the Economy 
Seven Tariff. 

You had to set the temperature the night 
before so to some extent you had to play at 
being a weatherman, which often resulted in 
properties being way too warm or way too 
cold. Nowadays it’s no longer necessary to 
use overnight storage heaters, as there are 
some great economical solutions, making 
electric well worth considering as a hot water 
and heating solution for your whole property. 

Reasons for using electric over gas 

1. There’s no gas in the vicinity of the 
 property that you’re refurbishing or   

building.
 
2. When converting buildings into flats or 

building new flats it’s not possible to run 
gas pipes through the fabric of the 

 building. That can be problematic and 
can lead to unsightly pipes on the exterior, 
which developers tend not to want.

“Getting rid of gas gives you one 
less thing to worry about”

3. Gas comes from carbon sources and is 
not sustainable, whereas electric is more 
environmentally friendly and will most 
certainly be solely generated by  
sustainable measures in the longer term.

4. If you are renting the property out then 
you won’t need an annual gas safety 
check carried out.

Choosing the right boiler and system

As with gas, it’s important to choose the right 
boiler and system for your property. There 
are more things to think about, but in many 
ways you have more flexibility.

The first decision to make is – are you going 
to have an electric boiler that heats the water 
and the heating system (ie replace gas with 
electric), or are you going to have electric 
radiators with a separate heater for the 
water. For maximum convenience I 
recommend going with the latter. 

The next decision is – do you want one water 
heater or more?  You could have one large 
heater and storage cylinder for the whole 
property or you could have point of use 
heaters, which are smaller and heat water 
on demand, like electric showers. 

Remember - if you’ve got a bath then you’re 
going to need a bigger cylinder to store the 
water and this takes up more space. 

For a larger property with more bathrooms, 
such as a HMO, you can have a pressurised 
system with some kind of storage
cylinder and a boiler that’s powered by 
electric instead of gas. 

Always take advice from your electrician and 
plumber to understand the volume of water 
you need, and therefore, the options available 
to you.

Some specifics to be aware of:

• Take advice from your electrician about 
the power required for your property. 
You may find you need to upgrade your 
consumer unit to deal with the increase 
in supply and you may need to add some 
new circuits. 

• Expect to run some additional cables 
throughout the house. If you’re doing a full 
refurb anyway it will be very easy to do. 
If you’re not then you may have to chase 
them in and replaster over them or box 
them in. 

• Make sure the cables for the water heaters 
are sized correctly, otherwise if you put too 
much current though them they’ll burn out. 

Who do you need to help you with it? 

Always use a Part P registered electrician 
and ensure he gives you a certificate at the 
end of the installation, alteration or 
conversion. They will be more than familiar 
with this, and will be able to offer the right 
advice regarding products and power 
consumption. 

If you’re disconnecting the old gas supply or 
boiler then you’re going to need a Gas Safe 

Interview & Words: Heidi Moment

ELECTRIC HEATING 
& HOT WATER 

MARTIN 
RAPLEY’S 
‘INTRODUCTION TO’ 
SERIES

The benefits of having electric 
heating and hot water 

There are some really well 
designed modern and funky 
radiators on the market, which 
may suit the type of property and 
style you are going for. 

Individual radiators can all have 
their own thermostats on, so you 
can set the temperature for each 
room more easily. 

Radiators can have time clocks 
in them, so you can set each 
individual radiator in each room 
to come on and go off at exact 
times to suit yourself. 

Individual radiators and clocks 
work really well in HMOs - for 
example, if one of the tenants 
works shifts and wants the 
heating on during the night, when 
the rest of the housemates don’t.

“With electric you have more 
control over different radiators, 

making tenants happy”
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engineer to do that for you to ensure it’s 
done properly. If you want to remove the gas 
from the whole property, it’s a two part job. 
The first part is to remove the meter from 
the house, which the current gas supply 
company will do. The second part is to have 
it terminated out in the street, which is done 
by the main gas supply company. You won’t 
get a certificate for the removal of the 
supply, but by disconnecting it completely 
you will know you’ve got a safe property 
because there’s no gas.

Something to be aware of is that often
builders do the first fix services themselves 
to keep the price down, which means they 
run the pipework and cables and then they 
bring in plumbers and electricians to finish 
it all off for them. Be very careful of this 
when doing a full electric system, it’s 
imperative they understand the sizing of 
the cables to suit the appliances that 
are going on the end of them. 

How long does it take to put an 
electric system in?

It should only really add on another day or 
two beyond the electrician’s work to fit the 
additional cables and of course save time 
for the plumber and gas engineer.  Allow one 
to one and a half  weeks for the first fix for 
an average house plus an extra week for the 
second fix.

Quite often plumbers and electricians will be 
in the property at the same time, as there’s 
always a bit of crossover where both of 
them need to get into the same place at the 
same time and sometimes this can slow 
things down a bit. 

You will save money ...

• If you’re doing a new property and are  
 not bringing in a new gas supply.

• You won’t need to do an annual   
 landlord’s gas safety check, which will  
 save you approx £100 a year.
 

How much does it cost? 

A full electric system is certainly cheaper 
than installing gas, not massively, but it is 
noticeable. The boilers for the full system 

installation are pretty much the same price 
as you’d pay for a gas boiler, and point of 
use heaters range from £250 so the 
materials are similar in cost but the
installation is easier and therefore cheaper.

£400 - £500 for a one-bed flat. This
includes a little storage cylinder that’s just 
big enough to heat up and store enough 
water for a shower basin and sink. 

£800 - £1,200 for a standard size boiler to 
heat a four-bed house.

£1000 - £1,400 if you’re going to put a bath 
in that property, as you will need a larger 
storage cylinder as well. 

Installation is much cheaper than gas 
because it’s far cheaper to run cables 
than it is pipework so expect smaller 
properties to start from £500. 

£150 - £500 for electric radiators. 
This is a bit more expensive than gas, 
but they are nicer. Time clocks and 
controllers can add on £50 - £100 but give 
you far more versatility.

£150 - £200 for an electric shower.

£200 for a small heater just to heat up 
the kitchen sink and wash basin, if you 
only need those.

£400 for a new consumer unit. You may be 
able to just upgrade your current one, which 
will save you money. 

To refit the whole system in electric 
including electric boiler, hot water system 
and radiators - £4,000 - £4,200 (a gas 
system is approx £5,000).

£0 to remove the gas meter. 

£500 - £1,500 to disconnect the gas out 
in the street depending on how difficult 
it is to get to the joint. 

The downsides

x Electric is more expensive to use than 
gas, so you will probably find your utility 
bills go up slightly. So you make some 
savings with the installation then you 
spend more on usage, so it probably 

 balances out to make it comparable   
to gas.

x An installation with limited control may 
affect your EPC.

x People still tend to have a preference for 
cooking on a gas hob, but technology is 
constantly improving and electric hobs 
are more user friendly these days, so 
people will grow to accept it more as they 
become more familiar with it. 

Reap the benefits in the future

Electric is more sustainable than gas in the 
long term, and in the future there will, almost 
certainly, be a government target to get 
rid of all the unsustainable power sources, 
starting with gas. So if you want to do your 
bit for the environment and you are buying 
to hold for the long term, electric is definitely 
the way to go, as you will reap the benefits in 
the future. 

Sustainability is appealing to tenants these 
days too, which could be a selling point 
when marketing your property.

“Electricity is more sustainable in the 
longer term and you can reap the 

benefits in the future”

Click here to listen 
to more from Martin

This section is all about helping you 
to look at potential opportunities. 

As we’re limited on space it isn’t possible to 
cover everything in much depth, so make sure 
you listen to the audio as it contains much 
more information. And always take
Martin’s advice on who 
else to get to help you. 
Good luck with your 
refurbishments!

CONTACT
Contact Martin with any questions 
you have regarding refurbishments. 

martin@refurbishmentmasterclass.co.uk
www.refurbishmentmasterclass.co.uk for full 
details of our services. Tel: 07934 271371

GET IN TOUCH FOR:

• Training courses and mentoring 
 for property investors managing 
 their own refurbishments

• Project support for developers   
stepping up to larger projects

• Full project management

https://bit.ly/2m7Dh6w


46



47

any of us like the idea of 
investing abroad, but where 
do we start? How do we not 
end up with a glorified holiday 
let? In an intermittent series of 

articles, we’re going to be speaking with 
investors who have experience in overseas
 investing. We’ll be asking questions such 
as what are the market drivers? How does 
it differ to home owning in the UK? Is 
language an issue? 

We hope that these articles will help you to 
know what to look for when investing in a 
new country. So, we’re kicking things off by 
speaking to Sergey Kazachenko. 

Sergey is based in Stockholm, Sweden. But 
his experience goes way beyond Sweden, 
with properties and partnerships all over 
world including Norway, the UK, and India. 

In each new country, he sets up a holding 
company, which has sub-companies 
covering various elements of projects to 
spread risk. Sometimes the subsidiaries 
are owned and controlled by the parent 
company, but often times they do joint 
ventures with local experts. Sergey and 
his team are aware they need local 
expertise  in each country to understand the 
markets, so they like to bring in people who 
are interested in working with them. 

His company in the UK is KL Property 
Partners. Through this they work with
 investors based in Manchester, Liverpool, 
Kent and Reading. They are planning to 
expand and develop into the suburbs of 
London, Leeds and Birmingham. 

Who are you and what 
exactly do you do? 
I’m originally from Russia and I classify 
myself as a global citizen operating in 

Eastern Europe, Asia, UK and Scandinavia. 
I am the co-founder of Scandinavian Capital 
Holdings (SCH) and our team consists 
of more than 20 nationalities. I believe very 
strongly in global expansion, and there 
are opportunities for everyone in the 
international market. 

Before starting SCH, I worked in finance as 
an equity research analyst for various
 international banks, mostly based 
in Scandinavia. I come from 
a very simple background 
and quickly realised 
that the best way to 
improve my lifestyle 
was by finding 
opportunities to 
bring in additional 
income.  

I had experience in 
investing through my 
day job, but I chose to 
focus on property because 
it offered the highest risk 
adjusted returns over time. Property allows 
the addition of value in ways that are more 
complex and multi-dimensional than other 
investment options. 

How do you mitigate risk 
when spreading your 
investment over the world? 
Investments are great, but it’s important to 
understand the risks involved. The results 
must be sustainable and reliable over time. 

The entire portfolio needs to perform well 
so it’s possible to expand and grow 
year-on-year. It all comes down to having 
the right structures and processes behind 
the investment and strategic sides of the
business. 

This is why we diversify risk by having a 
holding company and then having sub-
companies to concentrate on one area of 
business. For example, we have one 
subsidiary focusing on supply and demand, 
another on liquidity, another on rentals 
etc. It means that our whole company isn’t 
dependant on, or threatened by, market 
changes. 

If anything does change, only one sub-
company will be affected. It allows us 
to continue providing reliable returns 

for our investors regardless of 
market conditions or local situ-

ations. We have this model 
in the UK, Sweden and 

Norway. So instead 
of focusing on one 

aspect, we look at it 
as a whole portfolio 

approach. 

We often work with 
local partners who 

have been operational 
and successful in their 

markets for some time and 
who balance our knowledge 

gaps. Each partner should be a good 
add-on to what we already have and 

together we will create a stronger team. 

For example, in the UK I have created a 
team of partnerships who work together 
and share profits. Everyone makes money 
and our interests are aligned. 

How do you go about 
selecting where to invest? 
I love numbers and spreadsheets. I am 
a numbers nerd. We started investing in 
familiar markets – Norway and Sweden. 
When it was time to grow, I reviewed every 
single country in Europe. I looked at all the 
numbers in terms of potential returns, 

GOING 
GLOBAL 

 Interview & words: Angharad Owen

When your 
home country 
just isn’t 
doing it for 
you anymore 
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legislations, structures, processes, and risk 
profiles. The UK, for example, was an 
interesting add-on in terms of legislation 
and ROI potential. 

We have a good stable base with an 
extremely high demand in Stockholm, we 
have a growing location in Norway, the UK 
offered us a variety of high-return 
opportunities. We needed an area to
support the vacation market, so we went to 
Spain. Now, we want to find a country with 
low-priced investments but still have plenty 
of potential. 

It’s all based on figures; what the next step 
will be to de-risk our portfolio while keeping 
our returns as high as possible at the same 
time. 

Researching countries is very much a 
process. We build a network by attending 
activities and events locally. It’s very
important to be present. I speak to potential 
buyers, as it’s the people who define what 
you need to build. You need to understand 
who is going to be living in the properties. It’s 
the only way you can create a product that 
will be in demand. 

Is there a different customer 
and investor profile between 
countries? 
Absolutely, there is a big difference. As 
humans, we tend to think we have a good 
understanding of the market and global 
trends. But people from different countries 
and cultures still have their own preferences. 
There are different types of units that need to 
be constructed to get the demand and high 
volume of sales. 

For example, there is no demand for brick 
houses in Sweden, therefore you will struggle 
to achieve a high figure. Similarly, in the UK 
a timber-framed house isn’t so easy to sell. 
Some councils may not even classify it as 
solid construction.

Customers even differ within a country – the 
demand for a type property in Stockholm will 
be different to a ski resort in the mountains. 
Or a place in Malaga will be different to 
Barcelona. It’s important to recognise the 
demands of a certain location. 

I’ve noticed that investors don’t differ 
between nationalities or locations. It’s the 
type of investor that vary whether they’re a 
high net worth individual, a semi-professional 
or a traditional investor. From the investor’s 
point of view, location or culture doesn’t tend 
to have an impact. 

How do you understand the 
different construction 
requirements and regulations 
in each location? Because 
building in the north of 
Sweden is going to be vastly 
different to Southern Spain. 
It comes down to a strong local presence. 
Regulations are relatively straightforward, 
they are what they are – you need to learn 
and follow them. Many people make 
mistakes by going into a new location and 
only following what they know. 

You need to understand what is right within 
that country or council. It’s important to be 
humble when going into a new country – 
understand the local needs, preferences and 
demand, and be happy to adjust your strat-
egy accordingly. Coming in with your own set 
of rules thinking that’s the only way to do it 
isn’t going to achieve anything. 

Construction methods are like a toolbox – all 
the methods, elements and techniques are in 

there, it’s just a matter of choosing the right 
tools for the job. 

The most impressive thing I’ve faced so far is 
the difference between northern Sweden and 
the UK. We’ve had a lot of discussions about 
double glazing and energy efficiency with our 
contractors and subcontractors in the UK. 
I’ve suggested a method that’s used in the 
north of Sweden, where it’s -40 in winter and 
plus 5 in summer, and our British team don’t 
believe it’s energy efficient … 

We’re currently looking at a property 
development in Dubai. How they do things 
is the complete opposite to Sweden. There 
are quite a few elements we can learn from 
Dubai that would work well in Sweden, and 
vice versa. But nobody has really looked at it 
because people generally tend to accept how 
it’s done in their local market, and that’s that. 

Construction can always be improved in 
every country, in terms of both cost and time 
efficiency. Be accepting and understanding 
of local needs and practices, but at the same 
time be open-minded about making small 
adjustments. 

You are based and invest in 
Stockholm, how is the rental 
market there? 
Stockholm’s house price to income level ratio 
is one of the highest in Europe. The country 
is very stable. However, it has led people to 
want to rent as much as possible. 

In theory, there is a very high demand for 
rental units. But in practice, there are a lot of 
legislation limitations of what can be done 
and how. The biggest limitation is rental 
levels. In Sweden, rent isn’t influenced by 
market rates, it’s capped by the local council. 

When we develop a new unit, we must 
negotiate with the council’s rental 
department to get a certain rent rate we can 
charge. It can be anything between 20% and 
70% below the market rate. Tenants are 

“I’ve noticed that 
investors don’t differ 
between nationalities 
or locations”
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happy because they’re paying significantly 
less than market values, but it’s caused 
developers to not want to build rentals 
as cash flow and yields are massively 
affected.

Stockholm is one of the fastest-growing 
capitals in Europe. There is high demand 
due to both international and domestic 
relocation. It’s very similar to what London 
experienced years ago. But because there 
is a limitation on finding rental apartments 
many people are forced to buy, which 
boosts the prices. 

Do tenancies differ between 
the UK and Sweden?
Yes. Renting in the UK is much easier than 
in Sweden. Here, we have two types of 
tenancy contracts. 

One is called the ‘first right’, which means 
you have the first right to rent the property 
from the landlord for an agreed price – 
usually the capped rent. This contract 
is long term, and tenants can keep the 
property for as long as they want. There 
are many empty properties in Stockholm 
where couples have rented apartments on 
this contract ready for when their children 
grow up. 

Then there is the ‘second right’ contract. 
This is a short-term solution, and most 
don’t keep it for longer than 12 months. 
A tenant with this contract is renting from 
someone with the first right. It’s like rent-
to-rent. 

What is your favourite 
investment strategy in 
Stockholm? 
Stockholm has a great market for new 
construction. The beauty of development 
is that the final product has a very high 
final value for the type of construction. 
It works very well as a resell product.

There’s a high offering on the market for 
remodelling too. It’s a good, speedy 
strategy because the sales process is 
quick in Sweden. If a property is on the 
market on Sunday, it is usually completed 
by Tuesday.

Buying a property in the UK was a 
shocking experience for us. It’s so slow! 
There’s nothing limiting the UK to be as 
quick as other countries apart from 
operational hustle. The process is very 
behind. Everything is completely digitalised 
in Sweden, so all the checks etc are 
done online. 

A lawyer doesn’t even need to get involved 
when selling apartments in Sweden. 
Everything is dealt with by the estate 
agent. All the paperwork is prepared by the 
developer/seller before the sales process 
begins, and then the estate agent liaises 
with buyers. 

If you have any investment properties 
abroad and would like to share your 
experiences with us, then please email 
angharad@yourpropertynetwork.co.uk 

Always understand why. Not ‘why’ 
as in understanding what you want 
to achieve through investing but 

‘why’ as in what elements you feel need 
to be added to your portfolio. If you’re a 
successful investor in the UK and you 
have HMOs and apartment blocks, 
what else do you need to make your 
investment portfolio more appealing, 
sustainable and reliable? 

Understand what specific factor 
a new location can bring to your 
portfolio. For example, if you 

have HMOs in Liverpool and decide to 
purchase a BTL in Spain, you have not 
actually differentiated your portfolio. 
Liverpool for example, has a long
reselling time with high liquidity risk, 
and Spain has a similar market. 

If changes in currency rates 
impact the market, you want to 
have different exposures. It will 

allow you or your company to have a 
space in a strong economy which will 
bring a more sustainable and reliable 
performance and profits for the 
long term. 

Invest in another country where 
you can add something you don’t 
already have. Spain has good 

yields with vacation rentals and 
Sweden has a good market for new 
developments where you can sell 
quickly. 

What advice would you give to others 
who are thinking of investing abroad?

If you are interested 
in hearing the full interview, 
please click here:

https://bit.ly/2maONOy

This is a great start to our international 
investment series. Sergey has a wealth of 
experience and shows that investing in a 
new country doesn’t have to be as 
daunting as it may seem. All it takes is 
an understanding of the local market 
and demands – and maybe even 
partnering up with people who are 
already successful in the area. Your other 
investments may benefit by applying 
techniques and methods used in 
other countries. 
Don’t be afraid
to think big! 

Facebook:  KL Property Partners 

Instagram:  @klpropertypartners

You can download some of Sergey's case studies in 
the member's area of our website



50

lthough he started life in the 
corporate world, Dale Smith is 
making significant strides in the 
world of property. In this interview 

he charts the successes and challenges he 
has had in implementing holiday lets as a 
property strategy.

YPN: Could you start by sharing what you 
did before property?

Dale: The family background is in the 
automotive industry. When I graduated from 
The University of San Diego in the US, I came 
back to the UK and also ended up in the 
automotive industry where my dad still 
worked! My dad has always been involved 
in running dealerships though, whereas my 
background was finance and marketing. 

YPN: How did you get into property?

Dale: The property journey was started by 
my dad via BTLs from around 2004, but he 
stopped after the 2008/2009 crash. After I 
returned from the US, I started working my 
way up the corporate ladder and we decided 
to pool our capital to re-invest in property. 
From 2013 onwards, we really started to 
scale up what we were doing. 

YPN: Did you ever have the intention of 
doing property full-time?

Dale: My dad started doing BTLs as a 
long-term investment, probably as a 
pension pot. But then I became involved and 
was able to bring some capital into the 
business. That’s when it started to become 
more project-based and we started to feel 
that we could do property full time. Our own 
portfolio also grew to a size where someone 
needed to manage it full time, so my dad left 
the corporate world in 2016. I then left the 
corporate world 12-18 months later to grow 
the property business further. It’s great 
earning a good salary but you’re working 
70-80 hours a week for someone else. 
I don’t have any problem putting in the hours, 
but I would rather do it for our personal and 
family benefit. Our portfolio provided a good 
income, so although we were losing out on 
our corporate salaries, it’s actually only taken 
around six months to surpass our corporate 
earnings. 

YPN: What was your specific role initially?

Dale: My dad is very hands-on and process 
driven, probably due to his after-sales 
background and he is fantastic at project 

management. I’m more front-end, eg sales 
and marketing, so my role is focused on 
dealing with investors, arranging funding 
and handling legals. Once an acquisition 
completes, my dad takes over to cover 
project management, and my sister has 
recently joined this business to oversee 
property management. 

YPN: How did you decide what to focus on 
in terms of diversifying?

Dale: Our own portfolio is very local to where 
we live in Saltburn. As a town, its doing really 
well and fantastic for holiday lets. For single 
lets however, Saltburn property prices are 
too high to make the yields viable but 
commercial properties and holiday lets work 
very well. In nearby towns, prices are much 
lower so BTLs offer very good returns. 
So although we’re only covering a smallish 
patch, we have different strategies for 
different areas. As our primary objective has 
always been to grow cashflow, we started to 
focus on commercial freeholds that we could 
refurbish and split into multiple leaseholds to 
add value, and then refinance. Burnsyde 
Beach House is our flagship holiday 
let in Saltburn and although the 
project had lots of twists and turns, 
we’ve managed to recycle all of
our capital and it now generates 
over £50,000 a year in revenue.

YPN: What due diligence did 
you undertake to assess 
demand for holiday lets?

Dale: In the past, Saltburn 
has always been a popular 
seaside holiday destination 
but that had started to 
decline until around five 
years ago. 

A lot of money has been invested in the town 
and its popularity has returned, so intuitively 
we knew that the demand was there, but we 
also researched the usual portals to assess 
the competition and the rates. Mindful of 
purchasing in the right location, Burnsyde is 
right on the beach so it’s quite unique. 

As a single let it would attract around 
£1,500/month but as a holiday let, the 
revenue is much higher. We did have a plan 
B if holiday lets didn’t work – it would 
become my residence as it’s a lovely 
property overlooking the beach so would 
make a wonderful home!

YPN: Perhaps you could talk us through 
the details of your first holiday let project?

Dale: When Burnsyde first went on the 
market, there was a lot of interest but several 
sales fell though. 

Holiday (Lets) Time!
          Interview & words by Raj Beri

“Our own portfolio is 
very local to where we 
live in Saltburn. As a 
town, its doing really 
well and fantastic for 
holiday lets” 
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Case Study 1
Burnsyde Beach House, Saltburn 
Holiday Let

Burnsyde Beach House has been one of our favourite 
projects to date. Not only because of the incredible 
return it is now generating for us, but also because of 
its location, its impact on the local area and the learning 
curve it has provided for us as a team.

This property hadn’t been on the market long when we 
managed to agree the purchase price, and it wasn’t 
short of interest. With its unique, prime location and 
stunning views it had been under offer twice and fallen 
through on both occasions before we managed to 
secure the property with a bridging loan. That meant we 
could move quickly on the purchase and could ensure 
that all the necessary work was carried out before 
putting the property onto a term mortgage product.

The property has undergone a full refurbishment, with 
every wall being stripped back to the brick, re-insulation 
throughout, complete re-wire, re-positioning of the 
internal staircase to form an en-suite loft bedroom, 
and complete landscaping.

The property is forecast to produce ca £53,000 per 
annum in revenue in 2018 and is already over 80% 
capacity for the full 2018 calendar year.

The Numbers
Purchase price: £180,000

Stamp duty: £6,500

Conveyancing: £2,260

Purchase funded by 70% LTV bridging loan of 
£126,000 at 0.99% pm, with access to £30,000 for 
required refurbishment works

Cash requirement for purchase: £65,550

Total cost of refurbishment works: £45,000

Duration of project: 4 months

RICS valuation for refinance: £325,000

Holiday let repayment mortgage at 75% LTV: £243,750

Bridging loan plus interest to be repaid 
after six months: £167,200

Cash released on refinance: £76,550

Monthly mortgage payment: £1,110.47

Total monthly running costs: £2,014

Average monthly rental value for 
2018 YTD: £4,415

2018 Revenue Forecast:  £52,980 

2018 Profit Forecast: £27,713

Annual return on capital: 299%
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Overview of 
work carried out

INTERNALLY …

• All walls stripped back 
 to brick

• Tanked, re-insulated, 
 boarded and plastered 

throughout

• Full electrical rewire

• New heating system and 
upgraded boiler

• Fully stripped old loft room, 
re-insulated with celotex 
foam board, and formed 
new double bedroom with 
en-suite

• Removed existing narrow 
 staircase from one of 

ground floor bedrooms 

• Re-positioned new  
staircase in living room

• Removed door and glass 
windows between sunroom 
and kitchen, replaced 
with archway to open up 
stunning views of Saltburn 
Beach

EXTERNALLY …

• Painted white and 
 highlighted original brick 

features in stone grey

• Repointed and   
repainted roof

• Fully landscaped garden

• Created patio area to take  
 in stunning views on a  

summer’s evening!

The property had failed several surveys due 
to damp and was outdated because it hadn’t 
been looked after or lived in. It needed a 
significant amount of work and traditional 
lenders were not interested. Although it had 
been marketed at £225,000, we managed to 
secure it for £180,000 using a bridging loan. 
The refurbishment cost around £60,000 with 
an end valuation of £325,000, which allowed 
us to refinance all of our capital outlay. 
We learnt a lot on the first project but 
brought it in on time and now have a great 
relationship with the bridging company. We 
have an in-house team who do the works and 
my dad brings in other trades as required. 
The interior design is undertaken by my mum 
and my partner Rachel, who has a good eye 
for design. 

Funding has been the biggest challenge 
due to the limited number of lenders in the

holiday let market. It’s tougher to get lending 
and it’s a lengthy process. Cumberland 
Building Society will consider holiday lets 
as it’s a key product for them. Some lenders 
who do holiday lets will only look at certain 
postcodes or certain regions. 

YPN: You now also offer a turnkey service 
for investors. What led to that?

Dale: We came across individuals who have 
capital to invest but don’t have the time or the 
knowledge, or are perhaps looking to invest 
out of area, so we thought we could offer a 
service on the back of what we were already 

doing. We know our area really well so we 
were confident in terms of what we could 
deliver to investors. I’m very keen on detail, 
so our investors get as much if not more 
information as doing their own due diligence.

We always discuss a plan B with clients to 
confirm that they would still be happy 
with that. I’m also very conservative on 
revaluations and always detail a ‘worst 
case scenario’, again to ascertain if they are 
still comfortable going ahead. 

YPN: Perhaps you could give our readers 
an overview of a turnkey holiday lets 
investment?

Dale: We will source the property, carry out 
any refurbishment/conversion work including 
property furnishings and then manage the 
property on an ongoing basis. One ex-pat 
client has sourced a new build through us 
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as a holiday let, so in that case we’ve 
furnished it and that has been running 
for around five months and is tracking 
towards a 25% per annum return on 
capital.

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

Dale:  We want to continue to build our 
own holiday let portfolio. For our client 
base, we’re keen on securing more good 
projects.

We would prefer a smaller ‘select’ client 
database of repeat investors over the 
longer term. However, if someone just 
wants us to source and then self-
manage, we could do that. Increasingly, 
we are finding people who are struggling 
with occupancy rates so we have 
developed a service where we can 
also help those clients market more 
effectively. The final expansion to the 
business will be to increase the number 
of holiday lets/SAs under management 
for our clients. We will continue to give 
advice to potential clients as required, 
but the key thing with the holiday let 
market is undoubtedly buying in the right 
location. 

YPN: What books or people have 
inspired you along the way?

Dale: I’ve taken inspiration from the 
team at Progressive and also people like 
Simon Zutshi and Mike Stenhouse. In my 
sales and marketing roles I’ve worked 
with a number of high achievers and 
great leaders so I have learned a lot from 
them over the years. I’ll continue to learn 
from the resources available, eg YPN or 
property podcasts. I’ve also taken a lot 
from an American podcast from Andy 
Frisella, The MFCEO, who believes you 
get what you put in. He is no-nonsense 
and controversial in the language he uses 
but his content is fantastic.

Case Study 2

Park View Apartment, Whitby

A purchase direct from developer which consists of a 
ground floor apartment in a newly refurbished Victorian 
building. The property is perfectly located giving easy 
access to all that the seaside town of Whitby has 
to offer.

We purchased this property on behalf of an investor 
who lives abroad and is actively seeking to build a 
holiday let/SA portfolio back home in the UK. 

The numbers
Purchase price: £156,500

Initial capital invested: £54,720
(to cover purchase, legals, consultancy 
fees and furnishing)

Average nightly rate YTD: £140

YTD occupancy: 75%

YTD average monthly revenue: £3,005

Average monthly running costs: £1,600
(including mortgage, maintenance, cleaning, 
rates and taxes, marketing and management costs)

Forecasted monthly 
net profit: £1,405

Net annualised return on capital invested: 30%

Winter nightly rate: £125

Spring/autumn rate: £135

Summer nightly rate: £150

Cleaning and pet fee: £30
  per stay

CONTACT
Website  www.investicity.co.uk
Email dale@investicity.co.uk

“We would prefer a 
smaller ‘select’ client 
database of repeat 
investors over the 
longer term”

Click here to listen 
to more from Dale

https://bit.ly/2mjwPtp
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ince last year I, with others, have 
been working on a new project that 
I believe will affect the way we do 
property business in the future.

The global property market is worth US$217 
trillion – more than all the gold and bitcoin 
in the world combined! Isn’t it time it was 
brought into the 21st century?

The property market throughout the world is 
antiquated and works with systems that are 
decades if not centuries old. Isn’t it time that 
a new entrant came to the market to disrupt
things a little bit? Well maybe that time 
is now!

With the advent of relatively new 
technologies such as blockchain, things 
within the property market are about to 
change ... For the better!

So, let’s look at some of the current issues 
the property world faces:

For investors
• Limited liquidity – once you purchase 

a property any funds that remain in the 
property	stay	there	until	refinanced	or	
sold.

• Relatively high point of entry. Even in the 
cheaper areas of the country, you will still 
need a £10k deposit to get a mortgage on 
a £40k property, which does still exclude 
a lot of people.

• Limited transparency. If you’ve purchased 
a property recently you may have noticed 
that a lot of the questionnaires that come 
back from your solicitor have ‘N/A’ or ‘Not 
known’ as the answers.

• Reliance of financial institutions. What 
can I say? There are very few true cash 
purchasers in our market so we are 

	 wholly	reliant	on	the	current	financial	
system.

For professionals:
• Regulatory compliance – staying on top 

of all the legislation relating to property 
sales/rentals and the like.

• Marketing costs – what does it cost to 
sell a property or to market for tenants?

• Administrative tasks – tenancy  
agreements, deposit protection, right  
to rent, etc etc

• Legal fees –	say	no	more!!

For authorities:
• Adherence to legal regulation. Quite 

rightly parts of the property industry are 
heavily regulated and the authorities  
need to have checks in place to protect 
everyone.

• Adherence to AML (Anti-Money  
Laundering) / KYC (Know Your Customer) 
checks. We are all aware of the necessity 
for this now – but how many actually do it 
correctly?

• Adherence to marketing regulations –  
in particular for property funds.

• Declaration of investor income.   
We all know there is a hidden economy 

 of undeclared income due to the  
antiquated systems used by authorities. 
A blockchain will make things more 

 transparent.

Proptech
Disrupting the Worldwide 
Property Market  By Mark Lloyd
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Here is an example …
Company A wishes to raise funds 
for a development project and they 
decide to use the Dominium platform 
to raise money. Company A would 
create a tokenised asset on the 
Dominium platform (Security Tokens) 
to the value of what they want to raise 
– let’s say £1m. Investors would then 
subscribe and be issued with security 
tokens which would be linked directly 
to the development. 

So, what are the advantages to 
Company A? 
• all regulatory issues are taken  

care of by Dominium already 

• they have access to Dominium’s 
large pool of investors (currently  
in 130 countries)

• Investors can invest from as  
little as £1

As we are in start-up phase we are 
currently giving away FREE Dominium 
utility tokens (DOM) to anyone who 
registers on the platform and for 
anyone you refer. Remember where 
Bitcoin was eight years ago? Don’t 
miss this opportunity and have a good 
read through our pitch deck and white 
paper. For more details, email 
mark@dominium.me or register at 
https://dominium.me/en/referral/2f6472d3

Mark Lloyd is co-founder of 
Property Mastery Academy 
and one of the main mentors 
behind their award-winning 
Mentorship Programme: 
www.propertymasteryacademy.co.uk

How can blockchain help 
the property market?
Would a fully-transparent system that 
allows investors to easily buy and sell 
properties all over the world; professionals 
to list, manage and sell property assets; 
and authorities to view transactions in 
a transparent ledger assist the property 
world? I think it would! 

That is why we have set-up a new company 
based on this technology called Dominium. 
Dominium is a decentralised, regulated 
marketplace for property finance, list-
ing and management. It is a multi-lingual 
property platform that uses third-generation 
blockchain technology to provide a single 
decentralised marketplace for all property 
activities. 

This means there is an array of benefits 
that were previously unavailable within the 
property industry, bringing bricks and 
mortar into the technological era. It will 
allow people all over the world to purchase 
and trade property assets with no 
minimum investment – and a very high 
level of security, full transparency and, 
maybe even more important from an 
investor’s viewpoint, liquidity. This liquidity 
also means that property will come within 
the reach of the general public with 
investments from just £1.

So, what are the aims behind Dominium and 
how does the blockchain technology help? 
Well, in simple terms the blockchain will 
provide a platform that:

• Allows companies to create property 
funds, bonds and loan notes with these 
assets represented by security tokens, 
thus creating liquidity

• A marketplace for investors to buy  
 and sell those security tokens in a  

compliant way

• A set of tools to help fund managers, 
including templates for regulatory  
documents

• A marketplace for users to list, purchase 
and rent properties

• A public database that records  
historical data related to properties, 
such as ownership, tenant payments, 
maintenance records, etc

• A decentralised ledger, which 
 ensures security

• Liquidity through tokenisation

• Transparency through ledger recorded 
transactions

• CRM

You may be thinking: What on earth is 
tokenisation? There are essentially two 
types of tokens: Utility Tokens and Security 
Tokens.

Utility Tokens provide users with future 
access to a product or service. Through 
Utility Tokens, start-ups can raise capital to 
fund the development of their blockchain 
projects, and users can purchase future 
access to that service, sometimes at a 
discount off the finished product’s price. 
Bitcoin is essentially a Utility Token 
(although it is referred to as a crypto-
currency, it means the same) and this is 
what we at Dominium are launching to raise 
funds to develop the platform. So, the value 
of the tokens can fluctuate as demand for 
the company’s products/services increase. 
The difference with Dominium vs Bitcoin is 
that Dominium has a product/service 
and Bitcoin doesn’t (and our platform is 
supported by our own property assets too!).

Security (or Equity) Tokens entitle the 
holder to ownership rights, such as a
property or debt for example. Traditionally, 
property funds have been available to
institutional investors, although over the 
years options have emerged for smaller 
investors, but the entry point is still usually 
£25k+. Assets created on the Dominium 
platform will offer a number of advantages 
over traditional financial products:

• Liquidity
• Low investment amount
• Transparency
• Global access to property investors
• Peer-to-peer lending

Although Utility Tokens do not yet come 
under the remit of the FCA (they relate to 
using the platform, not creating assets on 
the platform), Dominium will be need to be 
FCA compliant to attract the smaller 
investor and to issue Security Tokens. 

We believe that this platform will totally 
revolutionise traditional property funds and 
property financing and the way that property 
transactions are performed. 
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t is beyond argument that on our own 
we are unlikely to possess all the 
knowledge and skills we need to 
progress in our property journey. 

To that end we all seek to assemble a 
so-called power team to plug the gaps in 
our skillset, allow us to maximise the use 
of our own time and reduce otherwise 
insurmountable stress levels. Quite 
aside from the necessity, I thoroughly 
enjoy engaging with other property 
professionals.

But how effective is your power team?

At a recent networking event where I provide 
a Landlord Q & A session, I was met with 
an assortment of issues currently faced by 
property investors. Among them was a 
landlord whose tenant was 35 weeks in 
arrears, an investor who had given up on a 
deal as they were told that financing was 
not possible and a landowner whose 
nominated representative had negotiated 
an awful premium in respect of a 
wayleave agreement.

It started me thinking, firstly, whether the 
teams these people had put together were 
effective. Having previously owned a 
multi-branch letting agency, it is beyond my 
comprehension that a tenant can get 35 
weeks in arrears without the agent 
serving notice and taking steps to rectify 
the situation. Furthermore, having 
represented property owners in numerous 
contentious matters, I am aghast that a 
lack of research and understanding 
meant that the property owner 
received thousands of pounds less 
than should have been the case. 
The investor without the 
finance was, as it 
transpired, a 
case study to 
demonstrate the 
importance of a 
specialist broker 
who has working relationships 
with those who provide 
bespoke 
finance to 
investors.

So in assembling a power team you must 
undertake research and due diligence in 
respect of the individual or their firm’s 
knowledge and expertise. For their 
appointment to have any value, they need 
to know far more than you do and ideally be 
respected in their field and considered an 
expert in it. By definition this is unlikely to be 
the cheapest available but as the above three 
examples demonstrate, the right candidates 
will be worth every penny. Who would 
begrudge paying an enhanced fee where the 
alternative was missing out on a deal? 
Or paying an enhanced fee to significantly 
reduce the voids in your portfolio? Or 
consider saving a few hundred pounds 
on professional fees only to lose tens of 
thousands in a premium? I think you get the 
message!

This networking event also made me 
consider another view, namely whether your 
power team, even if they are experts in their 
field, still represent the most appropriate 
team given your current needs. 

Many investors start their journey with vanilla 
BTLs and then maybe stretch their legs with 
a flip or test the water with some serviced 
accommodation. The power team involved 
may do a sterling job for you.

But then, let’s say you really start to grow 
your business and seek out larger 
development opportunities. All of a sudden 
you are dealing with option agreements, 
conditional contracts, planning law, more 
complex funding structures, larger building 
firms, project managers, engineers, party 
wall surveyors and above all greater risk.  
How adept is your trusty conveyancing 
solicitor, residential mortgage broker and 
maintenance handyman now?

I am not advocating that you release from 
duty all of your trusted allies, but you have 
to make sure that the members of your 
power team are able to perform the 
functions required of them. If your business 
is in a different place than when you started, 
it is expected that your power team should 
change with those requirements. 
Alternatively, you may simply need to 
augment the team to provide additional 
skills as and when required.

Indeed it is also possible that your own role 
within the business has changed even if the 
direction of the business has not. You may 
be seeking to reduce your own input to focus 
on something outside property. One method 
of being able to do this could be to augment 
your power team so it can undertake the role 
that you currently provide.

It is therefore a useful review process to 
detail the skillset that your business 
currently requires and assess what 
proportion of those functions are covered 
by your existing team. A cruder method 
may be to create a list of all the aspects 
that your power team should provide and 
assess whether you would, having regard 
for those needs, still appoint the team you 
currently have. The results may give you the 
confidence that you have all areas covered 
but it may highlight some gaps which 
require filling.

If you are just starting out, keep in the back 
of your mind where you want the business to 
go. Select a power team from firms who can 
cater for the size you are and the activity that 
you undertake – but who can also provide 
more specialist or higher quantity output so 
your involvement with them can grow 
as your business grows.

As always, I am happy to assist 
YPN readers on any property 
matter and can be contacted 
on  01843 583000 or 
graham@grahamkinnear.com

How Effective is 
Your Power Team?

 By Graham Kinnear

Graham is 
the author of 
“The Property 
Triangle”
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rexit is inevitably featuring more 
widely in the news as the departure 
date from the EU draws near, but 
what will be the impact on the 

housing and BTL market? First let’s look at 
the possible impact on the UK economy. 
As ever there are mixed views but here 
are some relevant recent statistics:

• According to the ONS the growth of GDP 
in	the	UK	in	the	first	quarter	of	2018	was	
0.1%, lower than the other countries in 
the EU apart from Romania.

• Business investment decreased by 0.2% 
between the last quarter of 2017 and the 
first	quarter	of	2018.

• The bank rate was maintained at 0.5% in 
May and this has contributed to a fall in 
the pound of 6% against the dollar.

• The UK economy continues to suffer 
from weak productivity. In the European 
Union GDP is rising 1.0% faster than 
employment but in the UK they are rising 
at about the same rate suggesting that 
productivity is not increasing.

Mark Carney, the Governor of the Bank of 
England, commented: “despite a very large 
stimulus by the Bank of England and fiscal 
easing by the government the economy is up 
to 2% lower than the forecast before the EU 
referendum and it is reasonable to ascribe 
some of the shortfall to Brexit.”

However, Julian Jessop, chief economist at 
the Institute of Economic Affairs, assesses 
the Brexit hit to be 1% and thinks that the 
negative impact on growth is likely to be 
transitory.

Turning to the housing market there is little 
doubt that the market has slowed down. The 
RICS reports that despite an improvement 
in the supply of housing, demand remains 
flat with the deepest downshift in London 
and the South East. However, prices are still 
rising in parts of the Midlands and the North. 
Simon Rubinsohn, chief economist at RICS, 
commented: “the latest results provide little 
encouragement that a drop in housing market 
activity is likely to be reversed any time soon. 
It has the potential to impact on the wider 
economy contributing to a softer trend in 
household spending.”

Surveyors in the South of England said that 
Brexit and the increase in stamp duty “killed 
the fluidity of the London market.” 

UK Finance, representing nearly 300 of the 
leading firms providing finance, banking, 
mortgages and payments related services 
in the UK, has also got involved in the Brexit 
debate. Chief Executive Stephen Jones 
reported that UK Finance was working 
closely with the government and the EU to 
minimise disruption to firms. But he pointed 
out that there are challenges due to Brexit 
that could have a significant impact on the 
mortgage industry and the housing market. 
Overall, mortgage lending appears to be in 
good shape with forecast gross lending of 
£260 billion in 2018, the highest for a 
decade, with a forecast increase to £271 
billion in 2019. However, the number of 
outstanding BTL mortgages has increased 
by only 1.5% in the past year, one-sixth of 
the rate three years ago. 

The above evidence suggests that Brexit will 
have a negative impact on the housing and 
BTL market but not all commentators agree. 
Writing in Money Morning, the free daily 
investment email from Money Week, 
executive editor John Stepek reviewed 
trends in the BTL market and concluded that 
landlords were much more affected by 
changes in stamp duty, mortgage interest tax 
relief and future increases in interest rates 
than in Brexit. In his view the likely outcome 
is the “accidental landlord” exiting the market 
in greater numbers thereby improving the 
housing supply for owner-occupiers. 

Brexit remains fraught with uncertainty and 
I decided to turn to the following predictions 
made by Zoopla before the EU referendum to 
see how well they had worked out.
 
• Potential buyers and sellers choose to 

“stay put”. This is in accordance with the 
latest reports from RICS.

 
• Less demand from high-end property 
 particularly in London. Prices in inner 

London have fallen by as much as 15%.
 
• Fewer foreign students looking for   

accommodation. In the last academic 
year there was a 7% increase in first   
year students from EU member states.

 
• More expensive new-build homes  

because there will be fewer construction 
workers. The shortage of bricklayers and 
carpenters is at a record high.

 
• Higher mortgage payments. The bank 

rate was increased from 0.25% to 0.5%.

Apart from item 3 (student numbers) the 
predictions made by Zoopla before the 
referendum have turned out to be in line 
with the actual outcomes. This is heartening 
news for economists like me who attempt to 
produce economic forecasts. 

How should BTL investors respond? Dealing 
first with student numbers, the strength and 
international reputation of the higher 
education sector in the UK should ensure 
that student numbers will remain high. 
Moving on to borrowing, most 
commentators expect future increases in 
interest rates to be moderate and mortgage 
availability will remain good if the UK secures 
a deal for financial services in the transition 
period following the departure of the UK 
from the EU in March 2019.

As reported in last two editions of Your 
Property Network the increase in house 
prices and rents in the short term will be 
moderate in most parts of the UK. To take 
this into account BTL investors should look 
closely at rental yields and be prepared to 
look beyond their home city to obtain 
higher yields.  

The Buy-to-Let 
Market Overview
          By Chris Worthington

Image © Bigstock.com/melis
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The Buy-to-Let Market in COVENTRY
oventry is the ninth largest city in 
England with a population of around 
350,000 rising to 450,000 by 2033. 
In demographic terms, Coventry 

is relatively young and this is one of the 
highest forecast increases in population in 
the country. The city is in a central location 
in England, 19 miles from Birmingham, 24 
miles from Leicester and 95 miles from 
London. It is well served with road and rail 
connections; Coventry airport is five miles 
from the city centre. 

Coventry suffered extensive bomb damage 
during the second world war and large parts 
of the city were destroyed. In the post-war 
years the rebuilding programme included 
one of the first pedestrianised shopping 
precincts in the UK and a new cathedral 
built next to the remaining outer walls of 
the old cathedral. It is the city’s best-known 
landmark and tourist attraction.

The motor industry boomed in the 1950s 
and 1960s and during that time the average 
disposable income was amongst the 
highest in the country. This industry 
gradually declined and by 2008 the only 
remaining manufacturing plant produced 
the famous TX4 black taxi cab. However, 
Jaguar has retained its corporate 
headquarters and Peugeot have a 
large parts centre in the city. Coventry’s 
main manufacturing industries are 
electronics, aerospace components and 
telecommunications equipment. In recent 
years the local economy has moved away 
from manufacturing towards business 
services, finance, research and 
development, creative industries and leisure. 
Yet manufacturing remains an important 
part of the economy, employing 18,500 
people. Coventry is the sixth highest city 
for exports per job in the UK with 25% of 
exports going to growth markets in China. 

Coventry is set to become the UK City of 
Culture in 2021. It is well endowed with 
culture, arts and music venues including 
the Herbert Art Gallery and Museum, the 
Belgrade Theatre and the 32,000-
capacity Ricoh Area. The annual Godiva 
festival celebrates the 11th century exploits 
of Lady Godiva who rode naked on 
horseback through the city in protest 
against high taxes. Famous people from 
Coventry include Sir Frank Whittle, inventor 
of the jet engine, the poet Philip Larkin and 
Lee Child, author of the Jack Reacher 
novels. In the 1970s Coventry was the 
centre for two tone music featuring bands 
such as The Specials who had number one 
hit with “Ghost Town.”

Coventry has two universities: Coventry 
University is in the city centre, Warwick 
University is three miles south of the city. 
Warwick University is consistently placed 
in the top five of the Russell Group 
universities for teaching excellence and 
research. Coventry University offers a 
degree in automotive design, reflecting 
the local tradition of motor manufacturing. 
There is a total of around 28,000 students 
in the city.

The average house price in Coventry is 
around £200,000, with one-bed flats 
available for £130,000 and semi-detached 
houses for around £215,000. Average rents 
are around £1,100 pcm giving an average 
rental yield of over 6% (source: home.co.uk).

The growing population of Coventry has 
produced a high demand for new housing, 
which is addressed in the local plan for the 
city to 2031. The plan proposes that a total 
of 25,000 new houses will be built in the 
city with 17,000 of these on brownfield sites. 
18,000 houses will be built in the 
neighbouring local authorities in 
Warwickshire. At present there is an 
under-supply of new homes in the city, 
with a 60% annual shortfall compared with 
the long-term target. The shortage of new 
housing was reflected in the increase in 
house prices of 55% from 2012-2017, 
second only to London at that time. 
In common with most of the cities in the 
UK the increase in house prices moderated 
in 2017 to around 6% with a forecast for 
2018 of 1.5%. The highest increase in house 
prices was recorded in the CV4 postcode 
area where there is strong demand from 
students at the University of Warwick.

In recent years the Broadgate area of the 
city centre has been substantially 
regenerated with improved pedestrian links 
and the creation of an attractive Parisian 
style boulevard. In the next phase of the city 
centre redevelopment, the Friargate area 
will provide new office and retail space and 
400 new homes. A water park and leisure 
centre are also under construction.

In the latest phase of the development of 
student accommodation, planning 
permission has been granted for Aviva 
Investments to build a 770-unit complex 
in Godiva Place as part of Coventry 
University’s plans to extend the campus. 
A recent report in The Independent 
newspaper placed Coventry in the top ten 
locations for rental yield on investment in 
student accommodation, with an average 
yield of 6.4%.

Since the decline of the motor industry the 
local economy in Coventry has made solid 
if unspectacular progress. In common 
with many cities in the UK it is making the 
transition from manufacturing to the service 
sector with strengths in higher education 
and culture. It also benefits from population 
growth, a central location in the country and 
good transport links.

BTL investors in Coventry have three 
attractive options. The average rental yield 
for a conventional BTL is comparatively high 
at over 6% and this is likely to be sustained 
because of the shortage of housing in the 
city as highlighted in the local plan. The 
second option is an apartment in the city 
centre; this will benefit from the planned 
improvements in future years and also from 
the City of Culture in 2021. The third option 
is to invest in high-yielding student 
accommodation. 

Chris Worthington is an economist with 20 years of experience in local economic 
development. You can contact him via email on chrisworthington32@yahoo.com
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Thank you for getting in touch, Mrs E. 
A lot of people who have contacted 
me over the years, have been a 
little nervous about leaving 
their safety net and going 
straight into property.

Taking stock
Here are my suggestions for taking stock of 
the situation:

• Write down all the things you like  
about your current job

• Write down all the things you hate  
about your current job

• Write down all the things that you   
current like about your life

• Write down all the benefits 
property would bring to you 
and your family

• Calculate approximately the 
amount you require to live

  on – not including all the 
luxuries

• Calculate approximately the amount  
you require to live on – including all  the 
luxuries

Finally, have you thought about which 
strategy you would like to follow in 
property going forward? For example, 
would you be considering rent-to-rent, 
purchasing HMOs, undertaking 
small developments, etc.  

If we use rent-to-rent as an example, we 
would be able to calculate an approximate 
amount of how many properties you 
would need in order to meet your income 
requirements.

A further question - have you also looked at 
the capital required to get started?

Example

If you would like an approximate income of 
£2,000 per month, on the basis that each 
property you take on produces cash flow of 
£500-£800 per month, you would need three 
to four properties to make this amount of 
money. 

Generating this level of cash flow can be 
easy to achieve but it does require real 
determination and a good degree of action. 

Start slowly
Before giving up your current post, I would 
advise breaking the ice of your property plan 
by putting in some work after hours and at 
weekends. This would include:

• Speaking to letting / estate agents

• Speaking to local landlords 

• Attending networking meetings

• Taking part in property forums online 

All of the above can be done around your 
existing commitments and it would also give 
you an indication of the time it would take to 
get you started in property.

A personal reflection
I write this as I recently had an experience 
that prompted me to reflect on my many 
years in property.

When to Take 

a Leap
By Arsh Ellahi

Dear Arsh, 

I do property as a sideline. I also have 
three teenage children shortly due to 
go to university. We make an average 
salary. I want to take the plunge and 
go into property full time, but I am 
nervous about doing so. What would 
you suggest?

Mrs E, Herts
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Last month I had a phone call saying I 
had been nominated for an award. Great, 
I thought, I’ll send over a one-pager about 
myself, turn up at the event with Mrs E, have 
a nice meal and a good night out, job done. 
But no, I was faced with the task of writing 
a comprehensive bio about myself, my past, 
where I was at and why I was a success. It 
was, in fact, the hardest thing I have ever 
written. 

When I reflected on what made it so difficult, 
I realised I had never stopped long enough 
to take stock of my successes because I 
was too busy moving onto the next thing. 
Doing this exercise meant that I had to 
delve into the past two decades and analyse 
everything I had done and why. I realised 
three things: 

1 I was always doing something new 

2 I was never scared to take a risk

3 If I didn’t know something already, I was 
going to make sure that I got to know it

As a young child, I thought it was the norm 
to only live on one floor of your house and 
have tenants living on the other and paying 
you for the privilege. I had grown up 
watching my parents make money from 
property and do it as a sideline to their daily 
work. But I wanted more from property.
Even at a young age, I struggled to see 
how something that was bringing in regular 
money wasn’t their primary focus for work. 
So, fresh-faced out of university, I made 
property my primary goal. That gave me 
a good return on my efforts. Then, fast 
forward ten years and I had seen my fair 
share of tough times. What those tough 
times taught me was that I had to make 
my properties, and my property business, 
bulletproof.

Stay with me, I will explain how this 
happened. 

Soon after I got married, I thought I could sit 
back and relax. At this point I had worked in 
property for ten years and was doing 
reasonably well … or so I thought. My wife 

and I had a nice house, we both had new 
cars and a lifestyle that was comfortable. It 
was only when I started to venture into new 
property territory that I realised I hadn’t even 
started to reach my potential yet. 

Because I like new challenges, I felt that I 
had become stagnant in property where I 
was. I had a portfolio that was cash flowing 
but there were certain aspects that I hated, 
and I felt that I was working too hard. At that 
time, I was:

• Taking all the prospective tenant  
enquiries

• Attending all the viewings

• Signing up tenants 

• Managing all the tenancies

• Chasing rents and doing the admin tasks

• Dealing with maintenance issues

It is fair to say that I fell out of love with 
property. It had become a daily grind and I 
hated it. It took up so much of my time, 
and I found it difficult to move on to other 
strategies, which I knew would be more 
lucrative. 

I spent the next 18 months moving myself 
away from my business. I put systems and 
procedures in place to ensure that I would 
not fall back into the trap again.

The moral of the story
Relating this back to you, Mrs E, I had to 
weigh up all the negatives and benefits of 
taking myself out of the business, because 
being so hands-on, I ran an extremely tight 
ship. My occupancy rate was almost 100%, 
because I was proactive with both the 
lettings and marketing. My rent collection 
level was high because I always followed up 
very quickly on any rent payments that had 
not come in. I fell into the trap of thinking 
that without me, all the above could fall 
dramatically and I could lose a fortune. 

My biggest fear was that the team I built 
around me would not be as proactive or 

productive – after all, they worked on a wage 
basis and even though I had incentives in 
place for every letting that they signed up, 
I would not be checking the quality of the 
tenants myself. I felt that had played a big 
part in the longevity of the tenants, and 
that we would face more issues within their 
tenancy period. 

However, after 18 challenging months of 
putting systems in place – a process that 
I found quite tough – I had time to start 
working on new business ventures. Now, I 
believe that delegating tasks to a team was 
the best move I have ever made. It enabled 
me to start my deal trading business and it 
also allowed me to work smarter, not harder. 
As a result, I found my work/life balance 
again. 

The phone still rings, but now calls are 
from investors. Every call is potentially a 
money-making call and my productivity 
levels are higher than they’ve ever been. The 
end result is that I make more money now 
from the new business venture, than I did 
back then from being hands-on in managing 
my properties. 

I took a risk and it paid off. But I also 
calculated that risk to the nth degree before 
making the leap.

In brief, Mrs E, take stock of where you are 
now, weigh up your options and work out 
where it’s best to spend your time to get the 
most lucrative results. Consider the risks 
before taking a leap. 

I hope you found this article of some use.

Arsh Ellahi is the author of 
“Boom, Bust and Back Again: 
A Property Investor’s Survival Guide”

Contact 
Mailing List 
www.arshellahi.com/deals 

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

Facebook Page 
https://www.facebook.com/ArshEllahi123/

Linkedin 
https://www.linkedin.com/in/arshellahi/

Twitter https://twitter.com/arshellahi

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

I use the saying, “Believe and you will 
achieve”. If you believe you are stuck in 
the rat race and would like a quick chat to 
consider your options, why not book a 
10 min free call with me by visiting 
Bit.ly/CallArsh. Hopefully, I might just 
be able to help you along the way.
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TMW have now opened up their limited 
company lending to all of the market, and 
also made some improvements to their 
criteria. This is excellent news for the BTL 
mortgage sector as it brings a mainstream 
BTL lender into the limited company market.

Looking at an overview of key criteria …

• Minimum valuation/purchase price 
£50,000

• No minimum income 

• First time landlords accepted 

• HMOs accepted 

• Purchase and remortgages available but 
further advances are not accepted 

• Portfolio landlords accepted 

When you are in the process of determining 
the structure of your limited company, bear in 
mind that TMW are looking for simple limited 
company structures with a maximum of only 
two directors/shareholders, who must hold 
100% of the shares. Here are more details:

• Limited companies only – partnerships or 
LLPs are not accepted 

• Layered companies are not accepted 

• Personal guarantees are required from all 
directors

• Special Purpose Vehicle (SPV) only

• No floating charge (debenture) required

Interest rates
For standard BTL properties 

80% of purchase price/valuation 

• 3.24% fixed until 30/9/2020 –   
2% arrangement fee – Free valuation 

75% of purchase price/valuation 
• 2.99% fixed until 30/9/2020 –   

£1,995 arrangement fee – Free valuation 

• 3.49% fixed until 30/9/2020 –   
No arrangement fee – Free valuation 

• 3.49% fixed until 30/9/2023 –   
£1,995 arrangement fee – Free valuation 

• 3.84% fixed until 30/9/2023 –   
No arrangement fee – Free valuation 

For HMOs

75% of purchase price/valuation 

• 3.79% fixed until 30/9/2020 –   
£1,995 arrangement fee – Free valuation 

Another mainstream BTL lender entering 
the limited company market is a positive 
move for the BTL mortgage market and will 
increase competition.

TMW have also over the past few months 
made some other positive changes to their 
product range as the market continues to 
evolve following portfolio landlord regulation. 
These improvements include the following:

HMO lending has increased from 65% 
maximum loan to value to 75%. Along with 
the introduction of the limited company 
range, this has been another positive step as 
it gives investors another option when they 
are looking to purchase and refinance an 
HMO. The previous 65% limit was a restriction 
for most investors. TMW consider an HMO 
to be a property that falls under the following 
guidelines:

• A property occupied by five or more  
 people or consisting of five or more  
 letting rooms

• A property with more than one tenancy 
agreement 

Key criteria for HMOs …
• Minimum property value £100,000

• Maximum loan to value/purchase   
price – 75% 

• Must have two years’ standard BTL  
experience or one year’s experience as  
an HMO landlord 

• No more than seven lettable rooms

• Maximum of four storeys and no more 
than one kitchen 

• Property must have a communal   
living area

Interest rates include …

75% of purchase price/valuation 

• 2.84% fixed until 30/9/2020 – 
 2% arrangement fee 

• 3.34% fixed until 30/9/2020 – 
 £1,995 arrangement fee 

• 3.49% fixed until 30/9/2020 – 
 £995 arrangement fee 

• 3.44% fixed until 30/9/2023 – 
 2% arrangement fee 

• 3.69% fixed until 30/9/2023 – 
 £1,995 arrangement fee 

• 3.74% fixed until 30/9/2023 - 
 £995 arrangement fee 

Again this is a positive move and increases 
competition for investors who are financing 
HMO properties.

MORTGAGE UPDATE By Stuart Yardley
Trafalgar Square Financial 
Planning Consultants

Stuart presents his monthly round-up and 
review of what’s going on in the mortgage 
and specialist property finance markets. 
This month, he also considers cross-
collateral lending.

There have been a few changes to note in 
the BTL mortgage market this month, with 
The Mortgage Works (TMW) launching 
their limited company proposition out to the 
whole of the market and also making some 
changes to their product range.
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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.

LIMITED COMPANY MORTGAGE OVERVIEW 
LENDER LOAN-TO-

VALUE
PRODUCT FEES

Paragon Mortgages 80% 3.7% 
5-year fixed rate

1% arrangement fee

Kensington Mortgages 80% 3.29% 
2-year fixed 

1.5% arrangement fee

Precise Mortgages – 
remortgage only 75% 2.59% 

2-year fixed

3% arrangement fee
Free valuation

£300 cashback 

The Mortgage Works  75% 3.49% 
5-year fixed

£1,995 arrangement fee

Kensington Mortgages 75% 2.89% 
2-year fixed

1.5% arrangement fee

When you are setting up a limited company, I would recommend that after 
a conversation with your tax adviser, you speak to your broker to ensure 
the structure of the company works from a finance perspective. Each 
lender has a very different view of shareholdings and directorships, with 
some lenders ignoring minor shareholders and others insisting that all 
shareholders need to be party to the mortgage and give personal 
guarantees. When a shareholder is required to be party to the mortgage, 
they must fit that lender’s criteria so it’s important you discuss this with 
your broker upfront. 

Cross-collateral 
short term lending 
Over a year ago, I talked about how some 
investors are utilising equity in other properties to 
secure higher short term borrowing to purchase 
properties. I receive a lot of questions and queries 
on this type of lending, so thought I would try and 
show some examples on how this can work.

Let’s look at an example of an investor looking to 
purchase a property for £150,000 to convert into an 
HMO, but is limited in the amount of deposit funds 
they have available. However, they have another 
investment property that they have owned for a 
number of years. Due to favourable terms available 
on the existing investment property mortgage, the 
investor prefers not to refinance this but needs access 
to the equity in the property for the short term to put 
towards this new purchase.

New purchase price:

• £150,000

Existing investment property:

• Valuation: £150,000 
• Mortgage outstanding: £50,000

As a typical example we could look at arranging short 
term bridging finance using a first charge on the new 
property being purchased, and also a second charge 
on the existing investment property.

New property:

• £150,000 x 75% = £112,500 loan, leaving the 
investor requiring £37,500 deposit 

Existing property:

• £150,000 valuation x 70% = £105,000
• Minus their existing mortgage of £50,000 leaves 

a potential of £55,000 to borrow on top of the 
£112,500 

This would be done as one loan with the security 
being provided as the first and second charge.

So based on the previous figures, I would expect to arrange a short term bridging 
loan on the following terms:

• £150,000 loan  • 0.85% per month for up to 12 months 
• 2% arrangement fee  • No exit fee on repayment
 deducted from the loan

Once the investor has renovated the property and converted it to an HMO, the 
property would be refinanced to a mortgage to repay the loan and release the 
second charge.

There are many circumstances when this can be used. Some investors will utilise it 
to access short term funds when other properties are being refinanced or sold but 
the timescales don’t allow this to be concurrent with the new purchase.

£150k 
VALUATION

£150k PURCHASE PRICE
100% LENDING

£112,500
(75% Bridging Loan)

£37,500 Deposit
Extracted from equity 

(2nd Charge)
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Do you believe that recent buy-to-let tax 
changes are unjust? If so, please sign our 
petition:

rebrand.ly/Parliamentpetition

If we get 100,000 signatures, it will initiate a 
debate in parliament to discuss reinstating 
mortgage interest relief and to abolish the 
3% Stamp Duty surcharge.

You might be thinking that mortgage interest 
tax relief and Stamp Duty are not the sexiest 
of subjects, and some smaller investors are 
unaware of these changes. But if you’re a 
landlord, a higher rate tax payer (or nearly 
one!),and/or if you’re investing in 
residential property to build a sizeable 
portfolio, perhaps as part of your retirement 
plan, for cashflow or just to get a better 
return on your capital deployed, then you 
should pay close attention.

Section 24 of the 2015 Finance Act removes 
landlords’ ability to deduct their finance cost 
for residential property from taxable income, 
replacing this relief with a tax “deduction” 
equivalent to the basic rate of income tax. 

What this means in practice is that many 
landlords are being taxed on a significant 
proportion of their turnover, rather than 
profit. Furthermore, it is estimated that 
vast numbers of accidental, amateur and 
professional landlords will be moved into a 
higher rate tax bracket. In reality, this means 
many landlords will only be able to offset 
around 50% of their mortgage interest 
payments against the rent they receive for 
income tax purposes.

In addition, the 3% loading on existing 
Stamp Duty rates for second and additional 
investment properties is a further drag on 
the private rented sector. For this reason, 
I’ve started this parliamentary e-petition in 
an attempt to counter these changes and 
call for the government to reintroduce full 
mortgage interest relief and to withdraw 
the 3% additional Stamp Duty Land Tax for 
second homes:

rebrand.ly/Parliamentpetition

At the time of writing we have over 
16,000 signatures and we need your 
help to get to 100,000. The petition 
will run for approximately six months, 

with a deadline of 14th November 2018, so 
not long now.

The details of my petition state: “We call on 
the Government to reintroduce full mortgage 
interest relief and to drop the 3% Stamp Duty 
surcharge, which is increasing homelessness 
by driving many landlords out of the sector, 
meaning tenants have less choice and 
higher rents.

There will still be a continuing growth in 
demand for housing and a significant part 
of this will have to be available through 
private landlords. It is time to review the tax 
changes on buy-to-let landlords.

It’s clear that the availability of rental property 
has decreased and rents have risen markedly. 
We call for policy change to end these 
disastrous tax policies, which cause such 
profound suffering.”

These measures have already begun to 
push up rents in my home town of 
Peterborough where they have risen by £200 
a month (20%+) on a typical three-bed rental 
property on average over the past couple 
of years. This will ultimately penalise young 
people and low earners who are just about 
managing their finances – saving up for a 
house deposit will get even harder for these 
tenants. For many tenants, rental payments 

account for over half of their monthly salary 
so this will hit them hard.

As there are now fewer landlords buying 
properties to rent because of these tax 
changes, it’s already having a major impact 
on tenants both in terms of how much rent 
they pay and how much choice they have. 
The bad news for tenants is approximately 
nine out of ten landlords have responded to 
surveys that indicate that they will increase 
their rents further in response to this policy. 
Some landlords are likely to sell up or give 
notice and switch their property to short 
term holiday lets – this will be bad news for 
long term tenants, many of whom will be 
eventually end up being evicted for no fault 
of their own.

I don’t yet believe many landlords know the 
full extent of what to expect as they haven’t 
had the chance to sit down with their 
accountants to work out what it really 
means for them. It won’t affect most people 
until they file their 17/18 tax return in 
January 2019. This is why I started this 
petition, and with your help, I hope to reverse 
the mortgage interest relief and to abolish 
the additional Stamp Duty changes in an 
attempt to fight back against these unjust 
taxes aimed at tenants started by George 
Osbourne.

Therefore, we need your help to collect 
100,000 signatures so we can collectively 
warn landlords and tenants of the harmful 
effects of these changes and how they will 
have a knock-on effect. 

Together, let’s take a stand. Join our 
campaign by signing this petition. Make 
your voice heard. Help to make a change. 
Help us fight back:

rebrand.ly/Parliamentpetition

Mark Homer
Progressive Property
Invest for Freedom, 
Choice and Profit

Petition to Reinstate Mortgage Interest Relief and to Scrap the 
Stamp Duty Surcharge on Additional Residential Dwellings

Calling YPN Readers …
Please sign this petition against Section 24 and the hike in Stamp Duty
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Mandatory licensing
On 20th June, the government published the 
guide document: “Houses in multiple 
occupation and residential property
licensing reform: guidance for local 
housing authorities” (https://www.gov.uk/
government/publications/houses-in-multiple-
occupation-and-residential-property-licensing-
reform-guidance-for-local-housing-authorities)

This document relates to the criteria 
changes for mandatory licensing of HMOs 
and includes two mandatory conditions to 
cover room sizes and waste management. 
I mentioned these in my May article; 
I warned that there would be no grace period 
and that the new criteria and conditions will 
apply for new or renewed licenses from 1st 
October 2018. 

Let’s just take that in for a moment … 
Just over three months away from the 
start date for the new criteria, and the 
government has only now published this 
important guidance!

Landlords who do not apply BY 1st October 
will be committing a criminal offence, and 
tenants can apply for an order for the 
landlord to repay up to 12 months’ rent. 

It seems that few local authorities are ready 
to process the new applications, with some 
telling landlords that they cannot accept 
their applications.

Highlights from the guidance

• In this guidance, the term “landlord” 
refers to a person managing or  
controlling an HMO, including property or 
letting agents or anyone in the business 
of renting out an HMO.

• From 1st October 2018, mandatory 
licensing will no longer be limited to 
HMOs that are three or more storeys 

 high; it will also include buildings with 
one or two storeys.

• For mandatory licensing to apply, the 
HMO (or Flat in Multiple Occupation) 
must	be	occupied	by	five	or	more	
persons, from two or more separate 
households.

• A building meets the standard test   
if more than one household has living 
accommodation in it (other than   
self-contained	flats)	and:

• at least two households share a basic 
amenity, or

• the living accommodation is lacking in 
a basic amenity. (Basic amenities are 
defined as a toilet, personal washing 

 facilities or cooking facilities. The 
degree of sharing is not relevant and 
there is no requirement that all the 
households share the amenities.)

• It applies, therefore, to houses whose 
characteristics resemble those of a   
conventional house in single occupancy, 
but which is an HMO by virtue only of its 
use – for example, ‘shared’ houses as 
well as the more traditional bedsit-type 
HMOs.

•	 A	purpose-built	flat	situated	in	a	block	
comprising three or more self-contained 
flats	is	not	subject	to	mandatory		
licensing,	even	if	that	flat	is	in	multiple	
occupation.

“Local housing authorities have a duty to 
effectively implement mandatory licensing 
in their district. This means that they must 
promote licensing in their area and accept 
and process applications before 1st October 
2018. We expect local housing authorities to 
have the framework in place to process and 
issue licences in advance of this date and to 
encourage early applications from landlords 
who are due to become subject to 
mandatory licensing. Local housing 
authorities must also ensure that all 
applications for licences are determined 
within a reasonable time. It is important that 
local authorities make landlords fully aware 
of the requirements. We expect local 
authorities to carry out active promotion of 
the extended mandatory licensing regime. 
Local housing authorities will have their 
own processes and policies in relation to 
communications and advertising. This may 
include advertising in the local press or 
having dedicated pages on their own website. 
We also expect local authorities to provide 
guidance to landlords on the new licensing 
requirements.”

This is where it all begins to unravel for local 
authorities that haven’t got the systems or 
staff to deal with applications in a timely 

Legislation 
Update

By Mary Latham
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• Tenant fees ban
• New government guides
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fashion and, despite knowing this was 
coming for some time, have made no 
plans to implement the changes. (Though 
I expect they can all tell you how much 
extra revenue they anticipate from the extra 
license fees!)

If your local authority has not yet sent you 
links to their application process and fees 
structure, use the existing mandatory 
licensing application form and pay the 
published fee. Once your application is 
in – and you might want to take it into their 
offices and get a signature for receipt – 
you should expect an acknowledgement of 
your application. You can then show this to 
prospective and existing tenants to 
prevent them taking action 
against you.

I can’t imagine any local authority 
taking action against a landlord who 
has not applied by 1st October unless 
they can show they have actively 
promoted the need for a licence 
under the new criteria and accepted 
applications as they are made, but 
just how long that can be relied on 
after 1st October remains to be seen.

To be clear, applications made 
before 1st October may be processed 
beforehand, but will carry the start 
date of 1st October. There’s nothing 
to lose by applying early … and a lot 
to gain.

Already have a licence?

If you’ve got a property that:

• meets the new criteria but is already 
licensed under a  selective licensing 
scheme, you can passport at no charge 
to a mandatory licence that begins on 1st 
October 2018

• meets the new criteria but is already 
licensed under an additional licensing 
scheme, it does not need a mandatory 
licence until it is up for renewal

Existing selectively or additionally licensed 
properties do not need to meet the new 
mandatory conditions on room sizes or 
waste management until they are renewed. 
The same is true for an existing mandatorily 
licensed property – no change until renewal 
is due.

Each local authority has the option of giving 
landlords up to 18 months, from the issue of 
the new licence, to meet the new minimum 
room sizes. Speak to your authority to 
negotiate the time you need, especially if 
there is a tenant who may lose the room.

Minimum sleeping room sizes

When I read, “How should local authorities 
assess the minimum room size condition?” 
I thought that the government was at last 
going to provide clear guidance on what can 
and cannot be counted as floor area.

Silly me! What followed was all about 
whether or not local authorities need to 
inspect minimum ceiling height, and what 
information can be required at application. 
Absolutely nothing about what constitutes 
“floor space”. That leaves each local 
authority to decide what can and cannot 
be included. So …

• Does the floor space occupied by a 
 fitted wardrobe or other piece of fitted 

furniture count?

• Does an en-suite shower room count?

• Must a sleeping room be bigger if there 
is no communal space?

• Must there be a kitchen no more than 
one floor up or down from a sleeping 
room, if there is no communal cooking/
dining space on the ground floor?

These are all issues that every local 
authority has been dealing with up to now. 
The new space standards were expected 
to resolve them. I have heard experienced 
EHOs discussing this and even they can’t 
agree. Where does that leave landlords? 
More to the point, where does it leave 
tenants? Would they prefer a self-contained 
shower room with toilet and a slightly 
smaller sleeping area, or a trot down the 
corridor to use a shared facility and a 
bigger sleeping area? This needs to be 
thought out and sensible guidance provided 
on sizes of each area.  

In my opinion, this legislation was drafted 
with smaller properties at the modest end 
of the HMO market in mind. We know 
that many local authorities have serious 
concerns about people living in small rooms 
and the lack of communal space causing 
social isolation and often mental health 

issues. If this is the reason for the changes, 
then the new legislation should have been 
more prescriptive to answer these 
questions.

As it is, we will end up with each authority 
doing its own thing and waiting for a judge 
to decide. The biggest concern is that a good 
landlord who wants to be legally compliant 
may reduce the facilities in their HMO,
because losing rooms is not financially 
viable. If that happens, tenants will be offered 
a lower living standard, which is the opposite 
of what the government needs to promote in 
the 21st century when shared homes are the 
best option for so many people.  

Remembering that this is about living 
standards for tenants and giving them 
what they want, is a good way to begin a 
discussion with your local authorities. 
I hope it will end up like the ‘handbasins in 
bedrooms’ debacle of 2006, which quickly 
disappeared once the government realised 
the implications of thousands more taps 
during the 2006 summer drought.

Waste management

This is the second mandatory condition 
to be added to new licences from 1st 
October, but it doesn’t mean, as some local
authorities seem to think, that the landlord 
must make provision to remove the waste:

“All licences issued after 1st October 2018 
will need to include a condition requiring 
the compliance with the council’s storage 
and waste disposal scheme (if one exists). 
A licence holder’s failure to comply with the 
scheme is a breach of the licence and 
a criminal offence.”

Therefore, we need to ensure that waste is 
sorted into separate bins if they are provided, 
and put out for collection on the correct day 
and time. This may seem trivial, but every 
discussion I attend where local residents 
are complaining about HMOs, rubbish and 
scruffy front gardens are high on the priority 
list. Most of us wouldn’t tolerate scruffy 
neighbours in the areas we live in, so we 
shouldn’t expect other homeowners to 
tolerate rubbish left around by our tenants. 
The penalties for non-compliance with this 
licence condition make it worthwhile 
rewarding one of your HMO tenants if they 
deal with the weekly household 
waste properly.  
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New government 

guides
They may allow for the repayment of 
prohibited charges for a while, but this 
might only be while the changes are 
bedding in as with the Deregulation Act 
2015 – we shall see.

I warned about this in my March article 
but it’s worth repeating.

All the relevant documents must be given 
to every tenant by 1st October 2018, even 
for tenancies that began before October 
2015, in order to be able to serve a valid 
S21. From 1st October, there will no 
longer be an option to give the document 
and then serve the S21 a few days later. 
That only applied for the first three years 
of the Deregulation Act 2015.

One of the documents which must be 
given is the government’s How To Rent 
guide for tenants. A new version was 
published on 9th July. This version must 
be given before the start of all 
tenancies that begin after that date: 
https://www.gov.uk/government/
publications/how-to-rent

The government has also published 
some other guides that landlords might 
find helpful:

How to Rent a Safe Home: 
https://www.gov.uk/government/
publications/how-to-rent-a-safe-home 

How to Let:
https://www.gov.uk/government/
publications/how-to-let 

How to Lease: 
https://www.gov.uk/government/
publications/how-to-lease

Enjoy the 
summer

Tenant Fees Bill
At the time of writing (June), the Tenant Fees 
Bill is due for a third reading. Instead of listing 
prohibited charges, this legislation will list the 
permitted charges, and this is what is being 
debated at each stage. Tenant groups are 
still fighting for deposits to be a maximum 
of three weeks’ rent, and landlord and agent 
groups for six weeks. So far, the permitted 
charges will only be:

• Rent in advance

• Tenancy deposit capped at six  
weeks’ rent

• Holding deposit/retainer capped at   
one week’s rent

• Default fees

• Varying a tenancy fee, capped at £50  
unless the landlord or agent can prove 
that a greater fee was reasonable

The Public Bill Committee sat on Tuesday 5th 
June 2018. David Cox, CEO of ARLA, made an 
excellent point – that at the moment, letting 
agents work for both landlord and tenant. 
If in future only the landlord pays the agent, 
the landlord will be the only customer, so 
the agent will naturally work in the landlord’s 
best interest: “Therefore, the customer service 

enhancements that legislation over the past 
20 years has focused on — good property 
condition and good management practice — 
will be undone.”

He also made the point that new legislation 
would not be needed if current legislation 
was enforced. Good agents met the legal 
requirements on publishing fees, but other 
agents did not and continued to run their 
businesses with impunity because of the low 
levels of prosecution. This is an important 
point: why introduce more legislation if it’s 
going to be ignored, and those who ignore it 
are going to carry on as usual?

There is one tool that the government has 
taken out of the box again – SECTION 21!

Empowering tenants appears to be their 
answer to poor enforcement by government 
agencies. The prevention of S21 is certainly 
a powerful tool. In an amendment to the Bill 
during the Committee stage … a S21 cannot 
be served, if a prohibited fee has been 
charged until that fee has been refunded in 
full to the tenant.

Yet another hurdle to prevent us recovering 
our properties via the “no fault” eviction 
process. I can see an issue arising where the 
agent has charged the prohibited fee and the 
landlord now wants possession.

There is some good news for HMO 
owners. Many local authorities have asked 
the government to allow them to class HMOs 
as commercial properties and put charges 
in place for waste removal. The government 
has repeatedly said they will not sanction 
this and the document confirms that:

“Local authorities should be mindful that 
HMOs are residential properties, and as 
such, they should provide a comprehensive 
and frequent waste collection service for 
such households which is free at the point of 
use; this includes HMOs which are occupied 
by students. Accordingly, it would not be ap-
propriate for local authorities to levy 

commercial waste charging on such 
residential properties, or seek to impose 
such charging via any scheme or direction. 
We acknowledge that some local waste 
authorities may not have a scheme for 
storage facilities at HMOs and whilst this 
new condition does not mean local 
authorities have to put one in place, they 
may wish to consider reviewing their waste 
policies in the light of these new provisions.”

From what I have read recently, this will 
mean some local authorities having to 
backtrack. I hope landlords claim back any 
payments they have made because this is 
not new; it’s simply confirming.
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Q22: What do you think is the best way to 
ensure that landlords offer longer term 
tenancies to those that want them or 
need them? Please explain.

   Change the law to require all landlords  
 to offer longer tenancies 

  Change the law to require all landlords  
 to offer longer tenancies as a default   
 with an option to choose a    
 shorter term 

   Financial incentives 
   Voluntary measures such as a   

 kitemark on longer term properties or   
an updated version of the existing   
 model tenancy agreement 

   Other  

Q23: Which types of tenancy should be 
exempted from the proposed system?

   Purpose Built Student Accommodation  
   All Student Accommodation
   Holiday Lets 
   Tenancies for those with visas ending  

 in the next 3 years 
   Tenancies for those with short term   

 work contracts 
   Other

Q24: What do you think would be the 
benefits	and	disadvantages	of	changing	
the law to require all landlords to offer the 
longer term tenancy model? 

Q25:	What,	if	any,	financial	incentive	could	
encourage longer tenancies? 

Q26:	If	there	were	a	financial	incentive	to	
offering longer tenancies, what conditions 
should a landlord have to comply with to 
be eligible? (Tick all that apply)

   Meet all legal requirements 
   Agree to certain restrictions about   

  frequency and level of any rent   
 increases

   Comply with a minimum property   
 standards, including gas safety checks  
 and tenancy deposit protection 

   Other 

Q27: What other options to 
promote longer tenancies should be 
considered? 

Important Consultation
OVERCOMING THE BARRIERS TO LONGER TENANCIES IN THE PRIVATE RENTED SECTOR

Published 2nd July 2018 to run until 26th August 
2018. This consultation only applies to ENGLAND: 

https://www.gov.uk/government/consultations/overcoming-
the-barriers-to-longer-tenancies-in-the-private-rented-sector 

There have been many discussions on Facebook 
groups; these are important to clarify our thinking 
but it’s very important to also RESPOND TO THIS 
CONSULTATION. Do not rely on other people 
to voice your opinion because if they are 
outnumbered by those who support tenants we 
will end up with legislation which doesn’t work for 
our businesses. Follow the link and respond by 
26th August – PLEASE.

This article was squeezed into YPN at the last 
minute and I haven’t enough space to make
comments, so I have highlighted the questions

which need to be addressed in your reply to this 
consultation.

This is very important …

“We are keen to understand the experience of 
users of the courts and the tribunal, including 
landlords and tenants. This work will inform our 
consideration of the options for improvement. 
We are planning to issue a call for evidence later 
in the year to explore this further. We will be 
working very closely with the judiciary and 
consulting with them on any potential changes. 
This work will support and be considered in 
parallel with action to promote longer tenancies.” 

From page 22 there are a series of questions. 
Here are the really important ones:

Q8: What would most encourage you to offer a  
 longer tenancy? (Pick one) 

   I do not want to offer longer tenancies 
   Happy to offer them if a tenant wants one
   My mortgage provider conditions allowing it 
  More efficient processes to remove a bad 

 tenant or recover my property if needed
   Longer notice periods
   No restrictions around rent 
   Financial incentive 
   Other

Q9:	Have	you	ever	experienced	difficulties	
repossessing a property? If yes, please include 
details of your experience including reference to 
time taken and cost.

 Yes   No 

Q14: Do you think that a three year tenancy with 
a six month break clause is workable?

  Yes   No 

Q16:	How	long	do	you	think	an	initial	fixed	term	
tenancy agreement should last (not considering 
any break clauses or notice periods)? Please 
explain

  6 months    12 months
   2 years   3 years 
   5 years   No limit set
   Other

Q18: How much notice should landlords be 
required to give to tenants when they want to 
recover their property to sell or move into?

   Less than 1 month    1 month or 4 weeks 
   6 weeks    2 months or 8 weeks 
   3 months or    6 months or 

 12 weeks        24 weeks
   Longer than 6 months 

Q19: How much notice should tenants be 
required to give to their landlords when they 
want to leave their tenancy?

 Less than 1 month 
  1 month or 4 weeks 
   6 weeks 
   2 months or 8 weeks 
   3 months or 12 weeks 
   6 months or 24 weeks 
   Longer than 6 months 

Q21: Do you think that there should be any 
restrictions on how often and by what level the 
rent should be increased in a longer tenancy 
agreement? And if so what is the maximum that 
these restrictions should be? (Tick up to 2)

   Yes – rent increases should be limited to  
 once per year 

   Yes – rent increases should be limited to  
 once every 18 months 

   Yes – rent increases should be limited to  
 once every two years 

   Yes – rent increases should be limited in  
 frequency but not in the amount that can  
 be charged 

   Yes – any rent increases should be linked  
 with inflation measures (e.g. Consumer Price  
 Index (CPI) 

   Yes – any rent increases should be linked to  
 local market averages

   No – rent increases should not be limited
   Other 
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avid Lawrenson, private rented 
sector consultant and founder of 
www.LettingFocus.com, looks at 
where the Grenfell tragedy leaves 

leaseholders with similar type cladding on 
their flats. 

Following the Grenfell tragedy, many 
leaseholders may be worried about the 
cladding on their properties and, where it 
needs to be replaced, whether it will be they 
who will have to pick up the cost.

This is a real concern if the cladding on your 
building has been found to be of the same 
type that caused the Grenfell Tower fire. 
Where unsafe cladding has been found, fire 
watches have now been deployed in affected 
buildings, which of course, also comes with a 
heavy cost.

So, what should leaseholders do? 
Where does that leave them?

The first place to look is at the terms of 
your lease.

For the exterior, normally the landlord or the 
management company will be responsible for 
the upkeep, for which they then recoup the 
cost through the service charge levied on the 
leaseholders.

For fire watches, again, leaseholders should 
check the lease terms. Normally, this will also 
be recoverable under the service charge too, 
as a cost of upkeep and maintenance of the 
building.

However, many leaseholders might be saying, 
“Surely, this must be the developer’s fault – 
and therefore could a claim be made against 
them?”

Unfortunately, not necessarily.

As long as the developer or contractor met 
the building practices which were lawful at 
the time of construction, and obtained the 
required buildings control sign offs, then any 
action against them is likely to fail. (Bear in 
mind too that a large part of the developer’s 
liability after completion shifts onto the build 
quality insurer – often the NHBC – after 
completion.)

In the recent case of First Port v the 
leaseholders of Citiscape, a block in 
Croydon, which has Grenfell-type cladding, 
the First Tier Tribunal decided that the costs 
of both the fire watch and the costs to 
remove and replace the cladding were both 
recoverable from tenants.

And so it looks like this will remain the default 
position for most cases, unless and until 
another higher court says otherwise, or there 
is an intervention from the government.

But costs must be reasonable, and the 
requirement remains for the landlord 
(ie, the freeholder / management company) 
to consult with the tenants (ie, the 
leaseholders) regarding the proposed costs 
of the works, and those costs must be fair 
and reasonable.

In the case of Citiscape, cladding costs of 
between £1.8m and £2.6m were found to be 
not reasonable.

Of course, the key thing is to get your building 
safe as soon as possible, whilst keeping 
your right to challenge costs at a later date. 
At Citiscape, the developer, Barratt Homes, 
has offered to meet the costs of both the 
fire watches and the cladding removal and 
replacement, irrespective of the tribunal 
hearing.

Other leaseholders may not be so lucky. 
(Barratt Homes may have taken this step 
for PR reasons and because, as a very big 
builder, the company can afford to – and also 
given its possibly limited exposure to cladding 
in other blocks.) Other developers may not be 
in a position to make such a generous offer.

Leaseholders in affected blocks will, of 
course, have found that the value of their 
flats has sunk and that their property may 
be un-mortgageable for any new buyer, 
until the costs of putting the cladding right 
are paid for.

All in all, this tragic tale has resulted in a very 
sorry situation for leaseholders with flats in 
blocks with this type of cladding.

Tower Block 
Cladding
Where do leaseholders stand following the Grenfell tragedy?
          By David Lawrenson
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sometimes wonder when my tenants 
came to believe that I am a superhero 
with the ability to read their minds.

It’s amazing when I get a message from an 
irate tenant about how their shower hasn’t 
worked properly for months or how the 
freezer hasn’t been cooling their food and 
has been dripping all over the floor for weeks 
now and why haven’t I done anything about 
it?! They must think I pop over every evening 
to have a quick shower and a quick pint of ice 
cream … but again using my superhero 
magical ability to be invisible so that they 
don’t actually see me there.

Or at least, that’s how it used to be before I 
put some simple steps in place to stay on 
top of maintenance. This is probably more 
relevant to your HMOs and serviced 
accommodation than your single lets, but 
you can likely implement something a bit less 
regular so you aren’t constantly dropping by 
and disturbing the family at dinner.

The first thing you need to do is realise that 
tenants rarely report maintenance issues 
until they are super angry because it’s 
been inconveniencing them for quite a 
while – again they expect us to use our super 
powers to read their minds.

Once you have accepted that tenants won’t 
proactively report maintenance, you are ready 
to take pre-emptive steps and set up some 
systems to stay on top of maintenance 
issues. These do add a bit of time and cost to 
you upfront but over time you’ll find it costs 
less to take care of these issues early than to 
wait for tenants to report them (especially as 
the tenant is usually angry and more likely to 
end their tenancy if they think you aren’t 

fixing things … even if they haven’t asked you 
to fix them).

Here are a couple of our systems:

1. Monthly maintenance review. At least 
once every month we pop by each of our 
properties (again best for HMOs or SA – 
maybe make it quarterly for single lets) 
and follow a checklist to check around 
the house for maintenance issues. If you 
want to see a copy of our maintenance 
checklist head to https://jade.tips/

 maintenance and I’ll send you a copy. 
This is a thorough review and also helps 
cover us for fire safety. We usually go 
during the day when tenants are at work 
but sometimes they see us in the house 
and appreciate the fact that we are being 
proactive about the maintenance (with 
our HMOs we don’t need to give notice to 
go to the communal areas, but if you do 
please make sure you send them notice at 
least 24 hours before you arrive).

2. Monthly text message survey. 
 This one takes a bit more tech skill, but 

not much. You know 
those text mes-
sage surveys you 
get after you call 
someone like 
Virgin Media 

 

asking how their service was?
 
 You can send these types of messages as 

well. We send a survey every month  to our 
tenants asking the following questions:

Hiya - it’s time for the JADE Room Lets 
monthly survey again. This helps us to 
make sure everything is going ok & check 
if there is anything we can help with! 
There are just 3 short questions...

Q1 of 3: How happy are you with your 
room, on a scale of 1 - 10? (1 = Very Sad & 
10 = Very Happy)

Q2 of 3: Is there any maintenance  
necessary in the house?

Q3 of 3: How likely would you be to  rec-
ommend us to someone else, on a scale 
of 1 - 10? (1 = No way! & 10 =   
I tell all my friends!)

The tenants simply text back their 
answers. We follow up with them if they 
reply below a 7 or if they say “yes” there 
is maintenance required. This helps us to 
both assess tenant happiness levels and 
to proactively ask them for maintenance
issues. It also covers us down the road 
if a tenant is ranting at us about not 
fixing something; we can say – “We text 
you every single month asking if there is 
maintenance needed and I can’t see any 
record of you reporting this issue. Can we 
just make sure we have the right mobile 
number for you?”  That usually helps calm 
them down and back off just a little bit.

 This survey is integrated into our internal 
property management system but 

 before we built it in we used 
 https://www.textmarketer.co.uk to send 

the surveys. They’ve got a feature to easily 
set up surveys and receive the responses. 
I’m sure there are other text messaging 
services that can do something similar 

 as well.

With those two simple processes you can 
get a better grip on maintenance and 
make sure you are addressing issues 
more quickly and keeping tenants happier – 
because a happy tenant = more cash in the 
bank every month! Plus, it’s just 
less of a headache than a 
whiney tenant!

Two Simple 
Ways to Manage 
Maintenance
          By Jacquie Edwards

Jacquie Edwards is the author of 

“Rent to Rent: Your 
Questions Answered”
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I am currently sourcing properties nationwide which have 
discounts between 15 - 50% discount of its current market value. 

If you are already on my mailing list, you would see that we are of-
fering / putting out around 10 deals a week.

If you would like to see some of these opportunities, please feel 

free to add yourself to my list by visiting: 

www.arshellahi.com/deals
We currently have properties nationwide which include :

If you would like to have a chat with me about any of these, 

please feel free to call me on 07967 016425.

Thanks in advance!

Arsh Ellahi

15% - 50% Below current market value properties

Readymade, income generating HMO opportunities

Blocks of apartments 

Rent 2 Rent opportunities

Lease option deals 

Serviced accommodation opportunities

Development opportunities  

And so much more!
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ou’ve made the decision 
to invest in property and become a 
buy-to-let landlord. You’ve 
reviewed your finances, checked 
out mortgages and researched ideal 
properties and locations. 

So now, with the investment made, it’s time 
to commence life as a landlord. However, it’s 
not time to sit back, relax and watch the rental 
income roll in quite yet. 

Being a landlord shouldn’t be taken lightly. 
You’ll need to keep your eye on the ball to 
ensure you’re marketing your investment 
effectively, whilst remaining compliant in an 
increasingly intricate rental landscape. 
It can be a complex and time-consuming 
process to be a hands-on landlord, but here 
are the key things to consider when you’re 
starting out:

Get your marketing right – 
Simply, most tenants conduct 
their search for a new rental 
property online. In fact, research 

from Rightmove suggests as many as 92% 
approach the search for their new home this 
way. Choosing a letting agent, therefore, that 
advertises on Rightmove and Zoopla will be 
a vital first step on getting the necessary 
exposure for your property to secure a 
quick let.

First impressions count – 
A picture is worth a thousand 
words and this is never truer 
when marketing your property. 

With potential tenants flicking through 
countless rental properties online, you’ll want 
the pictures of the property you’re letting 
to not only do it justice, but also stand out. 
Investing in professional photos is well worth 
it, but it isn’t just a case of using a better 
camera. A professional photographer will 
choose the best angle, lighting and 
accentuate the spaces in your property to 
maximise all its best features. In an era of 
smartphones with high quality cameras 
built in, it’s easy to think we’re all seasoned 
snappers, but our research shows that a 
property with professional photography can 
enjoy eight times as many tenant enquiries 
than those without.

Get first in line – A featured list-
ing on any of the major property 
sites will get your property in 
front of a greater number of 

potential tenants and help you fill it quickly. 
Featured listings often mean appearing at the 
top of search results and more photos to help 
sell your property. With the management of 
void periods and the need to secure a 
quality tenant quickly being of paramount 
importance to landlords, we advise you to 
consider investing in this added layer of 
marketing.

Check, check, check – You’ve 
found your perfect tenant and 
you’re keen to see them settle 
in and start collecting their rent. 

However, before you do so, ensure that 
you’ve carried out a thorough process of 
referencing. It protects both you and one of 
your biggest assets and whilst it’s possible to 
do this yourself, we’d recommend engaging 

a professional. Simply, they’ll check 
a tenant’s credit history, previous 
landlord and current employment 
and can do so relatively easily, 
saving you a lot of time and hassle. 

Sign on the dotted line 
– Agreeing a contract, 
or tenancy agreement, 
from the outset is vital 

for your legal protection. Templates 
for tenancy agreements are available 
online at Gov.uk, or you can choose 
to engage a letting agent who will 
draft one for you. At this stage, 
you’ll also need to take the tenant’s 
deposit which, by law, must be held 
in a government-approved deposit 
protection scheme.

Protect your 
investment – The reality 
of being a landlord is 
that at some point one 

of your tenants may not pay on time. 
Indeed, rental arrears are on the rise 

and as many as 28% of landlords have 
experienced non-payment of rent in the last 
year. To mitigate the impact of this, it is 
advisable to consider rental protection
insurance, which will enable you to keep up 
with mortgage repayments even when the 
rent doesn’t arrive on time.

Go green – Being 
environmentally conscious is 
no longer just ‘nice’, it’s vital. 
Tenants will want to know that 

the property they move in to holds a certain 
level of energy efficiency so that running 
costs remain manageable and the home is 
comfortable to live in. However, by law, you 
must also hold an Energy Performance 
Certificate with a rating of at least ‘E’.

Stay safe – Finally, you’ll need to 
ensure that a gas safety check 
has been carried out by a Gas 
Safe registered engineer within 

the last year. It’s also important that you have 
working fire and carbon monoxide alarms 
within the property.

James
Portfolio Landlord and Upad CEO

8 Essential Steps  
for Buy-to-Let Landlords
  By James Davis, Portfolio Landlord and Upad CEO
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Is this the next media 
about to explode? 
Timing is a significant factor to achieving 
success in life and in business. In property, 
since founding Progressive Property, I have 
always said you can buy in any part of the 
cycle. But business, marketing and media is 
different. I missed out on the YouTube craze/
phase, and I’m not much of an Instagram 
influencer. I’d started to think that I was 
better off avoiding social media and focusing 
on the bricks and mortar side of the business 
which Progressive Property, and my success 
was built upon. 

Then I discovered podcasting. 

I’m not exaggerating when I describe 
podcasting as one of the fastest growing 
business and media models right now. It’s 
taken me by surprise how quickly the market 
for podcasts has grown. I’ve been pleasantly 
surprised by the speed and scale with which 
my podcast, The Disruptive Entrepreneur 
has grown since its launch. And it was all by 
accident. 

I launched it because I was bored after 
writing Life Leverage. I wrote Life 
Leverage because I was bored having 
retired through property.

The number of regular listeners my 
podcast (around 200,000 per month) 
and the calibre of guests that I’ve 
recently had the privilege to interview, 
has surprised me greatly. And it has 
all happened in a relatively short 
space of time (12 years to build 
465,000 followers and customers in 
my companies, but only two and a 
half years to build almost two 
million subscriptions to my podcast). 
There are now nearly 300 episodes 
and over 70 very successful guests 
(many of whom are household names 
punching well above my weight!). 

Back to that in a moment, but ...

Here are some things you may not have 
realised about podcasts:

• 4.7 million adults in the UK listen to a 
podcast each month, compared to 75  
million people in the US. This has tripled 
in the past five years.

• 66% listen on their smartphone with the 
average listener subscribing to six  
podcasts.

• Some of the most popular podcasts  
 can earn over £38K per episode, with 

advertising rates across the industry 
ranging from £19-£38 per 1,000 listens.

• UK podcast listeners listen to over six 
hours per week.

Here are eight ways to build a powerful 
podcast, in any niche: 

1. Should I do it?
YES – If you have a passion, skill, knowledge 
or experience, and want to share it with the 
world then podcasting is for you. Podcasts 
help to grow your brand, reach, followers, 
influence and your bank balance. The time to 
get involved is NOW, before it really explodes. 
The only ongoing commitment is that you’ll 
generate a single piece of high quality 
content once a week.

NO – If your only motivation is fear of 
missing out on the next big business model, 
to sell stuff without giving value, or if you 
chop and change and start and stop and 
give up easily then it may not be for you. 
The same is probably true of most business 
models actually! 

“It’s best to be 
honest with 

yourself from the 
outset.”

The Power of 
the Podcast!

 By Rob Moore
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2. What equipment do I need?
This is far easier and cheaper than you 
may think. I naïvely assumed I’d need ac-
cess to a professional radio studio. This 
is certainly not the case. 

My recommended starter setup is a 
Zoom H4n recorder, Behringer C1 mic 
with pop stop and Behringer PS400
power supply to connect them 
together (it can run two mics for 
interviews). That’s it!

This gear has helped me reach over 
2,000,000 subscriptions in 192 countries. 
I can take it anywhere in the world in 
hand luggage. I can visit any interviewee 
at their house or offices and be set up 
to record in around five minutes. Once 
recording is complete, I put the SD card 
from the recorder into my Mac, 
weTransfer it to my team (I now have 
five staff in my team who are focused on 
my podcast) and in less than 24 hours 
the episode is up on iTunes, Stitcher and 
other hosting sites. 

Lack of money or technical knowledge 
shouldn’t be a barrier to you getting 
started! Certainly, you can use a more 
professional technical set-up if you have 
access to them, but this isn’t essential. 
Maybe investment in technology can be 
made as your podcast grows and you 
have profits to reinvest. Get perfect later; 
start now.

This set-up will cost under £200 if you 
buy it second hand. 

3.  What should my podcast  
 be about?
Start with what you know and what you 
love. Passion will shine through in high 
quality content that you produce. Begin 
with a more focused niche, a specific 
area of knowledge, rather than tackling 
the meaning of life. You can always grow 
outwards later. Only name your podcast 
after you if you are well known to begin 
with, in which case it will probably 
grow fast. 

If not, make it about who you are, or the 
specific area you are focusing on, like 
The Disruptive Entrepreneur. Don’t 
confuse yourself or procrastinate by 
worrying about what else is out there. 
There’s always room for you and room 
for new content that delivers value. 
Get 1,000 true raving followers and 
fans, and perfect the art of delivery 
and engagement. The success (and 
subscribers) will follow.

4.  What format should my podcast be – 
 Length? Interview? Style? Frequency?
It’s entirely up to you and should be based upon what you will stay consistent with. Formats 
vary from eight minutes to three and a half hours, and from edited, polished content to raw 
discussion. 30 minutes is often cited as the optimal time as it’s roughly the length of a 
commute for the listeners. 

Record consistently and when you feel ready and maybe disrupt yourself occasionally to keep 
your content fresh and engaging. I started with 30-minute episodes once a week and then 
added 15-minute ‘Caffeine Casts’ (TM!) intended as shorter, more motivational pieces. Then 
I added Rob’s Rants every other week to differentiate between deep-dive content and me 
simply putting the world to rights.

Interviews came later as I wanted to build my brand too and not just be seen as an 
interviewer. I also wanted to select great guests rather than adding fillers; it’s really important 
to go for quality and relevance over quantity.

Episodes should be published on the same day of the week, at the same time. This is 
IMPORTANT! You can randomly add bonus episodes like 50th and 100th episode specials 
and so on as you build your subscriber numbers. We’ve also done two live episodes on 
The Disruptive Entrepreneur where guests have come into the studio, and we’ve used live 
recordings of talks I’ve done. 

Some podcasts feature special guest hosts to present some shows from time to time. 
Anything goes, as long as you remain consistent with a little variety occasionally to keep your 
audience interested.

5. How and when should I launch my podcast?
You will need a hosting platform (we use Omnystudio) and some technical assistance to get 
your content online so you can focus on the content of your show. You also need a cover im-
age, a short and catchy name, an engaging title and a brief but intriguing description that sells 
the benefits of your content.

Get six episodes recorded and uploaded before you publish and launch your podcast, so that 
it won’t look brand new or unused once you launch. These can be prepared in advance to 
build up a ‘bank’ of episodes and then you’re six weeks ahead in your publishing. You could 
also record four episodes in one session to leverage and maximise your time.

Set a launch date to focus your mind on getting content out. Accept there will be dry spells in 
your creativity and be thankful for the bank of episodes. At other times you’ll feel inspired and 
churn them out easily.

6.  How do I make my
 podcast good?
Get animated in front of the 
microphone. Use your body as well 
as your voice and accentuate your 
tonality. Have very brief notes or 
bullet points so you don’t ramble 
or go off on random tangents. Mix 
stories and facts with how-to 
content and rants. Try and ask 
different questions in interviews, 
not the usual ones being 
regurgitated. Enjoy it and make it 
fun. It helps to record in pleasant sur-
roundings when your energy 
is high as this helps your frame of 
mind as you speak. The more you 
do, the better you will get.
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8.  How do I monetise my   
 podcast?
Put simply, you don’t have to, and it 
shouldn’t be your goal (at first). Make great 
content and grow the reach, before you 
slay the golden goose. Once you hit critical 
mass, you can:

• Sell advertising space – Many of the 
big American shows do, often making 
£50-£100k per month. Consider this 
carefully though; many listeners  
(myself included) don’t like it. I don’t 
run adverts on The Disruptive  
Entrepreneur currently, but might 

 consider it in future if it got even
 bigger.

• Get trickle-down monetisation – 
Your books, audios, websites,  
products, courses and merchandise 
may all sell as a result of your podcast, 
once awareness grows. I can attribute 
over £2m in trickle-down revenue and 
gained	several	high	profile	clients	as	a	
direct result of the podcast. 

• Occasional offers – Podcasts can be 
used to launch books, events and new 
products, particularly on one in 25 or 
50 episodes when goodwill from your 
audience will be heightened and ready 
to be leveraged.

• Providing offers for subscribes/ 
follows – Your podcast is ideal for at-
tracting clients on other platforms  so 
that you can later sell to them there.

It all starts with giving valuable, high-quality 
output for free.

Some further benefits of audio podcasts: 
In case you’re not already convinced of the 

benefits, and the ease with which you can 
get started, consider these:

• They’re extremely easy to download 
or subscribe to on iPhone and Android 
smartphones, and can be consumed 

	 on	the	fly

• They’re ideally suited for content that 
doesn’t require visual support (such as 
graphs or charts)

• They’re perfect for NeTime leverage – 
many listen while doing other things  
(in the car, gym or while doing chores)

• Podcasts are great for exploring a 
specific	niche	without	having	to	listen	
to the whole episode or read an  
entire book 

• Podcasts provide the opportunity to 
learn and consume content to those 
who might otherwise be hindered by 
the challenges of reading (such as 
those with dyslexia)

• Listeners can consume episodes many 
times, on 2x or 0.5x speed, and keep 
copies	of	episodes	that	they	find	
particularly valuable

The Disruptive Entrepreneur has grown 
and succeeded on a scale I’d never have 
dreamed when I started. It’s played on 
Qantas Airlines, it’s listened to in 192 
countries, it’s taught in schools and 
universities, and it has some of the most 
random, interesting people following it and 
listening regularly amongst its audience. 
It has a listenership of almost two million, 
was the no 1 ranked business and no 2 of 
all UK podcasts on launch. I’ve estimated 
£2.3m in trickle-down revenue (from 
listeners going on to buy books and 
then my other products, services and
mentorships through Progressive and 
my other companies). All without 
selling directly. 

I don’t sell advertising space, although 
many American influencers make £50k to 
£100k a month selling ads on theirs.

Don’t get me wrong, I’ve promoted The 
Disruptive Entrepreneur consistently and 
persistently, but I’ve never chased money 
from it; that has followed organically. 
Through The Disruptive Entrepreneur I 
have made podcasting work for me. Now 
it’s your turn.

I hope that some of these hints and tips 
will help inspire and guide you towards 
creating an informative, interesting and 
lucrative podcast. If you have any 
questions, please get in touch: 
rob.moore@progressiveproperty.co.uk 

If you would like to know more or listen to 
The ‘Disruptive Entrepreneur’ or my new 
‘Money’ podcast, here are the links:

• http://bit.ly/TDEPodcast 

• http://bit.ly/MoneyPodcast 

If, like me, property investment is your 
thing, you can also listen to the 
Progressive Property Podcast:
• http://bit.ly/PPPodcast  

“If you don’t risk anything, 
you risk everything” 

Rob Moore
• Co-Founder of  

Progressive Property 

• Author of global best-
sellers 

 Life Leverage & Money 

• Host of UK’s number one ranked business 
podcast, The Disruptive Entrepreneur

You can follow me here:

http://bit.ly/RobMooreInstagram 

http://bit.ly/RobMooreLinkedin

https://www.facebook.com/
robmooreprogressive/

7. How do I get exposure, reach and subscribers to my podcast?
Once again, consistency is key. Commit to maintain the frequency and quality of your output, 
and accept that success may be quick or steady to come. Keep making your content great 
and focus on maintaining standards; if in doubt, leave it out!

You may also wish to record your podcasts on video to repurpose the content for live feeds 
and on YouTube for greater reach and maximum leverage. Post regularly about your 
podcasts on all social media platforms and let your subscribers know about it. Don’t be 
afraid to keep promoting your podcasts; they are free after all!

Create show notes and transcriptions and host them on your podcast website. SEO each 
episode on your blogs, like I do on The Disruptive Entrepreneur Blog.

To get great guest interviewees you will need to stay patient and persistent in approaching 
them! One leading influencer as a guest, who posts about your podcast could change the 
game for you and bring global reach. Consider running competitions in return for reviews 
and subscriptions by asking people to share the podcast. Participate in reciprocal interviews 
with other relevant podcasts to build credibility and goodwill. 

Make sure that you have a hashtag and use it each time you post about your podcast. 
Once interest grows, you will be well positioned for exponential growth in subscribers.
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his has to be one of the best books 
I have reviewed for YPN. It’s well 
written, well organised, well 
researched, extremely comprehensive 

and right up to date. It’s clear that Angela has 
spent a lot of time in research mode before 
putting pen to paper. Many of the examples 
in the book are from her own experiences 
(her target was to own 100 properties!), 
but some are drawn from other investors. 
Because the book is so comprehensive, 
I’ll only touch briefly on each chapter.  

The aims of the book are to give readers 
a solid understanding of the property 
strategies available to them. In the 
opening section, Angela reminds 
readers that despite all the 
constraints, there are still great 
reasons for investing in property and 
she reviews the past, present and 
future of property. 

In Chapter 1, she introduces the 
concept of strategic (detailed) 
planning and likens it to a 
kaleidoscope where you get to 
choose whatever appeals to 
you, whilst being mindful that 
things do change and shift. 
She encourages you to look 
at each strategy and weigh it 
up to consider its merits, 
challenges and risks to 
arrive at a formula that works 
for you. In line with each strategy, 
you’ll also need to look at your own personality, 
lifestyle and preferences. 

The second chapter focuses on sourcing, 
which could be to find a deal for yourself, or it 
could be to find deals for other investors for 
a finder’s fee. Angela suggests that sourcing 
is the most important skill for an investor and 
developing people skills to help solve property 
problems is a key part. Buying BMV is at the 
core of all sourcing and it’s critical to find 
people who need a quick sale, although
marketing can be demanding. Angela provides 
a detailed seven-stage process of deal 
sourcing from lead generation to presenting 
deals and getting paid.

Chapter 3 covers rent-to-rent, including its 
advantages and disadvantages, setting R2R 
up as a business and also includes the top ten 
things that can go wrong for the investor and 
the landlord. 

The next chapter details all aspects of BTL, 
which is Angela’s core business. She looks 
at the BTL lifecycle, which includes deciding 
which property to buy right through to ending a 
tenancy. Angela maintains that BTL should still 
be a core strategy for all investors. 

The next chapter focuses on HMOs and 
Angela covers the various rules andregulations 
that relate to such investments. 

The tenant type and case 
study is more focused on student lets and I 
was surprised that more air time was not given 
to professional HMOs, which seems to be the 
mainstay of HMO investments these days.

Chapter 6 moves onto short-term lets (STLs) 
and highlights that changes in government 
policies have led to an explosion in this area, as 
investors seek better returns. The market for 
STLs is diverse, eg tourists, business visitors 
and contract workers, and investor returns will 
depend on location and occupancy levels – 
the latter will in turn depend on marketing and 
ratings/reviews. She encourages the reader 
to define their target market through lots of 
due diligence and ensure that they comply 
with all the regulations. It’s arguable whether 
becoming an estate/letting agent constitutes 
a property strategy but many investors do end 
up setting up such businesses as 

an extra income stream. Chapter 7 covers 
how to go about becoming an estate agent 
including the pros and cons of starting up from 
scratch versus buying into a franchise. 
In Chapter 8 Angela moves onto ‘development’, 
which is a huge topic in its own right. She 
covers the basics of development and points 
out that development encompasses a variety 
of projects from converting a building to 
another use, to gaining planning permission 
and building houses. It has its own terminology 
and regulations so it’s important to get a 
very good grasp and also build a team, eg 
architects, planning consultants and builders.

A fairly new concept of investing in property 
is crowdfunding. This platform allows people 
to invest in other developers’ projects for a 
higher return than banks. Alternatively, one can 
raise money for viable projects via a number of 
platforms, eg Simple Crowdfunding and Crowd 
Property. Angela goes onto to give examples 
of deals she has personally invested in using 
crowdfunding. 

The final few chapters cover finance and tax, 
which run through the thread of any type of 
property investment. It goes without saying 
that one should get professional advice from 
mortgage brokers, IFAs and property tax 
specialists. However, Angela does provide a 
rich resource by covering the different types of 
finance and the various forms of tax one needs 
to be mindful of. 

The book concludes with some final thoughts 
from Angela: adapt & survive; keep your 
knowledge current; keep a positive mindset – 
wise words indeed! The appendices provide 
additional resources including PropTech
terminology, a template for assessing leads 
and interviews with some ‘movers and 
shakers’. I mustn’t forget Dave’s (her husband) 
diary of typical maintenance issues.

WHO IS THIS BOOK FOR?
This is a fantastic book with a huge amount of 
content and it’s one that everyone should have 
on their shelf. It’s obvious that lots of research 
has gone into this book and it’s right up to 
date. Each chapter is concluded with further 
resources and a section allowing the reader 
to rate (from 0-10) how a particular strategy 
would suit them. In cases where Angela has no 
direct experience, she brings in case studies 
from others.

BOOK DETAILS  
Date published: 2018. Available from Amazon

Book reviewed by: 

Raj Beri 
www.rajberi.co.uk  
Email: raj@rajberi.co.uk 

THE COMPLETE GUIDE 
TO PROPERTY STRATEGIES 
By Angela Bryant
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recently read an article by a chap called 
Ben Carlson, which I found fascinating. 
Not only because of this man and his 
story, but the learnings that come from 

his unhappy timing of the market. I have 
adapted the story for the purposes of this 
article.

It was about a man called Steve who just 
wasn’t very good at timing the market. 
Actually that’s an understatement. You 
need to see this to believe it. It’s almost as 
if this man literally had the OPPOSITE of 
the Midas touch – he just invested right 
at the top of every market, terrible timing. 
Steve was literally the worst stock market 
timer in history. What I am about to reveal is 
a sequence of dreadful timing of his stock 
purchases.

Steve started a job in 1970, aged 22. 
He was a diligent saver, a trait he inherited 
from one or both of his parents, which is 
quite young compared to most people, so 
he must have been quite switched on at the 
time. Most importantly Steve had a plan 
(so he thought).

His plan was to save £2,000 a year during 
the 1970s and bump that amount up by 
£2,000 every ten years until he could retire 
at age 65 by the end of 2013. What does 
this look like? £4,000 a year, every 
year in the 80s, £6,000 a year in the 
90s, then £8,000 a year until he 
retired. He started out by saving 
the £2,000 a year in his bank 
account until he had £6,000 in 
the account by the end of 1972,
ie after 3 years. 

He had heard that good money 
was to be made in the American 
stock market. He didn’t know much 
about it, so he decided he would keep 
things simple. He would invest for the 
long term. 

Steve’s problem was that he only had 
the courage to put his money to work in 
the market after a huge run up, ie after he 
could see that the market had been going 
up for a while. Only then would he dare get 
in, which he did. At the end of 1972, he 
put his entire savings of £6,000 into an 
S&P 500 index fund.

To his dismay, within a short period, the 
market dropped nearly 50% in 1973-74. 
Steve had put his entire savings in at the 
peak of the market right before a crash. 
Steve stood by and watched his savings 
get cut in half. He didn’t know what to do 
and was paralyzed with fear. He didn’t want 
to sell because he would lose too much 
money. Investing at the top was a bad 
decision – he didn’t want to make another 
bad decision and sell at the bottom. So he 
decided to wait. In fact, this was one of 
Steve’s traits – you could say it was his 
saving grace. Once he was in the market, 
he never sold his fund shares. 

Now as you can imagine, 
Steve felt insecure about 
his decision to make 
money in stocks. 
Was this really for him? 

So he didn’t feel comfortable about 
investing again until the August of 1987 
after another huge bull market. He was so 
insecure about his own abilities that he had 
waited fifteen years before deciding to go 

back into the market. In that time, he had 
saved £46,000 which he wanted to put to 
work. Hopefully this time it wouldn’t be like 
last time. The market had been going up 
strongly. Again he put it in an S&P 500 
index fund. 

You will not believe it when I tell you that 
he invested at the market peak just before 
Black Monday of 1987. The stock market 
crashed 30% literally overnight right after 
Steve had bought his shares. He couldn’t 
believe it. How unlucky could one man 
be? Scared to get out at the wrong time 
(his confidence was at an all-time low), he 
decided not to sell and kept his money 
invested. He was like a deer in the 
headlights, unable to react and get out. 
So he stayed in, as he had done before.

After this event, Steve’s attitude towards 
the stock market changed. He couldn’t see 
how people were able to make money and 
he certainly didn’t feel right about putting 
his future savings back into stocks. Years 
passed until mid-1990s when there was 
an insanely rampant bull market. Stocks 
were almost doubling every few months. 
Everybody was talking about it. By the end 
of 1999 it seemed impossible not to make 
money so Steve took a deep breath and 
invested the entire £68,000 of savings 
he had amassed since the last time he 
invested. Surely it had to work this time?! 

the Worst Stock Market Timer in History!
The Story of Steve
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Would you believe it? This time his 
purchase at the end of December 1999 
was just before a 50%+ downturn that 
lasted until 2002. That’s right – Steve 
had invested his life savings into the 
tech bubble and it burst on him literally 
overnight. 

Talk about the worst market timing in the 
history of humanity. Vowing never to invest 
again, Steve decided to save as hard as he 
could every year. He was badly scarred by 
these events. Whenever anyone talked to 
him about stocks he would almost have a 
panic attack.

That’s why it is so surprising to hear that 
Steve decided to make one more big 
purchase with his savings before he 
retired. The final investment was made in 
October of 2007 when he invested £64,000 
which he had been saving since 2000. The 
stock market had been rising since 2003 
and by 2007 he felt that it was safe to go 
back in. It was as if this man would never 
learn from his mistakes. Well, you have 
probably guessed it – Steve rounded out 
his string of horrific market timing calls by 
buying right before another 50%+ crash 
from the credit blow-up.

After the financial crisis he decided to 
only continue to save and he never went 
back into the market again. So instead of 
investing his money, he kept it in the bank 
with almost zero return, amassing another 
£40,000 in cash. Steve retired in 2013 
according to his plan.

But what about his investments?

What happened to them?

Go on, take a guess.

Remember that when you lose 50% of your 
investments, you need 100% growth to just 
break even. Most people don’t realise that. 
Losing money is NOT a good thing to do 
and Steve had done this several times. 
He really was the world’s worst market 
timer, with his only stock market purchases 
being made at the market peaks just
before extreme losses.

Do you want to know what happened to 
his savings, that he had spent a lifetime 
working for?

Let me tell you.

Remember that Steve never sold his 
shares. Not even once.

He didn’t sell after the bear market of 
1973-74 or the Black Monday in 1987 
or the technology bust in 2000 or the 
financial crisis of 2007-09.

He never sold a single share, his one 
saving grace.

Even though he only ever bought at the 
worst time ever, at the very top of the 
market, Steve still ended up a millionaire 
with £1.1 million.

How could that be you might ask?

First of all Steve was a diligent saver 
and planned out his savings in advance. 
He continuously saved every year and 
increased the amount he saved every ten 
years, according to his plan.
 
Second, he allowed his investments to 
compound through the decades by never 
selling out of the market over his 40+ years 
of investing. 

Thirdly, if he ever received any dividends, 
he would re-invest them. Finally, he had a 
very simple and low cost investment plan 
— one index fund with minimal costs.

Obviously, this story was for illustrative 
purposes and I wouldn’t recommend a 
portfolio consisting of 100% in stocks of 
a single market like the S&P 500 unless 
you have an extremely high risk tolerance. 
And if you did want to do what Steve did, 
it makes more sense to have a balanced 
portfolio in different global markets with a 
sound rebalancing policy.

So what can you learn from this story?

When I discussed it with my team, they 
came up with the following:

• Make sure investing in the long term is 
part of your financial strategy.

• Saving your money so that you have 
money to invest is the basis of wealth. 
Too many people spend their money 
and don’t put anything away for a  
rainy day.

• Actually taking action and investing is 
essential. Too many people save but 
don’t invest.

• Time is the great friend of compound 
growth. The earlier you start the better. 

• Keep adding to the pot – the more you 
have the more you will make.

• Don’t be perfect – just take action and 
you will wake up one day a very happy 
person.

What did YOU learn?

PLEASE NOTE: If he would have used 
well-known long term investing strategies, 
like our PCA and especially VCA, Steve 
would have been up by over £2 million.

Marcus

To get these and other strategies, including my famous Buffalo strategy, 
you can download my book, The Lunchtime Trader, now, where you can 
find all the long term stock investing strategies you need. Just go to 

www.investment-mastery.com/ypnmagbook 
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Before I explain the seven huge benefits of 
regularly attending your local property 
networking events, I think it is important to 
recognise that most people hate the idea of 
networking, myself included. I used to be very 
shy and felt uncomfortable about going into 
a room of people I didn’t know and having to 
start conversations with complete strangers. 
However, when I started to attend business 
networking meetings in 2001, I found them 
so valuable that I forced myself to go.
I was able to build an entire power team 
of contacts to help me with my property 
business, including a mortgage broker, 
accountant, solicitor and builder.

The only problem was that none of these 
people were property investors themselves, 
so that’s why I started the first pin meeting in 
2003 – to attract other people, like me, who 
were actually investing in property so that we 
could learn from and help each other. I have 
learned so much from other people I have 
met at network meetings. I would not be 
where I am now if I have not started property 
networking 15 years ago. 

So here are the seven huge benefits of 
regularly attending your local property
networking meetings …

1  Be inspired by other 
 local investors
To become an even more successful 
property investor, it is important to build your 
personal belief about what can be achieved 
in property. One of the best ways to do this 
is to meet other people who are just like you 
and investing in your area, and to be inspired 
by what they have achieved. If they have 
become successful investors, then it means 
it is not only possible to do so, but you could 
do it as well. It is also really smart to learn 
from other people’s mistakes instead of 
making (often expensive) mistakes yourself. 

2 Keep yourself up to date
The property market is constantly changing. 
That’s why I have updated my book Property 
Magic five times. It is important for you to 
be aware of the latest changes to the 
mortgage market and in legislation. 
Legislation is changing so much that you 
need to make sure you are abiding by the 
rules and doing things correctly. Otherwise 
there can be serious fines for getting it 
wrong.

5 Build your personal   
 network 
They say, “the bigger your network, the bigger 
your net worth.” That is absolutely true. 
The more people you know, the more 
successful you will become, because you will 
have more people you can call for help and 
advice. Property networking meetings are a 
great place to meet and mix with like-minded 
positive people who can help you. Different 
people go to different meetings, so go to all 
your local meetings to connect with as many 
like-minded people as possible.

The 7 Huge Benefits 
of Networking  By Simon Zutshi

t YPN we highly recommend you attend property networking meetings and so, for 
his article this month, we have asked Simon Zutshi to explain the many benefits of 
attending your local property networking meetings. There is no one better qualified 
to do this as Simon is the person who started the very first property specific 
networking in the UK in 2003. He now runs the property investors network (pin) 
which has 50 meetings around the UK every month.

6 Build your professional   
 power team 
To become a really successful investor, 
you need your own power team of 
professionals who can help you build your 
property portfolio. Ideally these will be 
professionals such as mortgage brokers, 
solicitors, letting agents, etc, who should all 
be investing themselves, because then they 
will have a much better idea of what you 
are trying to achieve. You can meet these 
people at your local property networking 
meeting or get personal recommendations 
from other attendees, which can be a great 
way of finding the right people for your 
power team.
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YPN OFFER
Now you know that there are huge benefits to attending 
your local property networking meeting. With 50+ property 
investors network (pin) meetings around the UK, there is 
bound to be one close to where you live, work or invest. The 
team at pin meetings always make a real effort to make all 
first time visitors feel welcome and will introduce you to 
other local investors at the meeting. If you have not been 
to a pin meeting before, you really should give it a try for 
yourself. 

Entry to pin is just £20, but you can attend your first meeting 
free of charge as a guest of YPN. 

All you need to do is:

• Visit: www.propertyinvestorsnetwork.co.uk/meetings

• Scroll down to “Find your pin local meeting”

• Click on the meeting closest to you 

• Click on the Book Now button

• Click on the voucher code button

• Use Voucher code: YPN

• Fill in your details 

• You will be sent an email confirmation
 
Have fun at your local pin meeting and remember to take 
some business cards with you, as you will meet lots of people 
who you may want to keep in contact with.

7 Find other people to  
 work with 
You can achieve far more by working 
with others than by trying to do it 
on your own.  By getting to know 
other investors at your local property 
networking meeting over time, you 
will meet people who could possibly 
be business partners or JV partners in 
the future. 

People who have money to invest 
attend network meetings to find other, 
more experienced investors who can 
help them safely invest their money. 
People who source great property 
deals will attend meetings to sell the 
deals they find. So no matter what 
you need – money or deals – there 
will be people at your local meeting 
who could help you.

Don’t be too hasty to rush into a JV 
with someone you have just met 
though. It takes time and effort to 
build relationships to the point where 
you are comfortable working with 
others, but it can be well worth it. 
Whenever working with other people, 
it is crucial to do your due diligence 
and make sure you really know and 
trust them. 

As you can see, there are huge 
benefits to be gained by regularly 
attending your local property 
networking events. We have found 
that amateur investors tend to dip in 
and out of meetings every so often, 
whereas the more successful ones 
recognise the value of attending and 
tend to go to multiple meetings every 
month. 

However, not all property networking 
meetings are the same. Some of 
them might be small and more 
intimate with around 20 to 30 people 
attending, whereas others have 100+ 
people attending every month. Some 
events have speakers and some are 
just networking. Also, the host of the 
meetings will influence the feel of the 
meetings. As there are now so many 
different networking events, as well as 
pin meetings, I encourage you to give 
ALL the different meetings in your 
local area a try for yourself to work 
out which ones suit you best, then 
make a regular commitment to attend 
the ones that you like best. (And I 
hope that means the pin ones!)

I do hope you have found this article useful. I hope it inspires 
you to go back to your local pin meeting, or if you have not 
attended one yet, at least give pin a try for yourself. Even 
if you don’t like the idea of networking, which most people 
don’t, I am sure you will find the benefits that you gain will 
make it well worthwhile. 

Invest with knowledge, invest with skill.

Wishing you all the best on your property journey.

Kind regards,

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

Although attending property networking meetings can 
absolutely accelerate your investing success, most 
people don’t know how to get the most out of the 
meetings they attend. To make sure this does not 
happen to you, I have written a special report on the 
“3 steps to accelerate your networking success”. This 
short but powerful report will explain:

• How to get the best return on your time investment

• How you can make sure you meet the right people 
at networking events,

• How to get all the help and support you need

To get your free copy of this special report visit: 

www.pinonline.co.uk/networking
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Blackfriars pin 
4th Tuesday of the month 
Crowne Plaza, 19 New Bridge Street, 
Blackfriars, London, EC4V 6DB  
Host: Fraser MacDonald
www.blackfriarspin.co.uk  

Canary Wharf pin 
1st Thursday of the month
De Vere Conference Suite No. 1 
Westferry Circus, London, E14 4HD
Host: Samuel Ikhinmwin
www.canarywharfpin.co.uk

Clapham pin 
1st Tuesday of the month
Crowne Plaza London - Battersea
Bridges Wharf, Battersea, 
London SW11 3BE
Hosts: Jahangir Khan and Luke Skelton
www.claphampin.co.uk 

Croydon pin 
3rd Wednesday of the month
Jurys Inn Croydon Hotel, Wellesley Road, 
Croydon, CR0 9XY Host: Stuart Ross 
www.croydonpin.co.uk  

Kensington pin 
2nd Wednesday of the month
The Rembrandt, 11 Thurloe Place, 
South Kensington, London, SW7 2RS
Host: Marion Watts 
www.kensingtonpin.co.uk  

Regent’s Park pin
3rd Tuesday of the month
Holiday Inn London Regents Park, 
Carburton Street, London, W1W 5EE
Host: Mike Frisby 
www.regentsparkpin.co.uk  

Sutton pin 
2nd Thursday of the month
Holiday Inn London Sutton, Gibson 
Road, Sutton, Surrey, SM1 2RF
Hosts: Johanna and Peter Lawrence
www.suttonpin.co.uk  

ZONE 1

Premier Property Club - Islington
2nd Wednesday of the Month 
Hilton Hotel Islington, 53 Upper St, 
London N1 0UY Founder: Kam Dovedi
PremierPropertyClub.co.uk/
ppc-islington 

Premier Property Club - Knightsbridge
3rd Wednesday of the Month 
Park Tower, 101 Knightsbridge, London, 
SW1X 7RN Host: Kam Dovedi 
www.PremierPropertyClub.co.uk

Premier Property Club - Canary Wharf 
4th Tuesday of the Month  
Hilton Hotel, Marsh Wall, London, 
E14 9SH Host: Kam Dovedi  
www.PremierPropertyClub.co.uk 

Premier Property Club - Croydon
1st Tuesday of Each Month
Doors open: 6:30pm for a 7pm Start
Jurys Inn Croydon, Wellesley Road, 
London CR0 9XY

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

We Buy Houses - London
Last Wednesday of the month 
New hosts: Adam Hinds and Angela 
Lewis-Wright. Register at http://webuy
houses.co.uk/rick-otton-meetups

Property Leverage Network - London
1st Monday of the month Pavillion End, 
23 Watling Street, London,EC4M 9BR
Host: Karun Chaudhary (07542210168)

London HMO Property Group
Host: Alan Wood
For information on the next event visit 
www.hmopropertygroup.co.uk

EPN - London (Earth Property 
Network) 2nd Tuesday of the Month 
1 Fore Street, London, EC2Y 5EJ 
Host: David J. Tillyer
http://bit.ly/EPN-London

PMA Heathrow
1st Monday of every month 
Hotel Mercure Heathrow, 
Shepiston Lane, Hayes 
Host: Justyna Wojech
www.pmanetwork.co.uk/events

PMA Croydon
1st Wednesday of every month 
Croydon Park Hotel, 7 Altyre Road, 
Croydon Host: Jason Hayles
www.pmanetwork.co.uk/events

Kensington & Chelsea Property 
Network 1st Thursday of the Month 
The Trafalgar in Chelsea, 200 Kings 
Road, London, SW3 5XP 
Host: Nicola Ancona 
www.meetup.com/Kensington
ChelseaPropertyNetwork

Central London Evening Meet
4th Wednesday of the month 
14-15 Marshall Street, Soho, London 
W1F 7EL Hosts: Brendan Quinn and 
Luke Hamill 
www.meetup.com/CentralLondon
PropertyNetwork

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

Property Coffee Morning 
Free Networking For 150 Property 
Investors. 9:30 to 11:30am, Grand 
Ballroom, Landmark Hotel, London NW1.
See website for more details
www.PropertyCoffeeMorning.com

JV Hub Property Meet 
4th Wednesday of every Month 
Wework Building, 1 Fore Street
London EC2Y 5EJ, 6.30 - 9.30 
Host: Theo Bailey www.jvhub.co.uk

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

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

London Property Talk (BMV Meet)
1st Monday of the month  
Hilton London Docklands, 265 
Rotherhithe Street, London, SE16 5HW 
Host: Owais Naveed 
http://ukpropertymeet.co.uk

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

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

Premier Property Meet
2nd Thursday of every month from 
6.30pm The King’s Head Pub, 1 The 
Green, Winchmore Hill, London, 
N21 1BB Hosts: Deborah Tyfield and 
Dr Marttand Patel Tickets: £20 online, 
£25 on the door. Tickets includes 
canapés 
www.premierpropertymeet.co.uk

Property Leverage Network City of 
London 4th Monday of every month
Dawson House, 5 Jewry Street, London, 
EC3N 2EX Hosts: Felix Cartwright & Phil 
Ash (07856202658) 
www.propertyleverage.co.uk

Property Leverage  - Southbank London
3rd Monday of the month 
Mulberry Bush, 89 Upper Ground, 
Southbank, London, SE1 9PP
Hosts: Felix Cartwright & Phil Ash 
(07856202658) 
www.propertyleverage.co.uk

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

Bloomsbury Wealth Investing Network
3rd Wednesday of the month 
The Wesley Hotel 81-103 Euston St, 
Kings Cross, London NW1 2EZ
Hosts: Matt Baker & Jo Akhgar
www.bloomsburywin.net

Kingston Wealth Investing Network
4th Tuesday of every month 
YMCA Kingston, 49 Victoria Road, 
Surbiton, KT6 4NG Hosts: Tania Carson 
& Pam Mackenzie 

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

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

PPN London St. Pancras
01/08/2018
The Wesley Euston Hotel & Conference 
Venue, 81-103 Euston St, London 
NW1 2EZ
Hosts: Jamie Madill & Steve Mitchell
progressivepropertynetwork.co.uk/stpancras

PPN London Knightsbridge
14/08/2018
Michelin House, 81 Fulham Road, 
SW3 6RD
Host: Pippa Mitchell
progressivepropertynetwork.co.uk/knightsbridge

PPN Mayfair 
30/08/2018 
The Washington Mayfair, 5 Curzon St, 
Mayfair, London W1J 5HE 
Host: David Seigler
progressivepropertynetwork.co.uk/mayfair

PPN Blackfriars 
13/08/2018 
Crown Plaza, 19 New Bridge St, London, 
EC4V 6DB Host: Kevin McDonnell
progressivepropertynetwork.co.uk/mayfair

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

LovetheMojo
1st Wednesday of the month
Wework Aldwych House, London
https://www.meetup.com/LOVE-THE-
MOJO/events/243553700/
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Eastbourne pin 
1st Wednesday of the month
Royal Eastbourne Golf Club, Paradise 
Drive, Eastbourne, East Sussex, 
BN20 8BP Host: Lee Beecham
www.eastbournepin.co.uk 

Woking pin NEW HOSTS
3rd Thursday of the month
The Talbot, High Street, Ripley, 
Surrey, GU23 6BB Host: Anne 
Woodward and Richard Hodgson
www.wokingpin.co.uk 

Oxford pin 1st Thursday of the 
month Jurys Inn, Godstow Rd, Oxford, 
OX2 8AL Host: Gillie Barlow & 
Jacquie Edwards
www.oxfordpin.co.uk  

Reading pin NEW HOSTS
1st Tuesday of the month
Holiday Inn Reading South M4, Jct. 
11, 500 Basingstoke Road, Reading,
RG2 0SL Hosts: Guy Brown and 
Rupal Patel
www.readingpin.co.uk  

Berkshire pin 
3rd Monday of the month
Holiday Inn Maidenhead, Manor Lane, 
Maidenhead, SL6 2RA 
Hosts: Mike Holt
www.berkshirepin.co.uk 

Southampton pin 
1st Tuesday of the month
Chilworth Manor Hotel, Southampton, 
Hampshire, SO16 7PT Hosts: Wayne 
Freebody and Nigel Bugden
www.southamptonpin.co.uk

Brighton pin 
3rd Thursday of the month
The Courtlands Hotel, 19-27 The 
Drive, Hove, East Sussex, BN3 3JE  
Host: Peter Fannon 
www.brightonpin.co.uk 

Basingstoke pin 
4th Wednesday of the month
The Hampshire Court Hotel, Centre 
Drive, Great Binfield Road, Chineham, 
Basingstoke, RG24 8FY 
Hosts: Seb and Aga Krupowicz
www.basingstokepin.co.uk  

Kent pin 
1st Thursday of the month
Village Hotel Club, Maidstone,
Castle View, Forstal Road, Sandling
ME14 3AQ Hosts: Martin and Sarah 
Rapley www.kentpin.co.uk  ZONE 2

Cambridge pin 4th Thursday of the month 
Holiday Inn Cambridge Lakeview, Bridge 
Road, Impington,Cambridge, CB24 9PH 
Host: Christine Hertoghe 
www.cambridgepin.co.uk  

Essex pin 3rd Tuesday of the month
Orsett Hall Hotel, Price Charles Avenue, 
Orsett, Essex, RM16 3HS 
Host: Reegan Parmenter
www.essexpin.co.uk

Norwich pin 2nd Tuesday of the month 
Holiday Inn, Ipswich Road, Norwich, Norfolk, 
NR4 6EP Host: Nigel Garioch 
www.norwichpin.co.uk 

PPN Ipswich 
13/08/2018 
Best Western Ipswich Hotel, Old London 
Road, Copdock, Ipswich, IP8 3JD
Host: Halstead Ottley
progressivepropertynetwork.co.uk/ipswich

PPN Peterborough 
20/08/2018  
Holiday Inn Thorpe Wood, Peterborough 
Host: Dennis Hedges
progressivepropertynetwork.co.uk/peterborough

Essex Property Network
2nd Tuesday of the Month 
Holiday Inn, Brentwood, CM14 5NF 
Host: Cyril Thomas 
www.essexpropertynetwork.co.uk

Harlow Property Network in association 
with Premier Property Club 2nd Thursday 
of Every Month  The Day Barn, Harlow 
Study Centre, Netteswellbury Farm (off 
Waterhouse Moor), Harlow, Essex, 
CM18 6BW. myproperty.coach

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Colchester Trotters Bar, CO1 1QX
Hosts: Phil Sadler and Vito Anzalone

South Essex The Paul Pry, Rayleigh,
SS6 7AA Host: Joanne Dron

ZONE 3

PPN Brooklands 
21/08/2018 
Mercedes - Benz World, Brooklands 
Dr, Weybridge, KT130SL  Host: Lee 
Dumbarton
progressivepropertynetwork.co.uk/brooklands

PPN Portsmouth 
20/08/2018 
The Langstone Hotel, Northney 
Road, Hayling Island, Portsmouth, 
PO11 0NQ Host: Angie Lacoste
progressivepropertynetwork.co.uk/portsmouth 

J6 Property Professionals
& Investors Meet  
2nd Tuesday of the month
Aston Bond solicitors, Windsor Crown 
House, 7 Windsor Road, Slough, 
SL1 2DX Host: Manni Chopra 
www.j6propertymeet.co.uk

PMA Bracknell
4th Tuesday of the month 
Hilton Hotel, Bagshot Road, Bracknell
Host: Phil Hope
www.pmanetwork.co.uk/events

PMA Farnborough 
3rd Tuesday of the month 
The Village Hotel, Farnborough
Host: Matt Hook
www.pmanetwork.co.uk/events

The Property Vault 
3rd Monday of the month 
Eastgate, 141 Springhead Parkway, 
Northfleet, DA11 8AD
Host: Dan Hulbert
www.thepropertyvaultuk.com

Surrey Property Exchange
2nd Monday of the Month 
Holiday Inn, Egerton Road, Guildford, 
GU2 7XZ Host: Richard Simmons 
www.surreypropertyexchange.co.uk

Premier Property Club - Kent
2nd Tuesday of each month
Castle View, Forstal Rd, Maidstone 
ME14 3AQ
www.PremierPropertyClub.co.uk

PDPLA
2nd Monday of the month  
The Inn Lodge, Burrfields Road, 
Portsmouth PO3 5HH. 7:30 
Host: Joan Goldenberg  
www.pdpla.com

PMA Kent
2nd Wednesday of every month 
Bridgwood Manor Hotel, Walderslade 
Woods, Chatham Hosts: Estelle 
Barnes and Dimpy Pathak
www.pmanetwork.co.uk/events

Kent Property Meet
4th Wednesday of the month 
Brands Hatch Place Spa, Brands 
Hatch Road, Fawkham, Kent 
DA3 8NQ Hosts: Chrissy Kusytsch & 
Jazz Dokhu

Hampshire Property Network (HPN)
2nd Wednesday of the Month 
The Navigators Inn, Lower Swanwick. 
Hampshire. SO31 7EB, 7:15  
Hosts: Mark Smith & Allan Wadsworth
www.hampshirepropertynetwork.co.uk 

We Buy Houses - Southampton
3rd Wednesday of the month
Host: Stephen Davies and Giselle 
Robinson. Register at http://webuy
houses.co.uk/rick-otton-meetups

Premier Property Club - Brighton 
1st Thursday of the Month
Jurys Inn Brighton, Waterfront King’s 
Road, Brighton, BN1 2GS
www.premierpropertyclub.co.uk/brighton 

Southampton Property Hub Meet Up
1st Thursday of every month 
The Maritimo Lounge 1 Moresby 
Tower Admirals Quay, Ocean Way, 
Southampton SO14 3LG 
Host: Sarah Smith
https://www.facebook.com/property
hubsouthampton/?fref=ts 

Eastbourne Wealth Investing 
Network 4th Wednesday of every 
month The View Hotel,
Grand Parade Eastbourne BN21 4DN 
Host: Jonas Elsen-Carter

Guildford Wealth Investing Network
1st Wednesday of every month 
Old Thorns Manor Hotel, Golf & 
Country Estate, Liphook, GU30 7PE
Hosts: Wendy Alexander & Adrian 
Brown 

Mid Surrey Wealth Investing 
Network 2nd Wednesday of every 
month Station Pub, Stoneleigh, 
Epsom, KT17 2JAHost: June Cruden

Thanet Property Network Second 
Wednesday of the the month - 7pm 
- 9pm Holiday Inn, Tothill Street, 
Minster, Kent, Ramsgate CT12 4AU 
Hosts: Ryan Fitzpatrick & Jason 
Hulott https://www.facebook.com/
thanetpropertynetwork/

Crawley Property Meet    
3rd Tuesday of every month    
crawleypropertymeet.com  
Europa Hotel, Balcombe Road, 
Crawley, RH10 7ZR  Hosts: Tania 
Carson, Pam Mackenzie, Nick 
Parkhouse and Phil Williams.

The Bucks Property Meet
Last Thursday of the Month
The Bull, Gerrards Cross,
Hosts: John Cox and Rachael 
Troughton
www.Buckspropertymeet.com

THE PROPERTY HUB
1st Thursday of the Month 

http://thepropertyhub.net/meetups

Farnham The Wheatsheaf, GU9 7DR 
Hosts: Andre and Elise Brink

Reading Grosvenor Casino, 
RG2 0SN Host: Adam Vickers

Brighton & Hove The Poet’s Corner 
BN3 5BF Host: Phil Leppard

THE PROPERTY HUB 1st Thursday of the Month    http://thepropertyhub.net/meetups

London Waterloo All Bar One, SE1 7PY 
Host: Marcus McCann

London King’s Cross The Somers Town Coffee House, 
NW1 1HS  Host: Gavin Lloyd and Paul Adegbite

Richmond Upon Thames The Cricketers, TW9 1LX 
Host: Roxane Brazeau

Epsom The Albion, KT19 8BT 
Hosts: Justin Richards and Andy Garnett

Global Investor Club London
2nd Thursday of every month  
City Business Library, Guildhall, London 
EC2V 7HH Host: Jan Kortyczko 
fb.com/GICLondyn Please note that most 
speakers are presenting in Polish

Holborn Property Meet
3rd Monday of the month 
De Vere Grand Connaught Rooms - 
Registration: 6.30pm, Talks: 7.30pm
Host: Giovanni Patania
https://www.holbornpropertymeetuk.com

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

Croydon Property Meet
1st Wednesday of the month Croydon Park 
Hotel, Altyre Road, Croydon. CR9 5AA 
Hosts: Rob Norton and Sel Fayyad
rob@croydonpropertymeet.com

sel@croydonpropertymeet.com
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Birmingham Central pin
1st Thursday of the month 
Novotel Birmingham Centre Hotel,
70 Broad Street, Birmingham, B1 2HT
New Host TBC
www.birminghamcentralpin.co.uk  

Birmingham pin 
3rd Thursday of the month
Crowne Plaza NEC, Pendigo Way, National 
Exhibition Centre, Birmingham, B40 1PS
Host: Simon Zutshi
www.birminghampin.co.uk

Black Country pin 
4th Wednesday of the month
Village Hotel Dudley, Castlegate Drive, Dudley, 
West Midlands, DY1 4TB
Host: Phillip Hunnable 
www.blackcountrypin.co.uk 

Coventry pin 
2nd Tuesday of the month
Village Coventry, Dolomite Avenue, Coventry 
Business Park, Coventry, CV4 9GZ 
Host: Sebastien Buhour
www.coventrypin.co.uk  

Worcester pin 
1st Wednesday of the month
The Pear Tree Inn & Country Hotel, Smite, 
Worcester, WR3 8SY 
Hosts: Andy & Karen Haynes
www.worcesterpin.co.uk 

Stoke-on-Trent pin 
2nd Thursday of the month
Holiday Inn Stoke on Trent M6, Jct. 15. 
Clayton Road, Staffordshire,
Newcastle Under Lyme, ST5 4DL
Host: Steve and Emma Barker-Hall  
www.stokepin.co.uk  

PPN Birmingham 
08/08/2018 
The Chairmans Lounge, Edgbaston Cricket 
Ground, Edgbaston Stadium, Edgbaston Road, 
Birmingham, B5 7QU Host: Kirsty Darkins 
progressivepropertynetwork.co.uk/birmingham

PPN Wolverhampton
07/08/2018
Molineux Stadium, Waterloo Road, 
Wolverhampton, WV1 4QR 
Hosts: Tim and Sue Gray
progressivepropertynetwork.co.uk/wolverhampton

Inspire Property Network
1st Tuesday of the Month
The Oak Hotel, 8640 Stratford Road, Hockley 
Heath, Warwickshire, B94 5NW 

Hosts: Mark Bruckshaw & Helen Partridge 
inspirepropertynetwork.com

We Buy Houses - Birmingham
2nd Wednesday of the month
New host: Phil Wheeler
Register at http://webuyhouses.co.uk/
rick-otton-meetups

Great Property Meet Warwickshire
3rd Monday of the month 
Dunchurch Park Hotel & Conference 
Centre Rugby Road, Dunchurch, Warwickshire, 
CV22 6QW 
Hosts: Andrew Roberts and Peter Lazell  
www.GreatPropertyMeet.co.uk

The Coventry & Warwickshire Property Group 
4th Wednesday of every other month
Excel Leisure Centre, Mitchel Avenue, Coventry, 
CV4 8DY Host: Neil Mangan

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Leamington Spa The Fat Pug, 
CV32 5BZ. Host: Carol Duckfield

Birmingham Around The World, B15 1AY 
Host: Kevin Cooper

Bournemouth pin 
2nd Tuesday of the month
Sandbanks Hotel, 15 Banks Road, 
Poole, BH13 7PS
Hosts: Lex Mckee and Mark 
Waterhouse 
www.bournemouthpin.co.uk  

Cheltenham pin 
3rd Tuesday of the month
The Best Western Cheltenham 
Regency Hotel, Old Gloucester 
Road, Near Staverton, 
Gloucestershire, GL51 0ST
Hosts: David and Beverley Lockett
www.cheltenhampin.co.uk

Exeter pin 
4th Thursday of the month
Buckerell Lodge Hotel, Topsham 
Road, Exeter, EX2 4SQ 
Host: Philip Bailey 
www.exeterpin.co.uk  

Bristol pin 
2nd Wednesday of the Month
Holiday Inn Bristol Filton, Filton 
Road, Bristol, Avon, BS16 1QX
Host: Nick Josling 
www.bristolpin.co.uk

Plymouth pin 
2nd Thursday of the month
Crowne Plaza, Armada Way, 
Plymouth, Devon, PL1 2HJ
Host: Kevin & Sally Cope
www.plymouthpin.co.uk

Salisbury pin
3rd Wednesday of the month
The Rose and Crown Hotel, 
Harnham, Road, Salisbury, 
Wiltshire, SP2 8JQ
Hosts: James and Malcolm White
www.salisburypin.co.uk  

PPN Bournemouth 
21/08/2018 
The Ocean Beach Hotel & Spa 
(Formerly known as Cliffeside 
Hotel) East Overcliffe Drive 
Bournemouth BH1 3AQ.  
Host: Leigh Ashbee
progressivepropertynetwork.co.uk/
bournemouth

PPN Swindon
14/08/2018   
Holiday Inn Swindon, Marlborough 
Road, Swindon, SN3 6AQ 
Hosts: Nick Chawala, Allan 
Harding and Aritri Mukherjee
progressivepropertynetwork.co.uk/
swindon

PEN Exeter 
3rd Tuesday of the Month  
Gipsy Hill Hotel, Gipsy Hill Lane, 
Exeter, EX1 3RN
 Host: David Harwood
www.pen-exeter.com 

PEN Wiltshire 
Last Tuesday of the Month  
Stanton Manor Hotel, Stanton 
St. Quintin, Near Chippenham, 
Wiltshire, SN14 6DQ  
Host: Neil Stewart 
www.penwiltshire.com

Professional Investment Group 
(PIG) - Plymouth 
3rd Monday of the month 
Boringdon Hall Hotel and Spa, 
Boringdon Hill, Colebrook, 
Plymouth, PL7 4DP
Host: Angelos Sanders 
www.pig.network 

Bristol BMV Property Options
Last Thursday of every month 
The Holiday Inn, Bond Street, 
Bristol, BS1 3LE Host: Del Brown
www.bmvpropertyoptions.co.uk/
property-investment-meeting-pim

Professional Investment Group 
(PIG) - Cornwall 
1st Monday of the month 
The Victoria Inn, Roche, PL26 8LQ
Hosts: 
Angelos Sanders & Matt Pooley
www.pig.network

The Bath Property Meet
1st Tuesday of the month 
Bailbrook House Hotel, Eveleigh 
Avenue, London Road, Bath, 
Somerset BA1 7JD 
Host: Joe Harling 
www.bathpropertymeet.co.uk 

Professional Investment Group 
(PIG) - Exeter 
2nd Tuesday of the month 
Buckerell Lodge Hotel, 
Topsham Road EX2 4SQ Exeter 
Hosts: Angelos Sanders 
www.pig.network

We Buy Houses - Southampton
3rd Wednesday of the month
Host: Stephen Davies and 
Giselle Robinson. Register at 
http://webuyhouses.co.uk/
rick-otton-meetups

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/
meetups 

Southampton 
The Social, SO15 2EH 
Host: Sarah Smith

Bournemouth
Ludo Lounge, BH6 3RS.
Host: Nic Scudamore 

Swindon 
Blunsdon Hotel, SN26 7AS.
Host: Yann Guillery and 
Shirley Hensher

Exeter 
The Ley Arms, Kenn, 
EX6 7UN.
Host: Tony van Bergen

Cheltenham 
The Swan, GL50 1DX.
Host: Joanna Surowiec

Bristol 
Channings Hotel and Bar, 
BS8 3BB. 
Host: Jon Hulatt

ZONE 4 ZONE 5

The richest 
people in the 
world look for 
and build networks, 
everyone else 
looks for work
ROBERT KIYOSAKI



89

Luton pin 
4th Tuesday of the month
Hampton by Hilton, 42-50 Kimpton Rd, 
Luton, LU2 0SX Host: James Rothnie
www.lutonpin.co.uk  

Milton Keynes pin NEW HOST & DATE
3rd Wednesday of the month
Holiday Inn London Road, Newport 
Pagnell, MK16 0JA 
Host: Reemal Rabheru
www.miltonkeynespin.co.uk 

Leicester pin
1st Thursday of the month 
The Fieldhead Hotel, Markfield 
Lane,Markfield, LE67 9PS  
Host: Jo and Gary Henly
www.leicesterpin.com 

Nottingham pin 
3rd Tuesday of the month
Park Inn by Radisson Nottingham
296 Mansfield Road, Nottingham, 
NG5 2BT Host: Spike Reddington
www.nottinghampin.co.uk 

Watford pin NEW HOSTS
2nd Thursday of the month
The Mecure, A41 Watford Bypass, 
Watford, Hertfordshire WD25 8JH
Hosts: Waseem Herwitker and 
Shack Baker.
www.watfordpin.co.uk 

Northampton pin
1st Thursday of the month
Hotel Campanile, Junction 15 M1, 
Loake Close, Grange Park, 
Northampton NN4 5EZ
Host: Amelia Carter
www.northamptonpin.co.uk 

PPN Derby
14/08/2018 
Nelsons Solicitors, Sterne House, 
Lodge Lane, Derby, DE1 3WD 
Hosts: Mike Alder & Jamie Hayter
progressivepropertynetwork.co.uk/
derby

PPN Northampton 
21/08/2018
Hilton Hotel, 100 Watering Lane, 
Collingtree, Northampton, NN4 0XW  
Host: Kim Hendle
progressivepropertynetwork.co.uk/
northampton

PPN Leicester
01/08/18
Premier Inn  Braunstone Lane E, 
Leicester LE3 2FW
Host: Kal Kandola
progressivepropertynetwork.co.uk/
leicester

Bucks Property Meet
Last Thursday of the Month  
The Bull, Oxford Rd, Gerrards Cross, 
Buckinghamshire, SL9 7PA
Hosts: Rachael Troughton & John Cox 
www.buckspropertymeet.com

Stevenage Wealth Investing Network
3rd Wednesday of every month 
Stevenage Novotel Hotel, Steveage 
Road, Knebworth Park, SG1 2AX
Hosts: Stephen & Bridget Cox 

Milton Keynes Property Meet
2nd Monday of the Month 
National Badminton Centre, Bradwell 
Road, Loughton Lodge, Milton Keynes, 
MK8 9LA Host: Sharad Patil  
www.mk-propertymeet.com

UK Property Network Leicester
2nd Tuesday of the Month 
The Field Head Hotel, Markfield La,
Markfield, Leicestershire, LE67 9PS
Host: Tracey Hutchinson
www.meetup.com/UKPN-Leicester

Landlords National Property Group
1st Monday of the Month 
The Derbyshire Hotel, Carter Lane 
East, Derby DE55 2EH 
Hosts: Paul Hilliard and Nick Watchorn 
www.lnpg.co.uk

EPN Nottingham 4th Thursday of the 
month Crowne Plaza Hotel, Wollaton 
Street, NG1 5RH, Nottingham
Host: Matt Tongue
http://bit.ly/EPN-Nottingham

St. Albans Property Meet 
3rd Wednesday of the month 54-56 
Victoria St, St Albans, Herts, AL1 3HZ 
Host: Ranjan Bhattacharya
www.stalbanspropertymeet.com

Harlow Property Network
3rd Wednesday of the Month
Day Barn Harlow Study Centre 
Netteswellbury Farm
Host: Ajay Pamneja
www.myproperty.coach

The Property Connect
First Weds or Thurs of every month 
(alternate) 1900-2100 
The Sharnbrook Hotel, Park Lane, 
Sharnbrook, MK44 1LX 
Hosts: Peter Hogan, Tiruven Pillay
https://www.facebook.com/
thepropertyconnect/

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Derby The Tap, DE1 2ED. 
Host: Ryan Slater

Nottingham The Lion at Basford, 
NG7 7FQ. Host: Jonathan Challis

Leicester Heathley Park - Fayre & 
Square, LE3 9QE. Host: Mark Barnes

St Albans The Beech House, AL1 3EG.
Host: Chris Ryder

Liverpool pin 
4th Thursday of the month
The Liner Hotel, Lord Nelson Street, 
Liverpool, L3 5QB Hosts: Billy Turriff, 
Julie and Oliver Perry 
www.liverpoolpin.co.uk 

Manchester pin 
3rd Wednesday of the month
NEW VENUE - Best Western Cresta 
Hotel, Church St, Altrincham, 
WA14 4DP Host: Julie Whitmore
www.manchesterpin.co.uk 

Chester pin 
2nd Thursday of the month
Mercure Chester (formerly known as 
Ramada), Whitchurch Road, 
Christleton, Chester, CH3 5QL 
Host: Hannah Fargher
www.chesterpin.co.uk 

Manchester PNC
Last Monday of the Month 
The Brindley Room Dukes 92 18-20 
Castle Street, Manchester, M3 4LZ 
Hosts: Richard Sheperd & Yulan Yang 
www.manchesterpnc.com

Cheshire Property Meet
Last Thursday of each month 
Bosley Farm, Bosley Crossroads, 
Bosley, Macclesfield SK11 0PS
Hosts: Lionel Palatine and 
David Deasy
www.cheshirepropertymeet.com

PPN South Manchester
23/08/2018 
Best Western Plus, Pinewood on 
Wilmslow, Wilmslow Road, Cheshire 
SK9 3LF  Host: Mike Chadwick
progressivepropertynetwork.co.uk/wilmslow 

PMA Manchester
4th Wednesday of the month 
A J Bell Stadium, Stadium Way, Eccles
Hosts: Ben Clarke and Tom Arden
www.pmanetwork.co.uk/events

TPM Meeting Warrington
4th Monday of every month 
Daresbury Park Hotel, Daresbury Park 
Daresbury, Warrington, WA4 4BB
Host: Susan Alexander
http://thepropertymentor.eventbrite.com

TPM Meeting Wigan & Worsley
4th Wednesday of the month
Holiday Inn Express, Leigh Sports Vil-
lage, Sale Way, Leigh, WN7 4JY 
Host: Debra Long 
http://thepropertymentor.eventbrite.com 

Lifestyle Property Network
3rd Monday of the month
Village Hotel, Cheadle Road, Cheadle, 
South Manchester, SK8 1HW 

ASANA North West Property Meet 
1st Monday of each month 
The Willows, Douglas Valley, A6 
Blackrod Bypass, Blackrod, Bolton, 
BL6 5HX Hosts: Howard Cain and 
Kathy Bradley
www.asanapropertyinvestments.co.uk

We Buy Houses - Manchester
3rd Thursday of the month
New host: Bruce Lamb
Register at http://webuyhouses.co.uk/
rick-otton-meetups

Property Leverage Network 
Manchester 1st Tuesday of every 
month Castlefield Hotel, Liverpool 
Road, M3 4JR Host: Nicola White
http://propertyleverage.co.uk/manchester

Manchester Property Investor 
Breakfast 1st Friday of the month 
(7.30am – 9.30am) Village Hotel, 
Ashton under Lyne, OL7 0LY 
Host: Fraser Macdonald
www.meetup.com/Manchester-
Property-Investor-Breakfast

Property Leverage Network 
Manchester 1st Tuesday of every 
month Castlefield Hotel, Liverpool 
Road, M3 4JR Host: Nicola White
propertyleverage.co.uk/manchester

Property Investors Meetup Cumbria
1st Wednesday of the Month
6.30pm at Edenhall Hotel, Penrith, 
Cumbria CA11 8SX
Host: Darren Williams
www.elitepropertysolutions.co.uk
FREE TO ATTEND

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Liverpool The Brewery Tap, L8 5XJ
Host: Tony Woods

Manchester The Kaz Bar at Tiger 
Tiger, M4 2BS  Host: Mark Morris

ZONE 6

ZONE 7
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Hull pin NEW HOST
2nd Thursday of the month
Mercure Hull Royal Hotel, 170 
Ferensway, Hull, East Yorkshire, 
HU1 3UF 
Host: Neil Brown
www.hullpin.co.uk

Leeds pin 
4th Wednesday of the month
Crowne Plaza Hotel, Wellington 
Street, Leeds, LS1 4DL 
Hosts: Jay and Nana Sharma  
www.leedspin.co.uk

Great North pin 
(Formally Newcastle pin)

4th Thursday of the month
Lumley Castle, Ropery Lane, Chester le 
Street, County Durham, DH3 4NX
Host: John Woolley & Deon Kotzé 
www.newcastlepin.co.uk 

Harrogate pin 
1st Wednesday of the month
Cedar Court Hotel, Park Parade, 
off Knaresborough Road, Harrogate, 
HG1 5AH Hosts: David and Jenny 
Fisher www.harrogatepin.co.uk  

York pin 
3rd Wednesday of the month
Hilton York, 1 Tower St, York, YO1 9WD 
Hosts: Michael Chamberlain & 
Fabio Santos 
www.yorkpin.co.uk  

Sheffield pin 
2nd Wednesday of the month
Mercure Sheffield Parkway Hotel 
(previously known as Aston Hotel)
Britannia Way, Sheffield, South 
Yorkshire S9 1XU Host: Naomi Watkins
www.sheffieldpin.co.uk  

PPN Sheffield
22/08/2018 
Mercure Hotel, Britannia Way, 
Catcliffe, Rotherham, Yorkshire 
S60 5BD (formerly the Aston Hotel)
Host: Kevin McDonnell 
progressivepropertynetwork.co.uk/sheffield

PPN Leeds
14/08/2018
Novotel Hotel, 4 Whitehall Quay, Leeds, 
LS1 4HR Host: Mo Jogee
progressivepropertynetwork.co.uk/leeds

THE PROPERTY HUB
1st Thursday of the Month
http://thepropertyhub.net/meetups

Sheffield Ink & Water, S1 4JB
Hosts: Rhys Jackson and Alice Lacey

Newcastle-Upon-Tyne The Tap and 
Tackle Bar, Kingston Park Rugby 
Stadium, NE13 8AF. Host: Al Robinson

Leeds Mr Foleys, LS1 5RG 
Host: Petra Romero Miranda

Doncaster Regent Hotel, DN1 2DS.
Host: Helen Elworthy 

Property Leverage  - Leeds
3rd Monday of the month 
The Stables, Weetwood Hall, Leeds,  
LS16 5PS (Location subject to change)
Host: Rob Hodgkiss (07398858256) 

Property Leverage  - Wakefield
1st Wednesday of the month 
Kirklands Hotel, Leeds Road, Wakefield,  
WF1 2LU Host: Dominic Woodward 
(07794223136) 

Property Leverage Network – York
2nd Tuesday of every month
Beechwood Close Hotel
19 Shipton Road, YO30 5RE York
www.propertyleverage.co.uk

EPN Sheffield
1st Thursday of the month 
Table Arena Square Table Table, 
3 Arena Court, Sheffield S9 2LF
Host: Darrell Grayson
http://bit.ly/EPN-Sheffield

ZONE 8
Edinburgh pin 
3rd Thursday of the month
Capital Hotel, 187 Clermiston Rd, 
Edinburgh EH12 6UG Host: John Kerr
www.edinburghpin.co.uk 

PPN Glasgow
27/08/2018 
The Corinthian Club, 191 Ingram St, 
Glasgow G1 1DA  
Host: Philip Howard
progressivepropertynetwork.co.uk/
glasgow

PMA Glasgow 
3rd Wednesday of the month 
Hotel Novotel Glasgow Centre, 181 Pitt 
Street, Glasgow Host Victor Rhynas
www.pmanetwork.co.uk

Property Leverage Network - Glasgow
4th Tuesday of every month
Glasgow Pond Hotel, Great Western Rd, 
G12 0XP Glasgow, United Kingdom
www.propertyleverage.co.uk 

PMA Edinburgh
2nd Wednesday of every month 
Novotel Edinburgh Centre,
80 Lauriston Place, Edinburgh 
Host: Lokkie Cheung  
www.pmanetwork.co.uk

Discovery Hub Networking event
3rd Tuesday of the month
Jury’s Inn, Union Square, Guild Street 
Aberdeen, AB11 5RG
Hosts: Eduardo Prato and Lukas Princ
www.vectorpro.co.uk/network

THE PROPERTY HUB
1st Thursday of the Month

http://thepropertyhub.net/meetups

Glasgow Dram!, G3 6ND. Hosts: 
Tony Ng, Nelson Wan, Luis Guarin  

Edinburgh The Grosvenor Casino, 
EH12 8NE Hosts: Bill McWilliam 
and Caryn Simpson

Aberdeen The Village Hotel, 
Kingswells, AB15 8PJ. Hosts: Scott 
Wilson and Dale Williamson

ZONE 9

ZONE 10
Cardiff pin  2nd Tuesday of the Month
Mercure Cardiff Holland House Hotel
& Spa, 24-26 Newport Rd, Caerdydd, 
Cardiff, CF24 ODD Host: Morgan 
Stewart www.cardiffpin.co.uk 

Swansea pin 4th Thursday of the 
Month Village Hotel, Langdon Road 
(Off Fabian Way), SA1 Waterfront, 
Swasea, SA1 8QY Host: Bernadette & 
Ian Lloyd www.swanseapin.co.uk 

The Property Hub - Cardiff

1st Thursday of the Month
Holiday Inn Cardiff North, CF15 7LH
Hosts: Carl Matthews and Luise L
http://thepropertyhub.net/meetups 

THE PROPERTY HUB
1st Thursday of the Month 
(unless stated)

http://thepropertyhub.net/meetups

Dubai The Scene, Dubai Marina Mall 
Host: Chris Battle

Hong Kong Check website for time 
Grappa’s Cellar, 1 Connaught Place
Host: Kevin Isaacs

Stockholm Hotel At Six, 
Brunkebergstorg 6, 111 51 
Host: Tim Franzén

Jersey The Halkett, JE2 4WJ
Host: Jo Alford

Zurich Kennedy’s Irish Pub.
Hosts: Markus Zeller and Iain Mathews

ZONE 12

ZONE 11
Belfast pin 
1st Tuesday of the Month
Balmoral Hotel, Blacks Road,
Dunmurry, Belfast, BT10 0NF
Host: Ian Jackson
www.belfastpin.co.uk  

Belfast Property Meet

1st Thursday of the Month 
The Mac Theatre, 
St. Anne’s Square, Belfast 

Host: Chris Selwood 
www.belfastpropertymeet.com

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.
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ACV  Asset of community value 

ADR  Alternative Dispute Resolution

AI  Artificial intelligence

APHC  Association of Plumbing   
 and Heating Contractors

ARLA  Association of Residential   
 Letting Agents

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

AST  Assured Shorthold Tenancy

AT  Assured tenancy 

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

BCO  British Council for Offices

BIM   Building information modelling 

BMV  Below market value

BRR Buy, refurbish, rent out 

BTL  Buy-to-let

BTR  Build-to-rent

BTS  Buy-to-sell

CCA  Consumer Credit Act

CDM  Construction Design and   
 Management

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

CIS  Construction Industry Scheme –  

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

CGT  Capital gains tax

CML  Council for Mortgage Lenders

CPD  Continuing Professional   
 Development

CPT  Contractual periodic tenancy

CRM  Customer relationship   
 management (eg, CRM systems)

CTA  Call to Action

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

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

DoT  Deed or Declaration of Trust

DPS  Deposit Protection Service

EHO  Environmental Health Officer

EIS  Enterprise Investment Scheme

EPC  Energy performance certificate

FCA  Financial Conduct Authority

FHL  Furnished holiday let

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

FPC  Financial Policy Committee

FRA  Fire risk assessment 

FSCS  Financial Services    
 Compensation Scheme

FTB  First time buyer

GCH  Gas central heating 

GDPR  General Data Protection   
 Regulation

GDV  Gross Development Value

HB  Housing benefit 

HHSRS  Housing Health and Safety   
 Rating System

HMO  House of Multiple Occupation

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

HP  Hire Purchase

HSE  Health and Safety Executive 

ICR  Interest Cover Ratio

IHT  Inheritance tax

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

JV  Joint venture

JVA  Joint venture agreement

KPIs Key Performance Indicators

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

LACORS  Local Authorities Coordinators of  
 Regulatory Services

LHA  Local Housing Authority

A list of the abbreviations and tech-talk 
used in this month’s YPN – and more …

 
JARGON BUSTER

cover

(contract) 
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Libor London Inter-Bank Offered Rate

LLP  Limited Liability Partnership

LTV  Loan To Value

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

MVP  Minimum viable product

NALS  National Approved Letting   
 Scheme

NICEIC  National Inspection Council   
 for Electrical Installation   
 Contracting

NLA   National Landlords Association

OIEO  Offers in excess of 

OMV  Open market value

ONS  Office for National Statistics

PBSA  Purpose-built student   
 accommodation

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

PI  Professional Indemnity   
 insurance

PLO  Purchase lease option

PM  Project manager

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

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

PRS  Private Rented Sector

R2R  Rent-to-rent

REIT  Real Estate Investment Trust

RGI  Rent guarantee insurance

RLA   Residential Landlords   
 Association

ROI  Return on Investment

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

RSJ  Rolled-steel joist – steel beam 

RTO  Rent to Own

RX1  Form used to register an   
 application to the Land Registry  
 to place a restriction on the legal  
 title of a property to protect the  
 interests of a third party. The  
 restriction will prevent certain  
 types of transaction being   
 registered against the property  
 (eg, sale, transfer of ownership  
 or mortgage)

S8 or Named after Section 8 of The  
 Housing Act 1988. A Section 21  
 Notice (or Notice to Quit) is  
 served when a tenant   
 has breached the terms of 
 their tenancy agreement, giving  
 the landlord grounds to regain  
 possession. Strict rules apply.  
 See https://www.gov.uk/  
 evicting-tenants/section-21-and- 
 section-8-notices for up-to-date  
 information. 

S21 or Named after Section 21 of The  
 Housing Act 1988. You can use  
 a Section 21 Notice (or Notice  
 of Possession) to evict tenants  
 who have an assured shorthold  
 tenancy. Strict rules apply. See  
 https://www.gov.uk/evicting-  
 tenants/section-21-and-  
 section-8-notices for up-to-date  
 information. 

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

SA  Serviced Accommodation

SAP  Standard assessment 
 procedure

SARB  Sale and Rent Back

SDLT  Stamp Duty    
 Land Tax

SI  Sophisticated Investor   
 (Source: FCA)

 Certified: individual who has a  
 written certificate from a “firm”  
 (as defined by the FCA)   
 confirming he/she is sufficiently  
 knowledgeable to understand  
 the risks associated with   
 engaging in investment activity.

 Self-certified: individual who  
 has signed a statement   
 confirming that he/she   
 can receive promotional 
 communications from an   
 FCA-authorised person, relating  
 to non-mainstream pooled  
 investments, and understand  
 the risks of such investments.  
 One of the following must also  
 apply:

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

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

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

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

SIP(s)  Structural integrated panels

SME  Small and Medium-sized   
 Enterprises

SPT   Statutory periodic tenancy

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

SSTC  Sold Subject To Contract

TPO  The Property Ombudsman

UKALA  The UK Association of   
 Letting Agents

USP  Unique selling point

insurance

Section 8

Section 21

Section 24

(assessment)
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LONDON
Harman Healy 09/08/2018 12:00 
Kensington Town Hall, 195 Hornton Street, 
London, W8 7NX

YORKSHIRE & THE HUMBER

West Yorkshire Property Auction - IAM Sold 
01/08/2018 Cedar Court Hotel, Mayo Avenue, 
Bradford, BD5 8HW

South Yorkshire Property Auction - IAM Sold 
16/08/2018 19:00 New York Stadium, New York 
Way, Don Street, Rotherham, S60 1FJ

Auction House Hull & East Yorkshire 
22/08/2018 Beverley Racecourse, York Road, 
Beverley, HU17 8QZ

EAST MIDLANDS
Savills (Nottingham) 01/08/2018 
Nottingham Racecourse, Colwick Park, 
Nottingham, NG2 4BE

Auction House Lincolnshire, North Notts & 
South Yorks 07/08/2018 18:30 
Gainsborough Golf Club, The Belt Road, 
Gainsborough, DN21 1PZ

SDL Auctions Graham Penny (Leicester) 
09/08/2018 11:30 
Leicester City Football Club, King Power 
Stadium, Filbert Way, Leicester, LE2 7FL

Midlands Property Auction - IAM Sold 
15/08/2018 Village Hotel & Leisure Club, 
Brailsford Way, Nottingham, NG9 6DL

Strakers 02/08/2018 19:00 
Bath Racecourse, Lansdown, Bath, BA1 9BU

SOUTH WEST

SCOTLAND
Wilsons (Scotland) 02/08/2018 19:00 
Dalry Auction Complex, 6, Kilwinning Road, 
Dalry, KA24 4LG

Auction House Scotland 15/08/2018,14:00 
Park Inn Hotel by Radisson, 1 Justice Mill Lane, 
Aberdeen, AB11 6EQ

Auction House Scotland 16/08/2018 14:00 
200 SVS, 200 St. Vincent Street, Glasgow, 
G2 5RQ

Wilsons (Scotland) 23/08/2018 19:00 Dalry 
Auction Complex, 6, Kilwinning Road, Dalry, 
KA24 4LG

NORTH WEST
Auction House Cheshire 07/08/2018 15:00 
Willington Hall Hotel, Willington, Tarporley, 
CW6 0NB

Meller Braggins 09/08/2018 15:00 
Cottons Hotel, Manchester Road, Knutsford, 
WA16 0SU

North West Property Auction - IAM Sold 
09/08/2018 Village Urban Resort, Rochdale 
Road, Bury, BL9 7BQ

Pearsons Auctions 22/08/2018 11:00 
The Hilton Hotel at The Ageas Bowl, Botley 
Road, Southampton, SO30 3XH

SOUTH EAST 
HOME COUNTIES

WEST MIDLANDS
Auction House Staffordshire 01/08/2018 
19:00 Stoke City Football Club, The Britannia 
Stadium, Stanley Matthews Way, Stoke-on-Trent, 
ST4 4EG

Auction House Birmingham & Black Country 
02/08/2018 18:00 
Walsall Football Club, Bescot Crescent, 
Walsall, WS1 4SA

West Midlands Property Auction - IAM Sold 
02/08/2018 Molineux Stadium, Waterloo Road, 
Wolverhampton, WV1 4QR

Town & Country Property Auctions West 
Midlands 30/08/2018 19:00 Park Inn, 
Forgegate, Telford, TF3 4NA

NORTH EAST
Great North Property Auction - IAM Sold 
23/08/2018 Ramside Hall Hotel, Carrville, 
Durham, DH1 1TD

Agents Property Auction 29/08/2018 
Newcastle Marriott Hotel, High Gosforth Park, 
Newcastle upon Tyne, NE3 5HN

NORTHERN IRELAND
Wilsons (Northern Ireland) 20/08/2018 19:00 
Mallusk Auction Complex, 22, Mallusk Road, 
Newtownabbey, BT36 4PP

NORTH WEST 
HOME COUNTIES
Auction House Beds & Bucks 08/08/2018 
14:30 Venue 360, 20 Gipsy Lane, Luton, LU1 3JH

Auction House Beds & Bucks 09/08/2018 
14:30 Hilton Hotel, Timbold Drive, Kents Hill, 
Milton Keynes, Buckinghamshire, MK7 6HL

EAST ANGLIA
William H. Brown (Norwich) 02/08/2018 
11:30 Barnham Broom Hotel & Country Club, 
Honingham Road, Norwich, NR9 4DD

PROPERTY AUCTIONS

WALES
Auction House North Wales 02/08/2018 17:30 
Bangor City Football Club, Bangor University 
Stadium, Holyhead Road, Bangor, LL57 2HQ

All Wales Auction - South Wales Auction 
07/08/2018 The Village Hotel & Leisure Club, 29, 
Pendwyallt Road, Cardiff, CF14 7EF

Dawsons 08/08/2018 15:00 Swansea Marriott 
Hotel, Maritime Quarter, Swansea, SA1 3SS

All Wales Auction - North Wales Auction 
09/08/2018 The Carreg Bran Hotel, Ffordd 
Caergybi, Llanfairpwllgwyngyll, LL61 5YH

Astleys 15/08/2018 15:00 Towers Hotel & Spa, 
Ashleigh Terrace, Swansea, SA10 6JL

Town & Country Property Auctions Wrexham 
23/08/2018 18:30 St. Davids Park Hotel, St. 
Davids Park, Ewloe, CH5 3YB
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