
1001 Sellers Checklist

Seller Checklist (1–100)

Stage 1: Preparation & Money (1–100)

 1. Check your credit score with Experian, Equifax, and TransUnion.☐
 2. Order your statutory credit report for detailed accuracy.☐
 3. Review reports for errors like old debts or wrong addresses.☐
 4. Dispute inaccuracies with credit bureaus promptly.☐
 5. Pay off small debts to strengthen your profile.☐
 6. Keep credit card balances under 30% of the limit.☐
 7. Set up autopay for bills to avoid missed payments.☐
 8. Prioritise clearing high-interest debts.☐
 9. Request a higher credit limit but don’t overspend.☐
 10. Keep old credit accounts open for history length.☐
 11. Settle outstanding collections to avoid solicitor flags.☐
 12. Monitor your credit score monthly.☐
 13. Avoid new credit applications before completion.☐
 14. Don’t take car finance until after moving.☐
 15. Avoid co-signing loans during a sale.☐
 16. Keep old credit cards active if in good standing.☐
 17. Never make late payments during a transaction.☐
 18. Aim for strong loan-to-value if porting a mortgage.☐
 19. Consider a Lifetime ISA if buying onward.☐
 20. Stay registered on the electoral roll.☐
 21. Improve score in small increments for better terms.☐
 22. Avoid “buy now, pay later” debt.☐
 23. Use apps to track credit utilisation.☐
 24. Freeze credit file during conveyancing for security.☐
 25. Maintain three years’ financial and address stability.☐
 26. Create a full moving budget.☐
 27. Keep housing costs below 30% of income.☐
 28. Calculate your debt-to-income ratio.☐
 29. Estimate your onward price range realistically.☐
 30. Open a dedicated account for moving funds.☐
 31. Save 3–6 months’ expenses as a buffer.☐
 32. Track daily spending to free cash for moving.☐
 33. Automate savings into a dedicated fund.☐
 34. Budget for solicitor fees (£1,000–£1,500).☐
 35. Budget for removals (£500–£1,500).☐
 36. Expect 1–2% of sale price in selling fees.☐
 37. Research council tax bands in onward areas.☐
 38. Maintain buildings insurance until completion.☐
 39. Keep utilities running until key handover.☐
 40. Factor commuting costs into onward planning.☐
 41. Use affordability calculators for onward purchase.☐
 42. Don’t assume sale price equals onward affordability.☐
 43. Account for hidden costs like service charges.☐
 44. Don’t tie up every penny in your deposit.☐
 45. Avoid raiding pensions for moving funds.☐
 46. Don’t rely on inheritance or bonuses for affordability.☐
 47. Aim for a 10% onward deposit for best rates.☐
 48. Check downsizing or retirement support schemes.☐
 49. Remember every £1,000 saved cuts repayments.☐
 50. Use high-interest savings accounts for moving fund.☐
 51. Cut non-essential spending temporarily.☐
 52. Ask if employer offers moving or housing schemes.☐
 53. Understand rules for gifted deposits.☐
 54. Keep moving funds accessible.☐
 55. Value small savings — they compound over time.☐
 56. Research mortgage types if buying again.☐
 57. Compare fixed vs variable mortgage options.☐
 58. Check APRC, not just initial monthly cost.☐



 59. Gather three months of payslips for onward application.☐
 60. Gather three months of bank statements.☐
 61. Collect your latest P60 for proof of income.☐
 62. Prepare deposit proof for onward purchase.☐
 63. Keep ID and proof of address documents handy.☐
 64. Be ready to explain large deposits.☐
 65. Apply for an Agreement in Principle (AIP).☐
 66. Compare at least three lenders.☐
 67. Request a European Standardised Information Sheet.☐
 68. Compare mortgage fees as well as rates.☐
 69. Check overpayment allowances.☐
 70. Confirm if mortgages are portable.☐
 71. Choose the right fix length for stability.☐
 72. Look into government-backed support schemes.☐
 73. Budget for valuation fees (£200–£500).☐
 74. Be truthful on all applications.☐
 75. Remember AIP is not full approval.☐
 76. Never overstate income.☐
 77. Check affordability against interest stress tests.☐
 78. Use a mortgage broker for better options.☐
 79. Consider smaller building societies for flexibility.☐
 80. Read and understand all conditions before signing.☐
 81. Save a moving day fund.☐
 82. Build a basic home maintenance toolkit.☐
 83. Pay down overdrafts and credit cards early.☐
 84. Track your net worth clearly.☐
 85. Think about equity growth when choosing next home.☐
 86. Review insurance needs like life or income cover.☐
 87. Organise key financial paperwork in one folder.☐
 88. Store documents in a fireproof safe.☐
 89. Budget for buyer surveys if onward purchase.☐
 90. Budget for Land Registry fees.☐
 91. Budget for Stamp Duty on onward purchase.☐
 92. Budget for local searches (£250–£450).☐
 93. Budget for mortgage arrangement fees.☐
 94. Budget separately for removals and storage.☐
 95. Be prepared for utility deposits if credit is weak.☐
 96. Cancel or reduce unused subscriptions.☐
 97. Avoid job changes during mortgage processing.☐
 98. Keep three years’ job history handy.☐
 99. Track savings visually to stay motivated.☐
 100. Stay organised and respond quickly to keep chain moving.☐

Stage 2: Research & Planning (101–200)

 101. Define your must-have list for your onward property.☐
 102. Define your nice-to-have list separately from essentials.☐
 103. Decide the minimum space you’ll accept in your next home.☐
 104. Decide the maximum space you can afford to maintain.☐
 105. Consider stairs vs single-level living for future-proofing.☐
 106. Decide the garden size that suits your lifestyle.☐
 107. Weigh up whether you want a fixer-upper or move-in ready home.☐
 108. Compare pros and cons of new-builds vs older properties.☐
 109. Understand freehold vs leasehold obligations.☐
 110. Rank your top three priorities clearly.☐
 111. Factor in home office space for remote working.☐
 112. Decide if guest space is important in your next home.☐
 113. Consider accessibility features like step-free access.☐
 114. Check potential for extensions or loft conversions.☐
 115. Decide if parking is essential for your next move.☐
 116. Assess kitchen layout and usability in homes you view.☐
 117. Prioritise storage options in both your sale and purchase.☐
 118. Choose the style of property that best suits you.☐



 119. Research resale demand by property style in your area.☐
 120. Make a non-negotiable dealbreaker list.☐
 121. Don’t assume you’ll compromise later if it feels wrong now.☐
 122. Keep needs and wants separate when planning.☐
 123. Don’t let emotions override logic in decisions.☐
 124. Don’t rely on online photos alone for onward homes.☐
 125. Take a checklist to every viewing for consistency.☐
 126. Update your checklist as you refine priorities.☐
 127. Prioritise location over décor or staging.☐
 128. Think 5–10 years ahead when planning your move.☐
 129. Ask friends what they wish they’d considered before selling.☐
 130. Focus on functionality, not fantasy features.☐
 131. Drive around your area at different times of day.☐
 132. Visit your street mornings, evenings, and weekends.☐
 133. Test your commute at peak times.☐
 134. Test school run timings if relevant.☐
 135. Check walkability to shops, cafes, and green space.☐
 136. Check cycling routes and bike storage nearby.☐
 137. Assess public transport links for convenience.☐
 138. Research nearby school ratings, even if not relevant to you.☐
 139. Check local childcare options for family buyers.☐
 140. Visit local parks and playgrounds.☐
 141. Visit nearby shops and supermarkets for convenience.☐
 142. Check GP, pharmacy, and hospital access.☐
 143. Review local crime statistics on police.uk.☐
 144. Talk to neighbours for community insights.☐
 145. Join local social media groups for real views.☐
 146. Check planning permissions in your area.☐
 147. Research infrastructure projects that could affect value.☐
 148. Know the service charges if you’re selling a flat.☐
 149. Confirm your property’s council tax band.☐
 150. Research flood risk using Environment Agency maps.☐
 151. Research radon, subsidence, or local environmental risks.☐
 152. Check broadband speeds with postcode tools.☐
 153. Test mobile reception in your property.☐
 154. Identify local noise sources that may concern buyers.☐
 155. Check light pollution around your property.☐
 156. Confirm parking rules, permits, or restrictions.☐
 157. Review the local job market strength.☐
 158. Analyse recent house price trends.☐
 159. Check average time properties stay on the market.☐
 160. Research regeneration and development plans.☐
 161. Don’t base everything on commute times alone.☐
 162. Don’t ignore crime statistics that buyers will see.☐
 163. Don’t underestimate council tax’s effect on affordability.☐
 164. Don’t judge areas solely by postcode reputation.☐
 165. Remember the best street beats the best house.☐
 166. Plan for future family growth in your move.☐
 167. Consider elderly relatives’ needs in property choice.☐
 168. Think about resale potential in 5–10 years.☐
 169. Review long-term appreciation trends in your area.☐
 170. Check rental demand in case of letting potential.☐
 171. Research Airbnb or short-let rules locally.☐
 172. Assess local infrastructure reliability like drainage.☐
 173. Check current tax incentives or schemes.☐
 174. Consider energy efficiency improvements for saleability.☐
 175. Plan onward purchase with remote work space in mind.☐
 176. Research planning restrictions like conservation areas.☐
 177. Confirm pet rules in leases for flats.☐
 178. Review current and changing school catchments.☐
 179. Weigh airport proximity for convenience vs noise.☐
 180. Weigh motorway proximity for access vs pollution.☐
 181. Understand local demographics and area vibe.☐
 182. Compare average income levels for market stability.☐



 183. Assess neighbourhood atmosphere by walking around.☐
 184. Check for cultural amenities like theatres or gyms.☐
 185. Review the health of the high street.☐
 186. Consider local leisure and entertainment options.☐
 187. Check condition of community centres and libraries.☐
 188. Note nearby religious or cultural centres.☐
 189. Research microclimate differences in the area.☐
 190. Get insurance quotes to test affordability.☐
 191. Don’t assume today’s peace will last without checks.☐
 192. Don’t ignore council planning portals.☐
 193. Don’t buy or sell based only on investment potential.☐
 194. Don’t rely solely on estate agents’ opinions.☐
 195. Use council websites for regeneration info.☐
 196. Use planning portals to check neighbour works.☐
 197. Ask neighbours about upcoming local changes.☐
 198. Check bin collection schedules and upkeep.☐
 199. Consider daily convenience of local services.☐
 200. Remember location is more important than décor.☐

Seller Checklist (201–300)

 201. Schedule viewings at times that show your home in the best light.☐
 202. Provide buyers with a clear checklist of features during viewings.☐
 203. Allow buyers to take photos or videos (with permission).☐
 204. Eliminate damp or smoke smells before viewings.☐
 205. Maximise natural light by opening blinds and cleaning windows.☐
 206. Improve views from windows by tidying gardens or removing clutter.☐
 207. Reduce background noise during viewings.☐
 208. Keep the street-facing side of your home well presented.☐
 209. Highlight parking arrangements clearly to buyers.☐
 210. Repair awkward or steep driveways if possible.☐
 211. Ensure doors close smoothly and locks function properly.☐
 212. Secure and tidy letterbox and entry points.☐
 213. Mark property boundaries clearly to avoid disputes.☐
 214. Boost kerb appeal with paint, plants, or neat fencing.☐
 215. Keep gardens neat and low-maintenance for buyers.☐
 216. Touch up exterior paintwork or rendering.☐
 217. Clear gutters and drains before listing.☐
 218. Inspect and repair missing or damaged roof tiles.☐
 219. Repair cracked driveways or paths.☐
 220. Replace or repair broken fences and gates.☐
 221. Allow buyers plenty of time during viewings.☐
 222. Trust your instincts if buyer behaviour feels off.☐
 223. Don’t over-stage rooms with fake props.☐
 224. Be honest about garden upkeep levels.☐
 225. Provide room measurements for accuracy.☐
 226. Ensure windows open and close easily.☐
 227. Keep neighbours’ gardens tidy if visible from your home.☐
 228. Highlight south-facing gardens as a selling point.☐
 229. Show the property in both good and poor weather.☐
 230. Help buyers imagine daily life in your home.☐
 231. Check all taps and plumbing fixtures for leaks.☐
 232. Ensure toilets flush properly with no leaks.☐
 233. Fix leaks or mould under sinks.☐
 234. Make sure showers have good pressure and drainage.☐
 235. Test included kitchen appliances before viewings.☐
 236. Service or replace fridge/freezer if left behind.☐
 237. Ensure washing machine plumbing is secure.☐
 238. Clean and declutter cupboards thoroughly.☐
 239. Showcase available storage space to buyers.☐
 240. Check garage doors work smoothly.☐
 241. Keep loft accessible and tidy for inspections.☐
 242. Clear and air any basements or cellars.☐



 243. Repair cracks in interior walls where needed.☐
 244. Level uneven or creaking floors if possible.☐
 245. Reduce squeaks and bounce in flooring.☐
 246. Remove ceiling stains from past leaks.☐
 247. Ensure consumer unit (fuse box) is up to date.☐
 248. Test all sockets with small appliances.☐
 249. Replace dim or flickering lightbulbs.☐
 250. Service the boiler and provide records.☐
 251. Bleed radiators to ensure full heating function.☐
 252. Install or check thermostats are working.☐
 253. Eliminate pest problems before listing.☐
 254. Replace failed double-glazing seals.☐
 255. Add or check insulation in loft or walls.☐
 256. Provide paperwork for boiler servicing.☐
 257. Avoid painting over cracks without repairs.☐
 258. Provide certificates for electrical or gas work.☐
 259. Mention recent roof replacement or repairs.☐
 260. Replace old hot water cylinders if necessary.☐
 261. Upgrade outdated wiring where possible.☐
 262. Highlight heating efficiency in your EPC.☐
 263. Ensure ventilation fans work in kitchen and bathrooms.☐
 264. Highlight benefits of modern central heating systems.☐
 265. Use surveyor’s report to pre-empt buyer concerns.☐
 266. Emphasise good flow and layout during viewings.☐
 267. Highlight private bedroom placement.☐
 268. Ensure easy access to guest toilets.☐
 269. Showcase kitchen counter and workspace.☐
 270. Show built-in cupboards and storage areas.☐
 271. Highlight dining space functionality.☐
 272. Promote utility or laundry space if available.☐
 273. Ensure garage access is safe and convenient.☐
 274. Clear and widen hallways where possible.☐
 275. Show off high ceilings or emphasise comfort of lower ones.☐
 276. Highlight natural light in living spaces.☐
 277. Show built-in wardrobes or bedroom storage.☐
 278. Mention potential future room uses to buyers.☐
 279. Showcase usable garden spaces.☐
 280. Repair decking or patios before sale.☐
 281. Present hosting and entertaining possibilities.☐
 282. Smooth transitions between different floorings.☐
 283. Ensure stairs are safe and sturdy.☐
 284. Mention potential for loft or basement conversions.☐
 285. Confirm garage size fits modern vehicles.☐
 286. Point out number and placement of sockets.☐
 287. Showcase orientation of bright rooms.☐
 288. Mention natural heating/cooling benefits.☐
 289. Emphasise efficient layouts over sheer square footage.☐
 290. Show how layout enhances daily comfort.☐
 291. Keep a spreadsheet comparing buyer offers.☐
 292. Track property size, age, and improvements.☐
 293. Estimate and disclose known repair costs.☐
 294. Record pros and cons of location.☐
 295. Score offers objectively to avoid bias.☐
 296. Provide past utility bills if requested.☐
 297. Share council tax band details clearly.☐
 298. Be transparent about service charges or ground rent.☐
 299. Compare commute times for prospective buyers.☐
 300. Take detailed notes after each viewing or offer.☐

Sellers Nogotation and Survey Checklist  (301–400)

 301. Research sold prices locally to set a realistic asking price.☐
 302. Compare price per square metre with similar homes.☐
 303. Track how long your property has been on the market.☐



 304. Ask your agent about competing offers transparently.☐
 305. Decide your minimum acceptable price before negotiations.☐
 306. Factor in repair costs when setting expectations.☐
 307. Always confirm offers in writing via your agent.☐
 308. Check buyer’s mortgage in principle and deposit proof.☐
 309. Clarify if offers are subject to survey.☐
 310. Be flexible with completion dates to attract buyers.☐
 311. Confirm fixtures and fittings in writing early.☐
 312. Ask your solicitor to review the title for issues.☐
 313. Expect and prepare for counter-offers.☐
 314. Negotiate politely but firmly with buyers.☐
 315. Confirm agreed terms quickly to avoid gazumping.☐
 316. Stay in touch with your estate agent regularly.☐
 317. Don’t get carried away in bidding wars.☐
 318. Never skip surveys or legal checks.☐
 319. Don’t overstretch on your onward commitments.☐
 320. Avoid lowball rejections by buyers.☐
 321. Recognise some buyers prioritise speed over price.☐
 322. Remember agents must pass on all offers by law.☐
 323. Consider buyer letters carefully but avoid oversharing.☐
 324. Be aware of gazumping risk until exchange (England/Wales).☐
 325. Understand sealed bids and “offers over” in Scotland.☐
 326. Check if your buyer has an onward purchase.☐
 327. Have your solicitor ready before accepting an offer.☐
 328. Confirm all verbal agreements in writing.☐
 329. Remember estate agents represent you, not the buyer.☐
 330. Keep emotions out of financial negotiations.☐
 331. Instruct your solicitor immediately after offer accepted.☐
 332. Cooperate with buyer’s mortgage valuation promptly.☐
 333. Allow buyer to arrange surveys quickly.☐
 334. Provide requested documents to solicitor without delay.☐
 335. Complete the Property Information Form (TA6) accurately.☐
 336. Complete the Fittings & Contents Form (TA10) clearly.☐
 337. Provide Leasehold Information Form (if leasehold).☐
 338. Provide evidence of planning permissions for past works.☐
 339. Ensure title deeds are in order for your solicitor.☐
 340. Allow time for local authority searches.☐
 341. Provide water and drainage info if requested.☐
 342. Share environmental reports if available.☐
 343. Disclose restrictive covenants to avoid disputes.☐
 344. Arrange deposit transfer process early with solicitor.☐
 345. Keep in regular contact with all parties in chain.☐
 346. Expect buyer to hire an RICS surveyor.☐
 347. Allow access for survey visits.☐
 348. Read survey feedback carefully when it arrives.☐
 349. Prepare to address damp issues flagged by survey.☐
 350. Roof condition is a common survey concern.☐
 351. Expect loft and insulation checks.☐
 352. Exterior walls will be inspected for cracks.☐
 353. Drainage checks are standard in surveys.☐
 354. Buyers’ surveys will assess windows.☐
 355. Electrical system safety may be raised.☐
 356. Heating system age and service history matter.☐
 357. Plumbing checks will highlight leaks or lead pipes.☐
 358. Surveys may flag asbestos in older homes.☐
 359. Buyers will ask about Japanese knotweed risk.☐
 360. Pest issues like woodworm may be flagged.☐
 361. Radon risk may appear on reports.☐
 362. Ventilation in roof spaces is commonly checked.☐
 363. Chimney stability may be flagged.☐
 364. Boundaries will be reviewed in the survey.☐
 365. Insulation levels will be commented on.☐
 366. Flood history must be disclosed honestly.☐
 367. Subsidence signs may cause alarm.☐



 368. Poor cavity wall insulation may be noted.☐
 369. Survey may highlight damp-proof course issues.☐
 370. Timber rot or woodworm may be raised.☐
 371. Garages and outbuildings will be checked too.☐
 372. Solar panel ownership or lease must be clarified.☐
 373. Fascias and soffits condition may be noted.☐
 374. Septic tank compliance will be checked in rural sales.☐
 375. Shared driveways must have clear legal rights.☐
 376. Take survey warnings seriously.☐
 377. Don’t assume buyer knows about hidden defects.☐
 378. Expect full surveys for older homes.☐
 379. Use survey results to renegotiate if needed.☐
 380. Encourage buyers to ask surveyors direct questions.☐
 381. Expect future cost warnings in survey reports.☐
 382. Celebrate clean surveys as a confidence boost.☐
 383. Remember lender valuations are not full surveys.☐
 384. Surveys cost buyers £300–£1,000 typically.☐
 385. Always read the “risks” section carefully.☐
 386. Negotiate only on major repair issues.☐
 387. Offer price reduction instead of repairs if simpler.☐
 388. Request contractor quotes for disputed issues.☐
 389. Put all repair agreements in writing.☐
 390. Decide which repairs are dealbreakers for you.☐
 391. Be willing to walk away if negotiations collapse.☐
 392. Confirm agreed repairs in contract legally.☐
 393. Adjust completion statements for credits if needed.☐
 394. Offer reinspection if repairs are agreed.☐
 395. Don’t argue over cosmetic flaws.☐
 396. Don’t accept DIY fixes without proof.☐
 397. Meet solicitor deadlines strictly.☐
 398. Focus negotiation on safety and structure.☐
 399. Treat renegotiation as normal, not personal.☐
 400. Use survey results fairly but confidently.☐

Fine-Tuning & Smart Marketing (401-500)

 401. Submit requested documents to your lender or solicitor quickly.☐
 402. Respond promptly to lender or buyer queries.☐
 403. Review your mortgage illustration (ESIS) carefully.☐
 404. Check arrangement fees on your mortgage if porting or remortgaging.☐
 405. Lock in your onward mortgage rate early if moving.☐
 406. Track expiry dates on mortgage offers.☐
 407. Read your full mortgage offer letter thoroughly.☐
 408. Understand early repayment charges on your loan.☐
 409. Clarify mortgage overpayment allowances.☐
 410. Confirm direct debit setup for new mortgage payments.☐
 411. Provide proof of deposit funds promptly.☐
 412. Provide gifted deposit letters if relevant.☐
 413. Keep in touch with your mortgage broker for updates.☐
 414. Avoid applying for new credit during the process.☐
 415. Avoid changing jobs mid-transaction.☐
 416. Don’t move unexplained large sums of money.☐
 417. Avoid late bill payments while under review.☐
 418. Consider building societies for flexible lending.☐
 419. Use specialist brokers if self-employed.☐
 420. Keep finances stable until completion checks are done.☐
 421. Make small overpayments to save interest if possible.☐
 422. Read every page of your mortgage terms.☐
 423. Remember offers can be withdrawn until contracts exchanged.☐
 424. Request the full “mortgage offer pack” from your lender.☐
 425. Check how product fees are payable.☐
 426. Focus on APRC, not just headline rate.☐
 427. Confirm if your mortgage is portable to new home.☐
 428. Consider longer fixes for stability if rates are rising.☐



 429. Understand risks of tracker mortgages.☐
 430. Arrange buildings insurance from exchange date.☐
 431. Confirm local searches are underway with solicitor.☐
 432. Review search results carefully for risks.☐
 433. Double-check title plan matches property boundaries.☐
 434. Confirm fixture and fittings list matches agreement.☐
 435. Check property information form for disputes or claims.☐
 436. Provide planning permission certificates for past works.☐
 437. Discuss indemnity policies with solicitor if documents missing.☐
 438. Transfer deposit funds to solicitor early.☐
 439. Agree a realistic completion date with chain.☐
 440. Review draft contract thoroughly before signing.☐
 441. Sign mortgage deed once satisfied.☐
 442. Activate buildings insurance before exchange.☐
 443. Provide certified ID to solicitor promptly.☐
 444. Review lease terms, ground rent, and service charges.☐
 445. Clarify responsibility for fees and costs upfront.☐
 446. Check solicitor’s completion statement for accuracy.☐
 447. Read solicitor’s report on title in full.☐
 448. Only sign contract when fully satisfied.☐
 449. Don’t ignore red flags in searches or deeds.☐
 450. Never exchange contracts without live insurance.☐
 451. Verify solicitor bank details to avoid fraud.☐
 452. Don’t book removals until contracts are exchanged.☐
 453. Understand exchange is the true legal commitment.☐
 454. Learn differences in Scotland where missives bind earlier.☐
 455. Expect completion 1–2 weeks after exchange.☐
 456. Prepare for potential chain collapse with backup plans.☐
 457. Ask solicitor for weekly updates to maintain pace.☐
 458. Ensure completion funds are ready well in advance.☐
 459. Keep all documents safe for future remortgage or sale.☐
 460. Celebrate exchange but wait until completion for certainty.☐
 461. Change locks immediately after completion.☐
 462. Change alarm and security codes on moving day.☐
 463. Arrange deep clean before handing over keys.☐
 464. Decorate or paint before final move if possible.☐
 465. Service the boiler before leaving.☐
 466. Replace smoke and CO alarm batteries.☐
 467. Submit final utility meter readings on completion day.☐
 468. Notify water supplier of completion date.☐
 469. Notify council tax office of move-out.☐
 470. Cancel or transfer broadband and phone services.☐
 471. Redirect post with Royal Mail for safety.☐
 472. Update your driving licence address with DVLA.☐
 473. Update car insurance details to new address.☐
 474. Update employer with new address.☐
 475. Update bank and credit card addresses.☐
 476. Register with a new GP and dentist if moving area.☐
 477. Notify schools or childcare providers of address change.☐
 478. Store deeds and important papers securely.☐
 479. Introduce yourself to new neighbours promptly.☐
 480. Learn bin collection days at your new address.☐
 481. Locate fuse box and stopcock at new home.☐
 482. Check fire escape routes in your new property.☐
 483. Test all keys and locks upon moving in.☐
 484. Walk through property with checklist before accepting.☐
 485. Keep essential tools handy on move day.☐
 486. Book removals well in advance.☐
 487. Get multiple removal quotes for best value.☐
 488. Label moving boxes clearly by room.☐
 489. Pack an essentials bag for the first 48 hours.☐
 490. Defrost freezer before moving to avoid leaks.☐
 491. Photograph utility meters before leaving.☐
 492. Photograph property condition for records.☐



 493. Arrange childcare or pet care for moving day.☐
 494. Return rental property keys promptly if applicable.☐
 495. Do a final sweep of your old property.☐
 496. Register new appliances for warranties.☐
 497. Set up direct debits for council tax and utilities.☐
 498. Follow EPC recommendations to reduce bills.☐
 499. Join local community groups to settle in.☐
 500. Create a home folder for all documents and receipts.☐

Stage 6: Advanced Seller Playbook (501–600)

Pro tips, creative strategies, and modern techniques to maximise value and 
minimise stress.

 501. Review Your Property Listing Regularly☐
 502. Use professional photography to make your listing stand out.☐
 503. Invest in a floorplan to give buyers clear room layouts.☐
 504. Write a compelling property description highlighting unique features.☐
 505. Showcase energy efficiency upgrades in your listing.☐
 506. List recent renovations with receipts to build trust.☐
 507. Highlight proximity to schools, transport, and amenities.☐
 508. Use virtual tours to attract long-distance buyers.☐
 509. Optimise online listings with keywords buyers search for.☐
 510. Refresh marketing photos seasonally to keep interest.☐
 511. Use social media ads to target local buyers.☐
 512. Share listing in community groups for visibility.☐
 513. Create a simple property website or landing page.☐
 514. Ask your agent about premium listing options online.☐
 515. Use drone photography to highlight gardens or views.☐
 516. Stage outdoor spaces to sell lifestyle, not just house.☐
 517. Offer daytime and evening viewing slots for flexibility.☐
 518. Host an open house to attract multiple buyers.☐
 519. Provide printed brochures at viewings for memory.☐
 520. Keep pets out of sight during viewings.☐
 521. Use subtle scents like fresh linen or coffee.☐
 522. Play soft background music to create ambience.☐
 523. Remove family photos so buyers imagine themselves.☐
 524. Declutter shelves, surfaces, and cupboards.☐
 525. Rent storage if needed to clear space.☐
 526. Use neutral décor to appeal to wider buyers.☐
 527. Paint scuffed walls for a fresh look.☐
 528. Replace tired carpets or deep clean them.☐
 529. Fix dripping taps or squeaky doors.☐
 530. Ensure all lightbulbs are working.☐
 531. Pressure wash driveways and patios.☐
 532. Mow lawns and trim hedges before photos.☐
 533. Add potted plants for instant colour.☐
 534. Dress dining tables to suggest entertaining.☐
 535. Style spare rooms as usable spaces.☐
 536. Add mirrors to increase light and space feel.☐
 537. Use crisp bedding for bedroom photos.☐
 538. Keep bathrooms spotless and fresh.☐
 539. Replace old shower curtains or screens.☐
 540. Add fluffy towels and small plants in bathrooms.☐
 541. Make kitchens smell inviting with baking or coffee.☐
 542. Clear worktops completely for a spacious look.☐
 543. Hide bins out of sight during viewings.☐
 544. Organise cupboards neatly for inspection.☐
 545. Replace worn cabinet handles for a cheap uplift.☐
 546. Upgrade tired taps with modern fittings.☐
 547. Ensure extractor fans are clean and working.☐
 548. Regrout tiles if stained or mouldy.☐



 549. Oil squeaky hinges before viewings.☐
 550. Replace broken blinds or curtains.☐
 551. Touch up skirting boards and door frames.☐
 552. Fill small wall holes from old pictures.☐
 553. Check all doors close flush.☐
 554. Test windows for smooth opening.☐
 555. Secure loose floorboards or tiles.☐
 556. Add outdoor lighting to boost kerb appeal.☐
 557. Sweep chimneys before listing if you have fireplaces.☐
 558. Add smart home features to impress tech-savvy buyers.☐
 559. Ensure Wi-Fi is strong during viewings.☐
 560. Highlight EPC rating improvements in ads.☐
 561. Provide running cost estimates for heating and bills.☐
 562. Prepare a simple “house manual” for buyers.☐
 563. Offer warranties on recent works if available.☐
 564. Share certificates for gas, electric, and insulation.☐
 565. Be upfront about any ongoing issues.☐
 566. Anticipate common survey concerns and address them early.☐
 567. Get your own pre-sale survey if property is older.☐
 568. Offer flexibility on fixtures and fittings.☐
 569. Be open about service charges or lease terms.☐
 570. Disclose disputes honestly to avoid later collapse.☐
 571. Prepare answers for common buyer questions.☐
 572. Keep pets and children occupied during viewings.☐
 573. Dress appropriately when hosting buyers yourself.☐
 574. Avoid strong perfumes or cooking smells before viewings.☐
 575. Keep heating or cooling comfortable on viewing days.☐
 576. Leave some lights on to brighten darker rooms.☐
 577. Provide parking instructions for visiting buyers.☐
 578. Offer refreshments at open houses.☐
 579. Keep valuables locked away during visits.☐
 580. Track all feedback from viewings.☐
 581. Adjust staging if recurring issues are raised.☐
 582. Change listing photos if interest drops.☐
 583. Refresh property description periodically.☐
 584. Adjust asking price strategically if stuck.☐
 585. Consider withdrawing and relisting to reset momentum.☐
 586. Switch estate agents if marketing is weak.☐
 587. Negotiate commission with agents upfront.☐
 588. Check online reviews before instructing agents.☐
 589. Ask for multi-agency terms if needed.☐
 590. Ensure agent uses Rightmove, Zoopla, and OnTheMarket.☐
 591. Ask for professional photographer as part of fee.☐
 592. Review draft listing before it goes live.☐
 593. Track number of online views and enquiries.☐
 594. Request weekly updates from your agent.☐
 595. Ask agent for examples of successful similar sales.☐
 596. Negotiate a shorter sole agency tie-in if possible.☐
 597. Keep communication professional with agents.☐
 598. Test agent response by posing as a buyer.☐
 599. Ensure agent qualifies buyers before viewings.☐
 600. Review overall marketing plan every 4 weeks.☐

Stage 7: Marketing Mastery (601–700)

Deep dives into advertising, staging psychology, online/offline marketing, and 
targeting the right buyers.

 601. Craft a memorable property headline for online listings.☐
 602. Use lifestyle-driven language to sell more than bricks and mortar.☐
 603. Highlight eco-friendly features in your marketing.☐
 604. Promote unique architectural details buyers will value.☐
 605. Share proximity to parks, green spaces, or countryside.☐



 606. Emphasise home office potential post-pandemic.☐
 607. Show flexible living spaces for different buyer types.☐
 608. Focus on storage solutions in photos and descriptions.☐
 609. Target family buyers by emphasising nearby schools.☐
 610. Target downsizers with low-maintenance aspects.☐
 611. Attract investors with rental yield data.☐
 612. Show off EPC rating improvements in ad copy.☐
 613. Mention low service charges or ground rent if leasehold.☐
 614. Advertise recent refurbishments or modernisations.☐
 615. Use video tours to create emotional engagement.☐
 616. Share “day in the life” narratives about living there.☐
 617. Feature testimonials from neighbours or past owners.☐
 618. Highlight garden or outdoor entertainment potential.☐
 619. Market seasonal features (fireplace in winter, patio in summer).☐
 620. Create a social media campaign with targeted ads.☐
 621. Share Instagram-worthy property shots.☐
 622. Post on LinkedIn to attract professional buyers.☐
 623. Use Facebook Marketplace as an additional listing tool.☐
 624. Share behind-the-scenes prep on TikTok or Reels.☐
 625. Encourage neighbours to share the listing socially.☐
 626. Ask your agent to feature property in email newsletters.☐
 627. Ensure listing is boosted on premium portals.☐
 628. Place a clear and attractive For Sale board outside.☐
 629. Use QR codes linking to your online listing.☐
 630. Print high-quality brochures with photos and floorplans.☐
 631. Distribute flyers to local businesses and cafes.☐
 632. Advertise in local newspapers or magazines.☐
 633. Target relocation companies with brochures.☐
 634. Reach out to local employers about staff relocation.☐
 635. Promote listing at local schools or community centres.☐
 636. Ask agent to host an exclusive preview for VIP buyers.☐
 637. Create urgency with “offers by” dates.☐
 638. Offer incentives like covering Stamp Duty.☐
 639. Promote no-chain status if applicable.☐
 640. Highlight quick-sale readiness in marketing copy.☐
 641. Provide clear transport links for commuters.☐
 642. Mention nearby shopping centres and amenities.☐
 643. Highlight community aspects like local groups.☐
 644. Focus on safety with low-crime statistics.☐
 645. Mention broadband speeds in adverts.☐
 646. Share mobile signal strengths for remote workers.☐
 647. Show potential for extensions or loft conversions.☐
 648. Emphasise future value growth in the area.☐
 649. Use 360° photography for immersive online viewings.☐
 650. Provide downloadable brochures online.☐
 651. Offer virtual open houses via Zoom or Teams.☐
 652. Ensure listings update instantly across all portals.☐
 653. Track analytics on views, clicks, and enquiries.☐
 654. Adjust marketing strategy based on performance data.☐
 655. Change main listing photo regularly to refresh interest.☐
 656. Rotate featured rooms in online galleries.☐
 657. Share “just listed” updates to create buzz.☐
 658. Post “under offer” quickly to build urgency.☐
 659. Relaunch with new photos if stale on market.☐
 660. Promote property in local WhatsApp groups.☐
 661. Encourage agent to call their hot buyer list.☐
 662. Target niche buyers (eco-homes, historic homes, etc.).☐
 663. Use staging props to match buyer demographics.☐
 664. Focus copy on solving buyer problems (space, commute).☐
 665. Write ad copy that balances emotion and logic.☐
 666. Keep descriptions concise but impactful.☐
 667. Avoid jargon buyers may not understand.☐
 668. Double-check spelling and grammar in listings.☐
 669. Use bullet points to highlight key features.☐



 670. Lead description with the property’s strongest feature.☐
 671. Use professional copywriters for luxury homes.☐
 672. Ensure branding consistency across platforms.☐
 673. Provide testimonials about local schools.☐
 674. Show off nearby gyms, pools, and leisure centres.☐
 675. Market pet-friendly features like gardens or nearby parks.☐
 676. Highlight retirement-friendly accessibility features.☐
 677. Target first-time buyers with affordability messaging.☐
 678. Target luxury buyers with exclusivity language.☐
 679. Offer seasonal incentives (e.g. free garden furniture).☐
 680. Feature property in regional lifestyle magazines.☐
 681. Use Google Ads to target postcode searches.☐
 682. Use retargeting ads to recapture interested buyers.☐
 683. Create “behind the scenes” content of the area.☐
 684. Collaborate with local influencers for exposure.☐
 685. Feature home in property vlogs or YouTube tours.☐
 686. Ensure listing appears on mobile-friendly platforms.☐
 687. Add captions to video tours for accessibility.☐
 688. Provide translated brochures for international buyers.☐
 689. Market property at overseas investor fairs.☐
 690. Showcase property at local home shows or expos.☐
 691. Ask agent to run buyer webinars.☐
 692. Feature property in agent shop window displays.☐
 693. Use storytelling — “X family lived here for 20 years.”☐
 694. Build a narrative around lifestyle (quiet, vibrant, etc.).☐
 695. Highlight potential rental income to investors.☐
 696. Share time-on-market averages in your area.☐
 697. Provide a comparison sheet against similar homes.☐
 698. List upgrades that differentiate from neighbours.☐
 699. Show EPC cost savings visually in ads.☐
 700. Keep tone positive, friendly, and aspirational.☐

Stage 8: Negotiation & Psychology (701–800)

Advanced strategies for handling buyers, agents, and solicitors with confidence 
and clarity.

 701. Decide your minimum acceptable price before offers arrive.☐
 702. Share realistic expectations with your estate agent early.☐
 703. Treat all offers seriously, even if they seem low.☐
 704. Respond quickly to maintain buyer interest.☐
 705. Stay calm and professional in negotiations.☐
 706. Never reveal your bottom line to buyers.☐
 707. Let your agent handle direct negotiation where possible.☐
 708. Use silence strategically in tough discussions.☐
 709. Counter low offers politely with evidence of value.☐
 710. Provide comparable sales data to support your price.☐
 711. Weigh buyer chain position against offer price.☐
 712. Recognise cash buyers may justify a lower figure.☐
 713. Prioritise certainty over slightly higher but risky offers.☐
 714. Be prepared for multiple counter-offers.☐
 715. Avoid emotional reactions to perceived “cheeky” bids.☐
 716. Use time limits to encourage buyer decisions.☐
 717. Stay flexible on completion dates to close a deal.☐
 718. Offer incentives like leaving furniture if it seals the sale.☐
 719. Avoid seeming desperate or overly eager.☐
 720. Don’t get trapped in endless back-and-forth.☐
 721. Stick to facts, not feelings, when justifying price.☐
 722. Recognise cultural differences in negotiation style.☐
 723. Use your solicitor as a neutral messenger if talks stall.☐
 724. Don’t disclose personal reasons for selling.☐
 725. Avoid over-sharing about your next purchase.☐
 726. Stay patient — rushing may cost you money.☐
 727. Frame counter-offers positively rather than defensively.☐



 728. Watch for “nibbles” where buyers ask for extras later.☐
 729. Stand firm on non-negotiables like fixtures or dates.☐
 730. Consider splitting costs of survey issues fairly.☐
 731. Get written proof of buyer’s mortgage capacity.☐
 732. Ask for deposit size to judge commitment.☐
 733. Use competitive tension if multiple buyers show interest.☐
 734. Beware gazundering attempts near exchange.☐
 735. Keep backup buyers warm if sale looks shaky.☐
 736. Don’t reject first offers outright — they can be strong.☐
 737. Remember buyers expect negotiation as standard.☐
 738. Stay professional with aggressive negotiators.☐
 739. Avoid last-minute emotional concessions.☐
 740. Be prepared to walk away if terms aren’t right.☐
 741. Factor in moving costs before accepting lower offers.☐
 742. Stay consistent in communications with buyers.☐
 743. Use written communication to avoid misinterpretation.☐
 744. Keep a paper trail of all negotiations.☐
 745. Avoid over-promising in early conversations.☐
 746. Lean on your estate agent’s experience in bidding wars.☐
 747. Don’t agree to unnecessary buyer requests.☐
 748. Be ready for buyers to ask for appliances or extras.☐
 749. Only agree concessions that you can afford.☐
 750. Never allow negotiation to undermine trust.☐
 751. Build rapport with buyers to ease talks.☐
 752. Show empathy while standing firm on key points.☐
 753. Avoid arrogance or dismissiveness with buyers.☐
 754. Focus on shared goal of completing the sale.☐
 755. Recognise body language cues in face-to-face talks.☐
 756. Use open-ended questions to uncover buyer needs.☐
 757. Reframe objections as opportunities to reassure.☐
 758. Stay calm if buyers threaten to walk away.☐
 759. Be ready with alternatives to keep deal alive.☐
 760. Avoid being rushed into a snap decision.☐
 761. Ask buyers to justify their offers with evidence.☐
 762. Highlight unique features when resisting price cuts.☐
 763. Frame price reductions as “shared compromise.”☐
 764. Consider sweeteners like covering legal fees.☐
 765. Don’t concede on multiple issues at once.☐
 766. Be wary of buyers pushing for secret side deals.☐
 767. Always communicate through official channels.☐
 768. Prepare emotionally for last-minute haggling.☐
 769. Keep negotiations confidential from neighbours.☐
 770. Don’t gossip about buyer behaviour publicly.☐
 771. Use objective survey data to resolve disputes.☐
 772. Don’t argue over cosmetic survey findings.☐
 773. Consider repair quotes before agreeing discounts.☐
 774. Ask buyer to provide quotes to support requests.☐
 775. Be willing to negotiate on timing instead of price.☐
 776. Offer flexibility on move-out to keep higher price.☐
 777. Don’t assume first-time buyers lack leverage.☐
 778. Recognise investors may expect harder discounts.☐
 779. Watch for buyers exaggerating defects.☐
 780. Use your solicitor to defuse tense situations.☐
 781. Clarify exactly what’s included in sale early.☐
 782. Avoid disputes by putting everything in writing.☐
 783. Ask your agent to filter unserious buyers.☐
 784. Confirm financial proof before negotiating further.☐
 785. Recognise the difference between interest and intent.☐
 786. Prepare answers to common objections in advance.☐
 787. Emphasise speed and security as negotiation assets.☐
 788. Stay friendly even in firm negotiations.☐
 789. Be willing to compromise strategically.☐
 790. Don’t let pride override smart financial choices.☐
 791. Avoid post-offer complacency — deal isn’t done.☐



 792. Watch for buyers fishing for large last-minute cuts.☐
 793. Stay clear-headed if chain complications arise.☐
 794. Keep communication open with all parties in chain.☐
 795. Be prepared for second rounds of negotiation post-survey.☐
 796. Focus on win-win solutions to keep buyers engaged.☐
 797. Use your agent to apply subtle pressure on buyers.☐
 798. Recognise when a buyer is stalling deliberately.☐
 799. Know when to stop negotiating and finalise terms.☐
 800. Celebrate firm agreement but stay cautious until exchange.☐

Stage 9: Legal & Tax Optimisation (801–900)

Exploring conveyancing, tax planning, inheritance, and property law angles for 
sellers.

 801. Choose a solicitor with strong local property experience.☐
 802. Compare fixed-fee vs hourly solicitors before instructing.☐
 803. Ask for a full breakdown of conveyancing costs.☐
 804. Provide ID and proof of address promptly to avoid delays.☐
 805. Gather title deeds or Land Registry documents early.☐
 806. Disclose any disputes with neighbours upfront.☐
 807. Provide building regulation certificates for alterations.☐
 808. Have FENSA or similar certificates for window replacements.☐
 809. Check planning permission approval for past extensions.☐
 810. Obtain indemnity policies if paperwork is missing.☐
 811. Verify boundaries against Land Registry plan.☐
 812. Prepare TA6 property information form carefully.☐
 813. Complete TA10 fittings and contents form accurately.☐
 814. Be honest about flooding, subsidence, or damp history.☐
 815. Declare ongoing disputes or complaints honestly.☐
 816. Keep service charge and ground rent statements ready.☐
 817. Provide leasehold management company details early.☐
 818. Ensure lease term is long enough to sell easily.☐
 819. Consider lease extension before marketing.☐
 820. Clear arrears on service charges to prevent hold-ups.☐
 821. Provide recent utility and council tax bills.☐
 822. Arrange an Energy Performance Certificate if expired.☐
 823. Instruct your solicitor before accepting an offer.☐
 824. Respond quickly to solicitor enquiries.☐
 825. Chase your buyer’s solicitor via your own regularly.☐
 826. Ask solicitor to give weekly progress updates.☐
 827. Use email for a clear written record of updates.☐
 828. Verify all bank details by phone to avoid fraud.☐
 829. Never send large sums without checking with solicitor.☐
 830. Ensure buildings insurance remains live until completion.☐
 831. Understand the legal difference between exchange and completion.☐
 832. Avoid signing contracts before reviewing fully.☐
 833. Ask solicitor to explain restrictive covenants clearly.☐
 834. Ensure rights of way are documented in title.☐
 835. Clarify responsibility for shared drives or access.☐
 836. Verify septic tank compliance if selling rural property.☐
 837. Resolve planning enforcement notices before marketing.☐
 838. Provide party wall agreements if relevant.☐
 839. Confirm building warranties on new homes.☐
 840. Keep NHBC certificates ready for new builds.☐
 841. Understand how Capital Gains Tax may apply.☐
 842. Check Private Residence Relief eligibility.☐
 843. Factor in CGT if property was a rental or second home.☐
 844. Keep records of improvement costs to reduce CGT.☐
 845. Understand annual CGT allowance for individuals.☐
 846. Speak to a tax adviser if sale is complex.☐
 847. Consider timing sale across tax years to save CGT.☐
 848. Remember to report gains within HMRC deadlines.☐
 849. Declare rental income up to point of sale.☐



 850. Consider inheritance tax if selling an estate.☐
 851. Check probate status before marketing inherited property.☐
 852. Obtain a Grant of Probate if required.☐
 853. Keep beneficiaries informed during estate sales.☐
 854. Store all inheritance paperwork securely.☐
 855. Factor executor responsibilities into sale timeline.☐
 856. Consider trust implications if property is held jointly.☐
 857. Get tax advice if property held in company name.☐
 858. Clarify VAT rules for commercial property sales.☐
 859. Understand SDLT rules if buying onward simultaneously.☐
 860. Plan for overlapping mortgage payments during chain.☐
 861. Ask solicitor about simultaneous exchange and completion.☐
 862. Avoid exchanging without confirmed completion funds.☐
 863. Prepare for same-day bank transfers of large sums.☐
 864. Notify lender early if redeeming mortgage on sale.☐
 865. Request a redemption statement before exchange.☐
 866. Factor in early repayment charges if applicable.☐
 867. Ensure redemption figures are correct on completion.☐
 868. Check solicitor’s completion statement carefully.☐
 869. Query any unusual or unexpected fees.☐
 870. Ensure estate agent commission matches agreement.☐
 871. Confirm agent invoice is settled by solicitor.☐
 872. Provide solicitor with forwarding address.☐
 873. Update Land Registry details after completion.☐
 874. Keep completion statement for tax purposes.☐
 875. File all correspondence neatly for future reference.☐
 876. Keep warranties and manuals for buyer handover.☐
 877. Store moving receipts for potential tax deductions.☐
 878. Cancel standing orders linked to old property.☐
 879. Notify HMRC if required post-completion.☐
 880. Keep at least six years’ records for HMRC audits.☐
 881. Factor legal deadlines into moving schedule.☐
 882. Avoid delaying responses to prevent chain collapse.☐
 883. Use solicitor’s online portal if available for speed.☐
 884. Confirm funds arrival on completion day by phone.☐
 885. Release keys only when solicitor confirms funds.☐
 886. Don’t allow early buyer access before completion.☐
 887. Hand over all sets of keys to estate agent.☐
 888. Provide alarm codes and manuals to buyer.☐
 889. Transfer warranties formally to new owner.☐
 890. Provide service history for boiler or heating systems.☐
 891. Leave appliance manuals neatly in kitchen.☐
 892. Provide bin collection and recycling details.☐
 893. Share quirks or tips for property maintenance.☐
 894. Remove all personal possessions before completion.☐
 895. Arrange professional cleaning for smoother handover.☐
 896. Ensure garden is tidy at handover.☐
 897. Take photos of condition before leaving.☐
 898. Double-check loft, sheds, and garages are cleared.☐
 899. Confirm final utility meter readings are logged.☐
 900. Celebrate completion and keep all records safe.☐

Stage 10: Investment & Exit Strategies (901–1,000)

Forward planning for landlords, downsizers, and portfolio sellers 
 Including reinvestment options and retirement moves.

 901. Clarify your long-term financial goals before selling.☐
 902. Decide if sale proceeds will fund retirement.☐
 903. Consider reinvesting in buy-to-let properties.☐
 904. Explore using proceeds for stocks and shares ISAs.☐
 905. Assess pension top-up options with lump sums.☐
 906. Investigate downsizing to release equity.☐
 907. Explore equity release alternatives before selling.☐



 908. Plan for care home costs if relevant.☐
 909. Consider gifting proceeds to family strategically.☐
 910. Understand inheritance tax implications of gifts.☐
 911. Check seven-year rule for inheritance tax gifts.☐
 912. Use trusts if passing wealth to children.☐
 913. Review financial adviser services for exit planning.☐
 914. Model different scenarios for sale proceeds.☐
 915. Factor in inflation when planning reinvestment.☐
 916. Use proceeds to clear outstanding debts.☐
 917. Consider mortgage-free living post-sale.☐
 918. Review property market trends before reinvesting.☐
 919. Diversify investments beyond property.☐
 920. Consider commercial property as alternative investment.☐
 921. Assess REITs for passive property income.☐
 922. Explore overseas property markets cautiously.☐
 923. Review currency risks in foreign investments.☐
 924. Seek specialist tax advice for overseas sales.☐
 925. Use property proceeds to build emergency fund.☐
 926. Factor in lifestyle upgrades carefully.☐
 927. Avoid spending lump sums impulsively.☐
 928. Keep part of proceeds liquid for flexibility.☐
 929. Check eligibility for savings bonds or gilts.☐
 930. Plan charitable donations for tax efficiency.☐
 931. Explore using proceeds to start a business.☐
 932. Consider partial reinvestment into rental property.☐
 933. Analyse rental yields before reinvesting.☐
 934. Check tax treatment of buy-to-let profits.☐
 935. Factor in landlord licensing requirements.☐
 936. Understand EPC minimum standards for rentals.☐
 937. Budget for higher mortgage rates on buy-to-let.☐
 938. Anticipate tenant voids when modelling cashflow.☐
 939. Consider furnished holiday lets for tax advantages.☐
 940. Investigate short-term lets like Airbnb regulations.☐
 941. Research Build-to-Rent schemes as investment.☐
 942. Explore property crowdfunding platforms.☐
 943. Review tax wrappers for reinvested capital.☐
 944. Ensure diversification across asset classes.☐
 945. Assess appetite for risk in reinvestment.☐
 946. Involve spouse or partner in financial planning.☐
 947. Plan inheritance strategy with solicitor.☐
 948. Consider writing a new will post-sale.☐
 949. Register Lasting Power of Attorney for security.☐
 950. Protect proceeds with appropriate insurance.☐
 951. Reassess income needs annually after sale.☐
 952. Review government-backed savings options.☐
 953. Ensure sale aligns with five-year life plan.☐
 954. Update financial goals as circumstances change.☐
 955. Keep a financial buffer against market downturns.☐
 956. Avoid overexposure to property if re-buying.☐
 957. Seek regulated advice before reinvesting large sums.☐
 958. Understand impact of sale on benefits entitlement.☐
 959. Check capital thresholds for care fee assessments.☐
 960. Consider gifting property directly instead of selling.☐
 961. Explore joint ventures for reinvestment.☐
 962. Network with local investors for opportunities.☐
 963. Research property auctions for quick reinvestment.☐
 964. Explore bridging loans for short-term purchases.☐
 965. Keep exit strategy flexible in uncertain markets.☐
 966. Review life insurance after changing assets.☐
 967. Protect proceeds from fraud with secure banking.☐
 968. Use multiple accounts to spread risk.☐
 969. Reassess tax codes after major capital events.☐
 970. Document all reinvestments for HMRC compliance.☐
 971. Ensure accurate valuations for probate planning.☐



 972. Consider family trusts for generational planning.☐
 973. Balance generosity with personal security.☐
 974. Avoid rushing into unfamiliar investments.☐
 975. Schedule annual reviews with financial adviser.☐
 976. Plan for medical or accessibility needs in future home.☐
 977. Assess energy efficiency in any new property.☐
 978. Evaluate location suitability for retirement living.☐
 979. Consider renting before buying again.☐
 980. Keep flexibility for relocation later in life.☐
 981. Explore co-housing or retirement communities.☐
 982. Plan intergenerational living arrangements if needed.☐
 983. Budget for healthcare alongside lifestyle spending.☐
 984. Explore equity investments for long-term growth.☐
 985. Use ISAs to shield investment returns from tax.☐
 986. Maximise pension contributions with sale proceeds.☐
 987. Assess annuity options for guaranteed income.☐
 988. Explore drawdown pensions for flexibility.☐
 989. Check state pension entitlement and forecasts.☐
 990. Keep contingency funds separate from investments.☐
 991. Track spending habits carefully post-sale.☐
 992. Review digital banking security for large sums.☐
 993. Teach family members financial literacy with proceeds.☐
 994. Align sale strategy with long-term family goals.☐
 995. Avoid lifestyle inflation after receiving proceeds.☐
 996. Build a sustainable withdrawal plan for income.☐
 997. Protect capital from erosion by inflation.☐
 998. Seek independent second opinions on large moves.☐
 999. Document lessons learned for future sales.☐
 1000. Exit the property market on your own terms.☐

 That completes the full 1–1,000 seller checklist.✅
Would you like me to also append the final Golden Rule (1,001) at the end so it 
all ties together?

The Golden Rule (1,001)

 1,001. Think beyond the sale — plan your financial future, lifestyle, and ☐
peace of mind, because selling your property isn’t just about moving house, it’s 
about moving forward.

Of course  — here’s the clean list of the 10 Costly Mistakes UK Sellers Make 👍
(without expansions, just one line each for clarity):

Overpricing your property and putting off buyers.

Choosing the wrong estate agent based only on fees.

Poor presentation in photos that reduces viewings.

Ignoring kerb appeal and first impressions.

Hiding repair issues that surveys will expose.

Being unprepared for viewings (clutter, smells, pets).

Accepting the highest offer blindly without checking chain strength.

Delaying paperwork and slowing down the sale.

Mishandling survey results by panicking or refusing negotiation.

Forgetting to budget for costs like fees, removals, and moving expenses.



 1. Mow the lawn and trim hedges.☐
A neat garden instantly signals care and adds kerb appeal.

 2. Repaint the front door.☐
Choose a clean, classic colour — it makes the entrance memorable.

 3. Clean or replace house numbers.☐
Clear, modern numbers make your home easier to find and look cared for.

 4. Wash windows inside and out.☐
Clean glass brightens every room and boosts first impressions.

 5. Replace old light bulbs.☐
Bright, warm LEDs make rooms feel bigger and more welcoming.

 6. Declutter countertops.☐
Clear kitchen and bathroom surfaces suggest space and cleanliness.

 7. Touch up paintwork.☐
Freshen up scuffs and marks on walls, skirting boards, and doors.

 8. Add mirrors to smaller rooms.☐
Mirrors bounce light and make tight spaces feel larger.

 9. Refresh soft furnishings.☐
New cushions, throws, or curtains update a room instantly.

 10. Oil squeaky doors.☐
Silent doors and cupboards suggest a well-maintained home.

 11. Replace tired shower curtains or grout.☐
A sparkling bathroom feels hygienic and move-in ready.

 12. Fix loose handles and knobs.☐
Secure fittings show attention to detail and care.

 13. Update light shades.☐
Modern shades brighten rooms and replace dated fittings.

 14. Clean carpets and rugs.☐
Removing stains and smells gives flooring a fresh lease of life.

 15. Add fresh flowers or plants.☐
A touch of greenery adds life and warmth to any room.

 16. Neutralise strong smells.☐
Air out cooking, smoke, or pet odours before viewings.

 17. Replace dated switches and sockets.☐
Crisp, new faceplates modernise rooms cheaply.

 18. Clear hallways.☐
A spacious hallway sets the right tone for the rest of the home.

 19. Power wash patios and driveways.☐
Clean outdoor spaces look well cared for and usable.

 20. Add a welcoming touch.☐
A new doormat, porch light, or planter helps buyers feel at home.

 These small fixes won’t cost much, but together they can boost offers and ✅
speed up your sale. For 981 more tips, see The UK Home Seller’s Handbook 
(£14.99).



The Moving Day Survival Guide

15 Essential Tips for a Stress-Free Move

Moving day doesn’t have to be chaos. With a little planning, you can keep things 
organised, avoid delays, and make the handover smooth for both you and the 
buyer.

 1. Book removals early.☐
Summer weekends and month-ends fill up fast — secure your slot weeks in advance.

 2. Get multiple quotes.☐
Compare insured companies to balance cost, reliability, and service.

 3. Pack an essentials box.☐
Keep toiletries, chargers, snacks, and a kettle handy — you’ll need them 
immediately.

 4. Label boxes clearly.☐
Room-by-room labels save hours when unpacking at the new property.

 5. Defrost freezer in advance.☐
Avoid leaks and smells by defrosting 24–48 hours before moving.

 6. Photograph utility meters.☐
Record readings before leaving — prevents disputes over bills.

 7. Keep documents close.☐
ID, contracts, and moving paperwork should stay with you, not in a packed box.

 8. Arrange childcare or pet care.☐
Keeps little ones (and furry ones) safe and reduces distractions.

 9. Protect valuables.☐
Carry jewellery, passports, and electronics yourself, not in the moving van.

 10. Confirm key handover time.☐
Check with your solicitor/agent when buyers will collect keys — avoid last-
minute stress.

 11. Clean before you go.☐
Leave property tidy — it’s courteous and avoids disputes later.

 12. Keep a toolkit handy.☐
Screwdrivers, tape, and a utility knife will be lifesavers during the move.

 13. Pack a moving-day bag for kids.☐
Toys, snacks, and comfort items help keep children happy during the transition.

 14. Plan food and drinks.☐
Have sandwiches, bottled water, or takeaway arranged — moving is exhausting.

 15. Do a final sweep.☐
Check cupboards, loft, garage, and sheds before handing over keys.

 With these 15 survival tips, you’ll keep moving day under control. For the ✅
full roadmap — from preparing to sell through to handover — see The UK Home 
Seller’s Handbook with 1,001 detailed tips.

The Post-Sale Checklist

15 Things Not to Forget Once You’ve Sold Your Home



Completing the sale isn’t the end of the journey — there are still important 
tasks that can save you hassle, money, and stress. Use this checklist to stay on 
top after the keys are handed over.

 1. Redirect your post.☐
Set up Royal Mail redirection to protect against lost mail or identity fraud.

 2. Update driving licence.☐
The DVLA requires your current address — fines apply if you forget.

 3. Update car insurance.☐
Premiums are postcode-based — not updating risks invalid cover.

 4. Notify banks and credit cards.☐
Missed statements can lead to fees or credit score issues.

 5. Notify employer and HMRC.☐
Ensure payroll and tax records show your new address.

 6. Notify pension providers.☐
Keep retirement paperwork updated to avoid future headaches.

 7. Notify insurance companies.☐
Life, contents, and health insurers all need the correct address.

 8. Notify GP and dentist.☐
Some practices have waiting lists — register early in your new area.

 9. Notify schools or childcare providers.☐
Keep records current to secure places and smooth transitions.

 10. Check council tax.☐
Close your old account and open your new one promptly.

 11. Cancel or transfer utilities.☐
Gas, electric, and water should be finalised with meter readings.

 12. Cancel or transfer subscriptions.☐
Broadband, gyms, or streaming services may need updating or cancelling.

 13. File away sale paperwork.☐
Keep contracts, completion statements, and warranties safe for future reference.

 14. Confirm funds transfer.☐
Double-check your solicitor has cleared all balances and fees.

 15. Leave feedback for professionals.☐
A quick review for your agent or solicitor helps others — and closes the loop on 
your sale.

 With this checklist ticked off, you can truly move on without loose ends. For✅  
the full selling journey — from preparing to list through to handover — see The 
UK Home Seller’s Handbook with 1,001 practical tips.

25 Kerb Appeal Boosters

Quick Wins to Make Buyers Fall in Love at First Sight

First impressions sell homes. Buyers decide within seconds whether they like a 
property — and kerb appeal can make or break that decision. These 25 boosters 
will help your home stand out the moment buyers arrive.

 1. Repaint the front door. A bold but tasteful colour creates instant impact.☐
 2. Polish door furniture. Shiny handles, knockers, and letterboxes add class.☐



 3. Upgrade outdoor lighting. A clean, working porch light feels safe and ☐
welcoming.
 4. Add potted plants or flowers. Seasonal blooms brighten any entrance.☐
 5. Trim hedges and trees. Overgrown greenery hides the house and looks ☐
neglected.
 6. Weed paths and driveways. A clean approach makes a big difference.☐
 7. Power wash patios and paving. Removes years of dirt in one go.☐
 8. Clean windows and frames. Sparkling glass says “well cared for.”☐
 9. Repaint or clean railings. Rusty or chipped paint drags down the look.☐
 10. Replace house numbers. Clear, modern numbers are practical and stylish.☐
 11. Tidy the bins. Store them neatly or screen them off.☐
 12. Fix broken gates or fences. Buyers notice neglect instantly.☐
 13. Sweep paths regularly. Small detail, big impression.☐
 14. Cut the grass. A neat lawn is always attractive.☐
 15. Add a new doormat. Sets a friendly, fresh tone.☐
 16. Repaint or clean garage doors. A large surface buyers see first.☐
 17. Remove clutter. Bikes, toys, or tools should be stored away.☐
 18. Replace worn roof tiles or flashing. Small fixes reassure buyers.☐
 19. Clean gutters and downpipes. Overflowing gutters suggest poor upkeep.☐
 20. Decorate with hanging baskets. Adds colour and charm.☐
 21. Add a porch planter. A small investment with big visual impact.☐
 22. Tidy the driveway. Remove weeds, oil stains, and clutter.☐
 23. Refresh boundary walls. Repoint brickwork or repaint for sharp edges.☐
 24. Keep curtains and blinds neat. From the outside, it shows pride.☐
 25. Stage the entryway. A clean hall visible from the door sets the tone for ☐
the viewing.

 These 25 kerb appeal tricks cost little but can add thousands in buyer ✅
appeal. For 976 more selling tips, see The UK Home Seller’s Handbook.

15 Negotiation Tactics for UK Home Sellers

How to Secure the Best Price Without Losing the Buyer

Negotiation is one of the trickiest parts of selling a home. Handle it badly and 
you risk scaring off a buyer or leaving thousands on the table. These 15 tactics 
will help you stay calm, confident, and in control.

 1. Know your bottom line. Decide the lowest price you’ll accept before ☐
negotiations start.
 2. Don’t show desperation. Buyers can sense urgency and will push harder if ☐
they think you’re rushed.
 3. Weigh the whole offer. Consider the chain, buyer’s position, and timescales☐  
— not just the number.
 4. Let silence work. Don’t rush to fill pauses; buyers often talk themselves ☐
up.
 5. Use your agent wisely. They negotiate every day — let them do the heavy ☐
lifting.
 6. Don’t dismiss low offers outright. Counter politely — many buyers expect ☐
back-and-forth.
 7. Highlight competition. If there’s interest from others, let buyers know ☐
(without bluffing).
 8. Stress the property’s strengths. Remind buyers of location, condition, or ☐
unique features.
 9. Keep emotions out. Treat it like a business deal, not a personal attack.☐
 10. Be flexible on extras. Leaving white goods, curtains, or a shed can tip a ☐
deal your way.
 11. Don’t panic over surveys. Negotiate fairly on issues — small adjustments ☐
keep deals alive.
 12. Set deadlines. A clear timeframe prevents endless delays and keeps ☐
momentum.
 13. Remember: cash ≠ always better. Sometimes a mortgage-backed buyer in a ☐
short chain is safer.



 14. Get everything in writing. Verbal promises mean little — ensure all terms ☐
are confirmed formally.
 15. Be ready to walk away. Sometimes the best tactic is to show you’re not ☐
afraid to move on.

 With these tactics, you’ll approach negotiations with confidence and clarity.✅  
For the complete process — from valuation to moving day — see The UK Home 
Seller’s Handbook with 1,001 practical tips.

The Seller’s Timeline

From Valuation to Completion in 12 Key Steps

Selling a home can feel overwhelming, but it always follows a predictable path. 
This timeline shows you the 12 key milestones, so you know what’s coming next — 
and how to stay ahead at every stage.

 1. Get your home valued. Invite 2–3 local agents for valuations to set a ☐
realistic asking price.

 2. Instruct your solicitor. Choose a conveyancer early and provide ID, deeds, ☐
and documents upfront.

 3. Prepare your home. Declutter, clean, and carry out quick fixes to boost ☐
kerb appeal and photos.

 4. Order your EPC. An Energy Performance Certificate is required before ☐
marketing begins.

 5. Launch marketing. Professional photos, floorplans, and listings on ☐
Rightmove/Zoopla are essential.

 6. Host viewings. Present your home at its best — tidy, fresh, and free of ☐
distractions.

 7. Receive and review offers. Consider price, chain position, and buyer ☐
readiness, not just numbers.

 8. Accept an offer. Confirm with your solicitor and estate agent, then the ☐
legal process begins.

 9. Respond to enquiries. Your solicitor will handle questions from the buyer’s☐  
solicitor — speed matters.

 10. Exchange contracts. Once signed, the sale is legally binding and a ☐
completion date is set.

 11. Completion day. Hand over keys, your solicitor receives funds, and the ☐
sale is finalised.

 12. Moving out. Clean, take final meter readings, and ensure the property is ☐
left ready for the buyer.

 This 12-step timeline gives you the big picture — but every stage has hidden ✅
details. For the full roadmap, see The UK Home Seller’s Handbook with 1,001 
practical tips.

The Stress-Free Viewing Guide

20 Do’s and Don’ts for Hosting Buyers

Viewings are your chance to win buyers over — but small mistakes can cost you 
offers. This guide gives you the essentials for showing your home in the best 
light, without unnecessary stress.



 1. Do clean thoroughly. Kitchens, bathrooms, and hallways should sparkle.☐
 2. Do declutter surfaces. Less clutter = more space in buyers’ eyes.☐
 3. Do open curtains and blinds. Natural light makes rooms feel bigger.☐
 4. Do air the house. Fresh air beats artificial sprays for a clean atmosphere.☐
 5. Do set a comfortable temperature. Not too hot, not too cold — aim for ☐
welcoming.
 6. Do add small touches. Fresh flowers or a tidy fruit bowl lift the mood.☐
 7. Do keep pets out of sight. Not everyone is comfortable with animals.☐
 8. Do tidy the garden. Buyers often look outside first — keep it neat.☐
 9. Do plan for smells. Avoid cooking strong foods the night before a viewing.☐
 10. Do stage key rooms. Highlight lounge, kitchen, and master bedroom at their☐  
best.

 11. Don’t hover over buyers. Give them space to look around freely.☐
 12. Don’t oversell. Let the property speak for itself — avoid pressure ☐
tactics.
 13. Don’t hide flaws. Buyers will notice later; honesty builds trust.☐
 14. Don’t leave personal items out. Remove valuables, laundry, and private ☐
paperwork.
 15. Don’t block access. Ensure lofts, garages, and cupboards can be viewed ☐
easily.
 16. Don’t rush the viewing. Allow enough time for buyers to explore.☐
 17. Don’t ignore kerb appeal. The tour begins at the front door.☐
 18. Don’t forget the driveway. Clear cars so buyers can park easily.☐
 19. Don’t leave bins overflowing. Clean, tidy exteriors matter too.☐
 20. Don’t argue with your agent. Present a united, professional front at all ☐
times.

 With these do’s and don’ts, your home will shine during viewings. For every ✅
stage of the sale process, see The UK Home Seller’s Handbook with 1,001 
practical tips.

10 Hidden Costs of Selling a Home

What Most Sellers Forget to Budget For

Selling your home isn’t just about estate agent fees. There are plenty of 
smaller costs that creep in along the way — and forgetting them can eat into 
your final profit. This checklist makes sure nothing catches you out.

 1. Estate agent commission.☐
Usually 1–1.5% + VAT of the sale price — often the single biggest expense.

 2. Conveyancing fees.☐
Solicitor or conveyancer costs around £800–£1,500 depending on complexity.

 3. EPC certificate.☐
Legally required — costs £60–£120 if you don’t already have one.

 4. Removal costs.☐
Vans, movers, or storage can run £500–£2,000+ depending on distance.

 5. Mortgage redemption fees.☐
Check for early repayment charges or exit fees on your mortgage.

 6. Cleaning and repairs.☐
From deep cleans to handyman jobs — often £200–£500 to get “sale ready.”

 7. Redirection of post.☐
Royal Mail redirection service costs around £36–£66 per person.

 8. Final utility bills.☐
Closing accounts and settling balances adds to moving day costs.



 9. Temporary accommodation.☐
If chains break or dates don’t align, you may need a short-term rental or hotel.

 10. New home setup.☐
Deposits for broadband, utilities, or appliances at the new place quickly add 
up.

15 Ways to Speed Up Your Sale

How to Avoid Delays and Keep the Chain Moving

The longer your home sits on the market, the harder it is to sell at the right 
price. These 15 steps will help you keep momentum, avoid bottlenecks, and get 
from “For Sale” to “Sold” faster.

 1. Instruct a solicitor early.☐
Don’t wait for an offer — get ID checks and paperwork underway from day one.

 2. Order your EPC in advance.☐
It’s a legal requirement — delays here stall marketing.

 3. Gather key documents.☐
Title deeds, guarantees, and planning permissions ready upfront save weeks 
later.

 4. Price realistically.☐
Overpriced homes sit on the market, slowing everything down.

 5. Declutter before photos.☐
A clean, spacious look boosts enquiries and speeds up viewings.

 6. Be flexible with viewings.☐
Evenings and weekends mean more buyers through the door, faster.

 7. Choose the right buyer.☐
Cash buyers or those with short chains usually complete quicker.

 8. Respond to solicitor queries promptly.☐
Days lost here are the number one cause of slow sales.

 9. Fix small issues before listing.☐
Loose handles, squeaky doors, or peeling paint cause delays later.

 10. Be clear on fixtures and fittings.☐
Avoid arguments later by confirming what stays with the house.

 11. Use email wherever possible.☐
Electronic signatures and scanned documents move things faster.

 12. Push for weekly updates.☐
Chase your solicitor and agent politely — momentum matters.

 13. Keep finances in order.☐
Settle any debts or disputes that could delay contracts.

 14. Prepare for surveys.☐
Tidy up, leave access clear, and provide paperwork before inspection day.

 15. Have a moving plan ready.☐
Don’t scramble at the last minute — removals booked early save time and stress.

15 Ways to Speed Up Your Sale



How to Avoid Delays and Keep the Chain Moving

The longer your home sits on the market, the harder it is to sell at the right 
price. These 15 steps will help you keep momentum, avoid bottlenecks, and get 
from “For Sale” to “Sold” faster.

 1. Instruct a solicitor early.☐
Don’t wait for an offer — get ID checks and paperwork underway from day one.

 2. Order your EPC in advance.☐
It’s a legal requirement — delays here stall marketing.

 3. Gather key documents.☐
Title deeds, guarantees, and planning permissions ready upfront save weeks 
later.

 4. Price realistically.☐
Overpriced homes sit on the market, slowing everything down.

 5. Declutter before photos.☐
A clean, spacious look boosts enquiries and speeds up viewings.

 6. Be flexible with viewings.☐
Evenings and weekends mean more buyers through the door, faster.

 7. Choose the right buyer.☐
Cash buyers or those with short chains usually complete quicker.

 8. Respond to solicitor queries promptly.☐
Days lost here are the number one cause of slow sales.

 9. Fix small issues before listing.☐
Loose handles, squeaky doors, or peeling paint cause delays later.

 10. Be clear on fixtures and fittings.☐
Avoid arguments later by confirming what stays with the house.

 11. Use email wherever possible.☐
Electronic signatures and scanned documents move things faster.

 12. Push for weekly updates.☐
Chase your solicitor and agent politely — momentum matters.

 13. Keep finances in order.☐
Settle any debts or disputes that could delay contracts.

 14. Prepare for surveys.☐
Tidy up, leave access clear, and provide paperwork before inspection day.

 15. Have a moving plan ready.☐
Don’t scramble at the last minute — removals booked early save time and stress.

The Seller’s Moving Budget

15 Costs to Plan For So You Don’t Overspend

Moving home isn’t just about estate agent fees — there are plenty of extras that 
can eat into your profit. Use this budget checklist to plan ahead and avoid 
nasty surprises.

 1. Estate agent fees.☐
Typically 1–1.5% + VAT of the sale price — often the biggest single cost.



 2. Conveyancing fees.☐
Solicitor costs around £800–£1,500, depending on complexity.

 3. EPC certificate.☐
Legally required, usually £60–£120.

 4. Removal costs.☐
Professional movers range from £500–£2,000+, depending on distance and volume.

 5. Storage fees.☐
If dates don’t line up, you may need short-term storage.

 6. Mortgage redemption charges.☐
Early repayment fees or exit fees can apply — check with your lender.

 7. Cleaning costs.☐
End-of-tenancy style cleans for carpets or ovens are common.

 8. Redirection of post.☐
Royal Mail redirection is £36–£66 per person.

 9. Final utility bills.☐
Gas, electricity, and water balances add to moving day costs.

 10. Insurance overlap.☐
You may pay for buildings cover on two homes briefly.

 11. New home deposits.☐
Broadband, energy, or phone providers often require upfront payments.

 12. Childcare or pet care.☐
Moving day is easier with help — but it comes at a cost.

 13. Packing supplies.☐
Boxes, bubble wrap, and tape add up quickly.

 14. Unexpected repairs.☐
A last-minute fix to keep the buyer happy may cost a few hundred pounds.

 15. Decorating or small updates.☐
Fresh paint, curtains, or light fixtures at the new home often crop up 
immediately.

 By planning for these 15 costs, you’ll avoid surprises and keep your moving ✅
budget under control. For the full financial breakdown, see The UK Home Seller’s 
Handbook with 1,001 practical tips.

The Quick Declutter Guide

Room-by-Room Prep for a Faster Sale

Clutter makes homes feel smaller and distracts buyers. A focused declutter can 
transform the way your property looks — and how fast it sells. Use this room-by-
room guide to get started.

 1. Hallway:☐
Clear shoes, coats, and bags. First impressions count — keep it spacious and 
welcoming.

 2. Living Room:☐
Remove excess furniture and personal items. Buyers should see space, not your 
belongings.

 3. Kitchen:☐



Clear worktops of appliances, utensils, and paperwork. Show off surfaces and 
storage.

 4. Bathroom:☐
Store away toiletries, shampoos, and cleaning products. A spa-like look sells 
best.

 5. Bedrooms:☐
Tidy wardrobes and drawers. Buyers often peek inside to check storage space.

 6. Spare Room:☐
Avoid using it as a dumping ground. Stage as an office, guest room, or nursery.

 7. Loft/Attic:☐
Organise or remove items. A clutter-free loft makes the space look bigger and 
usable.

 8. Garage:☐
Clear tools, boxes, and bikes. A tidy garage shows potential, not chaos.

 9. Garden Shed:☐
Sort and tidy. Buyers like to see outdoor storage well maintained.

 10. Garden:☐
Remove broken furniture, toys, or unused items. Keep it simple and neat.

 Decluttering costs little but can add huge value. A spacious, tidy home ✅
photographs better, attracts more viewings, and sells faster. For 991 more tips, 
see The UK Home Seller’s Handbook.

The First Impressions Checklist

15 Things Buyers Notice in the First 60 Seconds

Buyers form opinions fast. In fact, most decide whether they like a property 
within a minute of arriving. Use this checklist to make sure your home sends the 
right signals straight away.

 1. Front door condition. A clean, freshly painted door signals care.☐

 2. Door furniture. Polished handles, knockers, and letterboxes look inviting.☐

 3. House numbers or name. Clear, modern, and easy to spot.☐

 4. Pathway. Weed-free, swept, and well lit.☐

 5. Bins. Tidy, out of sight, or screened where possible.☐

 6. Garden. Lawn trimmed, hedges neat, no toys or clutter.☐

 7. Windows. Clean glass and frames make a big difference.☐

 8. Exterior walls. Fresh paint or washed brickwork looks well cared for.☐

 9. Outdoor lighting. Working, clean fixtures give a safe, welcoming vibe.☐

 10. Driveway/parking. Clear of cars if possible, with no oil stains or mess.☐

 11. Porch or entry mat. Fresh and tidy — sets the tone at the threshold.☐

 12. Smells on entry. Fresh air, not damp, cooking, or pet odours.☐

 13. Hallway space. Clear of shoes, coats, and clutter.☐



 14. Lighting inside. Switch on lights — buyers won’t squint in the dark.☐

 15. General vibe. A home that feels tidy, bright, and cared for instantly ☐
reassures buyers.

 Nail these 15 first impressions, and you’ll put buyers in a positive frame of✅  
mind before they’ve even toured the house. For the full seller’s roadmap, see 
The UK Home Seller’s Handbook with 1,001 practical tips.

The Top 10 Deal Breakers for Buyers

Avoid These Common Pitfalls That Can Derail a Sale

Some issues put buyers off instantly — no matter how much they like the rest of 
the house. Spot these deal breakers early and fix them before you list.

 1. Damp and mould. Always a red flag — buyers assume expensive repairs.☐

 2. Bad smells. Smoke, pets, or strong cooking odours linger in memory long ☐
after the viewing.

 3. Poor kerb appeal. Overgrown gardens, chipped paint, or messy driveways set ☐
a negative tone.

 4. Dark, gloomy rooms. Lack of natural light makes homes feel smaller and less☐  
welcoming.

 5. Outdated kitchens or bathrooms. Buyers see “big spending ahead” if these ☐
look tired.

 6. Cluttered or dirty spaces. Suggests lack of care — and distracts buyers ☐
from the property’s potential.

 7. Noise problems. Traffic, barking dogs, or noisy neighbours can kill ☐
interest instantly.

 8. Structural cracks. Even minor ones scare buyers without explanation.☐

 9. Awkward layouts. Strange room flows or blocked access put buyers off ☐
quickly.

 10. Unfinished DIY projects. Half-done work makes buyers nervous about hidden ☐
problems.

 By fixing these 10 deal breakers in advance, you’ll remove the biggest ✅
obstacles to a successful sale. For hundreds more preparation tips, see The UK 
Home Seller’s Handbook with 1,001 proven strategies.

The 12 Golden Rules of Pricing Your Home

Set the Right Price to Attract Buyers and Maximise Offers

Pricing is one of the hardest decisions when selling your home. Too high, and it 
lingers unsold. Too low, and you leave money on the table. These 12 rules will 
help you strike the right balance.

 1. Get three valuations. Never rely on one estate agent’s figure.☐

 2. Check sold prices, not asking prices. Land Registry data shows what buyers ☐
are really paying.

 3. Be realistic. Overpricing turns your home stale after a few weeks on the ☐
market.



 4. Factor in condition. Renovated homes command more — tired homes need ☐
adjusting.

 5. Consider location micro-trends. One street can differ drastically from the ☐
next.

 6. Avoid round numbers. £299,950 attracts more searches than £300,000.☐

 7. Watch price bands. Positioning just under a Rightmove/Zoopla search band ☐
widens your audience.

 8. Think seasonal. Spring often sees higher demand, while winter is slower.☐

 9. Don’t chase the market down. Starting too high and cutting repeatedly puts ☐
buyers off.

 10. Balance speed vs. return. Sometimes pricing sharper gets you more overall ☐
through competition.

 11. Review after 4–6 weeks. If viewings are low, the price may need tweaking.☐

 12. Trust the data, not flattery. Agents sometimes promise high valuations to ☐
win your instruction — rely on evidence.

 Follow these 12 golden rules, and you’ll set a price that draws buyers in ✅
without selling yourself short. For deeper strategies, see The UK Home Seller’s 
Handbook with 1,001 expert tips.

15 Questions Every Seller Should Ask Their Estate Agent

Make Sure You Choose the Right Partner for Your Sale

The estate agent you pick can make the difference between a smooth, profitable 
sale and months of stress. These 15 questions will help you separate the best 
from the rest.

 1. How will you market my property? Check if they use Rightmove, Zoopla, ☐
social media, and professional photography.

 2. What’s your commission rate? Clarify fees upfront — and ask if it includes ☐
VAT.

 3. Do you operate sole agency or multi-agency agreements? Understand the ☐
contract terms clearly.

 4. How long is your tie-in period? Avoid long lock-ins that limit your ☐
options.

 5. What’s your average time to sell? A good measure of efficiency and demand.☐

 6. What’s your track record in my area? Local experience often beats national ☐
scale.

 7. Who will conduct viewings? Will it be you, or a junior negotiator?☐

 8. How do you handle negotiations? Ask about strategy and experience in ☐
maximising offers.

 9. How often will you update me? Weekly communication is a good standard.☐

 10. What’s your policy on accompanied viewings? Some agents expect sellers to ☐
do it — check before signing.



 11. How do you qualify buyers? Serious buyers should be financially checked ☐
before offers are accepted.

 12. What’s your average difference between asking price and sold price? ☐
Reveals if they overvalue to win instructions.

 13. Do you have examples of similar sales? Case studies give reassurance.☐

 14. Are there any extra costs? Floorplans, photos, or premium listings may be ☐
add-ons.

 15. Why should I choose you over another agent? A good agent will answer ☐
confidently and clearly.

 These 15 questions will keep you in control and ensure your agent is working ✅
for you, not just chasing an easy fee. For the complete selling roadmap, see The 
UK Home Seller’s Handbook with 1,001 practical tips.

The Seller’s Photography Guide

20 Tips for Picture-Perfect Listings

Great photos get buyers through the door. Poor photos leave your property 
overlooked. Use these 20 tips to make your listing stand out online.

 1. Declutter every room. Clear surfaces make spaces look bigger.☐
 2. Deep clean. Dust and dirt show up clearly in high-res photos.☐
 3. Use natural light. Take photos when the house is bright and sunny.☐
 4. Open curtains and blinds. Light equals space in a buyer’s mind.☐
 5. Switch on lamps. Adds warmth and removes dark corners.☐
 6. Stage the living room. Cushions, throws, and symmetry work wonders.☐
 7. Style the kitchen. Clear counters, add a bowl of fruit or flowers.☐
 8. Highlight storage. Show wardrobes and cupboards as tidy and spacious.☐
 9. Make bedrooms inviting. Fresh bedding, plumped pillows, neutral colours.☐
 10. Show bathrooms at their best. Clear bottles, clean mirrors, add fresh ☐
towels.
 11. Don’t forget the garden. Mow the lawn, trim hedges, and set out furniture.☐
 12. Photograph key features. Fireplaces, bay windows, or original flooring add☐  
appeal.
 13. Capture the best angles. Shoot from corners to maximise space.☐
 14. Avoid vertical shots indoors. Landscape frames give a fuller sense of ☐
space.
 15. Include wide shots. Whole-room views are more valuable than close-ups.☐
 16. Edit carefully. Brighten photos, but don’t mislead with over-editing.☐
 17. Keep pets out of frame. Not every buyer loves animals.☐
 18. Avoid people in photos. Buyers want to imagine themselves there.☐
 19. Add seasonal touches. A Christmas tree, summer garden, or autumn flowers ☐
show warmth.
 20. Hire a professional if in doubt. The cost is small compared to the return ☐
in buyer interest.

 These 20 photography tips will transform your listing’s impact. For the ✅
complete seller’s playbook, see The UK Home Seller’s Handbook with 1,001 
practical tips.

The Seller’s Legal Checklist

12 Documents to Prepare Early

Delays in selling often come down to missing paperwork. Having these documents 
ready before you list can save weeks later and keep your buyer confident.

 1. Proof of ID. Passport or driving licence for anti-money laundering checks.☐



 2. Proof of address. Utility bill or bank statement dated within 3 months.☐

 3. Title deeds. Your solicitor will need to prove you own the property.☐

 4. EPC (Energy Performance Certificate). A legal requirement before marketing.☐

 5. TA6 Property Information Form. Details boundaries, disputes, utilities, and☐  
guarantees.

 6. TA10 Fixtures & Fittings Form. Confirms what you’re leaving in the sale.☐

 7. TA7 Leasehold Information Form. If leasehold, covers ground rent, service ☐
charges, and lease terms.

 8. Building regulations certificates. For extensions, loft conversions, or ☐
alterations.

 9. Planning permission approvals. Any works that required formal approval.☐

 10. Warranties and guarantees. For boilers, windows, damp proofing, or recent ☐
work.

 11. Service charge accounts. For leasehold properties, recent accounts and ☐
budgets.

 12. Mortgage details. Account numbers and lender info to speed up redemption ☐
statements.

The Stress-Free Moving Day Kit

20 Essentials to Pack Separately

Moving day is stressful enough without digging through boxes for basics. Keep 
these 20 essentials in a separate bag or box so you can survive the first 24 
hours with ease.

 1. Important documents. Passports, contracts, mortgage papers, and ID.☐

 2. Keys. Old and new — label clearly and keep safe.☐

 3. Phone chargers. Nothing worse than a dead battery mid-move.☐

 4. Basic toiletries. Soap, toothpaste, loo roll, and shower gel.☐

 5. Medications. Keep them accessible, especially daily prescriptions.☐

 6. First aid kit. Plasters, painkillers, antiseptic wipes — accidents happen.☐

 7. Snacks and drinks. Energy bars, sandwiches, bottled water, tea bags, and a ☐
kettle.

 8. Cash and cards. Handy for tips, takeaways, or emergencies.☐

 9. Toolkit. Screwdriver, pliers, Allen keys, hammer, tape measure.☐

 10. Torch. Essential if you move in the evening or before utilities are ☐
connected.

 11. Cleaning supplies. Cloths, spray, bin bags, mop, and bucket.☐

 12. Bedding. Sheets, pillows, and duvets for the first night.☐

 13. Towels. At least one per family member.☐



 14. Change of clothes. Fresh clothes make a huge difference after a long day.☐

 15. Kids’ essentials. Favourite toys, snacks, or comfort items.☐

 16. Pet supplies. Food, bowls, leads, and bedding to keep pets calm.☐

 17. Laptop/tablet. In case you need quick access to emails or documents.☐

 18. Moving company details. Contact numbers in case of delays or mix-ups.☐

 19. Lightbulbs. Spare bulbs if fittings are left bare.☐

 20. Scissors/box cutter. To open boxes without a struggle.☐

 With this 20-item kit, your first day in a new home will feel organised ✅
instead of overwhelming. For the complete moving guide, see The UK Home Seller’s 
Handbook with 1,001 practical tips.

The Seller’s Garden Checklist

15 Ways to Make Outdoor Space a Selling Point

Buyers put real value on gardens, patios, and balconies. A smart spruce-up 
outside can transform your home’s appeal — and boost offers. Use this checklist 
before viewings.

 1. Mow the lawn. A neat lawn sets the tone immediately.☐

 2. Trim hedges and bushes. Don’t let greenery block light or views.☐

 3. Weed paths and patios. Clean lines make spaces look well kept.☐

 4. Power wash paving. Fresh, bright patios add instant kerb appeal.☐

 5. Remove clutter. Broken pots, tools, or toys should be cleared.☐

 6. Stage with furniture. A tidy table and chairs show buyers how the space can☐  
be used.

 7. Add potted plants. Colourful pots brighten any corner, even small ☐
balconies.

 8. Highlight views. Cut back hedges or branches if they reveal a good outlook.☐

 9. Secure boundaries. Fix fences and gates to reassure buyers about privacy ☐
and safety.

 10. Clean sheds and outbuildings. Tidy storage space is a hidden bonus.☐

 11. Tidy bins. Hide or screen them from view where possible.☐

 12. Check lighting. Working garden lights add safety and atmosphere.☐

 13. Show low maintenance. Keep things simple — avoid making the garden look ☐
like hard work.

 14. Consider small features. A birdbath, bench, or even a small water feature ☐
can create charm.

 15. Make the entrance inviting. A clean path, flowerpots, and a clear front ☐
garden boost kerb appeal.

 A well-presented garden adds lifestyle value — and can be the feature that ✅



tips a buyer into making an offer. For hundreds more selling tips, see The UK 
Home Seller’s Handbook.

The 10 Things to Do the Week Before Completion

Your Final Countdown Checklist

The last week before completion is a whirlwind. This checklist makes sure 
nothing slips through the cracks.

 1. Confirm with your solicitor. Double-check completion dates, funds transfer,☐  
and any final documents.

 2. Arrange removals. Reconfirm time, date, and access details with your moving☐  
company.

 3. Pack essentials separately. Keep a “first night” box ready (toiletries, ☐
bedding, kettle).

 4. Notify utilities. Give final meter readings and confirm switch-off/switch-☐
over dates.

 5. Redirect post. Set up Royal Mail redirection to your new address.☐

 6. Clear unwanted items. Donate, sell, or dispose of anything you don’t want ☐
to take.

 7. Deep clean. A clean property avoids disputes with buyers after handover.☐

 8. Check fixtures and fittings. Ensure everything you agreed to leave is in ☐
place.

 9. Label keys. Gather and label all sets for doors, windows, garages, and ☐
sheds.

 10. Confirm moving day plan. Everyone in the household should know their role ☐
on the day.

 This 10-step countdown ensures you leave your home ready for the buyer — and ✅
move out with less stress. For the complete seller’s roadmap, see The UK Home 
Seller’s Handbook with 1,001 practical tips.

12 Ways to Keep Buyers Confident During the Sale

How to Avoid Fall-Throughs and Keep Momentum

A shaky buyer is the number one cause of collapsed sales. These 12 steps will 
help you reassure buyers, smooth the process, and keep the deal moving forward.

 1. Be responsive. Reply quickly to queries from your solicitor or estate ☐
agent.

 2. Provide paperwork promptly. Don’t give buyers time to get cold feet.☐

 3. Be honest about issues. Hidden surprises later cause mistrust and ☐
renegotiations.

 4. Keep the house presentable. Buyers may want a second viewing — maintain ☐
“show home” standards.

 5. Don’t delay surveys. Allow surveyors and valuers quick access to avoid ☐
bottlenecks.

 6. Fix small repairs. Loose handles, drips, or bulbs can make buyers question ☐



upkeep.

 7. Communicate via your agent. Keep messages clear and professional.☐

 8. Be flexible with timings. Accommodate buyer schedules where possible.☐

 9. Avoid making big changes. Don’t start major DIY or landscaping mid-sale.☐

 10. Share useful info. Manuals, guarantees, and utility details help reassure ☐
buyers.

 11. Stay calm in negotiations. Panic or frustration can spook buyers.☐

 12. Show commitment. Being organised and cooperative signals that you want the☐  
sale to succeed.

The Seller’s 7-Day Deep Clean Plan

A Step-by-Step Schedule Before Viewings

A spotless home sells faster. This 7-day plan breaks cleaning into manageable 
chunks so you’re ready for buyers without burning out.

 Day 1 – Hallway & Entrance. Clean floors, polish mirrors, and clear ☐
shoes/coats. First impressions matter most here.

 Day 2 – Living Room. Dust surfaces, vacuum under furniture, wash cushion ☐
covers, and polish windows.

 Day 3 – Kitchen. Deep clean oven, hob, and extractor. Declutter worktops and ☐
scrub sinks until they shine.

 Day 4 – Bedrooms. Wash bedding, tidy wardrobes, vacuum under beds, and add ☐
fresh touches like flowers.

 Day 5 – Bathrooms. Scrub tiles, grout, and glass. Replace towels, clean ☐
mirrors, and add a fresh-smelling candle.

 Day 6 – Floors & Carpets. Vacuum thoroughly, mop hard floors, and spot-clean ☐
carpets.

 Day 7 – Garden & Exterior. Sweep paths, clean bins, wash windows, and check ☐
kerb appeal.

 By spreading tasks across 7 days, you’ll avoid last-minute stress — and ✅
ensure your home looks its absolute best for viewings. For hundreds more prep 
tips, see The UK Home Seller’s Handbook.

The Top 10 Questions Buyers Will Ask (and How to Answer Them)

Be Prepared, Be Honest, and Build Trust

Buyers always ask similar questions — and being ready with clear answers builds 
confidence. Here are 10 of the most common ones and how to handle them.

 1. Why are you moving?☐
Keep it simple and positive: “We’re relocating for work” or “We need more 
space.” Avoid mentioning urgency.

 2. How long has the property been on the market?☐
If it’s been a while, explain calmly — e.g., “We were waiting for the right 
buyer” or “We recently adjusted the price.”

 3. Have you had many offers?☐



Be honest but brief — don’t overshare details that weaken your position.

 4. What are the neighbours like?☐
Highlight positives (friendly, quiet, helpful) without exaggeration.

 5. How much are the bills?☐
Provide averages for utilities and council tax if you can — it shows 
transparency.

 6. Has the property had any issues?☐
Be upfront — surveys will reveal problems. Show paperwork for repairs or 
improvements.

 7. What’s included in the sale?☐
Clarify fixtures and fittings (white goods, curtains, sheds) early to avoid 
disputes.

 8. Are there any planned developments nearby?☐
If you know, share details — hiding it risks mistrust later.

 9. How quickly can you move?☐
Have a rough timeline ready — flexibility makes you more attractive to buyers.

 10. Is there room for negotiation?☐
Deflect politely: “We’re open to sensible offers through the agent.” Don’t give 
exact numbers.

 Answering these 10 questions calmly and confidently builds trust — and ✅
trusted sellers get smoother sales. For the full selling playbook, see The UK 
Home Seller’s Handbook.

15 Little Touches That Make Buyers Feel at Home

Simple Staging Tricks That Win Hearts

You don’t need a full makeover to impress buyers. These small, affordable 
touches create warmth and help people picture themselves in your home.

 1. Fresh flowers. A vase in the hallway or dining room adds colour and life.☐

 2. Neutral bedding. Crisp white sheets make bedrooms feel like hotels.☐

 3. Soft throws and cushions. Cosy textures make living spaces inviting.☐

 4. A bowl of fruit. Adds freshness and vibrancy to the kitchen.☐

 5. A tidy bookshelf. Arranged neatly, it makes rooms feel calm and organised.☐

 6. Mirrors. Strategically placed, they reflect light and expand space.☐

 7. Fresh towels. Rolled or neatly hung in bathrooms signal cleanliness.☐

 8. A subtle scent. Candles or diffusers with fresh, not overpowering, ☐
fragrances.

 9. Clean windows. Sparkling glass makes rooms brighter and more uplifting.☐

 10. A doormat. A fresh, clean mat creates a welcoming entrance.☐

 11. Coffee or tea setup. A neat tray suggests comfort and homeliness.☐

 12. Matching lamps. Balanced lighting creates atmosphere in living rooms.☐

 13. A dining table setting. Simple plates and glasses show how the space can ☐



be used.

 14. Green plants. Houseplants bring life and a sense of well-being.☐

 15. A well-made bed. Neat, crisp, and inviting — always a buyer pleaser.☐

10 Things to Never Say to a Buyer

Keep Negotiations Smooth and Professional

What you say during viewings or chats with buyers can influence their confidence 
— and your final price. Avoid these 10 common slip-ups.

 1. “We’re desperate to sell.” Signals weakness and invites low offers.☐

 2. “We’ve already bought another place.” Makes you look pressured to complete ☐
quickly.

 3. “We’ll take any offer.” Destroys your negotiating power instantly.☐

 4. “It’s been on the market forever.” Raises doubts about hidden problems.☐

 5. “We had an offer, but it fell through.” Sparks questions about why.☐

 6. “The neighbours are a bit noisy.” Even if true, let buyers form their own ☐
opinion.

 7. “We never really used this room.” Makes spaces sound unnecessary or ☐
awkward.

 8. “We were going to fix that…” Buyers will immediately imagine extra costs.☐

 9. “It’s fine in summer/winter.” Suggests seasonal issues like draughts or ☐
damp.

 10. “We’ll probably accept less.” Let your agent handle negotiation — never ☐
weaken your position.

 By avoiding these 10 phrases, you’ll stay in control and protect your home’s ✅
value. For more negotiation strategies, see The UK Home Seller’s Handbook with 
1,001 expert tips.

The Seller’s 1-Hour Viewing Prep Checklist

Last-Minute Touches to Impress Buyers

When buyers are on their way, you don’t have time for deep cleaning. This 1-hour 
checklist helps you cover the essentials and make the best impression fast.

 1. Open curtains and blinds. Maximise natural light in every room.☐

 2. Switch on lamps. Bright, warm lighting makes the home feel inviting.☐

 3. Tidy away clutter. Shoes, post, toys, and dishes out of sight.☐

 4. Wipe kitchen counters. Clear surfaces shine and feel hygienic.☐

 5. Flush and check bathrooms. Clean sinks, replace towels, and put toilet lids☐  
down.

 6. Empty bins. No smells or overflowing rubbish.☐

 7. Freshen the air. Open windows briefly or use a subtle diffuser.☐



 8. Make the beds. Smooth sheets and plumped pillows set the right tone.☐

 9. Sweep or vacuum high-traffic areas. Focus on hallways, living room, and ☐
kitchen.

 10. Check the entrance. Clear the doorway, shake out the doormat, and polish ☐
the front door handle.

 With just one focused hour, you can transform the way your home feels to ✅
buyers. For hundreds more staging and prep tips, see The UK Home Seller’s 
Handbook.

The 8 Biggest Myths About Selling Your Home

Don’t Fall for These Costly Misconceptions

Many sellers believe things that simply aren’t true — and those myths can cost 
time, money, and peace of mind. Here are the 8 most common ones to avoid.

 1. “Overpricing gives me room to negotiate.”☐
In reality, it scares buyers away and your home sits unsold.

 2. “Spring is the only good time to sell.”☐
Homes sell year-round — motivated buyers exist in every season.

 3. “I don’t need an EPC.”☐
You legally do — and poor ratings can affect offers.

 4. “DIY photos are fine.”☐
Professional photography makes a huge difference in viewings and sale price.

 5. “Buyers look past clutter.”☐
They don’t — clutter distracts and makes rooms feel smaller.

 6. “The first offer is never the best.”☐
Often it is — waiting for more can mean losing momentum.

 7. “All estate agents are the same.”☐
Approach, fees, and marketing strategies vary hugely.

 8. “I’ll make money back on every improvement.”☐
Not all upgrades add value — some are just personal taste.

 Avoiding these myths keeps your sale realistic, efficient, and profitable. ✅
For deeper guidance, see The UK Home Seller’s Handbook with 1,001 practical 
tips.

The Seller’s Chain Survival Guide

12 Ways to Keep Things Moving

Property chains are one of the biggest causes of stress and delays in UK sales. 
Use these 12 tactics to keep your chain strong and your sale on track.

 1. Choose your buyer carefully. Cash buyers or first-time buyers reduce chain ☐
risk.

 2. Get your paperwork ready early. Don’t let missing forms hold things up.☐

 3. Stay in regular contact with your solicitor. Weekly updates keep files ☐
moving.

 4. Chase the estate agent. They can often nudge the whole chain along.☐



 5. Be flexible with dates. A little give-and-take keeps chains intact.☐

 6. Respond quickly to enquiries. Every delay on your end slows the whole ☐
chain.

 7. Check your buyer’s position. Make sure they have finance agreed in ☐
principle.

 8. Anticipate common problems. Leaseholds, slow searches, and surveys often ☐
cause hiccups.

 9. Keep communication polite. Tensions break chains; patience keeps them ☐
together.

 10. Agree a target timeline. All parties should know the plan from the start.☐

 11. Have a backup plan. Short-term rentals or storage give you options if ☐
things slip.

 12. Stay calm under pressure. Chains often wobble but don’t always collapse — ☐
persistence pays off.

 By managing your chain smartly, you’ll reduce delays and protect your sale ✅
from falling apart. For the full roadmap, see The UK Home Seller’s Handbook.

The 10 Essential Kerb Appeal Upgrades

Boost First Impressions and Attract More Buyers

Your home’s exterior is its handshake with buyers. These 10 affordable upgrades 
can transform the way your property is perceived — and add value instantly.

 1. Repaint or clean the front door. A bold, fresh colour or polish makes a big☐  
statement.

 2. Upgrade door furniture. New handles, knockers, and numbers look stylish and☐  
welcoming.

 3. Clear and sweep the pathway. Tidy, weed-free entrances signal care.☐

 4. Add potted plants or hanging baskets. Touches of greenery make the entrance☐  
inviting.

 5. Wash or repaint exterior walls. Removes grime and freshens the façade.☐

 6. Clean windows and frames. Sparkling glass shows pride in upkeep.☐

 7. Refresh outdoor lighting. Replace broken bulbs and clean fixtures for a ☐
safe, warm glow.

 8. Tidy front garden or lawn. Mow, trim, and edge for neat lines.☐

 9. Fix fences and gates. Strong, clean boundaries reassure buyers about ☐
security.

 10. Hide the bins. Store neatly or screen them out of sight.☐

 Kerb appeal upgrades cost little but set the tone for the entire viewing — ✅
often adding thousands to offers. For hundreds more prep tips, see The UK Home 
Seller’s Handbook.

The Seller’s Red Flag Checklist

12 Things That Scare Buyers Away



Certain issues instantly set off alarm bells for buyers — even if they’re minor 
or fixable. Tackle these red flags before viewings to keep interest strong.

 1. Damp patches. Always a top concern — fix and redecorate before listing.☐

 2. Peeling paint or wallpaper. Suggests neglect and hidden problems.☐

 3. Cracks in walls or ceilings. Even small ones raise structural fears.☐

 4. Strong odours. Smoke, pets, or mould smells linger in buyers’ minds.☐

 5. Dark, unlit rooms. Poor lighting feels unwelcoming.☐

 6. Overgrown gardens. Suggests high maintenance and lack of care.☐

 7. Outdated kitchens/bathrooms. Buyers mentally add thousands to renovation ☐
costs.

 8. Broken fixtures. Loose handles, dripping taps, and faulty switches look ☐
careless.

 9. Messy storage spaces. Buyers want to see room, not clutter.☐

 10. Old wiring or fuse boxes. Outdated electrics scare non-expert buyers.☐

 11. Noisy neighbours. If noise is an issue, consider soundproofing touches.☐

 12. Unfinished DIY projects. Half-completed work suggests hassle and expense.☐

 By fixing or disguising these 12 red flags, you’ll reassure buyers and smooth✅  
the path to offers. For the full preparation guide, see The UK Home Seller’s 
Handbook.

The 20-Point Final Walkthrough Checklist for Sellers

Leave Your Home Ready and Avoid Last-Minute Issues

Before you hand over the keys, take one last walkthrough. This 20-point 
checklist ensures you don’t miss a thing — and keeps buyers happy on moving day.

 1. Collect and label all keys. Front, back, windows, garage, shed, and any ☐
spares.

 2. Leave appliance manuals. Boilers, ovens, alarms, and anything staying ☐
behind.

 3. Note down final meter readings. Gas, electric, and water.☐

 4. Switch off appliances. Except those agreed to remain running (e.g., ☐
fridge).

 5. Empty bins. Inside and outside — leave nothing smelly.☐

 6. Wipe down kitchen counters. A clean kitchen sets the right tone.☐

 7. Check cupboards and drawers. Nothing left behind, especially in high ☐
places.

 8. Vacuum or sweep floors. A quick once-over is a courtesy.☐

 9. Clean the bathroom. Wipe sinks, toilets, and showers.☐

 10. Remove personal items. Photos, clothes, toiletries — leave a blank canvas.☐



 11. Check loft, garage, and shed. These often get forgotten.☐

 12. Secure windows and doors. Leave the property safe.☐

 13. Leave agreed fixtures and fittings. Curtains, carpets, appliances, etc.☐

 14. Check smoke and CO alarms. Ensure batteries are in place.☐

 15. Leave forwarding address. For post and any future queries.☐

 16. Return borrowed items. Tools or furniture borrowed for staging.☐

 17. Reset heating/boiler. Leave on a safe setting to prevent frozen pipes in ☐
winter.

 18. Clear outdoor spaces. Toys, tools, and clutter removed.☐

 19. Leave a welcome note (optional). A small gesture makes buyers feel ☐
positive.

 20. Do a final room-by-room sweep. Stand in each doorway and scan carefully.☐


