




















Once you've found your dream home, it is time to make an offer.

CASH BUYERS SET YOUR LIMIT

Cash buyers, those with a mortgage offer in Set your limit and don’t go above it. You have
place, and people with no chain will be most to be prepared to walk away if the price gets
attractive to vendors. too high. If you don't like haggling just tell

the vendor it is your final price and see if it's
acceptable. They may not like the process any
more than you do.

HOW LOW TO GO

Don't insult the vendor by putting in a ridiculous

offer. The estate agent should be able to give you GAZUMPING

a steer as to how low to go. Gazumping can be rife in a seller's market. Ask

for the property to be taken off the market for
a week or two once your bid has been accepted
to allow you to get the survey and legal work

STAM P DUTY done. This should reduce the chance of someone

If you are on a stamp duty threshold then you gazumping you with a counter offer.
may be able to come to some arrangement for

fittings and furniture that suits both you and the

vendor. Be careful though, as the taxman could SEALED BIDS

query why you are paying £10,000 for curtains if

b Selfeves te e seie Houses in demand often go to sealed bids

— whereby each interested party puts their
highest price in an envelope and the vendor
chooses who will buy their house based on
these. This is the standard practice in Scotland.
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DON'T SKIMP ON THE SURVEY

Especially with older properties!

The minimum you should invest in is

a homebuyers report, and ideally a full
structural survey. Don't just rely on the
mortgage valuation survey as this will only
tell you the property is worth more than
the value of the mortgage. It won't tell you

JUDGE YOUR VENDOR

With some sellers, letting them know how much
you love their home could swing the deal in your
favour. If they have an emotional attachment to
the home they are leaving they might prefer a
buyer they empathise with. Be careful though,
some sellers could use this to push for the
highest price possible.

if major repairs are needed to the roof, for
instance. You can get help from AA Legal
Services on getting a survey done.

EXTRA COSTS

Don't forget all the extra costs of moving such as
mortgage, survey and legal fees, removal costs
and stamp duty.

NEGOTIATE

Don't be afraid to negotiate money off the price
if the survey reveals faults that will cost you
money to put right.
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MORTAGE PROVIDER

Don't take out home insurance from your

You are under no obligation to take the mortgage
provider's insurance although they will require

mortgage provider unless it is the most competitive.

You will need to insure your home from the date you exchange contracts,
as you are then legally bound to buy it.

SECURITY

Having good security and belonging to a
Neighbourhood Watch scheme will help reduce
the cost of cover. The insurer may also, for
example, insist that the front door has a BS3621

confirmation 'Fhf'it you have.buildings cover in place five-lever mortise lock or key operated window
to protect their investment in your home. locks so check that the house you are buying
meets the insurers requirements.

BUILDINGS AND CONTENTS

Buying both buildings and contents from the
same provider may work out cheaper than
buying separately — but not always. Get quotes
for both joint and separate cover.

POLICY THAT SUITS YOU

Make sure the policy covers your needs. Do you
have expensive garden furniture and will it be
covered? Do you need cover for possessions away
from the home which can get you cheaper travel
insurance? What about accidental damage cover?

What is the value of your contents? The AA'S
BEST PREMIUMS home insurance website has a useful calculator to

will find the best premiums for you from their
panel of insurers.

SELLING VIA ESTATE AGENTS | SELLING AT AUCTION | SELLING PRIVATELY | VIEWING A HOME | MAKING AN OFFER | BUYING INSURANCE



