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HARDISTY AND CO’S  
Guide to Selling your Home

Great, you have decided to sell your home! The first and most crucial step is to arrange 
a pre-sale market appraisal and select an agent to act on your behalf. When obtaining 
valuations on your property, remember, it is not always simply a case of accepting 
whichever agent gives you the highest valuation. Whilst this can be very tempting,  
we recommend that you also assess your choice of agent based on many other  
things including….

• Thorough knowledge of the local property market and house prices
• Quality Marketing Tools including advertising on some of the major property  
 portals such as Rightmove and On the Market along with an interactive  
 agents website
• Bespoke quality marketing material with professional photography and floor plans
• Knowledgeable Team of in house Property Professionals with your own dedicated   
 negotiator
• Seven day a week opening including accompanied viewing service
• An agent who will work for you and with you to achieve the timing to suit you
• Location and presentation of the local branch and quality eye catching For Sale board
• Branch coverage, membership of professional and regulatory bodies and industry   
 qualified staff
• Pro-active marketing techniques and a modern approach
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Once you are ready to instruct your chosen agent, if you are planning on purchasing 
another property, now is the perfect time to speak with an independent mortgage 
advisor to ascertain the current status of your existing mortgage and your current 
affordability. This will only take a short amount of your time and will enable you to 
be able to make an informed decision both when considering accepting an offer and, 
if appropriate, when offering for a property on an onward purchase. Many vendors 
believe that this time is “too early” to be considering their own mortgage plan, however, 
forward planning can take much stress away from the marketing and negotiating of 
your property further down the line

When marketing commences your agent 
should be proactive and showcase your 
property in the best light possible. You 
should be familiar how, when and where 
your property will be advertised and it 
should be prominently displayed in the 
window and wall displays in branch. 
Brochures should contain floor plans, 
dimensions and professional photographs 
and your home should be matched with 
registered applicants by e-mail, post and 
in branch. 

A good on-line presence is essential 
and you should ensure that your agent 
advertises on portals such as On the 
Market and Rightmove. You should never 
underestimate the power of a “For Sale” 
sign, word of mouth travels fast and 
buyers actually do still drive around  
their preferred areas looking for  
eye-catching boards. 

The local press is also still a great medium 
of advertising to capture the more local 
audience and you should ensure that your 
agent also has a good presence in the 
local press.
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Most agents offer an accompanied viewing service, although some sellers choose to 
host their own viewings. If you do decide to carry out your own viewings do make sure 
that you emphasise all the positive factors that are not immediately obvious, visible 
or apparent such as gardens with a sunny aspect, additional concealed storage areas, 
friendly neighbours and the closeness of local communities and amenities. 

You must always ensure that your property has good ‘curb appeal’; with well-
maintained and manicured gardens, clean pathways and trimmed and pruned hedges, 
bushes and trees. An occasional tidy hanging basket can also really set off the look 
of a property.  Windows and doors should be kept clean, the bins should be hidden 
away and you should try and repair and improve any chipped paintwork and clear 
any outdoor mess. When a potential buyer is in your home, try and make them feel 
comfortable and at ease; control the temperature, de-clutter, complete any odd DIY 
jobs and always avoid smoke, pet or strong food odours. Remember, you’re not only 
selling your home but a lifestyle too!
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Once you have an interested buyer they 
would normally contact the agent to 
register an offer and at that point you 
will then enter into negotiations. Before 
you begin negotiations you should have 
already considered how much you are 
prepared to sell your property for and, if 
you haven’t, now is definitely the time to 
seek some independent mortgage advice. 

Price is obviously of prime importance, 
however, the position of the purchaser 
will more than likely also impact on your 
decision whether or not to accept an offer 

for example; are they cash buyers?  
Do they have a property to sell? Are they 
in a chain? Your agent should also confirm 
and verify the prospective purchasers’ 
financial position and either obtain proof 
of funds from a cash purchaser or an 
agreement in principal from a lender if the 
buyer is obtaining a mortgage. 

A professional estate agent will always 
offer the services of their own mortgage 
advisor to a purchaser in order to ensure 
as smooth tranasaction as possible. Let 
your agent do all the hard work for you!

Once you have decided to accept an offer, 
a conveyancer will need to be instructed. 
The conveyancer will deal with all the legal 
aspects of sale and purchase transactions, 
this includes reviewing documentation and 
title, issuing or checking contracts, raising 
or replying to enquiries and applying for 
searches. This process runs alongside 
the buyers’ mortgage application which, 
once approved, will then lead to a survey 

being carried out at your property. Subject 
to there been no issues with the survey 
the mortgage will be offered and the 
buyer should be nearly ready to pay their 
deposit and exchange contracts. This 
whole process takes, on average, between 
eight to ten weeks depending on vendor 
and buyer circumstances, length of any 
chain involved and the complexity of the 
conveyance.
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Once your conveyancers have dealt 
with all legal matters and your 
purchasers mortgage offer is in place 
the conveyancers will agree a date for 
exchange of contracts (this is when a 
transaction becomes legally binding)  
and the date for completion is set (this  

is the day that the balance monies are paid 
over and everyone moves). At the point 
of exchange of contracts the purchasers 
pay across a non-refundable deposit and 
at this stage you should ensure that have 
organised your removals, if necessary,  
for the completion day.

Your moving date has arrived! On the day 
of completion purchase monies will be 
transferred from the buyers conveyancer 
to the vendors conveyancer. 

Once the money transfer has taken place 
you are then able to hand over your keys 
and the possession of your property to 
your buyer. 

Before you leave, always remember to 
take a note of all meter readings and it is 
always best practice to leave some basic 
notes and instruction manuals about how 
things work and how to find important 
things such as the boiler and the stop tap. 
This ensures that you are less likely to be 
disturbed once you have moved out.
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Hooray!



www.ha rd i s tyandco .com

HORSFORTH
0113 239 0012

horsforth@hardistyandco.com

GUISELEY
01943 870 970

guiseley@hardistyandco.com

OTLEY
01943 468 999

otley@hardistyandco.com

HOW MUCH IS YOUR PROPERTY WORTH?

Selling? Renting? Let our team offer you a free,  
no obligation valuation of your property




