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From mountain to sea

Empty Homes/
Selling your Empty Home —
Increasing Saleability

If you are considering selling your empty home, you probably want to achieve a prompt
sale. It is frustrating and costly to have a property on the market for a long period and, if you
are carrying out the viewings yourself, it can be very time consuming. A quick sale will
reduce your ongoing costs for the property and also reduce the risk of the property being
vandalised or falling into disrepair.

Setting an asking price
Homes in Scotland tend to be advertised in one of the two following ways:-

Offers over — this is the most common type of asking price in Scotland and
indicates that the seller is expecting to receive offers over the stated amount. In
areas with very buoyant markets this can be significantly over the asking price.
Buyers can still offer under the “offers over” amount, however unless the property is
struggling to sell, these are less likely to be considered.

Guide price or “offers in the region of” (OIRO) - this is more common in England
and Wales and tends to be less used in Scotland. Indicating a guide price rather
than an “offers over” amount can sometimes stimulate interest and indicate you are
happy to negotiate with buyers. The asking price will usually be led by the Home
Report valuation, but it should also reflect the condition of the property, the location
and the current housing market. The currently accepted way to get a clear idea of
what “market value” might be, is to look at what similar properties have actually sold
for in the very recent past and then to adjust the value for property condition and
area between that house and yours. An Estate Agent and/or conveyancer can offer
their professional opinion when helping you decide the asking price. The price may
also reflect how quickly you want to sell the property. Some sellers are happy to wait
a while to try to achieve as high a price as possible, whereas sellers looking for a
quick sale should consider pricing their property competitively compared to other
similar properties on the market so that they get the most interest.



Who is the target purchaser?

You should consider who your target purchaser is and how you present your property for
sale, as your target purchaser will influence the way you market the property. Is your
property habitable, albeit with a small degree of repair? Or is it a development opportunity -
the property is not habitable and/or requires a lot of work? If it is habitable, the property is
likely to be marketed with an Estate Agent to typical buyers so good photos will be required.
If the property is uninhabitable or requires a lot of work it may be marketed specifically to
buyers looking for a ‘fixer-upper’, such as a developer.

Marketing to Typical Buyers

Typical buyers will be looking for a property that they can move into more or less straight
away, even if there is some cosmetic work or upgrading to do. If your home is habitable
then you are likely to market it to these buyers. They will expect to see external and internal
photographs and will make their decision to view the property based on these, so it's worth
ensuring your home looks its best in them. Good photos really are worth a thousand words,
but they cannot sell a property if it is not presented at its best. If you aren’t happy with the
first photos, fix any issues and take new ones or ask your agent to do so.

If the garden is untidy, or the exterior of the property is dirty or in a state of disrepair that
can be easily fixed, make the effort to do it. Washing down paintwork, or replacing a
broken window makes such a difference.

If you plan to sell on the open market, make sure to take care of the following:-

¢ Fix small maintenance issues, assuming it is relatively quick and easy to do so.

e Tidy up, clean and declutter inside and outside. Many buyers will drive by properties
before deciding whether to view, so make sure the home has as much ‘kerb appeal’
as possible.

e Clear communal areas of clutter and fix any maintenance issues that you can. If
doing viewings yourself, arrive early and tidy communal spaces ahead of each
viewing.

e Make sure any furniture looks clean, tidy and fits the space. Too much furniture can
make rooms look smaller than they are, but it can be a good idea to show that a sofa
or a double bed fits into a space so that buyers can visualize how they would use it

e |f the decor of the property is particularly bold, consider painting it in neutral colours,
which are often very affordable. Not only will the property look cleaner, it also makes
rooms look larger.

e If there are lingering odours, deal with them. Odours such as smoke or pet smells
can make or break a sale, so it would be wise to deal with the cause. That may
mean cleaning or even removing carpets, soft furnishings or any other fabric that
retains the smell.

Demonstrating the Potential to Developers

A developer or a someone looking for a ‘fixer-upper’ will be less sensitive to how the
property is presented as they are already planning to do work. This is why it's important to
understand your target market — you don’t want to spend time, money and effort fixing up a
property for the buyer to completely renovate it. That said, even if the home you're selling is
a fixer-upper’ it’s still a good idea take some small steps to help buyers see its potential.
The property should still be as clean as possible and free of clutter.



Where works are required, obtain quotes to show buyers the costs involved so they can
factor them in. Your property may require rewiring, or a new chimney and a buyer may have
no idea of the cost involved. A readily available quote will help them to know if it's within
their budget. The Home Report will indicate any areas that will require urgent attention from
the new buyer, and quotes can help to reassure buyers that these issues are manageable.

Give careful thought before you invest in a new kitchen or bathroom suite. Studies show
that reducing the price of the property to account for these works is actually more cost
effective than replacing these items prior to selling. Just remember to factor in the cost of
any required work when setting your asking price to help make sure the price is achievable.

Planning for the future

If the property has potential for an extension or loft conversion, you could apply for those
permissions yourself. Free guidance may be available from Planning Aid Scotland, and
whilst you will have to pay for plans and application fees, the increase in value of your
property could be significant with that permission in place. The link to the Planning Aid
website is http://pas.org.uk/

Selling at auction

If the property requires major refurbishment or is a development opportunity, you may want
to consider other options for selling, such as at auction. Auction buyers will have lower
expectations regarding how the property is presented, but as far as is practical you should
keep the property tidy, cutting back vegetation and making sure the property is wind and
watertight. This not only shows the property in the best light, but it will also deter antisocial
behaviour and prevent blight in the neighbourhood.

Whilst auction websites generally show very few photographs, there will be property
information such as basic details about the location, local amenities and a property
description.

Make sure that any Planning Permissions or Building Warrants are included in the auction
listing of the property. Potential purchasers will know that redevelopment is possible, and
therefore they are not purchasing speculatively.

Keeping your property in a saleable state

It can be difficult to maintain an empty home particularly if you do not live nearby. However,
you could consider asking a neighbour to cut the grass, or make sure external areas are
kept clear of litter/rubbish. You could arrange for your selling agent to have a contractor
maintain the property or appoint a contractor yourself. Check the Aberdeenshire Council
Trusted Trader Scheme for reputable tradesmen in your area. Remember, an untidy
property is more problematic to sell, but also attracts unwanted attention such as fly tipping,
vandalism, and squatters.



http://pas.org.uk/
https://www.trustedtrader.scot/Aberdeenshire/search

Saleability Checklist

Have you carried out the following before putting your home on the market?

Property is habitable/needs minor repair

Tidy the garden, weed flower beds and driveways, repair fences/sheds/porches
The property/land is tidy and any rubbish removed, including junk mail from house

Clear communal areas and speak to Factors or residents association to organise
common repairs. Alternatively get quotes for this work.

Repair broken windows, holes in walls, broken switches etc
Wash down paintwork
Remove any personal items from property, such as photographs or ornaments

De-clutter and clean property and rearrange furniture to show rooms off to maximum
potential

Where practical, redecorate over “bold” décor with neutral colours
Remove or clean any causes of odour, such as cigarettes or pet odours
Consider acquiring the necessary Planning Permissions/Building Warrants

If there are similar properties that have been refurbished in the area get some
photographs so purchasers can see the potential of your property

< Contact Aberdeenshire Council if you have an empty home and
would like further advice: emptyhomes@aberdeenshire.gov.uk
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